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Financial performance for the
financial year ended 30 June 2006.

% increase FYE FYE
over 30-Jun-06 30-Jun-05

prior year $ $
Revenue 35.9% 48,720,531 35,837,924
EBITDA 39.2% 17,628,207 12,663,168
EBITA 39.5% 16,543,313 11,858,675
EBIT before amortisation of contracts 51.3% 16,194,598 10,703,124
EBIT 70.3% 15,380,920 9,031,931
PBT 83.6% 15,012,798 8,176,366
NPAT 117.3% 11,305,273 5,203,557
NPAT before amortisation of contracts 60.3% 11,018,282 6,874,750

and tax consolidation benefit

All results have been restated for A-IFRS




Key highlights for the financial
year ended 30 June 2006:

NPAT of $11.3m.

Revenue growth of 36% and NPAT growth of 117%
compared to prior year reflecting organic growth and full 12
months of trading of Remuneration Services (Qld) Pty Ltd.

Net operating cash flow of $13m (after interest and
CAPEX).

Debt repayments of $11.5m.
Net cash position of $3.2m.
Diluted earnings per share of 16.71 cps.

Final dividend of 7 cps (total 9.5 cps) compared to prior
year of 3.9 cps.



Key highlights for the financial
year ended 30 June 2006:

Retention of the Queensland Government contract:
- 3 years plus up to 2 year extension,
- foundation for further growth; and

- afocus on sales and new products moving
forward.

Achieving certification as a Certified Customer
Service Organisation from the Customer Service
Institute of Australia.

A strengthening of our market position and client
value proposition.



Key highlights for the financial
year ended 30 June 2006:

Establishment of “in-house” fleet authorisation
services.

Continued rollout of new products and services.
Improved operational quality and productivity levels.
Continued strengthening of our Management Team.

Aggressively grow sales through organic growth
and introduction of new products within select
Industry sectors.



During the Past Year We:

Increased our project management and new business
resources.

Further enhanced our quality assurance programs.

Continued to employ a number of new experienced managers
and specialist staff in all operational divisions.

Consistently outperformed our contractual customer care
centre KPI's.

Favourably benchmarked ourselves against a range of
customer services measures.

Strengthened our sales and marketing team.

Strengthened our market and sales position in select markets.



The Qutlook for financial
year 2007:

Obtained an Australian Financial Services Licence.
Expectation of continued sales and profit growth.

Continue to leverage from an existing infrastructure,
systems, client base and intellectual property to generate
new and improved income streams.

A focus on achieving economies of scale and lower unit
costs by increasing our client base (employee clients,
motor vehicles and cards).

A continued focus on productivity, quality, process
Improvements and customer service excellence.



The Qutlook for financial
year 2007:

Continue to develop and allocate resources towards
sales, marketing and brand.

Continue to invest in our people (reward and recognition

programs, training and development, values and
culture).

Explore opportunities relating to acquisitions, joint
ventures or similar.



