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Introduction to ThinkSmart

A (ASX:TSM)eading internationgbrovider of pointof-sale finance
within the retail store environment
i Target niche SOHOs &lseat small businesses
i Increasing share of consumers and prosumers in mature territories
I Shop in retail stores for computing and electricals
i abl-y 201 S0¢ @MNISOIGASIOK A 2 Y &

A Market leading international footprint across Europe and Australi

A Distribution through exclusive and entrenched partnerships with
major international electrical retailing groups

=
A Products offer compelling and highly profitable value proposition"&;;“’"»

for retail partners, customers and wholesale funders g

=

A Proven track record of growth through adverse trading condition i

o

A Platform for international and domestic growth

THINK

The smart way to do business.
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Kevy Information THINK

The smart way to do business.

A Listed in June 200:06.7m shares on issue
A Current market capitalization $70m
A No net debt.

A Delivered 14% CAGR in underlying EBITDA since listing (2.5 years to
June 2009)

A On target to meet guidance for continued positive growth in 2009.
A Dividend yield 5% fully franked.
A P/E ratio (2009 earnings) 10.6x versus sector average of 17x*.

*JP Morgan: Aug 2009 ** exc I. US operations



THE THINK BUSINESS MODEL



Focused Niche Model THINK

The smart way to do business.
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credit card & a bank loan in the fast moving electrical retailing environment.

What Are Customers Where Do They Shop? 2 Kl 6Qa GKS tNRRdAzOGK 2 KI G4Qa ¢KS / dzi
ShoppingFor? Experience

RENTSMART [HRE

ALWAYS HAVE THE

Laptops and Electricals PC Superstores Rental Operating Leases Fastin-store Process

A 12 week product lifecycles. A a ¢ 1S I gl @¢ aS A Delivered in store at the point of sale A Selects equipment

A High obsolescence factor for A Highly accessible locations A Monthly payments A Sub 10 minutes online approve
USETS. A On the spot environment A Good for cash flow A Executes agreement

A SNR@GSYy o6& (KS A 100% tax deductible for business
technol A Leaves store
BT A Bundle equipment & high value services intc

consumer contract
A Helps customer keep up to date with
technology * Sensis Australia Small Business survey 2008. 7



Targeting B2B & Consumer Customers

THINK

The smart way to do business.

B2B Market

Consumer Market

A

To o I

Product range embedded in Small
Business.

A
Provides cashflow and tax friendly A
financing solution in Big Box computer
retailers. A
A

Historically under serviced niche.

B2B customers seeking B2B finance. A
| a4 0SSy
international expansion

A

Running a Consumer proposition in
Australia since 2004

Consumer Rental = 60% of Australian new
business volumes

Consumer Rental growth FY2008 = 33%
European partners now seeking the same.
Quadruples market size in UK alone.

LI | G F2NY TR hnfekstyrd dro¥dss\ebd@iedit

process/criteria as B2B

Key 2010 Growth initiativepackaging high
value services into rental product to further
enhance consumers offering



Funding

A Existing funding agreements are contracted to 2011/2012
I UKc¢ Lloyds HBoS to 2011
I Australiac Bendigo Adelaide to 2012
I Spaing Societe Generale to 2011 and Santander to 2010
I Italy¢ Santander to 2012

w Priority to operate multiple funding agreements in major
territories

w New funding relationship opportunities emerging as credit
markets recover

THINK

mart way to do business.

LLOYDS
BANKING
GROUP

Bendigoand
AdelaideBank

\Z

SOCIETE
GENERALE

Grupo
Santander



Leading International Footprint THINKSMAR]

ThinkSmart has long term relationships with leading international retailers
and funders in 6 countries

l—r'&

UK = <] SPAIN - ITALY FRANCE in AUSTRALIA NEW ZEALAND saidl
AEuro Ops Centre APopulation 40m APopulation 58m Aopulation 60m AAustralian Ops APopulation 4m
APopulation 60m A2.2m SMEs A4.5m SMEs Am SMEs Centre A0.3m SMEs
A4.4m SMEs A50+ stores A23 stores éi’%pmg"l\fg 20m A70+ Stores
A160+ stores m S
AB00+ Stores "
aciPC IIITY PG CITY) & 2 MEDIA-SATURN
bt oo [Compucor Supersvore] Sentander :I
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O - - dick smith
GROUP A J
mmm Talk to the Techxpert
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Exposure to over 243m people and 17.3m small businesses .



Revenue Generated at Multiple Points in Contract LifeHiNk

The smart way to do business.

ThinkSmart generates revenue from 3 core sources:

Upfront,

1. Upfront brokerage on sale of equipment

Credit risk is mostly limited to the piagreed loss reserves

31-42%

Predominantly nofrecourse funding models with leading /
banks /

2. Recurring income stream from Insurance through |

life of contracts

i ThinkSmart takes no underwriting risk but receives a
significant portion of the insurance premium as commission

B33 4LYSNIAIFIE AyO2YS |G SyR 2
i Generate from extended rentals & sales of equipment into Inertia Insurance

secondary marketsg existing contracts to deliver $60m of 23.97% 2-5%
future revenue.
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THINK

TRADING SNAPSHOT
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Strong Track Record for Earnings Growth ~ THINK

The smart way to do business.

EBITDA $A
12.0 A EBITDA FY2008 = $11.3M** up 36%
A EBITDA H12009 = $5.7M
10.0 A H1 2009 Grew NPAT 17% to $2.6m.
A Sustained H1 EBITDA at $5.@m
8.0 growth weighted to second half.
6.0 A Grew margindy 7%
A Delivered 56% increase in EBITDA &
4.0 20% increase in new business
volumes from mature Australian
business.
2.0
A Positioned Group well in Europe
00 - against global recessionary
2005* 2006* 2007** 2008** SO

* - proforma Prospectus

** _ pre IPO and US Operations 13



