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Disclaimer
The release, publication or distribution of this presentation in certain jurisdictions may be restricted by
law and therefore persons in such jurisdictions into which this presentation is released, published or
distributed should inform themselves about and observe such restrictions.
This presentation does not constitute or form part of an offer to sell or the solicitation of an offer toThis presentation does not constitute, or form part of, an offer to sell or the solicitation of an offer to
subscribe for or buy any securities, nor the solicitation of any vote or approval in any jurisdiction, nor
shall there be any sale, issue or transfer of the securities referred to in this presentation in any
jurisdiction in contravention of applicable law.
Persons needing advice should consult their stockbroker, bank manager, solicitor, accountant or other
independent financial advisor. Certain statements made in this presentation are forward-looking
statements. These forward-looking statements are not historical facts but rather are based on M2’s
current expectations, estimates and projections about the industry in which M2 operates, and its
beliefs and assumptions. Words such as "anticipates," "expects," "intends," "plans," "believes," "seeks,”
"estimates,“ “guidance” and similar expressions are intended to identify forward-looking statements.
These statements are not guarantees of future performance and are subject to known and unknown risks,
uncertainties and other factors some of which are beyond the control of M2 are difficult to predictuncertainties and other factors, some of which are beyond the control of M2, are difficult to predict
and could cause actual results to differ materially from those expressed or forecasted in the forward-looking
statements. M2 cautions shareholders and prospective shareholders not to place undue
reliance on these forward-looking statements, which reflect the view of M2 only as of the date of this
presentation. The forward-looking statements made in this presentation relate only to events as of the date
on which the statements are made. M2 will not undertake any obligation to release publicly anyon which the statements are made. M2 will not undertake any obligation to release publicly any
revisions or updates to these forward-looking statements to reflect events, circumstances or unanticipated
events occurring after the date of this presentation except as required by law or by any appropriate
regulatory authority.
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Goal

To become the preTo become the pre--eminent provider of eminent provider of 
telecoms services to Australian small telecoms services to Australian small 

and medium businessand medium businessand medium business.and medium business.
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The M2 Business

A provider of a full suite of telecommunications services A provider of a full suite of telecommunications services 
to Small and Medium Businesses (SMB’s) and 

wholesale customers in Australia and New Zealand.

Fixed Line Mobile Broadband Wireless 
Broadband
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Fast facts about M2

Founded December 1999. Listed on ASX 2004.

$380m revenue (annualised as @ Feb ‘10). 1% telecoms industry market share.

Eight consecutive years growth in earnings, EPS and DPS.

400+ team members.  Retains founding Board and management team.g g

Minimal network infrastructure. Technology flexibility.  Low Capex.

Operates Retail (SMB focus) and Wholesale business units.
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M2 Group structure
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Unprecedented growth – the highlights
$m                          1H10                     1H09                   % change

Revenue 187 69 87 28 Up 115%Revenue                         187.69                     87.28                   Up 115%

EBITDA                            15.35                       6.14                    Up 150%

EBIT                                 12.68                       5.15                    Up 146%

EBIT (underlying*) 14.04                       5.15                    Up 173%

NPAT                                 8.19                        3.19                    Up 156%

NPAT (underlying*) 9.55                        3.19                    Up 199%

EPS (cents) 7.5                         4.0                      Up 86%

EPS (cents, underlying*) 8.7                         4.0                     Up 118%

Dividend (cents) 5                           2.5                     Up 100%
* Underlying EBIT, NPAT and EPS results each include an add-back of a non-cash cost of $1.36 
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Record NPAT & EBITDA

15 3515.35 
13.33

8.19 
7.48

5.16 6.14 

9.10

$M

NPAT

EBITDA

3.19 
2.402.181.88

3.803.402.80

FY05 FY06 FY07 FY08 FY09 1H09 1H10
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Revenues more than double

202.70
187.69

87.28
108.60

($
M

)

23.70 33.50 43.50

FY05 FY06 FY07 FY08 FY09 1H09 1H10
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Dividend Per Share (DPS) up 100%

5 0
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Strong Balance Sheet.  Modest gearing.

$M                            31 Dec ‘09                   30 Jun ’09

Total current assets                           64.15                               61.87

Total non-current assets                    78.80                               79.52

Total assets                                      142.95                             141.39

Total current liabilities                        64.44                               73.54

Total non-current liabilities                 24.22                               19.34

Total liabilities                                    88.65                               92.88

Net assets                                         54.30                               48.51

Total equity                                        54.30                               48.51
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M2 Brand Family

Trusted brand Bundles telecoms services with

Brand Core proposition

Trusted brand. Bundles telecoms services with 
equipment for SMBs and small corporates.

“Challenger” brand, offering personalised
service and tailored telecoms for SMBs.

Regional focus, offering full suite of telecoms 
services to consumers and SOHO’s.

Offers wholesale telecommunications services 
to small and mid-sized telcos and ISPs.
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M2 Retail – fast facts

Multi-brand strategy predominantly targeting SMB’s

Indirect sales channels – national dealership network

Retail revenues approx $250 million (annualised @ Feb ‘10)

Data, 16%

Fixed line, Mobile, 12%
72%
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M2 Wholesale – fast facts

Full service wholesale supplier to reseller telcos and ISPs

Direct sales model

Wholesale revenues approx $130 million (annualised @ Feb ‘10)

Data 9%

Fixed line, 62%

Mobile, 29%

Data, 9%

Mobile, 29%
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Experienced Exec Management Team

B d f Di tBoard of Directors
Chairman: Craig Farrow (joined 1999)

Directors: 5 Non-Executive, 1 Executive
Company Secretary 

& Legal Affairs
Kellie Dean 

(joined 2007 e

Managing Director / CEO
Vaughan Bowen 

(joined 1999)

(joined 2007, ex 
Orion 5 years)

Operations Director
Geoff Horth

(joined 2009, ex 
Commander 5 years)

Sales & Marketing 
Director

Steve Wicks
(joined 2000)

CFO
Darryl Inns

(joined 2001)

CIO
Matthew Hobbs
(joined 2007, ex 
WCG 4 years)

Commercial Director
Michael Speglic

(joined 2007, ex Orion 
10 years)

Wholesale Director
Terry Doyle
(joined 2004)
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Key achievements in the period

Expansion of People Telecom and Commander sales channels and product suites

Consolidation of operations across the business, post the recent acquisitions

Implementation of company-wide accounting, payroll & incident ticketing systems

Completed key operating systems migrations within M2 Wholesale division

p p y g, p y g y

Reduction of underlying cost base via functional efficiencies & improved buying

Doubling of new sales volumes & marked increase in customer retention 
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Guidance FY2010

$M                         2009(a)                     2010(f)                    % Change*( ) ( ) g

Revenue                             202.7                    380 - 400                       90%

EBITDA                               13.3                       29 - 31                        126%

NPAT                                    7.5                     14.5 - 15.5                     100%

NPAT (underlying**)                       8.3                      17.1 - 18.1                      112%

EPS                                     8.9c                    13.3 - 14.3c                      55%

EPS (underlying**) 9.9c                   14.5 – 15.5c                      50%

*   From mid point of range
** Underlying EBIT, NPAT and EPS guidance each include an add-back of a non-cash cost of $2.6 
million, comprised of amortisation costs associated with customer contracts acquired in the 

( S )

MTU Results Presentation, 25 February 2010 Slide 22

previous period (in accordance with Australian Accounting Standards)F
or

 p
er

so
na

l u
se

 o
nl

y



Priorities for the second half

Finalise selection of group-wide Business Support System (“BSS”)

Complete business-grade data networks consolidation

Increase new sales output from enlarged distribution channelsIncrease new sales output from enlarged distribution channels

Increase output from cross-sell / up-selling to existing customers

Complete implementation of operational “centres of excellence”  

Position M2 to take advantage of potential industry structural changes
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Key Investment Metrics (@ 24 Feb ‘10)

No. of Shares                                                 110,063,987

No. of Options                                                   3,073,000p , ,

Share Price                                               $1.60 (@ 24 Feb ‘10)

Market Capitalisation $176,102,379p

Dividend Policy                                                 70% x NPAT

1H09 Dividend                                                      2.5c

1H10 Dividend                                                      5.0c

Forward Div Yield (based on FY10 Guidance)                                       5.96% (ff)

Forward PE Ratio (based on FY10 Guidance)                               11.76 x

Substantial Institutional Shareholders            Hunter Hall
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Contacts

Name Position Phone / Email

Vaughan Bowen Managing Director / CEO 03 9674 6555 / vaughanbowen@m2.com.au

Darryl Inns Chief Financial Officer 03 9674 6520 / darrylinns@m2 com auDarryl Inns Chief Financial Officer 03 9674 6520 / darrylinns@m2.com.au

Debra Mansfield           Corporate Communications Manager   03 9674 6569 / debram@m2.com.au

Kellie Dean Company Secretary 03 9674 6577 / kellied@m2.com.au

www m2 com auwww.m2.com.au
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Thank you
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