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While every care has been taken in the preparation of this presentation, Corporate Travel Management (CTM) and each of their
respective related bodies corporate and associated entities and each of their respective officers, employees, associates, agents,
Independent contractors and advisers, do not make any representation, guarantee or warranty, express or implied, as to the accuracy,
completeness, currency or reliability (including as to auditing or independent verification) of any information contained in this
presentation and do not accept, to the maximum extent permitted by law:

(a) Any responsibility arising in any way for any errors in or omissions from any information or for any lack of accuracy,
completeness, currency or reliability of any such information made available;

(b) Any responsibility to provide any other information or notification of matters arising or coming to their notice which may affect
any information provided and;

(c) Any liability for any loss or damage (whether under statute, in contract or tort for negligence or otherwise) suffered or incurred
by any person as a result of or in connection with a person or persons using, disclosing, acting on or placing reliance on any
information contained in this presentation, whether the loss or damage arises in connection with any negligence, default or lack of
care or from any misrepresentation or any other cause.

No representation, guarantee or warranty is given as to the accuracy, completeness, likelihood of achievement or reasonableness of
any forecasts, projections or forward looking statements contained in this presentation.

You acknowledge and agree that you will rely only on your own independent assessment of any information, statements or
representations contained in this presentation and such reliance will be entirely at your own risk.
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Group Performance FY11 Overview

—

FY12 Strategic Initiatives

etm acquisition update

18t Quarter Update FY2012

FY2012 commentary
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1. FY11 Group Performance Highlights

TTV up by 42.9% to $502.3m

Revenue up by 48.2% to $46.8m

EBITDA up by 125.0% to $12.6m

Underlying NPAT up by 158.0% to $8.56m*

Statutory NPAT up by 149.2% to $8.27m

EPS 13.5 cents per share (6.6 cents FY2010)

* Underlying NPAT includes adjustment for one-off items for After tax share issue costs of $92,000. and

Business combination accounting adjustment re Travelcorp acquisition of $199,000.

» Strong organic growth (new client wins and retention).

» Well executed merger of Travelcorp business.

 Leveraging scale and efficiencies in product, systems and people
 Strong operating cash flow. Strong Balance Sheet with no debt

5 cents per share dividend
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2. Key Strategic Initiatives FY12

Clients:

« Continued investment in client facing innovations (capital investment in FY12 of
circa $1.5 mill) to build upon compelling model and create new revenue streams

* Leverage complementary MICE* solutions to current and future clients
= Organic growth (new client wins and retention), to build further market share
People:

 Technology and productivity initiatives to ensure CTM’s people are well
positioned to deliver a highly personalised and expert service to clients

« CTM'’s workforce is both scalable and highly trained to support client growth
Integration:
« Transitioning etm team under one roof to create synergies

» Enhance client offerings to current and future clients

* MICE = Meeting, Incentive, Conference and Events



Client-Facing Technology Developments
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Dedicated Product Development Team
Client products- $1.5M investment FY2012
Mining and Marine Project

featuring -

assist-u -,

market-leading traveller assistance. (i,
senvices on any mobile device &‘
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Business Intelligence - Dynamic ROl analysis

CTM’s Mobile Technology — solid client uptake
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CTM landscape — strong geographic and
client diversification

staff across 6 offices in Australia and New Zealand
arket share circa 8% and growing
largest MICE Travel providers in Australia and
nd
0 clients, including 14 ASX100 companies

panies, Australia and New Zealand’s

te companies Perth

n and risk mitigation - no client represents more than 4%

Best Corporate and MICE Agencies in Australia -

oof




Combined Entity — Improved diversification and
scalability

CTM FY11 pre-etm CTM FY11 including etm

NZ
3%

» etm enhances CTM’s well diversified geographic portfolio, providing further scalability and lower cost ba

» CTM remains well exposed to corporate growth states (WA, QLD)




3. etm acquisition update

 etm on-track:

Ownership change completed 3 October 2011

Integration plan well underway and on-track

Melbourne operation under one roof from mid- December 2011 in CBD
“One roof “ allows synergies and cultural integration

» Risk mitigation:
« All major etm clients contracted through to FY2013 or later
» All key staff engaged in on-going business operations

« etm profit guidance:
» Early stages, more guidance later in year
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4. 1st Quarter results — CTM Highlights

. Financial Performance:
. Record Quarter in TTV sales $154.3m (up 37% pcp)
. Result does not include etm (contribution from 3 October 2011)
Why?
. Continued success in winning new clients combined with strong client retention
. Event Travel Management - strong forward activity
. Leveraging scalability in cost base & systems without compromising service
. Client activity remains solid despite economic headwinds

. Resulting client profit contribution and EBITDA margins in line with CTM’s
expectations
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1st Quarter -Business Model Awarded

\




5. FY12 full year guidance reiteration

« Summary:
» Reiteration of FY12 Forecast EBITDA growth range of 30-40%

 FY2012 ytd results are at top end of guidance range

Why?

» Continue to win new clients- much of the TTV growth already locked in for FY12
« Remain well positioned for continued organic growth and increased market share
» Continue to leverage scalability across cost base and systems

» etm integration on track

« Current client activity remains solid

» Strong cash flow, no balance sheet debt (etm funded from cash reserves)

» Factors affecting Profit range moving forward:
» Any deterioration in client activity may put CTM at lower end of guidance range
» To date, CTM has seen no effect on client activity to the downside
» Expect dividend policy to continue (circa 50% NPAT)
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