Aero Inventory plc

e-based procurement
& inventory management
solutions for the

aerospace industry

30 Lancaster Road

New Barnet

10 June 2008 Hertfordshire EN4 8AP
United Kingdom

tel +44 (0)20 8449 9263
fax +44 (0)20 8449 3555

WWW.aero-inventory.com

Numis Aerospace and Defence Conference Thursday 5 June 2008

The attached presentation was given by Hugh Bevan, Finance Director of Aero Inventory plc, at the
recent Numis Aerospace and Defence Conference.

For more information, please contact:-

Hugh Bevan +44 (0)20 8447 3303
hugh.bevan@aero-inventory.com

Registered in England 2887038 / Registered office as above






Commercial Aircraft Maintenance — A Growing Market

= Commercial aircraft fleet forecast to grow at 4% CAGR

Air Transport Fleet Forecast: 2007 -2017
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Commercial Aircraft Maintenance — A Growing Market A/
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Customer Benefits A

Improve competitiveness & operating efficiencies
Notably fewer stockouts or shortages
Faster turnaround times on aircraft

Achieve committed service levels
Track record for materially improving service levels

Reduce ancillary costs and operational complexity

Purchasing, accounts, stores and quality assurance functions
assumed outsourced

Typically order over 150,000 part numbers (“PNs”) from over
1,000 suppliers

Release material amount of cash

Establish clear criteria for pricing parts: OEM list
Pay only for parts consumed

Avoid service fees
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Exclusive Long Term Contracts

A

Customer Signed Renewed | Tenure Renewal
(Yrs)
HAECO Nov-00 Jan 2006 5 Jan 2011
SRT Dec-03 + Aug-04 n/a 5 Aug 2009
GMF Dec-04 Mar 2007 3 Mar 2010
Qantas Oct-06 n/a 10 Oct 2016
ACTS Nov-07 n/a 10 Nov 2017
ANA March 2008 n/a 5 Mar 2013

Al is selective in choosing customers

Strong covenants

Revenue growth prospects

Open to partnerships to develop new business

Strong competitors with strong reputations

Able to exploit commonality of parts across platforms
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Global Coverage ﬁ/
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Cashflow & Stock Turn A

New contracts typically require cash investment to
achieve contracted service levels

Have invested further Iin Qantas and ACTS contracts In
2007/08 (both forecast to be cash positive in 2008/09)

Mature contracts — (HAECO and SR Technics) generating
cash

Stock levels will always be substantial — maintenance
parts held on a ‘just-in-case’ basis

Stock turn will improve as more customers draw on the
same pool of stocks
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6
Contract Finance A

New contracts historically financed with equity issues and
conventional bank debt

Equity base boosted by rights issue in 2006
Proceeds used to finance Qantas contract

US$500m asset based lending facility in place

Secured on stocks and debtors in UK, Ireland, Hong
Kong, Australia, Canada, Japan, Switzerland and US

Loans drawn down in US dollars
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Why has Aero Inventory grown so fast?

N

The market is large and is growing
Market share is still very small

Changing MRO market place
Strengthening trend towards outsourcing

Barriers to entry are significant
Track record essential
Stocks must be available
IT system must be complex and reliable

Well placed to exploit the market

18



19

The Future




o
The Future A

Considerable success in implementing contracts with
major industry players worldwide

Focusing on the successful implementation of contracts
won as well as improving efficiencies with which stocks
are used

Continue to exploit continuing outsourcing trend from
airlines who wish to focus on their core business

Consolidate Aero Inventory’s position as leader in its
sector
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Aero Inventory plc

Aero Inventory and its Market



