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Service Point Solutions

“SPS aspires to be the leading
services provider in document
management in Europe and
United States, creating value fo
its shareholders”

-

Business restructuring Refinancing Organic growth
Financial restructuring  Organic growth Acquisition-led growth build-up- sector
Beginning of growth phase ,ngergoing consolidation

Create value for our shareholders
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Leader in document management
Value-added services
International presence
Solid balance sheet
International management team

Solid, recurring business
Consolidated market positioning
Solid customer base
Contract linked revenues

Listed on the Spanish stock exchanges/ SPS.MC (Retg), SPS.SM (Bloomberg)
Spanish indices: Small Cap (Madrid) and the Inde{@atcelona)
International indices: MSCI Small Cap Index

Market capitalisation 340 M aproximately

Number of employee,316

Global presence

5 countries with 85 owned centres
24 countries via the GlobalgrafixNet network
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Shareholder structure (1)

B Free float
B Members of the Board
Institutional investors

Board of Directors Committees
J. J. Nieto — Chairman Audit
J. A. Samaranch - Vice-chairman Remuneration and

R.L. Aparicio - Board member
A. Cata - Board member

P. Navarro - Board member
E. Paraja - Board member

A. De Remedios - Board member
l. Lopez Balcells - Board Secretary

Appointments
Strategy and
Development

Rafael Lopez-Aparicio — CEO

| Matteo Buzzi — CFO

UK Board

US Board Spanish Board

German Board Dutch Board

(1) Data: CNMV (Comision Nacional del Mercado de \rak the Spanish securities regulator) as of 9 Baby 2007. 5
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* Bulgaria < Holland

» Czech Rep.s Norway

e Denmark « Poland

e Dubai * Russia

e Estonia » Saudi Arabia
e Finland  « Spain

* France * Sweden

* Germany - Switzerland
* Hungary e« Ukraine

e Iceland » Arab Emirates
e Latvia * UK

e Lithuania US

GlobalgrafixNet: global network of associated repeaphics companies
" . 42 cities worldwide « 165 centres

Service Point: integrated service network
« 85 owned centres 714 FM’s and O8S 2,292 employees
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Geographic breakdown

51% in

49% in USD & GBP

Category breakdown

55% linked to contracts

51% FM and DM

US 16%

® Revenues linked
to contracts
Non-contract
revenues

Note: pro-forma 2005 data, i.e. SPS 2005 result8@&acquisitions

UK 33%
Netherlands 38%
Spain 8%

Germany 5%

® Digital reprographics

" Facilities management
® Document management
" Other
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SPS customer portfolio consists of
a well-diversified selection of
first-class multinationals Deutscher

Bundestag

ARUP m

National Health Service

9
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Growth added

Digital reprographics 85 production centres Approx. initial capex: 50% of revenues
The process of printing or All centres are profitable Break-even point at new centres:
reproducing a document in any 6-10 workers per centre between 12 and 18 months
format using digital systems. , o

Predictable and visible cash-flow EBITDA: 15% - 25%
Maintenance capex: 5% of revenues

Facilities management

714 FM / OSS centres Capex variable depending on contract
Service provided at the. Average size of FM contractsd.2mn to ~ Start-up capex of 50%-100% of revenues
customer's premises using SPS mn in the first
(FM) or customer (OSS) In the Tirst year
employees Average size of OSS contract20,000 Break-even point at new centres:
- Digital reprographics to Imn between 3 and 4 months
. Contract life: 2-5 years EBITDA: 20% - 25%

- Mailroom

Document management Opportunities for cross-selling Consultancy services
High value added services Projects of between 50,000 and  Capex: 6% -7% of revenues
throughout the entire document 100,000 EBITDA: 20% - 25%
life-cycle 7 document digitalisation centres

Contract life: 1-5 years
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SPS has strengthened its
Balance Sheet to fuel organic
and acquisitive value creation.

In 2006, SPS :
* Nearly doubled its size,

« Expanded into two new SPS 2009
geographies (Germany & NL

 Carried out 6 acquisitions,

 Continued to develop the

Acquisitions

pipeline

A fragmented markednd the increased demand for Document Management
and Print Services provide an excellent opportuiimityconsolidation

10
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Organically and via acquisitions, SPS strategyasedl on:

* Increase penetration across new customer segments ¢ Expand service offering through the document litdey

Market segments Document Lifecycle

AL /AE i Financial & R Commercial § Creation Production Access/Updag
Government Legal Services
Increase
market Document Manageme Document Manageme
share
Outsourcing service New Revenue New Revenue

11
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Acquisition fit Acquisition Criteria

- Improve document management i.e FM offer + Only profitable companies

Execution
_ « Increase geographical coverage - Reasonable EBITDA multiple paid
Integration
_ - Expand market share in current markets - Management retention
Value creation
- Expand into new clients segments - Possibility of materialise synergies with SPS
« Cross Selling - Partial payment with SPS shares
Countr Incorporation Annual Annual EBITDA EV/
('000) y into SPS revenues EBITDA margin EBITDA
UK Feb-06 £431 £107 25% 3.5x
UK Mar-06 £971 £140 14% 5.6x
Spain May-06 5,364 1,730 32% 3.5x
D OITEN f\RCHIVE US May'06 $538 $77 14% 7.0X
Germany Jun-06 8,642 1,245 14.4% 5.0x
Holland Oct-06 74,251 6,086 7.2% 5.7x

12
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The acquisitions are designed
to accelerate the strategy and

achieve the Repositioning

& Complementing SPS footprint :

* Segment penetration
* Service offering
 [ncrease recurrence of sales

(Contractual revenue)

Document Lifecycle

CENDRIS

UK, US, ES

Document Managemenf@l Reprographics & Mailroo Document Managemen

= Lead offer

= Established = Development Opportunity ;3
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SPS has a tax credit of
approx. 255mn applicable
until 202

SPS @
pro-forma

('000)  Jan-Dec 05 Jan-Dec 06 Jan-Dec 06

Total revenues 99,531 133,166 33.8% 185,229

Gross profit 73,579 97,266 32.2% 135,561
EBITDA 15,472 19,386 25.3% 24,065?

EBIT 5,941 8,493 43.0% 12,187

Net profit 1,037 4,842 466.9% 8,367

Net debt 35,385

19,298
144,756

Equity 88,039
Margins

Organic and acquisition led growth
Focus on FM / contract revenues
Improvement in bottom line
Quarterly earnings momentum

60mn refinancing (13.5mn not drawn down) from
Lloyds TSB to cancel all debt instruments
Pro forma figures show positive impact of Cendris
acquisition

(1) Note: data post capital increase of SPS + tla@uisitions 2006 considered fromdf January.
(2) CDM finances equipment with operating leasingstirey) therefore, CDM’s EBITDA is not comparable wiitiat of SPS. In line with
SPS’s practice, all new equipment of CDM will baficed through capital lease resulting in a high®&EDA 14
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EBITDA rose 25% in 2006 to

19.4mn, including thel.5mn
contribution from Cendris DM
in the last three months of the
year:

25,000
20,00
15,00(1
10,004

5,000

EBITDA evolution 2006

/ 19,38t
12,90:

8,775
3,632

"N o

1Q06 1HO6 9MO06 FYO06
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EBIT rose 43% year-on-year t

8.5mn, boosted by thd.3mn
contribution from Cendris DM
in the fourth quarter

Service Point Solutions

1,128

EBIT evolution 2006

8,493

g 5.020
3.688

1Q06

1HO6 9MO06 FYO6
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10 2007 Var.

Total revenues 26,243 50,560 92.7%
EBITDA 3,632 7,653 110.7%
EBIT 1,128 4,452 294.7%

Profit to parent 1,247 2,012 61.3%

Yo

0
EBITDA 13.8% 15.1%
EBIT 4.3% 8.8%

17



Service Point Solutions

SPS shows an increasing
quarter on quarter top line
growth: organic growth of 7-
9% on top of growth from
acquisitions

100%
90% -
80% -
70%
60% -
50% -
40%
30% -
20%

10% -

0%
1Q 2006

Quarterly sales evolution

2Q 2006 3Q 2006 4Q2006 1Q 2007

B Acquisition  Organic

Organic growth: 7-9%

Acquisition growth: investment during last 18 maatias double the size

of the company

18
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EBITDA evolution
10,000 ~ 8,778
7,653

8,000 -

6,000 -
3,632

4,000 A

2,000 -

0 _
3MO06 3MO07 6MO06
N J J
2.1x 0.9x

In the first 3 months of 2007 the company has reddmilar EBITDA level as
the one of June 2006
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EBIT evolution

5,000 4,452

4,000 3,658

3,000-

2,000
1,128

1,000~

0 _
3M06 3M07 6M06
N A J
3.9% 1.22x

In the first 3 months of 2007 the company has gepdr
22% more EBIT than in June 2006
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Restructuring
Refinancing

Growth

March '05 =) 46.4 MConvertible Bond (2010), 95.4% converted
July‘06 =ss) 60.0 M Refinancing with Lloyds TSB (AAA), 13.5 Mnon used

February ‘OP=)  54.3 Mcapital increase underwritten by Ahorro Corporadi@manciera:

* Over subscription of 57,1%
* Application of funds:

A) 35m to cancel the bridge loan taken out with AhdBarporacién Financiera to fund the

acquisition of 100% of Cendris Document Management.

B) 19.3 million is used to reinforce the balance sheet

SPS has available resources to continue with itd bp sector consolidation, with net debt /
EBITDA of 0,8x, pro-forma SPS + acquisitions 2006

With 45 M of available resources ( 70% cash, 30% availatdéi®), pro-forma SPS + acquisitions
in 2006
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Consolidated market position:
Brand management and customer relationships
Track recordof double digit growth in quarterly results
Growth platform:

Spearhead consolidation (build up) of a fragmentadket

Trend towards multinational contracts the resuihofeasing preference for
a unique service provider

Proven track record integrating acquisitions
Increasing weight of recurring contract-linked newes
Financial performance

Strong balance sheet after capital increase

Improved retribution: bonus issue + dividend payn{proposed at AGM 2007 to
be held on 28th of June)

i

SPS, creating value for shareholders

22



Disclaimer

This document contains forward-looking statemenigese forward-looking statements are present thauwigthe document and conpist
of the company's best estimate as to future trandlse current customer base, future growth acoessvarious lines of business, {the
overall business outlook, market shares, finameslts and other aspects of the company's business

The forward-looking statements contained in thisspntation can be identified by the use of prefpsiords such as “expects”,

“forecasts”, “thinks", “believes”, among otherseithuse in the negative, and the use of statemegtading the company's projections,
strategy, plans or intentions.

These statements are not guarantees of the comgany'e performance and they entail material reskd uncertainties; actual resplts
may differ materially as result of a series of ¢ast

Investors and analysts are urged to assess theciithgrojections contained in this presentatiothvaare. These projections are ¢nly
valid as of the date of preparation of this docum&ervice Point Solutions is in no way liable oy deviations from the forward-

looking statements contained herein which may osalsequent to the preparation of this presentaitimuding, but not limited tp,
changes in SPS' business, M&A strategy or the oence of unexpected events. Investors and anadystaurged to consult the
company's annual report and other periodical disckavailable through the website of the Comisiéeidhal de Mercados de Valoyes
(the Spanish securities regulator or the "CNMV"iferinitials in Spanish).
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