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FY 2006 Full Year Results Summary

3.815.93Total Liabilities

21.9925.83Equity

--Debt / Borrowings

25.8131.76Total Assets

8.2712.82Receivables

5.679.55Cash

20052006Balance Sheet 

$A Millions



Partnering for success

Staff Numbers

� Staff numbers increased 
from 254 to 357 over the 
2006 financial year due to 
our continued focus on 
recruitment and 
commitment to retention

� Acquisition of TAS 
included 40 staff in 
Sydney
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Our Staff

� Focus on recruiting the “best” graduates through close 
university relationships 

� Initiated standardised suite of consultant training covering
� Consulting Skills
� Technologies 
� SpinnakerOne™ Quality
� Personal Development

� Engaged international experts to further develop our staff 
and strengthen client relationships

� Continued focus on non-technology related Special Interest 
Groups for staff

� The best and most active staff social club in the IC&T 
consulting industry 
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Our Clients

� Continued focus on both “supplier and partner of 
choice” for our clients

� Initiated group client forums to
� Measure our performance
� Allow clients to compare the services provided by DWS
� Guide future client strategy

� Continued to earn significant revenue from longer 
term clients
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Our Quality Approach

� Trademarked our SpinnakerOne name-mark and 
spinnaker logo

� Continued improvement of our SpinnakerOneTM

Quality System with particular focus on
� Project Management
� Process Refinement
� Support Services 

� Maintained ISO9001 certification of SpinnakerOne™
� Enhanced SpinnakerOneTM training programs for 

both staff and clients
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Our Regions
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Our Future Growth

Revenue Growth

� Price $

� Staff 
� $60,000 - $80,000

� Utilization
� 1%      $643,000 (4.8 minutes / day)
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Our Future Growth

Industry Growth

� Dependent upon a buoyant economy

� Investment in Infrastructure

� Mergers, acquisitions & divestments

� Skills shortage

� Competitive Advantage
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Our Future Growth

Regional Growth Strategy
� Melbourne 

� Existing Client
� Focus on Banking & Finance and Retail Sectors

� Sydney
� Further Development of the DWS Brand
� Focus on Government, Utilities and Gaming

� Other Regions
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Our Future Growth

Service Offerings
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BCG, McKinsey

SMX, Cap Gem ini, IBM

DWS, OKN, Kaz

� Renewable revenue

� Leverage other work

� Assists with High 
Utilization

� Entry Level Work

� Continued focus on 
Support & Maintenance
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Our Future Growth

Service Offerings
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BCG, McKinsey

SMX, Cap Gem ini, IBM

DWS, OKN, Kaz
� Partnerships

� Value Add - IP

� Career Progression

� Promote Project 
Management & Analysis
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Our Future Growth

Acquisitions

� Sydney

� Utilities / Gaming Focused

� Melbourne

� Boutiques
� Non-delivery Based

� Brisbane

� Market Entry
� 20 – 60 people
� S&P/ASX 50 Clients
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Our Future Growth

Offshore

� DWS is monitoring the market and is positioned to 
partnership if / when it makes sense

� Scalability
� “Spoke & Hub” approach
� Reduced Costs

� Geographically
� China
� India
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Current IT Market Cycle

� I cannot tell you how much time is left in the 
current upward cycle.

� DWS manages for the next downturn
� Strong Relationships
� Value for money
� Quality



Partnering for success

Market Cycle

� At DWS we have a proven management team and 
business model that performs in both a buoyant and 
recessionary market
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15 Years of Consecutive Growth

� Staff

� Revenue
� Profit
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Future Growth

� DWS will not enter into outcome based (Risk/Reward) 
style contracts

� Why?
� Management do not believe it fosters long term sustainable 

relationships
� Doesn’ t support our “ fair value for money” approach
� Short term focused
� Not Sustainable


