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. Misys (I
Forward Looking Statements

This communication contains forward-looking statements. Those forward-looking statements include all statements other
than those made solely with respect to historical fact. Forward-looking statements may be identified by words such as
“believes”, “expects”, “anticipates”, “estimates”, “projects”, “intends”, “should”, “seeks”, “future”, continue”, or the negative
of such terms, or other comparable terminology. Such statements include, but are not limited to, statements about the
expected benefits of the transaction involving Allscripts, MHS and Misys, including potential synergies and cost savings,
future financial and operating results, and the combined company’s plans and objectives. In addition, statements made in
this communication about anticipated financial results, future operational improvements and results or regulatory approvals
are also forward-looking statements. Such forward-looking statements are subject to numerous risks, uncertainties,
assumptions and other factors that are difficult to predict and that could cause actual results to vary materially from those
expressed in or indicated by them. Factors that could cause actual results to differ materially include, but are not limited to:
(1) the occurrence of any event, development, change or other circumstances that could give rise to the termination of the
merger agreement; (2) the outcome of any legal proceedings that have been or may be instituted against Allscripts, Misys
or MHS and others following announcement of entering into the merger agreement; (3) the inability to complete the
proposed transaction due to the failure to obtain stockholder or shareholder approval or the failure of any party to satisfy
other conditions to completion of the proposed transaction, including the expiration of the waiting period under the Hart-
Scott-Rodino Antitrust Improvements Act of 1976, as amended, and the receipt of other required regulatory approvals; (4)
risks that the proposed transaction disrupts current plans and operations and potential difficulties in employee retention as
a result of the merger; (5) the ability to recognize the benefits of the merger; (6) legislative, regulatory and economic
developments; and (7) other factors described in filings with the SEC. Many of the factors that will determine the outcome
of the subject matter of this communication are beyond Allscripts’, Misys’ and MHS’ ability to control or predict. Allscripts
can give no assurance that any of the transactions related to the merger will be completed or that the conditions to the
merger will be satisfied. Allscripts undertakes no obligation to revise or update any forward-looking statement, or to make
any other forward-looking statements, whether as a result of new information, future events or otherwise. Allscripts is not
responsible for updating the information contained in this communication beyond the published date, or for changes made
to this communication by wire services or Internet service providers.
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y | | MISYS @
Additional Information and Where to Find It

This communication is being made in respect of the proposed business combination involving Allscripts, Inc. (“Allscripts”)
and Misys Healthcare Systems LLC (“MHS”), a wholly owned subsidiary of Misys plc (“Misys”). In connection with this
proposed transaction, Allscripts intends to file with the Securities and Exchange Commission (the “SEC”) a preliminary
proxy statement, a definitive proxy statement and other related materials, and Misys intends to file a shareholder circular
with the Financial Services Authority in the United Kingdom. The definitive proxy statement will be mailed to the
stockholders of Allscripts, and the shareholder circular will be mailed to the shareholders of Misys. BEFORE MAKING
ANY DECISION WITH RESPECT TO THE PROPOSED TRANSACTION, INVESTORS AND SECURITY HOLDERS ARE
URGED TO READ THESE DOCUMENTS AND OTHER RELEVANT MATERIALS WHEN THEY BECOME AVAILABLE,
BECAUSE THEY WILL CONTAIN IMPORTANT INFORMATION ABOUT THE COMPANY AND THE PROPOSED
TRANSACTION. Investors and security holders can obtain copies of Allscripts’ materials (and all other offer documents
filed with the SEC) when available, at no charge on the SEC’s website: www.sec.gov. Copies can also be obtained at no
charge by directing a request for such materials to Allscripts at 222 Merchandise Mart Plaza, Suite 2024, Chicago, lllinois
60654, Attention: Lee Shapiro, Secretary, or to Misys at 125 Kensington High Street, London W8 5SF, United Kingdom,
Attention: Group General Counsel & Company Secretary. Investors and security holders may also read and copy any
reports, statements and other information filed by Allscripts with the SEC, at the SEC public reference room at 100 F
Street, N.E., Washington, D.C. 20549. Please call the SEC at 1-800-SEC-0330 or visit the SEC’s website for further
information on its public reference room. Allscripts’ directors, executive officers and other members of management and
employees may, under the rules of the SEC, be deemed to be participants in the solicitation of proxies from the
stockholders of Allscripts in favor of the proposed transaction. Information about Allscripts, its directors and its executive
officers, and their ownership of Allscripts’ securities, is set forth in its proxy statement for the 2007 Annual Meeting of
Stockholders of the Company, which was filed with the SEC on April 30, 2007. Additional information regarding the
interests of those persons may be obtained by reading the proxy statement and other relevant materials to be filed with the
SEC when they become available.
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| Misys (I
Misys Plc — Key Strengths

£500m+ revenues, 4,500 employees

Substantial Expertise
30 years experience in Banking
25 years experience in Healthcare
Installed Base
1,200 financial institutions, including ‘
every one of the world’s top 50

110,000 Physician users

Global Footprint
Customers in more than 120 countries,
Offices in more than 30 countries around
the World

Market Position
Award-winning solutions across each
business unit,
Market leader in banking IT worldwide
by customer base
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| . . Misys (I
Misys Strategic Imperatives
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o . Misys (I
Financial Performance and Accountability

“I Dﬁd”
o oror

. - “Win more” —_—
Get fit /[ 7[_ 3-5 years

2-3 years
1-2 years
® Execute cost savings and  ® 2-4% revenue growth * 4-6+% revenue growth
productivity improvement e Services growth rates of * Margin expansion to 20% +
® Invest for the future 3-5% * Installed based growth
® 1-1.5% margin * Treasury & Capital Markets o pogt- turn around financial
improvement revenue growth model

2-3% margin improvement

Benefits of product
investment — successfully
launch new products

— SOA (services oriented
architecture) for Core
Banking

— New Treasury & Capital
Markets products

— New product offerings for
connected communities

® Flattish revenues

Cumulative over time
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. Misys (I
The Misys Turnaround Strategy — On Plan

1. Realigned portfolio to strategy and growth segments.

2. Cost being taken out as planned.

3. Accountable/aligned management team in place.

4. Investing for growth consistent with strategy announced in March 2007,

5. Examining all options to use sale proceeds to accelerate growth and drive
shareholder value.

v

Strateqy in place, now execution is key
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Recent Misys Group Financial Performance

Misys (I

Group Revenue

9 Months to 29 Feb ‘08
£345m up 6% (2007:£326m)

Q3
£114m up 12% (2007: £102m)

- Banking £110m up 10% (2007:£100m) £35m up 24% (2007: £28m)
-TCM £94m up 9% (2007: £86m) £31m up 15% (2007:£27m)
- Healthcare £141m up 1% (2007: £140m) £48m up 3% (2007: £47m)

Operating Profit

£51m up 52% (2007: £34m)

£15m up 166% (2007: £6m)

Total Order Intake

£163m up 8% (2007: £150m)

£54m up 29% (2007: £41m)

ILF Revenue

£70m up 5% (2007: £67m)

£22m up 35% (2007: £16m)

® Revenue, margin and order intake are shown on a like-for-like basis

® Misys increased guidance for FY08 for 2 - 4% revenue growth
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Misys Financial Model

Mid-point of End of
Turnaround Turnaround
FY 2009-10 FY 2011-12+
March 2007 — Strategy Presentation
Group Revenue (growth) 2-4% 4-6+%
Operating Margin, % 15-18% 18-20%+
March 2008
Group Revenue (growth) 7-9% 8-10%
Operating Margin, % 18-20% 20-22%+

Misys is now a growth company
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Strength Through Partnerships

Misys (I

* Enhancing our
BankFusion solution

» Complete end-to end
solution with SAP
and Trade Portal &
Tl Plus

* Leading CRM
component for our
retail banking
solution set

Developing
winning
partnerships

experience, solutions, results

* Preferred banking
software partner

» Upgrade centre
launch to expedite
upgrades

* Flexible global
sourcing model for
development

* Distribution partner

« Strengthen our
product development
capabilities within
our flexible sourcing
model

» Improve flexibility,
efficiency and time-
to-market of
Banking’s product
strategy

* Gain access to the
huge and growing
Chinese market

* Building a new
hosted (ASP)
solution, providing a
lower cost solution
for banking
customers

* Driving efficiencies

Will deliver
value for our
customers

In a faster
more efficient
way
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The 5 Key Global Services
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experience
solutions

results
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Misys Value Proposition

Treasury & Capital Markets
Misys creates integrated, comprehensive solutions for financial
institutions to manage their capital market activities across multiple asset

classes.

Healthcare

Misys creates integrated, comprehensive solutions that improve results
for healthcare practitioners. Our solutions provide reliable, easy-to-use
software and services that enable physicians and caregivers to more
easily manage the complexities of healthcare.

experience, solutions, results 12



Misys Banking
— Target Market & Customer Base

Customer Base

Corporate
&
Institutional
Banks

BANKING

Universal
Banks

Enterprise
Retail Banks

experience, solutions, results

1,200+ customers, including all of world’s top 50
banks

Misys Banking’s new clients are located globally,
although Asia and the Middle East are
experiencing particularly rapid growth

Highly diversified customer base, with top 10
customers generating ¢.18% of FYQ7 revenues

>*RBS & Lloyds TSB

The Royal Bank of Scotland Group

Americas
11%

Asia

MEA 20%

15%

120 countries

Europe
54%



Misys Banking
— Revenue Profile

@

Banking Installed Customer Base

° Banking is a combination of Misys’ retail and corporate
# of Customers 2500 banking operations. The products offered by this

600 division are primarily for the essential administrative
500 tasks of financial institutions e.g. direct debits, deposits,
400 retail lending, treasury, cash management and
200 267 260 ., corporate lending
200 ® Revenue Model:
100 —  Majority of Banking products generally include an

0 ILF fee and subsequent renewal and

Installed Base Live Sites maintenance fees
B Midas/Midas Plus W Equation = Bankmaster/LAN

— ILF is calculated on an actual volume basis

— Recurring licence fees run at ¢.15-20% of the

Banking Revenue by Type (FYO7 % total) - £149m initial licence purchase

— Renewal rates of licence fee runs in the mid-90

ILF percentile

28.6% _ . _
® Highly Resilient Business Model:

— Continued growth globally, especially in Middle
East and Asia

Maintenanceg
48.4%

Professional
Services — Limited exposure to US (c.11% of revenues
0, . . .
23.0% FYO7, of which a large portion was maintenance)

— The current pipeline stronger than in past few
(1) Source: International Banking Systems (IBS) 2006. years
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Banking
— Solutions Addressing Customers Needs

é )
* Misys Midas Plus: A core banking system for international / regional corporate
banks, it is one of the world’s most widely deployed banking systems, providing
comprehensive support for a wide range of banking operations
Banking * Misys Equation: A fully integrated, real-time, multi-currency retail banking
Solutions solution that helps organisations deliver competitive products and services to
customers
* Misys Bankmaster : A universal banking system designed to help banks deliver
the same range of products and services as the largest financial institutions in a
\ cost effective manner D

r

Trade Finance, °

Messaging &
Payments
Solutions

Misys Trade Services: Integrated trade finance and factoring solutions used by
banks and financial institutions

Misys Message Manager: A messaging platform for generation, routing and
managing all types of financial messages

D

experience, solutions, results
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Misys Banking

— Key Strategic Actions Underway

Goal

Revitalise Product Line

Develop New
Partnerships

Improve product quality

Customer focus

experience, solutions, results

Actions Taken

Focus and consolidate product platforms lines
around Misys BankFusion

SAP
HCL Technologies
IBM

We have instituted a comprehensive enhancement
of our development programme to address issues
and implement changes.

Range of new services, from high value business
consulting to hosting of IT and business solutions
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Misys Value Proposition

Banking

Misys creates integrated, comprehensive solutions for financial
institutions helping them to meet their business ambitions — streamline
operations, launch new products, reduce costs, improve customer
satisfaction, increase revenues and reduce risk.

Healthcare
Misys creates integrated, comprehensive solutions that improve results

for healthcare practitioners. Our solutions provide reliable, easy-to-use
software and services that enable physicians and caregivers to more
easily manage the complexities of healthcare.
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Misys TCM
— Target Market & Customer Base

Commercial
&
Investment
Banks

Government

Corporate Agencies

Financial

Services

Hedge
Funds &
Asset
Managers

Savings &
Co-operative
Banks

experience, solutions, results

Customer Base

e An unrivalled customer base
e 1,000+ customers

» Typical customers include investment banks
and trading operations of universal banks

» Highly diversified customer base with top 10
customers generating ¢.20% of FYQ7 revenues

¥ Lloyds TSB >*RBS *gﬁ&%\«g ’

The Royal Bank of Scotland Group

Asia Europe
25% 38%

e 72 countries

America MEA
33% 4%
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Misys TCM
— Revenue Profile

TCM Installed Customer Base @

# of Customers

250

200

145

150

100

50

0

Installed Base Live Sites
B Summit | Opics

TCM Revenue by Type (FYO07 % total) - £125m

Mainte nancs
41.7%

Professional
Services
25.9%

(1) Source: International Banking Systems (IBS) 2006.

experience, solutions, results

In June 2005, Misys combined its treasury
and capital markets operations into one
division, bringing together three major
products — Summit FT, Opics and Loan IQ

TCM'’s product offerings are seen as
revenue generators by customers

Strong position in derivatives, fixed income
and front & back office solutions

Sell-side focus with no hedge fund
exposure (this is growth area for Misys
TCM)

Resilience to current market provided by
stable maintenance revenues, geographic
diversification and the limited buy-side
exposure
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Misys TCM

— Solutions Addressing Customers Needs

Treasury &
Capital Markets
Solutions .

Misys Summit FT: Award winning real-time, cross-asset trading and risk
management solution, handling vanilla through complex asset classes, front-to-
back

Misys Opics Plus: Comprehensive front-to-back office, treasury and capital
markets solution, processing of wide range of financial instruments

Commercial .

Misys Loan IQ: Gold standard loan investment, syndication and trading solution

Misys Loan Coordinator: Deal Pipeline Management, Online Book-Running,

Lending Document Distribution
Solutions * Misys LA Pro: integrates with general ledger systems, core processing, loan
generation
. J
é . . . . . . )
* Misys Confirmation Matching (ASP):  Trade execution, post-trade services,
exposure aggregation, risk management / hedge accounting
Other * Misys Eagleye: Flexible industry and asset-class limit monitoring and
Solutions compliance platform
* Misys RiskVision: Risk Management
L * Misys Connectivity: SWIFT Network Connectivity )

experience, solutions, results
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Misys TCM

— Key Strategic Actions Underway

Goal

Expand distribution

Develop New
Partnerships

Deliver ASP offering

Customer focus

experience, solutions, results

Actions Taken

Hiring consultants and developing partnerships to
build capacity and open new distribution channels

Wipro - Sales and implementation

Launched Misys Summit as hosted service in
Europe

Range of new services, from high value business
consulting to hosting of IT and business solutions

21



Misys Value Proposition

Banking

Misys creates integrated, comprehensive solutions for financial
institutions helping them to meet their business ambitions — streamline
operations, launch new products, reduce costs, improve customer
satisfaction, increase revenues and reduce risk.

Treasury & Capital Markets

Misys creates integrated, comprehensive solutions for financial
institutions to manage their capital market activities across multiple asset
classes.
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Misys Healthcare
— Target Market and Customer Base

N

experience, solutions, results

Customer Base

e 100,000+ Physicians, largest footprint
in the marketplace

» 18,000 Medical Practice Locations
* 10 Connected Communities
600 Homecare Agencies

e 500 million transactions processed
annually
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November 2007: Transformation Gains Traction

Major initiatives... ... yield real progress

® Organizational changes EY 07 £V 08 % chg
® Strategic focus H1 H1 08 vs. 07
® Cost actions

L £452M £456 M + 1%

Revenie T ITR

Operating
Profit £11 M £17M + 55%

experience, solutions, results
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Misys Healthcare
- Solutions Addressing Customers Needs

4 * Misys EMR: a comprehensive electronic medical records system that enables h
physicians to enhance workflow efficiency and improve quality of care.
Clinical * Misys MyWay (ASP): Simple, Affordable and Complete EMR, PM and Claims
. Management solution. All in one seamless, integrated application suite.
Solutions

* Misys eScript: Award winning web-based e-prescribing solution enabling physicians to
share patient medication and prescription information with patients’ pharmacies.

* Misys Homecare: An industry-leading home care system designed to improve clinical
quality of care, financial performance, and operational control for large, integrated home
care organisations as well as small home care companies.

. ,
4 . )

Revenue Cycle
Management
Solutions

\ experience, solutions, results

Misys Vision: A powerful practice management system that enables larger physician
practices to streamline both front and back office administration.

Misys Tiger: A comprehensive practice management system that helps improve
administrative workflow.

Misys Payerpath: A sophisticated web-based, full-featured claims management
solution providing complete practice revenue cycle management capabilities.

Misys Mobile: A handheld and workstation solution designed to allow clinicians to
better manage their time outside the office

Misys PatientLink: A robust patient portal enabling online patient self—service, referral

management and document sharing. »
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Misys Healthcare

— Key Strategic Actions Underway

Goal

Focus on Ambulatory
Market

Revitalise Product Line

Customer Focus

Optimise Business

for Growth

experience, solutions, results

Actions Taken

Divesture of Diagnostic business to Vista Equity
Partners ($381.5 million)

Sale of CPR assets to Quadramed ($33 million)

Launched Misys MyWay — hosted EMR solution for
highest growth part of market (small physician
practices)

Re-aligned business to better serve customers,
with functional organisation model

Completed implementation of new performance
management system

26



Allscripts-Misys Healthcare Transaction Overview

® Misys and Allscripts will each combine their respective healthcare businesses into Allscripts-Misys which will be
listed on NASDAQ

®  Misys will also transfer £165m ($330m) in cash to Allscripts-Misys resulting in a 54.5% ownership interest (on a fully
diluted basis) for Misys in Allscripts-Misys

®  Current Allscripts shareholders will receive a special dividend of $330m (record date prior to combination)

®  Mike Lawrie will become Executive Chairman of Allscripts-Misys in addition to his role as CEO of Misys. Glen
Tullman, CEO of Allscripts, will become CEO of Allscripts-Misys.

®  Misys will nominate 6 of 10 directors on the Allscripts-Misys Board

® Expected to generate annual pre-tax cost synergies of up to $25 million to $30 million within the next 3 years together
with revenue synergies

e Expected to be earnings accretive for Misys in the first full financial year post completion®

® Completion expected Q3 2008, subject to the approval of shareholders of both Misys and Allscripts and customary
regulatory approvals

e Misys will integrate Allscripts-Misys into its operating routines and systems
e Misys will consolidate the operating results of Allscripts-Misys into Misys plc financial statements

° Misys will continue to own 100% of its Banking and TCM divisions and the enlarged Misys group will continue to be
listed on the London Stock Exchange

®  Misys plc dividends will be eliminated. Last dividend expected to be paid September for FY08 results.

(1) Before amortization of purchased intangibles, exceptional items and purchase accounting adjustments.

experience, solutions, results
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About Allscripts & Misys

Allscripts Misys plc

® Approximately 1,150 employees ® 4,500 employees serving 120 countries
® £146m ($280m) in revenues (FYQ7) ® £470m ($902m) in revenues (FY07) — Misys
®* NASDAQ: MDRX plc
® 40,000+ Physicians, 700+ Hospitals and 6,000 °® LSE: MSY
post-acute facilities ® Market Leader in Banking and Treasury &
® Established Leader in Healthcare IT Market, Capital Markets worldwide with over 1,200
especially Electronic Health Records banks and financial institutions
— EMR ® Significant Market Presence in Healthcare in
— Practice Management US
— e-Prescribing — Practice Management is core across

installed base
— Claims Management
— Electronic Health Records
— ASP product - MyWay

— 110,000 Physicians in 18,000 practice
locations

— £196m ($376m) in healthcare revenues
(FYQ7)

— Practice management products are
especially well regarded by customers
and complementary to Allscripts’ leading
experience, solutions, results EHR software products 28

— Document Imaging

— Personal Health Records

— Connectivity Solutions

— Emergency Department Information System
— Case Management



Traditional Physician IT Market

High Market Fragmentation

Core Clinical /
Practice GE Healthcare mc = econe
Management Records
misvys @ QIA:LL(SCRTIP;I'SW
Substantially 20%
Penetrated @ QUALITY SYSTEMS INC.  [RY—_—

-~

« Highly fragmented market with over 300 participants
» Historically divided between core practice management and clinical vendors
« Vendors offering full portfolio of products (enterprise solutions) gaining competitive advantage

— Paradigm shift to complex clinical system driving IT decisions in the ambulatory markets
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Ambulatory Physician Marketplace

$4.0B

Ambulatory Provider EMR Market

Changing Physician Practice Model

$1.0B

$3.08 : 230/0 C P\GR

-

$0.0B

2007 2008 2009 2010 2011

2012

Practice management is expected to grow 0% - 2%
More than 500,000 physicians in US

Expanding and operating with more professional management
Embracing retail patient services—adding patient portals
Adopting clinical technology (EMR/CDR)

Becoming virtual with remote monitoring and eVisits

Expanding the scope of services through the medical home
model—including education and care coordination

Expanding and integrating economically favorable services (imaging, ASC, etc.)

Adopting evidence-based medicine guidelines and clinical outcomes measures to prepare for new
reimbursement models

Shifting the clinical business model to compete on clinical quality and to assume risk (again)

J

Allscripts-Misys is well positioned to serve this e volving market

experience, solutions, results
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Market Opportunity

® Electronic Health Record (EHR) Market = ~ $5 Billion

— ~ 500,000 U.S. Practicing Physicians

- X 80% EHR Market Opportunity

x ~$12,000 Initial Investment/Physician
— = ~$5 Billion Opportunity

® Practice Management (PM) Market = ~ $1 Billion/Yr.
- ~10% to 20% of PM Systems Replaced/Yr.

® Software Maintenance Agreement (SMA) = ~ $1 Billion/Yr.
® Transactions = ~ $1 to 2 Billion/Yr.

® American Presidential candidates see technology as the answer to a better healthcare
delivery system
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Compelling Strategic Rationale

Leader in
EHR and PM

Highly
Complementary
Businesses

Powerful
Strategic

Financial
Rationale

(1) Allscripts and Misys estimates

experience, solutions, results

Allscripts-Misys will cover approximately 1 out of 3 of all physicians in America®
Brings together leaders in PM and EHR

Ability to network across healthcare from the emergency department to the
ambulatory settings

Large installed base to sell leading EHR and other products into

Ability to help drive industry and technical standards for
functionality and interoperability

Creates a “hub” from which we can sell into an existing Misys PM base, similar
to the successful IDX strategy

Significant opportunity for revenue and cost synergies through cross-selling and
rationalisation of overlapping functions

Drives long-term top and bottom line growth

Stability through a high percentage of recurring revenue

32



Value Creation

® Significant revenues synergies through cross-selling opportunities

® Annual cost synergies $15-$20m, pre-tax, expected in first year following transaction
close

® Allscripts-Misys Healthcare Long-Term Growth Profile

— Low double digit top line growth

— Better visibility and higher percentage of stable, recurring revenue

— Up to $25m to $30m, pre-tax, in annual cost savings within three years

— New Revenue synergies through connected community evolution

— Increased operating leverage expected to result in mid-teens EPS growth

experience, solutions, results
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Revenue Sensitivity Analysis

110,000 Physicians
20% Assumed EHR Penetration
88,000 Addressable EHR Market

4 Year Cumulative Penetration Rates

20% 30% 40% 50% 60%
License/Service Fees $165m $248m $330m $410m $495m
Annual Maintenance $20m $30m $40m $50m $60m

experience, solutions, results
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Roadmap to Completion

® Receive US antitrust clearance

® Complete the carve-out financial audits

® File the US proxy

® Distribute the shareholder circular for Misys plc shareholders

® Shareholder vote from both Misys plc and Allscripts shareholders

® Expected to close in four to six months
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Key Investment Considerations

1. Mission-critical software, often sold under long te rm licences:
— Misys’ Banking software is essential to support the fundamental administrative tasks of retail & corporate banks
— Key products such as Equation and Midas are typically sold under 10 year licence agreements, for an initial
licence fee (“ILF”), then with subsequent maintenance fees in the region of 15% to 20% of the ILF per annum.
In addition, licences are volume based, therefore driving add-on revenues as volume increases
2. Large installed customer base, leading to sticky cu stomer relationships:

— Misys is the leader in the core banking market (outside of North America) with the largest installed base of
customers of any player in the industry (>1,200 customers, >2,500 live sites across >120 countries - customers
include all of the world’s top 50 banks)

— TCM serves more than 1,000 customers in over 85 countries (including the top 5 banks in China)
3. High proportion of maintenance revenues:
— Banking & TCM both benefit from high levels of maintenance revenues, ¢.48% and c.42% respectively in FY07
— These maintenance revenues provide a stable recurring stream of cash flows and hence good earnings visibility
4.  High barriers to switching software providers:
— Given the complexities, costs and reputational risks involved with replacing a core banking software system,
financial institutions tend to be extremely conservative with regard to their IT strategies
— Itis difficult to replace an existing software vendor especially where there is a long term licence in place, and
the decision to replace a core banking platform typically goes through a long internal process
5. Geographic & customer diversification:
— Banking & TCM are both well diversified in terms of the geographies from which their revenues are generated.
US exposure is primarily limited to ¢.33% of TCM revenues in FY07, but >40% of this is from stable
maintenance revenues
— Misys Banking also has no over dependence on any one particular customer, the top 10 customers for Banking
& TCM in FYQ7 represented only ¢.18% and c.20% of segment revenues respectively
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Key Investment Considerations (continued)

10.

Strategic alliances & emerging market growth:
— As part of Management’s new corporate strategy, important new strategic alliances have recently been established with
partners such as SAP (Sep-07), HCL in India (Oct-07), WIPRO in Middle East (Dec-07) and Digital China (Jan-08)
—  The strategic cooperation agreement with Digital China provides Misys with access to a growing market and to specifically
target new opportunities around mid-market Chinese banks
Regulatory drivers:

— Regulatory changes are increasingly driving greater levels of investment by financial institutions in third party core banking
platforms. More complex regulation and functional requirements are becoming too big a burden for internal IT departments
alone

— Regulations include: Basel Il regulations, MIFID, Single European Payments Area (SEPA) and Shariah-compliant standards
High cash conversion:
—  Misys benefits from low capex / capitalised R&D requirements and favourable working capital dynamics
—  Misys expects to pay its dividend for the year ended May-08 but going forwards future cash flows are to be invested back
into the business to fuel growth
Strong current trading performance:

— Management are delivering on their stated corporate strategy. Banking revenues YTD to Q308 have increased from £100
million to £110 million, up 10% on a LFL basis. Whilst TCM revenues YTD have increased from £86 million to £94 million,
up 9% on a LFL basis

—  "Misys continues to make good progress with its market leading solutions despite the difficulties facing some institutions
from the global credit issues. To date Misys has not seen any changes to demand for its products and believes this is
confirmed by its order intake.” Source: Misys press release, 18 March 2008

Experienced management team:

—  Misys’ management team has been significantly strengthen since the appointment of Mike Lawrie. One of Misys’ key
strategic imperatives was to revitalise the organisation and this has been done with several new hires. Today Misys has a
deep and experienced management team. The top twelve managers have also made personal invests in the company.
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