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*«* Program Overview

Slide 2

Between November 5, 2005 and January 5, 2006 SimplyDIRECT
invited 1,661 executives in selected industries to participate in a
survey campaign.

Candidates were invited via email and postal mail to participate
In a survey themed “2006 IT Strategies.”

108 executives participated, yielding a response rate of 6.5%.

100% of respondents participated voluntarily; none were
engaged using telemarketing.
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»*+* Profile of Responding Companies

Nearly all (95%) of responders were from mid-market organizations
having $100 Million - $5 Billion in annual revenues.
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.« Profile of Responding Executives

Nearly all (95%) of survey responders held the
title of Vice President or higher.
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.., What are your company’s top business

objectives over the next 18 months?

Revenue growth, and productivity improvement, were most
often cited as the top business objectives for 2006.

Substantial Market/Revenue Growth

Aggressive Productivity Improvement

Consolidation and/or M&A

Significant Cost Reduction
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.., 10 What extent is IT regarded as an important

“lever” to achieve these objectives”

Over three-quarters (78%) of respondents felt that IT was important, or
critically important, in helping achieve their company’s 2006 objectives
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Scale 1-5, 1 = IT is unimportant, 5 = IT is critically important
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In the next 12 months do you plan to invest in

any of the following solutions?

Business Intelligence and Compliance solutions were the most
often cited solutions planned to be funded in 2006

Messaging |

Warehouse Management |

Supply Chain/Inventory Management |

Enterprise Resource Planning |

Customer Relationship Management |

Compliance |

Business Intelligence/Reporting |
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How would you characterize your relationship

with Microsoft?

Nearly two-thirds (62%) of companies regard Microsoft as an
Important supplier of technology solutions and leadership.

We view them as a strategic partner and solicit
their technology advice

They are one of our most important suppliers
of technology solutions

They are just another technology provider

We avoid purchasing Microsoft products
w henever possible
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e« Most Important Attribute in a Critical Vendor

Industry expertise was overwhelmingly cited (42%) as the
attribute that contributed most to a high-value relationship.

Industry expertise |

Linking/leveraging strategic partnerships |

Offering value-based fee arrangement |

Obijectivity

Locally available resources

Being a single source for multiple solutions
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*.* Observations and Conclusions

The survey results provided some notable findings:

« Growth and productivity improvement were among the leading
business objectives to be achieved over the next 18 months

o 78% regarded IT as key to helping their company achieve these goals.

» Business Intelligence solutions, and Compliance solutions, were the
leading initiatives planned to be funded in 2006.

* The vast majority of respondents cited industry expertise as the
vendor, consultant or partner attribute that contributed most to a
high-value relationship.
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. About BearingPoint

BearingPoint, Inc. (NYSE:BE) is one of the world’s largest business
consulting, systems integration and managed services firms serving
Global 2000 companies, medium-sized businesses, government
agencies and other organizations. They provide business and technology
strategy, systems design, architecture, applications implementation,
network infrastructure, systems integration and managed services. Its
service offerings are designed to help our clients generate revenue,
reduce costs and access the information necessary to operate their
business on a timely basis. Visit them at www.bearingpoint.com

This survey was sponsored by BearingPoint to help introduce a new
practice area dedicated to offering solutions focused on Microsoft
Business applications.
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