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Agenda

� Introductions

� CEO’s Review

� Chairman’s Comments

� Shareholder Questions

� Resolutions and Voting

� Refreshments

Annual Shareholders’ Meeting

Luke Moriarty
Chief Executive Officer
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�� Many significant achievements in ArborGen, H2 and TenonMany significant achievements in ArborGen, H2 and Tenon

�� … but “headline” macro… but “headline” macro--economic conditions dominatedeconomic conditions dominated

�� Strong NZ:US exchange rateStrong NZ:US exchange rate

�� Negative sentiment in US housing sectorNegative sentiment in US housing sector

�� Emerging global credit concernsEmerging global credit concerns

Rubicon - 2007

Rubicon – 2007 share price “make-up”

� Much greater value-recognition of ArborGen achieved
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� Offset by negative sentiment in Tenon’s share price

� “Flat” share price performance “y-o-y”
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Rubicon – 2007 share price “make-up”

� Much greater value-recognition of ArborGen achieved

� Offset by negative sentiment in Tenon’s share price

� “Flat” share price performance “y-o-y”

� Since listing, RBC has outperformed the NZX50
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�� Tenon in 2007, driven by macroTenon in 2007, driven by macro--economic conditionseconomic conditions

�� Strong NZ:US exchange rateStrong NZ:US exchange rate

�� Negative sentiment in US housing sectorNegative sentiment in US housing sector

Tenon - 2007
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Tenon in 2007 – the path of the NZ:US exchange rate

Composite exchange rate forecast based on Infometrics, ANZ, BNZ and ASB forecasts
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Tenon in 2007 – the impact of the NZ:US exchange rate on exporters
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Tenon in 2007 – the impact of the NZ:US exchange rate on exporters

Tenon (cps)
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Tenon in 2007 – the impact of the NZ:US exchange rate on exporters
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Tenon in 2007 – the impact of the US housing market

� Unprecedented decline

US Federal funds rate 
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� Collapse of the sub-prime 
mortgage market

� Emerging global credit concerns

� … to reduce activity levels

Tenon in 2007 – the impact of the US housing market
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Tenon in 2007 – the impact of the US housing market

US existing home inventory
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Tenon in 2007 – the impact of the US housing market

US new house pricing
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UFP HTG BLX Tenon

Tenon in 2007 – the impact of the US housing market

% Change in share price
Since 30 June 06

Updated to 22 November 2007
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Tenon in 2007 – cementing position as leading specialty distributo r

� Exited under-performing AWM investment 

� Increased ownership in Southwest to 75%

� Advanced Armourwood / Lifespan products

� Acquisition of 100% of Ornamental Mouldings

� Established a 5-year US$100m bank facility

� Implemented initial cost-out initiatives
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Tenon in 2007 – outperforming US competitors

By gross margin and EBITDA margin % ��� � Tenon is top quartile
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Tenon – forward strategy

Designed to strengthen Tenon’s market positionDesigned to strengthen Tenon’s market position

�� Advancement of organic growth Advancement of organic growth –– outdoor segmentoutdoor segment

�� Development of OneDevelopment of One--Company initiativesCompany initiatives

�� “Opportunistic” with product opportunities outside US“Opportunistic” with product opportunities outside US

�� Pursuit of costPursuit of cost--out programme out programme 
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Tenon – longer-term outlook

�� Positive longPositive long--term outlook remains unchangedterm outlook remains unchanged

�� Ageing US housing stockAgeing US housing stock

�� Positive household formation statisticsPositive household formation statistics

�� High employment levelsHigh employment levels

�� Strong individual net worth dataStrong individual net worth data

�� are all supportive of longerare all supportive of longer--term successterm success

Tenon – US residential remodelling expenditure
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Tenon – immediate outlook

Current EBITDA estimate six months Dec Current EBITDA estimate six months Dec ’’07:07:

�� Assuming current market conditionsAssuming current market conditions

�� �� USD 9 million (approx)USD 9 million (approx)

�� In line with Dec In line with Dec ’’06 result06 result

�� …… but result will have been achievedbut result will have been achieved

�� in far more difficult market conditionsin far more difficult market conditions

�� and and unfavourableunfavourable fxfx environmentenvironment

�� Meet marketMeet market’’s expectationss expectations

Rubicon - forestry biotechnology
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ArborGen - “what is its future value?”

* In addition ArborGen sells a full range of seed and seedling hardwood and softwood products

���������	
 ����

 ����� ��������

����	�
���	��� �

������	 ����������	 ����������	 ����� ����� ������

HARDWOODHARDWOOD

Short rotation eucalyptShort rotation eucalypt usus

Improved pulp eucalyptImproved pulp eucalypt usus

Short rotation poplarShort rotation poplar

IPE/growth IPE/growth plus plus cold tolerancecold tolerance

IPE IPE plusplus growthgrowth

Cold tolerant eucalyptCold tolerant eucalypt us us 

Improved stress toleranceImproved stress tolerance

Short rotation loblolly pine IShort rotation loblolly pine I

Short rotation radiata pine IShort rotation radiata pine I

Pine wPine w ooood quality traits d quality traits 

Short rotation pine IIShort rotation pine II

SOFTWOODSOFTWOOD

Loblolly pine varietalLoblolly pine varietal

Radiata pine varietalRadiata pine varietal

NONNON--TRANSGENIC PRODUCTS*TRANSGENIC PRODUCTS*

TRANSGENIC PRODUCTSTRANSGENIC PRODUCTS

US$ 500US$ 500mm

US$ 250US$ 250mm

US$750m+US$750m+

ArborGen - “what is its future value?”

�� Greatest cost in forestry is time Greatest cost in forestry is time …… for trees to reach maturityfor trees to reach maturity

�� Massive value increase if:Massive value increase if:

�� ““SpeedSpeed--upup”” the growth ratethe growth rate

�� With no reduction in wood qualityWith no reduction in wood quality

�� Typical loblolly pine rotation age = 26 yearsTypical loblolly pine rotation age = 26 years

�� ArborGen developing two short rotation loblolly productsArborGen developing two short rotation loblolly products

�� SRL I SRL I ®® reduce rotation age to 20 yearsreduce rotation age to 20 years

�� SRL II SRL II ®® reduce rotation age to 17 yearsreduce rotation age to 17 years

�� Early results indicate SRL II performance will be obtainableEarly results indicate SRL II performance will be obtainable

�� What is the potential value of a product like SRL II?What is the potential value of a product like SRL II?
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ArborGen – loblolly pine, 17-year rotation (SRL II) - example

Value of 1 year’s salesValue of 1 year’s sales x  [35% x $1.20] x  [35% x $1.20] == [35% x 850m][35% x 850m] x 65%x 65%

== US$80 million paUS$80 million pa

Assumptions:Assumptions:

# 1# 1 Reducing rotation age by 9 years => doubles per acr e NPVReducing rotation age by 9 years => doubles per acr e NPV

# 2# 2 Doubling NPV => additional value of US$1.20 per tre estock planteDoubling NPV => additional value of US$1.20 per tre estock plante dd

# 3# 3 ArborGen receives 35% of the $1.20 valueArborGen receives 35% of the $1.20 value --added per treestockadded per treestock

# 4# 4 Current market size = 850 million loblolly planting s Current market size = 850 million loblolly planting s annuallyannually

# 5# 5 ArborGen’s SRL product captures only 35% of this ma rketArborGen’s SRL product captures only 35% of this ma rket

Value (capitalised) potential of productValue (capitalised) potential of product == US$1+ billionUS$1+ billion

[=[= US$80 million / 8%]US$80 million / 8%]

ArborGen – value potential

�� Examples show Examples show ““ big picturebig picture ”” valuevalue --potentialpotential

�� EucalyptusEucalyptus

�� improved pulpingimproved pulping US$ 500 mUS$ 500 m

�� cold tolerantcold tolerant US$ 250 mUS$ 250 m

�� LoblollyLoblolly

�� shortshort --rotationrotation US$ 1,000 mUS$ 1,000 m

�� ��� ���� � 33--product valueproduct value --potential potential »»»»»»»» $1,750 million$1,750 million
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ArborGen – transfer of Partners’ commercial tree operations

�� Three Partners have Three Partners have ““rolledrolled--inin”” their commercial tree businessestheir commercial tree businesses

�� US$60 million transactionUS$60 million transaction

�� Rubicon maintains its 33% interest in ArborGenRubicon maintains its 33% interest in ArborGen

�� Required us to:Required us to:

�� Acquire remaining 50% interest in Horizon2 from CHHAcquire remaining 50% interest in Horizon2 from CHH

�� NZ$10 million acquisition costNZ$10 million acquisition cost

�� …… and and ““rollroll”” 100% of Horizon2 into ArborGen100% of Horizon2 into ArborGen

ArborGen – acquisition of Partners’ commercial tree operation s

3,500 in trial

7,000 in trial

30 million pa

275 million pa

50% radiata market NZ
25% softwood in Australia

33% pine market
15% hardwood market

45 staff

140 staff

Australasia

6 operating sites

Americas

14 operating sites
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ArborGen – forestry biotech to replicate success of ag-biotec h

Agenda

� Introductions

� CEO’s Review

� Chairman’s Comments

� Shareholder Questions

� Resolutions and Voting

� Refreshments
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Management Equity Plan

� Aligns management with shareholders

� Incentivises quick achievement of goals

� Executives:

� forgo salaries for two years

� received shares issued at 93 cents

� also bought $450,000 of shares on-market

� Board and management share in the risks and rewards 
of ownership as all Rubicon shareholders do

Rubicon Shareholders

Country % held

1 Perry Capital US 20

2 Third Avenue Management US 19

3 Castlerigg Master Investments US 14

4 Knott Partners US 8

5 Cadmus Capital US 6

6 Walker Capital Mangement NZ 4

Other US institutional US 7

Other NZ institutional NZ 2

Retail shareholders NZ 20

100
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The future

� Right strategies are in place

� Unique assets:

� well-positioned speciality business

� maximise earnings to take advantage of upswing

� moving to commercialisation

� significant value potential

� Confident of value upside 

Board composition

Stephen Kasnet

Luke Moriarty

Hugh Fletcher

Bill Hasler

Independent

Non-independent

Independent

Independent

US-based

NZ-based

NZ-based

US-based

A = on Tenon Board

B = on ArborGen Board

C = member of Audit committee

D = member of Remuneration committee

E = member of Nominations committee

F = member of Tenon share committee

G = member of Rubicon share committee

A,C,D,E

A,B,E

C,D,E,F,G

C,E,F,G
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Resolutions

Hugh Fletcher 166 0 3

(millions) Postal & Undirected proxies
directed proxies & shareholders

in attendance
for against

KPMG remuneration 166 0 3


