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cor por atefile.com.au

Ansell Limited today reported EPS of US$0.534, ddsvpercent. Without the
benefit of a net deferred tax adjustment partlysetffby plant restructuring
expenses, EPS was US$0.505, slightly above youfl48%o US$0.50 guidance
range. You expect EPS in the current year endirge 2008 in the range of
US$0.56 to US$0.60, implying growth of at leastdgtcent. What assumptions
underlie this guidance?

CEO Doug Tough

We’'re expecting another year of broad-based orgsaides growth across all three
businesses and solid contributions from our actjors. We're also expecting
better profits because we’ll be streamlining angrioning our portfolio by exiting
some of our lower margin businesses. At the same tve anticipate a relatively
benign latex price scenario, with flat latex castsUS dollars) versus 2007, and
expect to continue to invest in building our capiabs.

cor por atefile.com.au

Second half EBIT was US$52.9 million, up 3 percamnpared with the previous
corresponding period, on revenue of US$515.1 mijliop 14 percent. Can you
maintain the EBIT levels of the second half? VEBIT growth continue to lag
revenue growth?

CFO Rustom Jilla
The 2008 EBIT growth rate should exceed the saleath rate. Remember that
2007 saw a large increase in operating expensege dscused on sales growth,



both organic and via acquisitions. In additionteXawas a $12 million net
negative, year on year.

We expect to improve upon the second half's soBITEperformance. In the
second half Professional’s EBIT doubled comparetth whe first half due to the
flow-through of lower cost latex bought in the fifglf and higher surgical glove
sales. New surgical capacity will come on-linersaad latex will hopefully be no
higher than in the 2007 financial year. Occupatidmas had strong sales and
margins and these should continue, while our con@dmauisitions have been
performing in line with their business cases. QGloand support expenses will
increase, but by less than in 2007.

cor por atefile.com.au

Excluding acquisitions, Ansell’'s revenue growt207 was 12 percent compared
with 4 percent organic growth in 2006. Is 2007igamic sales growth rate
sustainable?

CEO Doug Tough

Yes, it's sustainable — but not at the double dgigite of 2007. A part of our latex
exam glove business doesn’t generate adequate neardl/e can’t reduce costs
quickly enough and must increase selling pricegenéf it results in lost sales.

cor por atefile.com.au

SG&A expenses were US$213.2 million in 2007, up pg&cent or US$43.5

million, chiefly reflecting a US$29 million increasin “growth” expenses

including sales & marketing, science & technologyd business development.
When do you expect pay-back from this increasevemat’s the expected level of
expenses going forward?

CEO Doug Tough

We need to invest in order to grow. That is, invesin people, products,
channels and infrastructure. Some pay-back is@jreccurring. For instance we
created a small M&A team which drove the Unimil &idwtex acquisitions.

We rigorously monitor the performance of areas meest in to ensure we're
getting an adequate return. Our business cases\aesved regularly, reported to
the board and modified as necessary. We're irt aflcountries and markets but
there are many we’re not in, so we’ll continuerteast in growth.

CFO Rustom Jilla

About US$9 million of the increase was simply tileled SG&A costs of Jissbon,
Unimil and Blowtex. Some expenses, such as fegsfussions and short-term
incentives, are directly linked to higher salesthéds are related to geographical
expansion, such as in Latin America or building @gcupational business in
China.

We are planning for SG&A costs to continue to iase= in 2008 in absolute
dollars and also as a percentage of sales, asnttestment mentioned earlier
continues. Of course, these expenses and the meafgim higher sales are
factored into our EPS guidance.



cor por atefile.com.au

You've indicated that higher latex prices had a USillion net negative impact
on Ansell’'s 2007 earnings. What progress havergade in passing on the high
latex costs of last year and what’s your strategypg forward?

CEO Doug Tough

Our progress in achieving higher selling prices lb@sn mixed. In Europe we've

been more successful with price increases on caamend household gloves than
in the US. Latex prices are very volatile and welomme the current lower costs
but don’t count on them. Our strategy is to inrteydocus on higher value

products and find reliable, good quality suppliéos the more commoditised

products, such as exam gloves.

cor por atefile.com.au

Ansell's 2007 result was underpinned by Europe, rehgegment EBIT was
US$47.1 million, up 39 percent on revenue of US$378illion, up 21 percent.
What were the main drivers of these results anghat extent can the strategies
that have worked in Europe be applied to the Anasrievhere revenue rose by 8
percent while EBIT was down 30 percent?

CEO Doug Tough

Our Occupational business in the Americas had dniés doest years ever with
good sales and EBIT growth before being impacteavbestern hemisphere plant
cost overruns. However, I'd accept that US Prodesd and Consumer profits
were soft, and this along with higher investmemisgrowth, pulled down the
overall Americas results.

Our European success was broad based acrosseallltbsinesses and a reflection
of a number of factors. The most important howewvas the two to three year
investment in people, organisation and structumeediat achieving these kinds of
results. All our regions have similar selling teifues and products. However,
each region has got to fire on all cylinders innterof people, products and
marketing.

cor por atefile.com.au

In the Occupational business, which representset®ept of Ansell’s total sales,
EBIT margin was 13.0 percent down from 14.3 percaithough the second half
margin of 13.7 percent was an improvement on tis¢ ialf's 12.2 percent. What
ability do you have to improve Occupational margmghe nearer term?

CEO Doug Tough

We seek to maintain and grow Occupational mardinsugh ongoing education —
as markets and users get more sophisticated, theg tip to more sophisticated,
higher performance products that bring better nmzcgi I'd liken it to the
Professional market which goes from powdered Iataxgical gloves to powder-
free latex and synthetics. We see that sort ofudiem in the Occupational
business too.



CFO Rustom Jilla

If you add back the US$2.2 million in plant resturing provisions booked at the
end of the second half, our overall OccupationalTE® sales ratio was actually
14.6 percent. This is at the higher end of thedl25 percent range we usually
see, and we would be quite happy for these matgigsntinue while we achieve
strong sales growth!

cor por atefile.com.au

In the Occupational business, revenue from the ék/Filove range reached
US$113.6 million, up 31 percent and equivalent 4op2rcent of segment sales.
HyFlex sales, in both volume and value terms haes £ompound annual growth
of 22 percent over the past six years. What'soilook for the range? Can the
momentum be maintained?

CEO Doug Tough

There are now 20 different gloves in the HyFlexgexand we expect to roll out
more during fiscal 2008. Everyone recognises Hyk$ea better product, and as
safety standards evolve in emerging markets owvee tthis should lead to

additional sales of these more sophisticated ptsdudVe’d expect HyFlex to

continue to grow but perhaps not at these rates!

cor por atefile.com.au

The Professional business booked EBIT of US$19llfomi down 32 percent, on
sales of US$320.1 million, up 11 percent. Margii fo 6.2 percent from 10.0
percent, and even though the second half margm8opercent was better than the
first half's 4.3 percent it was below the previ@esond half's 8.9 percent. What's
your strategy to recover Professional margins gia¢ex prices remain high and
competitive pressure is unabated, particularlyxane gloves?

CEO Doug Tough

The problem is in exam gloves and it's worth notihgt we also have a line of
synthetic nitrile exam gloves that make an adeqpedét contribution. Looking
just at natural rubber latex (or NRL) exam glovest, strategy is first to price to
get margins to a satisfactory level. To the deg¢jneémeans losing customers then
that’s regrettable but it's reality. Some of 20070bust organic growth was from
strong sales of NRL exams, albeit at low margins.

Firstly, we won't have that growth this year becauwse’ll be walking away from

some of that business. Secondly, we’ll be trimmiing product line where we
can't make money and there’s no long-term solutidfinally, we have product
initiatives, whether in marketing and/or innovatido differentiate ourselves and
reclaim margin.

CFO Rustom Jilla

Our surgical glove business continues to be aiaend did very well in 2007.
We're bringing out new products, adding new capaaittwo of our three surgical
plants (via conversions and a brand new line) anltl cgase being capacity
constrained during the first half of fiscal 2008An increased proportion of
surgical sales should help improve our margins ggéamward. Of course, if latex
prices end up lower than in 2007, we’ll also benefi
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In the Consumer business EBIT was US$23.5 millign31 percent on revenue of
US$176.2 million, up 30 percent. Margin was 13eBcpnt, a slight improvement
on the previous year’s 13.2 percent but below histblevels of over 15 percent.
Excluding the contribution from acquisitions, EBgFowth was just 3 percent.

What are your plans for Consumer given your in@damanufacturing footprint

and what's the outlook for margins?

CEO Doug Tough

We’ve grown the Consumer business both organieadty by bolt-on acquisitions,
as demonstrated by the three we’'ve made in thetlastyears. In total, the
acquisitions give us some surplus capacity and ev@r the early phase of
understanding and improving the cost effectivenaflsghese plants. We'll be
looking at extending our best practice learningsnfrour plants around the world
and gaining efficiencies in the way we supply ourdpean and Latin American
markets.

CFO Rustom Jilla

It's worth noting, however, that these acquisitiongre not done to add
manufacturing capacity. We wanted these busindeséiseir brands, their market
positions, and their growth potential.

cor por atefile.com.au

Ansell had free cash flow of US$62.6 million in ZQ0down from US$76.7
million in the previous year. During the year Alhsevested US$63.9 million in
acquisitions, spent US$63.5 million on buy-backsl amcreased total dividend
payments to US$25.3 million. As at the end of Ja@@7 net debt was US$114.5
million, up from US$58.4 million a year earlier,cagearing was 18.1 percent, up
from 10.8 percent. Given you're seeking furtheftdoa acquisitions, what are
your capital management plans for the current year?

CFO Rustom Jilla

We continue to have a balanced capital managenmeatégy of investing in the
business and returning surplus funds to our owmerstly via share buy-backs as
we have no franking credits.

Our preference is to invest in growth be it througternal investments or value
adding acquisitions. We seek to continually hawg-backs authorised and
available to use as a capital management tool. théher not we’re in the market
buying shares will depend on the alternatives abbl and what, in our opinion,
provides the best total shareholder return. Irfitkefive weeks of fiscal 2008, we
bought back 2.8 million shares after staying outhef market since early May,
partly because some acquisition activities did happen per the expected
timeframes.

cor por atefile.com.au

Ansell announced an unfranked final dividend of A%O0per share, up from
A$0.12 in 2006, bringing the total dividend for Z0tb A$0.24, up from A$0.21.
Why have you increased the dividend when earnimgscash flow were down?



Aren’t you creating high expectations of dividendwth when earnings and cash
flow recover?

CFO Rustom Jilla

We originally set our dividend level so it was suiséble with room for steady
growth. We’'ve been disciplined in returning mucloren surplus cash to our
owners by way of share buy-backs than by way afidivds. As we’ve continued
to reduce the number of shares on issue while asang the dividend per share,
the total paid out remains very affordable and ésaroom for us to continue our
steady dividend per share growth.

CEO Doug Tough

We’re running the business with a view to long-terronsistency and

sustainability. So if things are going well, we nitoincrease the dividend to a
level we can’t sustain, and if things aren’t so @jowe wouldn’t lose sight of our
long-term prospects. In 2007 our profitability wafé a little bit, but that doesn’t

affect our long-term view of the business. Basedhis, the dividend increase fits
the plan like a glove!

cor por atefile.com.au
Thank you Doug and Rustom.

For more information about Ansell, visiww.ansell.comor call David Graham
on (+61 3) 9270 7215

For previous Open Briefings by Ansell, or to reeefuture Open Briefings by e-
mail, visitwww.corporatefile.com.au
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