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Disclaimer

Forward-looking statements

This presentation contains certain forward-looking statements, with respect with the Group’s
financial condition, results of operations and business, and management’s strategy, plans
and objectives for the Group. These statement include, without limitation, those that express
forecasts, expectations ans projections with regard to the potential of growth of e-
commerce market and customers, broadband subscribers, revenues and profitability growth.

These statements (and all other forward-looking statements contained in this document)
are not guarantees of future performance and are subject to risks, uncertainties and other
factors, some of which are beyond the Group’s control, are difficult to predict and could
cause actual results to differ materially from those expressed or implied or forecast in the
forward-looking statements.

All forward-looking statements in this document are based on information known to the
Group on the date hereof. The Group undertakes no obligation publicly to update or revise
any forward-looking statement, whether as a result of new information, future events or
otherwise.



Investment case for Mistergooddeal.com

acquisition

= History / background
v' 1987 : HSS pioneers Direct Response TV Shopping in France
v' 1998 : HSS becomes a 100 % subsidiary of M6 Group

v' 2005 : With the acquisition of Mistergooddeal.com, M6 pioneers e & t -
commerce in France

= Key financials

v" Mistergooddeal.com : 2004 sales 45 M€, 2005¢ sales growth ~ + 45%, profitable
since 2003

v Transaction price : < 0.7x 2005e sales, financed by cash

v Impact on M6 accounts : consolidation as from 15th of November 2005,
immediately relutive

= Rationale
v Superior growth rates
v" Creation of a multi channel distribution player
v A unique combination of Television reach & Internet efficiency
v' Matches M6 Group focus on immediate profitability



2002

HSS and Mistergooddeal.com

2003

2004

CAGR 2002-
2004 :

+83.1%

CAGR 2002-
2004 :

+58 %

(on a constant
scope)

~178 M€

2005¢

onFY
consolidation basis

>200 M€

2006e



French e-Commerce

a fast-growing market
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= e-Commerce is a fast-growing market, driven by
v" Increasing number of broadband subscribers,
v" Change in buying habits, increased confidence in e-commerce transactions

= InFrance, 1 web user out of 2, i.e 12 million people, has alreday made a purchase on Internet (H1 2005)

= Market size of BtoC should increase from 5.5 bn € in 2004 to 10 bn € in 2005

Source : Acsel, FEVAD, ARCEP, M6 estimates




Mistergooddeal.com
a Top 10 e-Commerce player

Top 10 of BtoC e-commerce websites Key facts on Mistergooddeal.com

Source : FEVAD — Mediametrie//Netratings — August 2005

= BtoC website, leader in discount on
Brand Unique audience Penetration rate Unique audience growth .
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= 100 000 to 150 000 daily unique
audience

e = | aunched in 2000, profitable since
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= Know-how and professionalism in
purchase, logistics, customer service
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HSS
a pioneer in home shopping

Key facts on HSS

= Created in 1987, HSS is a pioneer in Direct Response TV Shopping

= |_eader in France & Benelux with a ¢.55 % market share

= 700 hours of weekly programs on more than 40 channels, in France and
abroad

= Introduced in 2003 a new type of programs, the infomercials

= Dedicated 24/7 channels on cable and satellite

= More than b millions catalogues mailed every year, 2 milion customers

=2004 figures :
v'Revenues ; 111.4 M€
v EBIT : 46 M€




Same business, complementary products, distribution

channels and targets

Business Model BtoC

NISTERGOODDEAI.%

Consumer products

Products offer |» Innovative products

» Mainly no brands

Distribution n —
channels Television
» Catalogues
» Internet and Mobile
4 i -
Targets Housewives under 50 y-o

» Discounted products
» Name-Brand products

» 20 - 40 years old

. 4 13

Know-how &
experience

Complementary
products

A real multti
channel
distribution
player

Complementary
targets




Key figures & impact on M6 Group

financial statements

= Acquisition of 95 % of Mistergooddeal.com by HSS
=  Maximum amount for 100 % : 44 M€

v i.e less than 0.7x 2005¢ sales
= Financed by cash
= |mpact on M6 consolidated statements

v' Goodwill

v Consolidation from 15th of november, 2005
= Mistergooddeal.com is

v" Net cash positive

v" Profitable since 2003
= Acquisition is relutive as from 2005



