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Item 7.01. Regulation FD Disclosure  

     Peter J. Quandt, the Chairman, President and Chief Executive Officer of Haights Cross Communications, Inc., and Paul J. Crecca, the 
Executive Vice President and Chief Financial Officer of Haights Cross Communications, Inc., will participate in the Bear Stearns High Yield 
Conference on May 16, 2006 in New York, New York.  

     Attached hereto as Exhibit 99.1 is a copy of the Investor Presentation to be given by Haights Cross Communications, Inc. at such 
conference.  

Item 9.01. Financial Statements and Exhibits  

     (d) Exhibits  

 

   
Exhibit No. Description
99.1   Investor Presentation of Haights Cross Communications, Inc., dated May 16, 2006



                    

SIGNATURES  

     Pursuant to the requirements of the Securities Exchange Act of 1934, the registrant has duly caused this report to be signed on its behalf by 
the undersigned hereunto duly authorized.  

Dated: May 16, 2006  

 

  
    
 HAIGHTS CROSS COMMUNICATIONS, INC.  
   
   /s/ Paul J. Crecca  
    
   By: Paul J. Crecca  
   Executive Vice President and Chief  
   Financial Officer  
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99.1   Investor Presentation of Haights Cross Communications, Inc., dated May 16, 2006



                    

  
Bear S tearns  High Yield Conf erence New York, NY May 16, 20 06 Inves tor P resentation 



                    

  
Leading publ isher  of pr oducts  for  the Educatio n and Lib rary m ar kets Focus  on fas test g rowing n iches : supplemental edu cati on and test ing For med in 199 7; acquired bus inesses  between 1997 -2005 All bus inesses  have operatin g his tories  in excess  of  13 years  Offer s m ore than 16,60 0 propr ietary ti tles ( 90% o f 2005 r evenue) Appr oximately 13, 000 backlis t titles  152,000  cu stom er s Com pany Overview F Y Dec 20 05 Rev enu e- $210.5m ( 1) FY Dec 2005 E BI TDA of  $55.1m  (1) r epresenting mar gin of 2 6.2% Reflects  dives titur e of Chelsea Ho use. 



                    

  
Business S trategy Acqui re bus inesses at reasonabl e m ultiples  with a #1 or leading po siti on in gr owing niches  of education and  librar y publishing m ar ket E xtend market l eader ship  posi tion by lever aging pro priety content  an d product d evelo pment capability Develo p product ext ens ions  In troduce compl et el y new product l ines Buil d highly ef fective mult i -tiered sales and mar keting f unctions  Ext ens ive mar ket resear ch/cust omer int el ligence Prof ess ionally managed  direct sales f orces In- house telesales ef for ts Hi ghly targ et ed d irect mark et ing/catalogs  Maxi mize operating ef ficiencies  



                    

  
Business S egment Overvi ew U nab ridged audio  books  State speci fic tes t preparati on materials  fo r grades  K -12; reading and m ath interv ent ion Descr iption Supplemental r eading materi al s f or gr ades  K -8 Audio r evi ews  of  medical liter at ure for  phys icians Buckle Down  Options  Publ ishi ng 



                    

  
Investment Highl ights  Leading P osi tions  in High Gr owth P ublishing Markets  Number 1 in thr ee of  our m arkets  and top 3 in remaining t wo Divers ifi ed  Bus iness and Cus tomer  Mi x Over 30,00 0 products  and 152,0 00 custo mers  Extens ive Pr opri et ar y Content - 90% of  2005 r evenu e S uperior  Pr oduct Development Capabilit ies I nvesti ng in excess  of  10% of  sales  on pr oduct development and  rarely need to write of f unsuccess ful p roduct developm en t effor ts  Str ong Recur ring  Revenue S treams Over 76%  of 200 5 propr ietary r even ue from  subscrip tion pr oducts or backlis t books  Successf ul at completi ng and implement ing s trategic bus iness acquis itio ns 



                    

  
Leading P osit ions  in High Gr owth Markets  Recor ded Books #1 1979 T rium ph Learni ng/Buckle Down #1 196 3 Options  Publ ishi ng Leading 1992 Sundance/Newbr idge Leading  1970 Oaks tone Publi shin g #1 1975 Bus iness Market Year S egment Pos iti on Founded T he Company's leadi ng market p osit ions,  co upled with it s s tro ng brand r ecog nition and r eputation f or quali ty, creates signi ficant barr iers  to entr y 



                    

  
Divers ification  on Many  Levels  Four  dis tinct bus iness  segments  Focus  on fas test  growing  niches: supplem ent al  educat ion and tes ting Markets  Serv ed Product s Of fered Reading books , wor kbooks , st udy guides , audiobook s and newsletters  Over 3 0,000 pro prietary  an d non -propr ietary tit les Cus tomers  Reached Ap proxim at el y 152,000 cus tomer s: t eachers , publ ic an d school  librar ies, school sys tems  and  state mu nicipalities  Lar gest cus tomer  less  than 2%  of r evenue 



                    

  
Extens ive Pr oprietar y Content Recorded Books  94 T riumph /Buck le Down/Option s 100 Sundance/Newbrid ge 7 8% Oaks tone 100 T otal 90%  2005 Revenue Contri bution f rom P ropr ietary T itles  Prop rietary con tent establ ishes  recognized br ands, f acilitates  intro duction of  new products  and creates  barri er s to entry 



                    

  
(1) E xcludes  Oaksto ne Number of  Pro prietary  Titl es (1 ) Inv es t mo re than 10%  of r ev en ue ann ual ly Success fu l track r ecor d of conver ting new ti tles t o back list  High retu rn on in ves tment  with min imal writ e- offs  of  capi talized am ounts  Super ior P roduct Developm en t Capabi lities  2000 2005 7 050 16685 CAGR: 18.8%  



                    

  
Stron g Recur ring Revenue St reams Record ed Book s 6,24 0 90.8 30.3 T riu mph L ear ning/Buckle Down 3,6 45 72.9 - Options  Publi shin g 607 86.1 -  Sundance/Newbrid ge 2,463 97.7%  - Oak stone P ublishing NA - 100.0% T otal 12, 955 86.3%  # of Bus iness S egm ent Backl ist T itl es  Backlis t(1)  Subscripti on (1)  Prop rietary t itle, non - subscript ion revenue onl y % of  2005 Revenue Str ong backlis t and high subscript ion renewal r at es  generate subs tantial recur ring r evenue 



                    

  
Favorable L ong -Term Indus try F undamentals  No Child L eft Behind Act Focuses  on s tate -level  account ab ility tes ting Au thorizes  $24 bill ion fo r educational f unding Mandatory  testi ng in reading  and  math every year f or gr ades 3 -8 an d once in high school begin ning in f all 2005 Mandator y testi ng in science on ce in  grade scho ol, middl e school, and high sch ool beginnin g in fall 2007 Supp lemental education mater ials have f avorable characteri stics  L ower  inves tments  and higher  margins  than basals Short er  development cycles  enables qu ick response t o market needs  Steadier f unding,  more local f unding and m ore aff ordable Of ten longer pr oduct cycles  Despit e cur rent soft ness , long -term indu str y fund am en tals r emain pos itive f or the supplemental educatio n market 



                    

  
Mark et  Outlook F or 2005 , the Association o f Ameri can P ublishers  (AAP ) repo rted s trong K- 12 educat ional gro wth. Overall, K -12 educat ional publi shing  sales  growt h of 10.5%  Big adoptio n sales  drov e b asal (t ex tbooks) gr owth of 1 2.6%%  Suppl em en tal growth  of 1.2%  For  Mar ch 2006, total K- 12 sales  are weak: Overall , K-12 down 4.7%  Basals  are down 8.7%  because of  weak  ado ption year S upplemental gr owth of  3.6% F or 200 6 and out years : Basals  will  be flat in 2 006 because of  small  adoption year and  then rebound  in 2007 -2008 Suppl em ental sales  should be in 7 - 8% r ang e 



                    

  
Outlook f or Audio books  For 2 002 -2005, the Associati on of Am er ican Publi sher s ( AAP), r eported t hat  sales  of Aud iobooks  grew at a compou nd rate of  12.9% annu al ly. For  2005, the AAP  repor ted au diobook sales g rew 29.0% . For  Mar ch 2006 YTD,  the AAP r epo rted audiobo ok sales  grew 3.5% . 



                    

  
Business Un it Rev iew 



                    

  
Larges t publi sher  of unabr idged audiobook s in the world Ou tsells  closest  co mpetitor  in libr ary mar ket  by 4:1 I n 2005 pr oduced over 2,200  new titles  and off ered mor e t han 12,200 audio books Over  80%  of tit les pub lish ed  since 1979  stil l generate revenue Audi obooks  are narr at ed  by prof ess ional voi ceover  artis ts  and produ ced and edit ed  in a st at e- of- the-ar t s tudio in NY C 30 % of  revenue generated fr om Contin uous Or der P lans 3,0 00 libr ar ies aut omatically pur chase 6 to 3 00 titles  per quar ter Competit ive advantage in rig hts acqui siti ons Record ed Book s F Y 12/31/05 Revenue of  $76.6m; 3 6.4% of  Tot al  Revenue 



                    

  
#1 publisher of  su pplemental s tate -specifi c test pr ep materials  fo r grades  K- 12 Off er s a comp rehensi ve line of pr oducts  with over  4,100 tit les 100 % pr oprietar y content Over 90 % are one -per - student  materials  Mar ket dir ectl y to educators , schools  and school  sys tems  Cust omized produ ct  lines cov er ing mos t or  all of the tests  in 25  states  Tr iumph Learning /Buck le Down FY 12/ 31/05 Revenue of $43 .2m; 20.5%  of T otal Revenue 



  

  
Options  Publi shin g Leading pu blisher  of r eading, math and l iteratur e edu cati on materials  - with a focus  on int er vention and r emediation pr ograms Appr oximately 70 0 propr ietary ti tles accounti ng for  100% o f sal es  Well pos iti oned to benefit  from  NCLB and Read ing Fir st  Federal Fu nding - excellent  co mplement to T ri umph L ear ning/Buckle Down Cus tomer s gener al ly include under  perfor ming schools  and school dis tri ct s F Y 12/31/05 Revenue of  $21.3m; 1 0.1% of  Tot al  Revenue 



                    

  
Sundance/Newbridg e L eading publ isher  of supplemental reading and lit er ature mater ials f or gr ades K - 8 Offer s ov er  2,700 pr oprietar y titles  Dis trib utes appr oximately 5, 000 non-  propr ietary tit les f or gr ad es  K- 12 Pro ducts ar e primar ily publi shed in  seri es , encour agi ng repeat pur ch ases  and  impro ving longevi ty of backli st Cus tomer s inclu de more than 26, 500 teacher s,  individual schools  and school dis tr icts F Y 12/31/05  Revenue of  $43.1m;  20.5% of  To tal Revenue 



                    

  
Sundance/Newbridg e -  Cur rent I ssues  May 200 5 YTD S al es  up 4. 4%. Jun -  Dec 200 5 Sales  down 21% . Full Year 2005 Sales  down 11% , EBI TDA down $3.1mm Dis tr ibuted pr oduct down 21%  in 2005 . Prop rietary p roducts  down 8%  for  2005 2005 was  very large Basal adopti on year -  thus  reducing f unds avail ab le for suppl em en tal products  Basal p ublishers  also i ntroduced and aggr ess ively mar keted produ ct s competi ng directly  with Sun dan ce/Newbr idge pro prietary  products  - nam ely guided r eader s 200 6 star ting of f poor ly March 2006 sales  decl ined 14% S eco nd quarter  sales  is  predicted to b e o ff 20 - 25% 



                    

  
Sundance/Newbridg e -  Cur rent I ssues  2004 was a h uge year  in T en nessee with over $ 4.3M i n sales  related to  som e on e-time large di str ict order s. 2 005 came in at $1M, subst ant ially below goal of $2.7M. Veteran sales per so n left in  April Reading F irs t fu nds i n 2004 fu nded over $7M in pu rchases . It is es timated th at  in 2005 sales f rom  Reading Firs t f unds decli ned to about $2 -3M. Mor e d ollars  were being di rected towards  pr ofessional dev el opment rath er  than supplemental mater ials  



                    

  
Sundance/Newbridg e -  Act ions  Steps  Appointed new CE O - str ong, pr oacti ve manager with f inancial backgro und Conducted extens ive market/cus tomer  resear ch determini ng curr ent  perceptions  of S undance/Newbridg e and m arket needs . Determined th at  market r em ai ns ver y inter es ted in l eveled r eaders  an d supp lemental liter acy pr oducts  However, early  resear ch and  an ecdot al  infor mation shows much higher  level of com petition Dr ive the eff ect iveness  of t he sales  for ce - and  ex pan d the number  of f ield sales  reps . Upgr ad ing quality of sales f orce by hir ing mor e ex per ienced reps . Add per d iem sales  people to supplement  top reps . Add to  telesales  for ce. Add ed two st rong r egional sales manager s 



                    

  
Sundance/Newbridg e -  Act ions  Steps  Evaluate and im prove every  aspect of  the busi ness  -  especially sales &  marketing  Implement  a revised  str ategy to tur n-ar ound the tr end of t he dist ributed p roducts  bus iness . Pr oduct pos ition ing and mark et ing to be r evam ped  Impr ove cat al og perf ormance by contin uing to opt imize mail li st selection and qu ant ities  mailed. Create mor e t ar geted dir ect m ail campaigns . Impr ove indexing of catalogs  Impr ove websi te to dri ve more cus tomer u sage to gener at e sales  on both pub lish ed  and  dist ribut ed p roduct and to  take ad van tage of speci al  off er s 



                    

  
Sundance/Newbridg e -  Act ions  Steps  Expand o ur dealer bus iness b y pushing mor e products  on a select ive basis  into  that channel Ex ecute a mo re focused and targeted s tr at eg y for  winning bi g dis trict sales S pecific s tate initi at ives in  Flor ida, Oklahoma, and WV to p iggyback on adopti ons f or science an d language arts  in Nor th Carolina 



                    

  
#1 audio publi sher  of contin uing medical education m at er ials  for  phys icians Annu al  subscrip tion -based pr ograms compri sed of  sum maries  and reviews  of medical  journal  ar ticles  39 titles  in 32 specialties  Available in m ultiple f ormats  Appr oximately 37, 000 su bscr ibers  Renewal r ates of  approxim ately 73% Users  earn CME cr ed its  on own tim e Recently awarded accredit at ion by the Accredi tation Council f or Conti nuing Medical Educatio n (ACCME ) Af fil iations  with 65 of  the mos t pr es tigi ous m edical  organizations , inclu ding Johns  Hopkins  and the Ameri can Coll eg e o f Phys icians  (ACP)  Acquis itions  of S cott Pub  (Apr  2005) and CMEI nfo ( Ju n 2005) O aks tone P ublishing F Y 12/31/05 Revenue of  $26.3m; 12 .5% of  Tot al  Revenue 



                    

  
Financial Review 



                    

  
Prof orma F ull Year, 2005 /2004 ( 1) ($  in mill ions)  Reflects  acqui sit ions  of Buckle Down and Opt ions  from  Jan 1, 2 004, Scott Publishing f rom April 14 , 2005 and CME I nfo f rom June 17, 200 5. 



                    

  
First Quar ter, 2006/ 2005 (1)  ($ i n millio ns)  Ref lects acquis iti ons of  Scott Publishing f rom April 14 , 2005 and CME I nfo f rom June 17, 200 5. 



                    

  
First Quar ter 2006 E BIT DA Mar gin Bridg e 



                    

  
Capit al  Expendit ures  



                    

  
2006 Guidance (1)  ($ i n millio ns)  Ref lects acquis iti ons of  Scott Publishing f rom April 14 , 2005 and CME I nfo f rom June 17, 200 5. 



                    

  
Capit al  Stru ct ure ($ i n milli ons)  



                    

  
The St rategic Quest ion Sund an ce/Newbr idge - Many have Asked We have NO intens ion to d ivest o f Sund ance/Newbr idge SD/NB is  Core to Hai ghts  Cr oss  long  term s trategy -  to be a market leading  suppl em ental educational publi sher  We b el ieve more long -term value wil l be ach ieved  by a turn ar ound vs . short -term sale Sharehold er  Values Interes ts  of HCC's shareholder s ar e b es t served by l ong- term gr owth of exi sti ng bus inesses +  SD/NB tur n around  Hav e p lenty of cash to pr omote gr owth Very selective on Acquis itio ns - likely jus t small f old- ins 



                    

  
Conclu sion  Leading P osit ions  in High Gr owth Pu blishing Markets  Divers ifi ed Bus iness and Cus tomer  Mi x Extens ive P ropri et ar y Content S uperior  Prod uct Development Capabiliti es  St rong Recurr ing Revenue Str eams Favor able Lon g -Term Indus try F undamentals  Str ong Fi nan ci al  Perf ormance Ex perienced Management  Team 



                    

  
Safe Harbor  Statement Today's  present at ion and discuss ion m ay have co ntained for ward -looking s tatements  within  the meaning of  the Pri vate Securiti es  L itigation  Ref orm Act of  1995. Wor ds such as  "expects ,"  "ant icipates," "intends ," "es timates ," or s imilar  ex pression s are in tended to identif y these forw ar d -looking s tatements . Th ese s tatements ar e based on Haig hts Cr oss ' current  plans and exp ectati ons and i nvolve ri sks  and uncertain ties t hat  could cause f uture activi ties and r esul ts of  operatio ns to  be materially d iffer ent fr om those set fort h in the fo rward -looking s tatements . 


