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Item 7.01 Regulation FD Disclosure  

On September 7, 2006, Chairman and CEO James H. Long will speak at the Kaufman Brothers Ninth Annual Investor Conference to be held at 
The W Hotel, 541 Lexington Avenue/49th St., New York, NY at 1:15 p.m. (EDT). Attached as Exhibit 99.1 are PowerPoint slides that will be 
presented at the Conference. Pursuant to Regulation FD, INX Inc. hereby furnishes the presentation materials as Exhibit 99.1 to this report.  

Note: The information in this report (including Exhibit 99.1) is furnished pursuant to Item 7.01 and shall not be deemed to be “filed” for 
purposes of Section 18 of the Securities Exchange Act of 1934 or otherwise subject to the liabilities of that Section.  

Item 9.01 Financial Statements and Exhibits  

(c) Exhibits  

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.  

   
Exhibit   
Number  Description

    
99.1   PowerPoint Presentation

 
 INX Inc. 

 
 

Date: September 7, 2006 By:  /s/ Brian Fontana   
 Brian Fontana 
 Chief Financial Officer 
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EXHIBIT 99.1

 

 
Jim Long Chair man & CEO INX Inc. Nasdaq: I NXI www.IN XI.com Kauf man Br others  Nint h Annual Inv es tor  Co nference Septemb er  6, 2006 



                    

 
Safe Harbor  Statement This  presentation cont ai ns "fo rward - looking s tatements" within th e m eani ng of th e P rivate S ecur ities  Lit igation Refor m Act of  1995. St at em en ts asso ci at ed with word s such as "anticipate,"  "believe," "expect,"  "hope," "should, " "will"  or  other s imil ar  words  are f orward -looking s tatements . Actual events , perf ormance or r esul ts m ay  diff er  materiall y fr om those indicated due to nu merous  factor s, m any  of which we have lit tle or no  co ntrol o ver , and some of whi ch  we m ay not be success ful in add ress ing. Nu merous  of t hese factor s ar e set f orth i n our 200 5 an nual repor t on For m 10 -K/A, which we urg e yo u to read. All  financial r esult s shown are f or conti nuing operati ons u nless  other wise not ed  



                    

 
INX Inc. P rovid er  of Cisco -centr ic IP  Co mmunications  solution s to ent er prise org ani zati ons O ur goal is  to bu ild the pr em ier fo cu sed, nation al  provid er  of Cisco-  based IP  communi cati ons soluti ons f or enter prise organi zati ons 



                    

 
Investment Highl ights  A multi - billion d ollar, hig h growth  market/ind ustr y oppor tunity A ligned with Cisco, the dom inant manuf actur er in n et working and wel l pos itioned in t he IP com munications  market T he only p ure play publ ic co mpany focused on deliver ing Cisco 's  IP  Telephon y sol utions  to enterpr ise cus tom er s S olid r even ue growth du e t o geographic expans ion and m ar ket/indus tr y growt h A prim ar y fin ancial  goal is  to impr ove operating  prof it margi n and grow op er ating pr ofit m ore rapi dly than r evenu e t hrough 



                    

 
Mark et  



                    

 
Our "Mar ket" Wi thin the enter prise class  org ani zati on sp ace: Upgr ades of  and new ins tallations  of  the Inter net Pro tocol ("IP ")  network  IP - based voice and vid eo solut ions  that replace antiquated t raditional phone sys tems  Wireless  networkin g sol utions  Network securit y sol utions  Network s tor age solu tions  Network- centr ic software appli cati ons f or un ified messagi ng and collabor at ion that unl ock the power of  a converged commu nicat ions  platfor m Remote moni toring and  management of all  co mponents  of an enter prise organization 's  IP  Communication s networ k inf rast ructur e 



                    

 
Industry E volut ion and Ind ustr y L eader ship  Cisco domi nates the I P networ k equipment b usin ess  that VoIP  relies  on. Cisco recently r eached #1 po siti on in wor ldwide enterpr ise voice sys tems , includin g traditi onal TDM sys tems, o ffer ing only I PT  sys tems . Microsoft i s aggr ess ively pushing i nto voice application s and we believe th is wi ll acceler ate ad option of  voice and unif ied messaging appl icat ions.  As th e m ar ket for  VoIP  has evol ved  we hav e p ar tnered wit h the righ t manufactur ers  to maximi ze our  success. 1999 2000 200 1 2002 2003 2 004 1998 Cisco Ent er s the telephony mar ket with VoI P T radition al  Voice Ven dors  move towar ds VoI P 2005  2006 2006 Cisco #1 in v oice and  Micr osof t enters  the mar ket Peri od of mo vem ent fr om "trials" to "adoption" 



                    

 
Early  Stages Of T he I nitial Up grade Cycle 78% pl an ned  to migr ate to IP  Telephony  techn ology 14%  were "fully  deployed or u pgrade was u nderway" 32% wer e "r olling ou t or par tially deploy ed " 32%  were "evaluating or  piloti ng" Mor e than half pl an to increase spending  Recent survey of  Nort h American enterp rise organization land -line decisi on makers  sh owed : Sour ce: Forr ester 's  Bus iness  Technogr aphics  Mar ch 2006 Nort h American and E uropean E nterpr ise Netwo rk and T elecom munications  Sur vey Tel ecomm unications  Sur vey Telecommu nications  Surv ey  Telecommuni cati ons S urvey 



                    

 
Anticipated Nort h American E nterpr ise Comp letions  of Migr at ion to I P T el ep hony 2007 200 8 2009 2010 2 011 Eas t 0.25 0 .42 0.5 0.58 0. 62 MS Graph.Chart .8 MS Graph.Chart. 8 Sour ce: F orr ester 's  Busi ness  Technogr aphics March 2 006 Nort h American and E uropean E nterpr ise Networ k and T el ecom munications  Sur vey 



                    

 
The IP  Network I s Changi ng "F or ever y dollar of  IP  Telephony  products  pur chased, enterpr ise cus tomer s spend between $2 and $5  on IP  network in fras tructu re upgrades ." Voice applications  and increas ing compl exi ty demand a s tate -of- the-ar t IP  network Vo ice, v ideo, secur ity, s torage, collabo ration mo ving to th e n et work is  changing th e i mport ance of  the network  The I P network  is n ow the mos t criti cal IT infr as tr uct ure technology  for ent er prise org ani zat ions Increased net work compl ex ity creates  demand for  expertise in des ign, imp lementation and suppor t Incr eased reliance on a mo re complex I P networ k drives  increased securi ty demands  and need for  24x7 reli ab ility in cr eased secu rity demands  and need f or 24x7 r eliabilit y increased securit y demands  an d need  for 2 4x7 reliabi lity incr eased secur ity demands  and need for  24x7 r eliability i ncreased security dem ands and n eed f or 24x 7 reliabili ty increased securi ty demands  and need for  24x7 reli ab ility in cr eased secur ity demands  and need f or 24x7 r eliabilit y increased securit y demands  and  need  for 2 4x7 reliabil ity incr eased secur ity demands  and need for  24x7 r el iability i ncreased security dem ands and n eed f or 24x 7 reliabili ty increased securi ty demands  and need for  24x7 reli ab ility 



                    

 
Increas ing IP  Network Compl exity Dri ves Our  Growth  Voice / Video Wireless  Stor ag e Coll ab oration S ecu rity Demand F or I NX Servi ces  IP  Network Comp lexity 



                    

 
The Company 



                    

 
Our "Business  Ready Networ ks" App roach to I P Network Solutio ns f or E nterpr ises  



                    

 
Net Surant Managed Sup port S er vices A Key  Diff er entiator Remot e m onitor ing and managed suppor t ser vices: I P networ k IP  telephony syst em  Network security  Benef its to the cus tomer: 24 x7 su pport Access to highly tr ained engineers  Fixed cos t over  co ntract term  Benef its  to INX:  Long t er m recur ring r evenue str eam Abilit y to leverage cos t - higher mar gins  Impr oved cust omer satis faction and lo yal ty A key dif ferenti at or in t he sales  process A key di ffer en tiator i n the sales  pro cess  A key diff erentiator  in the sales pr ocess  A key dif ferenti at or in th e sales  process  A key di ffer en tiator in  the sales  process A  key  diff er entiator  in the sales pr ocess  A key dif ferentiato r in the sales process  A key dif ferent iator in  the sales  process A k ey diff er entiator  in the sal es  pr ocess  A key diff erentiator  in the sales p rocess  A key dif ferent iator in t he sales  process A key d iffer entiator in the sal es  pr ocess  A key diff erentiator  in the sales pr ocess  A key dif ferenti at or in t he sales  process A key di ffer entiator i n the sales  pro cess  



                    

 
Net Surant Managed Sup port S er vices Recurr ing S er vice Revenue Recurr ing Ser vice Revenue Recurr ing Ser vice Revenue 1Q05 2Q05 3Q05 4Q05 1Q06 2Q06 Quar terly Revenue (,000 ) 134 180  265 318 385 449 12/31/2 004 12/31/ 2005 YTD 2006 Contract Value 0.4 45 5.025 15.0 12 NetSur an t revenues  more than do ubled over th e p as t 12 m onths  Our backlog of contr acted f utur e r ecurri ng ser vices r even ues  has  grown 3 x YTD Backlog Revenue (th ousands) ( milli ons)  



                    

 
5 markets  15 mont hs ago 1 0 new markets  Recent Geog raphic E xpansio n A Growth Driver T hat I ncr eased E xpenses  Hous ton Metairie S an  Antonio Aus tin Dal las E l Paso Albuquer que Los  Angeles  Eugene P ortland S eattle Washi ngton T am pa New York Boise Tr ipled Markets  Served Between May 2005 and Apr il 2006 



                    

 
Long - Term Benefi ts E xpected Fr om Recent  Inves tments  In S trategic I nitiatives  New green- field br anch  offi ce op eni ngs Cus tom I P comm unications  products  Mobile I P commun icat ions node Stealth vi deo  sur veillance NetSur an t managed su pport services  off ering S ubst an tial increase in sal es  and engineeri ng st af fin g 



  

 
Staff ing - Inves ting Fo r Growt h Engi neer s 3 4 106 212%  Sales  26 70 169%  Operation s 16 2 6 63% Br anch o ffice admi nist ration 11 21 90% Cor porate admin istr ation 17 1 8 6% T otals  104 241 13 2% Fi fteen Month P er iod 3/31 /05 6/30/0 6 % I ncr. Sub stanti al  increase in  en gineering and sales  staf fing to  drive r ev enu e g rowth L esser in cr eases  in adminis tr at ive and operation s s taff ing 



                    

 
Blu e Chip  Cus tom er  Base Corpor ate Dallas I SD Hous ton I SD Aus tin I SD Univ. of T ex as  Univ. of Oregon  Education US Militar y Homeland Secur ity National Guar d Department of Just ice Cit y of Hous ton T exas L otter y Government  Con tractor 



                    

 
Management J im L ong - Chair man & CE O - founded company  in 1982. Mark Hi lz - Pres ident & COO -  exp er ience as  CEO  of larg er  public comp any ; acq uisi tions  experience; ser ved on our  board pr ior t o joining  management in July 2000.  Br ian Font ana - CF O -  since January 2005 ; experience as CFO with larger  public compani es ; acquis itions  experi en ce. E x-Cisco management m em bers : VP of  Sales;  VP of  Federal; VP  of managed services  bus iness ; Aus tin of fice general m anager . 



                    

 
Financials  



                    

 
2001 2002 200 3 2004 2005 9 .365 27.72 43 .595 71.487 10 7.319 Attr act ive Revenue Gr owth 3 - Year  CAGR =  57% Do llars  in mil lions  



                    

 
Financial Highl ights  Overall r even ue growth du e t o: Indu str y growt h Mar ket sh ar e gains in exis ting mark et s I ncreasin g the number  of mar ket s served thr ough geogr aphic expansi on Servi ces  revenue is  the mos t pr ofit abl e revenue component and also the hi ghest gr owth r ev en ue com ponent 103%  growt h in 2005 11 5% year - over-year  growth  for 1H06 Gross  margin o n ser vice revenue is  ex pected t o increase as  recent engineer ing s taff addi tions  beco me more f ully uti lized and produ ct ive Potential to leverage the somewhat fi xed  co mponents  of S G&A expense 



                    

 
Managed Sup port S ervices 1% -2% of  total revenue 190 % T TM gro wth Growi ng as a f unction of  inst al led base E xpect gross  margin to impr ove as somewhat f ixed cost is l ever aged  Prof ess ional S er vices 1 1% -13% of  total r evenu e 12 0% T TM gr owth Numero us Cisco sp ecialt y cer tif icat ions Expect gr oss  marg in to imp rove as new offi ces  impr ove produ ct ivity Cisco -Centr ic Pr oducts 8 5% -88% of  total r evenu e 30 % T TM gro wth Minimal inv ent ory r eq uirements  Minimal wor king capital i nvestm en t Higher m ar gin services  revenues  ar e growin g rapidly and  becom ing a larger  porti on of to tal revenue Complementar y Rev enu e Mix 



                    

 
Marg ins An d Potenti al  For Op er ating L ever age FY 2005 2 Q06 * 2005 r esult s exclude a one -time non - cash charge 100%  16-19% 30 - 35% 20 -22% 14 -15% 4 -7% T arget Revenue 100% 1 00% Gr oss  Margin: Produ ct s 15.7%  19.1%  Servi ces  29.2%  23.7%  Total Gross Margi n 17.3% 1 9.7% Oper at ing E xpenses  * 15.9%  18.1%  Operating I ncome * 1.4%  1.6% 



                    

 
Most Recen t Quarter Results  Quarter  Ended June 30, 200 6 Dollars  in th ousands  Revenue Pro ducts $3 3,322 Ser vices  5,356  Total r evenue 38,678 Gr oss  pro fit m ar gin %  19.7% v s 17.3 % Gro ss  prof it 7,632  SG&A expenses 7, 001 Operating profi t 631 Net pr ofit 756 Y/O/Y I ncrease 31%  90%  37% 71%  73%  53% N/ A 



                    

 
Balance Sheet Hig hlights  Cash $2 .6 $4.3 12/31 /05 6/30/0 6 A/R $24.9 $35.3  Deb t $2.7 $4.6 S tockholder s E quity $1 8.0 $20.8 Dol lars  in mill ions  



                    

 
Summar y Mass  implementatio n of VoI P technolog y by enterpr ises  is  beginning IP comm unications  is  a multi - billion d ollar, gr owing mar ket oppor tunity Cisco is  the dominant manufacturer  and INX is  the onl y pure play p ublic company f ocused on d el ivering Cisco VoIP  so lutions  for  enterpr ises  Ex pect  to benefit f rom  the way the IP  network is  changing - more compl exi ty and increas ingly i mportant  tech nology E xpect continued r ev en ue growth - geo graphic expans ion, inves tments  in sales and  eng ineering s taff  and market gr owth I mprov ing mix of  ser vices r evenue + maturing  of newer of fices  + potent ial to leverage cos ts  shoul d = im proving  prof it margi n % 



                    

 
Jim Long Chair man & CEO INX Inc. Nasdaq: I NXI www.IN XI.com Sept em ber 6, 2006  


