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NMG/I’s DoubleCheck Email Manager with McAfee® Security Anti-Virus Named a CRN
Emerging Technology Winner

DoubleCheck has further expanded its email management filtering service and is proud to
announce the new offering of a national hosted email filtering data center.

Hutchinson, Kansas, June 8, 2007 — NMGI today announced it has been selected by CRN, part
of CMP’s family of Channel Solutions, as a Top 100 CRN Emerging Tech vendor for its expanded
DoubleCheck Email Management Service. CRN's Emerging Tech list captures companies that
are delivering high margins for solution providers with innovative and easy-to-use technology that
undercuts industry giants.

DoubleCheck Email Manager with McAfee® Security Anti-Virus is an award-winning email firewall
appliance that checks inbound and outbound email for spam, viruses, phishing attacks and policy
violations without requiring new server or desktop software. “This innovative solution is sold by
over 100 resellers nationwide with thousands of installations throughout North America” said
Steve Harper, President of NMGl.

“The trust that Steve Harper has developed between his company and other VARs is driving an
IT ecosystem that has more and more Value Added Resellers selling solutions through other
VAR'’s” said Arnie Bellini, CEO of ConnectWise, a 24-year-old solution provider in Tampa, FL.
Other Emerging Techs named were eFolder and Highly Reliable System, both of which NMGl
partner with.

About Network Management Group, Inc. (NMGI)

Network Management Group is a national provider of consulting, computer networking, software
development, and technology services to small and midsize businesses. Founded in 1991, NMGI
is headquartered in Hutchinson, Kansas. Additional information about NMGI and can be found at
http://www.nmgi.com or by calling (620) 664-6000.

According to the 2007 CRN Emerging Tech Survey, the top reasons solution providers add
emerging technologies include, the technology is superior to other products in the market
segment; the technology compliments a solution providers’ existing practice areas; emerging
vendors provide better services opportunities; emerging vendors pay better attention to partners;
emerging vendors offer higher margins, customers want alternative product choices; and
emerging vendors have better joint marketing programs. In addition, 61 percent of solutions
providers surveyed plan to increase the number of emerging technology vendors they partner
with in the next 12 months.

"Successful Solution Providers are always looking for new and innovative partners, and the CRN

Emerging Tech list provides a way for them to discover a large number of potential new partners

who offer a wide range of emerging technologies," said Heather Clancy, vice president and editor
of CRN.

Vendors who make the CRN Emerging Tech list must have an established solution provider
program and formal guidelines for recruiting channel partners. They must demonstrate that its
direct sales mix is trending down as evidenced by the company’s revenue history, a channel
positive or channel neutral strategy for internal sales compensation, and not be a dominant
market share player. Final selection to the Emerging Technology list was made at the discretion



of the CRN editorial team after a review of the submitted information and conversations with
current or targeted partners.

About CMP Technology (http://www.cmp.com/)

CMP Technology is a marketing solutions company serving the technology industry. Through its
market-leading portfolio of trusted information brands, CMP has earned the confidence of more
technology professionals than any other media company. As a result, CMP is the premier
provider of access, insight and actionable programs designed to connect sellers and buyers in
ways that yield superior return on investment. CMP Technology is a subsidiary of United
Business Media (http://www.unitedbusinessmedia.com/), a global provider of news distribution
and specialist information services with a market capitalization of more than $3 billion.

HitH



