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Safe Harbor Statement

The exhibits attached to this Form 6-K contain forward-looking statements. We may from time to time make forward-looking statements in our periodic reports filed with or
furnished to the United States Securities and Exchange Commission on Forms 20-F and 6-K, in our annual reports to shareholders, in offering circulars and prospectuses, in
media releases and other written materials and in oral statements made by our officers, directors or employees to analysts, institutional investors, representatives of the media
and others. Examples of forward-looking statements include:

¢ expectations about the timing and amount of payments to the Asbestos Injuries Compensation Fund (AICF), a special purpose fund for the compensation of proven
asbestos-related personal injury and death claims;

¢ expectations with respect to the effect on our financial statements of those payments;

e statements as to the possible consequences of proceedings brought against us and certain of our former directors and officers by the Australian Securities &
Investments Commission;

e expectations that our credit facilities will be extended or renewed;
¢ projections of our operating results or financial condition;
e statements regarding our plans, objectives or goals, including those relating to competition, acquisitions, dispositions and our products;

¢ statements about our future performance; and

e statements about product or environmental liabilities.

” ” < 2 ¢ <

Words such as “believe,” “anticipate,” “plan,” “expect,” “intend,” “target,” “estimate,” “project,” “predict,” “forecast,
are intended to identify forward-looking statements but are not the exclusive means of identifying such statements.

2 . 2 2 ” <

guideline,” “should,” “aim” and similar expressions

Forward-looking statements involve inherent risks and uncertainties. We caution you that a number of important factors could cause actual results to differ materially from the
plans, objectives, expectations, estimates and intentions expressed in such forward-looking statements. These factors, some of which are discussed under “Risk Factors”
beginning on page 6 of our Form 20-F filed on 6 July 2007 with the Securities and Exchange Commission, include but are not limited to: all matters relating to or arising out
of the prior manufacture of products that contained asbestos by current and former James Hardie subsidiaries; required contributions to the AICF and the effect of foreign
exchange on the amount recorded in our financial statements as an asbestos provision; compliance with and changes in tax laws and treatments; competition and product
pricing in the markets in which we operate; the consequences of product failures or defects; exposure to environmental, asbestos or other legal proceedings; general economic
and market conditions; the supply and cost of raw materials; the success of our research and development efforts; our reliance on a small number of product distributors;
compliance with and changes in environmental and health and safety laws; risks of conducting business internationally; compliance with and changes in laws and regulations;
and foreign exchange risks; the successful implementation of new software systems; and the effect of natural disasters. We caution you that the foregoing list and factors is
not exhaustive and that other risks and uncertainties may cause actual results to differ materially from those in forward-looking statements. Forward-looking statements speak
only as of the date they are made.
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EXHIBIT INDEX

Exhibit No. Description

Exhibit 99.1 Appendix 3B — Exercise of Stock Options — Filed with the Australian Stock Exchange on December 4, 2007
Exhibit 99.2 US Investor/Analyst Tour December 4-5 2007 — Filed with the Australian Stock Exchange on December 4, 2007
Exhibit 99.3 Dividend amount in Australian currency — Filed with the Australian Stock Exchange on December 4, 2007

Exhibit 99.4 Daily share buy-back notice — Appendix 3E — Filed with the Australian Stock Exchange on December 5, 2007
Exhibit 99.5 Daily share buy-back notice — Appendix 3E — Filed with the Australian Stock Exchange on December 6, 2007

Exhibit 99.6 Daily share buy-back notice — Appendix 3E — Filed with the Australian Stock Exchange on December 7, 2007
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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, thereunto duly
authorized.

James Hardie Industries N.V.

Date: December 10, 2007 By: /s/ Russell Chenu
Russell Chenu
Managing Director




Table of Contents

Exhibit No.

EXHIBIT INDEX

Description

Exhibit 99.1

Exhibit 99.2

Exhibit 99.3

Exhibit 99.4

Exhibit 99.5

Exhibit 99.6

Appendix 3B — Exercise of Stock Options — Filed with the Australian Stock Exchange on December 4, 2007
US Investor/Analyst Tour December 4-5 2007 — Filed with the Australian Stock Exchange on December 4, 2007
Dividend amount in Australian currency — Filed with the Australian Stock Exchange on December 4, 2007
Daily share buy-back notice — Appendix 3E — Filed with the Australian Stock Exchange on December 5, 2007
Daily share buy-back notice — Appendix 3E — Filed with the Australian Stock Exchange on December 6, 2007

Daily share buy-back notice — Appendix 3E — Filed with the Australian Stock Exchange on December 7, 2007



Exhibit 99.1
Appendix 3B
New issue announcement

Rule 2.7, 3.10.3, 3.10.4, 3.10.5
Appendix 3B

New issue announcement,
application for quotation of additional securities
and agreement
Information or documents not available now must be given to ASX as soon as available. Information and documents given to ASX become ASX’s property and may be made public.
Introduced 1/7/96. Origin: Appendix 5. Amended 1/7/98, 1/9/99, 1/7/2000, 30/9/2001, 11/3/2002, 1/1/2003, 24/10/2005.

Name of entity

IJames Hardie Industries N.V.

ARBN

097 829 895 Incorporated in The Netherlands. The liability of
members is limited.

We (the entity) give ASX the following information.

Part 1 — All issues

You must complete the relevant sections (attach sheets if there is not enough space).

1 *+Class of Fsecurities issued or to be issued Ordinary shares/CUFS

2 Number of +securities issued or to be issued (if known) or maximum number 17,070 ordinary shares/CUFS
which may be issued

3 Principal terms of the *securities (eg, if options, exercise price and expiry date; 17,070 ordinary shares/CUFS issued on exercise of options.
if partly paid tsecurities, the amount outstanding and due dates for payment; if
*convertible securities, the conversion price and dates for conversion)

+ See chapter 19 for defined terms.

24/10/2005 Appendix 3B Page 1




Appendix 3B
New issue announcement

4 Do the *securities rank equally in all respects from the date of allotment with Yes, rank equally with issued ordinary shares/CUFS.
an existing *class of quoted *securities?

If the additional securities do not rank equally, please state:

¢ the date from which they do

« the extent to which they participate for the next dividend, (in the case of a
trust, distribution) or interest payment

e the extent to which they do not rank equally, other than in relation to the
next dividend, distribution or interest payment

5 Issue price or consideration Allotment of ordinary shares/CUFS on exercise of 17,070 options at
A$5.0586 each.

6 Purpose of the issue (If issued as consideration for the acquisition of assets, Exercise of options
clearly identify those assets)

7 Dates of entering *securities into uncertificated holdings or despatch of 4 December 2007
certificates
Number +Class
8 Number and *class of all +securities quoted on ASX (including the securities in 467,736,321 Ordinary shares/CUFS
clause 2 if applicable)

+ See chapter 19 for defined terms.

Appendix 3B Page 2 24/10/2005




Appendix 3B
New issue announcement

9 Number and *class of all *securities not quoted on ASX (including the securities
in clause 2 if applicable)

10 Dividend policy (in the case of a trust, distribution policy) on the increased
capital (interests)

Part 2 — Bonus issue or pro rata issue

11 Is security holder approval required?

12 Is the issue renounceable or non-renounceable?

13 Ratio in which the *securities will be offered

14 +Class of *securities to which the offer relates

15 *Record date to determine entitlements

16 Will holdings on different registers (or subregisters) be aggregated for

calculating entitlements?

17 Policy for deciding entitlements in relation to fractions

18 Names of countries in which the entity has *security holders who will not be
sent new issue documents

Note: Security holders must be told how their entitlements are to be dealt with.

Cross reference: rule 7.7.

19 Closing date for receipt of acceptances or renunciations

Number

+Class

18,271,037

The following options
have been cancelled
at each exercise price:
34,000 at A$7.05;
27,400 at A$8.40;
64,500 at A$8.90;
10,000 at A$5.99.

Options

Rank for dividends equally with issued ordinary shares/CUFS.

INot applicable

INot applicable

INot applicable

INot applicable

INot applicable

Not applicable

Not applicable

Not applicable

Not applicable

+ See chapter 19 for defined terms.

1/1/2003
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Appendix 3B
New issue announcement

20

21

22

23

24

25

26

27

28

29

30

31

Names of any underwriters

Amount of any underwriting fee or commission
Names of any brokers to the issue

Fee or commission payable to the broker to the issue

Amount of any handling fee payable to brokers who lodge acceptances or
renunciations on behalf of +security holders

If the issue is contingent on +security holders’ approval, the date of the meeting

Date entitlement and acceptance form and prospectus or Product Disclosure
Statement will be sent to persons entitled

If the entity has issued options, and the terms entitle option holders to
participate on exercise, the date on which notices will be sent to option holders

Date rights trading will begin (if applicable)
Date rights trading will end (if applicable)
How do *security holders sell their entitlements i fi/l through a broker?

How do tsecurity holders sell part of their entitlements through a broker and
accept for the balance?

INot applicable

INot applicable

INot applicable

INot applicable

Not applicable

Not applicable

Not applicable

Not applicable

INot applicable

INOt applicable

INot applicable

Not applicable

+ See chapter 19 for defined terms.

Appendix 3B Page 4
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Appendix 3B
New issue announcement

32 How do *security holders dispose of their entitlements (except by sale through Not applicable
a broker)?
33 +Despatch date Not applicable

Part 3 — Quotation of securities

You need only complete this section if you are applying for quotation of securities

34 Type of securities
(tick one)

(a) M Securities described in Part 1

(b) D All other securities

Example: restricted securities at the end of the escrowed period, partly paid securities that become fully paid, employee incentive share securities when restriction ends, securities issued
on expiry or conversion of convertible securities

Entities that have ticked box 34(a)

Additional securities forming a new class of securities

Tick to indicate you are providing the information or documents

35 D If the *securities are Tequity securities, the names of the 20 largest holders of the additionaltsecurities, and the number and percentage of additional
+securities held by those holders

36 D If the +securities are Tequity securities, a distribution schedule of the additional tsecurities setting out the number of holders in the categories
1 — 1,000
1,001 — 5,000
5,001 — 10,000
10,001 — 100,000
100,001 and over

37 D A copy of any trust deed for the additional securities

+ See chapter 19 for defined terms.

1/1/2003 Appendix 3B Page 5




Appendix 3B
New issue announcement

Entities that have ticked box 34(b)

38

39

40

41

42

Number of securities for which tquotation is sought
Class of +securities for which quotation is sought

Do the tsecurities rank equally in all respects from the date of allotment with
an existing *class of quoted *securities?

If the additional securities do not rank equally, please state:

¢ the date from which they do

« the extent to which they participate for the next dividend, (in the case of a
trust, distribution) or interest payment

¢ the extent to which they do not rank equally, other than in relation to the
next dividend, distribution or interest payment

Reason for request for quotation now
Example: In the case of restricted securities, end of restriction period

(if issued upon conversion of another security, clearly identify that other
security)

Number and *class of all +securities quoted on ASX (including the securities in
clause 38)

Number

+Class

+ See chapter 19 for defined terms.

Appendix 3B Page 6
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Appendix 3B
New issue announcement

Quotation agreement

1 +Quotation of our additional +securities is in ASX’s absolute discretion. ASX may quote thetsecurities on any conditions it decides.
2 We warrant the following to ASX.
. The issue of the Tsecurities to be quoted complies with the law and is not for an illegal purpose.
. There is no reason why those *securities should not be granted +quotation.
. An offer of the *securities for sale within 12 months after their issue will not require disclosure under section 707(3) or section 1012C(6) of the

Corporations Act.

Note: An entity may need to obtain appropriate warranties from subscribers for the securities in order to be able to give this warranty

. Section 724 or section 1016E of the Corporations Act does not apply to any applications received by us in relation to any *securities to be quoted and that
no-one has any right to return any *securities to be quoted under sections 737, 738 or 1016F of the Corporations Act at the time that we request that the
+securities be quoted.

. If we are a trust, we warrant that no person has the right to return thetsecurities to be quoted under section 1019B of the Corporations Act at the time that
we request that the *securities be quoted.

3 We will indemnify ASX to the fullest extent permitted by law in respect of any claim, action or expense arising from or connected with any breach of the warranties
in this agreement.

4 We give ASX the information and documents required by this form. If any information or document not available now, will give it to ASX beforetquotation of the
+securities begins. We acknowledge that ASX is relying on the information and documents. We warrant that they are (will be) true and complete.

Sign here: fs/Russell Chenu ... Date: 4 December 2007 _
(Director)
Print name: Russell L Chenu

+ See chapter 19 for defined terms.

24/10/2005 Appendix 3B Page 7
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James Hardie
US Investor/Analyst Tour
4-5 December 2007

Louis Gries
Chief Executive Officer
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in s!.d apement Presan >r.d'\.-erq5 preseny If fing \'.we‘ ea‘u'es. cl‘.i:‘!. WAL [N g,

ot oy
Emiliion squane fedf (rmsl] and Manilds & .a,-u'-u nanciaT e

Continir '\.ja.\:fé\.\)l.l

i raios, and NoeLiS GAAP finarcial
NS MeSIUngs thal § Deleves and

GF andg oifwr felsed S0eTEE, SN0 IMDETTEN OF rO0hng manll. Lk ol

: @-James Hardie

- 00 L

Product Categories

Exterior products

Siding
Soffit
Fascia
Trim

Interior products

Ya inch backerboard
Hardiebacker S00®

@-James Hardie
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Superior Product
Performance

Muoisture Resistant
MNon-combustible
Termite Proaof
Resists Warping
Resists Cracking
Resists Rotting
Helds Paint Longer
Design Flexibility
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Exterlor Products US Sldmg Market
Large Growth Opportunity
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rior Products
CAGR* 23% (FYO02-FYO7)

Leading position in 1/4" segment
— technology advantage for
floor applications

Hardiebacker S00® is driving
penetration on wall applications

Greenboard replacement
Growing segment and market share

High terminal segment share

* Compound Arnusl Growth Rate

Hardiebacker

FY 1987 657 mmsf

FY 2007 1.14bsf

Y\ Hardibacker

Growth in Revenue Per
LISE Thousands
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e
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Long Term Financial Targets Company

| @ James Hardie

Target’ Actual Actual Actual Actual

HYo8 FYa7 FYos FY0S

Revenue Growth >15% pa. (1)% 4% 23% 23%
EBIT Margin >15% p.a 22%* 22%"* 21%* 19%*
Return on Capital >15% p.a 30%"* 27%" 29%" 27%

Employed

e T A !!E

1 Long term tanget excludes ashesios-related expenses
Ewcludes asbestos adjustments and 4ICF SG8A epenses

TNy
USA Flbre Cement D|v|310ns

Organisational Structure

2,500

JHEP USA - Total Business Mix
FYO7 Volume = 2.1bsf

w1500
: Intariors Harth
1,000 4 B Sout
s00
0 West

o Fred FYed Fros ol South
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Senior Leadership Team - Operahons

Lowis Gries
Chisf Execulive Officer/
President USAFC
3 Grant Gustafson Nige! Rigkry Joel Rood Brian Holte Jamee Chilcoff Il
\'Phl‘?::m;ﬂd W Intenors and WRIGenaral WRGeneral VPIGeneral VP Haniu'mi \:R:E:g?g::em
Developmant Business M.manet_ . MBI'BBEI ) Manager Invtesm atid real and Process
Development | Northem Devision| Southern Division | Westemn Divizion Buginess Development

}Nd_ L L S | @) dames Hardie

US Hou sing Starts — Chan ge in Forecasts
NAHB - U.S. Housing Starts Forecasts

2,200
_ 2,000 —
=
S 1.800
£ 1600 =
=
&
E‘ 1.400 v
2 1200 T—-—""FJ
b=

1.000

800
2004 2005 2006 2007Fcst  2008Fcst  2009Fcst
—a#— Housing Starts - 906 est. Housing Starts - 6/07 est.
—s—Housing Starts - 12/06 est. —8— Housing Starts - 9/07 est.
Housing Starts - 3/07 est. —4—Housing Starts - 1107 est.
Source: NAHE Economic ard Housinng Executive-Level Forecast
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US Housing Downturn - Update
Outlook

Further weakness in housing construction activity through to at least the end
of this fiscal year

Softer repair and remodelling activity expected in short to medium-term
Continuing to invest in growth initiatives
Further market penetration against alternative materials

Cost pressures, particularly from higher input material costs, are expected to
remain over short to medium-term

Further adjustments made to business with suspension of operations at
Blandon - business now set on basis that annual US housing starts will be

1.1 million
11
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US Housing Downturn - Update

Production Scheduling

Average run days/maonth:

Fontana 20 days (2 Sheet Machines)

Reno 12 days

Tacoma 30 days

Cleburne 30 days

Waxahachie 30 days (with 1 line down)

Plant City 30 days (2 Sheet Machines), 14 days (1 Sheet Machine)
Summerville 30 days

Pulaski 30 days (wath 1 line down)

Peru 20 days (2 sheet machines)

Blandon 0 days
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US Housing Downturn - Update

Average Net Selling Price
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600 -
580 +
560 1
540 +
520
500 -
480 1
460 1
440 4
420 4
400 4
380 4
360

USS per MSF
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EBIT US$M
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Product M

i |
X Shift
= Product mix will evolve significantly in the medium term to continue to
drive revenue and leverage market position.
Today Tomorrow
Colorplus
Next
Generation
HardiePlank Hardieplank/
ColorPlus
Cemplank
oL Fighting Brand |
17
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Future Growth

Job 1

Deliver terminal share in current business while maintaining value pricing

. Primary demand growth
Market development
- Product development
Sales effectiveness
L] Product mix shift
- Zero to landfil

Job 2
Extend the cumrent business model in the US

. Mew products (eg Artisan, WAF, engineered panel, fagade systems?)

. Mew seagments (eq commercial, fencing?)

. Bolt-on acquisition opportunity in the US?
. Technology track outside of fibre cement?
] Geography spread outside the US?

e @-James Hardie
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This Management Presentation forms part of 8 package of information about the company's results, 1t should be read in
conunction with the other perts of thes package, mouding Management's Analyss of Resuts, 8 Media Relesse and a
Financial Report

Definitions
Financial Measures = US GAAP equivalents

EBIT and EBIT Margin - EBIT, &5 used in this document, is equivalent to the US GAAP measure of operating income. EBIT
margn is defined as EBIT as a percentage of nel seles. Wae beleve EBIT end EBIT margin to be relevant and wseful
infernation as ihese are the pRMany Measums used by oUr Managament te measune the opersling proft o lss of cur
busness. EBIT is ona of several metrics used by our managemant to measure the earmngs generated from our operations,
excluding intensst and iNcome tax expenses. Addiionally, EBIT is balieved 1o be a primary measure and terminalogy used by
our Australian investors. EBIT and EBIT margin should be considered in addtion to, but not as a subshiute for, other
measures of financial performancs reported in accondance with accounting prindiples generally accepted in the United States
of America. EBIT and EBIT margin, as we have dafined tham, may not be comparable to similardy titled measures reparted
by cther companies

Operating profit - is equivalent to the US GAAP measure of income

et operating profit - is equivalznt to the US GAAP measure of net income
Sales Velumes

mmsf - million square feat

msf - housand square feet




@_James Hardie

Endnotes

Financial Ratios

Gearing Ratlo — Met debbicash divided by net debticash plus sharsholdars’ egquity

Mat interest expense cover = EBIT divided by nat interast expanse

Mat Intereet paid cover - EEIT diided by cash paid during the penied for inberest. net of amounts capitalised
Met debt pavback — Met debbicazh dvided by cash flow from operations

Mat dabitfeash — Shodt-term and long-termn debt 1655 cash and cash equivalants

21
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Mon-US GAAP Financial Measures

EBIT and EBIT margin excluding asbestos = EBIT and EBIT mangin sxcluding asbestos are not measurss of financial
performance under IS GASF and should not be considered to be more meaningful than EBIT and EBIT margin. James
Hardie has included these fnancial measures to provide investors with an altemative method for assessing its operating
results in @ manner that is focussed on the performance of its ongoing operations and provides usefl information regarding
its financial condiion and results of ations. The company usas thass non-US GAAP measuras for the same purposes

uss Million 32 FYoa Q2 FYoT HY FY08 HY FYOT
EBIT 447 §410 £ 1197 § 1089
Asbestos

Azbestos agustments A 4T 2 540 T4 4

AICF SG&A sxpenses 11 = 17 =
EBIT exciuding asbestos $ 747 § 882 $ 1304 $ 1843
Met Sales § 204 $ 4114 § 5145 § 8250
EBIT margin excluding asbestos 19.1% 21 4% 22.3%




Mon-US GAAP Financial Measures (continued)

i ~ Met operating profit exchading asbestos is mot & measure of financial
parformance under LIS GAAF and should not be considansd to be more meaningfid than net income. The company has
included thes finandial measure o provide Investors wath an alematvve mathod for assessng its operabng msults in a
manner that 15 focussed on the performance of its ongong operglions. Thi company uses this non-US GASP measury for
the Samé punposes

LIS Million oz Fyos Q2 FYoT HY Fy0g HY FYOT
Met oparating profit £ 1591 £ M1 $ 582 £ 556
Asbestos
Asbestos adustments o 4732 540 Ta 4
AICF SG&A sipensas 14 - 1.7 -
AICF Ink@rast incons 12.6) - (4.2} =
Tax expansa nelabed to asbestos = = n4 -
adjusiments
Met oparating proft excleding 2sbestos $465 §683 $115.1 §1310

Meon-Us GAAP Financial Measures (continued)

ML gbestos = Diluted eamings per share exciuding asbestos is not a measwe of
nnamal pe"l’on‘nance uncler “ GAsE and should not be considered to be more meaningful than diluted samings per
share, The company hes induded this financal measure to provide irvestors with an atemnative method for assessing its
operating results in & manner that is focussed on the performance of its ongoing operations. The company's management
ws@s this nonlS GASP measure for the same purposes

US$E Million Q2 Fyoa Q2 FYoT HY FYoa HY FY0T
Met aparating profit excuding asbestos % 465 §683 § 1151 $1310
Waighed &verage common shanas 468 3 4651 4685 466.0

outstanding - Culuted [millions)

Crlutad aammgs par shara sxciuding
asbestos (US cents) 100 4.7 246 261
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Mon-US GAAP Financial Measures (continued)

Effective tax rate sxcluding asbestes — Effactiva tax rate excluding asbastos is nol a measure of financial paformancs
urider US GAAP and should not be considerad to be mone meaningful than affective tax rate. The company has includad
this financial measure 1o provids irvestons with an altemative methoed for assessing its operating resulls in a manner that is
focussed on the parformance of its ongoing operations. The company's management uses this non-US GAAP measure for
the same purposes.

LIS Million oz FYog G2 FYyoT HY Fyee HY FYOT
Operating profit before income taves 467 § 420 § 1222 § 089
Asbestos

Asbestos adustments 234 412 540 Ta4

AICF SG4A supinEes 1.4 - 1.7 -

AICF inkerast incoms [26) - (4.2 =
Oparating proft befons income t&des exciuding asbestos $ ™41 § 892 $ 1787 § 1833
Income tex expense $ 276 § W09 F640 § 532
Ashastos

Tax expensa relabed to asbestos adustments - s (0.4) =
Income tax expense excluding asbestos $ 276 § X9 $E36 £ 532
Effectve tax rate sxcluding asbastos IT T T3 4% 35 6% 29.0%

Mon-Us GAAP Financial Measures (continued)

EBITDA - is not a measure of fnancial parformance under US GAAR and should not be considared an altemative to, or
mare meaningful than, income from operations, net income or cash flows as defined by US GAAF or as a measure of
profitability or liquidity. Mot all companies calculate EBITDA in the same manner a3 James Hardie has and, accordingly,
EBITDA may not be comparable with other companies. The company hes included information conceming EBIT DA because
it bekeves that this data is commenly wsed by investors to evaluale the ability of @ company's eamings from 5 core
business operations to salisfy #s debt, captal sxpenditure and working capital requirements

LS§ Million Gz FYos Q2 FYOT HY FY0g HY FYoT
EBT §447 $ 410 1187 § 1008
Depreciation and amortisation 135 13.2 T 242
EBITDwn, §$582 $542 $1474 $134.1
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USA Analyst/investor Tour
December 2007

JIra U MENSCEMETT PRRariBiion, Janas MAMTHS may prétent Ihe Nrancisl Hesdures, $5ed volume Iens, MNancisl ralios, and Non-UE GAAP hnandis)
measunes inGiuted in Ihe Enanolies secbon of this document sfading on page 37 The company pvesents fnancial measures that £ beleves are
Gusiomanly uied by £5 Awitaian iwésions Specifcall, thase nancial measums include 8T and "SEIT mag”  The compdvy miy @50 presen]
offer ferms o MEssung 13 SE88 VOLMEs “Mmilion Squans fed (mman') and NonUS GAAF financial messunes [“EBIT and EBVT mangin excludng
afustments o asbesios sojustments, ST ang ober related experse, and imparment of roofing planf?).  Uniess olherwise siaed, msuls ae v
LORIALING COSrSIORE CRly
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James Hardie
Investor/Analyst Tour
4-5 December 2007

Craig Ratchford - Southeast Division
Regional Sales Manager

Atlanta Overview

Sxf: 3 @ James Hardie

L

oy - L : }‘““
Agenda

12.00 - 1.00 Lunch at Ritz Cariton in The Dining Room
Guests; Steve Dwyer VP Ryland Homes and
Ba Hickman President Hickman Residential and Allania HBA

1.00=-1.30 Shuttle to Eastlake (Artisan) 487 Ashburion 5t Allanta

130 =2.00 Artisan Jobsite- Easilake {Jaremy Fare-custom builder)

200=-215 Travel to HD Supply Jonesbore Rd

215=-245 HD Supply visit with Steve Buffington, Sales Manager
2080 Jonesbono Road, Aflanta

245-330 Travel to ColorPlus Repair & Remodel job site

3130-415 G+ site visit 2878 Royal Bluff Decature

415500 Shutile to Hickman Residential Artisan Job Site

5.00-530 Arlisan Jobsite 3020 Dale Dr Atlanta

5.30 Return to Ritz Carlton

8:30 Meet in Lobby for Dinner




Product Mlx e it

JH Primad

Cemplank

Artisan

JH Primad

Cemplank
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Our Objectives

Create the demand for fiber cement
products (replacement product concept).

Develop and market differentiated fiber
cement products (new technology to
mitigate "me too’s” and generate greater
returns).

Protect our share with Cemplank and
ColorPlus.

LA

How will we achieve our goal?

Market Development bias
a) Right product to the right builder
b) Specialization of labor

Sales effectiveness
a) More touches (builder aggregation activities)
b) STP-Compelling reasons to buy

Partnered labor and supply chain

a) We will align with key dealers and installers to build
scale and ensure quality.
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Structure

ASM

Base Demand R&R
Team

C+ Team Artisan Team

LI A

Competition

» Certainteed
+» Distributed through US Lumber
= Lower cost strategy

* Nichiha
* Distributed through PPW
+ Initially targeting Cemplank builders
+ Lower cost strategy

+ [P
= Distributed through Hutting and Blue Linx
» Minimal GA penetration
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Market Data




Market Data Starts Concentration in Metro Atlanta
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Starts by Metro County
County | Rolling 12 months Starts

1] Fulton 10036
2] Gwinnett 8964
3] Forsyth 3787
4] Cobb 3401
5| Paulding 3352
6] Henry 3157
7] Cherokee 2978
8] DeKalb 2446
9] Clayton 2212

10] Douglas 2100

AL

Permits by price

Atlanta Permits by Price Band

@# of 2006 Perrits

# of Permits Issued
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S o o O O O 0O > > 0 O =
S5 835853222220
L I T T WD O = O oo
A I
B SAEE RN e mEEe JHIEG cwio NSl omEeeay
Y T
g = 8 2 8 5 £ 8 g 8 5
e W 9 wn o W o o o O &
SN e e T W WD O = o O
@B B 6 9 B B B B B W 6




! o :j._::'__l? 1 @James Hardie
LLE L8] e

Single Family vs. Multi- Fam|ly Starts

Housing Starts

Muiti-Family,
10,068, 11%

Single F amily, 83.8,
2%

B Single Family @ Multi-Family

«Atlanta Metro Area = B6% of applicable Hardie starts in Georgia
+ B5% + of starts are single-family above national average (cheap & availabie fand)
+ Fragrented geagraphy = fewer consolidated developrents with many small builders

BEERWE o

Market Builder Segmentation
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Starts by Segment*

Atlanta Starts
ustom,
5,200, 13%
Entry,
18,000,
45%

Step-Up,
16,800,
42%

fIntemal JHBP estimates

mASNITE

Luxury Market Data*

@ -James Hardie

Stucco, 0.9,
g FC..59 21%

Vinyl, 0.0, 0%

Brick/Stone, Cedar, 2.2, 8%

15.5, 56%

Plastic, 0.3,
1%

*Internal JHEP estimates
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up Market Data* ==
Shucon, 4.7,
a%
Biick/Stone,
FL.®T,
29, 26%
ik
Wood 5781,
Plasic 3, 0%
Hadboard, 27 2%
Winyl 4.7,
Cadar, 188,
an
16%
*Internal JHEF estimates
== = S|

o () James Hardie

|
- | @‘] James Hardie

Entry Market Data*

Brick/Stone,

. 9 St‘u ) Lo
Plastic, 0.0, 0% 2.7, 4% Stucco, 0.9

Whood, 3.2, 5%
Hardboard,

4.7, 8%

Cedar, 5.1, 8%

F.C, 340,
55%

Vinyl, 117,
19%

*Internal JHEP estimates
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Summary

Atlanta is our best market because:
Design moving in our favor (Still own the fronts)
Ve have strong consumer preference.

e sell into all segments (diversifie

Affordable products and accessible to the end users {points of purchase).
Still room for growth in accessories and wall space (some vinyl remains).
Poor field applied paint and humid climate increase the value prop. of C+.

Strong specialized team in place with the will to win

= - !J E- l 1'“‘_:._.- — : ,.. ﬁ__“""_' (@) James Hardie
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James Hardie
Investor/Analyst Tour
4-5 December 2007

Jamie Chilcoff
VP/GM International Business

Product and Marketing Strategy

=517 L
Portfolio Strategy: Product Mix Shift

*  Product mix will evolve significantly in the medium term to continue
to drive revenue and leverage market position.

Today Tomorrov-

Colorplus_| ___ I
Next Gen

artisan

HardiePlank Hardieplank/
ColorPlus

Cemplank

Cemplank

Fighting Brand




-5 1.
Brand Architecture

Good - Better -

with James Hardie parent brand

Comporate Brand

: @ James Hardie

James Hardie

Best Brand Architecture with varying levels of association

Key Brand

Product CamPank ‘

Ingredient Brand

| @ James Hardie

JHBP Product Portfolio (Future 'Sate)

High Price
arfisan
127 Semcafiemtn
: )
Low Innovation / ‘JHardfePfar;lk High Innavation /
Low Service High Service
Fighter Brand
Low Price
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Key Growth Strategles

Key Growth
Strategies

@ ‘James Hardie

Grow Market
Share and
sustain margins

Increase
Trim/Access. Pen.

Increase
Plank/Panel Pen.

{Exterior Design
Shift/Artisan

(Improved product,
Shingle, Panel,

Defend / Protect
from share loss

Reduce Risk
of Share Loss

Incr. JH loyalty
(bldr / cons.)

(Marketing/

Communication)

(Drive Color Series
as Mainstream)

Réy Growth Strategles

' @ James Hardie

Plank/Panel Pen. Trim/Access. Pen.

(Exterior Design
Shlf‘I’ArtFan

({Improved product,
Shingle, Panel,
Il

Key Growth
Strategies
Gé:‘:r:l ::-:‘dﬂ Defend / Protect
sustain margins from share loss
1 I 1
sty i Reduce Risk Incr. JH loyalty

of Share Loss (bldr ! cons.)

(Marketing/
Communication)

(Drive Color Series
as Mainstream)
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Artisan Exterlor Design: Artistry Meets Accuracy
Website:

architeciural balance,

B AL T O ARCETICY BB CONTRACTCH

Hrise® g b e delee o et
Py o sy sl HE
s s s, ol et
o

Foprsger 0% B Cmtanin |

-5 L0 e

'Artlsan Exterior De5|gn Artlstry Meets Accuracy

Website:
1 ARTISAN EXTERIOR DESIGN

I AP W Esriar Deagn. T nrss MCKEBISErE 1008 bist #3m
BT S PIES e ARSI L3 0 AN Ascent THm products
urr_isan‘ Bached 0y 15 s of rel Pt i devmperanl, A7 an Lag el Exbimy
Cur patended DoraTeck™ echnology provides & producd wilh superae
PN PN 550 A TN DAY RO ST T O
BT P IO N R BENISTL N DRIgn AN ACTent
T S 6 AL Dep TRt by AEIVETRG SUprE i every Loy
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Art|san® Print Advernsmg

Boldly changing your perspective on what's possible in
exterior design

-0, L1 L

'Amsan Eoh=i it Shows

=Atlanta Home Show Sponsorship,
October 2007
=|BS, February 2008

= Booth in development, see below

=Seattle Home Show 2008

IBS Full View

IBS Artisan View

10
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:Key Growth Strategies

Key Growth
Strategies

Grow Market

Share and
sustain margins

I
Increase
Plan/Panel Pen.

{Exterior Design
Shift/Artisan

1
Increase
Trim/Access. Pen.

{Improved product,
Shingle, Panel,

1

— =
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Builder Marketing Strategy

James Hardie: “A Better Way to Build”

Obijective: Drive primary demand and brand preference for James Hardie.

Communications strateqy. Demonstrate continued innovation and
leadership through trade and consumer campaign.

y s 1L 3

\of Leverage:

leadership in siding

ColorPlus technology

James Hardie | | James Hardie Artisan
Brand: Siding Siding by James Hardie
Fe “The best gets | | “Colorthat || “Artist t
Mssseds e best ge olor th istry meets
better” Lasts Accuracy
; James Hardi Garme-changi Bt lulLi
Koypont  mrestde  comown oupe ST,

no COMromise on
custom homes

N

12




‘Consumer Marketlng Strategy

@ James Hardie

James Hardie: “A Better Way to Build”

Objective: Drive consumers to website and builders’ model homes.
Communications strategy: Make the outside of the home matter.

4 B %
/ Key Product/ Artisan \

James Hardie
Siding

James Hardie

: Al James Hardie
Exand i Color Series | (%Y
Key = ; Z T
Message: Protecting the Color that Artistry meets
' Dream” Lasts” Accuracy”
; i Design shifl
Key Paint Gtea‘res! amotional Game-changing i ora i o[t
of Leverage:  pater home for your P obue ™ no compromise on
family Technology ciuslom homes

13

= > -!_-.. e L = L _ :__ u:r' z : @ James Hardie

Target Audience: Bmlders Realtors & Consumers

BUILDERS REALTORS

Identifying
where all three
target segments
intersect via
shared traits
and media
habits

Slight male skew
Age 25-54

CONSUMERS

14




Heavy-Up Advertising Plan




T

Heavy-Up Advertising Plan Objectives

= Increase Sales through builders,
consumers, contractors, and realtors

= Drive Traffic to the James Hardie Web Site

= [ncrease Brand Awareness of James
Hardie Siding Products

17
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Heavy-Up Media Summary

Heavy-up markets include: Atlanta, Houston,
Seattle, Denver, Charlotte, Raleigh St. Louis

Media Start Ends Units
Television Sept 240 March 17t 24 Weeks
On-Line June 11th March 24th 29 Weeks
Radio June 18th Qct 22nd 24 Weeks

Print June 25th March 24th 11 Inserts

18




19 TV 20 TV Creative — Home

@ James Hardie

The
Weather
Channel

19
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D|g|tal and On-Line

0L CTTygUIde @I Advertising.com | PointClickHome.com

q!.'..'.*..._"“"!- Remodeling | COHACINCT sbuild

REAL > e
Citias Yesmail =DECCR Lo

Home MyPoints ~ Mepgeltan [~
e ﬁ__ h_ 22 Zillow.com.* EhAN): -

21
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Dlgltal Creatwe Realtor.com

We should all be so lucky. T T

@ s
':E Festrras At of KT 412
oy e Find 3 Home Beatsic Hornat Fu e Mg mn

Swarch Raticler e deliag Htshwos T Gy
See Your Project Before
fou Spend a Dimal

Puirt, tie, Hacrs, catirats
conters, Garage dogrs and mom -
ol LBk L Pees o eereadiel

Indeses kb ert erce

5 Heme

mprerrm— G0 o Tock »
 Decen
st

Find Local Contractors

ann [
P —— R Treeannd of Rrleumens e dre
= Pt Comtrad
d vy
e Hame

21 Digital and On-Line 22 Digital Creative — Realtor.com
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Digital Creative - DreamHomeSource.com

Dream Home s l Ol e £ 00417801 i : i

Remodeling your
home with James
Hardie siding is
the best
investment you
can make, better
than kitchens or
baths.”

.

—— Source:
Remuodeling
Magazine

23
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National Print

24
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Disclaimer
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James Hardie
Investor/Analyst Tour
4-5 December 2007

Jamie Chilcoff
VVP/GM International Business

Remodeling
Historical Overview and Strategy

L L N6

Overall Market Opportunity

RE&R Market FY05

«Exterior Cladding Markets oo
*R&R 52% 6,275.0
sMew 48% 5695.0

+Market Mix
«Adds/Alt's 7% 4390
«Reside 93% 5,835.0

NAHE Data 2004
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Understanding the R&R Market

Where Does the Product Go?

R’“L‘ﬁiz ME Segment Installer
Replace 5F Frofessional Installer
Replace SF Adds & Alts GC
48%
Fepairs DIY of Handyman
Replaca MF Construction Fim

Add & Alts
A%

RER Siding Market - 6.2 Billion SQFT

N it

B \!J | L ~ em— - — _,_;H—.; @-Jill‘l‘IEE Hardie
Understanding the R&R Contractor Landscape

Top 12% of the contractors

Traits:

Redinvests 10-15% of the Sales in pro-aciive Adwedising
Sealahlo - Ablity to Girow

Commitment 1o the segment

Sales Systers — Ability to Sell Vakie

Bottom 88% of the contractors
§5M0K - §TH0K
Traits:

Ko business sysiems
Limited Adverlising
Rgactive

Opporunistic across trsd s
Limnied scalable

S350 — §490K
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FY2000 FY2001 FY2002 FY2003 FY2004 FY2005 FY2006 FY200F FY2008 FY2000
1 1 1 1 1 1 1 1
1 1 I I I
HarciHGme™
L b
Exelsshe Ong-Step
Prefnishad
sz HARDL: ..
Color Exclusive 2iimd
AN .
Piich JH Ratal SEI Pilot 72007
4 2005
Fedail Pilot JHEC 1R
Initiated A frEary
12006 10T
Ty -
N
HARDIAD AN TAGE
aLiianci)
Femodeling Pragram Susiains
Fie% Growth Yes over Yaar

_ @ James Hardie

et Lo

Existing Model

HARDIADVANTAGE
A L LIANCE)

Approach Elements

Partner and Penetrate Credibility with JH Brand

Lead Generation
Capture and Control

Co-Branding / Advertising
Product Substitution at Contractor

Selling Tools
Target Early Adopter/influencer Training

Exploit Mew Construction Brand
Strength
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Issues with E)ﬂstlng

Fragmented Contractor Base Bias Toward Vinyl
Mot Easily Scalable Faster Cheaper
Poor Business Capability Limited Control
Poor Customer Experience Penetration Slow

WP -RER-US

88

Yolumk [AEH]
g 2
2 E

AR Pt P B S D B e B BB P ) P PP PP

|_:.|‘.r§'.'r-lc:\-‘:r.¢g'.'rq-.li Wi .u0m|

_Alternatlves

Stay the Course HARDIADVANTAGE
A L LIANCE)

Retail/DIY
The Home Depot

Lowes @‘i v { {

Vinyl Siding Channel
Manul?clurerorChannel 4 - Qur new |nsta||at|on services.
Exclusives Your satisfaction. Guarantes

G wiownows for umwG™ *1 |

eerast  Wolverine
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Another Alternatwe Compa ny Slores

BY ANDERSEN"
Windesr and dear replavemont
Sroim o i puasiy oo o wrmn ™
= Pella *  Renewal by Anderson
Windows Windows & Doors
354 Storefronts 97 Franchises
3,282 Employees

1,433 Employees

Average rev. Per unit $2.8M A ge Rev. per unit $4.4M

= —

mes Hardie Retail Experience Concept

)

Jamas Hardie Approach imagery Jaenes Hardie World Imagery -_

SemiTraniluent
Mission { Promize Wall

Traripasent Launge Anea
r ki s e raiion

Imemersive (\mu-rmmlw
Inmovasofd Kotk

Imenersiye | Educational
Inmovation | Design Lab Area Greeter § Director

General Information Kiosk




James Hardie Retail

May 2005 Proposal

Immediate work on Board
Proposal

Board proposal September
2005

' @ James Hardie

15 i

James Hardie Retail

January 2006 CER
Approved

Immediate work on Design
{ Construction

Stores open July 22" 20085

Retail Siding Center'

@ JamesHardies; ilingC

- e - @ James Hardie
— ;HM
e

wEnber




'._T_ —‘—“_-..F._
= “‘*“.... e '—uﬂ“

Install Team

@ James Hardie

Store Design -Lakewood Store Install Team
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Performance Project Profi tablllty

100%

i of Jobs wiPositive GH

8% "_‘\*\_/_-_'
BO%:
G0% 500 14
40%
0% i
= =
Jan Feb Mar Apr My Jun Jul hug Sep

SPositive Gross Margin Jobs
1005 100%

9% 20 5% k]

£ofJobs

(=3

m Megalive GM Jobs mmm Posilive GM Jobs —e— %Proftable Jobs - Total Jobs

-

Remodellng “S” Curve —Deswed Outcome

Increase Speed

Increase Terminal Share

Drive Product Mix Shift

Indirecﬁt Benefit to New Const. / Brand

14 Tima 172 Tema
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James Hardie Remodel'ing

Approach

Integrate
Store f Dealer / Boxes

.

HARDLOAZCE [73) JamesHardie ...~ e
(A L L I AN C E SidingCenter "1 SERVICES [reeriies

Local Expertise Sur Brand Promise Avallability
Walus bayerd the Product Brand Conbidencs Insraaning Scale
IreHams Selirg A gelution based on theer indvidual Cormolidatng key businass
Instalfagon Labar T Can Adgrumant with key produds
Products
el
Instamers

wLE LA .

Retail creates velocity and higher terminal share

Shifts Terminal

Shifts Share
Velocity

Fiber Cement

Durability
i 10-? year plan
Maintenance . 5-10 year
1 plan
Today? !
2000 -
19903 1
1
1

Service Possibilities

Limited Scalable Remodeling Partners Changes Participation
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Climate vs. Architectural Preference
Quad: Il Houston - Jfekdonville
OrlandoiTampa Atiarita Bots
CharlettelRaleigh e
San Antonio t
ol BC st Louis - Baltimore  nyrwestern €1
Philadelphia L Island
Memphis Bay Area, Pittsburgh Morthern MJ - Lond
Minneapolj
Mashwille Colurgbus |K;|"s“ clity Detroit
e Cincinnat) ndlanapoliSepicago
- +
Brick & Stucce Salt Lake City Sacramentp Siding
Hegies
=Manne
- *Hurmid Tregacal
San Diego ) “Hurmid Sub-ropical Boise
o
o =Husnid Continental - Hal i
Las Ve_na: E Hymid Continental - \Warm Quac: N
Phoenix & S miarid
Quad: IV E sMediterranean
] Dasant Source: NAHE & MOAA

Penetration Curve

—n

Market Penetration — R&R Markets

@ James Hardie

| Fortian
Atlant

Houstan

n Ant

Sealﬂe

Denver

Minneapalis

Jersely
i
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Robert Russell

VP Engineering and Process Development

Manufacturing

L LB
JH's Business Strategy and Strategic Goals

Strategic Driver: Product Leadership

Strategic Goals:
Primary Demand
Category Share
Differentiated Products
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Manufacturing’s Role

Manufacturing is a key enabler in achieving James Hardig's
business strategy, through:

+ Meeting market reliability standards (as defined by JH) in
regards to quality and service

« Continuing to fund growth initiatives through the returns
generated by operating high efiiciency/low unit cost facilities

* Adopting technologies and processes to effectively support our
product leadership position

+ Creating a sustainable manufacturing model through a planned
organizational approach

! - @-James Hardie
wdi LAt G

Manufacturing Model

Manufacturing

Excellence
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Organizationél Approach

Core Philosophy
Create a sustainable manufacturing model through a planned
organizational approach.

Strategic Goal
Achieve 90% retention

Ensure 2 qualified internal bench candidates are available for
each management position

Achieve 2:20 Safety Rating

L LA

Material Yield

Core Philosophy

Operate with the intention that sheets formed at the
roller are shipped to customers

Strateqic Goal
Achieve 98% quality at the roller
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Machine Utilization

Core Philosophy
Operate high efficiency facilities by ensuring that Sheet
Machines and Finishing run to or exceed design on
a daily basis

Strategic Goal
100% Design

L LR

Conversion Costs

Core Philosophy

Identify and track the cost of converting raw materials
into finished goods

Plants compete on lowest landed cost
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Input Costs - Major Cost Drivers

CEMENT

@'James Hardie
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Historical Prices - Softwood Pulp (NBSK)

@ -Jarnes Hardie

HESK RIS Historical Prices
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Manufacturing Cash Cost (YTD'.2"‘d QTR)

Impact of rising material prices partially offset by cost savings initiatives

HEY DRIVERS
1 - Pulp
= Cement
= Additives
- Energy

Cost in $imstdft

FYOT Cash Cosi Material Pricing Controllable Spending Performance FY0& Cash Cost

: : - ‘ e @h James Hardie
E |!_1 L ! — =

Capacity — Demand Assumptlon;s

Base:
FY08 U.S. Single & Multifamily Starts = 1.26M
FY09 U.S. = Single & Multifamily Starts 1.2M

Low:
FY08 U.S. = Single & Multifamily Starts 1.1M
FY09 U.S. = Single & Multifamily Starts 1.1M
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Capacity — Supply Strategy

Set up network for Low demand case scenario to minimize capital tied in
inventory @ FY08 end

|dentify key network “flex up” points and ramp up time required as market
likely to be uncertain. This supported by flexible manning strategy.

hManage Constrained Productsiresources:

Developing flexibility within the network

Build inventory on single sourced items
HLD, G2, Heritage, Beaded, Core C+ efc.

hMonitor bi-weekly and make flex up decisions early

L LR

Capacity — Actions

Suspended operations in Blandon
Sheet machine to run till the end of November.
Color operation to continue through the end of Januany,
Shipping activities to conclude by end of February
WVolume redistributed to Peru and Pulaski

+  Reduced operations across network
Fontana (104 schedule)
Reno (6:8 schedule)
Waxahachie (Single Lineg)
Flant City (2.5 Machines)

Taking advantage of holiday down days in many facilities across network
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B 1.5 18--3

Key Takeaways

JH Manufacturing is key enabler to business strategy
Meeting market reliability standards in regards to quality and service
Funding growth initiatives through the operating high efficiencydow unit cost facilities
Adopting technologies and processes to support our product leadership position
Creating a sustainable model through a planned organizational approach

Mfg focused on offsetting higher input costs through management initiatives
hManufacturing Capacity set to match conservative demand projections

Ability to react quickly to increased demand reguirements

I:EEJ James Hardie
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Mark Fisher
VP Research & Development

Research & Development

=y

Technology Streﬁégy

+ Enable JH product leadership strategy
* Provide sustainable advantage
+ Balance between Research and Development
+ Integration with business units

+ Use IP to protect competitive advantage
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Organization

« Two research centers — Australia and US

+ Development - focused organization around implementing technologies
* Research - core understanding of materials and the science behind them

« Resources

+ Knowledge management and innovation focused

+ Over 15 nationalities with 70% with advanced degrees

+ Diverse organization
Building science
Material science

Chemistry

Civil and Mechanical Engineering

@'James Hardie

!
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Enable JH

« Differentiated products
+ New products
* Enhance current portfolio

« Technology enablers
+ Platforms
« Com petitive Intelligence

————

product leadership stra

@ IJarnes Hardie

tegy
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New Product

* Focus on enhancing core value proposition
* Durability
+ Ease ofuse
+ Utilize portfolio of protected technologies
« Shift from Siding to complete exterior envelope

+ Bias towards implementation and launch

L LR .

Mew Products Growth

Revenue ($M)
YoMew Product Sales

—-_—m B R R -

Fyo1 FY02 FYO03 Fyo4 FYO0S FY0e6 FYO7

‘ . Mew FProduct Sales —a— %MNew Prod. Sales
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nhance Current Portfoli

+ Use technology to increase customer value
+ Simplify or remaove steps from installation process
+ Differenbation that dnves customer preferance
+ Examples
+ ColorPlus
+ BEZ Gnd
+ Artisan Lap and Trim
« 474 XLD
+ Battens

— 1!_‘ — l lu—'_ 2 _' " _ __. -: = i @ James Hardie

Enablers

« Additional technologies that sustain core products
+ Systems that can cross multiple product families

= Examples
+ Advanced finishing and coating competency
+ Mold block technologies for interior products
« Pattern embossing for exterior products
* “True” Low Density products through a suite of technologies




NrET

Platforms

« Enhance efficiency and value of current platform
« Develop new platforms

« Examples
+ Scale- shift Hatschek from 100mmsfto
300mmsf/line
+ XLD technology
« Alternatives

L LB

Competitive inteiligence

« Maintain knowledge of market competition and
technology trends

* Product performance and comparison
* Market education of issues
* Technology and raw material research and evaluation
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Intellectual Property

= Create sustainable advantage by

+ Dewveloping clear strategies

+ Patent and trade secret

+ Aggressively defend against infringement
= Focus on

+ Formulations

+ Additives

* Process

+ Vertical Integration

L LA

Forward Vision

-+ Sustain business growth via product leadership strategy
* Organization aligned to deliver
Technology shifts
= Product
* Process
= Platform
Technologies mmmp Products
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Nigel Rigby
VP/GM Northern Division

Northern Division

\5 L !._,_.._ Soera @James Hardie
X ; —
North - Overview
h ' Employees 107
A Plant Employess 589
.‘_‘_;_ Revenie 3224

Contribution to Volume KE A o [ Total

Population (M) 8.8 358 515 328 19229

Housing Starts ()

* 2006 85 27 17 195 848
2007 Forerast 127 216 163 196 01

% Change T3% -2 25% 0% 7%
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Color Strategy
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Strategy

Higher value strategy increasing revenue per home by 90%
($1287 / 2500 sf home primed vs, § 2450 C+ and XLD)
Reduce siding on the wall cost - closing the gap between Hardie and Vinyl —

increasing available market opportunity

Increasing the value proposition to the builder, lower Hardie on the wall cost by $0.40 =

0.60sf through eliminating the site painter and re-engineering the supply chain

Durability, maintenance and the look of wood value proposition to the consumer

Market will demand a majority pre-finished "ColorPlus” product
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Strategy

Value proposition to the builder

Lower otwe / simple supply chain through color execution and install efficiency
eliminating switching barriers / cost

Professionally developed system of colors enabling exterior design

Hardie superior substrate + durable high performance quality Color is the
ultimate siding

Best Practice installation management

Re-engineer the Supply Chain
JIT / made to order business — 10 day delivered
High turn / minimum inventory / acceptable margin

Exclusive dealer direct / distribution rural access
Limited critical mass configuration
Geographical f Customer access

L }.__-_._. B @ James Hardie

Manufacturing - Technology

.F_&

|
Strategy

High throughput JIT / made to order model

On line protect packaging to the builder

High quality durable coating system

Protection to the wall through on line laminating
Flexible line design — short run / low valume lines

Full wrap Hardie exterior eliminating the site painter+
Color project packaging to the site
Color/product range/differentiating the front
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Future State
Year 1

ColorPlus Technology Advantage

Board: Compeliior & Beard: Competitor B
Paink: Mational Brand X Paint: Matlona! Besad ¥

Up to 400% better paint adhesion

Fiber-Cemen Jamses Hardier Coloffius
Compatiter Technalogy Fibser-Comant

Up to 30% better fade resistance
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Color Supply Chain

lL | L 1_-.__ = () James Hardie
ColorPlus Growth

=  Continue to execute Primary Demand Color growth

Focus on Primed to Color base business cannibalization
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Color Manufacturing 20 x 20 Mode

ColorPlus Production Ramp-up
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ColorPlus Economics

Chicago JH sells a higher quality product with
higher revenue stream

o

“
#4504
;E Channel increasas revenue base and
R gains incremental volume
Bl
5] End U high I
o nd Uiser gets a higher quality product
Bz at a reduced cost
$1.35
e
;'E% W= | Gap between vinyl and JH still exists,
) but shrinks, increasing primary demand
%% o a7
ESSISEELE
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Re-engineer the Supply Chain

partners

High “Turn” channel model

JIT / made to order business = 10 day delivered

Exclusive dealer direct / distribution rural access
Limited critical mass configuration
Geographical / Customer access

Reductien on inventory within the channel

High tum / minimum inventory f acceptable margin

Channel stocks “core” products (<30 skus)
Bulk of products not stocked, "purchased to order”
Reduction of Lead times (10 days delivered)

Desired End State ColorPlus Channel

| @ James Hardie

Consolidation of partners to help drive critical scale through fewer

Products “cross docked" at the channel and delivered to site

w18t

Supply Chain Design - Purchase

Develop the Color business model that
is scalable & sustainable to terminal
share.

Implement WMS with automated shop
floor data collection for C+ plants off the
finishing line.

Eliminate 2 days from PO to Delivery
via redefining ATP SAF design

Decrease Error Fallout & CSR
regquirements via Web Based PO Portal

| @ James Hardie

Order to Delivery
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Primary Demand Growth
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Sales EffectlvenessModel 'Overwew

Analyze |

Xiraordinary Resulls

L Data Mapping @

|
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Pemomance Wanagement

Goach, Train, Develop

Bl

Feedback

Market Plan DistrictiArea Plan

ut

[5]

O pportunity Wins/Conversions

Sustainable Profitable Growth
Hardie WValue Fans
Committed and Competent
Team Members
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North — Primary Growth

* Top line primary demand growth is the number 1 focus in the North
= As the building market turned in Q2 — Q4 primary demand growth came off

=  North commitment is 20%+ primary demand growth in FY08

B0%

s

2%

10% -

N f—
Q704 Q204 Q308 Q4Dd | 0105 Q05 Q305 OaDd

-1

0%

-30%
e M pith TR G e NCIRER Geowih - Noitheen
------ Roling 45t - Nosthern Growth wesmmns Rolling 400 - HO/RER Growih - Morthern

LI\ e

Leverage Points to 20% PDG

Sales Execution
District / Territory Plan
Target Bank
10 target bank scheduled appeointments
1 hour per rep coaching session per week
Excalibur enabling efficiency and effectiveness

Results — 60 target calls/ 20 commitments/ 15 conversions per
quarter

Reset in Canada now we have moved from early market penetration
Focus on the East Coast from New England to the Carolinas
Take our opportunities in the low house priced depressed Mid West
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Leverage Points to 20% PDG

On the Wall Cost drop through labor efficiency in key markets
Multi Family strategy developed and resources committed
Product Portfolio Switch
Cemboard for the price concious primed builder
Primed to Color

Achieve price equivalency on primed to color through bundling and
product range selection

v .

North Manufacturing




North Manufactunng 3 year Fous

Zero waste (lean) manufacturing
= Qrganization Design
Zero based / high productivity labor model
- Line operating / decisions on the floor
©  Multiple certifications f revolving roles for flexibility

Problem solving discipline
High retention / skills model

High potential f effective leadership development
= Machine Utilization
- High yield / ZTL "100% first pass quality of the roller”
95% uptime [ exceed design 100%+ MAD
+  Reliability f throughput - delay performance
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James Hardie
Investor/Analyst Tour
4-5 December 2007

Brian Holte
VP/GM Western Division

Western Overview

‘ww @'James Hardie

Western Division

Manufacturing

= Tacoma, WA JHBP USA - Total Business Mix
FY0OT Volums =  1bsi

= Reno, NV

Interiors Marth

= Fontana, CA

Sales Districts ;
Wi 5t
= Southem California South

= Morthern California
FYOT Volurme = 33gmms!

= Portland, OR
= Seattle, WA

*  Denver, CO
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Westem DIVISIOﬂ

Pacific Northwest

60% + —— Temninal Share

30%

Housing Starts iz 2007 2008 % Growth
237 166 -30%

PDG Goals

8%

£ @-James Hardie

Market Cond|t|ons

FY2008 Western Division

Weak Market Conditions expanding into Pacific Northwest
Credit
Excess Inventory
Consumer Confidence

Fragmented coastal markets more resistant to downturn

Low Rise Multi-Family has provided tail wind in the midst of Single
Family Starts Decline
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Future Growth

Job 1
Deliver terminal share in current business while maintaining value pricing

= Primary demand growth
= Product mix shift
= Zero to landfill
Job 2
Extend the current business model in the US
= New products

= Newsegments

= Bolt-on acquisition opportunity in the US?
= Technology track outside of fibre cement?

= Geography spread outside the US?

:‘, ,.__,__';_ ! __ :_- - :—‘ .. _-'1 @'James Hardie

Western DIVISIOI’I VlSlon
B o |

. N Operational Leadership,
Strategic Leadership h
and Alignment Peﬂumzn:ﬁgl::::ﬁﬁmeﬂ Enthusiastic &

Competent Team
Members

Hardie

Vizion, Value Fans

Mission, Strategies, Operational

Furpoze, Goals, and Goals
and Values Rales

Sustained Profitable

Values Based
Leadership & Decision

\ Making _}

Inputte SIrategied, Goals, Roles
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Mix Shift ==

Artizan
28%
Color+
JH Primed JH Primed
3% a0re
JH Pramed
15%
Color+ 3%
Cemplank
Cemglank 25%
—_— 17%
Cemplank 2%

YEMOY  INEEEEE- Today  INEEEEEEE-  Future

5';._.....- a L = R : @James Hardie
1 e

Strategy

Market Development ‘,-’é'-\ Operations

* Accelerate C+ Fo \ = Zero To Landiill

= Artisan Launch / \ = Work Force Environment
* Full Wrap 7 ) = Quality

* Design S * Safe

« Gavernment E:\:;:?_’m“::g oy

= ] 1 ey |

E :;:Fam”y éalegnry:ﬁnareﬁﬂ%. |

Alignment and Focus
Situational Leadership
Disciplined Process and Execution
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'Orgamzation Alignment and Focus

Channel & Business
Development

Base Demand
Channel Strategy
Drive Builder Loyalty

Focus: Protect

Market
Development

Multi-Family
Color Plus
Artisan

Future:
Trim/Accessories
Design
Commercial
Interiors WAF

Focus: Find

Opportunity/Funnel
Management

Primary Demand
Opportunity Mgmt.

Build/Sustain Healthy
Funnel

Focus: Close

'}‘“‘“‘ IJL

Interiors Structure

Synergy with Builder PD
Alignment with Mfg.

memml | Lt e I

Leverage

L

Future Opportunities

Material Yield
Phase I: Culture...

+ Continuous improvement
of material utilization

« Analytical and structured
approach to problem
solving at all levels

+ Eliminate rejects at their
source

Phase II: Recycle up to 3%

+ Sustainable in all
production climates

ZTL and Quality Program

T @.James Hardie

Stucco Strategy

Architectural and Design
Preference

On the wall cost

So. Cal/No. CallAZ




Future Opportunltles

Productivity Sales Effectiveness
Protect Find Close
Base Dermand | Prmary Targats Primary Demand
Malntain and Identify and Selling
Ritain Qualify
Analyze
Flan
Face Time and Focus Execute
Leverage from Channel ¥traordinary Results
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Joel Rood
VP/GM Southern Division

SOUTHERN DIVISION

L LR

Joel Rood
P/GM, Southern Division|
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Our Vision

The Southern Exteriors Sales Division will
grow our share greater than 1% per year
by maintaining our base business and
replacing non-FC exterior cladding
materials with current and future JH
product offerings.

Wi =T

Product Mix Shift

JH Primed JH Primed

Colors

JH Frirmed

Camplank

Cemplank

YEM0F  INEEEEEES-  Today |NEEEEEEE-  Tomomow
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‘How will we achieve our goal?

1. Market Development bias
a) Right product to the right builder
b) Specialization of labor

2. Sales effectiveness
a) More Key Builder contacts
by STP-Compelling reasons to buy — Marketing messaging
c) Additional right people on the bus — robust sales training

3. Partnered labor and supply chain
a)  We will align with key dealers and installers to build
scale and ensure quality.

@ James Hardie

HEEvS 020
U.S. Housing Starts Region

The South comprises approximately 49% of all U.S housing starts
US Census Regions (% of Housing Starts)
(12 months to April 2008)

EE;‘T‘ 9%
o
e

49%
West
Midwest

South
Northeast
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Southem DlVISiOﬂ -Revenue and Prlce =

Southern Division

$imsf

FYO03 FY0D4 FY05 FY05 FYOY

== Revenue—@— Price
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Claddmg Share Southern IVISIOH

+ Fiber Cement is the dominate product used in the Southern
division with a 23% share.

23%

" NAHE 2006 Produet Lsage foe Siding, Sofit, & Teen (RER ard Néw ConHrucion)

G @ James Hardie

Housmg Starts

+ Housing starts have fallen dramatically since a high of nearly 180,000 in
Q207 - analysts expect starts to be relatively flat through FY2009

200 - _FYo7 I _FY08 FY08
180
160 r"‘*\\
140 —— :
120 _—-3 _..——-.——-\—-Q—I—-.'"_._"_-O--—_,.
100 A 1
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60 |—m=——" Lo I S S —
40 }
1
Zg ]

Q1 Q2 Q3 a4 Q1 Q2 Q3 Q4 a1 Q2 a3 Q4

—4— Southem —m— South Central —a— Southeast

*Starls inchyde Single Family and Multi-Family Low
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Primary Demand Growth -

Southern Division

el

20

0%

Q05 Q205 305 Q406
=108
-20%

-30%

—a— JHEP Growth —e— NC/R&R Growth

Qa7

- ail @ James Hardie
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South

Q207 Qi .

1.5 104

Southern Division — Medium Term Outlook

1. Primed to Color+ - provide C+ to
existing customers to improve
performance and protect existing market
share

| @ James Hardie

Shift business to Color+ in SF / R&R / MF

SF = target Step Up segment builders
and key production partners

Maximize marketing spend to influence
decision makers

2. Cemboard — Right product to the right
builder and grab low hanging fruit.

Be the low cost provider in the marketplace
Secure our base business
Offer choices to match needs

3. Artisan — position Artisan at the top of
the market to accelerate design change

Engage the Custom segment

Provide a premium product to differentiate
Consumer Research to help change builder
preference for exterior design

Enhance the value delivered to the
builder.... The guestion is not; do you buy JH
products, but which JH product do you buy?
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Southeast Region District Breakdown

: - @ James Hardie
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District Strategies and Performahce

Georgia

High S-Curve

Moderate PDG growth

Higher Cemplank share

C+, Artisan, accessory growth
Brick and vinyl opportunities
Rural market development plan

\. @ James Hardie

Flornda

Low S-Curve

Strong PDG growth

Low Cemplank Share

C+ early development
Multi-Family presence
Direct-to-block helping penetration

Mid-South

* Mid S-Curve

= Strong PDG growth

* Moderate Cemplank Share

® Strong C+ and accessory growth
" Artisan launch pending

* Brick and vinyl opportunity inland
= Rural market development plan
* Katrina Rebuild slow

* Municipal focus

Geaorgia

Mid-South

Florida
Market Maturity




LR

S B (@) James Hardie

SC Region District Breakdown
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District Strategies and Performance

South Texas

High S-Curve

Low to moderate PDG growth
High accessory % of sales
Maoderate Cemplank share
Color+ early stages (SF / R&R)
Artisan Launched Mov

ey @ James Hardie

South Plains

Low S-Curve

Moderate PDG growth

Up market opportunity (brick)
C+ early stages

Rural market development

North Texas
= Mid to High S-Curve
* Moderate PDG growth
* Up market opportunity (brick)
® Design change for further growth
* Moderate Cemplank Share
* Color+ early stages
" Artisan Launched Mov

South TX

S, Plains
Market Maturity
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Competitor Overview

Owverview

» Largest share of cement bonded particle board in Japan

» Specialty siding products and trim accents

= Shake, brick and stone textures

= LS. distribution through Nichiha USA Inc., Alanta GA and PPW
» Sells through loose dealer network.

* Macon plant now running

* Division of Saint Gobain — Multinational mir. building materials, glass, high-
performance materials; No.1 bldg, materials distributor in Europe; HQ France

. » Construction Products Business Sector includes Insulation, Pipe, Industrial
cErlaEnTeed Mortars, Gypsum products, Exterior Products including vinyl & FC siding
AE— ® Twio fiber cament siding plants in Roaring River, NC and White City, OR

* Third FC plant in Terre haute, IN; under construction

= Mexalit - manufacturer of Maxi products in Mexico, including siding & pipe
» Mew plant in Nuevo Lareda, Mexico.

_ * History of sales into Texas up to PNW (est.<1% share)

: i -:_ f J Hardi
I_L L :t = 30 St itie

Summary

1. Market Development bias
a) Right product to the right builder
b) Specialization of labor

2. Sales effectiveness
a) More Key Builder contacts
b) STP-Compelling reasons to buy — Marketing messaging
c) Additional right people on the bus — robust sales training

3. Partnered labor and supply chain
a) We will align with key dealers and installers to build
scale and ensure quality.
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Interiors Overview

VP/GM Interiors and Business Development

¥ ;

James Ha

= Decade of solid, uninterrupted growth

mmsi

FYa71 Fy9a F¥99

FY00 FYn FY02 FYD3

FY04

FYD5

FY0&

rdie Interiors: Track Record of Growth
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Growth By Product

= Primary product (¥") still growing at healthy pace
= %" product growing even faster

%" Volume Growth Product Life Cycle

¥" Volume Growth

P8 v P R PRER PYED FelM AR4 Pr Pl

BRSNS 0000 g

Market Share

= Growth fuelled by strong market and JHEP market share gain

U.S. BackerBoard Market *

1.14 BSF

2003E 2004E 2005E 2006E

" Al Figures are Calendar ¥ éar, estimated based on 37 party study
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End User Segmentatmn

= Repair & Remodel represents a significant portion of our volume

Estimated JHEP Interiors Volume Split

M ew
Construction

[R&R Market Growth =

15% - R&R Market Growth

0% |

=5% - I I I
-109%

2003 2004 2005 2006 2007 2007E  200BE  2009E  2010E
1st Haif

===

memme

rmmmmm=

* Based on U.5 Cansus Bureau Data for 2003 2007, GZUEW data for 200&2010_ Drata has been adusted for CF
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Share Drlver Product Features =

¥" Product (substrate for tile floors, especially in wet areas)

= |eading market share

= Greater compressive & flexural strength

= Cement, but lighter & easier to handle than traditional cement boards
= EZ Grid recessed fastener pattern

=  Moldblock™ technology

¥2" Product (wet area tile substrate designed for wall use)

= Also used on floors where height truly needed

= Six Ibs lighter vs. glass mesh 3’ x 5 cement sheets
= Smooth surface can be painted or papered

= Moldblock technology

= Superior workability - cuts cleanly and easily

i i '| @ James Hardie

Share Dnver Advanta_ges VS. Competltwe Products

The Market Prefers Cement Competition is
Cement Backerboard Primarily Glass Mesh
100%
&l Gther
Cement
Based
All Products Cement Products Only
= Al Other” is primarily Gypsum- * HardieBacker more user

based product friendly vs, glass mesh

*  Market prefers cement over
gypsum for wet area use
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Share Driver: Company-Level Competi-ti'{;;}&dvantages

= Most innovative brand in the business
* HardieBacker is the next generation cement board
+ Industry innovator (first 4" cement board, Moldblock, EZ Grid)

= Leadership position
« Brand strength and market acceptance as the leader

« Multiple plants manufacturing backerboard; scaleflearning curve plus logistics
cost advantages

= Only dedicated sales force in the industry
* Focused sales approach that competitors do not possess

A=V B e

Strategic Direction

= Aligned our Big Box and Pro Interiors sales forces
under united regional management
» Superior eoordination

JHBP Sales . IﬁxaR :&%tra&réﬁ selling skills of pro reps with selact big
Channels
= Shifted our sales coverage toward large volume metro
areas where our share lags our national average
* |mplemented new sales and sales management
Big Pro approach
Box = Customer targeting through sales execution
+ Tile = Focused on our highest potential market/product
- Lumber opportunities
i » Converting traditional preduct holdouts {especially V" glass
Gypsum mesh on floors) :

+ Exploiting greenboard opportunity in light of IRC code change
» Cost structure improvements
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Organization Change Go:ng Forward

| FleldSales [ > | Divisional Structure |

- Sales/manufacturing under one roof
- Exterior/Interiors customer sharing

- Staff development

Product Management,
Marketing, Big Box I:> ) )
R Remain Centralized

WTET . |
__' ——

Key Challengesl Oppor‘tunltles

= Building share in down, relatively price sensitive, market
= Managing Big Box relationships in same

= Next generation floor product
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ARTISAN

RTET ™ =

Artisan Launc

Overview
= Artisan Plank is manufactured at Reno plant
= Launched product in Atlanta in September
= Qver 20 homes installed today (mostly in Southeast), including 5 model homes
= Quality feedback ~Very Positive
= Geographic Expansion
+ Pacific Morthwest ~ First shipment in October
+ Texas ~ First shipment in October
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Artisan Product S ummary

Artisan™
Width 5, T an" 5" BYT, TS, B, 12"
Length 12 12
Thickness /8" (18mm) il
Textures Smooth, Texture Various
Features TE&G ends

Beveled Back Mil

Mail line

Price 2 X
Also Launched Artisan 47 6" width, 10° length
Accent Trim 1.5” thickness

Disclaimer " =
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Mw-M farrusdid 10 the Linted Stades sc-ufa'wew xehange PRSI O P and B.F, i OUT AORuES renats
weulirs snd b b, I huwadn@’o!hnw.ﬂmmﬂenalamndm oral Bl mEnts madaqr d&cwg

peoapa
:goana#sa wnsiduboral imesions representainges of fe meda and others. Evampios of forward boking Satements

-e«oec\'anwnsmwr':el-mmgaofmworurmmn,smho»lmao\shwﬁtwmﬂvmrﬂ F), & apecisl pumase fend v the
compenseion of proven asbesios-retabed personal inury and death chaim:

= gapeciabons with regoect fo the effec on our Ilunm!almndsdb‘mmmm‘a

= shatemenis 25 0 the possbie consequences of prooe edings broughl ageinst ws and centain of owr famer dvecions and oficers by ihe Ausiralan
Secuntios and frvestments Comm saon,

= gxpectabons thal our credit facilines will be extended or renswed,

= projecbans of our operating resy ks or fingnciel concilran

= slatemenis reganding cor plans, obrecivesar goaly meiwing those relating (0 compelilian. soquistions, digeastons and our producks

» statemenis aboed our Rrture perfarmance;

= slatemenis aboet product or emvronments! Fabdibes and

= slatements regarding fax Sabilivs and mlited proceedings
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4 December 2007 Exhibit 99.3

@ James Hardie

James Hardie Industries N.V.
ARBN 097 829 895

Incorporated in The Netherlands
The liability of members is limited

The Manager Atrium, 8th Floor
Company Announcements Office Strawinskylaan 3077
Australian Securities Exchange Limited 1077 ZX Amsterdam,
20 Bridge Street The Netherlands
SYDNEY NSW 2000

Telephone: 31-20-301 2980
Fax: 31-20-404 2544
Dear Sir
Dividend amount in Australian currency

The company’s dividend of US12 cents per share announced on 19 November 2007 converts to 13.71 Australian cents per CUFS, based on the exchange rate on 4
December 2007.

The dividend is payable in Australian currency on 18 December 2007 to CUFS holders registered at the 4 December 2007 record date.
American Depositary Receipt holders will receive payment in US currency.

Dutch withholding tax will be deducted from the dividend at a rate of 15%.
Yours faithfully
Poana bt Ctoa

Russell Chenu
Chief Financial Officer



Exhibit 99.4
Appendix 3E

Daily share buy-back notice

Appendix 3E

Daily share buy-back notice
(except minimum holding buy-back and
selective buy-back)
Information and documents given to ASX become ASX’s property and may be made public.
Introduced 1/9/99. Origin: rule 3.6, Appendix 7C. Amended 30/9/2001.

Name of entity

Rule 3.84

JAMES HARDIE INDUSTRIES N.V.
Incorporated in the Netherlands. The liability of members is limited

ABN
IARBN 097 829 895

We (the entity) give ASX the following information.

Information about buy-back

1 Type of buy-back IOn-market

2 Date Appendix 3C was given to ASX |15 August 2007

Total of all shares bought back, or in relation to which acceptances have been received, before, and on, previous day

Before previous day Previous day
3 Number of shares bought back or if buy-back is an equal access scheme, in 18,894,676 CUES 968,274 CUFS
relation to which acceptances have been received
4 Total consideration paid or payable for the shares $A129,638,187.89 $A5,957,693.09

+ See chapter 19 for defined terms.

30/9/2001

Appendix 3E Page 1




Appendix 3E
Daily share buy-back notice

Before previous day Previous day
5 If buy-back is an on-market buy-back highest price paid: highest price paid:
$A7.63 $A6.23
date: lowest price paid:
20 September 2007 $A6.06
lowest price paid: highest price allowed under rule
$A6.03 7.33:
$6.5226
date:
28 November 2007
Participation by directors
6 Deleted 30/9/2001.
How many shares may still be bought back?
7 If the company has disclosed an intention to buy back a maximum number of 26,906,625 CUFS
shares - the remaining number of shares to be bought back
Compliance statement
1. The company is in compliance with all Corporations Act requirements relevant to this buy-back.
2. There is no information that the listing rules require to be disclosed that has not already been disclosed, or is not contained in, or attached to, this form.
Sign here: /s/Russell Chenw . Date: 3 December 2007 _
(Director)
Print name: Russell L Chenu

+ See chapter 19 for defined terms.

Appendix 3E Page 2 30/9/2001



Exhibit 99.5
Appendix 3E

Daily share buy-back notice

Appendix 3E

Daily share buy-back notice
(except minimum holding buy-back and
selective buy-back)
Information and documents given to ASX become ASX’s property and may be made public.
Introduced 1/9/99. Origin: rule 3.6, Appendix 7C. Amended 30/9/2001.

Name of entity

Rule 3.84

JAMES HARDIE INDUSTRIES N.V.
Incorporated in the Netherlands. The liability of members is limited

ABN
IARBN 097 829 895

We (the entity) give ASX the following information.

Information about buy-back

1 Type of buy-back IOn-market

2 Date Appendix 3C was given to ASX |15 August 2007

Total of all shares bought back, or in relation to which acceptances have been received, before, and on, previous day

Before previous day Previous day
3 Number of shares bought back or if buy-back is an equal access scheme, in 19,862,950 CUES 756,016 CUFS
relation to which acceptances have been received
4 Total consideration paid or payable for the shares $A135,595,880.99 $4,606,859.10

+ See chapter 19 for defined terms.

30/9/2001

Appendix 3E Page 1




Appendix 3E
Daily share buy-back notice

Before previous day Previous day
5 If buy-back is an on-market buy-back highest price paid: highest price paid:
$A7.63 $A6.16
date: lowest price paid:
20 September 2007 $A6.05
lowest price paid: highest price allowed under rule
$A6.03 7.33:
$6.4869
date:
28 November 2007
Participation by directors
6 Deleted 30/9/2001.
How many shares may still be bought back?
7 If the company has disclosed an intention to buy back a maximum number of 26,150,609 CUFS
shares - the remaining number of shares to be bought back
Compliance statement
1. The company is in compliance with all Corporations Act requirements relevant to this buy-back.
2. There is no information that the listing rules require to be disclosed that has not already been disclosed, or is not contained in, or attached to, this form.
Sign here: /s/Russell Chenw . Date: 6 December 2007 _
(Director)
Print name: Russell L Chenu

+ See chapter 19 for defined terms.

Appendix 3E Page 2 30/9/2001



Exhibit 99.6
Appendix 3E

Daily share buy-back notice

Appendix 3E

Daily share buy-back notice
(except minimum holding buy-back and
selective buy-back)
Information and documents given to ASX become ASX’s property and may be made public.
Introduced 1/9/99. Origin: rule 3.6, Appendix 7C. Amended 30/9/2001.

Name of entity

Rule 3.84

JAMES HARDIE INDUSTRIES N.V.
Incorporated in the Netherlands. The liability of members is limited

ABN
IARBN 097 829 895

We (the entity) give ASX the following information.

Information about buy-back

1 Type of buy-back IOn-market

2 Date Appendix 3C was given to ASX |15 August 2007

Total of all shares bought back, or in relation to which acceptances have been received, before, and on, previous day

Before previous day Previous day
3 Number of shares bought back or if buy-back is an equal access scheme, in 20,618,966 CUFS 581,734 CUFS
relation to which acceptances have been received
4 Total consideration paid or payable for the shares $A140,202,740.09 $A3,611,637.37

+ See chapter 19 for defined terms.

30/9/2001

Appendix 3E Page 1




Appendix 3E
Daily share buy-back notice

Before previous day Previous day
5 If buy-back is an on-market buy-back highest price paid: highest price paid:
$A7.63 $A6.30
date: lowest price paid:
20 September 2007 $A6.16
lowest price paid: highest price allowed under rule
$A6.03 7.33:
$A6.5037
date:
28 November 2007
Participation by directors
6 Deleted 30/9/2001.
How many shares may still be bought back?
7 If the company has disclosed an intention to buy back a maximum number of 25,568,875 CUFS
shares - the remaining number of shares to be bought back
Compliance statement
1. The company is in compliance with all Corporations Act requirements relevant to this buy-back.
2. There is no information that the listing rules require to be disclosed that has not already been disclosed, or is not contained in, or attached to, this form.
Sign here: /s/Russell Chenw . Date: 7 December 2007 _
(Director)
Print name: Russell L Chenu

+ See chapter 19 for defined terms.

Appendix 3E Page 2 30/9/2001
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