











PERFORMANCE

Revenues for Q4 08 ended September 2008 were $9.9 million, representing a sequential growth
of 18.8% and more than 10 fold increase on a year-over-year basis.

For fiscal year ended September 2008, TIGroup reported revenues of $29.6 million, up 1108.8%
from the eight month transition period ended September 2007. Revenue was attributable to the
acquisition of Rural Hospital Acquisition and the Southern Plains Medical Group. SGA expenses
totaled $33.3 million in the FY 08, as compared with $4.0 million in the transition period ended
September 30, 2007, representing an increase of 740.5%. The growth in expense was primarily
to support revenue growth. TIGroup reported an operating loss of $5.1 million for FY 08, primarily
arising from costs associated with the RHA acquisition and the integration and operation of the
same. Basic EPS for FY 08 was $(0.86) as compared with $(0.50) for the transition period ended
September 2007.

At September 30, 2008, the company had working capital of $2.9 million, liabilities of $15.3 mil-
lion and assets of $26.5 million.

FY 2008 was a transformative year for TIGroup. With more streamlined and profitable operations
and adequate finance availability for future acquisitions, FY 09 looks to be a more promising year
for both the top and bottom line.
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OBAMA ADMINISTRATION

The Obama presidency is likely to be favorable for TIGroup. President Obama has called for:
universal health coverage; helping small businesses afford health coverage; promoting fairness in
Medicare and Medicaid reimbursements; expanding community clinics; bringing more physicians,
nurses, and other healthcare providers into rural areas; improving care for rural veterans; and in-
vesting in massive IT upgrades and telemedicine for rural hospitals. Overall, we believe this is very
positive for TIGroup's business.

Obama'’s ambitious plan to expand health coverage to everyone would increase the number of
potential patients for TISG’s medical operations. The new administration plans to invest $10 billion
each year for the next five years in technology and information systems in the health industry. The
focus on modernizing the health-care system could also mean business for the company. Health-
care facilities and physician practices located in the rural markets typically cannot afford to invest
in information technology because they are often sub-scale. TIGroup has invested heavily in IT over
the last year. TIGroup can now gain from providing IT services, through distributed technology
delivery models, to third-party clients in non-urban areas.

The first major post-election announcement from President Obama was the selection of Senator
Tom Daschle, a leading advocate for rural healthcare, as Secretary of Health and Human Services.
This clearly indicates that expanding healthcare coverage and overhauling the nation’s healthcare
delivery system is a priority.

The administration will be constrained by the downward spiraling economy, and the extent to
which such concepts become policy remains to be seen. We do not see any dramatic change in
the policies before fall 2009.

As per the Kaiser Daily Health Policy Report, Democrats have signaled their intent to “scale back”
the Medicare Advantage program. President Obama has identified MA as an example of pro-
grams that don’t work. According to The Hill, congressional Democrats have pledged to cut $50
billion in federal subsidies to the MA program, which offers private health insurance plans to more
than 10 million of the 45 million Medicare beneficiaries. MA costs the government 13% more per
beneficiary on average than the regular Medicare plan in 2008, according to the Medicare Pay-
ment Advisory Commission.

Correspondingly, TIGroup has put a hold on its Medicare Advantage expansion plans until there
is a clear direction. Medicare Advantage permits the company to be its own Health Maintenance
Organization (HMO) in its markets. This creates a consistent revenue stream at the beginning of
every month through captitated payments, or per person payment that is capped, while reducing
dependence on collections from accounts receivable. The monthly payment from the MA program
can be used to cover various professional fees.

While TIGroup stands to gain from the MA program, it is not core to the business model. The com-
pany rolled out its MA plans in partnership with ESSENCE Healthcare in October 2008. We have
modeled minimum revenues from the MA program for the first two quarters of FY 09 and eliminated
the same there forward. We shall factor in developments when we get more clarity on the issue.
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OUTLOOK: FIRST PHYSICIANS CAPITAL GROUP, INC

First Physicians Capital Group, Inc. broadly encompasses the future of TIGroup, and management
looks to recommend the name change to the stockholders in 2009. TIGroup differentiates itself by
placing the physician at the center of its healthcare operations and seeks to align the company’s
interest with theirs. The new name better reflects this emphasis as well as the nature and focus of
TIGroup's business activities.

Over the past year, TIGroup has invested in its infrastructure to support additional acquisition
growth. We believe, at present a robust operating platform has been achieved and the core fo-
cus in 2009 is profitability and growth.

We again note that the company has just begun its operations and most of its numbers are in the
red owing fo the expenses from integration and upgrading of facilities. While we expect TIGroup
to break even in the coming year, we believe earnings do not reflect the true picture at the present
moment. We are primarily focused on the ability of the company to grow its revenues.

Market fundamentals remain intact and attractive. Longer life expectancies, focus on rural demo-
graphics, strategic physician partnerships and increased Medicare spending are among the key
factors pointing to a favorable outlook for TISG's future revenue growth. We reiterate our enthusi-
asm for the stock.

Given the above factors we believe revenue will continue to trend higher. TIGroup is successfully
leveraging the Southern Plains Medical Group brand to gain trust in the rural Oklahoma communi-
ties, and revenue for the quarter ended September 2008 came in better than our projections. We
expect the momentum achieved in the previous quarter to continue throughout the next year.

With the buyout of minority holding in the Rural Hospital Acquisition (now SPMG), an uptick in
revenue projections is warranted. RHA is an established business and will be accretive to earnings
almost immediately. We have increased our previous projections to reflect increased revenues and
earnings from the RHA minority stake acquisition. We now expect revenue in excess of $12 million
in 1Q 09, implying a 22% sequential growth.

For FY 2009, we expect revenues to grow between 20-30% per quarter. We believe this growth
is achievable on the back of solid ‘same store’ growth from existing facilities augmented by acqui-
sition growth. With a new management in place at the operating subsidiary, the prior operating
management is free to focus on developmental and acquisitive opportunities for the company. We
think acquisition growth will find a new impetus in 2009. TIGroup expects to own and operate
seven to eight facilities by March 2009 from the current six facilities.

With a significant portion of the capital expenditure done, we expect to see a downward trend in
operating costs as the company streamlines and integrates its back office functions. Management
expects $3 -$4 million in annual cost saving from existing facilities as a result of eliminating redun-
dancies. Management has hinted at a lower headcount for FY 09.
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OUTLOOK: (CONTINUED)

The operating team has also been incentivised with a performance-driven three-tiered incentive
compensation system with quarterly profit sharing, semi-annual performance bonuses and stock
option ownership for all management and employees. With a better driven organization, the bot-
tom line is expected to be out of the red as early as the second quarter of FY 2009.

We expect the SGA margin to remain in the 90%+ range in Q1 09, as a result of transaction costs,
increased employee compensation of the newly hired management and facilities upgradation
costs incurred in the quarter. We also note the uptick in provision for bad debts in Q4 08. With
the change of baton on Capitol Hill, reimbursement speeds have slowed considerably. While the
increase has been significant, we choose to wait and watch over the next few quarters to take a
stance. We have modeled provisions at industry standards of an average 11-12%. Post the first
quarter, we expect to see a dramatic drop in the SGA expenses in following quarters of FY 09 as
TIGroup leverages its existing infrastructure. Management expects quarterly growth to be lumpy as
new facilities are brought on-line through acquisition programs.

The company’s strategy to grow through acquisitions will require funds. Historically TIGroup has
funded its acquisition through a mixture of debt and equity. The basic weighted shares increased
from 9.021 million to 10.123 million in Q4 08. We believe TIGroup has adequate funds to pursue
its acquisition strategy during FY 09 without meaningful additional dilution to equity.

The company has been progressive in securing capital and has augmented its liquidity position
with the recent bank financing. TIGroup refinanced its existing loans with long term financing at an
attractive rate. A portion of the funds raised through bank financing has been kept aside for capital
expenditure to upgrade facilities. We again highlight the company’s ability to secure financing in a
not-so-friendly credit environment. It speaks volumes about the business opportunities for TIGroup.

We also again note the volatility in the stock and expect it to continue to be volatile due to sparse
trading volumes affecting the price levels. Over the last 52 weeks as of the report date, the stock
has traded between $0.15 and $ 0.90 per share. With that in mind, we choose a broadened price
range to fit the optimum. For the FY 2009, we expect a price range of $0.56 to $1.01 per share,
implying a return between 81% and 224% above current price levels. The price range implies a
multiple of 0.8x to 1.5x our estimated 2009 sales per share of $0.67. These multiples range from
average to lower upper of the peer group. We continue to add a considerable discount for illiquid-
ity but have raised the range from the lower end to the average to reflect the company’s better
operating platform for 2009. We do not see listing as an option in the near term given the current
environment.

In the long term we expect the company to trade on a par to premium with peers. Using above
average to upper end of the price-to-sales multiple ranges, we expect a price target range of $1.20
to $1.61 per share. In case a listing is completed in FY 2009 we believe the stock will trade at a
premium fo its peer group.

We reiterate our belief in the stock. As TIGroup continues to expand revenue and finds economies
from scale, a robust bottom line will be rewarding to the owners of this healthy business. We hold
our Buy rating.
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CONCLUSION

TIGroup is a young business with immense scope for growth. As the company matures it has the
ability to provide above average returns to its investors. Continued confidence of the investing com-
munity through financing activities of the company highlights the scalability of its business.

Even with the current dismal state of the global capital markets, TIGroup has been able to obtain
financing for its acquisition strategy. Management says the current acquisition pipeline includes a
diverse group of opportunities and remains upbeat about future possibilities. We continue to expect
the company to capitalize on these opportunities in the non-traditional healthcare service sector.
Recent structural changes and associated realignment and integration of operations will add value
to the profit line.

The company also has assembled an experienced leadership team to drive growth at the existing
facilities. The new management has done it before and has a proven track record of operating
excellence. With the ground work complete, TIGroup is now ready for fast growth and sound
profitability.

Besides its medical operations, TIGroup continues to invest in healthcare real estate. The company
has grown its portfolio to six holdings and related land. Management looks to make additional
investments in 2009. The healthcare real estate market is attractively priced and provides a signifi-
cant opportunity given this market segment has held well in current market conditions. A diversified
portfolio spreads the risk and adds value to the company.

We believe in the company’s scalable model and see significant traction going forward. The year
ahead will be a strong one for the company, and at current valuations, Tri-Isthumus Group Inc. is a
buy. TISG is an attractive long-term opportunity.
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Tri Isthmus Group Inc (Pink Sheets: TISG)

Histoical and Pojected Transition 8 months Transition 8 months
20074 2008 !i |
Income Statement
. Apr Jul Dec Mar Jun Mar Jun Sep Jan Jan Sep Sep
(in Thousands of USD)
QA B3A e; Q1A QA G3A e; o: Q2E 0E 04 2006A ~ 2007A | 2007A 2008A Nc%m Nosm
Net Revenue 880 868 704 4,744 6,512 8,403 9982 12178 15649 18700 = 22,347 0 700 2432 29,641 68,874 121,012
SG&A Expense 1,01 1287 1532 4,826 6,833 9,516 12161 13,031 | 14710 | 1645 | 19,218 2,002 2,225 3,890 33,336 63,415 | 105,885
Stock Compensation 54 123 73 18 62 56 203 85 101 138 316 147 198 250 339 640 375
Depreciation & Amortization 7 29 20 65 94 180 367 405 vy 512 602 0 29 76 706 194 2,646
Non-recurring Items 0 0 228 0 0 0 308 0 0 0 0 26 1 28 308 0 0
(Operating Income/Loss (EBIT) 2n) (571) =~ (1,149) (165) @ (1,349 (3,057)  (1342) 415 1,594 2,210 2175 (,751)  (1,992) (5,048) 2871 12,105
Interest Income 0 1 1 23 52 187 58 95 75 125 100 5 3 2 320 395
Interest Expense 0 0 0 (193) (315) (201) (164) (216) (360) (405) (440) 0 0 0 (873) (1421) (2,210
Minority Interest 7 i (1) (80) (90) 240 1,298 202 (67) (149) (468) 0 168 9 1,368 (482) | (1,075)
Net Income (245) (493) = (1,159) (415) (830)  (1123) (1,865) = (1,261) 63 1,165 1,402 (2,170) | (1,580) | (1,897) (4,233) 1,369 8,820
Preferred Dividends 0 0 0 0 (1521) | (1147) (210) 0 0 0 0 0 0 0 (2,878) 0 0

Income Available to Com. Shareholders (245) (493)  (1,159) @15 (2351 (2210 (2,075)  (1,261) 63 1,165 1,402 2170 (1,580  (1,897) (11m) 1,369 8,820
Reported Basic EPS (0.07) (0.13)  (0.30) (0.08)  (0.29) (0.25) (0.20) (0.12) 0.01 0.11 0.14 (0.91) (043)  (0.50) (0.86) 013 0.834
Basic Weighted Average Shares 3,13 378 389 549% 8229 9,021 10123 | 10174 10377 | 10377 10377 2375 3,674 3,765 8,224 10326 10533

Non-recurring Expenses 0 0 28 0 0 0 308 0 0 0 0 26 1 28 308 0 0

Net Income, excluding extra items (245) (493)  (931) @15 (2351 @210 (1,761)  (1,261) 63 1,165 1,402 2144 (1579  (1,669) (6,803) 1,369 8,820
Basic EPS (Proforma) (0.07) 013 (0.24) (0.08  (0.29) (0.25) (017) (0.12) 0.01 0n 0.14 (0.90) (043)  (044) (0.83) 0.13 0.84

Diluted Weighted Average Shares 313 3778 3,829 54% @ 8229 9,021 10123 10174 | 10377 | 10377 | 10377 2375 3,674 | 3,765 8,224 10326 10533

Stock Compensation 54 123 n3 18 62 56 203 85 101 138 316 147 198 250 339 640 375
Depreciation & Amortization 7 29 20 65 94 180 367 405 4 512 602 0 29 76 706 194 2,646
Interest Income 0 1 1 3 52 187 58 95 15 125 100 5 3 2 320 395 0

EBITDA (191) @8 (82 (59) (269) (926) 2,121) (757) 1,014 2,369 3,129 (1997) (15200  (1,436) (3,375) 5854 | 15126

Sequential Growth

Revenue NM -1.4% NM NM 373% | 29.0% 18.8% | 22.0% = 285% | 19.5% 19.5% NA 1108.8% | 132.4% 75.7%
SG&A Expense NM 20.2% NM NM 41.6% 39.3% 27.8% 1.1% 12.9% 11.9% 16.8% 11.1% 757.0% 90.2% 67.0%
Operating Income/Loss (EBIT) NM | 109.9% NM NM NM NM NM NM NM NM NM -19.5% NM NM | 320.8%
Net Income, excluding extra items NM | 101.2% NM NM NM NM NM NM NM NM NM -26.4% NM NM | 544.3%
Basic EPS (Proforma) NM - 98.3% NM NM NM NM NM NM NM NM NM -52.4% NM NM | 531.7%
EBITDA NM | 118.8% NM NM NM NM NM NM NM NM NM -23.9% NM NM  158.4%
% of Revenue
SG&A Expense 122% 148% 218% 102% 105% 13% 122% 107% 94% 88% 86% NMF 317% 159% 112% 92% 88%
Operating Income/Loss (EBIT) NMF NMF NMF NMF NMF NMF NMF NMF NMF NMF NMF NMF NMF NMF NMF 4% 10.0%

Net Income NMF NMF NMF NMF NMF NMF NMF NMF NMF NMF NMF NMF NMF NMF NMF 2% 7%



RISKS, RATINGS AND ANALYST CERTIFICATION

Risks: There are many risks associated with investing in micro-cap stocks. Following are comments
regarding some of the risks inherent in an investment in TISG:

Bad Debts

Inability to acquire favorably

Competition from larger and better capitalized companies.

Adverse regulatory developments including reduced reimbursement rates.

Distribution of Ratings and Recommendation History:

About Our Ratings:

Our ratings are divided into three classifications: Buy, Neutral and Sell. Our buy rating is divided
info to sub-classifications to reflect the degree of undervaluation reflected in the current stock
price. These sub-classifications include Accumulate and Strong Buy. Analysts may also elect to
withhold or suspend a rating on a company or publish informational reports on a company with-
out ratings, price targets or price ranges.

Strong Buy - The current price of the company represents a substantial discount from the
market. The company has strong fundamentals, an attractive valuation and should significantly
outperform the Russell Micro Cap Index over the next 12 months.

Buy - The current price reflects a discount from the market over the next 12 months. The com-
pany has positive long-term prospects and should outperform the Russell Micro Cap Index over
the next 12 months.

Neutral - The current price reflects a fair valuation relative to the company’s peers and the
broader market. The company’s performance should be in-line with the Russell Micro Cap Index
over the next 12 months.

Sell - The current price may represent overvaluation of the company’s shares and an investment
should produce below market returns. The company’s fundamentals may be deteriorating and it
should underperform the Russell Micro Cap Index over the next 12 months.

Recommendation History:
Date Rating  Price Target  Diluted EPS

12.12.08  Buy $1.59 (0.83)

DISCLOSURES:

Analyst Certification:

|, Puja Jain, hereby certify that all views expressed in this report accurately reflect my personal
views about the company, and that no part of my compensation was or will be related to the
views expressed in this report.
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DISCLAIMER

AM I Research is a division of Hawk Associates, Inc, an investor relations firm at 227 Atlantic Bivd, Key
Largo, FL 33037.

The information in this report is infended solely to provide investors and interested parties with a fun-
damental understanding of the company covered herein including the company’s technology, business
model, financial condition and business prospects. The information contained in this report was ob-
tained and collected to a large degree with the assistance of the subject company, which paid $30,000
for the writing and production of twelve months of coverage including this report. Hawk Associates
provides limited investor relations services to TISG for a cash retainer of $8,900 per month. Hawk As-
sociates also holds warrants on 100,000 shares of TISG common stock priced at $0.40 as additional
compensation for its IR services. The information in this report is believed to be accurate and reliable.

AMI Research has made the strongest effort to provide factual information that will lead to a greater
understanding of the company but neither AMI Research, Hawk Associates nor the company covered
can guarantee the total accuracy of the information in this report. Neither AMI Research, Hawk Associ-
ates nor the company covered here assume any responsibility for the total accuracy of the information
in this report.

Hawk Associates has not independently verified the company’s representations, much of which is based
on client filings with the Securities & Exchange Commission as well as with discussions with members of
the company’s management team and employees. Any opinions expressed are statements of judgment
as of the date of publication. We urge readers to carefully verify all representations within the report in-
dependently. Investing in microcap securities is highly speculative and carries an extremely high degree
of risk. It is possible that an investor’s investment may be lost or impaired due to the speculative nature
of the company profiled. Readers should not rely solely on the information contained in this report, but
should read all documents the company has filed with the Securities and Exchange Commission and
should consult with their own independent tax, business and financial advisors with respect to any in-
vestment opportunity, including any contemplated investment in the company herein represented.

The receipt of this publication shall not create, under any circumstances, any implication that there has
been no change in the affairs of the company covered since the date of publication.

The investment opinion of the writer and AMI Research as to the suitability of the company’s stock as
an investment vehicle is only an opinion and does not constitute an offer to buy or sell any securities.
No information provided by AMI Research or Hawk Associates ever represents an offer to buy or sell
any security. Neither AMI Research nor Hawk Associates is a registered investment advisor or a broker
dedler.

Itis a strict internal Hawk policy that no Hawk employee or affiliate will trade in the stocks of our clients
other than the exercise of expiring options or the possible long-term exercise of warrants, options or in
some cases 144 stock held beyond the expiration of the 144 legend. At no time will any Hawk em-
ployee or affiliate undertake any activity that could be regarded in any fashion as improper or illegal.

Hawk Associates operates within the guidelines of Standards of Practice for Investor Relations set by the
National Investor Relations Institute (NIRI).
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