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Disclosures

Forward-Looking Statements

Just Energy Group Inc.ôs(theñCompanyò)presentations may contain forward-looking statements including statements

pertaining to customer revenues and margins, customer additions and renewals, customer consumption levels,

dividends, distributable cash and treatment under governmental regulatory regimes. These statements are based on

current expectations that involve a number of risks and uncertainties which could cause actual results to differ from

those anticipated. These risks include, but are not limited to, impact of weather, levels of customer natural gas and

electricity consumption, rates of customer additions and renewals, fluctuations in natural gas and electricity prices,

results of litigation, changes in regulatory regimes, decisions, actions or sanctions by regulatory authorities,

competition and dependence on certain suppliers. Additional information on these and other factors that could affect

the Company's operations, financial results or distribution levels are included in the Companyôsannual information

form and other reports on file with Canadian securities regulatory authorities which can be accessed through the

SEDAR website at www.sedar.com, or on the U.S. Securities ExchangeCommissionôswebsite at www.sec.gov.

Non-IFRS Measures

This Presentation refers to certain financial measures that are not determined in accordance with International

Financial Reporting Standards (IFRS) as adopted by the International Accounting Standards Board. Such non-IFRS

financial measures include ñEBITDAò,ñBaseEBITDAò,ñFundsfrom Operationsò,ñBaseFunds from Operationsò,and

ñEmbeddedgross marginò. These non-IFRS financial measures do not have standardized meanings prescribed by

IFRS and may not be comparable to similar measures presented by other companies. These non-IFRS financial

measures should not be considered as an alternative to, or more meaningful than, net income (loss), cash flow from

operating activities and other measures of financial performance as determined in accordance with IFRS, but we

believe these non-IFRS financial measures are useful in providing relative performance and measuring change.

Definitions of non- FRS financial measures used in this Presentation are found under the headingñNon-IFRS financial

measuresòin our annual MD&A.



Team Member Position Held since Biography

Pat McCullough CEO April 2018

Pat McCullough was appointed as Chief Executive Officer of Just Energy Group Inc.

in April 2018. He previously served as the Chief Financial Officer of the Company

from August 2014 to March 2018. Prior to this, Mr. McCullough was Chief Executive

Officer at Amonix, a California-based designer and manufacturer of concentrated

photovoltaic (CPV) solar power systems. He had served as CFO of Amonix since

May 2010. Prior to that, he was CFO at IMI Severe Service, Division CFO for Johns

Manville (a Berkshire Hathaway Company), and various roles with Ford Motor

Company culminating as Deputy General Manager and CFO of a $1+ billion joint

venture in Shanghai, China.

Jim Brown CFO April 2018

Jim Brown was appointed as Chief Financial Officer in April 2018, and joined Just

Energy in April 2013 as a Senior Vice President responsible for commodity

settlements, and most recently served as the President of Hudson Energy,

responsible for Just Energyôscommercial business. Prior to joining Just Energy, he

was the Vice President of Accounting and Finance for Gexa Energy, a subsidiary of

Nextera Energy Inc. Prior to that Mr. Brown was a Vice President of Accounting at

Constellation Energy Resources Group from January 2007.

James Pickren COO December 2017

James Pickren was appointed as Chief Operating Officer of Just Energy Group in

December 2017 after serving as Chief Strategy Officer and Senior Vice President of

the Company since February 2017. Prior to this, Mr. Pickren was a principal and

served as the Chief Executive Officer at Sherex Fastening Solutions, LLC, a

manufacturer of specialty fastener hardware. Before this, he was the President and

Chief Executive Officer at Ryan Herco Flow Solutions, a portfolio company of a NY

based, Private Equity firm.

Krishnan 

Kasiviswanathan
CCO June 2015

Krishnan Kasiviswanathan was appointed Chief Commercial Officer in November

2017. He joined Just Energy in July 2014 as its Chief Risk Officer before moving into

the role of Senior Vice President of Supply in June 2015. Prior to Just Energy, he

was with NRG Energy in leadership roles including Chief Risk Officer and Vice

President of Commercial Operations. He started his energy career at Select Energy,

the unregulated subsidiary of Northeast Utilities, where he had held several front and

middle office positions of increasing responsibilities.

Management Bios
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Just Energy at a Glance

JE
NYSE & TSX Listed

Houston/

Toronto
Dually Headquartered

Corporate Social 

Responsibility
Customer Mix (3)

44% Consumer

56% Commercial

Diverse Revenue 

Streams

Total Customers (2) Pillars

Active in 23 deregulated 

utility commodity 

markets in North 

America, the UK, Ireland, 

Germany & Japan

Value

Stability 

Innovation

~$900,000 in 

community support 

since 2013 through the 

Just Energy 

Foundation

$948M(1)

Market Cap

$3.6B
Revenue F2018 C$0.50

Annual Dividend Per Common Share

US$2.125
Annual Dividend Per Preferred Share

1,900
Employees Worldwide

1997
Year Founded

>1.6M
Global total customer count

(1) TSX Market capitalization as of 03/31/18
(2) Based on customer balances at the end of fiscal 2018
(3) Based on RCE balances at the end of fiscal 2018
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Who is Just Energy?

North American residential retailer

Just Energyôs Leading Market Position

Leadership
among all energy retailers in providing green 

supply to residential customers

Commercial retailer in the U.S.

9th Largest
(1)

4th Largest
(1)

Most trusted Texas retail brands

Top 10
(2)

Just Energy is an energy 

solutions provider focused 

on delivering innovative 

products and services 

centered around the 

customer. We have leading 

market positions developed 

through a diverse product, 

channel and geographic 

mix.

(1) DNV GL ñRetail landscapeò Report dated April, 2017
(2) Market Strategies International ñCogent Reports 2017 Texas 

Retail Electric Provider Brand Trustòò study dated September, 2017
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The Retail Energy Industry is Dynamic and Growing

ñThe biggest challenge for utilities is the agility to keep up and adapt to a 

market that is changing rapidly.ò    ïErnst & Young, Octô17

T
re

n
d
 1 Customer 

Centric

T
re

n
d

 2 Technology

T
re

n
d

 3 Data

Millennials; Personalize; 

Experience; Service; Demand-

Driven

Innovation; Digital; Monitoring; 

Usage; Control; Convenience    

Information; Instant; 

Understanding; Aligned; 

Collective; Opportunity

ñElectricityand gas markets are experiencing a groundswell of change and disruption. Itôs

fueling new forms of innovation. Itôsgiving rise to new routes to consumers. And, itôsenabling

new entrants to play in the rapidly expanding energy retail ecosystem.ò ïAccenture,ó17

Utilizing technology and data to evolve with the changing consumer is critical to 

succeed in this transforming, disruptive market
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The Just Energy Transformation is Well Underway

Just Energy is executing a strategic shift from a retail energy provider to a 

consumer company focused on differentiated value-add products, unparalleled 

customer satisfaction, and profitable customer growth

Not sure that<------------------------------------------------------>

Customer

Loyalty

Value Creation Value Delivery Results

Historically, Just Energy was simply a retail energy provider viewed as 

offering price-based, push-driven, invisible products that yielded little value 

and which consumers didnôt fully understand. 

Today, Just Energy is in the middle of a meaningful transformation where 

technology and innovative products make our company a relevant 

participant in significant global trends. 

Our future as a consumer company centers on real value creation and value 

delivery, while we participate in the significant growth opportunities 

supported by our sales, marketing and customer service expertise.
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Commercial Growth Strategy

Value Creation + Value Delivery

Transforming from an era of price-based commodities sold through third-parties to a 

future of more profitable offering of value add products and services where Just 

Energy owns and controls the customer relationships

Value Added 

Products and 

Services

Energy 
Management 
Solutions

Commodity
Lighting 
Systems

Real-Time
Monitoring

Bill Audits, 
Insights &

Tariff Analysis

HVAC 
Optimization

Safety& 
Security

Result

Progress To Date
čEBITDA 

& GM 
CΩмфҌ

Optimized 

Channel Strategy
Adding Captive Broker and Direct Channels where JE has greater customer 

ownership

Continuing to sell into existing commodity customer base

Value Delivery:

Value Creation:

Existing JE Channels

Channels Brokers ICs Direct ICs Direct

New JE Channels

Deregulated Regulated
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Residential Growth Strategy

Value Creation + Value Delivery

Value Added Products 

and Services

Optimized Channel 

Strategy

Commodity: Structured (Fixed, variable, flat) 

products to deliver differentiated customer value
1

Sustainable: Green energy and carbon offset 

solutions (Just Green, Terrapass, community solar)
2

Efficiency & Water Conservation: ecobee, Skydrop, 

energy audits, air filters, LED light bulbs
3

Smart Home: Smart locks, lighting, voice 

controlled devices, etc. [Future offering] 
4

Wellness:  Water filtration, filter easy, carbon 

monoxide & smoke alarms [Future offering]
5

2009

Retail Digital

Door-to-door Alternative

2019 Outlook

Drive sales growth through our primary channels while

developing additional strategic, alternative channels

Deploy a consistent value creation product strategy

across all consumer business
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Strong Value Proposition of Cost, Convenience & 

Control is Growing Even Stronger!

Just Energy is leading the way with high-growth, profitable products 

and services

Source: DNV GL ñRetail landscapeò Report dated April, 2017

Retail leaders are best 

positioned to deliver on 

changing preferences

Next growth frontier 

centers around new 

markets and digital 

channels

Fragmented market 

structure presents 

opportunity for large, 

stable participants
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Why Just Energy?

Just Energy offers a unique blend of growth and income at a reasonable 

value to investors

Diversity of geography, product and end market mix, with leading market 

positions in a relatively new industry

Leadership in technology, product innovation and geographic exposure driving 

growth

Investment made to fund future profitable customer growth that also support 

strong, stable cash flows and our dividend commitment

Disciplined approach to new business development focused on organic 

opportunities and projects with high returns on invested capital
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Our Value Proposition to Customers

Consumer
1.8 million RCEs at year end (1)

Commercial
2.3 million RCEs at year end (1)

Target residential and small commercial 

customers

Seasonally extreme climate needs

Seeking predictability and peace of mind

Interest in green energy alternatives 

Online bill payer

Target mid-size commercial customers (~15 RCEs)

Franchise or multiple site owner 

Energy-intensive facilities

Seeking unique solutions to energy needs

Seeking stability and predictability to costs

We take a ñcustomer firstòapproach in providing unique platforms and products to drive

energy efficiency and increase predictability that ultimately helps our customers save money.

Our customers see us as a valued partner in their energy needs and not just another vendor.

We are disruptors of the traditional utility model determined to evolve 

with a changing world

Our Typical Customers

(1) Based on RCE balances at the end of fiscal 2018

Just Energy operates in a very large addressable market where we target all consumers 

of utility products (electricity & gas) in deregulated and regulated markets



Our Customer Commitments

Our Customer Commitments

Switch plans with ease!

New baby? Empty nester? New home? Call us. Weôll help you find the right 

product for your changing needs and lifestyle. 

No exit fees

If you choose to cancel your program, call us first and weôll waive any exit fees.

Keeping you in the know

No surprises. If youôre on a variable plan, weôll let you know at least 30 days in 

advance of your rate changing. 

We respect your time 

We know time is an important commodity. If youôre on hold for longer than 5 

minutes, weôll send you a gift card!

We are committed to customer satisfaction. We understand that life changes,

and so does a customerôsenergy needs and preferences. Our products and

services are designed to provide the best in comfort, control and convenience,

and, as a trusted Energy Advisor, we will help with a solution that best fits our

customersôneeds and lifestyle.
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When Our Customers Win, Just Energy Wins

é and Sustainable Shareholder Value Follows

When Just Energy delivers differentiated value and 

unparalleled service, all of our stakeholders win

XCustomer Satisfaction Improving

ïNet Promoter Score 

XProfitable Top Line Growth 

ïAdding Customers with Strong Gross Margin 

XExceptional Shareholder Value

ïTotal Shareholder Returns 

Our success hinges on enabling the Just Energy 

team through smart decisions that drive outstanding 

ROIC

Differentiated 
Value-Add 
Products

Unparalleled 
Customer 

Satisfaction

Profitable 
Customer 

Growth

Sustainable 
Shareholder 

Value



Growing Our Business



Growth Pillar 1: Product Innovation

Forward-thinking Solutions and Progressive 

Product and Service Options

Increasing Average Products per Customer

Market Forces Dictate Product Development ï

Demand Driven Approach

We Own the Smart Home through Strategic 

Partnerships

16
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Residential Products

Energy Costs

Home Services

Smart Home

Sustainability

Fixed price: avoid fluctuations in market price

Variable price with cap: benefit from low market 

prices while protecting against increases

Flat bill: eliminate both price risk and weather risk to 

get certainty in monthly energy costs

ecobee smart thermostats

Smart irrigation controllers

Home security and automation

Amazon Alexa integration

Perks loyalty program delivers free and/or 

discounted efficiency devices

Green electricity

Carbon offsets for natural gas usage

Air filters: the right size sent right to your home when 

itôs time to change

Home warranty: low monthly fees for protection 

against large unexpected expenses, such as HVAC 

and appliance breakdown
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Commercial Products

Energy Commodity Energy Brokerage

Sustainability Energy Management

Fixed Price: avoid fluctuations in market price

Index Price: allow price to move with market

Structured Products: combinations of fixed and index 

prices, and other hedging strategies

Bill Analysis: audit of utility charges to identify errors, 

analysis of usage patterns to recommend cost saving 

measures

Carbon footprint assessment

Power purchase agreements (PPAs) with renewable 

generators

Renewable Energy Certificates (RECs)

Carbon Offsets

Water Restoration Credits

LED lighting retrofits including lighting audits, solution 

design, installation and financing

Building energy management solutions including 

hardware, software, and monitoring to manage 

schedule adherence and demand response

Build custom energy risk strategies

Source price bids and negotiate terms of service with 

multiple energy providers

Commercial property energy portfolio management



Driving customer value through 

loyalty program

19

A points program for customers; can 

begin within 15 days of account 

activation

Receive 2 free LED light bulbs once 

service and Perks account is activated

Redeem Just Energy Perks Points for 

energy efficient products, a variety of 

shopping, dining, and entertainment gift 

cards, and Visa® Prepaid cards

Customers receive energy efficiency 

products and rewards directly from 

Just Energy



20

Spotlight: Flat Rate Bill
The innovative Unlimited Plan protects from unpredictable 

weather such as the Polar Vortex

VERBATIM1:

ñGave a five-year 

contract and they 

saved you a lot of 

money. Saved you 

from a price spike.ò



Growth Pillar 2: Optimized Channel Strategy

Strategic Partnerships with Leading 

Retailers

Diversity of Channel Mix

Focused Salesforce in Proven Channels

21



An expanded and refreshed channel approach will be the 

foundation that all growth comes through

Channels:

Residential

D2D

Digital

D2D

Digital

Multi-Family

Authorized Agent

Strategic Partnerships

Retail

Previous Now

Commercial

IC/Broker

Digital

Broker

Authorized Agent

Retail

Strategic Partnerships

Multi Family

Previous Now

IC/D2D

Telemarketing

Winback telemarketing

Affinity

Marketing

Affinity Marketing

22



Diversified ñGo to Marketò Multi-Channel 

Strategy
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Retail

Realtor

Digital

Door to

Door

Authorized 

Agent

Broker

Retail: Customers enrolled through booths, kiosks or 

storefronts in big box and regional retailers with 

consistent foot traffic

Broker: Customers enrolled through an intermediary 

agent who acts on behalf of the client 

Authorized Agent: Customers enrolled on behalf of 

a partnerôs workforce looking to add a product line to 

their existing business

Door to Door: Customers enrolled at the door of their 

place of residence

Digital: Customers enrolled through company website, 

partner affiliate websites, and through multitude of 

channels including mobile, social media, click to call 

Realtor: Customers enrolled through referrals received 

from realtors, leasing agents, and brokerage offices 

Multi-

Channel



Just Energyôs Retail Ramp Up
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Feb. - June 2017 July ïOct. 2017 Nov. ïFeb 2018 MarchïJuly 2018

Retail Channel successfully launched to 500+ stores in debut year and on track for 700+  
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What Does The Future of Retail Landscape 

Look Like?
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Digital
Joint 

Marketing

Global 
Brands

Value 
Added 

Services

Opportunity to leverage 

retailerôs digital reach and traffic 

flow to promote Just Energy 

products to new customers

Shift more of our focus to global 

brands that allow our business 

development efforts to support 

all jurisdictions outside of North 

America when onboarding a 

new retail partner

Collaborate with retailers to cultivate 

awareness of products and drive 

traffic to the store during peak hours 

through geographically targeted 

social media and direct mail 

campaigns

Significantly expand our value 

added service offerings to 

ensure we have a catalog of 

products to offer (bundle or 

stand-alone)
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Unique Partner & Supplier Relationships

Our Suppliers

Just Energy purchases 

commodities from 8 suppliers 

through a unique obligation 

backed by customer contracts

Just Energy partners with 

innovative technology to bring 

competitive energy products 

Our Partners

Just Energy holds a 8.5% 

fully diluted equity interest

in ecobee

Just Energy acquired 

outstanding 50% interest 

in Just Ventures from Red 

Ventures to end online 

sales exclusivity (wholly 

owned as of August 1, 

2017)

Just Energy partnered 

with Clearlink, a leading 

digital sales partner, to 

optimize customer 

targeting

Our Commitments



Growth Pillar 3: Geographic Expansion

Active in 23 deregulated utility commodity markets 

across North America, the UK, Germany, Ireland & Japan

Continually Evaluating Expansion Opportunities 

Rapidly Diversifying Global Footprint
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Germany, Ireland & Japan to Leverage Successful UK 

Expansion Experience


