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Enabling Our Future
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Forward Looking Statement
•

Certain statements set forth in this presentation regarding the operations and activities of H2O Innovation as well as other communications by the
Corporation to the public that describe more generally management objectives, projections, estimates, expectations or forecasts may constitute
forward-looking statements within the meaning of securities legislation. Forward-looking statements concern analysis and other information based
on forecast future results and the estimate of amounts that cannot yet be determined. Forward-looking statements include the use of the words
such as “anticipate”, “if”, “believe”, “continue”, “could”, “estimate”, “expect”, “intend”, “may”, “plan”, “potential”, “predict”, “project”, “should” or “will”
and other similar terms as well as those usually used in the future and the conditional, notably regarding certain assumptions as to the success of a
venture. Those forward-looking statements involve a number of risks and uncertainties, which may result in actual and future results of the
Corporation to be materially different than those indicated. Information about the risk factors to which the Corporation is exposed is provided in
the Annual Information Form dated September 23, 2020 available on SEDAR (www.sedar.com). Unless required to do so pursuant to applicable
securities legislation, H2O Innovation assumes no obligation to update or revise forward-looking statements contained in this MD&A or in other
communications as a result of new information, future events and other changes.

•

Cautionary Note Regarding United States Securities Laws
This presentation does not constitute an offer to sell or the solicitation of an offer to buy, nor shall there be any sale of the securities in any
jurisdiction in which such offer, solicitation or sale would be unlawful prior to registration or qualification under the securities laws of such
jurisdiction. The securities of H20 Innovation have not been and will not be registered under the United States Securities Act of 1933, as amended
(the "U.S. Securities Act"), or any state securities laws and may not be offered or sold within the United States or to, or for the account or benefit
of, "U.S. persons," as such term is defined in Regulation S under the U.S. Securities Act, unless an exemption from such registration is available.

www.h2oinnovation.com
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Non-IFRS Financial Measurement
•

In this presentation, the Corporation’s management uses measurements that are not in accordance with IFRS. The measurements “Adjusted
earnings before interest, tax, depreciation and amortization (adjusted EBITDA)”, “Net debt”, “Recurring revenue” and “Earnings before
administrative expenses” are not defined by IFRS and cannot be formally presented in consolidated financial statements. These non-IFRS measures
are presented as additional information and should be used in conjunction with the IFRS financial measurements presented in this report.

•

EBITDA means earnings before finance costs – net, income taxes, depreciation and amortization. The definition of adjusted EBITDA excludes
expenses otherwise considered in net earnings (loss) according to Generally Accepted Accounting Principles (“GAAP”), namely the unrealized
exchange (gains) losses, the change in fair value of contingent consideration and the stock-based compensation costs. These items are non-cash
items and do not have an impact on the operating and financial performance of the Corporation. Management has also elected to exclude the
acquisition costs and integration. The reader can establish the link between adjusted EBITDA and net loss based on the reconciliation presented
below. The definition of adjusted EBITDA used by the Corporation may differ from those used by other companies. Even though adjusted EBITDA is
a non-IFRS measure, it is used by management to make operational and strategic decisions. Providing this information to the stakeholders, in
addition to the GAAP measures, allows them to see the Corporation’s results through the eyes of management, and to better understand the
financial performance, notwithstanding the impact of GAAP measures.

•

The definition of net debt consists of bank loans and long-term debt less cash. The definition of net debt used by the Corporation may differ from
those used by other companies.

•

Recurring revenue by nature is a non-IFRS measure and is defined by management as the portion of the Corporation's revenue coming from
customers with whom the Corporation has established a long-term relationship and/or coming from a business with a recurring customer sales
pattern. However, there is no guarantee that recurring revenues will last indefinitely. The Corporation’s recurring revenues are coming from the
Specialty Products and O&M business pillars as well as the service activities of the WTS business pillar. This non-IFRS measure is used by
management to evaluate the stability of revenues from one year to the other.

•

The definition of EBAC means the earnings before depreciation and amortization reduced by the selling and general expenses. EBAC is a non-IFRS
measure and it is used by management to monitor financial performance and to make strategic decision.
www.h2oinnovation.com
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FRÉDÉRIC DUGRÉ
PRESIDENT AND CEO
As H2O Innovation celebrates our 20th Anniversary, and on the heels of our recognition by Global Water Intelligence as the Water
Company of the Year, we are excited to share with you first 3-Year Strategic Plan. While you will find the ideas of innovation and
operation excellence throughout the following slides, we are keenly aware that our strongest asset, our employees, are crucial to
achieving the goals we set forth. With this plan, we pledge to continue working hard to doing well by doing good.
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MISSION, VISION, VALUES & CULTURE
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ADDRESSABLE MARKETS
OUR POSITION, WATER INDUSTRY SEGMENTATION

2nd
PRODUCTS &
TECHNOLOGIES

EPC & GENERAL
CONTRACTORS

1st

MUNICIPAL WATER:
PUBLIC UTILITIES

OEM,
INTEGRATORS

ENGINEERING
FIRMS
MUNICIPAL WATER:
PRIVATELY OWNED UTILITIES

3rd
PRIVATE
OPERATORS

INDUSTRIAL WATER:
UTILITY OR END-USER

HOW WE DEFINE OUR ADDRESSABLE MARKET
Since its founding in 2000, H2O Innovation has been a water treatment company focused on membrane technology. Over the years our offering has evolved with
the changing market, adding services, consumables, components, and operational capabilities. All that growth serves to define the size of the addressable market
in which we participate. Taken as a whole, the global water market is an enormous and fragmented set of opportunities. Addressing specific sub-segments of the
water market leads to a singular focus for the H2O Innovation team, and a drive to deliver the full offering of our company to all customers in our chosen markets.

www.h2oinnovation.com
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CURRENT ADDRESSABLE MARKETS
From the $842 B global market, we define the market addressable of H2O Innovation by our areas of focus

WE FOCUS ON:
GEOGRAPHY
Geographies where there is a match between our
technology offering and local market trends.

$837.5 B

SIZE OF THE PROJECT

$1.62 B

$0.20 B

$4.5 B

The right size of projects*, which fit our experience, and
where competition is limited.

$2.68 B

SCOPE OF SUPPLY
Supplying the right scope of technologies and
services, tapping into the full strength of H2O
Innovation, while limiting risk.

Total Market

CAPEX

OPEX

Maple

TECHNOLOGY PRE-SELECTION
Opportunities where one or more of the technologies
we can provide offer a clear advantage, and decision
makers acknowledge it.

MARKET TRENDS
Staying abreast of market trends to position ourselves
quickly at the leading edge of technology adoption in
the geographies in which we compete.

www.h2oinnovation.com

*1 to 10 MGD, representing >95% of NA water utilities

Water businesses
are not big
businesses

Aside from utilities,
there are few water
pure plays

Many new
Chinese entrants
to the market

There are over 1,200 privately owned businesses active in the industry
with revenues in excess of $50 M, but only one larger than $10 B
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MARKET DESCRIPTION
H2O INNOVATION
WTS

SP

O&M

Our chemicals businesses provide scale inhibitor,
cleaning chemicals, and other chemicals to the
membrane industry.

Our Water Technologies & Services (WTS)
business provides capital equipment,
engineering services, consumables, siteservices, and replacement parts for water,
wastewater, and water reuse. The technology
at the heart of every system we design is
membrane.

Piedmont provides components which
are required in the design and
construction of membrane desalination
plants.

Our Operations & Maintenance (O&M)
business provides municipal and industrial
operations for water and wastewater plants,
as well as Public Works services associated
with water distribution, sewer collection, or
storm water management.

Our Maple division provides high performance technologies,
parts and associated services supporting the advancement and
efficiency of the maple industry.

Gross Profit*

20%

39%

19%
*GP% is averaged of last four quarters

www.h2oinnovation.com
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MISSION & VISION
OUR MISSION
Water is vital and complex. We simplify water by
integrating leading technologies and a trusted team of
experts into intelligent solutions, solving water for good.

OUR VISION
Through innovation and operational excellence, we empower
our team to delight our customers and transform our industry
while protecting a vital resource: Water

www.h2oinnovation.com
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PLAYBOOK

Boldly reinvent our work,
challenge the status-quo, and deliver
world-class solutions.

OPERATIONAL
EXCELLENCE

INNOVATION
P

Relentlessly pursue efficiency in our
business processes through constant
improvement.

WE WIN BY
CREATING
VALUE

Continuously strive for higher customer
satisfaction to build long-term
relationships and
increase recurring business.

www.h2oinnovation.com

DELIGHTED
CUSTOMERS

TEAM
ENGAGEMENT

Provide a safe, inspiring, and meaningful
work environment, to ensure career
growth and
diverse talent retention.
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VALUES & CULTURE

VALUES - L'EAU

CULTURE – 3C

(FRENCH FOR "WATER")

Loyalty: Faithful to H O Innovation, our customers, and

CARE

COMMUNICATE

CELEBRATE

2

our stakeholders, expecting the same in return

Entrepreneurship: Embracing appropriate risk to drive
success through positive leadership

Achievement: Accepting of change, maintaining a
positive attitude, striving for high performance goals

Unity: Being a team player, communicating with
transparency, simplifying the complex

www.h2oinnovation.com

Take responsibility for
people, cost, quality
Build a diverse workforce
delivering unexpected
results

Be a great listener

Be thankful

Overcommunicate to
communicate

Share the news: Ring the bell,
Raise the flag

Take the time to have the
discussion

For each problem, there is
a solution
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CAPTURING SYNERGIES
WTS is a proving ground for new products from

Genesys is working with WTS to penetrate North
American Mining industry

PWT,Genesys and Piedmont
WTS
(CAPEX)

Maple &WTS share manufacturing plant and staff,

WTS
(OPEX)

drafting staff,and same vendors to negotiate

Maple may introduce Genairclean(™) to clean
membranes in maple industry

betterpricing

WTS sells equipment to O&M customers
and provides leads for O&M contracts

O&M

H2O
SYNERGIES
MATRIX

Food &Beverage market
PWT &
GENESYS

O&M and WTS share labor to support
existing customers in North America

O&M and WTS are starting to target
Design-Build-Operate(DBO) opportunities

WTS can leverage Maple know-how to enter

MAPLE
PIEDMONT

PWT, Genesys, and Piedmont share some warehousing,
logistics support, manufacturing, distribution networks, and

WTS is the biggest distributor of PWT

sales channels

chemicalproducts
LEGEND
STRONG EXISTING SYNERGY

www.h2oinnovation.com

SYNERGY IS‘’LOADING’’

POTENTIAL NEW SYNERGIES
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KEY STRATEGIC OBJECTIVES
Build a safer working environment
with top tier HS&E practice
Gain efﬁciency in O&M through
digital evolution

Centralize innovation to drive crossbusiness, synergistic technology
development

Expand our Specialty Products
offering through innovation

Use data and best available digital
tools to improve our business
processes

Transform Maple into an agri-food &
irrigation business

Invest in a strong sales culture to
provide extraordinary customer
satisfaction

Acquire companies that
will accelerate our growth and increase
our profitability

Cultivate H2O Innovation as an ESG
champion

Grow our WTS business with customers
that have high recurring revenue potential

www.h2oinnovation.com
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M&A STRATEGY
OUR DISCIPLINED M&A STRATEGY WILL BUILD ON THE
FOLLOWING PRINCIPLES
Add complimentary technologies, products,
and/or services
Create high synergies
with current businesses
Grow customer base and improve relationships to
maximize recurring revenue

Consolidate fragmented North American market for
O&M and Services

www.h2oinnovation.com
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CORPORATE SUPPORT SERVICES (CSS)
BOD

EXEC

Each Corporate Support Services (CSS) team
reports to an H2O Innovation Executive, who inturn report to the company’s Board of Directors
(BOD).

MARKETING

IT

FINANCE

BUSINESS
UNIT
LEADERS

By having these functions centralized, the
company realizes two benefits:
PROCUREMENT

HR

HS&E

www.h2oinnovation.com

These 8 crucial CSS teams exist to provide
services to their customers in the business
units.

INNOVATION

1) Optimization of labor across
multiple business units, and
2) Consistency of performance
for critical business processes.
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REVENUES, BUSINESS MIX AND ADJUSTED EBITDA
160.0 $

REVENUES IN CAD MILLION $

120.0 $

SP
WTS
ADJUSTED EBITDA-

$14.0
$12.0

100.0 $

$10.0

80.0 $

$8.0

60.0 $

$6.0

40.0 $

$4.0

20.0 $

$2.0

- $

www.h2oinnovation.com

Q1-FY2021 - REVENUES

$16.0

$-

ADJUSTED EBITDA IN CAD MILLION $

140.0 $

O&M

18%
WTS

50%
O&M

32%
SP

Business mix and SP Pillar growth
allow us to improve our gross profit
margin and EBITDA
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GROWTH OBJECTIVES
IMPROVE
GROSS MARGIN $
• Increase Sales

ACTUAL FY 2020

• Operational Excellence

Revenue $134 M

• Product Innovation

Revenue $175-250 M

Adjusted EBITDA 9.4%

REDUCE SG&S%

Adjusted EBITDA >11%

2-4 STRATEGIC
ACQUISITIONS

www.h2oinnovation.com

TARGET FY 2023
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