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The Company maintains its focus on the preservation and profitability of the energy 

customer base. A total of 284,000 customers were lost during the quarter and replaced by 

new additions. This compares to 231,000 lost a year earlier and 234,000 lost in Q4.  

In addition to the 364,000 new energy marketing customers added, a further 334,000 

customers renewed their contracts during the quarter.  The Company’s traditional sales force 

was augmented by strong results from telemarketing, internet sales and network marketing. 

Traditional door-to-door marketing accounted for 35% of first quarter consumer and 

commercial energy marketing additions, while non-door-to-door channels contributed the 

remaining 65%. Prior to the acquisition of Hudson Energy in fiscal 2011, the vast majority of 

new customers were signed door-to-door. These figures provide clear evidence of the success 

of the Company’s efforts to diversify its sales efforts. With the opening of new markets such 

as the U.K., Just Energy’s sales capacity remains at its highest level in history. 
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