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Safe Harbor Statement

This presentation has been prepared by Canadian Solar Inc. (the ñCompanyò)solely to facilitate the

understanding of theCompanyôsbusiness model and growth strategy. The information contained in this

presentation has not been independently verified. No representation, warranty or undertaking, express

or implied, is made as to, and no reliance should be placed on, the fairness, accuracy, completeness or

correctness of the information or the opinions contained herein. None of the Company or any of its

affiliates, advisers or representatives will be liable (in negligence or otherwise) for any loss howsoever

arising from any use of this presentation or its contents or otherwise arising in connection with the

presentation.

This presentation contains forward-looking statements and management may make additional forward-

looking statements in response to your questions. Such written and oral disclosures are made pursuant

to the Safe Harbor provision of the Private Securities Litigation Reform Act of 1995. These forward

looking statements include descriptions regarding the intent, belief or current expectations of the

Company or its officers with respect to its future performance, consolidated results of operations and

financial condition. These statements can be recognized by the use of words such as ñexpects,ò

ñplans,òñwill,òñestimates,òñprojects,òor words of similar meaning. Such forward-looking statements

are not guarantees of future performance and involve risks and uncertainties. Actual results may differ

materially from expectations implied by these forward-looking statements as a result of various factors

and assumptions. Although we believe our expectations expressed in such forward looking statements

are reasonable, we cannot assure you that they will be realized, and therefore we refer you to a more

detailed discussion of the risks and uncertainties contained in the Companyôsannual report on 20F

form as well as other documents filed with the Securities & Exchange Commission. In addition, these

forward looking statements are made as of the current date, and the Company does not undertake to

revise forward-looking statements to reflect future events or circumstances, unless otherwise required

by law.
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Company Description

A Canadian company with global reach

ü Founded in Ontario, 2001

ü Listed on NASDAQ (CSIQ) in 2006

ü Over 7,000 employees globally

ü Present in 20 countries/territories

One of the worldôs largest solar module suppliers       

ü Module shipments of 1.54 GW in 2012

ü 2.4GW annual module manufacturing capacity 

in Q4-2013

ü Expected module shipments of 1.75-1.77GW in 2013

Poly-silicon
Ingots & 

Wafers
Cells Modules

Systems 
and 

Solutions

Vertically integrated manufacturer of ingots, wafers, cells, modules and solar 

system  and solutions
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1st

2nd

3rd

4th

5th

6th

7th

8th

9th

10th

2011

Suntech

First Solar

Yingli

Trina Solar

Canadian Solar

Sharp

SunPower

Jinko Solar

Hanwha Solar

Kyocera

2010

Suntech

First Solar

Sharp

Yingli

Trina Solar

Canadian Solar

Hanwha Solar

Kyocera

SunPower

Solar World

2009

First Solar

Suntech

Sharp

Yingli

SunPower

Kyocera

Trina Solar

Canadian Solar

Hanwha Solar

Solar World

Source: Company issued press releases, analyst reports, Canadian Solar analysis

Å Estimates based on shipments recognized into revenue indicate Canadian Solar is tied and among top three suppliers in 2012

2012

Yingli

Suntech

Trina Solar

First Solar

Canadian Solar

Sharp

JA Solar

Jinko Solar

SunPower

Hanwha Solar

2.29

1.82

1.41

1.27

1.24

1.23

1.22

0.91

0.81

0.70

GW*

Industry Rank (Shipments)

9M-2013

Yingli

Trina Solar

Sharp

First Solar

Canadian Solar

Jinko Solar

ReneSola

Hanwha Solar

JA Solar

SunPower
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Business Focus

Residential system kits

Commercial rooftops

Development and 

construction of utility 

scale power plants 

Project Development

& Total Solutions

Total Solutions including System Kits, EPC Services, Project Development  are 

targeted to be ~31% revenue in 2013, up from 13% in 2012

Leverage competitive 

supply chain

Build on core expertise

Capture additional 

margin

EPC Services

Virtually integrated 

flexible business model

Leading cost position

Bankable brand

Global footprint

Module Sales
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Track record of growing shipments and increasing market share 

Over 5.0 GW of modules installed in more than 70 countries

Industry leading, tier-1 customer base

10-yr workmanship and 25-yr linear power output performance warranty backed 

by investment grade insurance policy

All-in module manufacturing cost at $0.55 per watt in the third quarter of 2013  

Virtually-integrated ~2GW wafer-to-module platform drives manufacturing 

efficiencies while minimizing capital expenditure

Strategic wafer partnership guarantees reliable supply at industry leading cost 

structure

Canadian Solar's solar power project pipeline in Canada (499MW), U.S. (198MW), 

Japan (278MW) and China (40MW) currently  is over 1.0 GW (dc)

ü Currently assessing 200MW of additional project opportunities in Japan and 

multiple GW globally.

ü Soft project pipeline in China and other markets exceeds 3.5 GW (dc)

Landmark agreement to build 130MWdc solar power plant for phase 1 of  

Samsungôs renewable energy initiative in Ontario, Canada. Phases 2 and 3 may 

add an additional 260MWdc, when and if approved.

Differentiated 

Business 

Model

Industry 

Leading Cost 

Structure

Global Footprint 

and Bankable 

Brand

Market is expected to grow as solar energy adoption accelerates in 2014 and 

beyond

Growth drivers include: retail grid-parity, concern for the environment, energy 

security, move away from nuclear, demand for distributed energy in emerging 

markets, among other factors.

Large and 

Growing Market 

Investment Highlights
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1. Short term focus on markets where we believe it is more likely to sell projects upfront, before starting construction

2. Professionalize the development activity through partnerships  with developers that do not have the  financial 

capability to complete their projects

3. Mid- and long-term focus on markets where grid parity at utility scale most likely to happen

Where we see 

opportunity

1. Canadian Solar has a strong team with experience in project development, EPC, and M&A

2. Our team has the ability to conduct risk assessment, and understand impact on cash flows 

3. Speed, we have a process in place for quick decision making

4. We have proven access to finance and expect to develop risk insurance options for difficult regions

5. We have developed partnerships with developers and end buyers for quick access to equity 

Key success 

factors

Contracted/Late-Stage 

Project Backlog1:              

1.0 GW(dc)

Early to Mid-Stage of 

Development Pipeline2: 

>3.5GW(dc)

Canada

USA

Japan

Short term

Mid term

Long term

Monitoring

Priority Markets:

1.Late-stage project and EPC contract backlog as of the end of Q3 2013: nearly all projects have an energy off-take agreement and are expected to be built within the next 2 years; 

Over 200 MW(dc) are currently under construction.

2.Early to mid-stage of development: includes projects under assessment for co-development and acquisition, as well as projects being self-developed where the land has been 

identified or secured, and an energy off-take agreement is in place or there is a reasonable probability that an energy off-take agreement can be secured.   

Business Differentiator: Our  Project Strategy


