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Certain statements contained in this presentation may qualify as “forward-looking
statements” within the meaning of Section 27A of the Securities Act of 1933 and Section
21E of the Securities Exchange Act of 1934. All statements other than statements of
historical fact should be considered forward-looking statements made in good faith and
are intended to qualify for the safe harbor from liability established by the Private
Securities Litigation Reform Act of 1995. Words such as “anticipate”, “believe”, “expect”,
“estimate”, “forecast’, “goal’, “intend”, “objective”, “plan”, “project”, “seek”, “strategy” and
similar expressions are intended to identify forward-looking statements. Such forward-
looking statements are subject to risks and uncertainties that could cause actual results to
differ materially from those expressed or implied in the statements. These risks and
uncertainties include, but are not limited to, the following: general economic conditions
on an international, national, state and local level; weather conditions in our marketing
areas; changes in commodity costs; changes in the availability of natural gas; “non-routine”
or “extraordinary” disruptions in our distribution system; regulatory, legislative and court
decisions; competition; the availability and cost of capital; costs and effects of legal
proceedings and environmental liabilities; the failure of customers or suppliers to fulfill
their contractual obligations; and changes in business strategies. These cautionary
statements should not be construed by you to be exhaustive. While S]I believes these
forward-looking statements to be reasonable, there can be no assurance that they will
approximate actual experience, Further, S]I undertakes no obligation to update or revise
any of its forward-looking statements, whether as a result of new information, future
events or otherwise.




South Jersey Industries

“Improvise, Adapt, Overcome”




2006 Analyst Conference

Goals
* Average annual EPS growth of 6-7%
* 3-6% annual dividend improvements

» Execute from low-to-moderate risk
platform
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2011 Analyst Conference

Goals

= Average annual economic earnings per
share growth of at least 6-7%

v 2011 Guidance Target of 9-15%
* Increase the annual dividend by at least 6-7%
v Target 50-60% payout ratio

* Execute from low-to-moderate risk 6
platform
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2006 Analyst Conference

2000 - Environment at Our Utility

* The impact of significantly declining customer
utilization rates due to:

v’ Energy efficient new homes and appliances
v' High commodity prices

= |In October 2006, S]G implemented decoupling
through the CIP

@




2006 Analyst Conference

2000 - Environment At Our Non-Utility Businesses

* Development in Atlantic City was booming

v Multiple major casino projects were announced
with SJI planning large-scale plants to serve those
facilities

* As the recession hit, SJI shifted to focus on renewable
energy projects, particularly in landfills and solar

@




2006 Analyst Conference

2006 - Environment At Our Non-Utility Businesses

* Wholesale marketing was very lucrative:

v’ Gas supplies to the northeast came predominantly
from the south

v’ Summer /winter price differential was wide

v Amaranth collapse expanded margins in the out years

" As storage spreads thinned and the value of
transportation assets became depressed, SJRG
shifted focus to increasing capacity in, and to, the

Northeast C{




South Jersey Industries

Net Income Net Income Net Income

2006 2010 5 Year
(s000's) (sooo's) Growth Rate
SJI Consolidated
Forecast™ $54,380 869,322 7%
Actual $54,036 $80,983 1%

*$JI Base 5 Year Plan - 2005




Selected Financial Data

_ 2006

Operating Results

Economic Earnings $54,036

Economic EPS -~
Continuing Operations $1.85

Share Data
Dividend Payout 49.7%
Annualized Dividends
Declared 50.98

2007 | 2008 ‘ 2009

561,807 867,876 $71,255
$2.09 $2:27 $2.38
48:2% 48.8% 51.4%
$1.08 $1.19 $1.32

2010

$§80,983

$2.70

50.2%

$1.46

]
y
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Annual Total Shareholder Return
“Value of $100 Invested June 2001
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2011 Analyst Conference

2011 - Environment at our Utility Business

* Commodity prices are at the lowest point in the last
decade/supply is at highest level ever

* Transmission and distribution system safety is highest
priority of state and federal regulators

* Economy has dramatically reduced new housing
development

@
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2011 Analyst Conference —

2011 - Environment at our Non-Utility Businesses

* Economic downturn has reduced demand for large
scale thermal projects

® (Gas marketing has undergone an evolutionary change

13




V_/_'_'
= i

Key Drivers for SJI's Future

= Government focus on energy efficiency
and infrastructure development

= Utility plant growth through routine and
safety-related CAPEX

= Direction of NJ's Energy Master Plan and
national energy policy

= Ramifications of the Marcellus 6
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Utility Plant Growth

= Five-year average spend on non-revenue
producing plant has been $25-$30 million

v Requires base rate case for recovery

» Average annual CIRT expenditures have
been $50 million

v'We plan to continue this level of CIRT
expenditure

@
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NJ Energy Master Plan

* Updated by Governor Christie in 2011

* SJI was an active participant in setting plan
priorities

= Renewable energy sources and efficiency
initiatives retain an important role

* Natural gas is now a focus and the fuel of choice
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Marcellus Shale

= Game Changer

v PA is the “Saudi Arabia” of natural gas

v Latest estimates range from 43 TCF to 144.1 TCF
of recoverable gas reserves

v Extraction technology is advancing rapidly

17




SJG Agenda

*SJG Quick Facts
*Key Performance Drivers
*Regulatory Strategy

*Projected Financial Performance
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_JG Serv1ce Area
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SJG Service Area

= Serve the 7 Southern-most counties of New
Jersey
* 350,000 customers
v 93% Residential
v 7% Commercial/Industrial
* 1.2% Customer Growth in 2010
* 65% Market Share
= System:
v 122 Miles Transmission
v 6,010 Miles Distribution

20




SJG Historic Performance

Net Income Net Income Net Income

2006 2010 5 Year
(s000's) ($0o0’s)  Growth Rate
South Jersey Gas Company
Forecast™ $34,686 $42,84 4%
Actual $35,838 $43,924 5%

*$JI Base 5 Year Plan - 2005
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Energy Master Plan

|\

* Natural Gas is the centerpiece

v Marcellus Shale will create a long term supply
* Plan creates opportunities for SJG

v" CHP and gas-fired generation

v Conversions from other fuel sources

v Infrastructure expansion/replacement

<

Energy Efficiency Investments

<

CNG infrastructure
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~ Pipeline Safe_ty }
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Significant events over the past year have
impacted the national focus on pipeline safety

SJG is very involved in the discussion

New Jersey’s pipeline safety rules are more
comprehensive than current Federal rules

SJG is ahead of current requirements and we are
in good position relative to expected changes in

Federal rules 6
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“Capital Investment Recovery Tracker

® = More than $150 million invested
- over past 3 years
= 120 miles of bare steel & cast iron
. mainreplaced
. * Proposing to replace all remaining
bare steel & cast iron main over 10
years
* Investment of $50 million per year
= Will be seeking recovery in line with
existing CIRT

@

3
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~ Gas Supply Okpp>ortunity

o0

NEW VORI

Marcellus Shale is a "game-changer”

v Opportunity to maintain long term,
low cost gas prices

Producers looking for ‘homes' for gas

supply

Additional transportation will be
built to move the gas to markets
Lower gas costs provide “headroom”
for infrastructure investments
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“Historical Customer Growth

355,000
350,000
345,000
340,000
335,000
330,000
325,000
320,000
315,000
310,000
305,000
300,000

2006 2007 2008 2009 2010 2011 Proj

M Base Customers ® New Construction [ Conversions
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Fuel Price Comparison

$3,500

$2,500
$2,000

$3,000 $3,72 248
$1,500

$
$1,000 263

S0 :

Natural Gas Qil Electric Propane

$2,132

Annual commodity cost for a typical residential heating customer




* 150,000 Conversion Opportunities
v’ 40,000 on or near main
v 110,000 canvassing
= Fuel Mix
v 77% oil
v 19% electric
v’ 4% propane
* 20,000 conversions targeted over
the next 5 years
* s6 million incremental net
income by 2015

6’ )
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“Projected Customer Growt

380,000

375,000 -

370,000
365,000
360,000
355,000
350,000
345,000
340,000

2011

Projected Total Number of Customers

2012 2013 2014

2015
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CNG as a Transportation Fuel

The economics work

< Fuel savings of $1.50-2.00
per GGE

Abundant supply should

create stable pricing

Reduces greenhouse gases

Domestic supply supports
national energy security

Supports NJ Energy Master
Plan objectives

Increasing customer interest

30
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CNG Infrastructure Expansion

Legend
Existing Station

% Customer Potential
+ SJG Potential
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~ CNG Financial Benefits - 2015

* SJG Fueling Stations - $uM investment
v $600K annual net income
Sales to third party vehicles/stations
v $200-300K annual net income
* SJG Fleet Conversion - 400K fuel cost reduction by 2015
* Loan/incentive programs - TBD

32




“Energy Efficiency

* Conservation Incentive Program (CIP)

v Saved customers $219 million in energy costs
= Energy Efficiency Tracker
v Investing $17 million to promote customer enerqy efficiency
improvements

* Future investments will support Energy Master Plan objectives

33




 Regulatory Strategy

CIRT extension

Rate case strategy

Energy efficiency programs
v CIP/EET

New initiatives

v CNG

34




'CIRT Valuation Methodology

Potential Annual
Capital Investment

X Equity/Cap Ratio
X Current ROE

Estimated
Incremental Annual
Net Income Benefit*
*Generic value analysis. Gives
no consideration to other

potential regulatory issues
(positive or negative).

CIRT
$soM

51.2%

10.3%

$2.6M

10 Year Program
Value
Potential -
$25M increase in
utility net
income

35
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" Base Rate Case

* Completed last case in September 2010

* $50-$55M annual CAPEX could potentially
produce a rate case every 4 years

= Generic value analysis

v Gives no consideration to other potential
regulatory issues (positive or negative)
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Rate Case Valuation Methodology

Minimum Capital
Investment (non- CIRT)

X Non-Revenue Plant
X Equity/Cap Ratio
X Current ROE

Estimated Incremental
Annual Net Income Benefit

*

Generic value analysés, (rives no consideration to other

Rate Case
$200M
50.0%
51.2%

10.3%

$5.3M

37
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SJG Financial_Sufnmary

* Annual net income growth 2006-2010 5%
* Targeted annual net income growth 2011-2015 Up to 12%
* Key Financial Drivers

v CIRT contributes $2 - $3 million annually

v Customer Growth contributes $2 - $3 million annually

v Future Base Rate Case contributes $5 - $7 million

Note: 2011 includes incremental $7.5 million from rate case impact

0
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South Jersey Industries

Questions on
South Jersey Gas?

39




SJES Agenda _

= SJES Highlights

* Historical Performance
* Key External Drivers

= Key Financial Drivers

* Projected Financial Performance

40
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Non-Utility Highlights ™

Consistent - Focus on energy

Diverse - Multiple products and services

Stable - Projects target annuity-like income streams
Agile - Lean with cross-functional expertise

Deep - Robust queue of future opportunities

41




Seuth Jersey Energy Solutions

Non-Utility
Forecast™

Actual

*SJI Base s Year Plan - 2005

Net Income
2000

(sooo’s)

$19,604
$18,198

Net
Income

2010

(sooo's) Growth Rate

$26,481

$37,059

Net Income

5 Year

1 3‘5‘6‘1

21%

42




South Jersey Energy Solutions

Net Income

(pace)
Non-Utility - Actual
Wholesale 812,607
Retail $5,501
Tortal $18,108

Net Income
2010

1Soaos)

$21,218
815,841

$37,059

Net Income

s Year

Growth Rate

13%
25%

21%
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SJES Business Structure

Targeted 2015 Earnings Contribution

® Market Stable
® Market Sensitive

44
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SJE/SJESP Strategy =

Focus on:

*Markets and segments where our ‘Brand’ can be competitive
*Target underserved markets- e.g. small commercial, food processing, etc
=Diligently manage risk
*Maximizing operational efficiency
=Leveraging strategic partnerships
*Remaining agile
v Consider all actions necessary to better compete (HomeServe deal)

6’ )

=Targeted growth of 10% per year
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SJE/SJESP Strategy

|\

HomeServe Partnership:
*Stabilize and reposition business in a struggling industry
*Benefits:
v Provides scale to grow customer base
v Commission on new and renewing contracts
v'Fixed job rate covering direct and indirect expenses

v Right-sizing workforce and improved productivity

46




SJE/SJESP Strategy

Targeting 10 % Annual Growth from:
« Repositioning of SJESP
» Growth in base retail markets of NJ and PA

» Geographic expansion

a7
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Marina/Energenic Strategy

Energy project business is focused on:

* End-user solutions producing cost savings and
operating efficiencies

* Producing equity returns in 18-30% range

= Annuity-like returns over a long term

48
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Marina/Enérgénic Strateg

= Leverage opportunities in CHP

v Cogen and district energy poised for growth due
to growing supply and emphasis on natural gas
based solutions

* Bullish on solar despite pull back of SREC prices

@

49




= -

== - —

Marina/Energenic — Solar Projects

» Key business drivers:
vITC
v Accelerated depreciation
v SREC'’s
= Narrowed target market:
vi1-6 MW
v Low cost interconnect
v Cost per KW at or below $4200/KW

50




Selar Project

ABC Energy Partners

Solar Pro Forma Analysis
General Inputs and Assumptions
($o00)

Capital Commitment

Net Capital Outlay $ 10,000
!vll'lllﬁ' wcture
Equity 507 § 5.000
Debt 50% § 5000
Total woMN S 0,000
Debt
Term APR 7.50%
Term Term, Yrs 15.00

Operating Cost Summary

Cost of Goods 1 -
O&M Expense s 3
Total Operating Costs ~ § 31

Financial Return Information

ROE on Pre Tax Cash Flow
ROE on After Tax Cash Flow

RO (IRR on RO vs, Total
Cap)

Net Book Income, Yri
Average NBI, Yrs 2415

ITC Year

3,000

51
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Solar Project Income Statement

ABC Energy Partners

Solar Pro Forma Analysks
Income Statement

(A Amounis in sooo Unless
Noted )

Project Year ] 2 3 4 5 Average
Fiscal Year 2m2 am3 2004 M5 2016 a7 - 2026
Total Revenue 1478 1455 40 S L4098 S L5 S 1547
less: Cost of Goods Sold N s ) s s e
Gross Profit 1,478 81,483 $1,491 St $1,505 547
less: Expenses $33 $31 S14 £34 536 § 10
EBITDA SLAES a5 SLASY s5,61 A0 $a,407
less: Interest $375 $301 S5 $329 £ 8 78
less: Book DEA 07 shivz 007 bl 607 § 047
Pre-Tax Eamnings 304 8424 445 468 $302 W
less: Taves 06y ST Si182 191 2§ N
plus: Investment Tax Credit $ 5,000 S0 $0 S0 S0 §

Net Book Income S3230 263 201 §302

52
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ABC Encrgy Partners
Solar Pro Forma Analysis
Cash Flow Statement
(Al Amounts in sooo0 Unless Noted)
Project Year 1 2 3 4 3 Average
Flscal Year 2002 23 2004 W5 2016 2020
EBITDA 3,443 SL45 SL457 $1,401 $1470 .50
DERT
Interess $17% E3 10 33 £ 341 S8
Principal San 206 s318 s130 538y
Total Debt Payment S0 hh Sy S4H6 whh
PRETAX CASH L= T S884 s=ai 847 a0y o
EHITDA S1.451 51,403 sLq70
Less Intesest 5300 $320 £}
Less Tax D&A 51,30 S44¢ 5400
Faxable Cash {826 w3 8664
Tax on Cash ST sin sy [53%]
leweestment Tax Credie s 3000 3
AFTER TAX CASH 0% STV @3 s S04
CUMULATIVECASH $5523 $0,520 $7.290 $7.923

53




Required MW vs Installed MW

1500 1

000 4 ]

“Courtesy of the NJ Office of Clean Eneray

54
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Marina/Energenic - CHP/Thermal

= Key business drivers —
v ITC/Accelerated depreciation
v Long-term capacity payments
v Low cost fuel source
v Pass through of variable expenses e.g. O&EM, fuel

= Project economics work without subsidies

@
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District Energy

Project

XYZ Energy Partners
CUP With Cogen Pra Forma Analysis
General Inputs and Assumptions

(s000s)
Capital Commutment
Hard Costs 8 48,000
Softs Costs s '
Total Project Costs $ 50,507

Capitad Striscture

Excpuity WS o
Debt 70N 35997
Total wa™s 5

Lt

ferm AFR 7 %%
Term Term, Yis 200,00
Jpcating Cost Summary

Cost of Goods s .629
&M Expense LY ¥

Total Operating Coses £ 26,404

[Fnancial Betum Indormation

ROE on Pre Tax Cash Flow
ROE a0 After Tax Cash Flow

RCYCIRE o0 NOD ve Joral Cap)

Net Boak Incomwe, Yr
Average NBI

PTNPV @ 5% (et of equity)
AT NPV @ o™ (net of equity)

24-45M0

g0

13.46%

1451
S1,uh8

s, 327

514,255
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District Energy Income Statement

XYZ Energy Partnerss

CUP With Cogen Pro Forma Analysis

Income Statement

LAl Amounts in sooo Unless Noted )

Project Year

1 2 3 4 5 Average
Fiscal Year 2002 2013 2y 2015 2000 2017 - 2026
Total Revenue 533148 $33,88:2 $34.634 $35.405 306,005 41,001
less: Costof Goods Sold $14,629 514,995 $15.170 $25.754 $20,148 318,544
Gross Profit $18,519 18 887 519,204 519,650 $22,458
less: Expenses SUL7TY S12,088 $12, 3006 12952 $12.564 $14.482
EBITDA $0.743 sS40 36,95 17,008 78

less: lnterest $2.0613 82,57t $1.505 $2.433 1,150 SLTTT
less: Book DEA $2,%72 S2.572 $2.572 52472 $1.572 $2.%72
Pre-Tax Famings 1,530 81,706 51,58 $2,06% $2.254 $3527
less: Taxes shig shla $750 sd23 $8aG $1,406
plus: Investment Tax Credit $31 528 30 20 S0 0 $0
Net Baok Income $3.4% $1,020 sLap sLq0 SL3YS S04
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District Ener gy Las oW
-

Cash Flow Statement
(Al Amounts in sooo Unless Noted)
Progect Year 1 2 3 4 5 Average
Fiscal Year ENTE) amy 101y ams b 20r7 - 2026
EBITDA s 56,849 5057 7,068 L2 7875
DERT

Ieresa $2613 SLa1

Principal S8 Syoi
Total Debt Paymenst $14u 4
PRE TAX CASH sy S04 53520 s3637 14,944
EBITDA S7008

Less Interest 2413

Lass Tax DRA 4,454
Taxable Cash SO
Fax on Cash (82,0 15754) 152 1,900
Imvestment Tax Credas S0 80 S0 so s0
AFTER TAX CASH 55521 $4,280 53486 $L355 52,530
CUMULATIVECASH 56,413 01004 06114 1,8 $21,146

)
o8
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Operating Retail Energy Facilities As Of 9/30/2011

s6.3M 100% 2002 20 Years

Borgata s Theemal s28.6M $88.6M 100% 20032006 | 20 Years
PorxCasino | Energenic | Theemal $12.6M $1.60 50% 2000 18 Years
Mn::'r'?on s CHP (8.4MW) $2TM s2.7m 100% 2004 10 Years
MTFCogen | Energenic | CHP (7.0MW) |  $27.3M $3.9M 50% 2010 18 years
ACLE Energenic "‘m“ s2.6M s2.4M 0% 2006.2007 | 16 Years
WELE Energenic “(';‘m,%" s5.3M s0.7M 50% 2006 15 Yoars
BCLE Energanic | SRUNSSE | s1eam s1.4m 50% 2007 20 Yoars
SCLE Energenic | NGRS | sarm s0.6m 0% 2008 20 Yoars
FCLE Energenic '1’;",',2;“ STM $1.5M 0% 2010 20 Years
SXLE Energenic "'(’;m"‘ $10.1M $1.0M 80% 2011 20 Years

*SJI has 50% interest in all Energenic projects
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Stockton sa Solar (1.29W) S9.9M 5$9.9m 100% 2008 20 Years
pisrotiopd s Solar (0.7MW) | s40M $4.0M 100% 2000 16 Yoars
e g s Solar (298W) | $13.2M $2.9M 100% 2010 16 Years
gnsoistang s Solar (17MW) | s9.5M s2.2M 100% 201 16 Years
Soabrock | Energenic | Solar(3.aMw) | $18.TM $3.M 50% 2010 18 Years
New Brunswick] Energenic Solar (2.28W) S15.0M 3t.om 50% 2010 15 Years
MUA Phase 1 SJI [Solar(7sMw)|  $4.3M $0.9M 100% 2011 16 Yoars
MUA Phase 2 sJi Solar (.53MW) $28m $0.6M 100% 2011 15 Years

*SJI has 50% interest in all Energenic profects @'
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Announced Retail Energy Projects As Of 9/30/2011

- Other*
McKee City Sofar
s sl oy | S18T™ | siem $9.4M $47TM | 201112012
APEXICCLE| Energenic "‘";‘:::,',g“ M | s7em | swesm | sesm 2011
ACR District
Energy Energenic |  Thermal $157.2M $35.3M $118.0m $0.0Mm 2012
Facility

*SJI has 50% interest in all Energenic profects
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Marina/Energenic Pr

o}ect Pipelirié

Total Project Pipeline

3 mCHP
® Landfill/Biogas
m Solar
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“Marina/Energenic l—)rg)j\ect Pipeline

.~

* Project Pipeline: CHP

vy \ Meal Predininany
ATy '
Caguacity (W) 1.5
Tited CAPEX M illioree uss 1]
5 ® Advanced
® Medium

» Preliminary

@

"y
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Marina/Energenic l_)r(.)}éct Pipeline

Adbvaoced Medlhre Predinina

ATy + ) @

* Project Pipeline: Solar Capiy ] s |

Tt CAPEX M &lborex uTh b

®m Advanced
® Medium
» Preliminary

®
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Marina/Enérgénic Strateg

= Annual growth goals:
v 1-2 mid/large scale CHP projects through 2015

v 4-5 solar projects, through 2016, within defined
target market

v Energy services and landfill-gas-to-electric

65




SJRG Strategy

* Wholesale business is focused on:

v Continuing to extract max value from traditional
storage and transportation assets

= Aggressively seek new marketing partners in Marcellus
v Portfolio approach of short and long-term deals
v Diversity of revenue streams and risk

* Redeploy capital from Potato Creek lease and sale to
acquire additional acreage throughout Marcellus

* Leverage expertise to create new relationships and
investment opportunities across continuum g )

66




SJRG Strategy

Targeted Earnings Contribution Shift

Marketing

2010
16%

Storage/Transportation 75%

Generation Sales
Royalty Program - SJX

5(.'/0
40 b

2015
50%
20%
13%

17%

67
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Marcellus Shale Opportunities

Producer marketing:
= Mix of long and short-term deals
v 700,000 dt's/day under long-term contract
= Mix of assets, expertise and reputation
* Relationships with major producers

68
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Marcellus Shale Opportunities

Royalty Purchase Program:

* Used Potato Creek proceeds to purchase royalty
rights

* Future revenue associated with production
without risk and capital associated with drilling

= Diversify acreage across more counties

* New marketing opportunities

69




SJES Royalty Purchase Program

70
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Marcellus Royalty [nvestment

Proceeds

Lease Bonus

Sale of Working Interest
Total Proceeds

Investments

Potato Creek

Phase I Royalty Purchase
Phase Il Royalty Purchase*
Total Cost

* Proposed

8 7.5MM
s10.o0MM
$17.5sMM

Acres
21,500
2,100

4,200

Total Cost
$2.6 MM
$ 5.4 MM
$10.0 MM
$18.0 MM

3.0%
14.5%
14.5%

1,
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Marcellus Royalty Investment

Acres

Royalty Percentage

Net Acres

MCF per Acre

Forecasted Production (BCF)
Unit Revenue

Gross Income (in millions)

SJI Investment (in millions)

Potato Creek

21,500
3%
630
37,500
23.6
$4.50
$106.2

$2.6

Acquired
Acreage

2,100
14.5%
305
7,500
9.8
$4-50
$44.1
$5.4

Projected
Acreage to be
Acquired

4,200
14.5%
609
37,500
20.5
$4.50
$92.3

s10.0

SJI's net cash deployed = $500K! 6{)
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Marcellus Shale Opportunities

Merchant Generation

» Provides outlet for growing Marcellus production

* Off-take for generation is critical to financing generation
projects

« Opportunity for marketers like SJRG to match producers
with generators
v Commodity is a pass-through
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STES Summary

Annual Growth Goal - Up to 10%

= SJES/SJESP- HomeServe transaction and
geographic expansion

« Marina- Increased opportunity for solar and
CHP development, annuity like earnings, strong
project queue

« SJRG- Diversified Marcellus strategy, long-term
producer contracts, royalty purchase program

74




South Jersey Industries

Questions on

South Jersey Energy Solutions?

@
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SJI - Financial Capability

\

Ready access to debt capital
= Revolver refreshed in 201
v §]1 - $300M
v §]G- $200M
v Both are for 4 years
* SJG established Commercial Paper program
* SJG renewing Medium Term Note Program
v Ability to issue public and private debt

= Project financing used for larger non-utility energy projects

@
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Current Debt Maturities

Amount 2016 &
Outstanding 2012 2013 2014 2015 Beyond

South Jersey Gas
Company " $400.0 $2.2 $27.2 $23.2 $12.1 $335.3
f.‘.’.‘a'f."m ' iy iz & i $- 86y
Total SJ1 Consolidated 84654 2.2 Sa72  s232  S2a 83967

Includes s35M private placement to be drawn April 2012
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SJI - Financial Capability

Ready access to equity capital

= Utilize the Dividend Reinvestment Plan (DRiP)

v Reopened optional cash investment feature as new issue
v Historically used to balance equity/capitalization ratio
v On average, plan expected to raise $8-s10 million per year via

DRiP
= SJI target remains to average 50% equity/cap ratio

6’ )
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What should this mean for SJI?

= The Marcellus and the Energy Master Plan
creates demand that aligns with our
products and expertise

= Infrastructure investments driven by
pipeline safety and utility plant

= Increased demand should equal growing
profits

@
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What should this mean for SJ1?

= More demand for utility to expand its
capacity to deliver gas

* More demand for the energy projects we
specialize in building

* More demand to purchase natural gas

= More need for an energy consultant
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SJI Earnings Growth Targets

Net Income Net Income

2010 5 Year
(so00's) Growth Rate
Utility $43,926 Upto12%
Non-Utility $37,059 Upto10%
SJI Consolidated $80,983 6 -7%

SJG remains the primary contributor to SJI's earnings
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