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Forward-looking statement

Johnson Controls, Inc. ("the Company") has made forward-looking statements in this presentation 

pertaining to its financial results for fiscal 2009 and beyond that are based on preliminary data and are 

subject to risks and uncertainties. All statements other than statements of historical fact are statements 

that are or could be deemed forward-looking statements and include terms such as "outlook," 

"expectations," "estimates," or "forecasts." For those statements, the Company cautions that numerous 

important factors, such as automotive vehicle production levels, mix and schedules, financial distress of 

key customers, energy prices, the strength of the U.S. or other economies, currency exchange rates, 

cancellation of or changes to commercial contracts, liquidity, the ability to execute on restructuring 

actions according to anticipated timelines and costs as well as other factors discussed in the Company's 

Form 8-k (filed March 9, 2009) could affect the Company's actual results and could cause its actual 

consolidated results to differ materially from those expressed in any forward-looking statement made by, 

or on behalf of, the Company.

Contact:       Glen L. Ponczak

Director, Investor Relations

414-524-2375

Glen.L.Ponczak@jci.com



Three world-class growth businesses

Building efficiency

 Creating quality indoor 

environments that are 

energy efficient, 

comfortable and safe 

Johnson Controls

Power solutions

 Providing the highest 

quality, lowest cost 

automotive batteries to 

help customers grow their 

market shares and to 

power the vehicles of 

tomorrow

Interior experience

 Delivering world-class 

technologies that 

differentiate vehicle 

interiors and increase 

consumer demand

Johnson Controls
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Automotive

48%

Buildings

37%

Power

15%

Automotive

28%

Buildings

46%

Power

26%

Sales

$38.1 B
Earnings

$1.4 B

Johnson Controls Inc.

2008 financial results
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 Well-positioned to take advantage of global mega-trends

– Energy efficiency

– Sustainability

– Emerging markets

 Proven ability to create new value for customers

 Market insight and customer relationships to adapt and lead industry change 

 Financial strength to invest in growth and take advantage of new opportunities

Long-term profitable growth
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2009 actions

Improving our cost structure and liquidity

 March 2009:  $230 million restructuring*

– 80% focused on Automotive Experience; 

remainder is primarily Power Solutions

– Approximately $185 million in cash

– 10 plant consolidations / closings

– Slightly accretive in 2009; incremental $0.15 

per diluted share benefit in 2010

 March 2009: Liquidity enhancement

– Successful $850 million convertible debt / 

mandatory equity units offering

– Reduces reliance on commercial paper market

– Stabilized credit metrics

– Financial flexibility to withstand market 

disruptions and take advantage of opportunities

September 2008 

Restructuring Update*

 Actions proceeding ahead of 

schedule; 70% complete

 Increasingly accretive to 

earnings in second half of year

 Incremental $0.20 - $0.25 per 

diluted share benefit in 2010

*updated April 21, 2009



Building Efficiency 

The global leader in creating and 
managing building solutions to improve 

energy efficiency, comfort and safety

 Highly diversified: 1 million customers

in 125 countries

 A huge installed base leading to repeat business 

 Moderate cyclicality due to large service/renovation 

volume 

Non-

Residential

94% Residential

2008 Sales: 

$14.1 Billion

Europe

29%

North 

America

53%

Asia

19%
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Building Efficiency

A long-term growth industry

 Demand for energy efficiency and sustainability 

continues to expand globally 

 Increased integration of buildings’ business, 

security and IT systems continues

Our competitive advantages

 Industry-leading HVAC service business

– 13,000 service providers, twice the size of #2 

competitor 

 Well positioned in growing emerging markets

 Broad equipment and controls offering

 Market leading integration capabilities

 Expertise and capability across the entire building 

lifecycle

 Vertical market expertise

 Renewable energy participation
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Service and 
recurring 
revenues

75%

New 

Construction

25%
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Building Efficiency

High level of recurring revenues 

Building Efficiency commercial building sales

 Recurring revenues driven by demand 

for increased energy efficiency, 

greenhouse gas reductions, occupant 

comfort

 Lower overall economic sensitivity

Global

Workplace

Solutions

SolutionsTechnical

Services

Retrofit

Less MoreEconomic sensitivity



Service and 
recurring 
revenues

75%

New 

Construction

25%
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Building Efficiency

High level of recurring revenues 

Building Efficiency commercial building sales

 Global Workplace Solutions

– On-site management and operation of facilities

– Primary customers: Global 1000

– Multi-year contracts

– Counter-cyclical:  companies looking to cut 

costs turn to outsourcing
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Building Efficiency

High level of recurring revenues 

Service and 
recurring 
revenues

75%

New 

Construction

25%

Building Efficiency commercial building sales

 Technical services
– Van-based repair, maintain services via local 

Johnson Controls branch offices

– Typically contracts: one or more years

– Not highly economically sensitive; deferred 

maintenance leads to higher energy costs, 

equipment failure

– High renewal rates

– Highest service penetration in N. America

– Service culture developing in China, Middle 

East



Service and 
recurring 
revenues

75%

New 

Construction

25%
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Building Efficiency

High level of recurring revenues 

Building Efficiency commercial building sales

 Solutions

– Bundled offerings, driven by energy 

efficiency improvements / alt. energy

– HVAC equipment and controls installations, 

coupled with multi-year service contracts

– Popular in government and education 

buildings as it requires no capital outlay and 

provides positive cash flow; offsets bonding 

and tax revenue issues

– Primarily North America

– Clinton Climate Initiative bringing 

performance contracting to new markets



Service and 
recurring 
revenues

75%

New 

Construction

25%
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Building Efficiency

High level of recurring revenues

 Retrofit

– Primarily replacement of HVAC 

equipment and controls at end of life or 

failure 

– Includes engineering and installation 

services

– Experiencing deferrals; atypical 

behavior by customers

Building Efficiency commercial building sales
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New Contruction

 North America

– High concentration in "institutional" 

buildings

-Government, healthcare, education

-Institutional sector historically 

performs significantly better than 

overall construction market; true this 

cycle as well

 International

– Europe down mid-single digits

– Middle East, Latin America significantly 
lower

– China up low double-digit

Service and 
recurring 
revenues

75%

New 

Construction

25%

Building Efficiency

HVAC equipment and controls
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Non-residential buildings

High level of visibility

Backlog

 Updated quarterly

 Signed contract; work not yet completed

 Converts to revenue in 6-9 months 

 Not included: Workplace Solutions or Unitary 
(residential) Products businesses

 Historically low backlog cancellation rate

– Contracts typically awarded after financing is in 
place & work has begun

– Tighter credit could have impact, but no atypical 
cancellations to date

Pipeline

 “Pipeline” tracking of bid activity

 Precursor to backlog.  6-9 months of additional 
visibility

Visibility of future 
performance

 $4.5 B backlog (+6%*) at 

March 31, 2009

 Pipeline stable

-New construction down

-Existing buildings up single digits

-Strength in federal, healthcare 

and higher education

*excluding impact of FX



Building Efficiency

Stimulus funding for investing in energy 
efficiency, infrastructure

– JCI pipeline of ARRA projects: $750 
million

Architectural Billing Index (U.S.) 
stabilizing

– Potential cycle bottoming in 2010

Continued strong growth in pipeline for 
Global Workplace Solutions

– Over $1 billion in identified projects

 Initial signs of residential market 
stabilization

– U.S. tax credits for first-time buyers

Some recent encouraging signs

$12 B target JCI addressable 

market opportunity

Education

Modernization

$5 B

Federal

Buildings

$3 B

Grid /

Renewables

$2 B

State 

and Local

$2 B

American Reinvestment 

and Recovery Act



Some recent encouraging signs
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U.S. - $787B
•Focus: $287B on tax cuts, $500B on 

spending projects, social programs

Canada - $33B
•Focus: tax cuts (25%), infrastructure 

(30%), social programs (45%)

North America - $820B

Mexico – not specified
•Focus: roads, education

Brazil - $64B
•Focus: auto sector, infrastructure

Argentina - $30B
•Focus: infrastructure, energy projects, tax 

cuts

Latin America - $94B

U.K. - $ 29B
•Focus: sales tax cut

Spain - $ 21B
•Focus: public works, infrastructure

Germany - $110B
Focus: building renovations, infrastructure, 

tax incentives

Italy - $106B
•Focus: tax cuts, fiscal incentives

France - $35B
•Focus: public projects, construction

Russia - $62B
•Focus: tax cuts

South Africa - $84B
•Focus: infrastructure (airports), World Cup

Europe - $447B

Japan - $154B
•Focus: subsidies, loans

China - $586B
•Focus: infrastructure, housing, 

environmental protection

India - $4B
•Focus: infrastructure, export sector

Indonesia - $6B
•Focus: tax cuts, infrastructure

Australia - $37B
•Focus: infrastructure, schools, housing

South Korea - $51B
•Focus: tax cuts, green investments

Asia - $838B

Saudi Arabia – not specified

Turkey - $10B
•Focus: infrastructure, export subsidies, 

social programs

Middle East - $10B

Source: CNBC Total global stimulus is over $2.2 trillion with 

65% from U.S. and China alone



Expanding market leadership through technology

HVAC systems

Next generation compressor / drivelines

 Variable frequency drives, frictionless 

bearings

 Embedded controls and use of   low-cost 

end devices to improve total system 

installed cost

New refrigerants

 Leader in natural and alternative 

refrigerants

Equipment innovation
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Control via Internet, cell, PDA to increase ease 

of use and lower operating costs

Wireless systems:  Integrate with broader 

range of building systems at lower cost

Extending capabilities

– Optimized central plant, not just equipment

– Energy tracking applications

– Use of advanced diagnostics/fault detecting

Metasys Building Automation System

Expanding market leadership through technology

HVAC Systems 



Unique information platforms 

become our eyes and ears to 

optimize a facility’s entire 

operations as well as prioritize 

projects

Enables differentiated advisory 

capabilities 

Provides enterprise-wide visibility to 

GHG footprint, utility spend, and 

progress achieved by projects

Energy / greenhouse gas measurement and management 

Expanding market leadership through technology

YOUR LOGO 

HERE

20 May 19, 2009  |  Confidential and Proprietary
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Residential HVAC

(Unitary Products Group)
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The fundamental long-term growth drivers for residential HVAC 

equipment remain solid despite the current economic climate

 Average age of existing equipment increasing, ultimately leading to 

increased demand for replacements

 Rate of homeownership increasing

 Increases in income and age of home-owning population 

are growing demand for second homes

 As existing housing stock ages, new homes 

built to meet replacement demand

 New legislation favoring higher energy 

efficiency

North American residential HVAC



North American residential HVAC

New technology focused on efficiency

 MicroChannel gaining share

 Strong market demand for new 

33-inch furnace

Energy efficiency driving demand:

90% of our orders are for 95% 

efficient furnace

MicroChannel 

reduces outdoor unit 

size by 33% 
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Initiatives

We have put in place several initiatives to improve the health of 

our UPG (residential) business 

Cost reduction

Operational excellence

Improve customer access

Lead in quality

Expedite product development

Improve partnering 

Profitability-Oriented

Cost / BBP / Supply Chain

Plant reductions

Residential SKU reductions

Production scheduling / inventory 

management

Growth-Oriented

Distribution growth / optimization

Dealer acquisition program

Goals



Summary

Building Efficiency

 Highly diversified:  geographic and product offering

 Majority of revenues are recurring/service-oriented

 North American and European markets:  downturn 

to continue through 2010

 Asia, Middle East still showing growth

 U.S. and global government stimulus a plus, but too 

early to quantify

 Improved residential performance due to cost 

reduction efforts

 Improving overall cost structure

Well positioned to take advantage of 

growth opportunities


