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Forward-Looking Statements

Certain information included in this investor presentation constitutes forward-looking statements and information and future-oriented financial information under applicable securities
legislation and is provided for the purpose of expressing management’s current expectations and plans for the future. Readers are cautioned that reliance on such information may not
be appropriate for other purposes, such as making investment decisions.

More particularly, this investor presentation contains statements concerning Azure’s anticipated: business development strategy, customer orders, product deliveries, sales, revenue
and revenue growth. The forward-looking statements are based on a number of key expectations and assumptions made by Azure, including expectations and assumptions concerning
achievement of current timetables for development programs and sales, target market acceptance of Azure's products, current and new product performance, availability and cost of
labor and expertise, and evolving markets for power for transportation vehicles. Although Azure believes that the expectations and assumptions used to develop the forward-looking
statements are reasonable, undue reliance should not be placed on the forward-looking statements because Azure can give no assurance that they will prove to be correct.

Since forward-looking statements address future events and conditions, by their very nature they involve numerous risks and uncertainties that contribute to the possibility that the
projections and forecasts in the forward-looking statements will not occur and that actual performance or results could differ materially from those anticipated in the forward-looking
statements. These risks and uncertainties include, but are not limited to, the risks associated with Azure's stage of development, history of losses and lack of historical product
revenues, uncertainty as to product development and sales milestones being met, product defect and performance risks, competition for capital and market share, uncertainty as to
target markets, dependence upon third parties, changes in environmental laws or policies, uncertainty as to patent and proprietary rights, availability and retention of management and
key personnel, exchange rate and currency fluctuations, uncertainties relating to potential delays or changes in plans with respect to product development or capital expenditures, the
ability of Azure to access sufficient capital on acceptable terms, and environmental and safety risks. This is not an exhaustive list and additional information on these risks and other
factors that could affect Azure’s operations and financial results are included in reports on file with the Canadian securities regulatory authorities and can be accessed through the
SEDAR website at www.sedar.com.

The forward-looking statements contained in this investor presentation are made as of the date hereof and Azure undertakes no obligation to update publicly or revise any forward-
looking statements or information, whether as a result of new information, future events or otherwise, unless so required by applicable securities laws. Additionally, Azure undertakes
no obligation to comment on the expectations of, or statements made by, third parties about Azure.

Azure’s securities are a highly speculative investment and are not intended as a complete investment program. They are designed only for sophisticated persons who can bear the
economic risk of the loss of their investment in Azure. There can be no assurance that Azure will achieve its investment objectives. Target investment goals are not a guarantee of
future returns. The attached material is provided for informational purposes only as of the date hereof, is not complete, and may not contain certain material information about Azure,
including important disclosures and risk factors associated with an investment in Azure. This information does not take into account the particular investment objectives or financial
circumstances of any specific person who may receive it. Before making any investment, prospective investors should thoroughly and carefully review such investment with their
financial, legal and tax advisors to determine whether it is suitable for them.

For Ontario Residents

For the purposes of the following, “Misrepresentation” means an untrue statement of a material fact, or an omission to state a material fact that is required to be stated, or that is
necessary to make a statement not misleading in light of the circumstances in which it was made. |If this presentation contains a Misrepresentation, a purchaser in Ontario who
purchases securities of Azure has, without regard to whether the purchaser relied on the Misrepresentation, a statutory right of action for rescission or, alternatively, for damages
against Azure, provided that no action shall be commenced to enforce a right of action more than (a) in the case of an action for rescission, 180 days after the date of the transaction
that gave rise to the cause of action; or (b) in the case of any action, other than an action for rescission, the earlier of (i) 180 days after the purchaser first had knowledge of the facts
giving rise to the cause of action, or (ii) three years after the date of the transaction that gave rise to the cause of action. Azure will not be liable if it proves that the purchaser
purchased the securities with knowledge of the Misrepresentation. In an action for damages, Azure will not be liable for all or any portion of those damages that they prove does not
represent the depreciation in value of the securities as a result of the Misrepresentation. In no case will the amount recoverable exceed the price at which the securities were sold to
the purchaser. Investors should refer to the applicable provisions of the securities legislation of their respective provinces or territories for the particulars of these rights or consult with
a legal advisor.
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Who We Are & What We Do

Best Technology Best Partners Best Value
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Best Parthers — Ford / Johnson Controls

@ Johnson //)I('
Controls

fOne of t he most histo
GARY GASTELU, FOX NEWS

ALTERNATE FUEL i e .
BUYER'S GUIDE |

“f it werendt for the decal
demo vehicle, you would never know you were
driving an electric truck. o
CHARLIE WOJCIECHOWSKI, NBC

A

“Verycooldi t s a good ap

of the technologyd s mart move .
MIKE RAMSEY, BLOOMBERG

aunch in North America and curope
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2010 Business Highlights

() Azure and Ford partner together to deliver Transit Connect Electric;
Best launching in North America and Europe

() Azure reduces Balance™ system cost by >40%, led by new JCI Lithium-
TeChnOIOQy ion battery pack

() Purolator orders 200 Balance Hybrid trucks

() Azure launches LEAD Program for top fleet operators for TCE
() Johnson Controls invests $6.3M for 3.1% stake in AZD

() Cintas orders 100 Balance Hybrid Electric trucks

() AM General (US Military Contractor) named TCE upfitter for North
American market

Best
Partners

() John Formisano, former VP, FedEx Global Vehicles, joins Board

() LEAD customer program exceeds expectations with nearly 150
commitments

() Ford and Azure ship 30 TCE units to customers in NA and Europe

(0 Azure ships 381 units in record 4t quarter
(0 Obtained $4 million Credit Facility from Silicon Valley Bank

Best Value
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2010 Results — Record Revenues

 Best lecnnology. J 5ESt Partners J Best Value

REVENUE (MILLIONS) GROSS MARGIN (THOUSANDS)
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2010 Results — Record Units Sold

est Partners J Best Value
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2011 Looking Forward

Best () Azure opens European office in UK to support TCE
() Manufacturing operations commence in NA and Europe for TCE

Technology

(0 GSA awards four-year contract for TCE estimated at $112 million

(0 Purolator places record order for 600 Balance™ Hybrid Electric units
to be delivered over the next three years at 200 units per year

() Lotus Lightweight Structures named European upfitter for TCE
Best () Norway Post becomes first European customer with order for 20 TCE

Partners (0 DHL orders 80 vehicles (50 Balance Hybrid, 30 TCE) for Manhattan as
LI N 2F 3t 20Flf aD2DNBSY€¢ auNId

() Peggy Prosser appointed EVP, Sales at Azure

() Azure increases to 80 dealerships in NA & 20 in Europe to support TCE

(0 $20.1 million Bought-Deal offering closed February 10, 2011
Best Value () $17.7 million of cash & $7.1 million of A/R on hand at 3/31/2011

() 1Q11 announced new orders total $27.2 million, or 838 units

Driving a WOTI Id of difference

AGM Presentation June 2011



Best Technology — Right Time

WORLD CRUDE OIL PRICES—DOLLARS PER BARREL*
$15000 —
) If 739 of the nation’s light vehicles were fueled by electricity, the
US. could do without an estimated 6.2 million barrels of oil a day,

about 529 of current oil imports*
$12000

$90.00
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U.S. GAS PRICES—DOLLARS PER GALLON*

Electricity typically costs less than gasoline or diesel fuels. For example,
if electricity costs $0.08 per kilowatt-hour and gasoline costs 5277
per gallon, a plug-in hybrid vehicle could drive on electric power
for 3 cents per mile in electric mode, compared with 13 cents per
mile for a gasoline powered vehicle. Combined operation of
the vehicle's hybrid and gas powertrains would result
in a cost of just 6 to 8 cents per mile.

January 2000 - May 201
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The Transit Connect Electric Story

GREEN WOUSE GAS FUIL
REDUCTION METER CONSERVATION

AZURE DYNAMICS [ 35750] [ 3684387

toas carbon duside us. ga;;n

ABOUT AZD INVESTORS PRODUCTS PRODUCT SUPPORT INDUSTRY RELATIONS CAREERS

Click here
on AZD
home
webpage to
watch video

| Driving a World of Difference

{ Press Releases AZD in the News

| s e -
Connect Electric’'s = Top Contender d u rl n g th e
05 -THE PROVINCE

[ A n Tl E tion - Azure Dynamics’ Hybrid-Electric

AGM

View All

View and download ’

Watch Video
*“Driving a World of Differer _e”

Press Kit

our Press Kit materials
‘ Investor | Get the information you >
[ i require to invest in AZD
Get AZD Updates Relations L
our E-mail Address
Find AZD

Watch Video

Transit Connect Electric”
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Significant Market Drivers

VERIZON
64,688

Best Technology — Right Time

» 50% of fleets operating cost
is fuel

» Fuel prices increasing

> Repeat orders

» Increasing market
COMCAST acceptance
40148
» Govot stimul us
& Europe
28,038

» AZDO6s product m

Asweet spoto of
B suvs

PEPSICO
20,165
B vANS

[ TRUCKS CLASS3-6  ——— SIGNIFICANT OPPORTUNITIES FOR BALANCE™ HYBRID AND TRANSIT CONNECT ELECTRIC
B TRUCKS CLASS 12

e Goal: Launch Additional Products To Further Address Commercial Truck Market
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Best Technology — Commercial Fleet Drivers

Best Technology

Route predictability T right size batteries minimize excess costs
Existing infrastructure - central parking depot for charging

Lower electricity rates for commercial and industrial consumers
CAFE fuel efficiency regulations for medium duty vehicles in 2014
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Corporate sustainability efforts
Cargo capacity
Economic payback
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Best Technology — Economic Payback

Best Technology Best Partners Best Value
J J
Description Balance Hybrid - Transit Connect Transit Connect
Vans Electric - US Electric - Europe
Base Vehicle $45,000 $27,300 $27,300
Incremental AZD Technology 30,000 (2) 30,100 30,100
Customer Purchase Price $75,000 $57,400 (2) $57,400 (2)
Government Subsidies (14,400) (7,900) (8,000) )
Net Customer Purchase Price $60,600 $49,500 $49,500
Annual Savings ¢ Fuel & Maint $(8,500) S(4,500) $(8,100)
Pay back in years 1.8 4.9 2.7
Assumptions:
Price of Fuel — Hybrid/per gal; Electricity/per Kw $4.00 US / $8.00 EU $0.08
Annual miles 25,000 20,000
Life of vehicle 10 years 10 years

(1) Average customer subsidy based on 2010 sales
(2) Azure recognizes revenue on $30K for Balance Hybrid and $57.4K for TCE
(3) Incentives primarily consist of tax reductions which vary by country
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AZD Sales Channel Strategy
| Channel Spilt W

Y — m ' » National Fleets
1000 Ib Payload ;
80 Miles Range » Regional Fleets
List Price $57,400 > Dealer Network
» Federal Government
a Fleets
Gov Fleet

ﬁ—' HEV/PHEV

Truck

Y

State & Local

14,050 Ibs. GVWR Governments

35% Fuel Econ
AZD Content ~$30,000 10%

& HEV/PHEV '
Bus

14,050 Ibs. GVWR
30% Fuel Econ Gov Fleet
AZD Content ~$40,000 10%
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Balance Hybrid — Sales Outlook

2011 Balance Hybrid Market Highlights
Outlook
» Medium & Heavy duty truck sales up 31.5% from Q1 2010
800
600 » National and Regional Fleets ¢ seeking alternative fuel
vehicles
400
| > Incentives Available
200 - .
> CAHVIP $15,000 + $5,000 CARB +$5,000 1st Vehicle
0 - » PA AFIG ¢ all incremental hybrid costs
1Q11 Orders FY Forecast » SMAQMD (CA) & Puget Sound (WA) ¢ all incremental hybrid
M Balance Vehicles costs
Highlights Current Sales Effort
2" Half 2011 Opportunities:
> State and Local budgets C access to funds » Aggressive campaigning of available incentives
» Azure pricing and dealer incentives in place » Improved transactional sales material
Highlights/Update: » National account engagement
» Purolator continues strong relationship and HEV > Partner leverage
investment
» HEV technology still favored ¢ fleet budgets
improving

» HEV bus sales ¢ municipality budgets tight
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TCE Global — Sales Outlook

2011 Transit Connect Market Highlights
Outlook

» Government purchases to increase

800
600 » National and Regional Fleets ¢ trends towards smaller
vehicles
400
» Incentives available
200
> $7,500 US Federal Tax Credit
0 .

> $8,500 Canadian Territories Credit
» S$4,000 California (CVRP)

1Q11 Orders FY Forecast

B TCE Vehicles

Highlights Current Sales Effort

» GSA contract awarded and fed budgets open
» 80 US dealers signed and starting to stock
» 20 European dealers signed ¢ sold 58 units,

including Norway Post » State & local government fleets
» 2011 Lead Customers:

» US dealer network

» European dealer network

llllllllllllllllllll

SOUIIERN CALIFORNIA A NewYorkPower /
DI sohnson
0 EDISON INTERNATIONAL Compay nering o fangtty Controls
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Best Value — 2011 Forecast

Best Technology — Right Time

Revenue SEAEE (3 » Gradual recovery in light & medium
Units Sold 1,300-1,500 Est duty commercial vehicles
$70 1600 > Successful introduction of Transit

Connect Electric in NA and Europe

S60 1400
$50 - 1200 > Current backlog and future order
/ L 1000 expectations in line with guidance
$40
530 / - 800 > 2011 Revenues expected to range
/ - 600 $52M to $68M, midpoint $60M
$20
/._/ I F 400 » Expect 2" half of year to be
o a1

- 200 significantly stronger, beginning in Q2

S0

2007 2008 2009 2010 2011 (E)

mmm Revenue (millions)  =l=Number of Units Sold
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Summary — Best Value

Best Technology Best Partners Best Value

/> Industry leading, \

proven technology
with over 35 million
miles of on-the-road
experience

» Technology
innovation drives
over 40% reduction
to Balance™

\ product /

/> Ford Transit Connect\

Electric builds on
success with
Balance™ program

» Johnson Controls
» Investor
» Battery
supplier
» LEAD customer

& /

/> Expected 2011 \

revenues of S52M -
S68M

» Lead customers for
Transit Connect
Electric identified
with follow up
commitments for
2011 of 300+ units

Driving a WOTI Id of difference



AZURE DYNAMICS

part of the-solution

y

2010 Annual General Meeting
| - .




