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AcuityBrands.

Acuity Brands, Inc. is a North American market
leader and one of the world’s leading providers of
luminaires, lighting control systems and related
products and services with fiscal year 2010 net

sales of over $1.6 billion. The Company’s lighting

and system control product lines include Lithonia
Lighting®, Holophane® Peerless® Mark Architectural
Lighting™, Hydrel®, American Electric Lighting®,
Gotham?® Carandini® RELOC®, Antique Street Lamps™,
Tersen®, Winona Lighting® Synergy® Lighting Controls,
Sensor Switch® Lighting Control & Design™, DTL®
and ROAM® Headqguartered in Atlanta, Georgia,
Acuity Brands employs approximately 6,000
associates and has operations throughout North
America, Europe and Asia.



FINANCIAL HIGHLIGHTS

For the year ended August 31

(in millions of dollars, except earnings per share) 2010® 2009®@ % Change
Operations:
Net sales $1,626.9 $1,657.4 2%)
Gross profit % 40.7% 38.3%
Operating profit $ 157.7 $ 153.8 2%
Operating profit % 9.7% 9.3%
Income from continuing operations $ 79.0 $ 85.2 (7%)
Net Income $ 79.6 $ 849 (6%)
Diluted earnings per share from continuing operations $ 1.79 $ 201 (11%)
Diluted earnings per share $ 1.80 $ 2.00 (10%)
Diluted weighted average number of shares outstanding
(in millions) 43.3 41.6
Return on average shareholders’ equity 11.4% 13.9% (18%)
Cash provided by operating activities $ 160.5 $ 92.7 73%
Depreciation and amortization $ 36.5 35.7 2%
Capital expenditures $ 2109 21.2 3%
Financial Position:
Total assets $ 1,504 $ 1,291 16%
Total cash $ 191 $ 19 921%
Total debt $ 353 $ 232 52%
Total stockholders’ equity $ 694 $ 672 3%
Ratio of total debt to capital 33.7% 25.7%
Operating working capital as a percentage of net sales® 12.9% 12.4%

(1) 2010 results include an $8.4 million pre-tax charge for streamlining operations (or $0.13 per diluted share) and a $10.5 million pre-tax loss

on the early retirement of debt (or $0.16 per diluted share).

(2) 2009 results include a $26.7 million pre-tax charge for streamlining operations (or $0.40 per diluted share).

(3) Operating working capital is defined as net receivables plus inventories minus accounts payable.
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Chairman’s Letter

TO OUR STAKEHOLDERS

In 2010, Acuity Brands performed well given the considerable
challenges of a weak economic environment, particularly as it
impacted U.S. non-residential construction, a key market for us
which declined approximately 15% during the fiscal year. This
dramatic level of market decline would have devastated the
financial performance of most companies, and yet our revenues
in 2010 were off less than 2% while our profitability remained
stable. To me, the difference was the dedication and focus of
our 6,000 associates. Every day they provided our customers
with great value, supported each other to improve and win in
the marketplace, and endeavored to create long-term value for
our stockholders. While we expect to deliver year-over-year
improvement—and anything less is disappointing—we were
pleased with our success in 2010.

2070 FINANCIAL HIGHLIGHTS

Adjusting for special charges and refinancing activity, we delivered:

e Net sales of $1.63 billion, down 2 percent;

® A gross profit margin of 40.7%, up 240 basis points;

® An adjusted operating profit margin of 10.2%, down 70 basis points;

* Adjusted diluted earnings per share from continuing operations of $2.08, down 14%;
e Cash flow from operations of $161 million, up 73%; and

e Return on stockholders’ equity of 11.4%.
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This level of performance was even more remarkable considering the significant
investments we made, particularly in the second half of the year. These investments
were in technology and innovation, new product introductions, including light-emitting
diode (“LED”) and organic LED (“OLED”)-based luminaires and control devices, and
expansion in certain geographies and existing channels. While these investments neg-
atively affected our short-term performance, they are in the very areas where we see
great growth potential over the next decade. Because of the focus our team has on
delivering value for our customers and driving productivity, we were able to protect
our operating margins while delivering $161 million in cash from operating activities.
We also strengthened our liquidity and financial flexibility through our refinancing
activities that increased our available cash and extended our debt maturities. All of this
was achieved while delivering a return for our shareholders in excess of our cost of

capital. Clearly a job well-done.

2010 ACHIEVEMENTS

Our financial success in 2010 tells only part of our positive story. On the strategic front,
we made great strides to better position the company for future growth. For the second
year in a row, we added more than 100 new products to our industry-leading portfolio,
many incorporating the latest in advanced lighting technologies, including the intro-
duction of our first OLED luminaire, a significant achievement. We invested heavily in
new lighting and control technology, including the acquisition of Renaissance Lighting,
which added to our growing portfolio of intellectual property. We made great strides in
enhancing our supply chain, driving improvements in quality, delivery, cost and inno-
vation through the use of our time-tested lean business tools. Lastly, we expanded our
access in certain channels, geographies and markets, including renovation and lighting
controls. We believe these investments, which offer us tremendous growth opportunities
over the next decade, have meaningfully increased the size of the addressable market
for Acuity Brands, making us less reliant on the new construction cycle. We made these

investments today because of the significant upside potential for growth tomorrow.
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STRATEGIC FOCUS

The lighting industry is on the dawn of a new era driven by significant and ever
increasing pace of change in technology, particularly as lighting sources go electronic
and incorporate new intelligent capabilities and features. This will drive more change
in the lighting industry over the next decade than the industry has experienced in the
previous century. Excitingly, Acuity Brands is poised to lead the industry into the age
of intelligent lighting. As I noted above, we have invested heavily in technology and
innovation, particularly in solid-state lighting capabilities, lighting controls and prod-
uct portfolio expansion, while enhancing our access to more customers and markets.
These investments are now bedrock on which we plan to grow our company. As I said
in 2009, the next chapter in our evolution will be centered on internal growth fueled by
a customer-centric focus based on operational excellence, augmented by a focused
acquisition strategy. Our successes in 2010 show we are delivering on this vision. We
have the skill and resources to build on our leadership position, particularly as new

technologies bring new opportunities.

¢¢ The lighting industry is on the dawn of a new era driven by significant and
ever increasing pace of change in technology, particularly as lighting sources
go electronic and incorporate new intelligent capabilities and features. 99

Acuity Brands led the transformation to fluorescent technology and, today, we have
invested heavily to lead the next evolution to intelligent lighting. Intelligent lighting
solutions, with a foundation based on solid-state components, will offer customers
unique features and benefits, particularly on controlling light while minimizing energy
consumption and maintenance cost. Acuity Brands is a lighting company made up of
lighting experts dedicated to providing customers with products and systems that cre-
ate superior lighting solutions for virtually any application. Because we are agnostic to
the light source, our customers rely on us to offer the very best solutions for their needs
without a bias for one technology over another...just the best solution. This unique
position affords us a great opportunity to develop lighting solutions across a wide

spectrum of technologies, offering customers the right solution for their specific needs.

Our investments over the last 24 months in lighting controls, including the acquisi-
tions of LC&D, Sensor Switch and Renaissance Lighting, coupled with one of the

largest luminaire portfolios in the industry, have created a very strong platform for us
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to offer lighting solutions, not just devices, that deliver on the promise of a superior
lighting environment. We believe customers are likely to pay more for a complete light-
ing solution, compared with individual devices, as they will be easier to install and can be

managed in a way to optimize both the lighting environment and energy consumption.

As electronics enter the lighting arena, bringing with it the age of intelligent lighting
solutions, Acuity Brands is positioned to drive this evolution where superior lighting
performance will be the norm and energy savings will pay for the investment. Although
2011 is expected to be another challenging year due to weak general economic condi-
tions, as we look out over the next handful of years it is entirely possible the address-
able market size for Acuity Brands could be $16 billion or more annually, up from $9.3
billion in 2010...this is an increase of more than 70%. This is why we say, “Our future
is Bright.”

CLOSING COMMENTS

John L. Clendenin recently announced his retirement from the Board of Directors of
Acuity Brands. John has been a valued director since the inception of the company in
2001. I thank John for his vision, wisdom and courage to help guide the company
through a period of extraordinary transformation. We will miss his keen intellect, his

exceptional strategic vision, and his unwavering commitment to our company.

On behalf of the Board of Directors, I want to thank our 6,000 associates for their
continued contributions and dedication to our vision, our customers for their business,
our suppliers for their support, and our stockholders for the partnership we share in

our enterprise.

Sincerely,

Vernon J. Nagel

Chairman, President, and Chief Executive Officer

November 10, 2010
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Comparison of Five-Year Cumulative Total Return

(Based upon an initial investment of $100 on August 31, 2005 with dividends reinvested.)
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(a) Total Return for Acuity Brands reflects the spinoff of Zep Inc., historical stock price and dividend data have been
adjusted accordingly.

(b) In June 2010, Acuity Brands was removed from the S&P SmallCap 600 Index and added to the S&P MidCap 400 Index.
In future years, the cumulative total return chart will no longer include the S&P SmallCap 600 Index.
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PART I

Item 1. Business
($ in millions, except per-share data and as indicated)

Overview

Acuity Brands, Inc. (“Acuity Brands”), the parent company of Acuity Brands Lighting, Inc. (“ABL”), and
other subsidiaries (collectively referred to herein as “the Company”), was incorporated in 2001 under the laws of the
State of Delaware. The Company is one of the world’s leading providers of lighting fixtures, control devices,
components, systems and services for commercial and institutional, industrial, infrastructure, and residential
applications for various markets throughout North America and select international markets.

The Company designs, produces, and distributes a full range of indoor and outdoor lighting and control
systems for commercial and institutional, industrial, infrastructure, and residential applications. The Company
manufactures or procures lighting products primarily in North America, Europe, and Asia. These products and
related services are marketed under numerous brand names, including Lithonia Lighting®, Holophane®, Peerless®,
Mark Architectural Lighting™, Hydrel®, American Electric Lighting®, Gotham®, Carandini®, Metal Optics®,
Antique Street Lamps™, Tersen™, Synergy® Lighting Controls, Sensor Switch®, Lighting Control & Design™, and
ROAM®. As of August 31, 2010, the Company manufactures products in 14 plants in North America and two plants
in Europe.

Principal customers include electrical distributors, retail home improvement centers, national accounts,
electric utilities, municipalities, and lighting showrooms located in North America and select international markets
serving new construction, renovation, and facility maintenance applications. In North America, the Company’s
products and lighting systems are sold by independent sales agents and factory sales representatives who cover
specific geographic areas and market segments. Products are delivered directly or through a network of distribution
centers, regional warehouses, and commercial warehouses using both common carriers and a company-owned truck
fleet. To serve international customers, the Company employs a sales force that utilizes distribution methods to
meet specific individual customer or country requirements. In fiscal 2010, North American sales accounted for
approximately 97% of net sales. See the Geographic Information footnote of the Notes to Consolidated Financial
Statements for more information concerning the domestic and international net sales of the Company. The
Company has one operating segment.

Specialty Products Business Spin-off

Acuity Brands completed the spin-off of its specialty products business (the “Spin-oft”), Zep Inc. (*Zep”), on
October 31, 2007, by distributing all of the shares of Zep common stock, par value $.01 per share, to the Company’s
stockholders of record as of October 17, 2007. The Company’s stockholders received one Zep share, together with
an associated preferred stock purchase right, for every two shares of the Company’s common stock they owned.
Stockholders received cash in lieu of fractional shares for amounts less than one full Zep share.

As a result of the Spin-off, the Company’s financial statements have been prepared with the net assets, results
of operations, and cash flows of the specialty products business presented as discontinued operations. All historical
statements have been restated to conform to this presentation. Refer to the Discontinued Operations footnote of the
Notes to Consolidated Financial Statements.

Industry Overview

Based on industry sources and government information, the Company estimates that in fiscal 2010 the size of
the North American market for lighting fixtures, lighting controls, and related product and services that is served by
the Company was approximately $9.3 billion. This includes non-portable light fixtures (as defined by the National
Electrical Manufacturers Association), poles for outdoor lighting products, emergency lighting fixtures, and energy
management and architectural lighting control systems. This market estimate is based on a combination of external
industry data and internal estimates, and excludes portable and vehicular lighting fixtures and related lighting
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components, such as lighting ballasts and lamps. The U.S. market, which represents approximately 82% of the
North American market, is relatively fragmented. The Company estimates that the top four manufacturers
(including Acuity Brands Lighting) participate in varying degrees in the total North American lighting fixture
and controls market and have approximately half of the total market share. The remainder of the North American
market is served by hundreds of other lighting manufacturers, including privately-owned and primarily smaller
companies.

The Company operates in a highly competitive industry that is affected by volatility in a number of general
business and economic factors, such as gross domestic product growth, employment levels, credit availability and
commodity costs. The Company’s primary market, non-residential construction, is sensitive to the volatility of these
general economic factors. Based on industry sources, the Company estimates that new construction and additions in
fiscal 2010 and 2009 accounted for approximately 74% and 78%, respectively, of the non-residential market while
alterations, including renovation, accounted for approximately 26% and 22%, respectively. This mix can vary over
time depending on economic conditions. As such, given the current economic environment, new construction in the
non-residential market declined at a more rapid rate than alterations, which caused the change in mix. Construction
spending on infrastructure projects such as highways, streets, and urban developments also has a material impact on
the demand for the Company’s infrastructure-focused products. Demand for the Company’s lighting products sold
through its retail channels are highly dependent on economic drivers, such as consumer spending and discretionary
income, along with housing construction and home improvement spending.

A growing source of demand for the lighting industry is being attributed to the renovation and replacement of
lighting systems in existing buildings. The potential U.S. market size is estimated to be significant (possibly greater
than $100 billion of installed base) due to square footage of existing non-residential buildings containing older, less
efficient lighting systems.

The industry is influenced by the development of new lighting technologies, including light emitting diode
(“LED”), electronic ballasts, embedded controls, and more effective optical designs; federal and state requirements
for updated energy codes; incentives by federal, state, and local municipal authorities, as well as utility companies
for using more energy-efficient fixtures and controls; and design technologies addressing sustainability. Traditional
lighting manufacturers, including the Company, are offering product solutions based on these technologies utilizing
internally developed, licensed, or acquired intellectual property. In addition, traditional lighting manufacturers are
experiencing competition from new entrants with a focus on new technology-based lighting solutions.

Consolidation remains a key trend in the lighting equipment and controls industry, as well as the broader
electrical industry leading to more extensive product offerings and increased globalization. Evidence of this trend
are the recent combinations among electrical distributors, the 2008 acquisition by Koninklijke Philips Electronics
N.V. of The Gentlyte Group Incorporated, and the Company’s fiscal 2009 acquisitions of Sensor Switch, Inc. and
Lighting Control & Design, Inc. and fiscal 2010 acquisition of Renaissance Lighting, Inc.

Products

The Company produces a wide variety of lighting fixtures and controls systems and related products and
services used in the following applications:

Products and Services:

* Commercial & Institutional — Includes stores, hotels, offices, schools, and hospitals, as well as other
government and public buildings. Products that serve these applications include recessed, surface, and
suspended lighting products, recessed downlighting, track lighting, and controls systems (occupancy
sensors, photocontrols, relay panels, architectural dimming panels, and integrated controls systems), as
well as special-use lighting products. The outdoor areas associated with these applications are addressed by
a variety of outdoor lighting products, such as area and flood lighting, decorative site lighting, and landscape
lighting.

* Industrial — Includes primarily warehouses and manufacturing facilities, which utilize a variety of general
purpose and special-use lighting products, as well as controls systems offerings.
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o Infrastructure — Includes highways, tunnels, airports, railway yards, and ports. Products that serve these
applications include street, area, high-mast, off-set roadway, sign lighting, and integrated controls systems.

* Residential — Addressed with a combination of decorative fluorescent and downlighting products, as well
as utilitarian fluorescent products.

* Services — Includes monitoring and controlling of lighting systems through machine-to-machine wireless
network technology for outdoor applications, as well as energy audit and turn-key labor renovation services
for indoor applications in the commercial, industrial, institutional, and infrastructure markets.

Sales of products accounted for approximately 99% of total consolidated net sales for Acuity Brands in fiscal
2010, 2009, and 2008.

Sales and Marketing

Sales. The Company sells to customers in the North American market with separate sales forces targeted at
delivering value added products and services to specific customer, channel, and geographic segments. As of
August 31, 2010, these sales forces consist of approximately 300 company-employed salespeople and a network of
approximately 200 independent sales agencies, each of which employs numerous salespeople. The Company also
operates two separate European sales forces and an international sales group coordinating export sales outside of
North America and Europe.

Marketing. The Company markets its products to end users in multiple channels through a broad spectrum of
marketing and promotional vehicles, including direct customer contact, trade shows, on-site training, print
advertising in industry publications, product brochures, and other literature, as well as the Internet and other
electronic media. The Company owns and operates training and display facilities in numerous locations throughout
North America and Europe designed to enhance the lighting knowledge of customers and industry professionals.

Customers

Customers of the Company include electrical distributors, retail home improvement centers, national accounts,
electric utilities, utility distributors, municipalities, contractors, lighting showrooms, and energy service companies.
In addition, there are a variety of other professionals, which for any given project could represent a significant
influence in the product specification process. These generally include contractors, engineers, architects, and
lighting designers.

A single customer of the Company, The Home Depot, accounted for approximately 11% of net sales of the
Company in fiscal 2010, 2009, and 2008. The loss of The Home Depot’s business could temporarily adversely affect
the Company’s results of operations.

Manufacturing

The Company operates 16 manufacturing facilities, including eight facilities in the United States, six facilities
in Mexico, and two facilities in Europe. The Company utilizes a blend of internal and outsourced manufacturing
processes and capabilities to fulfill a variety of customer needs in the most cost-effective manner. Critical processes,
including assembly, reflector forming and anodizing and high-end glass production, are primarily performed at
company-owned facilities, offering the ability to differentiate end-products through superior capabilities. Other
critical components, such as lamps, LEDs, sockets, ballasts, and power supplies are purchased primarily from
outside vendors. Investment is focused on improving capabilities, product quality, and manufacturing efficiency.
Outsourcing production and distribution to local suppliers’ factories and warehouses also provides an opportunity to
lower Company-owned component inventory while maintaining high service levels through frequent just-in-time
deliveries. The Company also utilizes contract manufacturing from U.S., Asian, and European sources for certain
products and purchases certain finished goods, including poles, to complement its area lighting fixtures and a
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variety of residential and commercial lighting equipment. In fiscal 2010, net sales of finished product manufactured
by others accounted for approximately 22% of the Company’s net sales, while the Company’s U.S. operations
produced approximately 25%; Mexico produced approximately 50%; and Europe produced approximately 3%.

Management continues to focus on certain initiatives to make the Company more globally competitive. One of
these initiatives relates to enhancing the Company’s global supply chain and includes the consolidation of certain
manufacturing facilities into more efficient locations. Since the beginning of fiscal 2002, the Company has closed
15 manufacturing facilities, including two separate facilities downsized in fiscal 2010 and 2009. These consol-
idation efforts reduced the total square footage used for manufacturing by approximately 39%.

Distribution

Products are delivered directly or through a network of strategically located distribution centers, regional
warehouses, and commercial warehouses in North America using both common carriers and a company-owned
truck fleet. For international customers, distribution methods are adapted to meet individual customer or country
requirements.

Research and Development

Research and development (“R&D”) efforts are targeted toward the development of products with an ever-
increasing performance-to-cost ratio and energy efficiency, while close relationships with lamp, ballast, LED, and
power supply manufacturers are maintained to understand technology enhancements and incorporate them in the
Company’s fixture designs. For fiscal 2010, 2009, and 2008, research and development expense totaled $28.0,
$20.8, and $30.3, respectively. The increase in fiscal 2010 expense was due primarily to higher incentive
compensation associated with R&D associates compared with fiscal 2009 amounts.

Competition

The lighting equipment and controls market served by the Company is highly competitive, with some of the
largest suppliers serving many of the same markets and competing for the same customers. Competition is based on
numerous factors, including brand name recognition, price, product quality, product and lighting system design,
energy efficiency, customer relationships, and service capabilities. The Company’s primary competitors in the
North American lighting fixture and controls market include Cooper Industries plc., Hubbell Incorporated, and
Koninklijke Philips Electronics N.V. The Company estimates that the four largest manufacturers (including Acuity
Brands Lighting), which participate in varying degrees in the total North American lighting fixture and controls
market, have approximately half of the total market share. In addition to these primary competitors, the Company
also competes with hundreds of smaller lighting manufacturers, numerous lighting controls manufacturers of
varying size, and, to a lesser degree, large, diversified global electronics companies.

The market is competitive for lighting and lighting-related products and services and continues to evolve.
Consolidation remains a key trend. Certain broader and more global electrical manufacturers may be able to obtain
a competitive advantage over the Company by offering broader and more integrated electrical solutions utilizing
electrical, lighting, and building automation products. In addition, there have been a growing number of new
competitors offering solid-state (primarily LED) product solutions to compete with traditional lighting solutions.

Environmental Regulation

The operations of the Company are subject to numerous comprehensive laws and regulations relating to the
generation, storage, handling, transportation, and disposal of hazardous substances, as well as solid and hazardous
wastes, and to the remediation of contaminated sites. In addition, permits and environmental controls are required
for certain of the Company’s operations to limit air and water pollution, and these permits are subject to
modification, renewal, and revocation by issuing authorities. On an ongoing basis, the Company allocates
considerable resources, including investments in capital and operating costs relating to environmental compliance.
Environmental laws and regulations have generally become stricter in recent years, and state and federal
governments domestically and internationally are considering new laws and regulations governing raw material
composition, air emissions, and energy-efficiency. The Company is not aware of any pending legislation or
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proposed regulation related to environmental issues that would have a material adverse effect on the Company. The
cost of responding to future changes, however, may be substantial. See Item 3: Legal Proceedings for further
discussion of environmental matters.

Raw Materials

The products produced by the Company require certain raw materials, including certain grades of steel and
aluminum, electrical components, plastics, and other petroleum-based materials and components. In fiscal 2010,
the Company purchased approximately 119,000 tons of steel and aluminum. The Company estimates that less than
10% of purchased raw materials are petroleum-based. Additionally, the Company estimates that approximately
3.5 million gallons of diesel fuel was consumed in fiscal 2010 through the Company’s distribution activities. The
Company purchases most raw materials on the open market and relies on third parties for providing certain finished
goods. Accordingly, the cost of products sold may be affected by changes in the market price of raw materials or the
sourcing of finished goods.

The Company does not currently engage in or expect to engage in significant commodity hedging transactions
for raw materials, though the Company has and will continue to commit to purchase certain materials for a period of
up to 12 months. Significant increases in the prices of the Company’s products due to increases in the cost of raw
materials could have a negative effect on demand for products and on profitability. While the Company has
generally been able to pass along these increases in cost in the form of higher selling prices for its products, there
can be no assurance that future disruptions in either supply or price of these materials will not negatively affect
future results. Decreases in the costs of raw materials generally are also passed along in the form of lower selling
prices.

The Company constantly monitors and investigates alternative suppliers and materials based on numerous
attributes including quality, service, and price. The Company’s ongoing efforts to improve the cost effectiveness of
its products and services may result in a reduction in the number of its suppliers. A reduction in the number of
suppliers could cause increased risk associated with reliance on a limited number of suppliers for certain raw
materials, component parts (such as lamps, LEDs, ballasts, and power supplies), and finished goods.

Backlog Orders

The Company produces and stocks quantities of inventory at key distribution centers and warehouses
throughout North America. The Company ships approximately 55% of sales orders during the month in which
those orders are placed. Sales order backlogs, believed to be firm as of August 31, 2010 and 2009, were $137.6 and
$137.0, respectively.

Patents, Licenses and Trademarks

The Company owns or has licenses to use various domestic and foreign patents and trademarks related to its
products, processes, and businesses. These intellectual property rights are important factors for its businesses. To
protect these proprietary rights, the Company relies on copyright, patent, trade secret, and trademark laws. Despite
these protections, unauthorized parties may attempt to infringe on the intellectual property of the Company.
Management is not aware of any pending claims asserting that the Company does not have the right to use intellectual
property that is material to the Company. While patents and patent applications in the aggregate are important to the
competitive position of the Company, no single patent or patent application is individually material to the Company.

Seasonality and Cyclicality

The Company’s business exhibits some seasonality, with net sales being affected by the impact of weather and
seasonal demand on construction and installation programs, particularly during the winter months, as well as the
annual budget cycles of major customers. Because of these seasonal factors, the Company has experienced, and
generally expects to experience, its highest sales in the last two quarters of each fiscal year.

A significant portion of net sales relates to customers in the new construction and renovation markets. The new
construction market is cyclical in nature and subject to changes in general economic conditions. Unit sales volume
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has a major impact on the profitability of the Company. Economic downturns and the potential decline in key
construction markets may have a material adverse effect on the net sales and operating income of the Company.

International Operations

The Company manufactures and assembles products at numerous facilities, some of which are located outside
the United States. Approximately 53% of the products sold by the Company are manufactured by the Company
outside the United States.

Of the Company’s total products sold, approximately 50% are produced at six facilities in Mexico. Most of
these facilities are authorized to operate as Maquiladoras by the Ministry of Economy of Mexico. Maquiladora
status allows the Company to import certain items from the United States into Mexico duty-free, provided that such
items, after processing, are re-exported from Mexico within 18 months. Maquiladora status, which is renewed every
year, is subject to various restrictions and requirements, including compliance with the terms of the Maquiladora
program and other local regulations. The Company may be required to make additional investments in automated
equipment to partially offset potential increases in labor and wage costs.

The Company’s initiatives to become more globally competitive include streamlining its global supply chain
by reducing the number of manufacturing facilities and enhancing the Company’s worldwide procurement and
sourcing capabilities. Management believes these initiatives will result in increased worldwide procurement and
sourcing of certain raw materials, component parts, and finished goods. As a consequence, economic, political,
military, social, or other events in a country where the Company manufactures, procures, or sources a significant
amount of raw materials, component parts, or finished goods, could interfere with the Company’s operations and
negatively impact the Company’s business.

For fiscal 2010, net sales outside the U.S. represented approximately 11% of total net sales. See the
Geographic Information footnote of the Notes to Consolidated Financial Statements for additional information
regarding the geographic distribution of net sales, operating profit, and long-lived assets.

Information Concerning Acuity Brands

The Company makes its Annual Reports on Form 10-K, Quarterly Reports on Form 10-Q, Current Reports on
Form 8-K (and all amendments to these reports), together with all reports filed pursuant to Section 16 of the
Securities Exchange Act of 1934 by the Company’s officers, directors, and beneficial owners of 10% or more of the
Company’s common stock, available free of charge through the “SEC Filings” link on the Company’s website,
located at www.acuitybrands.com, as soon as reasonably practicable after they are filed with or furnished to the
SEC. Information included on the Company’s website is not incorporated by reference into this Annual Report on
Form 10-K. The Company’s reports are also available at the Securities and Exchange Commission’s Public
Reference Room at 100 F. Street, NE, Washington, DC 20549 or on their website at www.sec.gov. You may obtain
information on the operation of the Public Reference Room by calling the SEC at 1-800-SEC-0330.

Additionally, the Company has adopted a written Code of Ethics and Business Conduct that applies to all of the
Company’s directors, officers, and employees, including its principal executive officer and senior financial officers.
The Code of Ethics and Business Conduct and the Company’s Corporate Governance Guidelines are available free
of charge through the “Corporate Governance” link on the Company’s website. Additionally, the Statement of
Responsibilities of Committees of the Board and the Statement of Rules and Procedures of Committees of the
Board, which contain the charters for the Company’s Audit Committee, Compensation Committee, and Governance
Committee, and the rules and procedures relating thereto, are available free of charge through the “Corporate
Governance” link on the Company’s website. Each of the Code of Ethics and Business Conduct, the Corporate
Governance Guidelines, the Statement of Responsibilities of Committees of the Board, and the Statement of Rules
and Procedures of Committees of the Board is available in print to any stockholder of the Company that requests
such document by contacting the Company’s Investor Relations department.
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Employees

Acuity Brands employs approximately 6,000 people, of whom approximately 3,200 are employed in the
United States, 2,500 in Mexico, 50 in Canada, and 200 in other international locations, including Europe and the
Asia/Pacific region. Union recognition and collective bargaining arrangements are in place, covering approxi-
mately 3,600 persons (including approximately 1,400 in the United States). The Company believes that it has a good
relationship with both its unionized and non-unionized employees.

Item la. Risk Factors

This filing contains forward-looking statements, within the meaning of the Private Securities Litigation
Reform Act of 1995. A variety of risks and uncertainties could cause Acuity Brands’ actual results to differ
materially from the anticipated results or other expectations expressed in the Company’s forward-looking state-
ments. See “Cautionary Statement Regarding Forward-Looking Statements” on page 36. These risks include,
without limitation:

Risks Related to the Business of Acuity Brands, Inc.

General business and economic conditions may affect demand for the Company’s products and services,
which could impact results from operations.

The Company competes based on such factors as name recognition and reputation, service, product features,
innovation, and price. In addition, the Company operates in a highly competitive environment that is influenced by a
number of general business and economic factors, such as general economic vitality, employment levels, credit
availability, interest rates and commodity costs. Declines in general economic activity may negatively impact new
construction, and renovation projects, which in turn may impact demand for the Company’s product and service
offerings. The impact of these factors could adversely affect the Company’s financial position, results from
operations, and cash flows.

Tight credit conditions could impair the ability of the Company and other industry parties to effectively
access capital markets, which could negatively impact the Company’s capital position and demand for the
Company’s products and services.

Tight credit conditions could impair the Company’s ability to effectively access capital. This could impair the
Company’s ability to refinance debt as it becomes due or to obtain additional credit, if needed. The inability to
effectively access capital markets could adversely affect the Company’s financial position, results from operations,
and cash flows.

In addition, the impact of the tight credit conditions has and could continue to impair the ability of real estate
developers, property owners, and contractors to effectively access capital markets or obtain reasonable costs of
capital on borrowed funds, resulting in a decline in construction and renovation projects. The inability of these
constituents to borrow money to fund construction and renovation projects reduces the demand for the Company’s
products and services and could adversely affect the Company’s results from operations and cash flow. The lack of
credit availability and the general economic conditions over the last two years have negatively impacted the
Company’s results from operations by reducing customer demand.

Acuity Brands is heavily dependent on the strength of construction activity.

Sales of lighting equipment depend significantly on the level of activity in new construction and renovations.
Demand for non-residential construction and renovation is driven by many factors, including but not limited to
economic activity, employment levels, credit availability, interest rates, accessibility to financing, and trends in
vacancy rates and rent values. Demand for new residential construction and remodeling is also affected by interest
rates and credit availability, as well as the supply of existing homes, price appreciation, and household formation
rates. Significant declines in either non-residential or residential construction activity could significantly impact the
Company’s results from operations and cash flow. Since early fiscal 2009, both the Company and the industry
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experienced declines in sales volumes resulting from weakness in both the non-residential and residential
construction markets due to the weak economic environment.

Acuity Brands’ results may be adversely affected by fluctuations in the cost or availability of raw materi-
als, components, and purchased finished goods.

The Company utilizes a variety of raw materials and components in its production process including steel,
aluminum, lamps, LEDs, ballasts, power supplies, petroleum-based by-products, natural gas, and copper. Future
increases in the costs of these items could adversely affect operating margins, as there can be no assurance that
future raw material and component price increases will be successfully passed through to customers. The Company
generally sources these goods from a number of suppliers and, therefore, is reasonably insulated from risks affecting
any one supplier. However, there are a limited number of suppliers for certain components and certain purchased
finished goods, and disruptions in supply for those items could negatively impact the Company’s short-term
performance. Profitability and volume could be negatively impacted by limitations inherent within the supply chain
of certain of these component parts, including competitive, governmental, legal, natural disasters, and other events
that could impact both supply and price. Since mid-fiscal 2010, the industry has experienced shortages in certain
electronic components used in the manufacturing of ballasts and power supplies, resulting in delays in sourcing
these vital components. A persistent lack of availability of these components could adversely impact shipments in
future periods. Variability in cost and availability could adversely affect the Company’s results from operations and
cash flows.

Acuity Brand’s results may be adversely affected by the Company’s inability to maintain pricing.

Aggressive pricing actions by competitors may affect the Company’s ability to achieve desired unit volume
growth and profitability levels under its current pricing strategies. The Company may also decide to lower pricing to
match the competition. Additionally, the Company may not be able to increase prices to cover rising costs of
components and raw materials. Even if the Company were able to increase prices to cover costs, competitive pricing
pressures may not allow the Company to pass on any more than the cost increases which could negatively impact
gross margin percentages. Alternatively, if component and raw material costs were to decline, the marketplace may
not allow the Company to hold prices at their current levels, which could negatively impact both net sales and gross
margins.

Acuity Brands may experience difficulties in the consolidation of manufacturing facilities which could
impact the shipments to customers, product quality, and the ability to realize the expected savings from
streamlining actions.

During fiscal 2009, the Company continued its ongoing programs to streamline operations, including the
consolidation of certain manufacturing facilities and the reduction of overhead costs. Upon completion of these
actions, the Company realized annualized benefits of more than $50.0. During fiscal 2010, the Company announced
plans to relocate certain production and down-size two facilities, and, upon completion, the Company expects to
realize $10.0 in annualized benefits. The Company will gain from such activity only to the extent that it can
effectively leverage assets, personnel, and operating processes in the transition of production between manufac-
turing facilities. Uncertainty is inherent within the facility consolidation process, and unforeseen circumstances
could offset the anticipated benefits, disrupt service to customers, and impact product quality.

Acuity Brands is subject to risks related to operations outside the United States.

The Company has substantial activities outside of the United States, including sourcing of products, materials,
and components. The Company’s operations, as well as those of key vendors, are therefore subject to regulatory,
economic, political, military, and other events in countries where these operations are located, particularly Mexico.
In addition to the risks that are common to both the Company’s domestic and international operations, the Company
faces risks specifically related to its foreign operations, including but not limited to: foreign currency fluctuations;
unstable political, social, regulatory, economic, financial, and market conditions; potential for privatization and
other confiscatory actions; trade restrictions and disruption; criminal activities; and unforeseen increases in tariffs
and taxes. The Company continues to monitor conditions affecting its international locations. Some of these risks
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could have a material adverse effect on the Company’s business, financial condition, results from operations, and
cash flows in the future.

The Company is exposed to risks associated with fluctuations in foreign currency exchange rates against the
U.S. dollar resulting from non-U.S. dollar denominated transactions, particularly in our international operations.
Potential decreases in income could result from a strengthening or weakening in foreign exchange rates in relation
to the U.S. dollar.

Acuity Brands is subject to a broad range of environmental, health, and safety laws and regulations in
the jurisdictions in which it operates, and the Company may be exposed to substantial environmental,
health, and safety costs and liabilities.

The Company is subject to a broad range of environmental, health, and safety laws and regulations in the
jurisdictions in which the Company operates. These laws and regulations impose increasingly stringent environ-
mental, health, and safety protection standards and permitting requirements regarding, among other things, air
emissions, wastewater storage, treatment, and discharges, the use and handling of hazardous or toxic materials,
waste disposal practices, and the remediation of environmental contamination and working conditions for the
Company’s employees. Some environmental laws, such as Superfund, the Clean Water Act, and comparable laws in
U.S. states and other jurisdictions world-wide, impose joint and several liability for the cost of environmental
remediation, natural resource damages, third party claims, and other expenses, without regard to the fault or the
legality of the original conduct, on those persons who contributed to the release of a hazardous substance into the
environment. The Company may also be affected by future laws or regulations, including those imposed in response
to energy, climate change, or similar concerns. These laws may impact the manufacture and distribution of the
Company’s products and place restrictions on the products the Company can se