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» Good morning everyone and thank you for attending our presentation. |
would like to thank CIBC World Markets for inviting us to speak today.
We welcome the opportunity to provide you with an update on AltaGas.

* I'll first provide you with a business overview, then talk a bit about our
strong performance both in 2005 and over the last five years. | will then

take you through our strategy for growth and predictable and sustainable
distributions, then conclude with some investment highlights.
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Let me begin, aswe al now must, by reading through the legally
required disclaimer.

Certain information presented that is not historical factual information
may constitute forward-looking information.

Actual results could differ materially from a conclusion, forecast or
projection contained in such forward-looking information. Certain
material factors or assumptions were also applied in drawing a
conclusion or making aforecast or projection as reflected in such
forward-looking information. Additional information about the material
factors that could cause actual results to differ materially from the
conclusions, forecasts or projections in the forward-looking information,
and details regarding the material factors or assumptions that were
applied in drawing such conclusion or making such forecasts or
projections are contained in the Trust’s 2005 Annual Information Form
at page 49 under the heading “Risk Factors” which is available on our
website at www.altagas.ca or through www.sedar.com.
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* Let me begin with aquick profile of AltaGas Income Trust.

¢ Our unitstrade under the symbol ALA.UN on the Toronto Stock
Exchange, and we had 54.6 million units outstanding at the end of 2005.

* Our market capitaization is approximately $1.6 billion, based on an April
11 unit price of $29.70 per unit, and our assets currently total $1.1 billion,
which excludes the Natural Gas Distribution segment assets that were
spun out in November.

¢ On March 1% we announced that we were increasing our monthly
distributions by 3%, or half a cent, to 16.5 cents per unit. This equates to
an annualized distribution of $1.98 per unit, or ayield of just under 7%.
The March increase was the second one in 7 months, which we feel is
supported by AltaGas' performance.
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» At AltaGas, amajor part of our strategy is and has always been to
optimize assets and maintain high reliability.

» Weremain committed to growth in financial performance.
» We plan to grow through the expansion of our existing assets and services.

» We will also continue to pursue acquisitions that add to net income, cash
flow and return on equity, the traditional measures we have measured
ourselves against since AltaGas' inception in 1994,

» AltaGas' strong balance sheet enables us to maintain financia flexibility,
and to pursue those acquisitions when they make sense.

 Our god isto continue delivering sustainable distributions to our
unitholders, supported by sound economics and traditional financia
metrics.
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» At AltaGas, we create value by growing and optimizing assets and
services across the energy value chain to serve North America' s energy
demand.

» We are one of Canada slargest and fastest growing integrated energy
infrastructure and service organizations.

» We begin by gathering and processing gas after it is produced from the
well, serving producers in the Western Canada Sedimentary Basin.

* We extract ethane and natural gasliquids at four extraction plantsin
which we have working interest.

» We transport natural gas and condensates through our transmission
pipelines.

» We seall power from our gas-fired generation and coal-fired power
purchase arrangements

» And we provide energy management services to commercial, industrial
and institutional end-users across Canada.

» We market natural gas for producers also source natural gas from other
wholesale marketers for resale.

 Finaly, we buy and sell storage and transportation capacity, locking in
margins at time of transaction.
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This slide shows our assets and EBITDA split using our new
segmentation, which will be used for 2005 and future periods.

As you can see from these two pie charts, while our Field Gathering and
Processing segment accounted for 49% of our net book value at the end
of 2005, it generated 28% of our EBITDA.

Our Extraction and Transmission segment net book value totalled 27%,
while generating 24% of EBITDA.

The Power Generation segment generated 35% of our EBITDA, with
the Energy Services segment generating another 5%.

Note that the December 31st net book value excludes the Natural Gas
Distribution assets that were spun out.

From our beginnings as a natural gas midstream company, we have
become a strong and diversified energy company with significant
competitive advantages.
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* This dlide shows the geographical reach of our field gathering and
processing and extraction and transmission assets in the Western Canada
Sedimentary Basin.

» Approximately 77 percent of the raw gas produced in the WCSB over the
last few years has been in the areas where AltaGas facilities are located.
This percentage has been steady to increasing over the last few years.

» Over the next five years, energy experts expect overall Western Canadian
natural gas production to remain relatively flat. Normal declines will be
offset by continued activity in the basin, increasesin coal bed methane
and tight gas.

* In addition to our 73 field gathering and processing plants, which are the
orange boxes, we also have interestsin four of Alberta’s 10 extraction
plants, the blue boxes, and own 6 transmission pipelines, which are the
black lines you see on the map.

» We have atrack record of success, strong relationships with producers and
the ability to tie in wells very quickly
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* In our Field Gathering and Processing business, our 73 facilities have a
total capacity of 997 Mmcf/d, of which 26% is sour gas processing
capacity. We also have more than 6000 km of gathering lines.

» We operate 70 of these facilities, which alows us greater flexibility to
control operations and increase efficiency and throughput by redeploying
facilitiesto areas of high or new activity. We are able to do so due to the
fact that the majority of our compression assets are skid-mounted.

» We actively pursue a strategy to construct or acquire connecting
processing facilities, since these interconnections enhance the flexibility
and reliability of our operations. In 2005, plant reliability was in excess of
98%.

* Flexible contract terms include fee-for-service arrangements on arate per
Mcf processed, take-or-pay contracts and operating and capital cost
recovery contracts. AltaGas has been moving towards recovery of more
operating costs in our FG& P business, and by the end of 2005,
approximately 30 percent of our throughput included some type of
operating cost recovery.

* In 2005 we spent over $50 million on internal growth in the FG& P
segment, $31 million of which was in the fourth quarter. The impact of
this additional capacity will be seen in 2006.

» We spent $8 million on total maintenance capital during 2005, almost half
of which was in the natural gas distribution segment. Given the smaller
size of our FG& P facilities, the majority of our maintenance is expensed.
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Overall throughput in FG& P facilities in the fourth quarter of 2005
was 573 Mmcf/d, which resulted in average capacity utilization of
60%, compared to average Alberta utilization of closer to 50%.

The fact that the our facilities are small, and that over 70% of our
compression assets are skid-mounted allows usto be flexible and
redeploy them where they are needed in response to producer
drilling.

The map you see here shows our capacity (the bar on the | eft),
throughput (the bar on the right), and utilization by area for the
fourth quarter of 2005. All scales are the same, with 500 Mmcf/d at
the top end of scale.
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* |In addition to our field gathering and processing plants, our Extraction and
Transmission businesses involve long-life assets underpinned by long-
term contracts and little commodity price risk.

* We haveinterestsin four of Alberta’s 10 extraction plants, with inlet
capacity of 539 Mmcf/d. Two of these plants are at Empress. We aso
have a fractionation facility at Bantry. Production at these plants averaged
almost 20 thousand Bbls/d of ethane and NGLs in 2005.

* Supply for the extraction facilities comes from producers, aswell as
Energy Services customers. Thisis an example of the benefits we derive
from integration.

* All ethane production is sold under long-term arrangements based on cost-
of-service or fixed-fee contracts, with no commaodity price risk, while
78% of NGLs are sold under long-term contract, with no commodity price
exposure. The remaining NGL production has capped downside exposure
to commodity prices, due to the ability to re-inject when frac spreads are
too low, which we did in the fourth quarter of 2005, when frac spreads
declined by $9 per Bbl compared to the fourth quarter of 2004..

* AltaGas has six transmission pipelines with high reliability and low
operating costs. The biggest is Suffield, which is underpinned with long-
term contracts with EnCana.

11
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Moving to the power side of our business, the power portfolio includes coal-
fired generation capacity through long-term power purchase arrangements for
353 MW through 2020 from the Sundance B coal-fired plant. These facilities
are among the lowest-cost generators in the province.

Until March 31%, our power portfolio included 100 MW of capacity from the
Genesee facility. This capacity is being managed by the Balancing Pool until
they finalize the auction for the capacity.

Our power portfolio aso includes 25 MW of gas-fired peaking capacity that
was leased for 10 years beginning in 2004. This capacity has renewal options
and provides some operational backstopping to the coal-fired generation.

AltaGas sells power and ancillary servicesinto the Alberta Power Pool.
AltaGas is serious about managing its commodity risk. We have risk
management policiesin place requiring us to hedge a significant amount of
power.

12
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The Energy Services businessis the downstream part of our energy value chain.
It encompasses energy management services, including both gas and el ectricity to
non-residential end-users, and gas services.

Our Energy Services business reaches well beyond Alberta. We have more than
1200 contracts with energy management customers across Canada through iQ2 in
Alberta, ECNG in Ontario and Quebec, and Premstar Pacific in B.C. ECNG is
one of Canada’s largest energy management services providers.

We help customers to manage their exposure to natural gas and electricity price
volatility and to match their energy supply contracting practices with their risk
tolerance and budget objectives. This part of the business generates fee for
service revenue.

On the gas services side, PremStar is aleading gas marketer in Ontario, B.C. and
Alberta.

In this part of the business, natural gasis sourced from producers and marketers
with whom AltaGas has strong relationships and from AltaGas system producers,
for resale through our energy management business to retailers and commercial
end-users. We match volumes and terms to lock in margins at the time the

transactions occur.

13



Financial Overview

* I'd like to now give you afinancia overview of AltaGas.

14
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2005 was a strong year for AltaGas, with net income up 37% to $90 million, and
net income per unit up 26% to $1.67 from $1.33 in 2004. Funds from operations
grew 18%, to $128 million, and distributions declared increased 41%, as a result
of our being atrust for afull year, and the increase in distributions announced in
August.

» The growth in earnings was mainly due to owning the Edmonton Ethane
Extraction Plant, purchased in August 2004, and PremStar, which was added in
October 2004, for afull year.

» We also saw received higher power prices as aresult of higher priced hedges and
spot prices for power, and realized a gain on sale of investment on Taylor NGL
Partnership units.

* In addition, income tax expense was lower, due to being atrust for afull year.

* This growth was somewhat offset by higher costs due to expanding operations and
growth in the business.
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* AltaGas has an exceptional track record of profitable growth.

 This dlide shows you the five-year highlights on a per unit basis. As you

can see, EBITDA grew 57% from 2001 to 2005, while net income

climbed 234% and funds generated from operations increased by 81%.
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* As at period-end

* Management at AltaGas has a conservative approach to the financial
management of the Trust, with a focus on maintaining our strong
bal ance sheet and investment grade credit ratings.

» Our debt-to-total capitalization ratio was 36 percent at December 31,
2005, as aresult of the repayment of $85 million in debt after the
spin-out of the Natural Gas Distribution segment. This was down
from 42.6% at the end of 2004 and significantly below the target of
40% to 45% that was put in place after the Natural Gas Distribution
segment spin-out.

e Last August, we issued $100 million of new medium-term notes to
replace those that expired in October. We managed to do so at amuch
lower rate — 4.4%, versus 7.3%, which is expected to decrease interest
expense by approximately $3 million, or aimost 5 cents per unit, per
year.



» The next section deals with AltaGas' growth strategy.
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» At AltaGas, we see continued growth for 2006 in all parts of our business. We
expect net income to increase by high single digits over 2005’ s reported net
income.

» We anticipate continued high gas prices and drilling activity in 2006, resulting in
many new tie-in opportunities at our existing facilities and potential for further
new greenfield plant opportunitiesin our FG& P segment.

» We continue to see excellent growth opportunitiesin BC and in Alberta West of 5
and 6. Record drilling is aso occurring in West of 4 and we see growth
opportunities there, driven by drilling success in conventional gas and coal-bed
methane. The current high level of activity isleading to some delaysin projects.

* Our plan isto spend more than $40 million on organic growth in the FG& P
segment in 2006. As you may have heard, last week we announced that we have
committed more than $16 million to date in 2006 on internal expansions that are
expected to increase throughput starting in the third quarter. This includes the
Prairie River expansion near High Prairie, Alberta.

* The Extraction and Transmission businesses are expected to continue to see
steady operations and cash flow in 2006.



* AltaGas expects to continue to grow the Energy Services segment by
expanding our customer base in the provinces where we aready operate,
extending it across the country and by offering new services. We will
continue to take advantage of energy value chain optimization
opportunities with our other businesses.

» We expect Power Generation results to exceed 2005 results even it don’t
replace Genesee, due to higher pricing.

* Weintend to expand our Power Generation business by acquiring,
building and operating assets in Canada and the Northern U.S., with a
focus on renewabl e generation. | will expand on this topic right now.
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» Some of you may have read about our move into wind power. We are
excited about the potential for wind power.

 AltaGas made an initial announcement in January that we had entered a
partnership with Aeolis Wind Power Corporation to bid the proposed Bear
Mountain wind power project near Dawson Creek, B.C. into BC Hydro’s
Open Call for Power.

» About two weeks ago, we announced that we had taken the next step and
formed alimited partnership with GreenWing Energy Management Ltd. to
develop up to 10 wind power projects with a potential capacity of 800
MW in Western Canada and the Western United States. To put that in
context, should the 800 MW go ahead, our power capacity would more
than triple.

21
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* The reasons for pursuing wind are numerous.
* First, power demand continues to increase throughout North America.

* In many provinces and states, governments are mandating that some
percentage of new power generation be renewable in the not too distant
future.

» Thesetypes of projects tend to have long-term contracts with high credit
counterparties. Thereis also the potentia for some merchant sales.

* The assets have long lives, and will contribute long-term cash flows,
which are optimal for atrust.

22



» This map shows you the locations of some of the potentia projects we
are currently working on.

* These projects have a potential capacity of 800 MW and would likely be
in service in the 2008 to 2010 timeframe.

» Asprojects get bid into auctions and contracts are signed, we will
discuss further information with the markets.

23
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» Moving on to speak more generally, our Business Development group is
actively pursuing acquisitions, and we can finance up to $100 million over
2006 without going to the capital markets.

* However, our acquisition strategy is, simply put, “we will not grow for the
sake of growth”. As| mentioned earlier, our acquisitions must be accretive
to net income, cash flow and return on equity; they must build, not erode,
equity. They must also fit our risk profile and business strategy.

» Acquisitions must be underpinned with strong contractual commitment and
have low commaodity exposure, and be balanced amongst various linksin
the energy value chain to ensure continued diversification

» Wewill maintain a strong balance sheet to provide financial flexibility to
capitalize on growth opportunities when they arise.

* And lastly, we will enhance unitholder value.

24



* | would like to end my presentation by discussing afew of the investment
highlights for AltaGas.

25
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» This graph shows AltaGas' total return, which includes both price
appreciation and the reinvestment of dividends and distributions,
compared to the S& P Income Trust, Capped Energy Trust and Composite
Indices for the last five years. As you can see, we have outperformed all
those indices.

* Our total return was amost 700% over the five year period, and in 2005,
our total return was 31%, including the distribution of AltaGas Utility
Group Inc. shares.

» At AltaGas we operate as a "tax advantaged corporation”. Wewerein
existence for 10 years before converting to atrust, and the conversion has
not changed how we fundamentally run the business. We carry forward a
track record of operating excellence and prudent financial management.
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* In closing, | would like to say that we believe our track record of
developing and operating an integrated portfolio of energy businessesin a
low risk manner is a great platform for continued growth and value
creation.

» We expect to see AltaGas grow this year and in the future. And our
bal ance sheet will support our growth.

» Thank you for your attention. | would be happy to answer any questions
you may have.
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