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Strategic route
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Geographical presence and key data

\

STRONG GEOGRAPHICAL

FOOTPRINT
Presentin regions
(Piemonte, Liguria

and Emilia),
representing ca 13% of
the Italian GDP
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I re n *Pro forma data

KEY 2009 DATA*

Revenues: 3,200 EUR million
EBITDA: 566 EUR million
60% from regulated activities

5,000 employees




Market positioning and ranking

DISTRICT HEATING
- Heat energy sold (GWht)
% - DH volumes (mIn cm)

S E W GAS
- Volumes sold (mIn cm)

A%« _ Distributed volumes (mIn cm)
- - Customers (000)

- Network (km)

ELECTRICITY

- Volumes sold (GWh)

- Volumes produced (GWh) incl.Edipower
. - Customers (000)

». - Network (km)

WATER

- Volumes sold (mIn cm)
- Inhabitants served (000)
- Network (km)

i - Inhabitants served (000)
& - Plants (no.)
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2011-2015 Strategic Plan: priorities and drivers

IREN POSITIONING MARKET SCENARIO

A 23 bis Ronchi Decree enhances
A3rd position at national level competition
ATop level expertise A ~60% of total concessions to be
A Flexible and reactive business model re-assigned
(San Giacomo) AHigh visibility, stability and interesting
profitability of the business

A3rd position at national level
Top level expertise in the whole value
chain with renowned environmental
sustainability approach
Opportunities in business/financial
model to be exploited

A 23 bis Ronchi Decree enhances
competition

AShifting from landfill disposal to WTE
system (40-50% increase of treatment
capacity)

AStroneg appreciated and promoted

A 1st position at national level at local and national level

DISTRICT ATop level expertise with higher A High stability, visibility and
HEATING efficiency plant portfolio

: : o profitability of the business
Optimal geographical position A | fitti Hh :
(climate, potential volumes) Ideal fitting with generation and

WTE technologies
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2011-2015 Strategic Plan: the pillars

Consolidation and integration of the Challenging growth in reference areas
full energy/gas value chain and market opportunities

DISTRICT

GENERATION NETWORKS MARKET WATER WASTE HEATING

STRATEGIC PILLARS
¢ Growing with the market: doubling Enterprise
Value by 2015
¢ Well balanced business portfolio
¢ Increase return and cash flow
¢ Flexible financial structure
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2011-2015 Strategic Plan: overview

 CONSOLIDATION------------------EXPANSION

BITING THE MARKET

STRENGTHENING GROWTH IN

REFERENCE AREAS
Achus on reference areas, and West ACompeting for selected
) Piemonte, where synergies could be opportunities of the market in water,
% Important opportunities waste and DH sectors, focusing on
= AAcquisitions of commercial companies those where a multi business
O , e approach is possible
< APartnerships and valorisation in energy
assets
ACovering the full range of services (DH, AOptimisation Debt/EBITDA ratio
Waste, Water, E/G) in the reference areas _ .
_ Acapital structure flexibility
AFurther expand downstream in areas . _
where the group has already a ATake advantage of size, expertise,
significant market share market competitiveness
AAsset valorisation
Impact of market liberalisation/ Liberalised market
competition
c00@®
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