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Strategic route

Source: Company data

MARCH 2005

Merger of AGAC, 
AMPS and TESA to 

create ENÌA , 
leading operator in 
the Emilia region 

OCTOBER 2006

Merger of AMGA 
and AEM Turin to 

create IRIDE, 
leading operator in 
the North West of 

Italy

JULY 2010

Merger between 
Iride and ENÌA 
creates IREN

AUGUST 2010

Successful 
completion of the 
voluntary tender 

offer by San 
Giacomo on  
Mediterranea 

Acque

2011-2015 
STRATEGIC 

PLAN
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Geographical presence and key data 

STRONG GEOGRAPHICAL 

FOOTPRINT
Present in regions 

(Piemonte, Liguria

and Emilia),

representing ca 13% of 

the Italian GDP

COMPLETE AND WELL 

BALANCED BUSINESS 

PORTFOLIO
Supply of all services: energy

distribution and sales 

(heat, gas, electricity,

water and waste management)

KEY 2009 DATA*

Revenues: 3,200 EUR million

EBITDA: 566 EUR million 

60%  from regulated activities

5,000 employees

FULL COVERAGE OF THE

VALUE CHAIN
Upstream (electricity 

production and gas import), 

distribution, loyal customer base

Waste collection to WTE 

management

Integrated water cycle

Source: Company data

*Pro forma data



4

Market positioning and ranking

DISTRICT HEATING

- Heat energy sold (GWht) 2,430

- DH volumes (mln cm) 63

GAS
- Volumes sold (mln cm) 3,466
- Distributed volumes (mln cm) 2,000
- Customers (000) 1,200
- Network (km) 8,700

ELECTRICITY
- Volumes sold (GWh) 15,000
- Volumes produced (GWh) incl.Edipower 7,400
- Customers (000) 700
- Network (km) 7,200

WATER
- Volumes sold (mln cm) 192
- Inhabitants served (000) 2,000
- Network (km) 14,000

WASTE
- Waste processed (Kton) 935
- Inhabitants served (000) 1,200
- Plants (no.) 16

Source: Company data

2009A

EBITDA Breakdown by SBU1st

5th

6th

3rd

3rd
Regulated Activities: ~60% 

Unregulated Activities: ~40% 
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2011-2015 Strategic Plan: priorities and drivers

Å3rd position at national level

ÅTop level expertise

ÅFlexible and reactive business model 

(San Giacomo)

WATER

Å23 bis Ronchi Decree enhances 

competition

Å~60% of total concessions to be 

re-assigned

ÅHigh visibility, stability and interesting 

profitability of the business

WASTE

Å3rd position at national level

ÅTop level expertise in the whole value 

chain with renowned environmental 

sustainability approach

ÅOpportunities in business/financial 

model to be exploited

Å23 bis Ronchi Decree enhances 

competition

ÅShifting from landfill disposal to WTE 

system (40-50% increase of treatment 

capacity)

DISTRICT 

HEATING

Å1st position at national level

ÅTop level expertise with higher 

efficiency plant portfolio

ÅOptimal geographical position 

(climate, potential volumes)

ÅStrongly appreciated and promoted 

at local and national level

ÅHigh stability, visibility and 

profitability of the business

ÅIdeal fitting with generation and 

WTE technologies

IREN POSITIONING MARKET SCENARIO

Source: Company data
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2011-2015 Strategic Plan: the pillars

STRATEGIC PILLARS
Growing with the market: doubling Enterprise 

Value by 2015

Well balanced business portfolio

Increase return and cash flow

Flexible financial structure

Consolidation and integration of the 

full energy/gas value chain

GENERATION MARKET 

Challenging growth in reference areas

and market opportunities

WATER WASTENETWORKS 

ASSET

RATIONALISATION
SYNERGIES

BUSINESS MODEL

OPTIMIZATION

DISTRICT 

HEATING
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Liberalised market

Source: Company data

C O N S O L I D A T I O N - - - - - - - - - - - - - - - - - - - E X P A N S I O N 

2010 2011 2012 2013 2014 2015

BITING THE MARKET

ÅCompeting for selected

opportunities of the market in water, 

waste and DH sectors, focusing on 

those where a multi business 

approach is possible

ÅOptimisation Debt/EBITDA ratio

ÅCapital  structure flexibility

ÅTake advantage of size, expertise, 

market competitiveness

2011-2015 Strategic Plan: overview

Impact of market liberalisation/ 

competition

STRENGTHENING GROWTH IN 

REFERENCE AREAS

ÅFocus on reference  areas, and West 

Piemonte, where synergies could be 

important opportunities

ÅAcquisitions of commercial companies 

ÅPartnerships and valorisation in energy 

assets

ÅCovering the full range of services (DH, 

Waste, Water, E/G) in the reference areas

ÅFurther expand downstream in areas

where the group has already a 

significant market share

ÅAsset valorisation
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IO Market turbulence both in the energy

and in the financial markets

Risk aversion

CONSOLIDATION

ÅCompletion of OLT, PAI and Turin North

ÅConsolidation of existing portfolio on 

reference territories (existing 

concessions)

ÅTLC disposal, decrease OLT share

ÅCompletion of main projects

ÅFocus on synergies and optimization of 

organizational/business model

ÅIncrease returns and cash flows

ÅPreserve and enhance existing customer 

base through cross selling

ÅDisposals


