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9M 2011 Key Financials9M 2011 Key Financials
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618

457465451

861
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10.6%13.1%9.5% 12.2% 9.2%

(1) Draka consolidated for the period 1 March 2011 – 30 September 2011; (2) Draka consolidated for the period 1 January – 30 September; (3) Includes consolidation adjustments; (4) Adjusted
excluding non-recurring income/expenses; (5) Adjusted excluding non-recurring income/(expenses) and the fair value change in metal derivatives and in other fair value items; (6) Adjusted excluding
non-recurring income/(expenses), the fair value change in metal derivatives and in other fair value items, exchange rate differences and the related tax effects; (7) Operative Net Working capital
defined as Net Working Capital excluding the effect of derivatives; % of sales is defined as Operative Net Working Capital on annualized last quarter sales

+12.0%
*

Net Financial PositionNet Financial PositionAdjusted Net IncomeAdjusted Net Income (6)(6)

* Org. Growth (excl.Draka) **Org. Growth combined 8.5% 6.7%8.4% 6.8%7.3% 5.4%

3

Draka
Prysmian

Full combined(2)

+9.9%
**

7.6% 7.1% 5.5% 5.2%
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3
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Reported(1) Full combined(2)Reported(1) Full combined(2)Reported(1)

Reported(1) Reported(1) Reported(1)
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UtilitiesUtilities
Euro Millions, % of Sales – Full Combined Results

* Organic Growth

Sales Vs Third PartiesSales Vs Third Parties

1,873

1,354

1,670

2010 9M'10 9M'11

195189

260

2010 9M'10 9M'11

(1) Adjusted excluding non-recurring income/expenses

Adjusted EBITDAAdjusted EBITDA (1)(1)

13.9% 13.9% 11.7%

TRANSMISSION – Submarine
• Further acceleration expected in

demand driven by major
interconnection links and new off-
shore wind-farms projects

• European Commission recently
(October’11) confirmed
commitment to increase
renewable energy generation and
strengthen electricity grids by
2020

• First capacity increase up and
running to sustain growth in 2012

TRANSMISSION – HV
• Order-book confirmed at peak

level mainly driven by key
European countries

• Positive projects inflow expected
next quarters with new tenders
for interconnections and grid
upgrade in Europe

• Focus on high-end HVDC projects
and cost optimization to sustain
profitability

• Continuous growing trend in
emerging countries (China and
Russia)

DISTRIBUTION
• Significant 9M volume growth driven by Europe

• Demand in Europe sustained by UK, Nordics and Eastern countries with no
further improvement expected in Central and South of Europe

• US still slow in recovery

• Positive trend in Australia confirmed. Selective growth in India and other
Asian markets to benefit from the strong demand with a focus on high-end
customers/products

• Margins still at the bottom with limited profitability downside

HighlightsHighlights

+18.7%*

Higher contribution from HV and Submarine expected in Q4 due to
projects phasing
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Contribution Margin Volumes

Limited downside for cyclical businesses on current profitabilitLimited downside for cyclical businesses on current profitabilityy
The Power Distribution case

a) Prysmian excluding Draka

(2007=100)

PDPD –– Volumes and Contribution Margin evolutionVolumes and Contribution Margin evolution a)a)

Adj.EBITDA
margin
>10%

Adj.EBITDA
margin
5-6%

• Minor profitability improvement in 2011 despite volume recovery

• Low downside risk on current ebitda margin level (5-6%)
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Trade & InstallersTrade & Installers
Euro Millions, % of Sales – Full Combined Results

* Organic Growth

Sales Vs Third PartiesSales Vs Third Parties

2,236

1,643
1,855

2010 9M'10 9M'11

72

56 58

2010 9M'10 9M'11

(1) Adjusted excluding non-recurring income/expenses

Adjusted EBITDAAdjusted EBITDA (1)(1)

3.1% 3.3% 3.0%

+0.2%* • Organic sales decrease in Q3 due to high comparable basis and no
further improvement in demand

• European demand sustained by North and Eastern Europe with still low
volumes in other countries particularly in Spain and Italy

• Positive construction market development in South America expected
to continue next quarters

• Gradual volume increase in APAC targeting most profitable regions

• Production capacity utilization still too low to support a meaningful
recovery in profitability. Limited downside risk on current profitability
level

HighlightsHighlights
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IndustrialIndustrial
Euro Millions, % of Sales – Full Combined Results

* Organic Growth

Sales Vs Third PartiesSales Vs Third Parties

1,481

1,071
1,287

2010 9M'10 9M'11

97

68
76

2010 9M'10 9M'11

(1) Adjusted excluding non-recurring income/expenses

Adjusted EBITDAAdjusted EBITDA (1)(1)

6.5% 6.3% 5.9%

+9.4%*

HighlightsHighlights
OGP

• Growing demand in Offshore with new installations in Middle East/Apac and
recovering maintenance business in US and Europe. Onshore stable

SURF

• Flexible Pipes: positive order intake from Petrobras increasing contribution in next
quarters

• New high value added Downhole Technology (US) extended to South America (First
order from Petrobras) as first benefit from the integration. Leverage on Group
presence in Europe to grow in North Sea and Russia

Renewable

• Double digit sales growth in wind. Positive demand expected in Europe driven by
Germany, Denmark and Eastern Europe. Increasing presence in fast growing
markets as Latin America, India and Australia

• Declining demand in solar. No recovery expected next quarters in Europe unless
new incentives program

Automotive

• Ongoing portfolio rationalization focusing on profitable products/customers.
European demand sustained by Germany; growing presence in Apac, Russia and
India

Elevator

• Stable demand in US and Europe. Order book supported by China and South
America

Specialties & OEM

• High potential recovery for most of applications still at bottom profitability level.
Positive demand in Mining, Railway and other niches.
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IndustrialIndustrial –– Investing in the high value added offInvesting in the high value added off--shore oil businessshore oil business
New flexible pipes plant in Brazil and acquired downhole technology from Draka

VilaVila VelhaVelha (BRA): new flexible pipes plant built(BRA): new flexible pipes plant built
next to the prenext to the pre--existing umbilical plantexisting umbilical plant

Umbilical for Power

Connecting platforms
to platforms to

transmit power or feed
pumps for upstream

exploration

Umbilical
Control/Injection

Controlling valves on
the sea bed. Can use

thermoplastic hoses or
steel tubes (STU)

Flexible Pipes

Production line and
chemical injection

Hybrid Electro-
Optical

Monitoring in real time
the performance of the

well. Tube of SS,
Inconel, Duplex, etc

Electrical

Supplying power
to the sensors or

to the well

Packaged Gas &
Fluid

For chemical/
hydraulic injection,

fiber sensing

Over US$ 100m sales in FY2011Over US$ 100m sales in FY2011

Bridgewater (USA): plant contributed byBridgewater (USA): plant contributed by DrakaDraka
specialized inspecialized in downholedownhole technology (DHT)technology (DHT)

Approx. US$ 40m sales in FY2011Approx. US$ 40m sales in FY2011

Main customers: Schlumberger, Baker-Hughes, BJ Services, GCDT

Sales breakdown: N.A.(50%)-Europe(20%)-S.A.(20%)–MiddleEast/Apac(10%)
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IndustrialIndustrial –– Strengthening presence in the key Brazilian marketStrengthening presence in the key Brazilian market
First flexible Pipes delivered (Namorado field) and new orders for both Flexible Pipes and DHT

Source: Petrobras

New orders for Flexible Pipes (Sidon oil field) and DHT (severalNew orders for Flexible Pipes (Sidon oil field) and DHT (several oilfields in Campos Basin)oilfields in Campos Basin)
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Deep water
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80%

CAGR
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PetrobrasPetrobras oil production in Braziloil production in Brazil

Sidon

Source: Petrobras BP 11-15

Flexibles Downhole Umbilicals

DHT orders from Petrobras for
several oil fields in Campos Basin
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TelecomTelecom
Euro Millions, % of Sales – Full Combined Results

* Organic Growth

Sales Vs Third PartiesSales Vs Third Parties

1,276

938
1,080

2010 9M'10 9M'11

102

71

96

2010 9M'10 9M'11

(1) Adjusted excluding non-recurring income/expenses

Adjusted EBITDAAdjusted EBITDA (1)(1)

7.7% 7.3% 8.7%

+13.8%*

HighlightsHighlights

Optical / Fiber

• Solid demand sustaining double digit volume growth. Ongoing margin
recovery driven by better sales mix and costs reduction

• Positive demand in North America supported by stimulus packages

• Volume increase in Europe in first 9M but still limited capex level by
large incumbents

• First delivery to NBN (Australia) fulfilled in Q3. Ongoing capacity
increase in Australia to accomplish with growing demand expected
next quarters (based on awarded contract)

• Keep leadership position in South America to benefit from high
investments planned in next years

• Leverage on global fiber production capacity to reduce production
and logistic costs

Multimedia & Specials

• Mid-single digit volume growth driven by Germany and France. Focus on
geographical diversification increasing presence in Nordics, Western
Europe and Middle East

OPGW

• Double digit sales growth mainly driven by South America and Europe
(e.g. Italy and France). Increasing exposure to emerging markets such as
Africa, Middle East and Russia
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The new organization modelThe new organization model
To strengthen leadership in all business segments leveraging on a global platform

Country X

Country Y

Country Z

...

New organization: a matrix linking country and group functionsNew organization: a matrix linking country and group functions

Group FunctionsGroup Functions
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Sales 4,024 1,608 (28) 5,604 3,330 1,757 5,087 4,024 1,998 (28) 5,994
YoY total growth 20.8% 11.8% 68.3% 19.9% 15.6% 20.8% 13.8% 17.8%

YoY organic growth 12.0% 5.9% 0.3% 1.0% 12.0% 5.8% 9.9%

Adj.EBITDA 303 105 - 408 281 104 385 303 123 - 426
% on sales 7.5% 7.4% 7.3% 8.4% 5.9% 7.6% 7.5% 6.2% 7.1%

Non recurring items (228) (18) (14) (260) (9) (28) (37)

EBITDA 75 87 (14) 148 272 76 348
% on sales 1.8% 5.4% 2.6% 8.2% 4.4% 6.8%

Adj.EBIT 245 69 (9) 305 224 58 282 245 78 (9) 314
% on sales 6.1% 4.3% 5.4% 6.7% 3.3% 5.5% 6.1% 3.9% 5.2%

Non recurring items (228) (18) (14) (260) (9) (28) (37)
Special items (81) (17) - (98) (3) - (3)

EBIT (64) 34 (23) (53) 212 30 242
% on sales -1.6% 2.1% -0.9% 6.3% 1.7% 4.8%

Financial charges (70) (10) (6) (86) (77) (13) (90)

EBT (134) 24 (29) (139) 135 17 152
% on sales -3.3% 1.5% -2.5% 4.0% 1.0% 3.0%

Taxes (18) (7) 5 (20) (43) (4) (47)
% on EBT n.m. n.m. n.m. 32.0% 23.5% 30.9%

Net income (152) 17 (24) (159) 92 13 105
Extraordinary items (after tax) (284) (32) (11) (327) (28) (24) (52)

Adj.Net income 132 49 (13) 168 120 37 157

Profit and Loss StatementProfit and Loss Statement
Euro Millions

a) Includes Draka consolidated 7 months from 1 March 2011
b) Includes Draka consolidated all 9 months

9M 2011 Reported a) Full 9M 2010 Combined b)

PRY DRAK TotalPRY DRAK TotalCons.
adj.

Full 9M 2011 Combined b)

PRY DRAK TotalCons.
adj.
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Antitrust investigation (199) - - (199) - - -
Restructuring (10) (17) - (27) (6) (28) (34)
Legal costs - - - - (1) - (1)
Draka transaction costs (6) - - (6) - - -
Draka integration costs (8) (1) - (9) - - -
Draka change of control effects (2) - - (2) - - -
Inventory step-up (PPA) - - (14) (14) - - -
Other (3) - - (3) (2) - (2)

EBITDA adjustments (228) (18) (14) (260) (9) (28) (37)

Special items (81) (17) - (98) (3) - (3)
Gain/(loss) on metal derivatives (80) (17) - (97) 3 - 3
Assets impairment - - - - (6) - (6)
Other (1) - - (1) - - -

EBIT adjustments (309) (35) (14) (358) (12) (28) (40)

Gain/(Loss) on other derivatives (1) 17 - - 17 (29) - (29)
Gain/(Loss) exchange rate (24) (2) - (26) 1 1 2
Other one-off financial Income/exp. - - - - 2 - 2

EBT adjustments (316) (37) (14) (367) (38) (27) (65)

Tax 32 5 3 40 10 3 13

Net Income adjustments (284) (32) (11) (327) (28) (24) (52)

Extraordinary EffectsExtraordinary Effects
Euro Millions

(1) Includes currency and interest
derivatives

Notes

a) Includes Draka consolidated 7 months from 1 March 2011
b) Includes Draka consolidated all 9 months

9M 2011 Reported a) Full 9M 2010 Combined b)

PRY DRAK TotalPRY DRAK TotalCons.
adj.
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Net interest expenses (62) (13) - (75) (49) (18) (67)

Bank fees Amortization (8) - - (8) (4) (2) (6)

Gain/(loss) on exchange rates (24) (2) - (26) 1 1 2

Gain/(loss) on derivatives (1) 17 - - 17 (29) - (29)

Non recurring effects - - - - 2 - 2

Net financial charges (77) (15) - (92) (79) (19) (98)

Share in net income of associates 7 5 (6) 6 2 6 8

Total financial charges (70) (10) (6) (86) (77) (13) (90)

Financial ChargesFinancial Charges
Euro Millions

(1) Includes currency and interest
derivatives

Notes

a) Includes Draka consolidated 7 months from 1 March 2011
b) Includes Draka consolidated all 9 months

9M 2011 Reported a) Full 9M 2010 Combined b)

PRY DRAK TotalPRY DRAK TotalCons.
adj.
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Net fixed assets 2,223 1,004 1,029
of which: intangible assets 611 69 59
of which: property, plants & equipment 1,523 923 958

Net working capital 814 641 494
of which: derivatives assets/(liabilities) (47) 23 37
of which: Operative Net working capital 861 618 457

Provisions & deferred taxes (343) (117) (120)

Net Capital Employed 2,694 1,528 1,403

Employee provisions 236 156 145

Shareholders' equity 1,069 718 799
of which: attributable to minority interest 62 40 43

Net financial position 1,389 654 459
Bank Fees (31) (22) (20)
Net financial position vs Third Parties 1,420 676 479

Total Financing and Equity 2,694 1,528 1,403

Statement of financial position (Balance Sheet)Statement of financial position (Balance Sheet)
Euro Millions

30 Sept 2010

PRY PRY

31 Dec 201030 Sept 2011

Total
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Business Line• 99.0% of Draka ordinary shares tendered (48,257,719 shares)

• 90.4% tendered during the Offer Period (06 Jan – 03 Feb). Settlement on the 22nd of
February

• 8.6% tendered during the Post Closing Acceptance Period (09 Feb – 22 Feb). Settlement
on the 8th of March

• Prysmian capital increase of 31,824,570 shares

• 29,059,677 on the first settlement (22nd of February)

• 2,764,893 on the second settlement (8th of March)

• New Prysmian total share capital of 214,393,481 (*) shares

• First consolidation of Draka since 1st March 2011

• Squeeze-out procedure launched

• Delisting of Draka shares from NYSE Euronext Amsterdam on 7 April 2011

(*) As of November 2011, including treasury shares (3,028,500)

Full support fromFull support from DrakaDraka shareholders to the new Prysmian industrial projectshareholders to the new Prysmian industrial project
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Significant Value for All Stakeholders

Creation of a World’s Leading Cables & Systems Company

Unique and Highly Complementary Combination, with Increased Coverage of Emerging Markets

Strengthened Leadership in All Value Added Market Segments

Significant Synergy Potential

Strong Platform for Future Organic Growth and Industry Consolidation

Transaction RationaleTransaction Rationale
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• Enlarged presence in Industrial cables in key markets
of North America, Germany and China

• Improved country mix in Europe as a result of
complementary geographical presence; Draka in
Northern Europe and Prysmian in Southern Europe

• Increased presence in attractive emerging markets
(e.g. China, Middle East, Brazil, ASEAN, India and
Russia)

Strengthening Geographical Presence

• Increased presence in the Telecom business across
EMEA, North and South America and China

Unique and Highly Complementary Combination 1/2Unique and Highly Complementary Combination 1/2
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• The combination will leverage on leading technology in all key cable segments

• Excellent business fit in Energy and Telecom businesses creating leadership positions in high-
technology sub-segments

Excellent Business FitExcellent Business Fit

• Leader in Optical Cables with global fiber production facilities
• Access to Draka fiber production technology
• Leading position in Submarine, Underground High Voltage, Wind and Elevator businesses

• Extended product offering and cross selling opportunities in industrial cables portfolio (mining, solar,
crane, oil & gas,…)

• Complementary industrial presence to better serve the needs of customer worldwide
• Improved manufacturing footprint will increase service level and op. efficiencies on the T&I segment

Unique and Highly Complementary Combination 2/2Unique and Highly Complementary Combination 2/2
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Key MilestonesKey Milestones

Source: 1998-2003 Pirelli Group Annual Reports, data reported under Italian GAAP; 2004-2010 Prysmian accounts, data reported under IFRS.

200520011998

Growth by
acquisition

Restructuring
process Profitable growth

2,787

3,921

4,591 4,688

3,489
3,064

3,407
3,742

5,007 5,118

9.1%

6.6%

4.6%

3.2%

1.4%-0.8%

3.8%

6.3%
4.7%

1998 1999 2000 2001 2002 2003 2004 2005 2006 2007

5,144

9.3%

2008 2009

3,731

Acquisitions
(Siemens,

NKF,
MM, BICC)

Closure of 11
plants

Disposal of
enamelled

and transposed
wires

activities

July 28th 2005:
Goldman Sachs

acquisition
and birth

of Prysmian
Group

May 3rd 2007:
Company listed

on the
Milan Stock
Exchange

(IPO)

Listing

20112008

Managing the downturn

Strategic
investments
preparing

for the
economic
recovery

March 2010:
Prysmian
became

a full
Public

Company

Public
Company

February
2011:

Completion of
Draka

acquisition

Largest Cable
Maker

Growth by
acquisition

4,571

2010

6.8%

9.0%

Adj. EBIT
Margin T

LC
E

N
E

R
G

Y

9.2%
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VALUE ADDED
Power Distribution

Optical Cables & Fibre

Trade &
Installers

Submarine

Global businesses

Copper
Telecom
Cables

PROFITABILITY

High VoltageIndustrial

Extra HVHigh

Medium

Low

MediumLow High

SURF
(Flexible Pipes +

Umbilicals)

Extended
business
perimeter

LONG TERM GROWTH

~ 75% of
FY’10 combined

Adj.EBITDA

Prysmian Group business portfolioPrysmian Group business portfolio

Look for
Profitable
Growth

• Focus on
solutions

• Diversification
and innovation

• Competition on a
global basis

• Take selective
M&A
opportunities

• Focus on
products and
service

• Limited
product
diversification
within regions

• Regional
competition

Manage for
Cash

~ 25% of
FY’10 combined

Adj.EBITDA

Focus on high value added segments
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Metal Price Impact on ProfitabilityMetal Price Impact on Profitability

• Metal price fluctuations are normally passed through to customers under supply
contracts

• Hedging strategy is performed in order to systematically minimize profitability risks

High
Low

• Projects (Energy
transmission)

• Cables for
industrial
applications (eg.
OGP)

Predetermined
delivery date

Metal Influence on Cable Price Metal Fluctuation ManagementMain
Application

Supply
Contract

Impact Impact

Frame
contracts

• Technology and design
content are the main
elements of the “solution”
offered

• Pricing little affected by
metals

Spot orders

• Cables for energy
utilities (e.g.
power distribution
cables)

• Cables for
construction and
civil engineering

• Pricing defined as hollow,
thus mechanical price
adjustment through
formulas linked to metal
publicly available quotation

• Standard products, high
copper content, limited
value added

• Price adjusted through
formulas linked to metal publicly
available quotation (average last
month, …)

• Profitability protection through
systematic hedging (short
order-to-delivery cycle)

• Pricing locked-in at order intake
• Profitability protection through

systematic hedging (long order-
to-delivery cycle)

• Pricing managed through price
lists, thus leading to some delay

• Competitive pressure may
impact on delay of price
adjustment

• Hedging based on forecasted
volumes rather than orders
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Clusters of Cable Manufacturers in the IndustryClusters of Cable Manufacturers in the Industry
Competitive scenario – Energy Cables
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UtilitiesUtilities Trade & InstallersTrade & Installers IndustrialIndustrial

• Power Transmission

– Underground EHV, HV-DC/AC

– Submarine (turn-key) EHV-
DC/AC (extruded, mass
impregnated and SCFF) and
MV

• Power Distribution

– LV, MV (P-Laser)

• Network components

– joints, connectors and
terminations from LV to EHV

• LV cables for construction

– Fire performing

– Environmental friendly

– Low smoke-zero halogen
(LSOH)

– Application specific
products

• Specialties & OEM (rolling
stock, nuclear, defence, crane,
mining, marine, electro medical,
railway, other infrastructure)

• Automotive

• OGP & SURF

• Renewables

• Elevator

• Other industrial (aviation,
branchment, other)

Full package of solutions for Energy BusinessFull package of solutions for Energy Business
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• Underground High Voltage
Cabling solutions for power plant sites and primary
distribution networks

• Submarine High Voltage
Turnkey cabling solutions for submarine power
transmission systems at depths of up to 2,000 meters

• Network components
Joints, connectors and terminations for low to extreme
high voltage cables suitable for industrial, building
or infrastructure applications and for power transmission
and distribution

High/extra high voltage power transmission
solutions for the utilities sector

Customer base drawn from all major national
distribution networks

UtilitiesUtilities –– Power TransmissionPower Transmission

Business descriptionBusiness description Key customersKey customers
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Nuclear Fossil fuels Hydro Renewables Other

133

344

74
22

Installed capacity 2010 Net production 2010

152 GW 573 TWh

Source: ENTSO-E Memo 2010 Source: National Renewable Energy Action Plans (June 2010)

UtilitiesUtilities –– Nuclear decrease as new driver forNuclear decrease as new driver for RenewablesRenewables
Germany exit from nuclear to potentially lower nuclear investments in other countries
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Solar Wind Land
based

Wind
offshore

23%

Installed capacity Net Production

Load factor%

36%

9%

* Load factor is defined as net production on theoretic maximum production [calculated as
Net production GWh / (Installed capacity GW * 8760h)]

German electricity system highlyGerman electricity system highly
dependent on nucleardependent on nuclear
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capacity utilization (2020)capacity utilization (2020)

Total European electricity systemTotal European electricity system

134

451

197

7

123
Nuclear

Fossil fuels

Hydro

Renewables

Other

896

1,661

252
12

584

Installed capacity 2010 Net production 2010

912 GW 3,405 TWh

Source: ENTSO-E Memo 2010

Wind off-shore the renewable energy with higher
conversion in energy produced

Nuclear covers over 25% of energy produced in Europe while Renewables account for less than 10%

75% 57% 23% 18%

Load factor*
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HV Production plant

US and South America
- Market Leader
- New plant in Abbeville
(First HV plant in US)

CHINA & MIDDLE EAST
- Market Co-Leader
- Doubling capacity in

Baoying

EUROPE
- Market Leader
- Capacity increase in

Russia

UtilitiesUtilities -- Leading position in underground HV with a global reachLeading position in underground HV with a global reach
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UtilitiesUtilities –– Power DistributionPower Distribution

Key customers are all major national
distribution network operators

• Improve service level and time to market

• Reduce product cost
• Cable design optimization
• Alternative materials / compounds

introduction
• Process technologies improvement

• Innovate
• New insulation materials
• P-LASER launch in Europe

• Long term growth in electricity consumption

• Mandated improvements in service quality

• Investment incentives to utilities

• Urbanization

• Time to market

• Quality of service

• Technical support

• Cost leadership

• Customer relationship

Market drivers Key customers

Key success factors Action plan
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Trade & InstallersTrade & Installers

• Key customers include major:
• Specialized distributors

• General distributors

• Wholesalers

• Installers

Key customersBusiness description

• Low voltage cables for residential and non
residential construction

• Channel differentiation with both:
• Direct sales to end customers (Installers)
• Indirect sales through

• Specialized distributors
• General distributors
• Wholesalers
• Do-it-yourself/modern distribution

• Wide range of products including
• Value added fire retardant
• Environmental friendly
• Specialized products
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Building
Wires rigid

Low
Voltage

Building
Wires flex

Medium
Voltage

Low Smoke
Zero Halogen

Specials

Fire Performance/
Accessories

High-End

Low-End

T
e
ch

n
o
lo

g
y

co
n

te
n

t

Middle-
Range

• Product range
• On-time delivery / Product availability
• Inventory/WC management
• Cost leadership
• Channel management
• Customers’ relationship

• Continuously redefine product portfolio
• Focus on high-end products (e.g. Fire

Performance)

• Exploit channel/market specificity
• Focus on wholesalers and installers
• Protect positioning in high margin

countries
• Grow global accounts

• Continuously improve service level

• Benefit from changes in regulatory
regime

Key success factors

+

-

Trade & InstallersTrade & Installers

Action plan

Product overview
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Oil & Gas
Addressing the cable needs of research and refining, exploration and
production. Products range from low & medium voltage power and
control cables to dynamic multi-purpose umbilicals for transporting
energy, telecommunications, fluids and chemical products

Renewable
Advanced cabling solutions for wind and solar energy generation
contribute to our clients increased efficiency, reliability and safely

Elevator
Meeting the global demand for high-performing, durable and safe
elevator cable and components we design manufacture and
distribute packaged solutions for the elevator industry

Auto & Transport
Products for trains, automobiles, ships and planes including the
Royal Caribbean’s Genesis fleet (world’s biggest ship) & Alstom
designed TGV (world’s fastest train)

Specialties & OEM
Products for mining, crane and other niches

Integrated cable solutions highly customized to our
industrial customers worldwide

Large and differentiated customer base
generally served through direct sales

Surf (Subsea umbilical, riser and flowline)
SURF provides the flexible pipes and umbilicals required by the
petro-chemicals industry for the transfer of fluids from the seabed
to the surface and vice versa

IndustrialIndustrial

Business descriptionBusiness description Key customersKey customers
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IndustrialIndustrial –– OffOff--shore oil explorationshore oil exploration

HYBRID ELECTRO-OPTIC

FIBER OPTIC

ELECTRICAL

GAS & FLUID TUBING

PACKAGED GAS & FLUID TUBING

DownholeDownhole TechnologyTechnology
(DHT)(DHT)

Cross selling opportunities driven by the new Downhole technology business contributed by Draka
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Oilfield structure

Manifold

Umbilical
Injection
control

Umbilical
For control

Umbilical
(Power)

Floating Platform
(SEMI-SUBMERSIBLE)

Flexible
Pipes

Floating
Platform
(FPSO)

Fixed
Platform

Christmas
Tree

Petrol Well

Flexible PipesFlexible Pipes

IndustrialIndustrial –– OffOff--shore oil explorationshore oil exploration
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Source: National Renewable Energy Action Plans (June 2010) Note: includes EU-27 countries

IndustrialIndustrial –– 150GW of new Solar and Wind Onshore capacity by 2020150GW of new Solar and Wind Onshore capacity by 2020
Five major countries accounting for about 75% of total new capacity

43

88

2010E 2020E

24

6

2010E 2020E

25

48

2010E 2020E

6

21

2010E 2020E

2020E

2010E 109

260

4

18

2010E 2020E

Wind Onshore

Solar83

170

26

90

Germany (GW)

Italy (GW)

France (GW)

Spain (GW)

UK (GW)Wind Onshore and Solar - capacity to be installed (GW)
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IndustrialIndustrial
Leadership in the most promising segment

0

20

40

60

80

100

120

2007 2008 2009 2010 2011e 2012e 2013e 2014e 2015e

GW

Source: EPIA Global Market Outlook 2015(March 2011), GWEC Global Wind Report (March 2011)

Solar + 150 GW in 2011-15

Wind + 250 GW in 2011-15

New Leader inNew Leader in RenewablesRenewables…… ……leveraging on global exposure to high growth trendleveraging on global exposure to high growth trend

Worldwide annual capacity increasePrysmian Group market share*

* Company estimates based on GWEC and EPIA. Market share related
to combined Solar and Wind on-shore segments

Others
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Product macro structure Production process

Conductor (Cu, Al)

Internal
Semiconductiv
e

Insulation (XLPE, EPDM)

External Semiconductive

WB yarns

Cu tape

Outer jacket
(Polyolefine, PVC,
…)

Conductor
production
(drawing,
stranding)

Insulation Screening SheathingLay up Armouring
Final
quality
inspection

Building
Wire
(T&I)

Low Voltage
(T&I+PD)

Medium
Voltage
High voltage
(PD+HV)

Industrial
Cables
(Industrial)

MacroMacro--structure of Energy Cablesstructure of Energy Cables
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Product Portfolio Range

Niche Focused Wide

YOFC
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Major Players within the Telecom IndustryMajor Players within the Telecom Industry
Competitive scenario


