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ü Group Overview & 2013 Outlook  

 

ü Corporate Social Responsibility  

 

ü Draka  integration  
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Prysmian Group at a glance  
9M 2013 Results  

Sales breakdown by geography  Sales breakdown by business  

Adj. EBITDA by business  Adj. EBITDA margin by business  

11.7%  

4.1%  

7.2%  

9.7%  

8.1%  

Utilities  T&I  Industrial  Telecom  Total  

N. America  
14%  

 EMEA 
63%  

 

Latin  
America  

9%  
 

APAC 
14%  

 

ú 5.5 bn  

T&I  
14%  

 

Utilities  
43%  

 

Industrial  
22%  

 

ú 444 mln  

Telecom  
20%  

 

T&I  
27%  

 

Utilities  
30%  

 

Industrial  
24%  

 

Other  
2%  

 
ú 5.5 bn  

Telecom  
17%  

 

Other  
1%  
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Long Cycle Businesses Vs. Short Cycle Businesses  
Adj. EBITDA breakdown  

LTM 9Mô13   
ADJ. EBITDA  
ú 623 mln  

Industrial  
(Specialties  & OEM, 
Automotive, Other )  

13%  

T&I  
12%  

Utilities  
(Power  

Distribution)  

8%  

Telecom  
(Copper )  

1%  

Long Cycle  

Short Cycle   

Industrial  
(OGP & SURF, 

Renewables , Elevator)  

9%  

Utilities   
(Submarine, HV, 

Net. Components)  

37%  

Telecom  
(Optical and Fiber , JVs, 
Multimedia & Specials )  

20%  
0

100

200

300

400

500

2007 2008 2009 2010 2011 2012 LTM
9M'13

PD T&I Industrial*

ú mln  

* Industrial includes Specialties & OEM, Automotive and Other segments  

~( ú 250mln)  

ÅProfitability : stable  at  bottom level  (excl . synergies  
contribution )  
ÅOver 50% profitability  decrease  from the peak  

Short Cycle  Businesses  
34%  

Long Cycle  Businesses  
66%  

Short Cycle  Businesses Adj . EBITDA  
( Combined  Prysmian  + Draka )  
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 7,973   7,848  

 5,930  
 5,488  

2011 2012 9M'12 9M'13

9M 2013 Key Financials  
Euro Millions, % on Sales  

(1) Includes Draka  Groupôs results for the period 1 January ï 31 December; (2 ) Includes Draka  Groupôs results for the period 1 March ï 31 December (3) Adjusted excluding non - recurring 
income/expenses; (4) Adjusted excluding non -recurring income/(expenses) and the fair value change in metal derivatives and in other fair value items;  (5) 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; (6) Operative NWC defined as NWC excluding the 
effect of derivatives; % of sales is defined as Operative NWC on annualized last quarter sales; (7) Restated to include  effects  of IAS 19 rev.(negative effect of ú2mln in FYô12, ú 1mln in 9Mô12) 

* Org. Growth     7.3%       8.2%        7.9%       8.1%   5.5%       6.2%       5.9%        6.0%  

586  
647  

468  444  

2011 2012 9M'12 9M'13

435  
483  

349  329  

2011 2012 9M'12 9M'13

 7.3%        6.3%      12.7%      11.6%  

579  
486  

1,021  

868  

2011 2012 9M'12 9M'13

1,064  
918  

1,446  

1,246  

2011 2012 9M'12 9M'13

3.0%       3.6%        3.3%      3.3%  

 231  

 280  

 193  
 180  

2011 2012 9M'12 9M'13

Sales  Adjusted EBITDA (3)  Adjusted EBIT (4)  

Operative Net Working Capital (6)  Net Financial Position  Adjusted Net Income (5)  

-1.8% *  

-3.9% *  

(1)  (1)  (1)  

(2)  (7)  (7)  
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Organic Growth and adj. EBITDA evolution  
Sales stabilizing at bottom level in Europe. Profitability sustained by synergies and Transmission  

Euro million  

Adj. EBITDA evolution  

% change on previous year period  

Organic Growth evolution  

0.7%  

- 3.4%  

- 8.5%  

1.8%  

0.6%  

7.8%  

- 16.2%  

- 11.4%  

- 5.3%  

- 1.1%  
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Utilities  T&I  Industrial  Telecom  Total  2012  2013  

 130  

 178  

 160  

 468  

 115  

 167   162  

 444  

Q1 Q2 Q3 9Mæ Q1 æ Q2 æ Q3 æ 9M 

Utilities  +3  +1  +3  +7  

T&I  (4)  (1)  +4  (1)  

Industrial  (4)  (3)  +3  (4)  

Tot.Energy *  (4)  -  +9  +5  

Telecom  (11)  (11)  (7)  (29)  

Total  (15)  (11)  +2  (24)  
* Total Energy include Other Energy business : æQ1 +ú1m, æQ2 +ú3m, æQ3 -ú1m , æ9M +ú3m  



7 Company Presentation ï December 2013  

Utilities  
Euro Millions, % on Sales  

* Organic Growth  
Note: FY2011 combined including Draka  for 12 months  

Sales to Third Parties  

Note : FY2011 combined including Draka  for 12 months  
 

Adjusted EBITDA  

 2,318   2,287  

 1,678   1,650  

2011 2012 9M'12 9M'13

264  270  

185  192  

2011 2012 9M'12 9M'13

  11.4%      11.8%       11.0%      11.7%    

Highlights  

+1.1% *  

-0.8% *  

TRANSMISSION ï Submarine  

Å Strong increase in profitability in 
9M expected to continue in next 
quarters  

Å Growing tendering activity mainly 
driven by Europe; still limited 
demand in US and Asia  

Å First positive contribution from 
Global Marine acquisition. New 
Cable Enterprise vessel to be 
refurbish in 2014 to achieve 
Prysmian standards  

Å Production capacity increase in 
Arco Felice (Italy) to be 
completed by Q1ô14 

TRANSMISSION ï HV  

Å Stable profitability in 9Mô13 (Vs 
9Mô12) with higher contribution 
expected in Q4  

Å Stable order book with approx. 12 
months sales visibility  

Å Increasing leadership in high 
margin projects and growing 
contribution from land portion 
submarine projects  

Å Increasing activity in Asean (e.g. 
Indonesia, Singapore, Australia) 
through Chinese production 
capacity  

DISTRIBUTION  

Å As expected no signs of recovery in H2ô13. Further deterioration in demand 
due to lower power consumption and weak European construction. Limited 
margin decrease thanks to on -going cost rationalization  

Å Europe: further decrease in central/south Europe (particularly in 
Italy); stable eastern Europe; signs of recovery in UK/Nordics  

Å North America: continuous positive volume trend sustaining 
profitability improvement  

Å South America: selective volume strategy to preserve profitability. 
Utilities reviewing capex  plan  

Å APAC: lower sales due to weak Australian market. Expanding 
business in other Asean regions  
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Utilities ï Submarine as key driver of profitability increase  

Submarine  
32%  

High Voltage  
21%  

PD  
41%  

Netw . components  
6%  

ú 1.7 bn  

9M 2013  

Sales breakdown  

Record Order -book despite European outlook confirms commitment on renewables and interconnections  

~650  ~800  ~900  ~1,000  ~1,050  

~1,700  ~1,900  
~2,300  

~250  
~300  

~650  ~650  ~650  

~650  
~550  

~500  

Dec'09 Jun'10 Dec'10 Jun'11 Dec'11 Jun'12 Dec'12 Jun'13

Submarine

HV

ú million  

Orders Backlog evolution  

Normandie  3 

ú45m  

DolWin3 ú350m & 

Deutsche Bucht  ú50m  

Mallorca -  Ibiza  

ú85m  

ExxonMobilôs oil          
offshore platforms  

$100m  

Over ú 650m projects awarded  in 9Mô13 increasing visibility to about 3 years  

Strengthening leadership in the submarine business  

Mallorca  

Ibiza  

USA 
Deutsche Bucht  

DolWin3  
Brittany  

Channel 
Islands  Normandy  

Capri -  Torre Annunziata  

ú70m  

Capri  

Torre 
Annunziata  
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Utilities ï Transmission   
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FY 2011 FY 2012 FY 2013E

High Voltage Submarine

Euro million  

Adj . EBITDA evolution  

~ 10% 
Adj.EBITDA  
margin  

~ 20% 
Adj.EBITDA  
margin  0.7  

2.2  

Sales

Orders backlog

0.5  0.5  

Sales

Orders backlog

LTM 9Mô13 Sept  ó13 

LTM 9Mô13 Sept  ó13 

Euro billion  

Sales and Orders  Backlog  
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Best - in -class technology and reliability as key asset to enhance leadership in high margin projects  

Å Submarine: steady growth in profitability driven by sales 

organic growth and margin stability  

Å High Voltage: stable profitability in a challenging 

environment thanks to better projects mix and industrial 

efficiencies  

Å Over 3y sales visibility  

Å Sound order intake expected 

in the next 12/18 months  

Å Stable margins in the 

current orders backlog  

Å In medium term higher 

margins expected in 

installation activities thanks 

to Global Marine acquisition  

Å Keeping high sales visibility  

Å Focus on high technology 

projects (over 220kV) to 

sustain margins  

Å Growing production capacity 

in low cost countries (Russia 

and China)  
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Trade & Installers  
Euro Millions, % on Sales  

Highlights  

* Organic Growth  
Note: FY2011 combined including Draka  for 12 months  

Sales to Third Parties  

Note : FY2011 combined including Draka  for 12 months  
 

Adjusted EBITDA  

 2,233   2,159  

 1,653  
 1,471  

2011 2012 9M'12 9M'13

73  77  

62  61  

2011 2012 9M'12 9M'13

  3.3%        3.6%          3.7%       4.1%    

-2.6% *  

-5.1% *  

-12%

-8%

-4%

0%

4%

Q1'12 Q2'12 Q3'12 Q4'12 Q1'13 Q2'13 Q3'13

% change on previous year period  

Organic Growth  

Å Q3 organic growth and profitability substantially in line with previous year 

level. Demand and pricing stabilizing at H2ô12 level. Slight improvement in 

profitability thanks to cost reduction   

Å Europe: no signs of volume improvement across all major markets 

except Turkey. Price recovery from current bottom level as key driver 

for profitability increase  

Å North America: growing contribution in profitability thanks to positive 

construction demand in Canada and renewed wind incentives in US  

Å South America: strengthening leadership position in the key Brazilian 

market and significant increase in profitability  

Å APAC: negative organic growth due to lower construction activity and 

higher import competition in Australia  
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Trade & Installers  

Sales breakdown by geographical area  Total Construction Investments  

Focus on Europe  

Source: Cresme  Ricerche  -  Euroconstruct , December 2012  

2012 = 100  

2012 = 100  

* Excl. China  

9M 2013  

Nordics: Norway, Sweden, Finland, Denmark, Estonia  
Eastern Europe: Austria, Czech Rep, Slovakia, Hungary, Romania, Turkey, Russia  

80

90

100

110
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140

A08 A09 A10 A11 E12 E13 E14 E15 E16

APAC*  

C.&S . America  

Europe  

North America  

90

100

110

120

130

140

A08 A09 A10 A11 E12 E13 E14 E15 E16

Eastern  Europe  

Nordics  

Other  Europe  

Italy  & Spain  

Sales breakdown  

ú 1.5 bn  

Central & 
Southern Europe  

42%  
 

 

Eastern  Europe  
23%  

Nordics  
9%  

North  
America  

7%  

Latin America  
9%  

Asia Pacific  
10 %  
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Industrial  
Euro Millions, % on Sales  

Highlights  

* Organic Growth  
Note: FY2011 combined including Draka  for 12 months  

Sales to Third Parties  

Note : FY2011 combined including Draka  for 12 months  
 

Adjusted EBITDA  

 1,824   1,801  

 1,371   1,340  

2011 2012 9M'12 9M'13

116  
139  

101  97  

2011 2012 9M'12 9M'13

  6.4%        7.7%          7.3%       7.2%    

-1.5% *  

+3.0% *  

OGP  

Å Positive trend in offshore expected to continue next quarters thanks to North 

Sea, Asean and South America. Declining demand in onshore limiting 

Oil&gas  profitability improvement in 2013   

SURF  

Å Strong Q3 in Umbilicals  thanks to new commercial initiatives out of Brazil; 

first deliveries in Indonesia and Angola. Flexible pipes development limited 

by Petrobras  focus on pre -salt explorations  

Å DHT: sound increase driven by successful business development in Europe 

and Apac . Ongoing  capacity increase in North America  

Elevator  

Å Positive organic growth mainly supported by China. Higher volumes also in 

the domestic US market and Europe  

Renewable  

Å Still very weak demand in China and North America. Gradual improvement in 

H2ô13 Vs bottom level achieved in H1 thanks to Europe and S.America  

Automotive  

Å Continuous increase driven by North and South America  

Specialties & OEM  

Å Keeping a positive trend in a tough economic environment thanks to new 

commercial initiatives mainly in Railway/Rolling Stock (Europe, North and 

South America); Crane ( Apac ) and Marine (Russia)  
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Industrial  
Sales breakdown  

ú 1.3 bn  ú 1.3 bn  

Specialties  & 
OEM  
34%  

Renewables  
8%  

Automotive  
23%  

OGP & SURF  
23%  

Elevator  
8%  

Other  
4%  Asia Pacific  

18%  

North America 
26%  

Latin America  
10%  

EMEA  
46%  

9M 2013  

Sales breakdown by geographical area  

9M 2013  

Sales breakdown by business segment  
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SURF ï First steps to build up a global business  
South America remains a key priority. Large off -shore explorations in West Africa and Apac  
 

Source:         
Baker Hughes  New frame agreement with Petrobras  

Å New frame agreement signed with Petrobras  in Octô13: 

ÅUmbilicals : 360km worth approx. $260m  (50% 

minimum purchasing commitment, orders to be 

received within 2 years for deliveries within 3/4 y)  

ÅFlexible: extension to 2016 of the existing frame 

agreement worth $95m (no minimum purchasing 

commitment)  

International business development  

Å First umbilicals  orders delivered in 2012 -13:  

ÅEgypt: hydraulic umbilical & accessories ( Saipem )  

ÅNigeria: electro -optical umbilical (Shell)  

ÅIndonesia: electro -hydraulic umbilical & accessories 

(ConocoPhillips)  

ÅAngola: dynamic optical umbilical (Total)  

 

Proven reserves  

Unproven reserves  

Deep 

Water  

80%  

Shallow 

Water  

10%  

Onshore  

10%  

Source: IHS, 2013  

2012 Global oil & gas new discovery 
volumes by terrain  

Proven  reserves are those reserves claimed to have a reasonable certainty  (normally at least 90% confidence) of being recoverable under existing 
economic and political conditions, with existing technology  
Unproven  reserves are based on geological and/or engineering data similar to that used in estimates of proven reserves,                                                                       
but technical, contractual, or regulatory uncertainties preclude such reserves being classified as proven  

Umbilical projects 
out of Brazil  


