Hera business plan 2010-2014
October 19", 2010




GRUPPO

;
Index F'__”ERA

Hera Group Attachments

Scenario 9 Time line 28
Key success factors 6 Risk analysis 29
Ebitda growth 7 Waste 30
Market positions 8 Energy 37
Growth drivers 9 Networks 44
Innovative approach 10 Breakdown by business 51
Resilient model & Industry scenario 11 Disclaimer 57
Business plan

Strategic priorities 13

2014 targets 14

Market expansion 15

Efficiency gains 16

Asset base development 17

Strategy in Energy 18

Strategy in Waste 19

Strategy in Networks 20

Ebitda breakdown 21

Cash flows 22

Financial highlights 23

Closing remarks 25



Hera Group

Mr. Tomaso Tommasi di Vignano




Hera Group

Mr. Stefano Venier




GRUPPO

-
Hera is strongly positioned to cope with the new scenario > HER/

1995-1999

FTSE Mib

e

2000-2009

2010-2020

Transformation

= Privatisation process
Regulation

Industry . _Introdugtion of _
- international accounting
evolution

= Establishment of new

legal entities (Spa)

Developm./consolidation

= | iberalisation
= Authorities role
development

» |PO processes

= Asset base
expansion/renewal

= M&A

Rationalisation

Unbundling

Tenders for public services
Change of regulatory
framework of public
services

Business specific strategy
development

Portfolio rationalisation
Financial rebalancing



Hera Group: leading multi-utility player in Italy

A decade of growth based on key strategic pillars

Unique multi-utility
business model

GRUPPO
Innovative approach in — Leadership in
multi-utility business core businesses

Synergies and
value opportunities

Strong platform to pursue new opportunities



Unique multi-business model to underpin growth

==HER

Continuous growth significantly improved results

/' Ebitda
(m€)
2003

0%

26%
57% Wb

B Waste @ Energy @ Networks @ Other

Net Invested capital
(b€)

+18% Cagr
3.6

\ 2003 2009
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Top Ebitda growth in Europe \

(2003-2009)
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Underpinned by 2.4 b€ capex
and acquisitions



http://www.eon-italia.com/cms/it/3.jsp

 Cerre
Leadership in core businesses based on deep rooted local presencer—'”Em

From alocal player to a top ranked national player

Top ranked in Italy in all businesses 2009 Data/ Cagr '03-'09

5.1m ton of volume treated* (+13.5% Cagr)

Full range treatment capacity in 77 plants

Market Leader

1.1m gas (+7% Cagr) and 0.35m
electricity (+37% Cagr) customers

4th in gas supply

ENERGY : ..
Y/ 8t in electricity supply

2.2 bcm (+5% Cagr) and 7.0 TWh
(+28% Cagr) volumes sold to end customer

LB \E_‘h; . 57,000 km networks
Dominant player

A AN
NE’E*WQRK

| in reference territory —aa——
L :.I‘ \ -

*of which 1.2m ton in third parties




Synergies and value opportunities

Balanced contribution from all drivers

Ebitda drivers \

(m€)

+132 567

+127

2003 Syn.& Newplants M&A 2009
Org. G.

. J

==HER

QEffective model to extract synergies
= 74m€ synergies (12m€ avg/Y)

QOMarket expansion and tariff increase
= +500k new customers
» avg tariff increase (+ 4% Cagr '03-'09 in
water and waste)

QChallenging new plants construction
= Expanding capacity confirming unique
expertise in plant construction/mgmt

QM&A
» 15 deals for a total EV in excess of 1 b€
focused exclusively on core businesses




Innovative approach in doing the multi-utility business |

Strategic steps to anticipate market trends

0 Implementation of a business Multi-service/multi-regional player \
model focused on territorial
presence 2003: 1.2m customers 2009: 1.8m customers

Q Further evolving organisational/
business model

O Leading Sustainable approach
to business (CSR):

“we do better what is good”

B Multi-service offering B Presence with dual offering

10



Resilient business model in recent economic environment

QElectricity
UGas

Q0 Energy margins:

Business environment

U Domestic consumption:

0 Sales volumes increase:

[ 2009/2008 | BFCRCIECRL

(6.7%)
(8.0%)

Hera performance

GRUPPO

E=HER

+1.8% | UElectricity**  +389% | +16.3%
+10.5% UGas™ O (L0%) | +4.6%
”””””””””””””” QWaste (2.6%) | +8.1%

|2009/2008 ) (EECIEGRC

[ 2009/2008 A ECRCIECKS

JPUN (26.8%) (71%) QEbitda +12% +15%
* i
JSpark Spread (61.7%) @ay |
. J -~
. **excluding trading activities
*net of environment cost S —
TP 0
QEBITDA | +74%  +156%
ODividends @ 8c = na
. (stable) ‘

11
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-
Business plan to 2014 >—HER/

2010-2020

Rationalisation

= Unbundling
L Regulation = Tenders for public services
= Change of regulatory
framework of public
services

Industry ] * Business specific strategy

[ evolution development
= Portfolio rationalisation

= Financial rebalancing

12



Y
Hera Group strategic priorities '10-'14 > HER/

Consistent multi-utility strategy leveraging upon key strengths

Four strategic priorities

Further expand downstream Further enhance efficiency
to achieve 2m customers to increase operating result
\ \
Focused strategy Selective investment
to enhance profitability to complete asset base
\ \

Targeting to increase
returns and cash flows
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-
2014 Hera Group targets >—=HERA

Ebitda Drivers

(m€)

Market expansion ] . [ Efficiency gains in
and tariffs increases o +40 750 network management
in water and waste and commercial activities

Selective investment plan
with appropriate flexibility
and expected returns

Initiatives to exploit
waste energy content
and renewable sources

2009 Org.G. Syn. New E'"14

plants
L]

‘ Strengthening cash flows to support returns and flexible capital structure I

14




GRUPPO

-
Further expand downstream to achieve 2 million customers > HER

Multi-service customers base Evolution of Hera Energy contracts
(m customers) 20 (m contracts)
1.8 1.7
I I :
1.2
1.1
0.9
I 11
2004 2009 E2014
0.8 0
Avg n. of 2.4 .
contracts/ 16 2.0 01 0.3
customer :
- J 2004 2009 E2014
Hera customer satisfaction indexes* ) Blectricity = Gas
Residential Business Hera commercial strategy
E2014 > 170 E2014 >70 O Increase focus on Residential and SoHo
2009 59 2009 - U Further exploit oppgrtunltles in Marche,
| | Tuscany and Umbria
2006 67 2006 62 U Focus on cross selling and customer
: loyalty
' * 60 corresponds to satisfied, 70 to delighted _) - J

15



Further enhance efficiency and increase operating result

At
Efficiencies
(m€)
74.0 73.0
2004-2009 E2010-2014
\ J

16
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E=HER

)
Average Cost per POD
(€/POD) @

-2.5% Cagr

1414 ¥ A Smart grid and metering
124.8 Q Workforce Management
. - O Remote control
Q Support activities
2009 E2014 rationalisation )
™
Average Cost to serve @
(€/contract)
-3.6% Cagr 0O Multi-utility approach
— .
22 19 O Sales channels tailored

on clients’ segment
a On-line services and
: optimisation of
E2010 E2014 customer operations )

)
Other initiatives @

O Reduction of Urban Waste collection costs
through operations rationalization

O Headcount rationalization in staff

O Specific projects to rationalize indirect costs
(in sourcing optimisation)




Selective investments to complete asset base

GRUPPO

E=HER

. fully exploiting competitive advantage

\1 . W .\‘
aste @
Hera '10 — 14 Capex: 1.7 b€ _ _
(m€) WTE - Bl'omass ;D|gestors
T —_—— .l
472 340 m€/ y on avg
430 428 |
" 351 . J
312 ) ~
. Energy & Other 211 me*
CCGT peak I.
35 - Complement power gen. mix
o with “Tamarete” (peak load)
;. 1 - Partnership in upstream gas
Ay i W]
'07 '08 '09 E'10 E'14 l..\_*of which 51 m€ for Other activities/Corporate )
)
Networks g L 043 me_J
Asset base** (b€) 2.2 e
%% 0.3
58% development capex E: 08 09  « Mainten. 458 m€
Gas * Develop. 485 m€
as
2009 E2014
) i.:*ReguIated Asset Base (RAB) for Gas & Water and Net invested capital for Electr. and D. Heat. J

17
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[ -
Focused strategy to enhance profitability (1/3) > HER/

Key strategic actions 2014 Target

Reach 2m customers and 6 TWh electrici |
. TWh electricity sales
volume increase 2.2 bem gas sales*

Leverage upon short upstream From 42% to 44% of

position electricity provisioning
from owned assets**

Further diversify procurement Erom 38% to 58% of

mix and trading opportunities Gas provisioning
from international supplies

Optimise cost to serve and 3.6% yearly decrease

customer satisfaction in cost to serve
CSlto 70 in all segments

Networks Exploit flexible upstream and
downstream potential

* Excluding wholesale and power plants
** Total power gen. 4.6 TWh of which 1.5 TWh from renewables and co-generation
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[ -
Focused strategy to enhance profitability (2/3) > HER/

Key strategic actions 2014 Target

— =

+ 900 kton mgmt (4.8% Cagr)

» Consolidate leadership also
outside territory +1,200 kton treatment capacity

— =

» Extract cash flows
+6.9% Revenues (Cagr '09-'14)

-10.2% Capex (Cagr '09-'14)

-

* Increase energy/material 930 GWh of renewable

recovery power generation,;
~500 GWh of Green Certificates

Enhance effectiveness in

Sorted collection 54% and
urban waste mgmt 20% Urban Waste to landfill

Networks Exploit leadership to pursue market
opportunities and cash flow generation

19

* From third parties
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Focused strategy to enhance profitability (3/3) F—

Key strategic actions 2014 Target

* Increase efficiency gains i :
2.5% yearly decrease
in cost per POD
Energy » Expand and enhance networks _
-120 bp leakage in Water nets
-3.9% capex/POD (Cagr '09-'14)

Pursue positive cash flows + 2.4% Cagr on water

revenues per m3
Waste 0.9b€ Capex

Further expand presence in reference
territory and potential opportunities to
exploit asset (ie. Electricity)

20



Ebitda growth by strategic areas

All business areas contributing

L

Ebitda

(b€)

Waste

» + 20 m€ tariffs (+3.1% Cagr)
= + 37 m€ new plants
= + 52 m€ other org.g.& syn.

F AW

+183 m€

GRUPPO

E=HER

296

Energy

Energy

= + 3 m€ new plants

= + 12 m€ other org.g.& syn.

Networks

= + 33 m€ tariffs
= + 25 m€ other org.g.& syn.

21




Cash flow development

... all business areas in positive zone

A\

2014 Cash flows

(b€)

* 3

0.45
(0.31)

1 0.14
)

Operating Capex& Inv. Free Cash
Cash flows flows

Appropriate free cash flows to
guarantee shareholder’s return

N

GRUPPO

E=HER

22

\
Waste Cash flows
(M€) 101
2009 E2014
Cash flow/tone) 15.9
y
' N
Energy Cash flows
(m€)
2009 E2014
Cash flow/customer) 15.4
“~ S
~ Networks Cash flows A
(m€)
. 15
2009 E2014
Cash flow/PODg) 5.3
\ )




Targeting enhanced returns and flexible financial structure

Benefitting from Ebitda growth and bottom line enhancement

Return on Net invested capital (ROI)
>10%

(%)

8,1%

2009 E2014
NIC* 3.6 3.9
(b€)
Return on Equity (ROE)
(be) >9%

5%

E2014

\\E 2009

N

*Net invested capital = fixed assets + working capital - provisions

23

Enhanced financial flexibility

FFO/Debt

2009 E2014

Debt/Ebitda

L 2009

E2014
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Closing remarks (1/2) —
Hera ready to tackle with the current scenario
and the forthcoming developments...

e ¥ ¥

_

Accomplished

With Herambiente Networks acquisition

Energy ition L AL
andedowﬁgtsr;fm execution in the and efficiency enhance-

presence to exploit
opportunities

front position to ment allow to properly
lead Italian Waste address challenges/
sector development opportunities from
tenders

25



Closing remarks (2/2)

...with increasing profitability and
enhancing financial strengths
|—‘ 750 m€ EBITDA (+ 183 m€) with marginal risks
. 340 m€/year of Capex down 120 m€_/y.e.ar vs 2005-20009,
55% on regulated activities J
— Free Cash Flow of all businesses in “positive” zone

—e Net Debt/EBITDA to <3 by 2013

26
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B
Years of intense activities >—HER/

Consistent pattern to strengthen positioning in all businesses

2003 2004 2005 2006 | 2007 2008 | 2009

WTE FE WTE FC WTE MO .
Start up Start up Start up Start up Start up b
Ecologia Herambiente Herambiente '
Acquisition Spin-off Partnership 4
First Bio-energy plant with Eiser J
Start up
First 3 acquisition: CCGT Cogen. 80 MW 100MW
international Tecnometano 400MW Start up CCGT N
import of gas Argile gas JV) Start u JV) Startup
ENERGY BEENE SGR (20%) oo SROSERCD
‘ | Megas Trade Aspesgas
800MW L :
Flamenergy (JV) Acquisition Acquisition
______________________________ WNG-Hera _ OVsatw
Italgestioni Tecnometano Elect. network Gas & District
disposal acquisition MO province Heating
acquisition Networks N
Acquisition 4
Geat dist.
acquisition 4
Agea (FE) Meta (MO) Aspes-Megas Aimag N
Merger Merger Merger Acquisition N
GROUP (25%) ,,’
SAT
Merger

28
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Boe
Risk exposure of economic targets —=HERA

[ Risk factors [ Impacts | Mitigating
2010-2014 factored in factors

« Downstream * Churngas>4% .« Loyal customer
competition « Churn E.E. >10% base
« Squeeze of margins - Margins gas » Upstream
(8/10%) balancing/flexibility

« Green Certificates - 83 €cent/MWh  * Low exposure (-10%
GC price =-0.6% '14
Group Ebitda)

+ Waste collection * n.a. * Dominant player in
tenders (post “13) ref. territory
« Authorization risk * na. + Bologna WTE is the

only exposed

* Gastenders/new . _8% tariffs impact * Asset ownership
tariff period ('11-14)

« Water tenders (post * n.a. « Shareholder’'s
Networks 06/'13) decision
* Regulatory risk e n.a.

...still retaining some Capex flexibility (~10%)

29
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WASTE: overview : ”ERA

Short market with an unsatisfied demand

\ ' Special Waste Production* \

(m tons)
+2.3% Cagr

O Shortage in treatment capacity 5!5 82
(8% WTE treatment in Italy vs 20% UE)

2000 2006

O Increase in control/regulation National player ranking

(m tons)

1,0 1,0
U Fragmented market I .

N
Hera Veolia ltalia Green Iren
Holding
1\ ) \shareﬂa )

*2008 data; special waste do not include C&D
31



Hera growth strategy

Focus on deploying key competitive advantages

Key Success Factors

Q
Q

Economies of scale

Integrated solution
providing (full service)

Asset management
expertise

Relationship with
Authorities

Qualification/reliability

O Consolidate leadership

also outside territory

O Extract cash flows

O Increase energy/
material recovery

O Enhance effectiveness
in Urban Waste mgmt

32

\
Hera Distinctive Features

O Market leadership

QO Fully comprehensive
business coverage

O Unique expertise

O Strong corporate image




Consolidation of leadership

GRUPPO

E=HER

Exploiting strong asset base to expand market share

Focus on value
added treatments

Hera sales volumes

Expand geographical
scope

000

Increase “full service”
customer base

Leverage upon domestic plant shortage
Identified key target areas/regions/segments
Developed competitive commercial offers (full
service)

oo

Physiological market growth

Manage volume growth with efficient treatments
(urban w. landfill treatments down to 20%)
Increase sorted collection from 45% to 54%

(kton)
+4.8% Cagr N
‘ 4212
+ 9% Cagr
m Special w. -
Urban w. 1,794  +1% Cagr 1,862
2009 E2014

33



GRUPPO

Expand asset base "‘—”ERA

Fully integrate asset base across value chain

: _. R
:;ler)a treatment capacity \ Develop and fully exploit existing WTE capacity
f ton
-. Rimini -- Bologna® JERYeyy
Ty * 50 MW
* 310 GWhe
+1,223 Kton _Potential new initiatives outside territory not accounted
| -~ 6,338 .
073 186 300 66 ; _ s Y
5115 398 —— Landfill development
. i 1.1 13
Authorised extensions Special
0 0 5,069 of existing landfills for L] Urban
1% 80% special waste 0.4 0.3
" 2009 E2014 J
1203 23% 20% 1269 _. ™
: i i New frontier: Biogas/mass project
2009 WTE Landfills Compost Other Third E2014
and Chi-fi Hera parties r 'l « 215 Kton * 140 Kton
\ plants plants Dige! t(j;s .« 8 MW {127 MW
\ M Hera plants Third parties . * 45 GWhe T f  + 89 GWhe
\\h_ I\' ) .- - )
.

Leadership linked to the integration of asset base development
and to expansion opportunities, partly outside reference territories

34



Increase energy production awarded with incentives

Diversified renewable incentive schemes underpinning results

Renewable power generation
(GWh)
+443 gy
"
I

488

413

A

2009 E2014
WTE m Landfills Digestors H Biomass

?—
+ 89 +443

+53 % I
+258 N

WTE Landfills Digestors Biomass Total

\\ plants

35

|~
| e

Green certificate incentives to waste

G.C. revenues (m€)

14
2009
GC quantity
(GWh)
GC price
(E/MWh)

Complement Green Certificates with special

40

E2014

tariffs schemes (i.e. 280 €/ MWh for energy

produced by biogas plants)

GRUPPO

HERA

\

>




Y
Growing cash flow despite increasing Capex F‘—_”ERA

Full contribution from all new and started up plants

'10-'14 Ebitda growth N Cash Flow significant progression A
(m€) (m€)

0,
+9.6% Cagrf 296 101

&

2009 E2014

ROI 9.2% 13.6%

'10-'14 Capex plan*

(m€)

J E2014
109

70 Development Cash Flow/ ton -
(€)

\_ Avg capex 04-09 Avg capex 10-14 ) \\ )

*Including a portion of Hera Indirect Capex

102

36
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Hera strategy leverage upon flexible procurement mix —

Leverage upon unique and effective position to expand markets

Key Success Factors
O Flexible procurement
mix
O Market size

O Effective commercial
capabilities

Q Efficient production and
commercial operations

~“Hera Strategy--=-

Leverage on short
upstream position

Further diversify
procurement mix and
trading operations

Reach 2 m customers

Optimize cost to
serve

38

Hera Distinctive Features

Q

Q

Sizeable and effective in
client management

Effective mix of assets

Know how in trading/
procurement and asset
management

Strong and qualified
image

Loyal customer base




Keeping a balanced and effective upstream strategy (1/2) >~ HER

Unique flexible upstream profile is the key competitive advantage

Evolution of Hera Electricity provisioning mix to serve final clients \
(TWh)
8.6
7.0
Market 4.9 - b Exploit trading and procurement capabilities
* Reach flexibility with current asset base
Hera « |dentify opportunities on new leading edge
assets 42% 37  44% projects in the M/L term
2009 E2014

39
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N
Keeping a balanced and effective upstream strategy (2/2) l;=HER4

Further diversify gas low risk profile procurement

Evolution of Hera gas provisioning mix* to serve final clients )
(bcm)
2.2 2,2 . .
[ = Exploit market position
= Consolidate relationship with key player
Domestic 1.0 420
supply 1.4
62% : L
B Exploit short term opportunities
Int.l suppl 1.2 58% .
- SUppRly 0.8 350 = Leverage on procurement trading capabilities
= Exploit capacity available on international
pipelines
2009 E2014 = Expand trading strengths
= |dentify infrastructure opportunities

* Procurement breakdown has been calculated on the overall gas sales

40



PPPPPP

Hera will defend gas positioning and expand electricity =

Keep on expanding customer base leveraging upon key commercial strengths

. \ . . \
Hera commercial strategy - Evolution of Hera Energy clients
(m clients)
O Keep in focusing on residential and
SoHo 1.7
1.4
U Further penetrate surrounding Regions
1.1
0.9
0 Keep on leveraging on “salvaguardia” 1.1
customer base (Tuscany and Umbria)
0.8
_ 0.6
U Focus on cross selling through a 0.3
multiservice offer 0.1
2004 2009 E2014
O Provide key industrial clients trigen Electricity = Gas
solutions

J N\ J

41




Enhancing commercial efficiency

Enhance loyalty and efficiency

Hera customer satisfaction Indexes

(60 correspond to satisfied, 70 to delighted)

Residential Business
E2014 >70 E2014
2009 7 69 2009 65
2006 7 67 2006 62

_?_

Hera effectiveness drivers

O Implement innovative CRM practices

O Leverage upon direct contact points to

enhance customer satisfaction

\

>70

J

42
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E=HER

Hera efficiency: Cost to serve

(€/contract)

-3.6% Cagr

22 # 19

E2010 E2014

'—?——’

O Multi-utility approach to exploit
economies of scale

O Sales channels tailored on clients’

segment

Q Online services and electronic
invoices

O Optimisation of customer operations/




Unique upstream position yields growing cash generation —
Growing results and decreasing capex turn cash flow to positive
| N \
Ebitda growth Cash Flow
(m€) +4.0 % Cagr (m€)
86
71
53 26
2004 2009 E2014
Capex
(m€)
35 l
21
2009 E2014
Cash Flow 15
per customer
()

\ 2009 E2014 / \

43
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Hera Strategy =

Continue efficiency improvements to strengthen presidium of reference territory

B

Key Success Factors Hera Distinctive Features
O Increase efficiency
' O Almost fully coverage in
ains y g
Q Efficient cost structure : contiguous areas
O Relationship with d Expand and enhance efficiency
" networks _ o
Authorities Q Positive relationship with
Q Ownership of assets Authorities
O Pursue positive cash O Outstanding service
flows quality
/ J

45
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R
Regulated tariffs —=HERA

Visible and safe growth perspectives

Avg. revenue per m?3 of water distributed \
(€/m3)
| +2.4 % Cagr > 179
1.59 = = ,
——— E b +2.6% cagr (agreed water tariff up to ’12) ‘
2009 | E2014 |

Total gas revenues
(m€) +1.1 % Cagr

RAB upgrade (from 800 m€ in 2009 to
900 m€ in 2014)

2009 E2014

Total electricity revenues
(m€) +0.8% Cagr

I
48.3

b ‘ 1.7% cagr volume increase

46



Cost per POD in water \
(€/POD) -2.2 % Cagr
223 v

: 200

2009 E2014
Cost per POD in gas
(E/POD)
-1.7 % Cagr

52

Y 47

2004

E2014

Cost per POD in electricity

POD
(€/POD) -5.4 % Cagr

117
]

Efficiency gains in cost management

47

==HER

Economies of scale deployed in networks management and control

Average Cost per POD

(€/POD)

U000

-2.5 % Cagr

141

l

125

2009 E2014

smart metering and smart grid
workforce management
network remote control
network layout optimization

J




Heating production as a source of additional profitability

Benefitting from new asset base developed to enhance profitability

Hera heating production sources
(GWht)
+5.5 % Cagr
‘ ———> 746
22%
570
1% Efficient 215 492
13% thermal energy
296 :
14%, production v

ﬂ

48% 34%

2009 E2014

Gas boilers  m Geotherm.

\

Co-gen.

WTE Hera CCGT

J

48

Hera heating production sources

[ Increase volume sold to new customers
(new urbanization)

O Efficient sources for heat production

L Waste contribution to increase heat gen.

d Increase of margins/environmental
performances

==HER

3\
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-
Gas distribution tenders in 2011 > HER/

Win upcoming tenders completing reference territorial coverage

/ Incumbent in reference territories "\ [ Herakey strengths to win tenders )

(% of customers)

@ U Incumbent in reference territories

Q 4t national player

Ferrara

Modena sotoana Ravenna Q Continuity in territory served
‘ @ O Remote control of networks
@ Forli-Cesena N | |
O Quality of service
Maltiservizi
® Average local Market Share
Other main players: Potentials to win tenders inside the
SGR  12% EOn 4% reference territory and in surroundings
Aimag 9% Edison 3%

\_ j \ H_ /

*% on total Municipalities

49



Strong profitability increase

;
=

Capital discipline and efficiency gains turn cash flows to positive

(€)

Ebitda
(m€) +3.7 % Cagr
346
2009 E2014
Ebitda
(€/POD) 109.2 126.4
Cash Flow
(M€) 15
E2014
Cash Flow/POD

A

50

Capex
(m€) 229 195
2009 E2014
Capex
Capex
RAB/ NIC*

(b€)

E2014

2009

GRUPPO

HERA

*Regulated Asset Base for Gas & Water; Net Invested
Capital (Fixed Asset, Working Capital less provisions) for E.E. & D.H
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1 | —
Waste business >—=HER/

Y A

Economics Capex '10-'14: 546 m€
(m€)
598.5 545.9
M€ C2009 E2014 Cagr.
Revenues 642.4 896.3 +6.9% w477
Operat. costs (327.3) (441.0) +6.1% '
Personnel (142.4) (159.3)  +2.3% Development
Capitaliz. 14.5 0.4 (52.1%) = Weitenance
Ebitda 187.3 296.4 +9.6%
'05-'09 E '10-'14
Ebitda breakdown Highlights
(m€)
296.4
2009 E2014
187 3 Tariffs (€/ton) 219.5
154.3 Volume treated
Urban (kton) 1,794
Special (kton) 1,531
! ‘ - ‘ - ‘ - ‘ - ‘ l Hera prod' (kton) 1,790
C2009 E2010 E2011 E2012 E2013 E2014

\ m Collection  Treatment & Disposal ) \\ J
.

52




Water business

I,

Economics

M€ 2009 E2014 Cagr.
Revenues 471.4 530.3 +2.4%
Operat. costs (264.5) (287.4) +1.7%
Personnel (104.7) (113.1) +1.6%
Capitaliz. 29.3 39.9 +6.4%
Ebitda 131.4 169.7 +5.2%

Volume sold & n. of contracts

2009

E2014

Volumes (mms3)

Contracts (m)

(N

53
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E=HER

Capex '10-'14: 522 m€
(m€)
527.3 521.9
m Development
B Maintenance
'05-'09 E 1014
Highlights
2009 E2014
Tariff (e/m?)

(N

\
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[ —
Gas husiness r—'”ERA

Y N

Economics CapeX ’10"14: 385 m€
(m€)
M€ 2009 E2014 Cagr. 82.8 70
Revenues 1,268.1 1,262.5 (0.1%)
Operat. costs (1,050.9) (1,025.7)  (0.5%) Dovelopment 45.1
Personnel (63.4) (71.8) +2.5% Maintenance
Capitaliz. 20.6 244 +3.4%
Ebitda 174.4 189.4 +1.7%
avg '08-'09 avg E'10-14
Ebitda breakdown Highlights
(m€)
174.4 194 2009 E2014
6,1 S 30,1
RAB (b€) 0.8 0.9
I Networks (kkm) ~ 14.7 15.5
. . . . Tariffs (€c/md) 6.7 6.4
C2009 E2010 E2011 E2012 E2013 E2014

\ mGas District H.  mHeat Mgmt ) \ j
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Electricity business

Economics

M€ 2009
Revenues 2,031.0
Operat. costs (1,968.5)
Personnel (24.0)
Capitaliz. 14.5
Ebitda 53.0

Ebitda breakdown
(me€)

53.0
27

50.3

E2014 Cagr.

2,571.1
(2,474.8)
(32.4)

73.1
6.0

67.1

+4.8%
+4.7%
+6.1%

9.2 (8.8%)
73.1 +6.6%

C2009 E2010 E2011

Electricity

E2012 E2013 E2014

Microcogen.

J
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Capex '10-'14: 196 m€
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(m€)
54.6
39.2
Development 28.6
Maintenance
10.5
avg '08-'09 awg E'"10-14
Highlights
2009 E2014
E. sold (Twh) 7.0 8.6
E. distr. (Twh) 2.1 2.3
E. contracts (k) 335 553
2.3 2.2

E. tariffs (€c/Kwh)
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Economics Business Portfolio breakdown
M€ 2009 E2014 Cagr.

Revenues 96.4 86.9 (2.1%)

Operat. costs (58.7) (46.2) (4.7%)

Personnel (17.5) (19.1) +1.7% Liberalized 45%

Capitaliz. 1.0 0.0

Ebitda 21.1 21.6 +0.4%

Capex '10-’14: 51 m€

(m€)
10.2
9.2
27
Regulated 55%
Development W Gas Distr. W District H.
= Maintenance B EE Distrib. H Water
Collection W Gas Sales
W Heat Mgmt B EE Sales
B Microcogen. M Treatment & Disposal
avg '08-'09 awg E'"10-'14 m Publ. Light. TLC & other
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5
Disclaimer ’-—HER4

This presentation contains forward-looking statements regarding future events (which impact the Hera
Group’s future results) that are based on current expectations, estimates and opinions of management.

These forward-looking statements are subject to risks, uncertainties and events that are unpredictable
and depend on circumstances that might change in future.

As a result, any expectation on Group results and estimates set out in this presentation may differ
significantly depending on changes in the unpredictable circumstances on which they are based.

Therefore, any forward -looking statement made by or on behalf of the Hera Group refer on the date
they are made.

The Hera Group shall not undertake to update forward-looking statements to reflect any changes in the
Group’s expectations or in the events, conditions or circumstances on which any such statements are
based.

Nevertheless, the Hera Group has a “profit warning policy” , in accordance with Italian laws, that shall
notify the market (under “price-sensitive” communication rules) regarding any “sensible change” that
might occur in Group expectations on future results.
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