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FORWARD-LOOKING STATEMENTS

This presentation contains statements that constitute “forward—looking statements” e
within the meaning of the Private Securities Litigation Reform Act of 1995, such as :
statements that include the words “expect”, “project”, “anticipate”, “believe”, “plan”, }_—
“intend”, “probability”, “risk”, “target”, “goal”, “objective”, “estimate”, “future” and A1
similar expressions or variations on such expressions. These statements appearina

number of places in this presentation and include statements regarding our belief,

objectives, plans or current expectations with respect to, among other things: (1) our

cost reduction and investment plans in our Spanish core operations, (2) our plans and

objectives for our Latin American subsidiaries which we call Project Génesis and

includes cost-reduction and investment plans, (3) our plans and objectives for our non-

core operations including, among others, water, gas, telecommunications and internet-

based activities, both in domestic and international markets.

dess

Such forward—looking statements are not guarantees of future performance and involve
risks and uncertainties. Actual results may differ materially from those in the forward-—
looking statements as a result of various factors. These factors include: inability to
access the capital markets of the United States, Spain, Chile or other countries in which
members of our Group operate in a timely manner and under favorable market
conditions; an increase in the market rates of interest in the United States, the United
Kingdom or elsewhere; adverse decisions by government regulators in Spain or Chile;
potential adverse economic conditions in Chile or other countries in which our Group
operates the inability of achieving significant physical loss reductions due to higher than
expected capital expenditures required to achieve such reductions; potentially lower
than anticipated savings of personnel expenses, including as a result of Group’s inability
to achieve targeted headcount reductions; the potential need to engage in higher
outsourcing; the possibility that the Company may not find interested buyers at an
acceptable price for an asset that is expected to be sold, or that regulators may interfere
adversely in the sale of such asset; (or other countries in which members of our Group
operate in a timely manner and under favorable market conditions that adversely affect
our revenues or expenses); our ability to manage the risks involved in the foregoing; and
other factors described in our Annual Report on Form 20-F or in that of our subsidiaries
Enersis S.A. or Endesa Chile. You are cautioned not to place undue reliance on those
forward—looking statements, which speak only as of their dates. We undertake no
obligation to release publicly the result of any revisions to these forward—looking
statements which may be made to reflect events or circumstances after the dates
thereof, including, without limitation, changes in Project Génesis, our business strategy
or planned capital expenditures, or to reflect the occurrence of unanticipated events.
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Our Vision
Much more than a utility Endesa

Building a new
Business portfolio...
based on our

[=1>27M customers |
TR ||| ....I ||||'|||||||||| w e T T T TN A LTI T ":;.

. Energy and ~ Telecoms

related business




~ Our Vision
':ﬁ?jff:f"*_"."T?Much more than a utility

.'Broadband local
| loop (Inc.cable e —

~ Mobile teleph.

Marketing &

Trading

e

| InternetISP |
- & Integ. Portal ¢

Generation Building a new
Business portfolio...

In the most ,:

 Digital &

L= thuihion | interactiveTV {

Renewables Net factory: |

~ Information
services



Our New Vision

Energy @ Telecoms

R AT TR R eI a5 azm;%%ﬂﬁﬁfmﬁ*j R N

=1Europe
Spain/Portugal

Europe

R R
=1Latin America X
=INorth Africa X

=1US X




Adopting a clear but flexible strategic
pOSitionlng Endesa

Electricity: Iberia & LatAm.

=1Leadership Significant presence in Europe§

=] Specialist/Niche  Trading in Europe/LatAmerica
Player Telecoms in Europe/LatAmerica

. Net factory: E-commerce
=1"Shaper B2B,B2C Value-added services




Our New Vision




Our New Vision




Our New Vision







Our New Vision




Profitability is our duty
We will manage our strategic portfolio

=1 Proactively checking each business unit vs.
strategic fit and value creation

'=1Concentrating on core competences and
competitive skills

=1Making decisions on buying, selling, sharing,
or keeping business units

Dlvestltures Euro 3 b|II|on

14



Our New Vision

R=13.5%
CAG 36,200

21,847 22,554

1998 1995 1998 1999

CAGR= 24.8% CAGR= 57.8% =
154,700
63,724 73,402 - 9,260 9,775 -

1995 1998 1999 1995 1998 1999




Our New Vision

0/0
GR= 26.3
o 13.49

5.31 6.83

1995 1998 1999 | 1995 1998

0
CAGR= 40.3 %9.72

27.93

1995 1998 1999 1995 1998




ENEL

SUEZ L.E. 36

23

Veba 24

RWE 18 3

Southern 15 0.1

Duke 18 0.1

Electrabel 15 0.2

Our New Vision

Billion Euro

February 2000

B Market Cap.

B Minority interest at book value




Growth is our commitment
Strategies for expansion plan

=1 Expansion Plan 00-04: Euro 10.4 Billion

Euro billion
[=1Gaining relevant energy share in Europe

=JReinforcing Leadership in Domestic Electric
Business

=1Keeping 10% energy market share in Lat.America
=1 Telecoms
=INew technologies (e-commerce)

.3 [=IRenewables and co-generation

=7IRR = WACC (project) + 4.5 %

18



_ Putting our intangibles to work

- Endesa has an extraordinary intangible base

| '”__'_.Electricity leader in 5 countries

3 -.: ~ [=18trong Customer base : >27 Million customers
~ [IStrong supplier base : annual purchases Euro 3

- billion

" (=1 High managerial skills: energy and telecoms
=IProven skills in turning around companies

We are going to leverage this intangible base
in specific new business initiatives

Trading; e-commerce; value added services;
multienergy services; new tech utility ....

i




Optimizing cost of capital is a must

Balancing Credit Rating vs. WACC

Improving
leverage ratio to

Reducing financial Optimizing
. costs in Latin cost of
America: Genesis capital

- Strengthening our
. _communications

to shareholders

Balancing country
risk of the asset

20



Our Mission is to
_ drive the value forward

'~ Our medium term goal:
' >Euro 50 billion

Intrinsic value
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1999: strategic steps under our new
vision

Spanish Business: Merger with affiliates -

=7 Minority interests acquisition
=1 Euro 174 million of higher results
=7 Euro 1.49 billion of higher equity

International business

=7 Restructuring Enersis as an industrial group,
along business units.

Enhancing value of telecoms

=1 Promoting the Global Operator
= Market value = 4.5 times investments

23



1999: driving value with profitability

Cost cutting plans

Spanish electricity business

=1Progress ahead of schedule: 56% attained in 43% of time
=1Euro 132 million in 1999 of lower operating cost
=1Generation: O & M cost of 1 pta/kWh (-10%)

=1 Distribution: O & M cost and Capex of 1.8 pta/kWh (-10.8%)

Implementatlon of the Genesis Project

[=1US$ 845 Million of cash-out cost reductions from 1998 to 2003
=12,400 redundancies from June to December 99

=1Decrease in distribution losses of 3.1 points in 1999

[~ Debt refinancing: US$ 75 Million annual savings

24



Key Issues in 1999




1999: driving value by mobilizing
intangibles assets

=IDeveloping strategy in new technologies:
=1E-commerce, B2B, B2C, Power Line Carrier

=1Structuring value-added services to a customer
base of 27 million

=IMultienergy services
=1Shaping the new energy business:

=1Entering trading business in Europe: JV with
MSDW

=1 Structuring APX & Poland PX

26



Key Issues in 1999
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Outlook for the European
electricity market

=] A Europe-wide
market is expected
in the short term

=7 Today, regional
markets are a fact
in Europe, from a
wholesale and
retail point of view

‘ %0 - Endesa starts from
a leadership

position in the
Iberian market

30



Business

Daily 98

Daily 99
Accum. 99

e

The decllne In markét share in 1999 5 fdlly explalned by the
disposal of a generation plant (Soto de Ribera) and by the
increase in the participation of importers (mainly EDF)




Energy Business

1998 1999 1998 1999

Il Hydro I Nuclear I Coal Il Fuel-oil | Il Hydro I Nuclear i Coal Il Fuel-oil




desa

Balanced generation mix

Erovides optimal margin En
lectricity Generation in the Peninsula. GWh 1999

78,798 GWh
=7 Optimal margin for total

production level:
17.4 eur/MWh

=7 Competitive base-load
generation, with margins

(20.9 eur/MWh) higher
than our competitors

46,034 GWh

| eur/MWh

eur/MWh Mid-merit generation with
healthy margins (12.5
eur/MWh) and production

flexibility

Endesa Second producer
33



=1101% retention rate for Endesa

95.8% in Endesa distribution area

Cantabrico 4%

Endesa 2.2% in competitors’ distribution .
Unién 44% g
Fi;ﬁ’/sa 3.5% out of Spain
=] Endesa most active exporter i
(Morocco, Andorra and Portugal)
Iberdrola 62.7% market share |

40% -
=] First entrants in direct supply to

final customers in Portugal

=7 Endesa leader in margin

the wholesale market (Jan. 2000)



=744.6% of total
distribution market in
Spain

‘-E'f 9,850,000 customers

1

=]Consumption per capita,
30% lower than the
average in Europe

=IDemand growth 7%
(5% higher than the rest
of Spain)

35



Energy Business

=IProduction (GWh) 89,657 92,170 3%
= Total sales to customers (GWh) 74,044 78,975 7%
[=]Sales to liberalized customers (GWh) 744 12,780 1,618%

Demand growth of 8.7%
in Jan-Feb 2000 vs. same
period of 1999

Growth continues
in 2000




e e
= S S =

+30.0%

Jan-Feb 99 Jan-feb 00




rgy Business

Yearly 55 -
rate
(%) 35

1.5 ' Inflation

051 1999

257 e Price

-2_9\' -4.85
-4.5 4

Price in
-6.5 -
real terms

-8.5 -

T T T e
Cumulative price decrease In 6 years
Nominal: 16.1%
Real: 28.2%




Energy Business

1998 1999 | 1999 2000

% of market eligible 31% 42%

% of market that
actually leave tariff 15.4% 26.3% 10.3% 15.0%




Energy Business

Million Euros
-447 Million Euros

-22.4%




1996 1997 1998 1999




Energy Business

Inflation adjusted
2,200

99 plan
- 805

1,195

1996

1997

1998

1999

2000

2001 2002 2003




competitive
itl_dn“s- .

2002 2003 2004 2005

The first two units are already under construction,
and sites and permits are ready for the rest




Energy Business
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... and the most innovative
commercial supplier

Big industrial
customers

Medium sized
industrial

Mass market

Personalized customer service

Facilities management and other value-
added services

Risk management for customers
On-line information system

Specialized sales force

Sector specific initiatives: i.e. Website
for real estate developments

Value added services

Call centers

Franchised sales points
Internet services
Multiservice approach

45



Energy Business

Market share

Customers in millions




Energy Business




Opening of operational branches
in Europe a4

Thr

| supply &

' marketing, trading
. and business

i development.

Lispor

iy 48



Joint venture with MSDW

Features of the alliance

« Joint 50/50 trading
operation for Europe

« Exclusivity for both
parts

e [Initial time-frame: 5

years
* No cost for Endesa

 Access to trading and
risk management

Business lines j

=1 Structured transactions in
physical and financial markets

- Sourcing energy for supply
businesses

- Wholesale management for
generation assets

Client services: Delivering risk
management services

=1 Arbitrage activity: Taking
advantage of market
knowledge

49



Energy Business

Objective: 5% of the
relevant market

140 -
120 -
100 -
80 -
60 -
40 -

Million Euro

0

2000 2004 o
Reachable liberalised | 2000 2004
markets, physical i Arbirage

I Client services

a n d fi n a n ci al Il Structured and asset-based transactions




_ Continue to increase the assetbase =~ /&
~_ in Europe Paland. GOEAESE |
e ; oland:
e « OPOLE: 2.500 MW

 PAK, Belchatow

Norway: IMN

e « CCGT 2x400 MW

| % | * Construction to start in 2
~ « Cogeneration

s Selected acquis ion

Germany:
eLiberalized

customers
* Distribution

~ France: ,:
~ + Liberalized customers

- Distribution

» Generation |

y I. iv . '

c ® ]
s e b

. ltaly:
~ + ENEL €

~* Municipalities

~ « Cogeneration | ~

Greece:
» Asset privatization

.
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Our Strategy for Latin America

Endess

=1Continuing to put in value our current assets
through Genesis Project.

=IMaintaining a 10% market share in Latin America:

=7 Increasing presence in Brazil and Mexico

=1Set up wholesale marketing and trading operations

=1 Participate in cross-border interconnection projects

=1Develop the Multiutility concept in most Latin
American major cities

(=] Secure access to gas via alliances or acquisitions

53



Energy Business

Sales

Oper.Expens

EBITDA

-1 55-
| 202

Depr.&Amort.

Op.Income

Financial loss
Equity Income & -35 I -23
goodwill amort 1 :
| -14

Non Oper.ResuIts-24I
-

Tax&Minorities 18|
Net Loss -33! Net Profit F 58




Energy Business

US$/MWh| US$/MWh|




Dic.
1999

Dic.

2003

Start
Point

Dic.
1999

Dic.
2003

Energy Business

Dic. Dic.
1999 2003

Start Dic. Dic.
Point 1999 2003




MILLION US$

Il Debt —— Cost of Debt




Energy Business

_ Estimated expansion
investments 2000-2004:
Euro 3 billion

2000 2001 2002 2003 2004 2005 2006 2007 2008 2009
I Brazil M Mexico i Others

-
(72]
>
c
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Gas Ataca
Pipeline
Chile-Argentina

Chile-Argentina
electrical
interconnection is
under study.

Other projects
under study
~ for1,000 MW




Leveraging its 12 million client base to
become a Latin American Multiutility

Bogota g
1.8 Mill.
| Customers Fortaleza
O 1.7 Mill.
Customers
O
Lima 0
| 0.84 Mill.
Cust g y
ustomers 0 Rio de Janeiro
1.6 Mill.
. 0 Customers
Santiago
— ®
1.5 Mill.
Customers Buenos Aires
4.4 Mill.
Customers

60



Secure access to gas reserves in Latin

America

=1Capacity growth
mostly through
CCGT plants.

=]Accessing gas
reserves to reduce
price volatility and
availability.

=]Access via
acquisitions or
strategic alliances

=1 Gas Distribution

ﬂﬁ-ﬁfﬂ
Proven Gas Reserves (MW)

ORINOCO (106,000)

CUSIANA
(5,700)

SUBANDIN
A+ CHACO

CAMISEA
(9.000) (2,000) BAHIA + SERGIPE
! + ALAGOAS
. + CAMPOS (3,200)
NEUQUEN SN oo
(10,000)

' Gas Demand 1998: 10,000 MW

' Proven Reserves: 145,900 MW
t’ AUSTRAL

% * SAN JORGE
(5,000)

61



Energy Business
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Cogeneration & Renewable Energies

1999 data

Domestic market

| 1

Others
Minihydraulic 3%
13%

Wind Power
13%

1%

Cogeneration

Endesa Cogeneracion y Renovables g

Others
10% Wind Power

28%

Cogeneration Minihydraulic
53% 9%,

=1Cogen and renewable
energies represent 15%
share of installed capacity
and 17% share of power
generation

=IECYR with 1,550 MW
installed (and 430 MW
under construction) has a
23% market share

63



_ Cogeneration & Renewable Energies /&
~ Recent developments and investment plans  Endesa

Investment as of December 31, 1999: Eu 238 Mill.

54% wind power
472 MW International
Market share in 2004: 29%

[ Estimated market value of Eu 900 Mill.
=7 Unrealised capital gains of Eu 775 Mill.




Data as of December 31, 1999

o

= Clients: 260,300 (19%)

=]Operating Profit: Eu 21.5
Mill.

0.23 Bcm (46%)

oo

Client base: 847,000
=TMarket share: 10%
=1Sales: 0.68 Bcm

(Projections refer only to

existing concessions)
'.':F?_._ Ce rene T L5 T
ol

12,000 clients

| 375,000 clients

A 3




Domestic Market
Customers (as of Dec.31 ‘99): 525,000

" International Markets Population |

supplied (as of Dec.31 ‘99):
4,880,000

* Sabifanige

- Valladolid
(Through Interagua) = _ La Muela
Ricla | - Alcaniz
| 1Santa Fe (Argentina): 1,700,000 "‘Iﬁggg O Calatayud

Ateca /
| =]Aguas Costa (Uruguay): 60,000 / ] o~
v

[=1Barranquilla (Colombia): 1,420,000 . ¢ Alb;c\ete”
: o

"

| [=]Santa Marta (Colombia): 400,000 pe

[N

o _
| [(=lLa Habana (Cuba): 1,300,000 0 Herrerag Granada-°"c@ 0 Water sanitation

) . and distribution
Barbate, Q Sierra Elvira
Carios s g 0 Ugijar
eyCarboneras

y fra o uebla e

" Leader in the Desalination Business v v g |
® in Spain: 8 Desalination Plants with a . ' WG }
total capacity of 290.000 m>/day v Galdar







LATIN AMERICA

Global integrated
operator: fixed,
mobile, internet and
DTT

Own local-loop and
broadband access
network

Internet and
interactive services
orientation

=7 Exploit client base
through internet

=7 Interactive services

=7 New WLL and mobile
licenses

=] Power line /
transmission
networks

=7 UMTS licenses
=7 Grow along Endesa
“core” business

=7 Data and broadband

'EXPLOIT CLIENT BASE [




. Endesa
| (Business Leader)

Telecom ltalia
(Technology Partner)

Operating

TLC Company Others financial
|  shareholders

R R T

| =] Advanced Broadband Telecoms (Retevision & 7 Cable Operators)
=7 Mobile Telephony (Amena-DCS 1800 & UMTS)

| (=7 Internet (Alehop for residential market / Iddeo for business market)
| [=1 Digital Terrestrial TV (Quiero Television)

S R AR T R

Current enterprise value: Euro 16 - 20 Billion

A
g
o




ommunications

PR A R ety
R R R r e e

1998 1999 D%

Total Lines (Mill.) 1.54 3.05 +98%
Total traffic (Mill. min.) 791 3,174 +301%

Market share (% of total traffic) 0.1% 4.0%

115 123

78
m B B |

4Q98 1Q99 2Q99 3Q99 4Q99 || 4Q98 1Q99 2Q99 3Q99 4Q99




Telecommunications

Outstanding roll-out and commercial success:
<« Market share of 6.8% and over 1 Million clients.

<D Amena has done in 11 months what it took more than 2 years

for 2nd operator.

1,014

29.2% 557

17.9%  24-5% 375

15.0% é'::-i:-:é_;:

1Q99 2Q99 3Q99 4Q99 | 1Q99 2Q99 3Q99 4Q99




Telecommunications

Madritel

Menta

Supercable

Canarias Telecom @

Able
Grupo R

Euskaltel

1Q99 2Q99 3Q99 4Q99




ek reEe

T

PORTAL . B2C Commerce |

=7 First combined
ISP & portal in
Spain

=] More than
500,000
registered users

=1 IPO in 200

=] Access to local
content delivered
by regional
franchises.

=7 Alliances with
Spanish content
providers

=7 Consumer
focused
business

=7 Service alliances

=7 Hispanic World

=] Shareholders’
franchises in
Latin America
and Spain.




Telecommunications

Total customers | ~ Market share
(‘000) (revenues)

Direct Access Fixed Telephony
Indirect Access (1050) | . | Mobile Tel. (custom.) |
Mobile telephony Internet (subscr.)
Internet Pay-TV

Pay-TV (DTT includ.) 250 | [+1,400%

By the end of 2000 ...
v' Total investments of Eu 3.7 Bn.
v' Aggregated revenues: 8% of the total domestic market




Telecommunications Business

Total customers Marké't"s"h'a'l;é b

(‘000) (revenues)
j S

Direct Access " | Fixed Telephony 13%

Indirect Access (1,050) Mobile Tel. (customers) 18%

Mobile telephony

Pay TV (DTT Included)

By the end of 2004 ...
v" Total investments of Eu 7 Bn.
v'  Aggregated revenues: 16% of the total domestic market




Expansion in Latin America

Fixed
Mobile
Internet

Focus on Mobile, Internet |
& Wireless Local Loop
(WLL) Power Llne Carrier

______________ . Brazil

Liberalization,
License Bids, Acquisitions
& Strateglc Alllances 5

_______ - D AToentmaT

WLL
Internet Internet
WLL Carrier

Carrier

12 Million customers and electrical facilities to exploit

76



Expansion in Europe

Seizing opportunities in
telecommunications
Focusing on

FTUMTS

=1Data and broadband sector

- More than 20 million high
speed access customer by
2005

77






79






81



~ New technologies:

[=<1Endesa, Commerce-One and PWC are
creating a wide electronic business-trade
community initially based in Spain, Chile,
Argentina, Brazil, Colombia and Peru

[=1Endesa will enhance and extend services to
its broad customer base of 22 million
households and corporations using the Net
as a main distribution channel

=7 Endesa will invest Euro 400 m during the
Principal next five years in Internet-related initiatives
Investments close to our core business (PWL, Electronic,
. metering services, WAP services, ...)

Three lines of action




s: E-commerce

B2B will acount for 9/10ths
of all e-commerce volume
by 2004

1998 1999 2001 2002 2003 2004




New technologies: E-commerce

-
" Endesa
marketplace




Busmess to Business:

Current Initiatives

What we leverage upon

. | [(=IFirst utility company to offer
. | our providers and other
companies a sophisticated
e-commerce solution

" | =Currently linked through the
Net with our 1.000 main
providers (VIPWEB)

;'f:{ =1$2bn/year trade with
| suppliers in Spain and Latin
America

COMMERCE & ENDESA
ONE

Network of

Technology providers
Global Tradi

Web IT services

|

A leading business community,

substantial trade volume in the net,
initially around and among
utllltles in Spain, Chlle Brazil,

IT ServiceS§

E-business
methodology




Endesa.Marketplace: Expectations

=7IPO during 2000

=7Linked through Commerce-One Global Trading
Web (Shell, GM, DT, BT and other leading
companies)

=1Economic Expectations:

$2+ billion of managed procurement volume to start with
$60-120 million in savings along our procurement chain

$200 million revenues in year 3

=INew logistic and financial services to be added
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New technologies: E-commerce

Already considered Potential

m Procurement savings Logistics and financial

] services
m Transaction fees

: Advertising
m License fees

Content management
Certification

Capital gains...




OFINET

=7 Internet-ization of our Commercial
systems to provide full interaction with
customers

=7 Lower the cost of serving final customer
(front office and back office)

=7 New channel with new services
=] Ready early 2001

Real state Websiteé

Middle market

Value added
services

88



New technologies: E-commerce

=7 New Net-related business initiatives close to
our core business. Examples:

- Powerline

- Electronic metering related services
- Mobile Net services

- Additional B2B and B2C...

Investment
Guidelines

=7 The Endesa Net factory will manage the
knowledge and skill transfer between the new
initiatives and our core business




Powerline: Data & Voice Through the
Electric Network

Endess

Medium-voltage
network

Low-voltage

network
Long-distance
carrier B Outdoor PLC -
] Indoor Eletctrlmty Freezer
meter

m Testing two technologies (1.5 and 50 Mbits/s)

m Considering equity position in Powerline R&D companies
90
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Financial Perfformance

Net Sales (2) 8.9 :

Operating Income 2.9
Net Income 1.3
Earnings per Share (Euro)1.21

Cash Flow 4.4
EBITDA 4.6

Total Assets 49.7




@ ASSETS

Floating
38%

Real Bras.
2%
CLP
12%

Dolar
33%

___— Domestic
44%




Financial Performance

uro Billion

97 98 99
Il OPTIONS I SWAP *

Average hedging rate: 3.9%
Average life: 4 years




Financial Performance

Standard & Poor’s Moody’s

Aa3
Baa1







Cash Flow Ratios

Cash Flow / Financial Expenses

_;--Dél-o-tlEBITDA- 4
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Financial Performance

Total Identified Investments 2.5

Capital expenditures 1.2
Domestic Business 0.8

International 0.5

Expansion Investments 1.3
New capacity Spain 0.3
International 0.7
Telecom & Others 0.3

Strategic expansion 2.3
Total Investments 4.8




Financial Performance

+89.3%
sh luati
m Share revaluation - Annual average

shareholder return:
26.2%

W Dividend yield

1991 1992 1993 1995 1996 1997 1998

1.1% .
-10.5%
-19.5%







Driving the value forward

Beyond our tradltlonal boundarles@

i
.15

Medium term goal:
| 50 Euro b||||on |ntr|nS|c value
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Our New Vision

— Cierre Pts
— Max Pts
— Min Pts

1987 1988 1989 1990 1991 1992 1993 1994 1995 1996 1997 1998 1999

1987 1988 1989 1990 1991 1992 1993 1994 1995 1996 1997 1998 1999




Energy Business

Holanda
Grecia

Dinamarca
Irlanda

Grecia
UK

Holanda | Francia
Luxemburgo Espaiia
Spain | Irlanda
Portugal | -: UK
Austria I Portugal
France | Luxemburgo
Germany Bélgica
Bélgica Aus tria
Dinamarca Alemania

ttaly Italia




Energy Business

GENERATION

=1 Wholesale price (pta/kWh)
=7 Total sale price (pta/kWh)
=7 Market share in the Peninsula (%)

DISTRIBUTION

=] Customers (hnumber 000)

=7 Losses (%)
=1 Customers/employee

SUPPLY
=1 Market share (%) 42.3%  44.0% 1.7%

=1 Retention rate (%) 95% (101.6% int’l incl.)
=7 Margin (pta/kWh) 0.23% 0.53% 130%




Energy Business




" First Step (Short Term):
Invest in Utility-Related-Hi-Tech
Companies:

Second Step (Medium Term)
Invest in a Utility
+ continue international expansion into
A deregulated markets
- obtain local knowledge of the industry g » platform for growth potential (world
* get access to strategic know-how i

.
achieve attractive financic 1 A

MARKET TRENDS

~« “Utility-related-hi-tech” redefines utility | ° Mostly headquartered in US.
| < They lack financial or commercial
resources to develop a successful

business. Creating growth potential.

Endesa is an attractive strategic partner
given its financial and commercial (>22m

Endesa will actively participate in this
market trend. clients) strength.




Supply activities in Portugal

=11st new entrant in the eligible market

=19 final customers with consumption of 150 GWh/year
- 100% of eligible customers in the market
- 5% of potential eligible customers

=7Sales to the Portuguese Single Buyer (REN): 250
GWhlyear

=1Commercial office in Lisbon

=1Mass market: a joint venture with SONAE to
participate in the retail market
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