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Energy is our business

Energy is fundamental to social and economic
development. In this respect, Atel is making its con-
tribution to sustained, effective progress. Our position
as a major player in the European electricity industry
is a responsibility we acknowledge by using our ex-
perience, know-how and commitment for the common
interest of our customers, shareholders, employees
and the general public. Atel is a Swiss-based pan-
European company, offering its customers as partners
tailor-made solutions and products.

Electricity trading and supply

Atel is Switzerland’s leading electricity company,
with a sales volume of around 68 TWh from physical
electricity business and around 67 TWh from trading
in standard products. It operates on a pan-European
basis, with wholly-owned subsidiaries and business
partnerships in a number of countries. Atel supplies
power exchange companies, sales partners, urban
utilities, industrial and service companies throughout
Europe. As a production-supported specialist trader,
Atel also offers derivative instruments for customers’
individual risk hedging and manages complex energy
portfolios.

Electricity generation

Atel is one of Switzerland'’s largest electricity gen-
erators with its own production capacities in Italy,
Hungary and the Czech Republic. Every year the com-
pany produces more than 15 TWh from these power
stations. Atel’s market-oriented production portfolio
comprised of storage, run-of-river and nuclear power
stations as well as fossil fuel thermal facilities gives
customers continued, dependable peak and band
energy supplies and plays a significant part in provid-
ing secure supplies.

Electricity transmission

Atel operates its own grid for transporting a signif-
icant portion of electricity to customers. The strategic
position of our high-voltage grid is important for
European electricity trading. Atel controls close to
17% of the Swiss transmission grid and over 42% of
transmission line capacity from Switzerland to Italy.

Energy services delivery

Atel addresses a full range of customer needs in
the areas of electrical power, cooling and heating,
communications and security. The Atel Installations-
technik Group (AIT) and GAH Group jointly operate a
close-knit branch network, particularly in Switzer-
land, Germany and lItaly. Energy Services offers Ener-
gy Supply Technology, Communications Technology,
Industrial/Plant Technology and Building Services/
Technical Facilities Management. The services range
from project planning, through construction and
operation to management.

An energy power-house

Atel aims to continue extending its position as a
leading independent electricity trader and major
energy services provider based at the heart of Europe.
The energy markets offer new opportunities all the
time which we are exploiting for our customers.



Key Figures ...

Atel Group
+/— variance

2002-2003 in % 2002
(based on CHF) CHF mn.
Energy sales (GWh) 71.2 40000
Net turnover 42.8 3700
Energy 69.6 2263
Energy Services 4.8 1465
Cash flow 6.1 490
in % of net turnover -25.7 13.2
Group profit 60.0 170
in % of net turnover 10.9 4.6
Net investments 33.0 455
Free cash flow 52.2 316
Shareholders’ equity 16.5 1555
in % of balance sheet total -6.5 30.7
Balance sheet total 24.6 5070
Number of employees* 2.7 7890

plus trading in standardised products
in GWh 40.9 47300
in CHF mn. or EUR mn. 4222 1908

* Average number of full-time equivalent employees

Per share information

+/- variance 2002

2002-2003 in % CHF

Nominal value - 100
Share price at 31.12. 21.7 805
Highest 7.1 915
Lowest -5.8 775
Group profit 50.9 55
Shareholders’ equity 16.6 512
Dividend 10.0 20
Average trading volume/day 10.6 85

...and Facts for 2003

January: purchase completed

June: integration of power stations

Atel completed its purchase of 44.5% of the ECKG
power station in Kladno near Prague following ap-
proval by the authorities and lending institutions. The
complex comprises three power stations for electricity
production and steam generation. Atel also acquired
the Czech trading company Entrade and the Csepel |
and Il power stations in Budapest at the end of 2002
as part of its expansion strategy in Central and Eastern
Europe.

March: majority stake acquired in ECKG

Atel doubled its shareholding in the ECKG power
station complex in Kladno and now owns 89% of the
shares. ECKG employs 300 people and operates power
stations generating 343 MW electrical power and 173
MW thermal power. Most of the electricity it gener-
ates is sold to the Czech utility company Stfedoceska
energetickd a.s. (STE) in Prague. The heating is sup-
plied to the city of Kladno.

May: welcome referendum results

The concession-granting communities decided to
continue running the Navisence power station in Val
d’'Anniviers jointly with Kraftwerke Gougra AG. This
effectively creates a three-tiered plant with an annual
production of 560 GWh. From May 2004 Atel is in-
creasing its production at the Gougra plant by more
than 100 GWh by acquiring the water drawing rights
and owns 54% of it.

September: holding in Edipower increased

Under Edipower’s refinancing programme which
was planned at the time of the original purchase,
Italy’s second-largest energy producer placed the orig-
inal acquisition funding onto a new long-term basis,
for which it increased its share capital and renewed
third-party financing. Atel now owns a financial inter-
est of 16 % in Edipower and an energy interest of 20 %,
increasing the available beneficial interest from
around 1250 to 1600 MW.

September: blackout in Italy

From Atel’s perspective, voters' rejection of the
“MoratoriumPlus” and “Electricity without Nuclear”
initiatives was a vote for secure, environmentally
friendly and competitive Swiss electricity supplies.
Firm rejection ended a period of planning uncertainty.
The decision means that existing nuclear power sta-
tions can continue to operate, provided they meet
high safety standards.

Italy suffered power cuts in 2003. A flashover
struck a tree at 3.01 a.m. on Sunday 28 September, au-
tomatically cutting off the Lukmanier line, as is sup-
posed to happen in such events. Atel took all other
steps immediately and advised the relevant bodies
and partners. However, as production capacity was
not increased quickly enough, there was a cascade of
power cuts in Italy and on the borders with neigh-
bouring countries.



Atel operates all over Europe

Atel operates in electricity trad-
ing, electricity production and energy
services throughout Europe through
subsidiaries and offices. Electricity
trading is divided into five sales re-
gions.

Subsidiaries and offices

M Electricity trading
H Power Generation
M Energy services

Sales regions

Energy Business Southern/Western Europe
W Switzerland region
[ Southern Europe region

Energy Business Northern/Eastern Europe
Central/Eastern Europe region

I Northern Europe region

1 Scandinavia region
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Selected facades — gothic, baroque, art deco and co
lights. But you rarely see lights on in houses or apartments, even after dark. Not because
one home, but simply because people make less use of bright lighting.

The people on the streets are drawn towards the glow of buildings that promise warmth and
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Prague

Atel - on a secure course

Our modern economy and socie-
ty at large are based on the central
premise of well-functioning electric-
ity supplies. The Atel Group and its
operations play a key part in ensur-
ing that this is the case. Reliably
supplying households and business-
es with electricity is the result of
a sophisticated system comprising
power stations, grids and a now in-
ternational electricity trading and
sales operation. The smooth inter-
play of these elements is the respon-
sibility of a sector that has been con-
fronted in the past few years with
fundamental change. In the past
year, a number of major power cuts
in industrialised nations such as the
USA and Italy reminded us of the im-
portance and convenience of a well-
functioning power supply system.

The liberalised electricity market
is today a reality in the European
Union, albeit to varying degrees in
different countries. This is not the
case in Switzerland, although a
Federal tribunal decision on liberali-
sation was reached in 2003 and the
politicians are now working on a
new Structure of the electricity in-
dustry (ELWO). The EU will have
reached full market liberalisation by

2007, the year in which the ELWO is
supposed to come into force in
Switzerland, with a preliminary tran-
sitional solution under discussion.
But an open Swiss electricity market
is still a long way off. The redistribu-
tion of power in Parliament and the
Federal Council following the elec-
tions last autumn has made very
little difference. The search for the
right balance between the market
and security of supplies on the one
hand and technical implementation
on the other remains illusive and is
driven to some degree by ideology.
Atel’s view has not changed, in that
we are in favour of an efficient Swiss
grid operating company run on a
private commercial basis, retaining
grid ownership and full market
opening all the way down to the
power socket.

By emphatically rejecting the two
initiatives advocating the abandon-
ment of nuclear energy, “Morato-
riumPlus and “Electricity without
Nuclear”, Swiss voters last year clear-
ly showed that they are in favour of
its continued use. This was a vote for
secure supplies and Switzerland'’s
competitiveness. Nuclear energy is
CO,-free, economic, secure, reliable
and makes our energy distribution
more independent, so rejecting it

would have been a big mistake. The
positive referendum result must
now be used as a basis on which to
create favourable operating condi-
tions for the use of nuclear energy.
As such, our attention is mainly fo-
cussing on the Nuclear Power Ordi-
nance which is currently being draf-
ted and the revision of the Nuclear
Power Liability Law. Nuclear tech-
nology is often seen as part of the
problem in energy policy, but it is
actually part of the solution, in that
it is a key element for securing Swiss
electricity supplies. Existing nuclear
power stations will reach the end of
their technical operating lives at
some stage in the future. It is naive
to think that they could be replaced
by renewable energies in the near
future, so we must begin planning
today for what happens afterwards,
as the approvals and building
processes are lengthy. But the main
issue that has to be addressed is
finding a solution for the disposal of
nuclear waste.

In 2003, the Atel Group contin-
ued refining its strategy as a pan-
European group in the areas of elec-
tricity production, grids, electricity
trading and sales and energy serv-
ices. We can look back on a success-
ful year. With around 8100 employ-

ees in 51 different countries, the
Group posted turnover of CHF 5.3
billion and boosted profit signifi-
cantly which has enabled us to pro-
pose an increased dividend this year.
The newly acquired power stations
in Hungary, the Czech Republic and
Italy have been integrated and are
performing extremely well. The mar-
ket situation is set to ease in the En-
ergy Services segment now that the
sector has bottomed out. We will
focus on the Group’s financial con-
solidation in 2004 and tighten man-
agement and organisational struc-
tures. Giovanni Leonardi will take
over from Alessandro Sala as CEO at
the General Meeting of Shareholders.

In conclusion, | would like to ex-
press my gratitude. Firstly to our val-
ued customers for their confidence
and the excellent collaboration we
have enjoyed with them. My thanks
are also due to the Executive Board
under the direction of Alessandro
Sala for successfully steering and
directing Atel with foresight in
2003. | would also like to express my
appreciation for the tremendous
performance of all our employees.
Their enormous dedication made a
vital contribution to everything we
undertook together. | would like to
thank my colleagues on the Board

EDITORIAL

of Directors and our shareholders
for their entrepreneurial attitude
that gives us the freedom we need
to continue successfully developing
the Atel Group.

il

A

Walter Birgi
Chairman of the Board of Directors



Mr Sala, in last year’s annual report,
you said that consolidation was the
major objective for 2003. Did Atel
achieve this goal?

Alessandro Sala: Last year, we
completed our acquisition of the
ECKG power station complex in
Prague. We also refinanced Edipow-
er on a long-term basis and used the
opportunity to increase our stake.
Finally, we made significant progress
with our own power stations pro-
jects (IPP) in Italy. These investments
helped us boost production capaci-
ties and gave us a now well-rounded
business model. However, we only
partially achieved financial consoli-
dation. That being so, our results for
the reporting year are excellent and
we have made an encouraging start
to 2004.

Did the end of 2003 mark the end of
the consolidation period?

No, we must intensify the pro-
cess in 2004. All in all, I regard con-
solidation as necessary from time to
time, even if my colleagues and |
would prefer expansion.

That sounds like firm plans...

Our excellent financial position
gives us the flexibility to press ahead
with strategic growth, with the fo-
cus on production and regions
where we are already established
and operating successfully. At the
moment, we produce 8 TWh in
Switzerland and the same amount
in Italy after the repowering. The
ideal scenario would be for us to
produce the same amount in East-
ern Europe in the future.

Talking of Eastern Europe. Consoli-
dation also means integration: how
well have the new employees been
integrated?

The companies acquired by Atel
are working very successfully; all
members of staff have their set tasks
and carry them out professionally.
We have only integrated wherever
it made sense to do so. We have a
tradition of different cultures coex-
isting, a trend that has been in much
sharper focus over the past few
years.

Were there any cultural differences
between East and West in terms of
work processes and approach?

None whatsoever. The previous
American owners put excellent or-
ganisational structures in place and
the managers they employed now
work for Atel. The power stations
are not only professionally run, but
also technically well maintained.
They allow us skilful operation on
the market and are well accepted by
the authorities — it is a joy to see
these companies at work!

Although we have a great deal
of knowledge and experience of
hydroenergy and nuclear power sta-
tions in Switzerland, this is not the
case with classic thermal power
stations. We must also expand our
technical knowledge in this area in
Olten.

Do employees in Eastern Europe
also have a sense of belonging to
the Atel Group?

The reactions in this regard have
exceeded our expectations. After so
many changes of ownership, the
employees now know that Atel is a
financially sound majority share-
holder with long-term plans and

this has had a positive effect on
motivation.

And the reaction of Atel employees
in Switzerland?

I think they are pleased with
Atel’s progress and are particularly
aware that they now belong to a
European company. The financial
success of our investments has also
helped.

How would you describe the energy
market in 2003 from your perspec-
tive?

We strengthened our position in
our traditional markets such as Italy.
While competitors began streaming
into Italy looking to build power
stations, we were already putting
our plants into service. But we are
still one step ahead as we have est-
ablished ourselves in Central and
Eastern Europe which are attractive
growth markets. In this respect,
2003 was a successful one in both
operational and strategic terms.

INTERVIEW WITH
ALESSANDRO SALA, CEO

What do you think were the main
events of 2003?

The referenda on nuclear energy
and the blackout in Italy will cer-
tainly stick in my memory. | was par-
ticularly happy with the news that
our recent investments contributed
positively to our earnings. At the
same time, our sales business in
Eastern Europe fared well. Trading
also played a part in our success af-
ter a root-and-branch reorganisa-
tion in a relatively short time. And
finally, Group Management and
Management Services performed
well in dealing with the company’s
strong and rapid growth as well as
its internationalisation.

What if the proposals on nuclear
energy had been accepted?

Defeat would have presented us
with a massive problem, as the nu-
clear power stations account for a
large part of the energy generated
in Switzerland. The decision now
means that we can plan on a long-
term basis and supplies can be as-
sured.



Prague

What conclusions can be drawn from
the blackout?

Lidice

How did the Energy Services segment
perform in 2003?

Atel was criticised initially but a
number of independent investiga-
tions came to a rather different
conclusion. As a consequence of
this unfortunate event, Swiss grid
operators will no longer be able to
load their grids so heavily. In the
medium-term, pressure will increase
on the Swiss to open up their grids.

The Structure of the electricity in-
dustry (ELWO) is being drafted in
Switzerland. What do you expect
from it?

2003 was very tough for Energy
Services, primarily in Germany
where capital expenditure was ex-
tremely modest. However, as grid
and power station construction far-
ed well, Atel’s results show a bal-
anced picture overall, unlike some
of our competitors. In Switzerland,
several major projects contributed
to our positive results. In this regard,
consolidation was the main focus
after various company acquisitions.

What are the objectives for 2004?

Liberalisation is moving ahead on
schedule in Europe, but we will
see how the situation develops in
Switzerland. Atel has always advo-
cated full market opening, provided
that this is not linked to excessive
regulation and ownership of the
grid remains guaranteed. Liberalisa-
tion of the Swiss market is not a
key issue for us, as we have a wide
geographic reach and can react to
changes at any time and in the ap-
propriate way.

Each area has its own specifically
defined goals. The top priorities for
the Group are to increase profita-
bility and strengthen the balance
sheet. 2004 will be the acid test for
markets where Atel is only repre-
sented on the sales front. In Eastern
Europe, we will focus on continuing
our successful work. Another chal-
lenge will be to ensure that the
changeover at Atel’s helm is smooth
and professional. Given the comp-
any's current state of health, this
should not be a problem.

You mentioned it: you have been
running Atel successfully since 1999
and are now handing over the reins.
How would you sum up your time
in charge?

In 1999, Atel was strategically po-
sitioned as a production-supported
electricity trader. Since then, it has
established Energy Services as its
second core business, forming a
strong basis with production for
electricity business. | feel sure that
the company will enjoy benefiting
from the latter area in future, espe-
cially if electricity prices continue as
they have done recently. In addition
to these core businesses and success
factors, Atel also has much wider
support geographically and in terms
of dependency on primary energies,
making it much less vulnerable to cor-
responding fluctuations. | am confi-
dent that Atel is now strategically
well positioned and ideally pre-
pared for the challenges that lie
ahead.

Annual General Meeting

The 108" Annual General Meet-
ing of Atel Ltd.* was held on 24 April
2003. Dr. Walter Burgi, Dr. Marcel
Guignard and Dr. h.c. Heinrich Stein-
mann were re-elected to the Board
of Directors for a further three-year
term. Dr. Giuliano Zuccoli was elect-
ed as a new member onto the Board
of Directors. Ernst & Young Ltd. were
re-appointed as Auditors and Group
Auditors for a one-year statutory
period. In addition, the Annual Gen-
eral Meeting approved the 2002 an-
nual report, annual financial state-
ments and consolidated financial
statements, discharged the mem-
bers of the Board of Directors and
agreed to the Board of Directors’
proposed appropriation of retained
earnings. It also approved an increase
in share capital amounting to CHF
30.36 million nominal with a two-
year delegation authority.

The next ordinary General Meet-
ing marks the end of the statutory
terms of office on the Board of Di-
rectors for Marc Boudier, Dr. Klaus
Bussfeld, Ulrich Fischer, Urs B. Rin-
derknecht and Dr. Klaus-Peter Schaf-
fer. The Board of Directors proposes
that the General Meeting re-elect
Messrs Marc Boudier, Ulrich Fischer
and Urs B. Rinderknecht for a fur-
ther term of office. Dr. Klaus Buss-

feld and Dr. Klaus-Peter Schaffer
have announced their intention to
step down. The Board of Directors
proposes that the General Meeting
newly elects Urs Steiner and Heinz-
Werner Ufer to the Board of Direc-
tors for a three year term of office.

* Atel Ltd. is used in the following as the
abbreviation for Aare-Tessin Ltd. for Elec-
tricity

ANNUAL GENERAL MEETING




Atel and its Stakeholder Groups

Atel and its customers

Atel gears its products and serv-
ices towards its customers’ needs
and last year significantly expanded
its range of products and services.
We regard electricity supplies and
energy services as anything but
standardised, which is why we de-
velop tailored solutions for every
customer, irrespective of whether
the customer wants us to supply a
schedule, derivative, house instal-
lation or contact line for transport
operations. We guarantee top-
quality services as a competent, ex-
perienced, pan-European Swiss-ba-
sed energy trader and service pro-
vider.

Our customers are just as diverse
as our products. We supply electrici-
ty to urban and regional utilities,
traders and industrial companies,
but industrial and utility companies
are also our energy service custom-
ers, as are commercial businesses
and private individuals.

Geographic and cultural proximity
to our customers is important to us.
We have a network of sales compa-
nies that help us understand and serv-
ice our customers better. We are com-
mitted to building up long-term part-

Kladno

nerships with our customers based
on mutual trust.

Atel and the financial community

The Atel Group successfully re-
alised several financing transactions
in the reporting year. Atel issued a
public bond in August which was
the first it had brought out since
October 1997 and brisk demand
prompted the company to increase
it from CHF 200 million to CHF 300
million in September. Atel Ltd. ac-
quired further long-term funds at
very attractive rates through a series
of smaller transactions. These finan-
cial resources will be used to fund
investments it has carried out and
repay maturing bonds.

Another area of focus was the
refinancing of Edipower. Atel also
began optimising the funding of the
ECKG power plant investment in the
Czech Republic and this is due to be
completed by mid-March 2004. Other
Group companies also benefited from
historically low interest rates and se-
cured their need for competitive bor-
rowing on a long-term basis.

Atel took advantage of its excel-
lent image on capital markets in all
its funding transactions. This confi-

dence was enhanced further through
various analyst events and careful
investor management, but also
through a reliable flow of informa-
tion to the capital markets and
transparent rendering of accounts.
Atel’s registered shares also benefit-
ed from these initiatives, ending the
reporting period at an annual high
of CHF 980, an increase of almost
22 % since the beginning of 2003.

Atel and its employees

The markets and political envi-
ronment are changing all the time.
This poses enormous challenges for
Atel and its employees, in that tasks
and work processes, organisation
and clarity of roles have to be exam-
ined and adapted more and more
frequently.

Guidance in this permanent
change process comes from the val-
ues that give Atel its unmistakable
identity. Atel also practices these
values internally in its day-to-day
dealings with its employees.

Our management culture works
on the basis that new ways must
always be found to achieve the right
balance between the interests of em-
ployees and those of the company.
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This is why our personnel manage-
ment systems are flexible and offer
room for manoeuvre for individual
solutions.

Our personnel policy is not based
on short-term trends but on tried
and trusted principles, such as mak-
ing time for employees, agreeing
challenging goals, paying fair salary
levels and promoting professional
development.

We see the working relationship
as give-and-take based on reliability

and mutual trust.

Atel and the public

Electricity is the cornerstone of
modern life and as such, electricity
companies like Atel are at the heart
of public interest.

As a leading energy company in
Switzerland, Atel was a popular
point of contact in 2003 for politics
and the media. The nuclear energy
abandonment referenda in particu-
lar required a great deal of intensive
PR by the company.

This issue together with the
blackout in Italy triggered interest
in Atel which placed heavy demands

on our PR team. We responded with
an open and continuous informa-
tion policy. There is still substantial
media interest in Atel and we are in-
creasingly a point of contact for for-
eign journalists.

Atel adopts a clear position on
energy policy issues and helps mould
the operating conditions wherever
possible. When asked, Atel experts
also support the administration and
politicians with their specific expert
knowledge, such as drafting the
new Structure of the electricity in-
dustry (ELWO).

The public at large is another
important target group for our PR
team. Tours of our power plants are
popular with school classes, associa-
tions and other groups. Visitors to
our website www.atel.ch can access
a wide range of information about
the Atel Group as well as the elec-
tricity sector in general. Atel also
supported numerous cultural, sport-
ing and charitable activities in 2003
through sponsorship.

1
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Tradition-and computers

Brewing is still done using traditional methods in Pi
individual processes, helping the master brewers with th eir
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Corporate Governance

The principles and rules on Cor-
porate Governance of the Atel Group
are laid down in the company’s Arti-
cles of Association, Organisational
Regulations, Executive Board Regu-
lations, Group guidelines and the
organisational chart with the allo-
cation of subsidiaries. The Board of
Directors and the Executive Board
regularly review and adapt them to
meet requirements.

Capital structure and shareholders’
rights

Capital structure

Unchanged since 1992, the
share capital of Atel Ltd. is CHF
303,600,000 divided into 3,036,000
registered shares at CHF 100 nominal
value each. The shares are fully paid
in. At the Annual General Meeting,
every share represented is entitled to
one vote. There are no restrictions
on transferability or voting rights.
The Statement of Changes in Equity
for the Atel Group’s consolidated
financial statements can be found in
the Financial Report on page 13 and
for the Atel Ltd.'s financial state-
ments on page 56.

Under the Articles of Associa-
tion, the Board of Directors is au-
thorised to increase share capital by

23 April 2005 up to a maximum of
CHF 30,360,000 by issuing up to
303,600 registered shares, at CHF
100 nominal value each, to be paid
up in full. The Board of Directors
determines the amount issued, the
timing of entitlement to dividend
payments and the type of contribu-
tion. Shares granted for subscription
rights but not exercised are at the
disposal of the Board of Directors
who shall use them in the interest of
the company.

Shareholders’ rights

Shareholders’ financial and co-
determination rights are regulated
by law and the Company’s Articles of
Association, which stipulate a 50 day
time limit for submitting motions
for agenda items at the General
Meeting. The major shareholders as
entered in the Share Register are
given on page 35 of the Financial
Report.

Those acquiring shares in Atel Ltd.
are obliged to take part in a public
purchase offer under the Swiss Fed-
eral Law on Stock Exchanges and
Securities Trading (no opting-out
clause in the Articles of Association).

Stock exchange listing

Shares in Atel Ltd. are listed on
the SWX Swiss Exchange under in-
ternational securities identification
number ISIN CH0001363305. Market
capitalization at the end of 2003
was CHF 2975 million.

Societa Elettrica Sopracenerina SA,
Locarno, of which Atel owns 59.5%,
is also listed on the SWX Swiss Ex-
change (ISIN CH0004699440). Market
capitalization at the end of 2003
was CHF 187 million.

Information policy

Atel keeps its shareholders, po-
tential investors and other stake-
holder groups fully, promptly and
regularly informed through its an-
nual and interim reports, at confer-
ences for balance sheet media and
financial analysts and at the General
Meeting. Our communication chan-
nels are completed by our constantly
updated website www.atel.ch and
by press releases which detail impor-
tant events. Key dates for the cur-
rent financial year are listed on the
inside of the cover.

Board of Directors and Executive
Board

The Board of Directors is respon-
sible for the Atel Group’s overall
guidance and strategic matters as
well as for supervising the Executive
Board.

The Board of Directors has given
the CEO responsibility for the Atel
Group's overall operating manage-
ment. The CEO is Chairman of the
Executive Board and has delegated
some of his management responsi-
bilities to members of the Executive
Board.

The Organisational Regulations
and Executive Board Regulations
govern the competencies and divi-
sion of tasks between the Board of
Directors and CEO/Executive Board.

The major consolidated Group
companies are listed in the Financial
Report on pages 47 to 51.

CORPORATE GOVERNANCE

A.Sala*'

K. Baumgartner* H. Saner

R. Schmid

Dr.S. Breu* A.M.Taormina* N. Dostert* G. Leonardi*? Th. Bruder*

B EREE

P. Hirt A.Widmer Dr. A. Stoltz G. Leonardi Th. Bruder
N

J. Aeberhard O.Crameri N. Dostert D. Steiner W. Konrad
=

H. Niklaus Dr.D. Brunner Dr. H.Clever Th. Bruder
B

R. Sturani Dr. R. Schroeder N. Dostert W. Konrad

* Member of the Executive Board

** Accounting, Planning and Controlling, Corporate Financing and Insurance, Group Energy Risk Manage-
ment, Human Resources, Real Estate and Services, IT, Business Development and Organisation

' CEO until 29.04.2004
2 CEO from 30.04.2004
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Horsovsky

Domazlice

Organisation

The Board of Directors appoint-
ed Giovanni Leonardi as the Atel
Group’s new CEO as from the 2004
Annual General Meeting. He will take
over this function from Alessandro
Sala who is stepping down from this
position on grounds of age.

Thomas Bruder became Chairman

of the GAH Group on 1 April 2003
replacing Johannes-Jirgen Albus

Board of Directors

who left the Group at his own voli-
tion.

In the reporting period, Dr. Peter
Klingenburger and Matthias Rosen-
baum stepped down from the GAH
Group's Management Board to be
replaced by Michael Heess, commer-
cial manager of the Group, and
Wilhelm Konrad. Mr Konrad heads
both Energy Supply Technology
(EVT) and Communications Technol-
ogy (KT) business units.

The Board of Directors comprises twelve members who have no manage-

ment function within the company.

Board of Directors

Initially elected in End of term of office
Dr. Walter Burgi, CH-Grenchen, Chairman 1981 2006
Christian Wanner, CH-Messen, Vice-Chairman 1996 2005
Marc Boudier, FR-Sevres 2001 2004
Dr. Hans Buttiker, CH-Dornach 1988 2005
Dr. Klaus Bussfeld, DE-Gelsenkirchen 2001 2004
Ulrich Fischer, CH-Seengen 1986 2004
Dr. Marcel Guignard, CH-Aarau 1988 2006
Urs B. Rinderknecht, CH-Ennetbaden 1995 2004
Dr. Klaus-Peter Schaffer, CH-Lupsingen 1988 2004
Dr. Rainer Schaub, CH-Binningen 1996 2005
Dr. h. c. Heinrich Steinmann, CH-Uitikon 1994 2006
Dr. Giuliano Zuccoli, IT-Sesto San Giovanni 2003 2006
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The curricula vitae, details on the
professional backgrounds and other
activities of the individual members
of the Board of Directors can be
found on the Atel website:
www.atel.ch/en/about_us/
Corporate_Governance/index.jsp.

Shareholders have the right of
nomination for the election of new
members. The crucial criteria in the
election are general and specific
professional knowledge of Atel’s
business areas, a wealth of experi-
ence and business foresight. Particu-
lar emphasis is placed on achieving a
balanced composition on the Board
of Directors.

The term of office for members
is three years. Resigning members
may be re-elected. Members elected
as replacements during a term of
office take over the replaced mem-
ber’s term of office.

How the Board of Directors works
The Board of Directors consti-
tutes itself. Each year it elects a
Chairman and Vice-Chairman from
amongst its members and a Secre-
tary who does not have to be a
member of the Board of Directors.

Zwiesel

The Chairman determines the
agenda for Board of Directors’ meet-
ings after consultation with the CEO.
Any member of the Board of Direc-
tors can make a written request for
a particular item to be included on
the agenda.

Prior to meetings, the members
of the Board of Directors receive
documentation that helps them pre-
pare for the items on the agenda.
The Board of Directors met eight
times in the last financial year.

Members of the Executive Board
normally attend Board of Directors’
meetings in an advisory capacity.
They leave the meeting if the Chair-
man so orders.

The Board of Directors’ propos-
als are passed if they gain a majority
of the votes present, with the Chair-
man having the casting vote. Should
conflicts of interest arise, the rele-
vant member(s) shall leave the meet-

ing.

Minutes are kept of all the Board
of Directors’ negotiations and reso-
lutions. These minutes are distri-
buted to members of the Board of
Directors and approved at the fol-
lowing meeting.

CORPORATE GOVERNANCE

The CEO updates the Board
of Directors at every meeting on
current business performance, varia-
tions from targets, important trans-
actions and key development pro-
jects.

The CEO also gives the members
quarterly interim reports. Extraor-
dinary incidents are immediately
brought to the attention of mem-
bers. If a major transaction is in-
volved, the CEO produces a written
report that contains a proposal re-
quiring the Board of Directors’ ap-
proval. He informs members on the
progress of these transactions ver-
bally, but produces a written final
report on major projects.

Outside of these meetings, any
member may request information
from the CEO on business perform-
ance and, with the Chairman’s
authorisation, on individual transac-
tions. Any member may ask the
Chairman for access to accounts and
files should these be required to
complete a task.
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Deggendorf

Executive Board
The Executive Board comprises
seven members.

The curricula vitae and details
on other activities of the individual
members of the Executive Board can
be found on the Atel website:
www.atel.ch/en/about_us/
Corporate_Governance/index.jsp.

Kurt Baumgartner (2" row right)

Thomas Bruder (3 row left)

Head of Finance and Services, CFO

Lic. rer. pol.,

Swiss citizen,

born 1949;

joined Atel in 1975, member of Executive
Board since 1992

Stefan Breu (front row right)

Head of Energy Services
Northern/Eastern Europe

Dipl. Masch.-Ing.,

German citizen,

born 1957;

member of Executive Board since 2003

Nico Dostert (front row left)

Head of Power Generation and Grid

Dr. oec. HSG, Dipl. Masch.-Ing. ETHZ,
Swiss citizen,

born 1964;

joined Atel in 1995, member of Executive
Board since 2001

Head of Energy Business
Northern/Eastern Europe

Dipl. El.-Ing.,

Luxembourg citizen, born 1942;

joined Atel in 1992, member of Executive
Board since 1999

Giovanni Leonardi (2™ row left)

Head of Energy Services
Southern/Western Europe

Dipl. El.-Ing. ETHZ

Swiss citizen, born 1960;

joined Atel in 1991, member of Executive
Board since 2000; member of the Board of
Directors of Societa Elettrica Sopracenerina
SA, Locarno

Alessandro Sala (2™ row centre)

CEO

Dipl. El.-Ing. ETHZ

Swiss citizen, born 1939;

joined Atel in 1989, CEO since 1999; Chair-
man of the Board of Directors of Societa
Elettrica Sopracenerina SA, Locarno

Antonio M.Taormina (3 row right)

Head of Energy Business
Southern/Western Europe

Dipl. Math. ETHZ

Swiss and Italian citizen, born 1948;
member of Executive Board since 1999;
Vice-chairman of the Board of Directors of
Societa Elettrica Sopracenerina SA, Locarno
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Remuneration and shareholdings

Members of the Board of Direc-
tors receive fixed remuneration and
a lump-sum expense allowance which
is based on a staggered scale for the
Chairman and other Board mem-
bers. The amount of remuneration
is determined by the entire Board of
Directors. Remuneration for mem-
bers of the Executive Board compris-
es a basic salary and a bonus linked
to the company’s and personal ob-
jectives being achieved. The bonus
paid in the reporting year is based
on the prior year's performance. The
Atel Group’s senior managers also
benefit from non-obligatory insur-
ance. The amount of remuneration
for members of the Executive Board
is determined by the Chairman of
the Board of Directors and one oth-
er member of the Board of Direc-
tors.

Board of Directors

In 2003, the overall remunera-
tion for members of the Board of
Directors totalled approx. CHF 1.1
million. They also received 110 Atel
Ltd. shares as a special bonus for the
2002 financial year.

Based on the information avail-
able to us, members of the Board of
Directors held a total of 683 Atel Ltd.
registered shares as at 31 December
2003.

The member of the Board of
Directors with the highest overall
remuneration received remuneration
of CHF 0.43 and 10 Atel Ltd. sharesin
the past financial year.

Executive Board

The total remuneration paid to
members of the Executive Board was
CHF 5.2 million in 2003. This includes
remuneration to Johannes-Jirgen Al-
bus who stepped down on 31 March
2003.

Based on the information avail-
able to us, members of the Executive
Board held a total of 95 Atel Ltd.
registered shares as at 31 December
2003.

CORPORATE GOVERNANCE

External auditors

Ernst & Young Ltd., Zurich have
been the auditors and Group audi-
tors for Aare-Tessin Ltd. for Electri-
city since 2002. The auditors and
Group auditors are elected for a
one-year term of office by the Gen-
eral Meeting. Their performance and
fee are reviewed annually. Ernst &
Young Ltd.’s current mandate man-
ager has been in charge of the Atel
audit since 1997.

In the past financial year, Ernst &
Young Ltd. as auditors and Group
auditors received remuneration for
this service of approx. CHF 2.0 million.
Fees paid for additional audit-re-
lated services totalled approx. CHF
1.0 million.
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Lighting for construction
workers and footballers

Just outside Munich there is still sufficient space for a modern airport and
a new football arena. Cranes hoist prefabricated elements into and onto the huge
stadium. Artificial lighting helps the construction workers; soon it will help the
players, too. Here in the Bavarian metropolis dream cars sit in the gleaming light
of huge show windows: fantasies in chrome and silver, with automatic gearboxes
for the grown-ups and pedal versions for the kiddies. Munich has something for
everyone. Lights of all shapes and sizes vie for your attention, presenting a plethora
of different products from their most flattering angle. On the streets, icy patches
slow traffic down to walking pace and bike riders are forced into daring balanc-
ing acts. Travel on the subway is not only surer and more punctual, the tempera-
ture underground is rather pleasanter, too.

Just before Bregenz you run into a deserted customs zone: the big, empty
ing areas bear silent witness to the once lively cross-border traffic. Nowadays,
pwever, the only ones to stop are those who need an Austrian motorway pass. The

lake, too. On the stage where the heroes of West Side Story stand, dance and sing
under the summer spotlights there is silence, interrupted only by the shrill cries of
the seagulls that alight on the seating and stage structures.
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Munich

Energy Segment

Energy procurement 1993-2003

Without standards business
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+/- variance

2002-2003 in % 2002
(based on CHF) CHF mn.
Energy sales (GWh)* 71.2 40000
Net turnover* 69.6 2263
Cash flow 12.2 475
in % of net turnover -33.8 21.0
Segment profit 55.0 211
in % of net turnover -8.6 93 mES] 2 93
Investment in tangible
and intangible fixed assets 126.8 71 161 48
Number of employees
at balance sheet date 79.0 610

* Excluding trading in standardised products; definition of turnover amended see page 17

of the Financial Report

Improved year-on-year earnings

With turnover of CHF 3839 million,
the Energy segment reported earn-
ings of CHF 327 million for 2003.
Compared to 2002, sales grew by
71% to about 68 TWh, turnover by
CHF 1576 million and earnings by
55%. The first-time consolidation of
the Eastern European companies
Entrade (energy trading) and ECKG
and Csepel (production and sales)
made a significant contribution to
these results with turnover of CHF
1020 million or 19 TWh.

In addition to physical business,
trading in standard products amount-
ed to some CHF 2714 million or ap-
prox. 67 TWh (2002: CHF 1908 million
and 47 TWh). As in prior periods,
trading profit is accounted for un-
der net turnover.

Business was again extremely
buoyant in Italy in 2003. Sales to cus-
tomers grew through successful ten-

ders for transport capacities from
north to south of the country. As
part of the refinancing of Edipower,
Italy’s second-largest electricity pro-
ducer, Atel increased its stake, giv-
ing it access to 20% of total capac-
ity. Furthermore, the construction of
two gas-combi power stations in
Northern Italy is now more or less
complete. Sales activities in France
intensified, with significant supply
contracts concluded with French
industrial companies and urban
utilities. The Switzerland region
strengthened its partnerships with
resellers in north-west Switzerland.
Following rejection of the Electricity
Market Law (EMG) in autumn 2002
however, it is still not possible to
supply customers directly outside
our own supply area. The Northern
Europe region realigned itself stra-
tegically and acquired various short
and medium-term energy supply
contracts. In the Central/Eastern Eu-
rope region, the aforementioned ac-
quisitions and greater sales activity
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helped increase market share and
contribution to earnings. Atel thus
achieved successful regional risk di-
versification. On the trading front,
Atel Trading profitably exploited
available production capacities and
extraordinary price movements.

Higher turnover planned

The main focus of 2004 will be
consolidation of the strong growth
of energy business in financial and
organisational terms.

Stronger trading and sales activ-
ities in all relevant markets should
primarily result in higher energy
sales and turnover. We expect par-
ticular stimulus from our sharehold-
ing in Edipower, in that all the pow-
er it generates in 2004 will be avail-
able to shareholders and their sales
companies for the first time for
open marketing. Atel also intends
to increase sales activities in Ger-
many, Central and Eastern Europe
and trading activities throughout
Europe in general.

We expect prices to stabilise to
a certain extent in 2004 following
strong rises in various markets in
2003 due to regulatory, cost and
weather-related factors. Neverthe-

less, the relatively poor liquidity on
energy markets and numerous bot-
tlenecks in the European grid may
cause more strong, short-term price
fluctuations in the coming year. Ex-
port business to Italy will be affect-
ed by the capacity restriction caused
by the blackout at the end of Sep-
tember 2003, but at present we do
not expect this to be significant or
long-lasting.

Overall, we expect sales and turn-
over to rise again in the Energy seg-
ment and earnings to be largely
around the same level as in the past
business year.
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Munich

Further information:

www.aare-strom.ch
www.aek.ch
www.aem.it
www.aem.torino.it
www.aen.ch
Www.asmso.it
www.atel-energie.de
www.ecoswitch.de
www.edipower.it
www.eex.de
www.egt-triberg.de
www.energipartner.no
www.entrade.ch
www.etanova.ch
www.multipower.at
www.powernext.fr
www.repower.ch
www.ses.ch

Electricity Trading and Sales

Low precipitation, high summer temperatures and rising
coal prices combined to push up electricity prices on European
wholesale centres. Prices will keep on rising over the medium
to long-term as old plants close, capacities reduce and demand
rises, albeit marginally.

The rudiments of electricity market liberalisation in
Switzerland have now been established following rejection of
the Electricity Market Law (EMG). In Italy, Atel increased its
stake in Edipower and created more link-ups, as it also did in
France where growth was supported by greater market open-
ing. We increased our involvement in the Central/Eastern
Europe region, with the business unit accounting for one third
of overall sales business. Atel Trading exploited the opportu-
nities of a market plagued by price fluctuations to post excel-
lent year-on-year results.
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Switzerland region

Partnerships expanded

In Switzerland, the tough eco-
nomic environment showed no sign
of abating for industry and com-
merce, making electricity prices an
important issue for energy intensive
business. The market was also af-
fected by the extraordinary summer
weather and resulting price fluctua-
tions, requiring Atel and its sales
partners to work very closely to-
gether to achieve a high level of se-
cure supplies in north-west Switzer-
land.

In the reporting year, Atel ex-
panded its partnerships with various
industrial concerns, distribution com-
panies and communities for the sup-
ply and delivery of energy.

Atel is not expecting any signifi-
cant changes in 2004 in terms of
market opening in Switzerland. It is
too early to assess the consequences
of the Federal tribunal decision of
autumn 2003 in the case of Migros
and Watt versus Freiburgische Elek-
trizitatswerke (FEW). Although the
rudiments of liberalisation are ap-
parent in this instance, full market
opening should be based on special
legal principles, not on cartel law.

Atel’s stated aim is still full market
opening for all customers.

Strong regional suppliers

Societa Elettrica Sopracenerina
SA (SES) in Locarno celebrated its
centenary on 14 May 2003. SES man-
aged to maintain its strong position
overall in supplying power to the
canton of Ticino despite a difficult
political and economic environment.

There was more collaboration
in 2003 between Atel Versorgungs
AG (AVAG) and Stadtische Betriebe
Olten (sbo), with all operating tasks
processed through the jointly owned
subsidiary Aare Energie AG (a.en).

2003 was another successful year
for AEK Energie AG. The regional
energy supplier, of which Atel owns
38.7 %, strengthened its market po-
sition.

ENERGY SEGMENT
ELECTRICITY TRADING AND SALES

Southern Europe region

Successful in Italy

Sales activities in the Southern
Europe region, which comprises
the Italian and French markets, in-
creased strongly in the reporting
year thanks to Atel’s stake in Edi-
power and internal growth.

The reduction in the drawing
threshold to 0.1 GWh for free cus-
tomers was a further liberalisation
step for the Italian market and one
that gave Atel new opportunities.
Other important agreements and
partnership arrangements were con-
cluded with major industrial and
trading businesses in Northern and
Central Italy.

Electricity sales higher

In 2003, the sales subsidiary Atel
Energia S.r.I. in Milan sold electricity
that was bought in Italy and power
from Edipower that was allocated
for the free market, thus doubling
its energy sales compared to 2002.

Atel signed the Tolling Agree-
ment with the other industrial part-
ners in autumn 2003 on the man-
agement of Edipower’s power. It
came into effect on 1 January 2004
and governs the provision of primary
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Landsberg

energy required and drawing modal-
ities of electricity generated. Atel
Energia S.r.l. will market 20 % of Edi-
power’s power from 2004. Edipower
performed much better than expec-
ted in 2003. Cooperation was estab-
lished with Hera S.p.A. for power
generation and marketing and a
long-term supply contract gained.
Hera S.p.A. was created from the
merger of eleven municipal power
plants in Emilia Romagna and is now
one of Italy’s largest multi-utility
companies. Another partnership
was established with Etschwerke AG,
Bolzano. Atel Energia S.r.I. was reor-
ganised to meet new requirements
in the light of the Tolling Agree-
ment and possible opening of the
Italian electricity exchange.

Position in France strengthened

Liberalisation of the electricity
market took a further step forward
in France when the threshold was
reduced to 7 GWh annual consump-
tion for free customers, creating ad-
ditional market potential of around
160 TWh. Atel Energie SAS in Paris
took advantage by expanding its
market position, winning commer-
cial and service company customers
in France in addition to large indus-
trial companies.

Mindelheim

As in 2002, Atel successfully took
part in the auction for Electricité de
France's (EDF's) virtual power station
capacity, while also signing a supply
agreement with the French grid op-
erator Réseau de transport d’élec-
tricité (RTE).

Central/Eastern Europe region

Activities expanded

The market has been gradually
opening up in nearly all countries in
Central and Eastern Europe, initially
for industrial customers. The intro-
duction of new sales models is still
very time-consuming and costly due
to the high level of regulation.

Atel continued expanding into
Central and Eastern Europe in 2003,
with almost a third of its sales busi-
ness now conducted in the area. This
is due on the one hand to the ex-
pansion of Atel’'s own sales activi-
ties. In the past few years, Atel has
built up a close-knit sales network in
the region as well as a strong posi-
tion in electricity trading. Together
with Entrade, the newly acquired
electricity trading company, Atel is
now market leader in electricity
distribution and trading in Central
and Eastern Europe, the Balkans and
Greece. It is also due on the other
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hand to the acquisition of the Csepel
power station complexes in Hungary
and ECKG in the Czech Republic. The
integration process is now more or
less complete, with the new compa-
nies operating successfully and out-
performing expectations. The pow-
er stations supply electricity and dis-
trict heating to Budapest and Prague.

Entrade and the power station
investments are an important build-
ing block for Atel’s energy business
in Central and Eastern Europe, form-
ing a solid basis for further growth
in these emerging markets that
are joining the European Union in
spring 2004.

The market in Hungary took its
first step towards liberalisation on
1January 2003. Atel Energia Kft. was
given its trading licence and is now
steadily building up sales activities.

Atel is now regarded as an expe-
rienced and reliable Swiss partner in
electricity matters from Poland to
Greece.

Targets exceeded

Atel exceeded the targets set for
the reporting year in a challenging
environment, particularly in energy
trading. We not only held market
share in the region, but increased it
in some countries. We also success-
fully started doing business with
local supply partners.

Northern Europe region

Realignment in Germany completed

Dusseldorf is the new headquar-
ters of sales company Atel Energie
AG. The new team expanded energy
business with urban utilities, region-
al suppliers and industrial customers.
The company also stepped up its co-
operation with existing supply part-
ners, such as ecoSWITCH AG in Crails-
heim and EGT Energiehandel GmbH
in Triberg with some excellent results
in 2003.

Despite a difficult economic en-
vironment and competition domi-
nated by large suppliers, the compa-
ny met its defined targets, i.e. re-
alignment of sales activities in Ger-
many.
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Memmingen

Atel Energie AG succeeded in ef-
ficiently supporting its customers
with innovative price concepts. Atel
continues to focus its activities on
industry and secondary distributors.

Scandinavia region

Shareholding expanded

In May 2003, Atel increased its
holding in Energipartner AG, Oslo
from 70% to 100%. Energipartner
AS manages large energy portfolios
for third parties and is therefore
geared towards large industrial
companies and municipal utilities.
Its services range from developing
and implementing individual pro-
curement strategies, through sup-
port for optimising contracts to in-
depth market and price analyses.
Energipartner AG maintained its
strong position in Scandinavia in the
reporting year.

Trading

Increased trading volume

From a trading perspective, 2003
was marked by highly volatile elec-
tricity prices on the spot market
and steadily rising ones for forward
products. This was due primarily
to the constant reduction in over-ca-
pacity combined with extreme weath-
er conditions and rising commodity
prices. The cold winter, with very lit-
tle wind, and the hot, dry summer
led to increasing demand and de-
creasing supply which in turn led to
record prices and volatility on the
spot market. At one stage, prices
had risen by 50%. Atel Trading re-
alised record results in this extreme-
ly challenging environment. Careful
market analysis shows that all trad-
ing areas contributed to these re-
sults, from power plant optimisa-
tion and border trading to specula-
tion.

More strong price fluctuations
can be expected on the spot market
in future. The number of electricity
exchanges in Europe and liquidity
are also predicted to rise, as is the
number of trading partners. Banks
are becoming increasingly involved
in financial trading, particularly
standard products.
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Power plant portfolio an important
building block of electricity trading

Atel is carefully using the oppor-
tunities presented by the forward
to intraday market to establish itself
as one of the main players on the
major trading centres. One impor-
tant building block of this strategy is
ownership of a portfolio of propri-
etary power plants that can be used
in a flexible way. This strategic ben-
efit is also extremely valuable for
Atel’s customers.
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Memmingen

Further information:

www.atel.hu
www.eckg.cz
www.ekwoee.ch
www.etrans.ch
www.khr.ch
www.kkg.ch
www.kkl.ch
www.kwz.ch
www.refuna.ch

Power Generation and Grid

Power generation was dominated by the exceptionally
hot and dry summer. Atel is pursuing projects that are de-
signed to bring about careful expansion of hydroelectric
generation in future. Nuclear energy is now a major pillar of
the Swiss electricity supply following rejection of the anti-
nuclear power initiatives in spring 2003. Nuclear power sta-
tions also made a significant contribution to the security of
supplies, even in last year’'s special meteorological conditions.
In Italy, activities were dominated by the repowering of
Edipower and construction of two proprietary gas-combi
power stations. Atel also expanded some parts of its grid.
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Power Generation Switzerland

Hydroelectric production increasing
in significance

The international year of water
was dominated by the exceptionally
hot and dry summer. The lack of pre-
cipitation was partially compensat-
ed for by the increased inflow of melt
water. Some power plants were
45% above annual means of pro-
duction whereas some were 15%
below.

Atel reached agreement in 2003
to integrate the Navisence produc-
tion facilities into Kraftwerke Gougra
AG and set the seal on the corre-
sponding partnership with the con-
cession-granting communities. This
arrangement will help increase hy-
droelectric production from April
2004. Kraftwerke Zervreila AG also
reached agreement with the conces-
sion-granting authorities on a re-
purchase waiver, under which they
and the canton of Graublinden be-
come Kraftwerke Zervreila AG’s new
partners from 2008.

The Europe-wide rise in electrici-
ty prices, particularly for peak energy,
also helped increase the attractive-
ness of hydroelectric production,
which is why possible expansion

projects are being examined. Never-
theless, any significant expansion in
the number of hydroelectric plants
in Switzerland would be difficult.
Some degree of flexibility in water
protection provisions, particularly
residual water, would therefore be
required to meet the growing de-
mand for this ecologically valuable
energy source.

Nuclear energy has a future

The major event of 2003 for the
Thermal Production business unit
was the clear rejection of the
“MoratoriumPlus” and “Electricity
without Nuclear” anti-nuclear ini-
tiatives. These referenda have secur-
ed the long-term operation of nu-
clear power plants and brought a
greater degree of certainty to plan-
ning.

In the reporting year, Atel again
invested with its partners in the
safety of nuclear power plants. The
facilities reached an above-average
level of availability and operational
efficiency in addition to safe and
trouble-free operations.

Optimising safety and performance

The control systems at the Leib-
stadt AG Nuclear Power Plant (Kern-
kraftwerk Leibstadt AG) are now
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due for exchange in 2004 following
completion of the project to in-
crease output at the end of 2002.
Atel invested in replacing the pri-
mary safety valve at the Goésgen-
Daniken AG Nuclear Power Plant
(Kernkraftwerk Gosgen-Daniken AG),
expanding the wet stores and im-
proving efficiency. Measures were
also implemented at the secondary
facility and auxiliary facility build-
ings constructed. The main focus is
still on the safe and reliable opera-
tion of the facilities.

The regulatory environment will
become much tougher for operators
at the beginning of 2005 with the
introduction of the new Nuclear
Energy Law. Atel is advocating opti-
mum operating conditions for the
use of nuclear energy.



Leutkirch

Production in Switzerland

® Own hydroelectric power stations

» Holdings in hydroelectric joint
ventures, including subscription rights

D Holdings in thermal joint ventures

Wangen

Ryburg-Schwarstadt

Hydroelectric power stations Switzerland

Power Power
generation generation Atel share
Atel holding Capacity GWh GWh  Variance GWh
Company in % MW average 2002/2003 in % 2002/2003
Atel Hydro AG 100.0 92 554 486 -12.3 441*
Atel Hydro Ticino SA 100.0 60 100 108 8.3 108
Aarewerke AG 10.0 43 230 243 5.7 24
Blenio Kraftwerke AG 17.0 391 882 849 -3.7 144
Electra-Massa AG 11.5 340 543 781 43.8 90
Electricité d’Emosson SA 50.0 360 860 944 9.8 472
Energie électrique du Simplon SA 1.7 42 244 264 8.3 18
Engadiner Kraftwerke AG 22.0 410 1377 1367 -0.7 301
Kraftwerke Ryburg-Schworstadt AG ~ 25.0 110 752 740 -1.6 185
Kraftwerke Gougra AG 60.0 159 459 491 7.0 295
Kraftwerke Hinterrhein AG 9.3 651 1422 1435 0.9 133
Kraftwerke Zervreila AG 30.0 250 554 533 -3.8 160
Maggia Kraftwerke AG 12.5 626 1389 1306 -6.0 163

Total Atel share 2002/2003
* Excl. BKW share KW Flumenthal

(prior year 2489) 2534

Thermal power stations Switzerland

Power Power

generation generation Atel share

Atel holding  Capacity GWh GWh  Variance GWh

Company in % MW average 2003 in % 2003
Gosgen-Daniken AG

Nuclear Power Plant 40.0 970 7800 7988 24 3195

Leibstadt AG Nuclear Power Plant 27.4 1165 9000 9309 3.4 2550

Total 2003 16 800 17297 5745

Power Generation Italy

Increased shareholding
and repowering

Atel increased its shareholding
in Edipower and invested in repow-
ering the plant together with the
other partners. Plants with outdat-
ed technology are being upgraded
to become modern and efficient,
whereas some are replaced alto-
gether. Available production capac-
ity will be increased from 6000 MW
to around 8000 MW by 2008. Now
that the repowering has been com-
pleted, around 1600 MW, spread
over nine locations, are available to
Atel.

Under the repowering pro-
gramme, Edipower will continue
rationalising operations thus bring-
ing down costs at a lower capital
expenditure requirement and an in-
creased performance.

However, it is also important for
Italy that it builds new modern and
highly efficient power plants. Atel is
actively helping structure this devel-
opment through its shareholdings
in Novel S.p.A. and Atel Centrale
Termica Vercelli S.r.l. (ACTV). Work
on the two gas-combi power plants
with a total output of 150 MW was

largely completed in 2003, with the
plants due to begin commercial op-
erations in the first half of 2004.

In the reporting year, the Italian
market was marked by planning ap-
proval granted for building seven
new power stations with a predicted
output of 4350 MW.

ENERGY SEGMENT
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Production in Italy

® Own thermal power stations
® Holdings in thermal power stations

D Holdings in hydroelectric
power stations

O Upgrading/new constructions

cleo di Udine

Nucleo di
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Wangen
Hydroelectric power stations Italy

Power Power

generation generation
Atel holding Capacity GWh GWh  Variance
Company in% Mw average 2003 in%
Edipower S.p.A., Nucleo di Mese 16.0 375 1148 881 -23.3
Edipower S.p.A., Nucleo di Tusciano 16.0 95 225 196 -12.9
Edipower S.p.A., Nucleo di Udine 16.0 295 768 721 -6.1

Total 2003 1798

Thermal power stations Italy

Power

generation

Atel holding  Capacity GWh

Company in% MW 2003

Edipower S.p.A., Brindisi 16.0 640* 1756

Edipower S.p.A., Chivasso 16.0 380** 0

Edipower S.p.A., Piacenza 16.0 620* 2622

Edipower S.p.A., S. Filippo 16.0 1280 5510

Edipower S.p.A., Sermide 16.0 1140* 4054

Edipower S.p.A., Turbigo 16.0 1650 5577
Novel S.p.A. 51.0 100 Q***
Atel Centrale Termica Vercelli S.r.l. (ACTV) 95.0 50 Q***

Total 2003 19519

*  Capacity at takeover. Some of the present capacity has been significantly reduced as planned under the
repowering programme and other modernisation measures.
** From October 2004

**% |n commissioning process
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Power Generation
Central/Eastern Europe

Power station complexes
successfully integrated

After Atel completed the take-
over and increased its shareholding
in the ECKG power station complex,
2003 was dominated by consolida-
tion. The plant near Prague compris-
es a coal-fired power station, a gas-
combi and a thermal one. It generates
343 MW of electric power and 173
MW of thermal power, covering
around 3% of the Czech Republic’s
energy requirement. The power sta-
tions reported smooth operation in
2003.

The main focus of the year for the
Csepel | and Il plants near Budapest
was their organisational integration
into the Atel Group. They have been
operating according to plan and are
meeting expectations. With a capac-
ity of 396 MW of electrical power
and 116 MW of thermal power, Cse-
pel I and Il support Atel in its aim to
strengthen its own energy trading
and sales and broaden in regional
terms.

ENERGY SEGMENT
POWER GENERATION AND GRID

Thermal power stations Central/Eastern Europe

Power Power

Capacity Capacity  generation  generation

Atel holding electric thermal electricity heating

Company in % MWe MWth 2003 GWh 2003 TJ
Csepel | + 11, Budapest 100.0 396 116 1860 1065
ECK Generating s.r.o. (ECKG), Kladno 89.0 344 173 1667 16072

Total 2003 3527 17 137

b

7000

2000
1500

GWh

Production in Hungary and Czech Republic

® Own thermal power stations

» Holdings in thermal power stations
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Lindau

Grid

Grid expanded

Atel’s transmission grid (380/220
kV) is maintained and operated by
Atel Transmission Ltd. One major
event in the reporting year was the
start-up of the second 380 kV Mett-
len-Gosgen axis which eliminates a
long-established bottleneck in the
Swiss transmission grid. Gestore del-
la Rete di Trasmissione Nazionale
S.p.A.'s (GRTN's) tender for building
merchant lines was another one.
Atel places great emphasis on build-
ing these lines, as it gives the com-
pany chance to make priority use of
project developers. The schedule and
balance sheet management system
(FBMS) was implemented at the same
time. This is an important require-
ment for efficiently processing trad-
ing business in Switzerland and
abroad.

Bregenz

The last quarter of 2003 was af-
fected by the blackout in Italy which
was an event that will also affect
future grid operation. An investiga-
tion into the blackout conducted
by the Federal Energy Agency (BFE)
concluded that all maintenance
measures had been carried out in
line with legal provisions.

Over the medium to long-term,
changes in the tasks and organisa-
tion of Swiss grid operations can be
expected with the founding of the
Swiss Transmission System Opera-
tors (CH TSO).
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Atel’s transmission lines in the e.h.v. grid

380kV 220 kV
—— —— Own transmission lines, partners, long-term rights

—— —— Limited duration transport rights

~———  Third parties

------- Upgrading
. Substations
o International connections of Atel and partners
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Faces under white floodlights

The lights of the border crossing into Switzerland appear out of the fog and darkness a long
way off: “St. Margrethen Customs” and the white cross against a red background, as symbol of the
other country. Just like the officers checking passports and faces under white floodlights. Once past
the border, bright signs guide the cars and lorries into the night and closer to their destination.

In the town itself, electricity is omnipresent. Even the temporary market stands need power
to compete with the established stores. Electric heaters provide momentary warmth, whilst in the
party tent, amplifiers help carry the speeches and addresses above the general noise. And though
the market moves on that same evening, the electrical installations look as though they may stay
forever.

Electricity also helps Hans Merz with his work. His day-to-day routine has changed consid-
erably in the past few years. Nowadays, the farmer “feeds” his computer with data and the com-
puter then calculates feed quantities and mixes for the cows. Sensors attached to the cows’ necks
record how much they eat, and how much milk they yield. The stalls, too, are high-tech affairs: from
the combing to the milking machines. Only the dung is still removed by hand.
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Energy Services Segment

kr

St. Gallen

Further information:

www.group-ait.com
www.gah-ag.de

-

Oberuzwil

+/- variance
2002-2003 in %

2002

(based on CHF) CHF mn.
Order intakes -2.7 1543
Net turnover 4.8 1465
Cash flow -45.1 51
in % of net turnover -48.6 35
Segment profit -53.8 26
in % of net turnover -55.6 1.8
Investment in tangible
and intangible fixed assets -17.4 23
Number of employees
as at balance sheet date -3.1 7260

Sustained measures introduced

The Energy Services segment re-
ported unchanged turnover of CHF
1535 million which is 5% up on the
previous year. The results were dom-
inated by the unfavourable eco-
nomic situation in Germany and
Switzerland, with the German GAH
Group having to absorb exceptional
costs for restructuring measures.
Consequently, consolidated seg-
ment earnings were CHF 12 million
which is CHF 14 million below those
of 2002.

The Swiss Atel Installationstech-
nik Group (AIT) came under strong
pricing pressure in 2003, primarily in
Building Services/Technical Facilities
Management (GT/GM). Building ac-
tivity on major construction sites
also declined due to a lack of eco-
nomic stimulus. The weak demand
meant that margins and price were
lower than expected. In Energy
Supply Technology (EVT), the redu-

ced capacity in open-air trans-
mission line construction was offset
by large orders won for national rail
projects.

The German GAH Group was
again affected by a weak construc-
tion industry as well as a lack of in-
vestment by the public sector and
the industry and communications
industry, with the slump in demand
felt notably by the business units
Communications Technology (KT)
and Building Services/Technical Fa-
cilities Management (GT/GM). The
Energy Supply Technology (EVT)
business unit was exposed to cont-
inued cut-throat competition and
strong price pressures. Industrial/-
Plant Technology (IAT) fared posi-
tively overall as demand for techni-
cal energy facilities rose sharply. Sus-
tained measures were introduced
and successfully implemented as a
result of negative business trends in
the critical areas. These are expect-
ed to have a positive impact over

40

the coming years in the form of in-
creased efficiency and cost savings.

Significant rise in earnings expected

The segment can now approach
2004 with improved conditions and
a better outlook, now that struc-
tures and resources have been
adapted to reflect the changed mar-
ket situation. Against this back-
ground and an emerging positive
economic outlook, improved results
can be expected for the current
year, but not all sectors will turnin a
uniform positive performance. The
construction-related GT/GM busi-
ness units will still be exposed to in-
tense pressures of competition and
prices, whereas the IAT and KT ones
which are heavily dependent on the
economy, will benefit from the ex-
pected upturn. The infrastructure
area of the EVT business units
should see stable business trends.

Turnover in 2004 in the Energy
Services segment should be similar
to 2003 levels. Simplified structures,
cost-cutting measures and restruc-
turing of the product portfolio
should help improve results.
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Savosa Renens

Zurich

Olten

IT-Milan

IT-Forli

Winterthur

Energy Services
Southern/Western Europe

Atel Installationstechnik Group

The Atel Installationstechnik Group (AIT) operates in the
transport, energy distribution, communications and building
technology sectors and gears its geographical focus towards
Switzerland and Northern Italy.

It marginally expanded its position in a tight and fierce-
ly competitive market. 2003 was dominated by realignment
of structures and optimisation of processes in the light of the
changed market situation.

Expansion despite tough market

In Switzerland and Italy, the eco-
nomic environment in the Building
Services/Technical Facilities Manage-
ment (GT/GM) business unit was very
tense which resulted in lower mar-
gins. All in all, 2003 was one of the
toughest that AIT has ever had to
endure, due primarily to the public
sector’s lack of capital expenditure
which affected the whole industry.
Despite this, AIT marginally expand-
ed its position in this tough, com-
petitive market.

The Energy Supply Technology
(EVT) business unit was affected by
two different market movements.
Open-air line technology had to
grapple with utilisation problems
which meant that capacities had to
be amended, but the infrastructure
area with the railway and traffic
technology sectors benefited from
major projects which will impact on
the sectors for the next few years
due to the large order volume.

B Milano (IT)

ENERGY SERVICES SEGMENT
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The GT/GM business unit, in-
cluding power plant engineering,
accounts for 75% of overall results
and the EVT unit 25%.

Increasing sales activities

AlT is expecting demand to grow
tentatively in the EVT business unit
over the next few months, as can be
seen from the much improved order
book. However, the GT/GM business
unit is not expecting the situation
to improve as the building industry
is still weak. The structural overhaul
and exploitation of the resultant
synergy potentials are therefore im-
portant.

AIT has to expand Key Account
Management to gain further mar-
ket share, for which it will focus on
the public sector, service sector and
industry.

Locations of the AIT Group

M Building Services/Technical
Facilities Management

M Energy Supply Technology
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Gosgen - . Olten

Energy Services
Northern/Eastern Europe

GAH Group
The Group consists of 30 companies with more than 150

Heidelberg Fellbach Backnang Munich Neuenrade

offices and branches throughout Germany and neighbouring

Kraftanlagen
Anlagentechnik
Munchen GmbH

countries. It is one of Germany'’s leading service companies for
energy business, industry and communications.

In the reporting year, Germany suffered from deteriorat-
Kraftanlagen

Fertigungs-

ing economic conditions, posting zero growth in real GDP. R

Nevertheless, incoming orders and turnover for the GAH Hamburg Bamberg Bietigheim-Bissingen _ Reinsdorf

Group were up year-on-year, as it increased its market share ) g -

Unternehmen fur
Energie- und Um-

despite falling market volumes.
welttechnik GmbH

Heidelberg Hohenwarsleben Backnang Munich
KEU GmbH
Ludwigshafen Hannover Gifhorn Krefeld

Kraftanlagen
Nukleartechnik
GmbH

Ronnenberg Backnang Heidelberg

Kraftszer Kft.

Ravensburg PL-Poznan HU-Budapest

KALFRISA S.A.

ES-Zaragoza

44 45



Olten

Measures taking effect

Turnover and results for the Build-
ing Services/Technical Facilities Man-
agement (GT/GM) business unit were
badly affected by a weak building
industry and the decline in demand
from industry and the public sector.
The situation resulted in increased
competitive and pricing pressure. To
secure the unit’s competitiveness, a
comprehensive package of measures
was approved in GA-tec Gebaude-
und Anlagentechnik GmbH midway
through the year and most of the
staff adjustments made before year-
end. Even in these difficult market
conditions, the order book remained
at 2002 levels despite lower turn-
over.

Positive results

The Energy Supply Technology
(EVT) business unit suffered a 10%
drop in turnover in 2003 which was
not unexpected given the energy
sector’s restrictive investment/man-
agement policy, weak industrial de-
mand and dearth of communication
project business. Despite EVT consol-
idating its market share, the situa-
tion was increasingly exacerbated
by the massive price and volume re-
ductions on the part of some cus-

Demmin
B Hamburg
Bremen
Bernau
M Gifhorn Berlin
Hannover B Wolfsburg Genthin
Ronnenberg M Leiferde  m Hohenwarsleben

Irxleben

Halberstadt M Reinsdorf
Dortmund

Essen 7
Gottingen
M Krefeld Holzwickede g Halle
M Neuenrade Markranstadt Niinchritz

Grevenbroich Dresden

Kéln Erfurt

Reichenbach M Ceské Lipa (C2)
Maintal
Frankfurt
Neu-Isenburg Rodgau M
Mérfelden-Walldorf e M Bamberg M Plzen (C2)
Wiirzburg
Ludwigshafen I
M Heidelberg Nirnberg
Landau W Ubstadt-Weiher Wackersdorf
Bietigheim-Bissingen Il M Backnang
Ludwigsburg Urbach Pentling
M Fellbach
Baden-Baden Neuhausen
Essenbach
M Linz (AT)

Aschheim . Burghausen
Biberach Miinchen | Moosinning

M Ravensburg Salzburg (AT)

Innsbruck (AT)

Locations of the GAH Group

M Head offices
Branches, offices

Other foreign locations:

Brussels (BE), Budapest (HU), Térokbalint (HU),

Suchy Las/k. (PL), Warsaw (PL), Minchendorf (AT),
Vienna Neudorf (AT), Wolkersdorf (AT), Zaragoza (ES)
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tomers. This inevitably led to changes
in staffing levels. Overall, EVT posted
positive results and made a substan-
tial contribution to turnover and the
division’s overall results.

Turnover expectations fulfilled,
structural changes implemented

Turnover in the Communications
Technology (KT) business unit was
lower than in 2002 as a result of the
shrinking market. Positive develop-
ments in the cable equipment/rail-
way technology and mobile phone
areas were offset by a collapse in
turnover in processing and trans-
mission technology, principally on
account of Deutsche Telekom AG’s
freeze on capital investment insti-
tuted mid-2002. As this freeze was
not reversed as expected in 2003,
other measures were taken follow-
ing the structural and staff changes
in 2002. However, there was good
news in the cable equipment and
railway security engineering area
where turnover grew significantly
in 2003. The mobile phone sector
had a slow start to the year, but
picked up in the second half.

The measures introduced in 2003
were completed at the beginning of
2004 which will help stabilise the KT
unit.

Results better than expected

The Industrial/Plant Technology
(IAT) business unit improved its
turnover by 20% year-on-year which
was significantly better than expect-
ed. This was principally due to major
projects in energy technology as a
result of legal subsidies (Renewable
Energy and Heat/Energy Coupling
Law) and an improved situation in
nuclear technology. The business
unit has since made the greatest
contribution to turnover and earn-
ings and will further secure its posi-
tion thanks to progressive Euro-
peanisation. It realised significant
turnover in the Benelux region in
2003 and began tapping into the
Austrian market.

Good starting position in a difficult
environment

The building industry is still ex-
pected to be weak in 2004 and
capital expenditure tentative. The
structural overhaul has been greatly
accelerated to counteract these in-
fluences. Some areas are trying to
boost turnover by tapping into new
regions and markets. Despite the
difficult economic environment, the
GAH Group is in a good starting po-
sition.
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Glossary

Band energy

The basic electricity demand that exists
every day, around the clock. In Switzerland,
band energy is supplied by run-of-river pow-
er stations and thermal (nuclear) power
stations.

Contracting

Contracting means that the customer
no longer buys electricity, but his own ac-
tual usable energy, such as power, heating,
cooling, light or communication options.
The investment and function risks are
borne by the contractor who enters into
a long-term contracting agreement with
the contract-taker. There is a difference
between facility contracting (contractor
realises facility), performance contracting
(contractor realises energy-saving meas-
ures) and business management contract-
ing (contractor runs and is responsible for
facility). For the contract-taker, this type of
agreement means security, ability to plan
and efficiency at fixed prices.

Cross-border trading
Cross-border trading that involves pur-
chasing and optimising transport rights.

Eco-electricity

Eco-electricity comes from renewable
energy sources, such as hydroenergy, wind
and solar energy, geothermal energy and
biomass. An accounting entry must be made
if the customer receives eco-electricity from
the general electricity mix.

EEX

The German electricity exchange EEX
(European Energy Exchange) in Leipzig was
created in 2002 from the merger of the
European Energy Exchange, Frankfurt and
the Leipzig Power Exchange. The spot mar-
ket, with physical delivery the following
day, has been in place since summer 2000.
The auction market offers the possibility of
placing, buy and sell offers for individual
hours and block offerings. The second core
business is the forward market where stand-
ardised products such as futures are traded.
Atel joined the EEX in August 2000.

Electricity derivatives/energy derivatives

Electricity and energy derivatives are a
variation used in futures markets which
standardise trading procedures for deliver-
ing energy on a given date. The market is
based on options and futures contracts that
allow participants to buy or sell a certain
amount of energy at a certain price on a fu-
ture date.

Electricity exchange
Market place for trading standardised
energy products.

Electricity generation

Around three-fifths of Switzerland's
electricity is produced by hydroelectric
power stations (storage/run-of-river power
stations), while nuclear power stations pro-
duce around 38%. Other production facili-
ties make only marginal contributions.

EXAA

The Energy Exchange Austria (EXAA) in
Graz was founded in 2001 on the initiative
of the State of Styria to enable market par-
ticipants to trade in energy products in the
liberalised Austrian electricity market. Atel
joined EXAA in March 2002.

Facility management

In the energy industry, facility manage-
ment means outsourcing energy services
and technical building management to an
energy supplier.

Forward

Under a forward contract, one party
undertakes to deliver to another party at a
future date a specific commodity for a fee
(forward price or delivery price). For its part,
the other party undertakes to buy the under-
lying asset and pay the forward rate.

Forward transactions

Buying or selling of a specific quantity
of energy at a specific price on a specific
date in the future. Unlike spot transactions,
forward contracts need not involve physical
movements of electricity. On the due date,
they may only involve financial movements.

Futures

Futures are tradable contracts to buy or
sell a specified quantity of the traded item
(e.g. energy) on a specific date at a contrac-
tually stipulated price.

Heat/electricity combination

A technique for simultaneous produc-
tion of heat and electricity. Examples include
fossil-fuel heating and power stations, unit
heating power stations (combustion en-
gines driving generators, with reclamation
of waste engine heat) and heat transfer
from nuclear power stations.

Hydroelectric production
Electricity generation by water power.

Intraday trading
Short-term trading with same day phys-
ical delivery.

Merchant line

Cross-border line that increases the
transit capacity between two neighbouring
grids. The additional capacity can be used
exclusively by investors in the line, offering
an increased investment incentive.

Nuclear power station

Nuclear power stations are a type of
thermal power plant. Nuclear power sta-
tions generate heat from controlled fission
of uranium atomic nuclei, during which
radioactive fission products are formed.
Nuclear power stations therefore incorpor-
ate multiple containment zones to prevent
hazards to the surrounding environment.
Nuclear power stations, like run-of-river
power stations, generate band energy.

OTC products

Products that are traded “over the
counter” (OTC) are primarily tailored to
bilateral trading between individual pro-
viders or intermediaries. The most common
products are forwards, options, swaps, caps,
floors and collars.
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Peak energy

Peak energy is the proportion of the
daily electricity requirement where demand
exceeds the basic level. Heavy swings in
peak demand are primarily met by highly
controllable storage power stations located
in the Alps.

Portfolio management

Active management in central location
of various products traded on the market in
order to gain sustained increase in profits
using a predefined risk/return profile, tak-
ing account of additional boundary condi-
tions.

Powernext

The French electricity exchange based
in Paris began operating in November 2001
and developed into an important trading
centre for Atel in 2002. Atel joined Pow-
ernext in December 2001.

Repowering

Replacing old power stations with mod-
ern, highly-efficient and more profitable
ones.

Spot transactions
Binding physical electricity transaction
for the following trading day.

Standard products
Forward transactions in standardised
quantities, durations and qualities.

Storage power station

Storage power stations are hydroelec-
tric power stations fed by at least one
mountain reservoir. When required, they
can commence operation within a few min-
utes. Their power is dictated by the differ-
ence in height between the reservoir and
the generator vault, and the turbine flow
rate. Storage power stations meet approxi-
mately one third of Switzerland’s electricity
needs.

SWEP (Swiss Electricity Price Index)

SWEP represents the electricity transac-
tions performed over a day’s trading on the
spot market. The spot market price indicat-
ed by the SWEP is a wholesale price for
short-term electrical energy trading.

Thermal production
Electricity production in thermal power
stations (nuclear, coal, gas or oil-fired).

Tolling Agreement

The Tolling Agreement governs the re-
lationship between power plant operators
and their partners (tollers). They provide
the fuel and draw the electricity produced,
whereas power plant operators are solely
responsible for the availability, operation
and technical renewal of the facilities.

Trading volume

Trading volume denotes the volume
from contracts concluded (buying and sell-
ing) that become due for the reporting and
subsequent years.

UCTE

The Union for the Co-ordination of
Transmission of Electricity (UCTE) in Brussels
coordinates the interests of transmission
system operators in more than 20 European
countries. The common aim is to guarantee
the safe operation of the grid. UCTE's mem-
bers are 35 transmission system operators
from twenty European countries. Swiss mem-
bers are Atel, BKW, EGL Grid, eos, ETRANS
and NOK.

The companies working together in
UCTE together run the world’s largest syn-
chronised grid that technically stretches
from Jutland to Greece and from Morocco
to Poland. It currently serves 400 million
people annually with approx. 2100 TWh.

Unbundling

Separating (in legal or organisational
terms) service provision into the distinct
activities of electricity production, transmis-
sion and distribution.
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Addresses

Aare-Tessin Ltd. for Electricity

Bahnhofquai 12
CH-4601 Olten

Tel. +4162 286 71 11
Fax +4162 286 73 73
www.atel.ch

Atel Bohemia, s.r.o.
Husova 5

CZ-110 00 Prague 1
Tel. +420 224 401138
Fax +420 224 401 541

Atel CZ, s.r.o.
Husova 5

CZ-110 00 Prague 1
Tel. +420 224 401138
Fax +420 224 401 541

Atel Energia Kft.
Kérolyi Mihaly u. 12
HU-1053 Budapest
Tel. +36 1486 22 00
Fax +36 1486 22 01

Atel Energia S.r.l.

Via Alberto Mario, 65
IT-20149 Milano

Tel. +39 02 4333511
Fax +39 02 433351-66

Atel Energie AG
Franz-Rennefeld-Weg 2
DE-40472 Dusseldorf
Tel. +49 211 17 18 06-0
Fax +49 211 17 18 06-90
www.atel-energie.de

Atel Energie SAS

16, rue Chauveau-Lagarde

FR-75008 Paris
Tel. +33153 43 84 20
Fax +33 153 43 84 29

Atel Hellas S.A.
38, Averof Str

GR-14232 Perissos Athens

Tel. +30 210 258 60 22
Fax +30 210 258 68 18

Atel Installationstechnik Ltd.

Hohlstrasse 188
Postfach

CH-8026 Zurich

Tel. +41 1247 40 00
Fax +41 1247 40 01
www.group-ait.com

Atel Polska Sp. z o0.0.
Al. Armii Ludowej 26
PL-00609 Warsaw

Tel. +48 22 579 93 70
Fax +48 22 579 93 72

Atel Trading
Bahnhofquai 12
CH-4601 Olten

Tel. +41 62 286 75 54
Fax +4162 286 76 80

a.en Aare Energie AG
Solothurnerstrasse 21
CH-4601 Olten

Tel. +41 62 205 56 56

Fax +4162 205 56 58

www.aen.ch

Energipartner AS
Karenslyst allé 8b

P.O. Box 82 Skeyen
NO-0212 Oslo

Tel. +47 22 54 47 00
Fax +47 22 54 47 10
www.energipartner.no

Entrade

Ovocny trh 8

CZ-117 19 Prague 1
Tel. +420 221720 111
Fax +420 221720 999
www.entrade.ch

GAH Beteiligungs AG
Im Breitspiel 7
DE-69126 Heidelberg
Tel. +49 62 2194 10
Fax +49 62 2194 25 48
www.gah-ag.de
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Multipower Beteiligungs-

und Energiemanagement GmbH
Palais Esterhazy

Wallnerstrasse 4/MT 37

AT-1010 Wien

Tel. +43 1535 30 66

Fax +43 1535 30 66 11
www.multipower.at

Societa Elettrica Sopracenerina SA
Piazza Grande 5

CH-6601 Locarno

Tel. +41 91756 91 91

Fax +41 91756 9192

www.ses.ch

Contact

Corporate Communications
Rolf Schmid

Tel. +41 62 286 71 11

Fax +4162 286 76 69
info@atel.ch

Investor Relations
Kurt Baumgartner, CFO
Tel. +4162 286 71 11
Fax +4162 286 76 67
investors@atel.ch
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Units

Currency

CHF  Swiss franc

CZK  Czech krone

EUR Euro

HRK  Croatian kuna

HUF  Hungarian forint

NOK Norwegian krone

PLN  Polish zloty

ROL Romanian leu

SIT Slovenian tolar

SKK  Slovakian krone

uUsD US dollar

th. thousand

mn.  million

bn. billion

Energy

kWh kilowatt hour

MWh megawatt hour (1 MWh = 1000 kWh)
GWh gigawatt hour (1 GWh = 1 million kWh)
TWh terawatt hour (1 TWh = 1 billion kWh)
T) terajoule (1TJ=0,2778 GWh)
Power

kw kilowatt (1 kW = 1000 watts)

MW  megawatt (1 MW = 1000 kilowatts)
GW  gigawatt (1 GW = 1000 megawatts)
MWe electrical megawatts

MWth thermal megawatts





