
Madam, Sir, 
Dear Shareholders,
Nexans had a very active 2014 leading it 
back onto the right path.

In a difficult and highly volatile economic 
environment, we consolidated our 
positions and had numerous successes in 
transportation, resources and electrical 
infrastructure, all of which are part of our 
core business.

The contracts signed with Airbus, 
shipbuilders STX and Fincantieri, SBB Swiss 
railroad, wind turbine manufacturer Suzlon, 
BP, Statoil,  power operators NSP Maritime 
Link in Canada, DONG Energy in Denmark, 
BKK in Norway, and more recently, Statnett, 
TenneT and KfW bank for a record amount 
of 500 million euros, are indicative of our 
customers’ trust.

The technological excellence of our teams 
was also evident in highly innovative 
projects, such as, AmpaCity for which 
the world’s longest superconductor cable 
has been incorporated into German grid 
operator RWE’s network.

For the first time since 2011, our sales rose 
on a comparable basis. We have halved 

our losses and improved our operating 
profitability as a result of our strategic 
initiatives, which have generated nearly half 
our operating margin, which reached 148 
million euros.

In 2015, we will continue with and step up 
our transformation program with one main 
priority: improve our economic and financial 
performance.

We are examining projects to reduce our 
overheads with a total target of 100 million 
euros by 2017.

We are strengthening and leveraging our 
lead positions on our four key markets by 
focusing on profitable contracts, innovation 
and services. We are managing our 
resources and businesses actively and 
selectively:

-  our investments will target projects with high 
returns

- the least efficient businesses will be sold.

The implementation of these approaches 
represents a potential annual savings of 125 
million euros and should more than offset 
price erosions and inflating costs.

The cable market is closely linked to 
economic and social development, urban 
growth, increased mobility and higher 
electricity demand. It therefore provides a 
very favorable long-term outlook. We need 
to ensure we have solid bases, which we 
can mobilize durably and profitably. That is 
what we are doing. I know that I can rely 
on the commitment of the Group’s employees 
who own more than 4% of Nexans’ share 
capital. I am confident in our ability to 
successfully implement our transformation 
plan. Thank you for your support.

Arnaud Poupart-Lafarge 
Chief Operating Officer
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Results of the 
strategic initiatives

 73
million euros 
operating margin (2014)

Improvement in working 
capital requirement

 78
million euros (2014)

Study aimed 
at reducing overheads

 100
million euros

A record contract 
for a submarine 
interconnection between 
Norway and Germany

 500
million euros
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>  Nexans continued 
to roll out its 
transformation plan 
and began its recovery 

>  Both sales and 
operating margin 
improved 

>  Losses were 
reduced by half

INCREASED SALES
Sales came to 6.4 billion euros at current 
metal prices and 4.6 billion euros in constant 
metal prices.

On a comparable basis:

•  sales rose 1.6% in Europe, 1.7% in North 
America, 3% in the Middle East, Russia 
and Africa region, and 4.4% for the 
global high voltage market

•  sales fell 3.6% in Asia-Pacific because 
of Australia, and 7.8% in South America 
where the downturn was even sharper in 
the second half

•  submarine and industrial applications 
are driving growth, rising 9% and 2.9% 
respectively

•  land-based high voltage is down 5%, 
electricity distribution and telecom 
operators by almost 3%

•  distributors and installers contracted by 
0.5%, with power cables trending at 
various rates and data cables showing 
strong growth.

IMPROVED OPERATING MARGIN
The operating margin came to 148 million 
euros compared with 141 million euros in 
2013. The strategic initiatives contributed 
73 million euros compared with 19 million 
euros in 2013. The strongest contributors 
were the recovery of submarine high 
voltage, restructurings and improved 
competitiveness.

ANNUAL LOSS REDUCED HALF
Restructuring costs came to 51 million euros 
compared with 180 million euros in 2013.

The net financial expense, including 9 
million euros exceptional income, is 103 
million euros compared with 109 million 
euros in 2013.

After a 197 million euro depreciation 
of assets in the United States for Nexans 
AmerCable, Brazil, Russia and Australia, 
the net loss (group share) is 168 million 
euros compared with 333 million euros in 
2013. 

SOLID FINANCIAL SITUATION 
The net debt is 460 million euros, compared 
with 337 million euros at end 2013, made 
up of:

•  incoming, an operational cash flow of 
101 million euros and 78 million euros 
improvement in the working capital 
requirement

•  outgoing, 141 million euros for 
net investments, 77 million euros for 
restructuring expenses and 71 million 
euros to pay the European fine. The net 
debt equates to 30% of the shareholders’ 
capital. Liquidity is good with a well-
balanced schedule.

COST CUTTING IS THE PRIORITY
In 2015, Nexans will continue its 
transformation and cost cutting to further 
improve its competitiveness and put its 
profitability back onto a sustainable footing. 
Projects for reducing overheads with a 
total target of 100 million euros are being 
examined.

SALES AT CONSTANT 
METAL PRICES

Up 0.7%
at constant exchange rates

4.587 billion euros

Stay connected
Log onto 

www.nexans.com/2014FYR 
to view the presentation 

of the 2014 full-year results.

OPERATING MARGIN 
GROWTH

10%
at constant exchange rates

148 million euros



UMBILICAL CABLES AND DIRECT 
ELECTRICAL HEATING: LEADING 
IN BOTH WORLDWIDE
The global leader for submarine 
applications, Nexans designs umbilical 
cables and direct electrical heating (DEH) 
systems that enable submarine oil and 
gas fields to be exploited, even in Arctic 
regions.

Our multifunction umbilical cables carry data, 
energy and the fluids needed to control and 
operate submarine operations. We provide 
turnkey solutions combining engineering, 
production, installation, qualification and 
connection.

We also produce dynamic umbilical cables 
to command “remotely operated underwater 
vehicles” (ROVs). Some operate at a 
depth of 7,000 meters for oceanographic 
research. Our Enable® range delivers 
optimum bending fatigue resistance which 
is an important step towards more cost-
effective ROV operations.

Direct electrical heating (DEH) 
maintains submarine pipelines at the right 
temperature to ensure a constant flow 
rate. This is a more efficient and more eco-
friendly solution than the use of chemical 
fluidifiers.

Major contracts 
For Chevron, we are installing the world’s 
deepest energy umbilical cables at 2,100 
meters in the Gulf of Mexico.

For Statoil, we have designed four umbilical 
cables for the Oseberg Delta field in the 
Norwegian North Sea, which have been 
optimized with the triple aim of simplification, 
economy and standardization.

For BP, we are equipping the Shah Deniz 
gas field in the Caspian Sea: the world’s 
largest DEH project with 10 pipes and 130 
kilometers of submarine cables.

PERFORMANCE
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ELECTRIC MOBILITY: SMART 
CHARGING STATION SYSTEM
Nexans is one of the partners in the 
Eco2charge program aimed at speeding 
up the rollout of electric vehicle charging 
infrastructure, which benefits from the 
backing of France’s Investment Program 
for the Future. Nexans is developing a 
smart, open-ended system for charging 
stations. Suitable for all electric vehicles, 
it allows for extra charging points without 
any additional civil works, and includes a 
smart energy management system for the 
site where the infrastructure is installed, 
such as, buildings, campuses or eco-
districts.

INNOVATION

SHIPBUILDING
In order to improve fire safety 
aboard the world’s largest cruise 
liner, STX Europe and its subcontractors 
have ordered more than 5,000 kilometers 
of Nexans Shiplink® fire-resistant cables 
for Royal Caribbean’s Oasis 3, under 
construction in Saint-Nazaire (France): 
2,744 passenger cabins and 1,197 crew 
cabins. Certified by DNV, these cables 
maintain circuit integrity up to 850°C. STX 
Europe’s decision to choose Nexans was 
also based on our just-in-time delivery ser-
vice, which is helping maximize the shi-
pyard’s productivity. 

SOLUTION
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Contact us: Toll free call from a landline (France only): 0800 898 898
From outside France, please dial +33 1 73 23 84 56

investor.relation@nexans.com - www.nexans.com 

Nexans - Individual Shareholder Relations - 8, rue du Général Foy - 75008 Paris – France

Diary
> April 28, 2015:
2015 First-quarter sales
> May 5, 2015:
Annual Meeting 
of Shareholders
> July 29, 2015: 
2015 first-half financial 
information

Attend 
the Shareholders’ 
Meeting 
> Tuesday, May 5, 2015 
Palais des Congrès de Paris, 
Amphithéâtre Havane, 
3rd floor, Paris (France)

Join the Shareholder 
E-Club
Membership provides you 
with access to reports, 
video interviews and email 
alerts about Nexans news. 
Enrollment is free and there 
are no obligations. You simply 
need to have at last one 
registered or bearer Nexans 
share and a valid email 
address.
www.eclub.nexans.com

2014 « Shareholder 
Relations Award »
Les Echos, Investir, Le Journal 
des Finances and Mazars 
honor listed companies for 
their “ability to develop 
and ensure lasting and 
sustained relations with their 
shareholders.” Nexans was 
presented with an award in 
2014 in the medium-sized 
company category.

Nexans share NYSE Euronext Paris,  
Compartment A 
• Share capital: €42,551,299 • Shares in circulation: 
42,551,299  • Par value: €1 • ISIN code: FR0000044448 
Deferred settlement service  • SBF 120 index

Act2014
The 6th Nexans employee 
share-ownership plan 
was offered to more than  
17,000 employees 
in 23 countries. 
The subscription rate 
exceeded 14%.  
On the completion of this 
operation, the employees 
held more than 4% of 
the Group’s share capital. 
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WHAT IS THE STATUS OF THE 
COMPETITIVENESS PLAN 
ROLLOUT?
Following on from 2014, the year devoted 
to the company’s organization and 
launching major cross-business projects, 
we are ready to shift into a higher gear. 
Our aim is to improve savings on direct 
costs by 25% in 2015. Each plant has been 
given a 2015 savings plan. The industry, 
technical division and purchasing teams 
are working closely together to ensure the 
success of the projects selected.

On January 7, all the leaders and industrial, 
technical and purchasing experts attended 
the Competition Day for the 2015 plan 
launch.

WHAT ARE YOUR 
PRIORITY ACTIONS?
We will continue to roll out our “Nexans 
Excellence Way” system that has already 
had a positive impact on performance 
in those instances where it has been 
applied.

Our priority is to work on flows in order to 
eliminate bottlenecks and provide better 

service to our customers while improving 
our inventory management.
We have three guiding principles.
First, simplify. We are rationalizing our 
product portfolio by reducing the number 
of references to simplify our sites.
Next, we are standardizing our processes 
and operating methods through improved 
internal practices.

Finally, we are working on product 
design. The aim here is to deliver the 
performance expected by the customer at 
the least possible cost. This optimization 
essentially involves the metal conductors 
and plastic materials.

AND ABOVE AND BEYOND 
YOUR INDUSTRIAL SITES?
Purchasing is a crucial aspect of the Group’s 
technical and economic performance. Our 
suppliers have been frequently asked to 

contribute specifically to Nexans’ efforts 
to improve our competitiveness and many 
have risen to the challenge by lowering 
costs and extending payment deadlines.

The Purchasing teams develop relations 
with our suppliers that make it possible to 
identify all potential product, production 
and logistics improvements. Many projects 
have been identified in this area and they 
will contribute to our successfully pulling 
off challenges in 2015. 

Antoine Caillault, 
Corporate Vice President Industrial

‘‘We are ready to shift into 
a higher gear in 2015.

‘‘


