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Aquisição do controle 
compartilhado na Light 
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*

* Distribuidoras acima de 
500 mil consumidores
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*

* Distribuidoras acima de 
500 mil consumidores
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TOTAL AÇÕES DE COBRANÇA
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BOAS PRÁTICAS DE GESTÃO 
CONCEITO INTEGRADO DE OPERAÇÃO
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BOAS PRÁTICAS DE GESTÃO
INTELIGÊNCIA CADASTRAL

Resolução Resolução Resolução Resolução ANEEL730/2016ANEEL730/2016ANEEL730/2016ANEEL730/2016: PRODIST Módulo 10: PRODIST Módulo 10: PRODIST Módulo 10: PRODIST Módulo 10

�Artefato de fiscalização da regulação técnica e
econômica;

�Instrumento de fiscalização e validação da BRR

�Determinante do limite regulatório de perdas;

�Informações cruzadas da qualidade do
fornecimento;

�Leva retrato completo da distribuidora para
dentro da ANEEL.

Banco de Dados Geográficos da Distribuidora Banco de Dados Geográficos da Distribuidora Banco de Dados Geográficos da Distribuidora Banco de Dados Geográficos da Distribuidora ---- BDGDBDGDBDGDBDGD
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SELF-HEALING
CONCEITO



SELF-HEALING
CASO DE SUCESSO

SE IAQ – 11C1

(Lockout)

Local da Falta

IAQ-01C1.2752239

(Isola Falta)

IAQ-01C5.0016659

(Recompõe 9463 Clientes)



SELF-HEALING
CASO DE SUCESSO

Tempo total de Isolamento e Transferência: 10 segundos;

Restabelecimento de 97% das cargas;

9.463 clientes restabelecidos;

Representou mais de 1 dia da meta de FEC de toda regional Norte-
SLZ.



SELF-HEALING
RECONHECIMENTO MUNDIAL
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RECONHECIMENTOS

1ª colocação* no ranking 
de qualidade em 2017. 
Top 3 desde 2014.

8ª Colocação* no ranking 
de qualidade em 2017.

Melhor Distribuidora em 
2016. 

6ª posição no ranking 
econômico financeiro 

em 2016.

22ª posição 
8 anos consecutivos no 
ranking. Destaque 

Aproveitamento de Ideias

38ª posição 
3 anos consecutivos no 

ranking.

Presença na lista das 
150 Melhores Empresas 
para Trabalhar desde 

2013.

Presença na lista das 
150 Melhores Empresas 
para Trabalhar desde 

2016.

* Acima de 500 mil consumidores 
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NOVOS NEGÓCIOS
CEPISA – UM NOVO TURNAROUND

318

Base de Remuneração Líquida - Cepisa (R$ milhões)

944

2013 2017*

* Média das avaliações feitas pela Eletrobras

Revisão Extraordinária

Crescimento de Mercado

5,5%
6,6%

3,6%

17,0%

3,8%

14,1%

6,6%
7,7%

5,1% 5,1%
2,9%

7,2%
5,2%

Revisão Periódica
2023

2.634 

3.288 

1.694 

2.650 

2013 2017

Cemar Cepisa

39% 37%

51% 49%

2013 2017

Cemar Cepisa

AIS / UC (R$) Dep. Acumulada / AIS (%)



60



61





SEPTEMBER
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OUR SCHEDULE

SITE VISIT - GUAMÁ PROJECT

I MAKE THE DIFFERENCE

EQUATORIAL ENERGIA

CLOSING

LUNCH

GROUP MEETINGS
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MAKING HISTORY
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Light’s shared control
acquisition

HISTORY OF VALUE CREATION

EQTL3 is the
most liquid
stock in the

segment

CEMAR 
Acquisition

CELPA 
Acquisition

25% stake in Geramar
purchase

Sale of Light’s
stakeEQTL IPO

2016/17: 8 Greenfield
Transmission Projects

acquired + 51% of Intesa

EBITDA (R$ MM, ex-Light) EQTL3 Stock Price
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STRATEGIC PLANNING

Distribution
Segment

Consolidation

Investment
Portfolio 

Optimization

Operational
Excellence
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TURNAROUND MODEL

Capital Allocation Discipline

1st WAVE
MANAGEMENT SHOCK

• Culture of Results
• Financial Discipline
• Investments
• Operational Restructuring
• Focus on People
• Hierarchy Simplification

2nd WAVE
OPERATIONAL EFFICIENCY

• Productivity Gains
• Suppliers Appreciation
• Focus on the Client
• Image Restructuring
• Verticalization

3rd WAVE
SOLIDIFICATION

• Value Creation
• Integration
• Business Sustainability
• Technology



69

FINANCIAL MANAGEMENT MODEL
MATRIX

METHODOLOGY

PACKAGE MANAGERS

DEPARTMENT MANAGERS

Budget control over 
each specific account, 
considering several
departments

Budget control over 
each department, 
considering several
accounts

CASH FLOW INVESTMENTSEXPENSES

PACKAGE MANAGERS

EXAMPLE:



PEOPLE MANAGEMENT MODEL

TOTAL WORKFORCE:
APPROX. 16,000 PEOPLE

BUSINESS UNIT

PEOPLE MANAGEMENT INTEGRATED SYSTEM BASED ON COMPETENCES

ATTRACTING
MAPPING / 

ANALYZING
DEVELOPING

DEVELOPING

POLICIES COMPENSATION

INTERNAL CONSULTING IN PEOPLE AND MANAGEMENT

INTERNAL CORPORATE FEELING, CULTURE, VALUES AND IDENTITY



71

PEOPLE MANAGEMENT MODEL
SUCCESSION MAP

INTERNAL MAP EXTERNAL MAP (new acquisitions)

% Leadership internally promoted

13 managers mapped for Cepisa

24 candidates for the C-Level
23 candidates for Management Level
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EQUATORIAL’S CULTURE

HIGH PERFORMANCE CULTURE

MERITOCRACY

RESULTS

PEOPLE

LEADERSHIP

Inspiring leadership, responsible and
that assumes its role

People that accept challenges, gives their best and is
compensated by the results.

We are result driven, we plan and reach challenging
goals

The Company’s most importante asset is
competent people and working as a team.
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CULTURE OF RESULTS

Alignment Management Model Meritocracy

Establishing
Corporate ideology

Management 
Transparency

PDCA based
method, simple and
focused

Goals established
to 100% of
employees

Developing plans
to reach the goals

Recognition and
Incentive Programs

Bonuses to the
Management and
Team
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*

* Distribuidoras acima de 
500 mil consumidores

RESULTS
SERVICE QUALITY

DEC
HOURS / YEAR / CONSUMER

GRID
KM ‘000

CLIENTS
NUMBER OF CONSUMERS ‘000

FEC
TIMES / YEAR / CONSUMER ANEEL 

QUALITY 
RANKING 
2017

* Companies above
500,000 consumers

REGULATORY TARGET
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RESULTS
OPERATIONAL CHALLENGES
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*

* Distribuidoras acima de 
500 mil consumidores

RESULTS
SERVICE QUALITY

DEC
HOURS / YEAR / CONSUMER

GRID
KM ‘000

CLIENTS
NUMBER OF CONSUMERS ‘000

FEC
TIMES / YEAR / CONSUMER ANEEL 

QUALITY 
RANKING 
2017

* Companies above
500,000 consumers

REGULATORY TARGET
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RESULTS
OPERATIONAL CHALLENGES
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CONCESSIONS COMPARISON

• Pará [1,247,954 km²]

• Hungary [93,030 km²]
• France [643,801 km²]
• Spain [504,645 km²] 

• Maranhão [331,937 km²]

• Italy [301,338 km²]

• Piauí [251,577 km²]

• New Zealand [268,021 km²]
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RESULTS
ENERGY LOSSES

TOTAL LOSSES / INJECTED ENERGY LOSSES REDUCTION – SÃO LUÍS ISLAND
(TOTAL LOSSES / INJECTED ENERGY)

Reported Regulatory 
Target
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RESULTSRESULTS
ENERGY LOSSES

TOTAL LOSSES / INJECTED ENERGY LOSSES REDUCTION – GUAMÁ PROJECT
(TOTAL LOSSES / INJECTED ENERGY)

Reported Regulatory 
Target
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RESULTS
MANAGEABLE COSTS

Efficiency
Gain

Efficiency
Gain

Actual Costs Regulatory Costs Actual Costs Regulatory Costs

Obs.: Manageable Costs are Personnel, Materials, Third Party Services and Other
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RESULTS
ABOVE AVERAGE GROWTH

REG. ASSET BASE GROWTH (CAGR) 1,2

SOLD VOLUME GROWTH (CAGR 2013-17)

SOURCE: ANEEL AND COS. (%)
REAL REGULATORY WACC

(BEFORE TAXES)
12.26%

SOURCE: COS. (%)

Obs.:
1 Considers companies with Net Reg. Asset Base above R$ 1 BI.
2 CAGR in real terms, based on the last Periodic Tariff Review
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RESULTS
PDA RECENT HISTORY IN CELPA

Annual Tariff Increase
(with flags)

Tariff Increase since 2013

PDA (R$ MM) % GOR

• 2016 – Commercial System Substitution in March, economic recession and strong loss combat program;

• Clogging in commercial procedures: Reading, Billing, Delivering, Complaints about erros in billing;

• Reports Missing: Commercial Procedures, Collection Procedures and Collection Management;

• Teams had to focus on fixing and estabilizing the system, instead of collection;

• 2017 – Continuity in loss combat initiatives, strenghening of the recession, first year of market decrease.



ANN
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TOTAL AÇÕES DE COBRANÇA

RESULTS
COLLECTION WORKSHOP

• 1st – Jan / Feb 2017
39 employees and 305 actions

• 2nd – Sep / Oct 2017
17 employees and 157 actions

Pending Concluded

CONCLUSIONS & 
ACTIONS

• Management Structure
Change

• New Collection Rule
• Restructuring in uncovered

zones
• Strengthening of Consumer

Data
• Monitoring of critical áreas
• Direct Collection through debit

and credit cards
• Campaigns to boost collection

Weekly Committee – demanding results and the conclusion of 462 actions

Total Collection Procedures
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RESULTS
PDA – METER TO CASH PROJECT

FOCUS
New revenue management model, using data 
technology to maximize returns.

WORK FRONTS

Deliquency Energy 
Recovery

Products

Detailed diagnosis of the strategy, 
operations and current structure

National and international benchmarking

Big Data model, crossing different
sources

Revision of the strategy in loss combat
and deliquency

Design of new collection procedures and
losses reduction

Evaluate the potential value creation of
the new strategies

Action plan to create value
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RESULTS

NET OPERATING REVENUES
R$ MM

NET DEBT / ADJ EBITDA

EBITDA
R$ MM

NET INCOME
R$ MM
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RESULTS

NET OPERATING REVENUES
R$ MM

NET DEBT / ADJ EBITDA

EBITDA
R$ MM

NET INCOME
R$ MM
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RESULTS

NET OPERATING REVENUES
R$ MM

EBITDA
R$ MM

NET INCOME
R$ MM
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RESULTS
FINANCIAL SOUNDNESS

- PREPARED FOR GROWTH AND ACQUISITIONS

DEBT AVERAGE 
MATURITY

CASH / SHORT-
TERM DEBT

NET DEBT / 
EBITDA

4.1 YEARS

* Celpa and Cemar debt maturing between 2018-2020

R$ 4.4 BI
CASH POSITION

R$ 4.4 BI
TRANSMISSION CAPEX

R$ 1.8 BI
EBITDA

R$ 1.9 BI
DEBT MATURITY
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GOOD MANAGEMENT PRACTICES
CONCEPT OF INTEGRATED OPERATIONS

1. MULTIFUNCTIONALITY OF THE GRID 
SERVICE TEAMS

• Cutting and reconnecting services;
• New connections;
• Emergency services;
• Services demanded by clients (miscellaneous).

2. CENTRAL CONTROL OF THE TEAMS AND 
SERVICES - COI

• From 24 centers to 1 in Cemar;
• From 5 centers to 1 in Celpa;
• Controlling every technical and commercial activity.
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GOOD MANAGEMENT PRACTICES
TIME AND METHOD PROJECT

The objective of the project is to adequately time every service execution for each task.
The product obtained is used as a reference to form the price of the third-party contracts. 

Case Study: Cleaning the grid

Cleaning method
with a robot

Cleaning method with
a basket (1st year)

Cleaning method with
a basket (2nd year)

2012
Daily production:
45 structures
Time: 10’40’’

2013
Daily production:
100 structures
Time: 4’48’’

2013/2014
Daily production:
35 structures
Time: 3’33’’
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GOOD MANAGEMENT PRACTICES
TECHNICAL ANCHORS

GUIDELINES OF THE MODEL PILLARS OF THE MODEL CONTRACT OPERATIONS

ANCHOR 
CONTRACT

REFERENCE 
COMPANY

PRICE 
FORMATION

MANAGEMENT
Productivity 

Gain

Lean
Model

Results

Gains of Scale

Intelligent
Cost

Reduction

1) Expansion of the MT/LT Grid;

2) Maintenance of the MT/LT Grid;

3) Tree Trimming;

4) Cut and Reconnection activities;

5) Miscellaneous (consumer services);

6) New Connections;

7) Emergency Services;

8) Fraud Combat Services;

9) Seed Money (as from 2017).



BOAS PRÁTICAS DE GESTÃO 
CONCEITO INTEGRADO DE OPERAÇÃO
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GOOD MANAGEMENT PRACTICES
CONCEPT OF INTEGRATED OPERATIONS

Number of teams and services Services per team

Cost per service
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GOOD MANAGEMENT PRACTICES
TECHNICAL ANCHORS

CEMAR COSTS – ELECTRIC SYSTEM

ACTUAL COST ORIGINAL TENDENCY

INTEGRATED OPERATIONS

ANCHORS
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GOOD MANAGEMENT PRACTICES
OPERATIONAL METERING

CELPA’S GRID CEMAR’S GRID

• 569 bulk transformers with metering;

• 99% of the operational metering installed. 

• 604 bulk transformers with metering;

• 100% of the operational metering installed. 

• Measuring technical and non-technical

losses at bulk transformers;

• Generation of targets to loss combat

initiatives.

• Losses in High-Tension measured;

• Measuring energy volume at bulk 

transformers and substations;

• Measuring energy volume at retail

transformers.

BENEFITS

ENERGY LOSSES AND DATABASE

ENERGY BALANCE



GOOD MANAGEMENT PRACTICES
DATABASE INTELLIGENCE

DecisionDecisionDecisionDecision ANEEL730/2016: ANEEL730/2016: ANEEL730/2016: ANEEL730/2016: PRODIST PRODIST PRODIST PRODIST SectionSectionSectionSection 10101010

�Technical and economic regulatory auditing tool;

�Regulatory Asset Base auditing tool;

�Regulatory losses levels are based on BDGD;

�Cross-check on supply quality.

GeographicGeographicGeographicGeographic DatabaseDatabaseDatabaseDatabase for for for for thethethethe DistributorDistributorDistributorDistributor ---- BDGDBDGDBDGDBDGD

GENERATION

DISTRIBUTION

AUTOMATION 
DEVICES

RESIDENTIAL CUSTOMERS

TRANSMISSION

COMMERCIAL AND 
INDUSTRIAL CUSTOMERS



99

GOOD MANAGEMENT PRACTICES
GEOGRAPHICAL INFORMATION SYSTEMS

PRODUCTS

RURAL UNIVERSALIZATION PLAN

GEOREFERENCED DATABASE OF THE 
UNATTENDED HOUSEHOLDS

GEOGRAPHICAL INFORMATION SYSTEM

GEOREFERENCED DATABASE OF THE ASSETS 
IN THE GRID
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GOOD MANAGEMENT PRACTICES
IMAGE ANALYSIS CENTER

IMAGE CAPTURE
(FIELD)

• Position (x,y)
• Time
• Image

INTERPRETATION
ANALYSIS

MANAGEMENT
IMAGE CAPTURE

IMAGE ANALYSIS 
CENTER

GEOREFERENCED 
DATABASE
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GOOD MANAGEMENT PRACTICES
REGULATORY ASSET BASE

IMAGE CENTER

Data, Pictures and Geolocation
integrated with the asset base

DISTRIBUTION SYSTEM
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GOOD MANAGEMENT PRACTICES
REGULATORY ASSET BASE

METHOD BENEFITS

• 50% LESS IN OPEX
• RESOURCES MOBILITY AND AGILITY

• FASTER RESULTS
• LESS DATABASING MISTAKES
• POSSIBILITY TO AUDIT INFORMATIONS
• MANAGEMENT AND CONTROL OVER DATABASE

COST

TIMETRADITIONAL METHODS
IMAGE MAN. METHOD

GOOD QUALITY

UNFEASABLE

LESS 
COMPETITIVE

COST X 
BENEFIT
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GOOD MANAGEMENT PRACTICES
REGULATORY ASSET BASE
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GOOD MANAGEMENT PRACTICES

TRAINING AND EXECUTION: TIMES AND METHODS

OPERATION MAP

IMPROVEMENT OPPORTUNITIES

Filming Analysing

Fault: Only 1 operator outside business hour

Wait: Mannual synchronization of the engines

Moving: Excess moving time
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GOOD MANAGEMENT PRACTICES

Spaghetti Map Spaghetti Map

Flow Map Flow Map: Implementation of fast improvements

TRAINING AND EXECUTION:
TIMES AND METHODS

Isolated System Thermal Plant

Initial Situation Future Situation
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GOOD MANAGEMENT PRACTICES

RESTARTING TIME OF THE THERMAL PLANT

Lean Project – Times and Methods: 
Restart of the Thermal Plant

>TARGET <TARGET TARGET
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GOOD MANAGEMENT PRACTICES
RESULTS

83% reduction in fines 
caused by distribution

and generation

88% reduction in fines 
caused by generation only

Total Fines Fines – Gen.

1Q 2Q



SELF-HEALING
CONCEPT



SELF-HEALING
CASE STUDY

Subestations in 
lockout

Fault Location

Isolates Fault

Restabilishes 9,463 clients



SELF-HEALING
CASE STUDY

Total isolation and transfer time: 10 seconds;

Re-estabilishment of 97% of the load;

9,463 clients re-estabilished;

Represented more than 1 day of FEC target for the Northern Branch.



SELF-HEALING
WORLD RECOGNITION



112 AWARDS



AWARDS

1st place in 2017 Quality
Ranking. 

Top 3 since 2014.

8th place in 2017 Quality
Ranking

Best Distributor in 2016.

6th place in the
Economic-Financial 
Ranking in 2016.

22th place.
Presence in the ranking in 

the last 8 years.
Ideas Usage Award.

38th place.
Presence in the ranking 

in the last 3 years.

Top 150 companies to
work for since 2016

* Above 500,000 consumers

Top 150 companies to
work for since 2013



114 M&A
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OPPORTUNITY MAP

DISTRIBUTION
OTHER 

SEGMENTS

TRANSMISSION TRANSMISSION
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CAPITAL ALLOCATION MATRIX

1- STRATEGY DESCRIPTION
Long term Investments (M&A and
New Segments)
Short term Investments 
(Budgeting)

2- SEGMENT POTENTIAL
Analyzing current e potential
(expansion) size

3- STRATEGY ATTRACTIVITY
Financial Valuation (IRR, NPV, 
Payback, ROE, among others)

6- MAPPING THE RISKS
Analyzing the opportunity against
the risks perceived (risk / return)

5- VALUE GENERATION SOURCES
Agile decision making
Operational Efficiency / Sinergies (Distribution)
Project Optimization (Transmission)
Locking high energy prices (generation)

4- RETURN VOLATILITY
Business exposure to macro and
micro conditions
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DECISION MAKING
ENTERING IN THE TRANSMISSION SEGMENT

Lots won by
Equatorial

Offered Lots Empty Lots

Discount to maximum revenues

Regulatory WACC

• Long-term Strategy
• Segment Size (R$ 119 BI until 2026)
• Attractiveness (Reg. WACC = 10%; RAP/CAPEX = 18.5%)
• Low Volatility
• Value Creation – Project Optimization
• Agile Decision-making
• Risk Mapping – Risk/Return Ratio
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TRANSMISSION
PROJECTS EVOLUTION

ANNUAL REVENUES UNDER CONSTRUCTION

PRELIMINARY LICENSES OBTAINED

CAPEX IN REAIS
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TRANSMISSION
FUNDING STRUCTURE

FUNDING SECURED WITH BANCO DO NORDESTE, 20 YEARS MATURITY AND INFLATION + 2 P.A.

BRIDGE LOANS DISBURSED FOR THE BLOCKS WITH ONGOING CONSTRUCTION WORKS

Material improvement in the debt funding

PROJECTS FRAMED WITHIN SEVERAL LOW COST AND LONG TERM FUNDING (BANCO 
DO NORDESTE, BNDES AND FDA)
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NEW INVESTMENTSNEW INVESTMENTS
CEPISA – THE NEXT TURNAROUND STORY

OPERATIONAL SINERGIES PMSO / CONSUMER (R$, 2017)

• 100-PLAN PREPARED;
• LEADERSHIP STRUCTURE DECIDED;
• WORKSHOPS AND MEETINGS ALREADY HAPPENING;
• INTERACTION WITH CEPISA’S MANAGERS;
• REGULATORY APPROVALS OBTAINED.

Piauí x Ceará similarities:

• Mostly semiarid climate;

• Absence of Amazon Forest;

• Low rainfall level.



NEW INVESTMENTS
CEPISA – THE NEXT TURNAROUND STORY

318

Base de Remuneração Líquida - Cepisa (R$ milhões)

944

2013 2017*

* Média das avaliações feitas pela Eletrobras

Extraordinary Review

Crescimento de Mercado

5,5%
6,6%

3,6%

17,0%

3,8%

14,1%

6,6%
7,7%

5,1% 5,1%
2,9%

7,2%
5,2%

Periodic Review
2023

2.634 

3.288 

1.694 

2.650 

2013 2017

Cemar Cepisa

39% 37%

51% 49%

2013 2017

Cemar Cepisa

AIS / UC (R$) Dep. Acumulada / AIS (%)

Net Regulatory Asset Base – Cepisa (R$ MM) Market Growth

Total Depreciation / Fixed Assets (%)Fixed Assets / Consumers (R$)
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LOOKING AHEAD
WHAT TO EXPECT FROM EQUATORIAL

ORGANIC 

GROWTH

M&A

NEW 

BUSINESSES

TURNAROUND CONTINUOUS IMPROVEMENTS

INDUSTRY CONSOLIDATOR / PORTFOLIO OPTIMIZATION

New BusinessesCEMAR & CELPA Track Record

Culture / Management Model

Sinergy Gains

Capital Structure

Agility

• Additional improvement in productivity and
margins;

• Productivity enhancing Investments – CAPEX for 
OPEX;

• Margin improvement in recently installed grid;
• Continuous improvement in service quality;
• Sinergy Gains.

• G & T Auctions;
• Similar businesses 

(synergy);
• Opportunities and threats –

Distributed generation and
storage

• Eletrobrás Discos’ 
Privatization / Other
Discos

• Opportunities in 
Generation & 
Transmission

• Loss Reduction Potential;
• Market Growth;
• Client-base increase and

universalization;
• Deliquency recovery;
• Personnel Optimization;
• Synergy Gains



THANK YOU


