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Total and Arkema have prepared a prospectus describing in detail the spin-off of the Arkema businesses by Total, which received visa No. 06-106 from 
the Autorité des marchés financiers (the “AMF”) on 5 April, 2006 (the “Prospectus”).  You have been furnished with a copy of the Prospectus together 
with this presentation, and by accepting this presentation you confirm receipt of the Prospectus.  Additional copies of the Prospectus can be obtained free 
of charge from Arkema, 4-8, Cours Michelet, 92800 Puteaux and Total, 2, place de la Coupole, La Défense 6, 92400 Courbevoie and on the websites of 
Total (www.total.com), Arkema (www.arkemagroup.com) and the AMF (www.amf-france.org). The Prospectus is an annex to the reports of the Boards of 
Directors to be presented at the general meetings of Total S.A., Elf Aquitaine, Arkema S.A. and Société de Dévéloppement Arkema at which the 
respective shareholders of such companies will vote on the spin-off of Arkema’s businesses.

This presentation is being furnished to you solely for your information and in connection with today’s meeting, and may not be reproduced, redistributed 
or passed on, directly or indirectly, to any other person (whether within or outside your organization) or published, in whole or in part, for any purpose.  
This presentation may not be taken, transmitted or distributed, directly or indirectly, into the United States.

This presentation includes only summary information and does not purport to be complete and comprehensive. You are urged to read and refer to the 
Prospectus, which contains important information regarding Arkema, including financial statements and a description of its business, strategy and 
management, as well as important information regarding the spin-off. In particular, you are invited to pay careful attention to the risk factors described in 
Chapter 4 of the Prospectus. One or more of these risks could have an adverse effect on the Arkema group’s activities, condition, financial results or on 
its targets and forecasts. Furthermore, other risks not yet identified or considered as insignificant by Arkema could have the same adverse effects.

This presentation contains forward-looking statements. All statements other than statements of historical fact included in this presentation, including, 
without limitation, those regarding the financial position, business strategy, management plans and objectives for future operations of Arkema, are 
forward-looking statements. These forward-looking statements involve known and unknown risks, uncertainties and other factors, which may cause 
actual results, performance or achievements of Arkema, or industry results, to be materially different from those expressed or implied by these forward-
looking statements. These forward-looking statements are based on numerous assumptions regarding Arkema’s present and future business strategies 
and the environment in which Arkema expects to operate in the future.

The opinions, estimates, and projections expressed in this presentation are as of the date hereof and are subject to change without notice. No 
representation or warranty, express or implied, is made as to and no reliance should be placed on the fairness, accuracy, completeness or 
reasonableness of the information, opinions and projections contained in this document, and neither of Arkema or Total or any of their respective 
directors, officers or employees accepts any liability whatsoever for any loss howsoever arising from any use of this presentation or its contents or 
otherwise arising in connection therewith.

No securities are being offered for sale or subscription in connection with the spin-off of Arkema’s businesses and, accordingly, neither the Prospectus 
nor this presentation is, or is intended to be, an offer to sell or to subscribe for or a solicitation of an offer to purchase or to subscribe for shares.  
Furthermore, neither the Prospectus nor this presentation is, or is intended to be, a solicitation of consent or a favorable vote with a view to approving the 
transactions comprising the spin-off. The securities of Arkema have not been and will not be registered under the US Securities Act of 1933, as amended, 
and may not be offered or sold in the United States absent registration or an exemption from registration.  

The spin-off of Arkema’s businesses described in the Prospectus is subject to the fulfillment of certain conditions precedent. It is possible that some of 
those conditions may not be met. More particularly, the spin-off of Arkema’s businesses described in this prospectus requires the approval of Total’s 
combined general meeting by a two-thirds majority of those shareholders present in person or by proxy. 

By accepting this presentation, participants acknow ledge and agree to be bound
by the foregoing statements and instructions.

Important Notice
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Management Team

Investor relations:Frédéric Gauvard:  + (33) 1 49 00 82 53
Sophie Fouillat:      + (33) 1 49 00 86 37

Frédéric Gauvard

Investor relations 

Thierry Le Hénaff

Chairman and CEO

Thierry Lemonnier

CFO

Member of the 
executive committee

Bernard Boyer

Strategy

Member of the 
executive committee
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2004

Decision
on spin-off

Feb 19

Launch of 
key restructuring and 
development projects

Total 
shareholders’

approval 
of Arkema

spin-off
May 12 Listing of 

Arkema
May 18

Creation of 
Arkema and 

appointment of 
Arkema CEO

Oct 1 st

Organization 
put in place

Definition of 
the strategy

Successful unit start-ups

AMF visa on 
the prospectus  

Apr 5

Finalize 
spin-off process and 

conditions

Creation of Arkema in October 2004

2005 2006

Presentation 
to analysts

Apr 10

Roadshows

Corporate 
communication
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Sales per year

Presence world-wide

2003 2004 2005

Arkema 2005 overview

Sales: €5.7 bn

EBITDA*: €355 m

Capital employed**: €3.1 bn

Capex: 5.8% of sales

R&D: 3.3% of sales

18,400 employees

In € bn

5.05 5.32 5.71
+5.4% +5.4% +7.4%+7.4%

North America
25% of sales

20 plants
1 R&D center

16% of the 
workforce

Europe
57% of sales

60 plants
4 R&D centers

76% of the 
workforce

Asia
13% of sales

10 plants
1 R&D center

7% of the workforce

Main countries (Cumulated sales = 80% of total) Other significant countries2005

*Recurring    
**Total non current assets (excluding deferred tax) + working capital
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Capital employed by segment

Sales by segment

24%

42%

34%

Industrial Chemicals 

Integrated and coherent portfolio

Vinyl Products
A well integrated sector from chlorine production
to PVC converting

Mature and cyclical market
3 business units

Industrial Chemicals
Intermediates for a large number of industrial 
sectors

Growing and moderately cyclical sector 
5 business units

Performance Products
Innovative chemical solutions partly integrated 
with Industrial Chemicals segment

High value added non cyclical niches
6 business units

Vinyl 
ProductsPerformance

Products

17%

40%

43%

Industrial Chemicals 

Vinyl 
Products

Performance
Products

2005*

31/12/2005*

*Excluding corporate



����������	


Sport & leisure
Vinyl compounds, 

PMMA,

Technical Polymers

Paper
Chlorochemicals, 

Hydrogen Peroxide,

Acrylics

Packaging
PVC, 

Technical Polymers, 

Additives, 

Organic Peroxides

Water treatment
Chlorochemicals, 

Acrylics, 

Hydrogen Peroxide,

Specialty Chemicals

Hygiene & beauty
Chlorochemicals, Acrylics, 

PMMA, Thiochemicals, 

Hydrogen Peroxide, 
Technical Polymers

Construction
Vinyl Products, Acrylics, 

Fluorochemicals, 
Technical Polymers, 
Specialty Chemicals, 

Additives, Urea resins, 
Organic Peroxides

Chemical industry
Chlorochemicals, 

Acrylics, Thiochemicals, 
Technical Polymers, 

Specialty Chemicals, 

Organic Peroxides

Electronics
Vinyl Compounds,

Thiochemicals,

Technical Polymers, 

Specialty Chemicals

Agrochemicals
Thiochemicals, 

Specialty Chemicals, 

Agrochemicals

Automotive 
Vinyl Compounds, 

PMMA, Fluorochemicals, 

Technical Polymers, 

Additives, 

Organic Peroxides

Wide range of end-markets
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…but still insufficient profitability

Strong improvement of results in 2005

Improving market 
conditions

Price increases in a 
context of high raw 

material costs

Headcount reduction

(€ m)

Sales

Sales growth

EBITDA (recurring)

Capital employed

ROCE*

Rec. EBITDA margin

Rec. operating income margin

2003

5,047

249

3,330

n.m.

4.9%

(1.0%)

(48)

2004

5,318

+5.4%

301

2,929

1%

5.7%

0.2%

11

2005

5,710

+7.4%

355

3,068

5%

6.2%

2.2%

128Operating income (recurring)

*Calculated as (recurring operating income + equity income of affiliates) divided by average capital employed
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Investment HighlightsInvestment Highlights
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� Experienced management

� Key projects launched

� Leading global market 
positions

� Solid asset base and 
technical expertise

� Strong balance sheet

� Clear strategy

� Strong emphasis 
on productivity

� Focus on profitable
growth

� Build on
independence

A strategy to create shareholder value

Insufficient 
profitability

2005 EBITDA margin

ARKEMA

Peer 
Group*

0%

5%

10%

15%

*Degussa, Solvay (w/o pharma), Akzo (Chemicals), Celanese, Chemtura, Lanxess, Rhodia, Tessenderlo

Unique strengths

A clear path forward
Shape

a profitable 
chemical player

with strong
foundations

6.2%

Industrial 
Chemicals 

Vinyl 
Products
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Sources: SRI-CEH, Tecnon, Arkema

���No 2Organic Peroxides

�No 2Molecular Sieves

���No 2Fluorochemicals

��No 1Thiochemicals

���No 2PVC Tin Stabilizer

��No 1PVDF

���No 1Speciality Polyamides

���No 3Hydrogen Peroxide

���No 1PMMA

��No 5 Acrylics

�No1 EuropeVinyl Compounds

�No3 EuropePVC

AsiaAmericaEuropePosition

Business unit owns production facility in the region

Leading global market positions
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Production assets in each region

Track record of complex industrial start-ups

Proprietary knowledge and know-how

33% of R&D budget for process improvement

Loyalty and professionalism of teams

Solid asset base and technical expertise

Organic Peroxides
Changshu (China)

Start-up in 2005
New units

Technical Polymers
Balan (France)

Start-up in 2005
Transfer from Mont (France)

Thiochemicals
Beaumont (USA)

Start-up in 2005
New units
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Strong balance sheet

€678 m write-offs of fixed assets 
(cumulated 2004-2005)

Significant level of liabilities 

retained by Total before spin-off

Pensions

Environment

Antitrust

Capital increase of €532 m in 
April 2006 to cover specific cash 

outflows (“debt equivalent” provisions, 

capex related to Vinyl project)

Balance sheet

Assets

Equity
€1,463 m
Equity

€1,463 m

Liabilities

Net Debt
€567 m

Net Debt
€567 m

Working
Capital

€1,348 m 

Working
Capital

€1,348 m 

Non current
Assets*

€1,768 m 

Non current
Assets*

€1,768 m Provisions
€1,086 m

Provisions
€1,086 m

31/12/2005

Provisions by nature

31/12/2005

Other 

SocialLitigation

Restructuring

Environment

€1,086 m

*Includes net deferred tax

Equity after
€532 m 
capital 

increase

Equity after
€532 m 
capital 

increase
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Nominating & 
compensation 

committee

Thierry Le Hénaff – Chairman

François Enaud 

Bernard Kasriel 

Laurent Mignon 

Thierry Morin 

Jean-Pierre Seeuws 

Philippe Vassor

Audit 
committee

Corporate governance

Board of Directors*

*Board will be officially nominated at the time of the spin-off

Executive committee

T. Le Hénaff
CEO

B. Boyer (Strategy)
M. Delaborde (HR & Communication)
A. Devic (Manufacturing and HSE)
P. Goebel (Performance Products)
T. Lemonnier (Finance)
P. Pernot (Vinyl Products)
M. Schuller (Industrial Chemicals)

An average of over 20 years experience in the 
chemical industry

Proven skills in each field

Diversified and complementary backgrounds

International exposure
Incentivized management
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Strong emphasis on productivity

Focus on profitable growth

Accelerate product innovation

Improve free cash generation

A clear strategy

Improve profitability 

10 to 15% recurring EBITDA growth per year*

*Calculated as an average annual growth for the next three years compared to 2005
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Strong emphasis on productivity

Optimize manufacturing assets
Shutdown loss-making 
operations

Transfer production to most 
efficient plants

Further cost reduction program 
under review

Strict control of fixed costs

Streamline processes to 
improve SG&A

Operating performance
Manufacturing reliability

Tight control of variable costs

Process skills

6 main restructuring plans

Impact of these 6 main on-going 
restructuring projects

25

65
80

-14
-39

-71

In € m

2006 2007 2008

Recurring 
EBITDA 

enhancements

Restructuring
expenditures

Chlorochemicals [France] 523 p.

PMMA Sheet Europe [Italy, Holland] 165 p.

Thiochemicals [ France] 74 p.

Headquarters [Paris, Lyon] 132 p.

Urea Formaldehyde Resins [France] 132 p.

Thiochemicals [USA] 60 p.

2004                              2005                          2006                          2007 
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Developments with high return in 
Europe and North America

Products with sustained growth

Careful consideration of 
supply/demand balance

Extension of best sites

Marginal cost and short payback 
time

Step by step growth in Asia
Selected product lines

Build on existing operations in Asia

Study opportunities for new site 
(acrylics)

Long term partnerships

Focus on profitable growth

Korea
PMMAChina

Fluorochemicals,
Hydrogen Peroxide,
Organic Peroxides

Recent projects in Asia

� � � � � � � � � � � �

Sales in Asia in € m

Extension projects

40-60

100

Extension New site

Average unit CAPEX 
new site = base 100 

Mont (Technical Polymers)

Calvert City (Fluorochemicals)

Becancour (H2O2)

Carling (Acrylics)

Inowroclaw (CECA)

591
660

724
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Overview (2005)

3.3% of sales

1,400 researchers

Near 100 joint projects with universities

6 R&D centers

Portfolio around 5,700 patents

Accelerate product innovation

Patents

Approximately 130 new inventions filed 
per year

Significant know-how (non-patented)

R&D by segment

12%

12%

51%

25%

Vinyl 
Products

Performance
Products

Breakthrough

2005

Industrial 
Chemicals 

Recent breakthroughs

Controlled radical Controlled radical 
polymerizationpolymerization
BlocbuilderBlocbuilder ®®

Triblock Triblock copolymerscopolymers
NanostrengthNanostrength ®®

Membrane Membrane 
for fuel cellsfor fuel cells

CarbonCarbon
nanotubesnanotubes
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CAPEX by segment*

Improve free cash generation

Improve cash generation from 
operations

Very low gearing at spin-off in order 
to cover cash requirements from non-
recurring items

CAPEX to be kept at €300 m per year 
on average

Target of 50% for development and 
productivity projects
Additional impact of Vinyl project in 2006 
and 2007

Working capital to be strictly
monitored

Optimization plan to be implemented

21%

44%

35%

Vinyl Products    Industrial Chemicals   Performance Products

Average 2003-2005

CAPEX by nature

2004 2005 Medium
Term

300
333

300

In € m

15%

50%

35%

Medium Term

Development & ProductivityMaintenance & HSE

*Excluding corporate
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Segment ReviewSegment Review
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Business Units
Chlorochemicals & PVC

Vinyl Compounds 

Pipes & Profiles (Alphacan)

Business drivers

Cyclical and commodity

Mature Western European market 
Large number of players

Cost driven

Assets
No3 in Europe in PVC

Integrated chain (from chlorine to PVC converting)

Presence in Qatar

Vinyl Products : An integrated chain 
from chlorine to PVC conversion

Vinyl Products

Reduction of cost base
Restructuration on track
Investment in most efficient plants
Partnership opportunities
Development in Middle-East

Key initiatives
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Insufficient profitability prior to restructuring p lan

Vinyl Products

Vinyl Compounds Pipes & ProfilesChlorochemicals & PVC

Sales by business units

0

500

1000

1500

2003 2004 2005

1,367

1,219

1,387

In € m

(€m)

Sales

Sales growth

EBITDA (recurring)

Rec. EBITDA margin

Operating income (recurring)

Other expenses and income

Operating income 

Capital employed

CAPEX

2003

1,219

1

-

(59)

(7)

(66)

742

72

2004

1,367

12%

44

3.2%

(16)

(299)

(315)

489

59

2005

1,387

1.5%

20

1.4%

8

(218)

(210)

510

61

Break even in low cycle conditions

,

,
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Business Units

Acrylics 
PMMA
Thiochemicals
Fluorochemicals 
Hydrogen peroxide

Business drivers
Attractive growth potential
Opportunities in Asia
Each business driven by specific cycles 

Key initiatives

Selective growth in Europe & US
(Acrylics, Fluorochemicals, Thiochemicals, H 2O2)
Development in Asia (H2O2)
Cost reduction (PMMA, Thiochemicals)
Industrial partnerships

Product lines ranking among the world leaders
Strong manufacturing base (Europe and North America)
Key expertise in proprietary technologies

Assets

Industrial Chemicals : 
Leadership positions on growing markets

Industrial Chemicals
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(€m) 2003 2004

Sales 2,020 2,143

Sales growth 6%

EBITDA (recurring) 191 220

Capital employed 1,295 1,251

CAPEX 121 135

2005

2,406

12%

316

Rec. EBITDA margin 9.5% 10.3% 13.1%

Operating income (recurring) 72 106 204

Other expenses and income (42) (47) (152)

Operating income 30 59 52

1,305

145

Industrial Chemicals

Solid EBITDA growth

Sales by business units

In € m

Acrylics PMMA

0

500

1 000

1 500

2 000

2 500

2003 2004 2005

2,143
2,020

2,406

Thiochemicals Fluorochemicals Hydrogen Peroxide

Reinforce global leadership

,

,

,

,
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Business Units

Technical Polymers
Specialty Chemicals (Ceca)
Organic Peroxides 
Additives
Urea Formaldehyde Resins
Agrochemicals (Cerexagri)

Business drivers
Broad spectrum of end-markets
New applications / usages 
Asian growth

Key initiatives

Restore margins and improve cost structure
Develop innovative solutions to meet our customers 
requirements
Take advantage of Asian growth

Strong positions in niche markets
Recognized brands
High-performance technical solutions
Synergies with other business segments of Arkema

Assets

Performance Products : Application driven, 
broad spectrum of end markets

Performance Products
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(€m) 2003 2004

Sales 1,802 1,800

Sales growth 0%

EBITDA (recurring) 132 99

Rec. EBITDA margin 7.3% 5.5%

Operating income (recurring) 27 (4)

Other expenses and income (9) (102)

Operating income 18 (106)

Capital employed 1,200 1,092

CAPEX 102 100

2005

1,907

6%

109

5.7%

19

(56)

(37)

1,206

117

Performance Products

Starting to restore profitability in 2005

Organic Peroxides

Urea Formaldehyde Resins

Agrochemicals

0

500

1 000

1 500

2 000

2003 2004 2005

Sales by business units

€ m

1,8001,802
1,907

AdditivesTechnical Polymers

Specialty Chemicals

Improve profitability through productivity 
and price optimization

,

,

,
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Financial ReviewFinancial Review
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Summary income statements

(€ m) 

Sales

Sales growth %
Operating expenses
Research & development expenses
Selling and administrative expenses

Recurring Operating Income

Other expenses and income
Operating Income
Equity in income of affiliates
Cost of debt
Income taxes
Net income
Of which minority interests

Net income (group share)

EBITDA (recurring)
EBITDA margin

2003 2004 2005

5,047 5,318 5,710

5.4% 7.4%
(4,419) (4,670) (4,932)
(191) (183) (188)
(485) (454) (462)

(48) 11 128

(275) (605) (514)
(323) (594) (386)

2 7 7
(5) (3) (8)

(52) (36) (41)
(378) (626) (428)

2 (8) (1)

(380) (618) (427)

249 301 355
4.9% 5.7% 6.2%
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Sales bridge

5,710

5,318

5,047

- 0.2%

- 1.1%
- 2.8%

0.2%
8.9% -1.5%

3.8%

5.5%

In € m

Non-recurring items

0

100

200

300

400

500

600

2003 2004 2005

Total amount

Others €25 m

Litigation     €238 m

Restructuring & 
environment €453 m

Write-offs €678 m

In € m

High level of non-recurring items for 2003-2005
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Provisions by nature

Summary balance sheet

In € m

Fixed assets

Working capital

Provisions and net deferred tax

2004

1,766

1,163

2,929

1,753

241

0.6%

935

Capital employed

Shareholder equity

Net debt

Return on capital employed*

2003

2,265

1,065

958

3,330

2,439

(66)

n.m.

1,036

2005

1,718

1,348

3,068

1,463

567

4.5%

Capital increase of €532 m in April 2006

** Fixed assets include non-current assets excluding deferred tax

302

163

78178

130

235

Other 

SocialLitigation

Restructuring

Environment
(€241 m)

In € m

€1,086 m

31/12/2005

15 1,718

678

517

2,265
633

31
/12 /20

03

CAPEX
Deprecia

ti o
n

Wr i t
e -off

Oth ers

31/1
2 /2005

Fixed assets** bridge

In € m

*  Calculated as (recurring operating income + equity income of affiliates) divided by average capital employed
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Cash flow statement

In € m 2003 2004 2005

Operating cash flow 
before WC and cost of debt

156 109 109

Change in working capital (44) (120) (162)

Investing cash flow (254) (287) (266)

Operating cash flow 107 (14) (61)

Free cash flow (147) (301) (327)

Cost of debt (5) (3) (8)

Free cash flow impacted by non-recurring items

Recurring operating cash flow*

339

273

209

230

164

53

109109

156

Recurring Op. CF Exceptional cash expenses Operating CF

In € m

2003 2004 2005

Amount: €1,100 m

Duration: 5 Years + 1 + 1

Covenant (Net debt /recurring 
EBITDA less than 3x)

Syndicated revolving facility

* Calculated as operating cash flow before cost of debt, working capital and exceptional cash expenses
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ConclusionConclusion


