
The Power of
BALANCE

1. anticipate market trends and deploy skills to create

additional shareholder value 2. set the standards for

reliability and dedication to serving customers  3. capitalize

on opportunities while limiting risk 4. adhere to our values

of conserving energy and

natural resources and building

the economies of our region
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ENERGY ASSETS AND OPERATIONS

CORPORATE PROFILE
Cleco Corporation (NYSE, PCX: CNL), based in Pineville, La., 
is a regional energy services company with more than 
$1 billion in annual revenue and total assets of almost 
$2 billion. Our two primary businesses are Cleco Power LLC,
an electric utility serving about 250,000 customers across
Louisiana, and Cleco Midstream Resources LLC, a wholesale
energy subsidiary with assets in Louisiana and Texas.
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Cleco Service Territory Natural Gas Pipeline Asset

REGULATED BUSINESS

Cleco Power LLC

TOTAL OWNERSHIP FUEL

CAPACITY (MW) (PERCENT) SOURCE

1 Dolet Hills 650 50% lignite
2 Rodemacher

Unit 1 440 100% gas/oil
Unit 2 523 30% coal

3 Teche 430 100% gas/oil

UNREGULATED BUSINESS

Cleco Midstream Resources LLC

TOTAL OWNERSHIP FUEL

CAPACITY (MW) (PERCENT) SOURCE

4 Acadia* 1,160 50% gas
5 Evangeline 775 100% gas
6 Perryville

Unit 1 157 50% gas
Unit 2* 568 50% gas

*Under construction. Commercial operation expected by summer 2002.



FINANCIAL HIGHLIGHTS
YEAR ENDING DECEMBER 31, 5-YEAR

COMPOUND

2001 2000 % CHANGE GROWTH RATE

Financial Data (DOLLARS IN THOUSANDS)

Total operating revenue $ 1,058,619 $ 820,015 29.1 % 19.4 %
EBITDA* $ 210,877 $ 202,813 4.0 % 7.3 %
Operating income $ 149,540 $ 147,195 1.6 % 7.4 %
Net income to common stock $ 68,362 $ 63,112 8.3 % 6.4 %
Consolidated total assets $ 1,768,125 $ 1,753,320 0.8 % 6.0 %
Capital expenditures $ 182,630 $ 210,577 (13.3)% 23.2 %
Consolidated long-term debt as percentage of capitalization 55.23% 57.86% (4.6)% 4.0 %

Shareholder Value
Common shares outstanding, year-end, basic 44,961,498 44,990,668 (0.1)% 0.02 %
Common shares outstanding, year-end, diluted 47,660,420 48,077,768 (0.9)% (0.02)%
Common shareholders at year-end 8,990 9,386 (4.2)% (5.2) %
Earnings per share, basic $ 1.52 $ 1.41 7.8 % 6.4 %
Earnings per share, diluted $ 1.47 $ 1.36 8.1 % 6.4 %
Dividends paid per common share $ 0.870 $ 0.845 3.0 % 2.6 %
Return on average common equity 14.3% 14.0% 2.1 % 2.0 %
Book value per average common share $ 10.94 $ 10.33 5.9 % 4.5 %
Market price at year-end $ 21.97 $ 27.38 (19.7)% 9.7 %
Dividend yield at year-end 4.0% 3.1% 29.0 % (6.8) %

*EBITDA — earnings before interest, taxes, depreciation and amortization

DILUTED EARNINGS PER SHARE BY SUBSIDIARY
YEAR ENDING DECEMBER 31,

2001 2000

Subsidiary
Cleco Power LLC $ 1.27 $ 1.29
Cleco Midstream Resources LLC $ 0.31 $ 0.22
Corporate and other $ (0.07) $ (0.05)

Net earnings from continuing operations $ 1.51 $ 1.46
Discontinued operations $ (0.04) $ (0.15)
Extraordinary gain $ – $ 0.05

Net earnings applicable to common stock $ 1.47 $ 1.36
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2001 CLECO POWER 
OPERATING REVENUE*
IN THOUSANDS

Residential $140,547

Commercial $ 64,127

Industrial $ 52,578

Other electric, misc. $ 59,663

Trading $ 31,212

*Excluding fuel revenue and intercompany revenue

2001 CONSOLIDATED 
CAPITALIZATION RATIOS
IN PERCENT

Common shareholders’ equity 43.4

Preferred stock 1.4

Long-term debt 55.2
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SHARE PRICE APPRECIATION
IN PERCENT, AS OF DEC. 31, 2001

1 YEAR 3 YEARS 5 YEARS 10 YEARS

Cleco (19.74) 8.58 9.73 6.02

DJUA (28.68) (2.00) 4.80 2.66

S&P MEUI (17.66) (4.93) 2.60 N/A*

DJIA (7.10) 2.96 9.22 12.20

*Not available.

DILUTED EARNINGS AND DIVIDENDS PER SHARE
IN DOLLARS

2001 2000 1999 1998 1997

Earnings 1.47 1.36 1.18 1.12 1.09

Dividends 0.87 0.85 0.83 0.81 0.79

RETURN ON EQUITY
IN PERCENT

2001 2000 1999 1998 1997

14.3 14.0 12.7 12.4 12.6

DJUA
Dow Jones 
Utility Average

S&P MEUI
S&P Midcap Electric
Utility Index 

DJIA
Dow Jones Industrial
Average

Cleco’s stock has out-
performed these major
indices over the past
three years and past 
five years.

Cleco’s earnings have
increased for the eighth
year in a row. And 
our dividends have
increased steadily 
over the last decade.

Cleco’s five-year 
average return on
equity of 13.0 percent
tops its peer group’s
average of 11.9 percent,
according to the latest
data available from
Regulatory Research
Associates for the years
1996 through 2000.



Dear Shareholders:
The year 2001 was a trying, challenging time in many ways. Sept. 11
shattered our nation’s sense of security but solidified our resolve. It helped
end the longest economic expansion in our history but reminded us of the
need for perspective.

Maintaining perspective — balance — is the only way to thrive in
uncertain times. In business, it means keeping long-term goals paramount
while responding to short-term trends.

Keeping its balance is how Cleco has succeeded for nearly 70 years. It’s
how we were able to increase net income by an average of 6.4 percent
over the last five years. It’s how we became one of only a handful of
companies in our industry to raise dividends consistently over the last 
10 years, according to The Wall Street Journal. And it’s how we will
succeed in the future.

There is strength in balance, but there is no magic formula. Balance
comes from experience. We have a good management team consisting 
of those with long-term experience at Cleco and newcomers who offer 
a fresh perspective on our company and our industry. Together, we have
the right mix of utility expertise and entrepreneurial drive to capitalize on
market opportunities.

As I said, there is nothing new in our approach. We’ve had a balanced
strategy since we began our transition from being simply a Louisiana
utility to being a regional energy services company. We’re growing
through our wholesale energy operations, and we’re finding additional
ways to build on the stable earnings and cash flow of our electric utility.

David M. Eppler

President and CEO

LETTER TO SHAREHOLDERS
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The year 2001 highlighted the benefits of that
strategy. We earned $1.47 per share (diluted) despite
milder weather that dampened utility revenue. Strong
earnings growth from our wholesale energy business
and our utility’s aggressive pursuit of revenue and 
careful expense management helped us hit our target.
In addition, we cut our losses as quickly as possible from
a money-losing line construction business, finalizing the
sale of its assets in 2001. 

Transitioning markets
The wisdom of our balanced approach is even more 
evident given the current wholesale generation market.
Wholesale power is a commodity, and commodity 
markets are subject to cycles. We’re now in what many
feel is a cycle with an overabundance of supply, which
was perhaps driven by exuberance for the generation
business. Some believe the oversupply could last several
years in parts of our region. 

With the economy slowing, the perception of a
generation oversupply took hold on Wall Street and
dramatically affected some energy stocks. 

The market started backing off these stocks during
the first half of the year, as natural gas prices soared.
But the sector later took real hits with talk of the
potential overbuild and Enron’s troubles. Even though
power-related energy companies are now classified in
various ways — nonutility power producers, companies
with regulated and competitive operations (like Cleco),
and distribution utilities, for example — large energy
marketers and nonutility power producers dragged
down the entire sector. 

I believe investors recognize the conservative way
we’ve approached the wholesale generation market.
We’ve paced development of projects, carefully man-
aged our balance sheet, and kept a strong credit profile.

We’ve secured 20-year contracts to sell the output
of our wholesale power plants. These contracts limit
our exposure to swings in the fuel and power markets
and produce steady income. 

Our Acadia and Perryville wholesale power projects
— with long-term sales agreements finalized — are
scheduled to come on-line in summer 2002, which
should help us meet our growth targets through 2003.

That’s why our stock was a good relative performer
compared to the sector even though absolute perform-
ance suffered in 2001. However, our historic perform-
ance is strong. The Wall Street Journal put our total
return between 1992 and 2001 among the top 10 in 
an industry peer group. Shareholders’ approval of a
two-for-one stock split in April 2001 showed they
remained confident about our future.

Sticking to goals
We are sticking to our goal of controlling a generation
portfolio of 4,000 megawatts, including our 1,360
megawatts of regulated generation, by 2005. And we
believe our targeted average annual earnings growth
of 8 percent to 10 percent through 2006 remains realistic.
Most of the growth is still expected to come from Cleco
Midstream Resources LLC, our wholesale energy business.

We’ll succeed because we have an energized 
and committed group of employees who know 
the marketplace, anticipate trends, and act quickly. 
That’s what we did in 1998, when we began the Cleco
Evangeline repowering project, the first project of its
kind in our region. We took aging generation units 
and converted them into a state-of-the-art, combined-
cycle plant, selling the output before the plant was 
completed. And we continued our progress with the
Acadia and Perryville projects.

Although questions remain about an oversupply of
power in the near future, we are certain the wholesale
generation market still provides opportunities for 
long-term growth. And we are adjusting our strategy 
to benefit from those opportunities. There are 
still attractive niche markets in the Southeast and 
elsewhere. We plan to serve those areas with a 
combination of the marketing of wholesale power 
contracts to a variety of customers, asset acquisitions,
and, where appropriate, asset development. 

We also recognize, however, that Cleco Power LLC,
our electric utility, remains our primary earnings driver;
and we are keeping the proper amount of focus on 
its operations. We believe there’s opportunity to
expand that business. We’re looking for about 2 per-
cent average annual earnings growth over the next 
five years. We believe this is possible with efficient 
management of the utility’s investments and expenses,
along with increased revenue from aggressive economic
development efforts.

Regulatory status
State and federal regulations remain in a state of 
flux, as they have for a number of years. At one time, 
it appeared retail choice could be only a year or two
away in our region. But California’s difficulties and
other problems have stalled the opening of many 
retail markets across the country.

The Louisiana Public Service Commission (LPSC) 
has considered a proposed retail choice plan, but com-
missioners decided not to act until an adjoining market
completes at least a year of full retail competition.
Commissioners, however, specifically excluded from their
review the portion of Texas covered by the Electric
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Reliability Council of Texas (ERCOT) — which started
competition Jan. 1, 2002. So we may not see any move-
ment toward deregulation in Louisiana until at least 2005. 

One of the markets the LPSC could be studying is
east Texas, an area not included in ERCOT and one
where we see chances to sharpen our competitive skills.
Retail choice could begin there as soon as fall 2002. 
We are working with Texas and federal regulators so
proper systems will be in place before competition
starts in that area. 

Responding to change
Each new turn is a reminder of how our company has
changed over the years to keep pace with a dynamic
industry. We’ve been successful negotiating our way
because of the wise counsel provided by Cleco’s board
of directors. 

The dean of our board and chairman of the
Executive Committee, A. DeLoach Martin Jr., is retiring
after more than 20 years of service. During his time on
the board, DeLoach has provided valuable guidance,
helping build the strong foundation we will continue 
to use as we adapt and expand our company. 

Responding to change and operating our business
profitably require reconciling a variety of interests,
especially those of the communities where we work
and live. Part of the answer lies in continuing to be a
good steward of our natural resources. As you’ll read 
in this report, we’ve added a reforestation project to
our environmental initiatives, and we’re continuing 
our award-winning environmental education programs.

We’re proud of our environmental record and the 
way we respond to the concerns of our communities,
and we’re equally proud of our rejuvenated effort to
develop our region’s economy.

Straightforward communication
Essential to our success is straightforward communica-
tion with investors, customers, regulators, and, of
course, our employees. 

I believe we’ve created an open atmosphere at
Cleco where even the most basic ideas can be chal-
lenged and improved upon by the people who are clos-
est to the action — our line mechanics and engineers in
the field, our business developers and marketers, and
our teams dealing with customers every day. 

Because, in the end, we’re not here for recogni-
tion. We’re here to provide an essential service to our
customers while getting a good return for shareholders.
To achieve that, we have to be among the best at what
we do. Our record over the past seven decades speaks
for itself.

Thank you for your continued interest in our 
company.

David M. Eppler
President and CEO
February 22, 2002

Top accomplishments of 2001

1. First phase of Perryville Power Station starts commercial 
operation.

2. 20-year power sales agreement signed for 580 MW of 
Acadia Power Project.

3. 725-MW output of Perryville Power Station sold under 
20-year contract.

4. Sale of Utility Construction & Technology Solutions LLC assets finalized.

5. Cleco Power signs wholesale power contracts with the cities 
of Ruston and Natchitoches.
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Robbie LaBorde
DIRECTOR OF BUSINESS DEVELOPMENT, 
CLECO MARKETING & TRADING LLC

Balance is learned with time. 
After working eight years in Cleco’s

environmental department and spend-
ing a lifetime as an avid outdoorsman,
Robbie LaBorde has achieved the right
balance in his job as a developer of
power plants.

“I work so hard at developing 
new power plants because I truly
believe we must upgrade the current
fleet of generation. Deregulation has
given us the chance to build plants that
are better for the environment. Their
increased fuel efficiency and state-of-
the-art pollution controls help conserve
our precious natural resources.

“Our shareholders and our cus-
tomers will certainly benefit from 
these new projects, but so will the 
environment. 

“As a developer, I have to balance
economics with the environment. But
the reality is one doesn’t have to suffer
for the other. If I thought otherwise, 
I wouldn’t be doing this job.”



The Power of 
BALANCE.
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Our company’s power comes from its balance.

We have the experience to adapt our strategies without losing sight of our
long-term objectives. We operate in sometimes-turbulent markets and still
deliver stable returns. We search the country for new opportunities while
helping build the economy of our region. We temper our desire for growth
with the discipline needed to protect and maximize shareholder value.

Balance is what separates us from the rest.



 .
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Entrepreneurial 
VISION. 

BALANCE: Success takes 
both vision and skill. Dilek Samil, 
our new chief financial officer, 
and Larry Wells, vice president of
engineering, have the vision to
anticipate where the market is
headed and the skills to turn
opportunities into additional 
value for our shareholders. 

Dilek Samil 
CHIEF FINANCIAL OFFICER AND SENIOR VICE PRESIDENT OF FINANCE, 
CLECO CORPORATION

Businesses have to do more than retrench in times 
of uncertainty. They must look for new ways to grow. 

It takes vision and experience to make that happen.
And a fresh perspective. 

Dilek Samil brings all three to Cleco as our new CFO.
After more than two decades working in the regu-

lated and competitive arenas of the utility industry, Samil
has the knowledge to help keep our company growing.

“Cleco has a record of being first to market and 
delivering on its objectives. You only need to look at our
Evangeline, Acadia and Perryville projects for evidence.
And our strategy is to continue expanding our company
through wholesale generation.

“That market is changing rapidly, but we relish change
because we see it as a chance to create additional value
for our shareholders. 

“We also have the benefit of a solid utility business,
where we’re getting great results because of our commit-
ment to customer service. Its traditional growth rate is
moderate, but we’re exploring ways to develop that 
part of our company beyond its normal growth.”

CLECO CORPORATION 8
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Proven
SKILLS.

Larry Wells 
VICE PRESIDENT OF ENGINEERING, 
CLECO POWER LLC

Conventional wisdom says that utilities don’t understand
the competitive world. Larry Wells’ 35 years at Cleco tell
him otherwise.

“Cleco has always had a competitive attitude — 
looking for new customers, new areas to serve.

“Even with our outstanding record of reliable 
service, we recognize the need to improve continually.
We’re instituting a multimillion-dollar effort to enhance
reliability, and we’ve put in place both work and outage
management systems, cutting the time it takes to respond
to and correct customer problems. 

“One of our guiding principles has been to reach 
an equilibrium between using new technology and 
recognized standards. By doing that, we’ve avoided being
locked into the old way of doing things. Our employees
are more flexible, more willing to change; and that pays
huge dividends.”

Before his promotion to vice president of engineering
in 2001, Wells served as vice president of transmission 
services. He built a team with extensive knowledge of 
the regional transmission system. That knowledge will 
help us tremendously as the transmission business under-
goes significant changes in the months and years ahead. 



 .







BALANCE: Some companies
react to change; we drive it. Anthony
Bunting, general manager of customer
service for Cleco Power, and Karl
Scheuermann, general manager 
of marketing for Cleco Marketing 
& Trading, are helping us set the
standard for innovation and dedication
to serving customers such as Boise
Cascade in Boyce, La.

CLECO CORPORATION 10

Cultivating 
CUSTOMERS. 

Anthony Bunting
GENERAL MANAGER OF CUSTOMER CARE, 
CLECO POWER LLC

Exactly when retail choice will come to Louisiana is 
uncertain, but Anthony Bunting knows the success of 
Cleco Power’s strategy is independent of politics. 

“We’re building on our reputation as Louisiana’s most
reliable utility while prudently managing our investment
in that business. We’re maximizing use of our assets and
increasing revenue in a variety of ways, including the 
signing of two new wholesale power contracts in 2001. 

“We’re looking at the latest technology — distributed
generation, e-business, automated meter reading — and
the potential of green power and other value-added prod-
ucts to strengthen relationships with customers further.” 

In 2001 our number of “very satisfied” residential 
customers was 11 percent higher than the national 
average for utilities. 

“For the second year in a row, our Call Center was
rated best-in-class, beating the average in every category
of a 2001 independent study by META Group of some 
26 electric utilities. 

“The key has been the people. You can put in all the
systems in the world, but if you don’t have the right peo-
ple, you’ll never optimize the return on your investment.” 
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Intensely 
COMPETITIVE.

Karl Scheuermann
GENERAL MANAGER OF MARKETING, 
CLECO MARKETING & TRADING LLC 

We secured our niche in the regulated world by focusing
on superior customer service and efficient operation of
power plants. We’re using those same skills to carve out 
a new niche in the competitive world. 

Cleco Midstream Resources is now an established
player in the regional energy market. It produced net
income of $14.5 million in 2001.

By summer 2002 we’ll have roughly 1,700 megawatts
of wholesale generation projects in operation.

Midstream’s goal is to produce about 40 percent 
of the company’s earnings by 2006 — mostly through
expansion of its generation business. That market is
dynamic, and we have the people to succeed.

Midstream’s staff includes experienced marketers 
such as Karl Scheuermann. 

“Our marketing and trading operation is relatively
small; its real strength is providing the market intelligence
Midstream needs to seize new opportunities. 

“That hands-on intelligence will be useful in helping
develop our role in the east Texas competitive retail power
market. We see that market as an incubator for the future
growth of our marketing and trading business.”



 .







The specialties of Keith Crump and Ken Nolley are 
analyzing trends in the energy and financial markets 
for Cleco Midstream Resources.

From the start, we’ve taken a conservative approach
to the wholesale energy business. We secured the output
of our plants through long-term power contracts, which
reduce our exposure to fuel and power market fluctua-
tions. We accepted operational risk, but we excel at 
running power plants. 

The potential oversupply of generation on both 
the national and regional levels has reduced demand for 
long-term contracts. But opportunities still exist to expand
our generation business within our risk guidelines. 

“We’re targeting strategically sound markets, and we 
have optioned potential generating sites. We’re pursuing
smaller generation projects with municipal and industrial
prospects. And we’re looking at possible asset acquisitions,”
Crump said.

Nolley plays a vital role as part of a skilled economic
analysis and finance team. 

“We have a very disciplined approach. We’re focused
on increasing our earnings while keeping our investment-
grade status. Keeping that status translates into more
opportunities for expansion.” 

Keith Crump
MANAGER OF TECHNICAL SUPPORT,
CLECO MIDSTREAM RESOURCES LLC

Ken Nolley
ASSISTANT TREASURER, 
CLECO CORPORATION

Expanding 
OPPORTUNITY.

BALANCE: Keith Crump,
manager of technical services for 
Cleco Midstream Resources, and 
Ken Nolley, assistant treasurer,
understand the marketplace and
capitalize on opportunities while
limiting risk. And Ken Dickerson, 
vice president of Cleco Generation
Services, and Russ Snyder, manager
of Evangeline Power Station, lead
teams that operate our power 
plants safely and efficiently.

BELOW (from left to right): Ken Nolley, Keith Crump, 
Russ Snyder, Ken Dickerson
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Ken Dickerson, Russ Snyder and the rest of the operations
staff at our regulated and wholesale power plants meet
our customers’ needs safely and efficiently.

The operation and maintenance costs at our regulated
plants were lower than the median of similar plants
included in a study covering 1996-2000 by EUCG, an 
independent utility cost-benchmarking group.

“It’s been our culture from the very beginning to 
run our plants with a lean staff. We’re continuing that 
by training people outside their normal jobs so they can
contribute even more effectively and keep costs low,”
Dickerson said.

Snyder credits the team at Evangeline with keeping the
plant’s availability rate at required levels and maximizing its
financial results.

“But Cleco’s first priority always has been and always
will be safety,” Snyder said.

During 2001 our Dolet Hills plant achieved more than
1.6 million safe man-hours. And Teche Power Station has
gone more than 14 years without a lost-time accident.

Ken Dickerson
VICE PRESIDENT, 
CLECO GENERATION SERVICES LLC

Russ Snyder
PLANT MANAGER, 
EVANGELINE POWER STATION

Fundamental 
STABILITY.
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Develop
REGIONALLY. 

BALANCE: Looking for 
new markets is the job of Tim 
Ross, business developer, and Lisa
Neely, business manager, at Cleco
Marketing & Trading. While we
expand, employees like Irene Norris,
manager of rights of way and real
estate for Cleco Power, and Mike
Sibley, part of our economic
development team, make sure we
adhere to our values of protecting
natural resources and strengthening
the economies of the communities
we serve. 

A void remains in the marketplace for creative deals. 
Tim Ross and Lisa Neely are among those exploring 
Cleco Midstream Resources’ opportunities and ensuring 
all details are covered.

There are still niche markets in the Southeast where
acquisition of assets and greenfield development make
sense. Market fluctuations have created acquisition 
opportunities in our region, and we’re tracking niche
greenfield opportunities outside the Southeast as well.

“You have to go where the market is,” Ross said.
“And just as important, it helps increase the geographic
diversity of our portfolio. Our national scope with a
regional focus will provide that diversity to better 
position Midstream for any future market cycles.”

According to Neely, catering to the specific needs of
customers — whether energy marketers, municipalities,
electric cooperatives, or industries — will be key. “We’ve
always taken niche markets or opportunities and
expanded them, and that is exactly what we are doing 
as we move into these other regions. We’re applying 
the expertise we’ve learned locally to expand our business
outside our region.”

Tim Ross
BUSINESS DEVELOPMENT ASSOCIATE,
CLECO MARKETING &
TRADING LLC

Lisa Neely
BUSINESS MANAGER, 
CLECO MARKETING &
TRADING LLC
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Nurture
LOCALLY.

We do more than serve the power needs of our customers;
we help support the environmental and economic health
of the communities we serve.

In 2001 we began our largest reforestation project to
date — Maknockanut Lake Plantation. “We acquired more
than 3,600 acres of marginal farmland in Louisiana as part
of a hardwood/wetland and wildlife restoration project.
Planting trees is one of the most cost-effective means of
drawing carbon dioxide from the atmosphere. Just one 
acre of forestland can sequester 150 to 200 tons of carbon
dioxide in 40 years. We intend to plant 1,500 acres with
about one million hardwood seedlings,” Irene Norris said.

On the economic side, we’ve expanded our efforts to
work with local and state economic developers to stimu-
late our region’s economy. An important facet is working
with smaller cities and towns on community planning. 

Mike Sibley, economic developer, summed it up:
“Fostering economic growth is a key part of improving the
revenue of our utility. It not only brings in new customers;
it builds relationships.”

Irene Norris
MANAGER OF RIGHTS OF WAY 
AND REAL ESTATE, 
CLECO POWER LLC

Mike Sibley
ECONOMIC DEVELOPER, 
CLECO POWER LLC
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