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MMO business model
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Who we are and what we do
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Geo

Reservoir modelling and
technology, geology and
geophysics, wellsite and
operations geology

Operations
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Operational services,
asset mgmt

Offshore Partner Norway Offshore Partner UK

Offshore maintenance,
modification and
operations services

Offshore maintenance,
modifications, removal and de-
construction

Design of "smaller” platforms
Electro
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Electro services for the

Industrial Maintenance
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Mechanical and electro
services for the onshore

oil & gas industry e
process and utilities

industries
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Three business streams

Operations & Geo

Offshore Partner
* Maintenance

* Modifications

* Field Abandonment
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MMO main market trends

Northern Europe

Stable long term market
offshore in Northern Europe.
Activity in Norway and UK will
last for 50-100 years if the
industry is willing to change
and improve

Major oil companies
restructuring for common UK/
Norwegian organisation

New type of clients entering
the market through acquisition
of existing fields
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Global

A large, long term market
world wide

Diverse market - clients
contracting strategy and terms
and conditions differ widely

Access to local resources key
when carrying out MMO
activities
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Growth strategy based on four elements

Utilise cross border opportunities

O

S LA
ralns

0 @)

1L

Continue to climb the value chain

Value
added
concepts
Man power
supplier

Field abandonment
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Grow internationally
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Continue to climb the value chain

E B EE
Customer
relationship Operations & Geo
Alliance “Duty Holder”
/partner
“Life-of-install
extender”
“Technology
Mutual supplier” New i
trust “CAPEX/OPEX business
interface
manager” ) e,SS
“Volume \)5\(\
supplier” . ,&-\(\g“
e
Formal
/detail Compensation/
control type of contract
Reimbursable Incentive based Fixed price Profit sharing based

on value added
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Aker Kvaerner models

Finance
) Core
Reservoir

Service operator
(not licensee)

Facility operations, logistics
Mgt and onshore support

Campaign Maintenance

M&M-contractor ] '
e.g. AK Offshore Repairs and preventive

Partner contractor maintenance

Modifications
Traditional model Alternative Model
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Two major milestones in our growth strategy

Field Operations

11I: Amerada Hess

Duty holder on the Amerada Hess
AH 001 platform

Cost reductions and production
optimisation increasing life of field
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Field Abandonment

11I: Total

Frigg: A NOK 3 billion contract

Removal and disposal of 6
topsides and 3 steel jackets on
the Frigg field
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Focus areas for international growth for MMO

Cross-border opportunities Norway/UK -
Climbing the value chain

Page 10

AKER KVARNER




Summary

Long term business with strong home market base

Growing business through four initiatives
Cross border solutions - to capture common UK/Norway market
and knowledge
Grow in the value chain - enter more value added business
Maintain strong market position in field abandonment
Grow internationally

Cross-border opportunities Norway/UK - Page 11 AKER WERNER

Climbing the value chain

DISCLAIMER

This Presentation includes and is based, inter alia, on forward-looking information and statements that are
subject to risks and uncertainties that could cause actual results to differ. These statements and this
Presentation are based on current expectations, estimates and projections about global economic conditions,
the economic conditions of the regions and industries that are major markets for Aker Kveerner ASA and Aker
Kveerner ASA’s (including subsidiaries and affiliates) lines of business. These expectations, estimates and
projections are generally identifiable by statements containing words such as "expects”, "believes”, "estimates’
or similar expressions. Important factors that could cause actual results to differ materially from those
expectations include, among others, economic and market conditions in the geographic areas and industries that
are or will be major markets for Aker Kvaerner's businesses, oil prices, market acceptance of new products and
services, changes in governmental regulations, interest rates, fluctuations in currency exchange rates and such
other factors as may be discussed from time to time in the Presentation. Although Aker Kvaerner ASA believes
that its expectations and the Presentation are based upon reasonable assumptions, it can give no assurance
that those expectations will be achieved or that the actual results will be as set out in the Presentation. Aker
Kveerner ASA is making no representation or warranty, expressed or implied, as to the accuracy, reliability or
completeness of the Presentation, and neither Aker Kvaerner ASA nor any of its directors, officers or employees
will have any liability to you or any other persons resulting from your use.

The Aker Kvaerner group consists of many legally independant entities, constituting their own separate
identities. Aker Kvaerner is used as the common brand or trade mark for most of these entities. In this
presentation we may sometimes use "Aker Kvaerner", "Group, "we" or "us" when we refer to Aker Kvaerner
companies in general or where no useful purpose is served by identifying any particular Aker Kvaerner
company.
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