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MMO in brief

= Service provider to oil companies with cost- e, a LT
effective solutions for maintenance, modification, ' %l e

operation and removal of oil and gas assets in a §
safe and environmentally sound manner ;
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m Strong foothold in North Sea home market with
selective international expansion

m Cooperate with other Aker Kvaerner business
areas to a large extent

Engineering, Electrical,
Modifications & Decommissioning Instrument & Operations Subsurface
Maintenance Telecom
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Business model MMO

. . rate, maintain Remove and \
Design and deliver .
and improve deconstruct

Revenue
&Up to 3-5 CAPEX ~0,5 CAPEX

potential
0.5 -4 years R -> 40 years 0.5-5 years

1 CAPEX

m Execution capabilities = Service installed base s Safely remove,
and technology concepts = Service concept main deconstruct and
main differentiators differentiator rec_y_cle installation/
facility

= Removal concept main
differentiator
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Operational achievements in 2006

= Maintained position offshore and
expanded onshore in home market —
North Sea
e Revenue increase
e Profitability continued to improve :
e High order intake and options on long R
term contracts released Zaa0ticE: ST

m Reorganised and focused on core
business
e Non-core activities divested
e Established new operating model
e Improved business in Canada and
established in GoM — Houston

& Snghvit (Source: Statoil)
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Main market trends

Home market — North Sea Global

= Market heated with high oil price, high = A large growing, long term market
activity level and reso hallenges world wide

= Oil companies reversing outsourcing = Not one market - clients contracting
trend in Operati strategy and terms and conditions

) . differ widely
= Large num ew oil companies
operators and = More large and complex installations
orwegian are being developed

= Must have local presence when
m High focus on life extension projects carrying out MMO activities
and marginal field developments

m Life extension projects postpone field
abandonment decisions
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Long term strategic direction
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Adding value through securing resources

= Human resource base Attitude is everything
management st 1841

Retain present resources
e Increase flexibility

e Resource allocation

e Competence development

= Retained key resources, recruited
750 new employees and hired
additional ~2 500

m Increasing resource availability
through international Aker/Aker
Kvaerner hubs

Q106 2
1 ORI 18
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Adding value through developing new
concepts and services
m Stepping up the value chain

e Leveraging the MMO study capability

0ilCo responsibility and reservoir management L TeChnlcaI Integrlty Management
o i Services

New facilities
Operations Decom-

B e e e From operations support to operations
M&M Removal management

Modifications
‘Supply chain and logistics

e Subsurface from consultancy to

3D AK core 3D AK partly core 3> AK non core reservoir management

Operations & Geo
“Duty Holder "

m Project execution excellence and
portfolio management

Ipartner
“Life-of-installation

“Technology
Mutual supplier”
trust “CAPEXIOPEX
interface
manager "

e Aker Kvaerner Project Execution
Model (PEM)

“Volume
supplier”

o e Balance project portfolio and risks to
L maximise utilisation of resources and
Reimbursable Incentive based Fixed price Eilvaliesdded . .
increase profit
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Adding value through growth in prioritised areas

Utilise and piggy back on existing and new
Aker/Aker Kvaerner businesses around the world

@ Major Aker/Aker Kvaerner hubs N
AKERKVARNER

@® MMO established
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Summary

= MMO adding value to clients’
operating assets through:

e Extensive experience and leading position
in home market

e Large resource base available - being part
of the bigger Aker/Aker Kvaerner Group

e Stepping up the value chain
- developing new concepts and services

e Project execution excellence
e Growth in prioritised areas

=

Foundation for further revenue and margin growth

AKERKVERNER'

part of the Aker group

Adding value to clients’ operating assets
© 2006 Aker Kvaerner




