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CAPITAL MARKETS DAY

Shippingklubben, Oslo
19 September 2012

DISCLAIMER

This Capital Markets Day 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. Such forward-looking information and statements 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 Electromagnetic Geoservices 
ASA (EMGS) and its subsidiaries. These expectations, estimates and projections are generally ASA (EMGS) and its subsidiaries. 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 the EMGS’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. Although Electromagnetic Geoservices ASA believes that its expectations and the 
information in this presentation were based upon reasonable assumptions at the time when they 
were made, it can give no assurance that those expectations will be achieved or that the actual 
results will be as set out in this presentation. Electromagnetic Geoservices ASA nor any other 
company within the EMGS Group is making any representation or warranty, expressed or company within the EMGS Group is making any representation or warranty, expressed or 
implied, as to the accuracy, reliability or completeness of the information in the presentation, and 
neither Electromagnetic Geoservices ASA, any other company within the EMGS Group nor any 
of their directors, officers or employees will have any liability to you or any other persons 
resulting from your use of the information in the presentation. Electromagnetic Geoservices ASA 
undertakes no obligation to publicly update or revise any forward-looking information or 
statements in the presentation.
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SAFETY MOMENT

AGENDA

09:00 – 09:10

09:10 – 09:30 

Welcome and practicalities

Introduction and strategy update
Roar Bekker, CEO

09:30 – 09.50: Asset light and flexible business model09:30 – 09.50: 

09.50 – 10:25

Asset light and flexible business model
Svein Knudsen, CFO

Technology and operations
David Neser, COO and CTO

10:25 – 10:45

10.45 – 11.30 

Break with refreshments

Building the EM market
Dave Ridyard, EVP Strategic Business Development

11:30 – 12:00 Summary and Q&A
Roar Bekker, CEO

12.00 – 13:00 Lunch
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INTRODUCTION AND 
STRATEGY UPDATE

Roar Bekker, CEO 

EMGS IN BRIEF

• Pioneered the EM industry • 300 employees • Listed on OSE March 2007• Pioneered the EM industry

• Technology & market leader

• Delivered >650 surveys

• 300 employees

• Worldwide experience

• Efficient & stable operations

• Listed on OSE March 2007

• Market cap.: NOK 3.3 billion

• 2011 revenues: USD 172 million 
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SERVICES AND PROJECT EXECUTION

Imaging, interpretation 
& integration

3D EM data acquisitionPlanning

• 3D Inversion

• Integrated interpretation

• Full-azimuth 3D CSEM

• Magnetotelluric (MT)

• Sensitivity study

• Survey design 
and optimisation

Health, safety & environment

and optimisation

WORLDWIDE EXPERIENCE AND PRESENCE  

Include PNG

Survey water depths from ~ 30 to 3500 metres in mature and frontier basins worldwide 
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MILESTONES SINCE CAPITAL MARKETS DAY JUNE 2011

2011
Aug

USD 90 million
contract

2011
Sept

New customer 
Ghana survey

2011
Dec

Collaboration 
agreement

2012
Mar

Management 
team strengthened: 

David Neser, formerly 
Schlumberger 

2012
May

New customer 
Papua New Guinea

2012
June

NCS multi-client 
library card deal worth 
USD 8 million 

David Hicks,  formerly 
TGS

2011
Nov

Basalt mapping 
survey for 
ExxonMobil

2012
Mar

Barents Sea 
multi-client
campaign

2012
June

Extension worth 
USD 39 million

2011
Aug

Agreement to 
acquire OHM

2012
Sept

Portfolio 
optimisation 
project worth 
USD 20 million

2012
Jan

EM Leader 
mobilised in Asia

SOLID FOUNDATION ESTABLISHED IN A GROWTH MARKET 

250

Company status

• Unique technology position

• Efficient operations 

• Strong balance sheet

USD million 2012
• Revenues of USD 215 – 230 million
• EBITDA margin of ~ 30%

50

100

150

200
• Strong balance sheet

• Asset light business model 

Market growth potential

• Entering value driven growth phase

• Increased customer adoption

• New technology

• New applications

0
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KEY DRIVERS FOR MARKET GROWTH

Increased adoptionNew applicationsNew technology

• EM integrated in E&P workflow 

• Customers’ EM expertise 

• Recognition of value proposition 

• Structural imaging (salt/basalt) 

• Volume estimation, appraisal

• Regional exploration

• See deeper, higher resolution 

• Step-change

• Shallow water 

Industry partnerships, joint ventures and multi-cli ent business model

Improved data integration

EMGS ADDRESSABLE MARKET BY SEGMENT, 2015 

2015

20122012

Regional 
exploration

Pre-drilling 
risk 

reduction

Development 
and 

production

Structural 
imaging 

(salt/basalt etc.)
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EM MARKET GROWTH

Birth of the 
industry 

(1997-2004)

Euphoria
(2004-07)

Consolidation
(2007-10)

Renewed growth 
(2010-15)

600
Revenues per year (USD million)

200

300

400

500

600

EM market

0

100

200

2002 2003 2004 2005 2006 2007 2008 2009 2010 2011 2012 2013 2014 2015

ASSET LIGHT AND FLEXIBLE 
BUSINESS MODEL

Svein Knudsen, CFO 
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FINANCIAL HIGHLIGHTS 

Revenues and revenues/costs per vessel month (USD million)

4,0

5,0

6,0

7,0

30,00

40,00

50,00

60,00 Contract 

Multi-client

Revenues per 
vessel month

0,0

1,0

2,0

3,0

0,00

10,00

20,00

30,00

Q3'10 Q4'10 Q1'11 Q2'11 Q3'11 Q4'11 Q1'12 Q2'12

EBITDA (USD million)

30%

40%

50%

15

20

25

vessel month

Cost per 
vessel month

EBITDA USD million

EBITDA margin

-20%

-10%

0%

10%

20%

30%

-5

0

5

10

15

Q3'10 Q4'10 Q1'11 Q2'11 Q3'11 Q4'11 Q1'12 Q2'12

DAY RATES, CONTRACT SALES

200 000

250 000

USD

50 000

100 000

150 000

200 000

0

50 000

Q3 '10 Q4 '10 Q1' 11 Q2' 11 Q3 '11 Q4 '11 Q1 '12 Q2 '12
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STRONG FINANCIAL POSITION 

Equity and liabilities (USD million)

160

180

200

Assets (USD million)

160

180

200

44

50

20

40

60

80

100

120

140

20

40

60

80

100

120

140

59%

0

20

30.06.2011 30.06.2012

Non-current assets other than cash

Cash

Current assets other than cash

0

20

30.06.2011 30.06.2012

Shareholders equity Liabilities Interest bearing debt

Q2 2012 Q3 2012 Q4 2012 Q1 2013

Apr May Jun Jul Aug Sep Oct Nov Dec Jan Feb Mar

VESSEL ACTIVITY AND BACKLOG

Gulf of 

Vessel schedule as of 19 September 2012

BOA Thalassa

BOA Galatea

Atlantic Guardian 

EM Leader

Petrobras

Asia

Norway

PEMEX

Barents Sea

PNG

Americas

Africa

Brazil

Gulf of 
Mexico

UK

Brunei

Americas

Brazil Brazil

UK
N
C
S

EM Express

Contract: Multi-client: Contract negotiations: 

Norway

Proof of concept & technology test: 

(Standby at no cost in Bergen)
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ASSET LIGHT SCALABILITY: VESSELS 

Proactive ramp-up strategy on track
• Flexible vessel capacity secured through 

acquisition of OHM
• Pay-per-use charter hire agreements 

on EM Leader and EM Express

Proactive ramp-up strategy

Forecasted 
demand

Under-capacity

on EM Leader and EM Express

Additional capacity readily available    
• A range of suitable multi-purpose 

vessels in the spot market
• We require large back deck and DP 

capabilities

Efficient mobilization 

Short-term 
vessel lease 

Long-term 
vessel lease

• Rigging costs at USD 0.5 – 1 million
• Rigging period of 1 – 2 weeks

BOA Thalassa

VESSEL CHARTERS

3 x 12 months

Dec

BOA Galatea

Atlantic Guardian 

EM Leader

EM Express

Firm

3 x 12 months
Optional

July

25 Oct

Mar

May

EM Express

2012 2013 2014 2015 2016 2017



11

ASSET LIGHT SCALABILITY: EQUIPMENT 

Full equipment set 
• 150 receivers, dual source and handling 

system, and processing capabilities 
• Lead time of 9 months
• Capital expenditure: USD 20 million• Capital expenditure: USD 20 million

Fifth equipment set
• Available in the first half of 2013 
• Receivers can be used on fifth vessel 

or to increase productivity on the other 
four vessels 

EXPANDING THE MULTI-CLIENT BUSINESS MODEL

• Optimise vessel utilisation

• Strong cash flow and revenue stream
80

90

Investments and sales as 
of 30 June 2012 (USD Million)

• Enhance adoption – customers gain 
access to EM data at low entry fee

• Conservative investment approach 

• Strengthening the team with 
industry experience

20

30

40

50

60

70

Late sales 
and uplift

0

10

20

Investments Revenues

Pre-
funding
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IDEAL REVENUE MIX

2010-20121)

Long contracts (> 3 months): 
• Maintain high utilisation 
• Portfolio optimisation by adopters 

(primarily NOCs)

By 2015

(primarily NOCs)

Short contracts (< 3 months)
• New customers gain access to EM
• Portfolio optimisation by adopters 

(primarily super majors)

Multi-client
• Push adoption – expose new 40%

25%
• Push adoption – expose new 

customers to EM
• High revenue and margin upside

40%

35%

1) 2012: As of 30 June 2012

COSTS, CAPEX AND TAX ASSETS

Operational expenditure per vessel 1)

• Normalised level of ~ USD 70,000 
per day 

• High-cost countries (e.g. Mexico, Brazil, 
New Zealand) ~ USD 80,000 per day

Other
19 %

Opex

• Excluding depreciation 

Capital expenditure 
• 2012: USD 20 million
• 2013: USD 25 million
• New receivers, new source technology 

and processing capacity

Unused tax assets 
• Unrecognised deferred tax asset: 

Vessel 
lease
47 %

Crew 
salary
19 %

Fuel
15 %

• Unrecognised deferred tax asset: 
USD 73 million

• Tax losses carried forward: 
USD 235 million

19 %

1) Charged to the following categories in the income statement: Charterhire, fuel and crew expenses, 
Employee expenses and Other operating expenses
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SUMMARY

Strong financial position 
• Record-high financial results 
• Equity ratio of 59%
• Solid cash position 

Expanding  multi-client activity 
• Adding industry experience to the team
• Goal 2015: 25% revenues from MC

Scalable and asset light business model
• Flexible vessel charters with options
• Short lead time on new equipment 
• Capex on new equipment sets funded 

by cash flow from operationsby cash flow from operations

TECHNOLOGY AND OPERATIONS

David Neser, COO/CTO
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OUTLINE

• Technology & Operations Synopsis

• Technology Update
– Source
– Receiver– Receiver
– Imaging and Interpretation

• Summary

RESISTIVITY IN THE BOREHOLE

Water-bearing 

10
4

10 10
0

10
2

10
3

10
1

1010 10 10 1010

Well log resistivity [Ωm]
-1

Water-bearing 
sediments: 
1 - 2 Ωm
Low resistivity

Hydrocarbon 
reservoirs: 
10 - 100 Ωm
High resistivity

Hydrocarbon
reservoirs display 
high resistivity 

High resistivity
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CSEM & MMT: MEASURING RESISTIVITY FROM THE SEABED

salt

sediments

sediments & reservoir

Marine 
Magnetotellurics

Large-scale 
features

Low resolution

Deep sensing

CSEM

Sensitive to thin 
horizontal resistors

Higher resolution 
than MMT

basement

PRODUCTIVITY AND EFFICIENCY INCREASES

• Faster towing speed

• Shorter line changes
20
25
30
35

Average towing KM per 24 hours

• Less technical downtime

• Purpose built handling 
equipment & improved 
handling techniques

0
5

10
15

2007 2008 2009 2010 2011 2012

7

8

9

Average receiver deployment per 24 hours

handling techniques

• Experienced crews

• Less technical downtime 4

5

6

7

2007 2008 2009 2010 2011 2012
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TECHNICAL DOWNTIME

• Equipment reliability
16
18

% Technical downtime

• Equipment reliability

• Maintenance procedures

• Experienced crews

0
2
4
6
8

10
12
14
16

2007 2008 2009 2010 2011 2012

OUTLINE

• Technology & Operations Synopsis

• Technology Update
– Source
– Receiver– Receiver
– Imaging and Interpretation

• Summary
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Shelf Xpress

• Current output: 7200A (6 x conventional source)
• Broadband signal (0-12 Hz)
• Water depth: 10 – 700 m
• Deeper penetration • Deeper penetration 
• Higher resolution
• Just completed first 3D survey in North Sea
• Faster towing speed (increase of 1 knot)

Deep Xpress

• Broadband signal: 0 – 25 Hz (more than doubled)
• Source current: 1500A (20% increase)
• Water depth: 40-4000m
• Higher resolution • Higher resolution 
• Deeper penetration
• Faster towing speed (increase of 1 knot) 
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SOURCE SYSTEMS: SPECIFICATIONS

Standard
Deep 
Xpress

Shelf 
Xpress

Water Depth 
Range

40-3500 m 40-4000 m 10-700 m
Range

Current 1,250 A 1,500 A 7,200 A

Power 100 kW 110 kW 1200 kW

Current 
Measurement 
Precision

2% <1% <1%

Timing accuracy 1000 uS <100 uS <100 uS

Bandwidth (Hz) 0–10 Hz
(5Hz notch)

0 – 25 HZ 0 – 12 Hz

Tow Speed 2-3 knots 3-4 knots 3-4 knots

RECEIVERS: SIGNAL/NOISE RATIO IMPROVED X 100

Next-generation

Rx 2/3

Rx 4
Rx 5

Rx 1
Rx 2/3

20 nV/Root Hz 2 nV/Root Hz 0.2 nV/Root Hz

Self Calibration New Coils
New E-sensors

1 nV/Root Hz

2002 2006 2010 2014
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RECEIVER COUNT – 2002

RECEIVER COUNT – 2010
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RECEIVER COUNT – 2015

RELATIVE COST & FOLD / QUALITY VS RECEIVER COUNT

200

1.30

1.40

1.50

Fold

Relative Cost

Based on a 972 sqkm survey with 
1.5x1.5 km grid in 1000m WD

50

100

150

0.70

0.80

0.90

1.00

1.10

1.20

F
o
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R
e
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v
e

 C
o

s
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More receivers means 

00.50

0.60

0.70

1 40 80 120 160 200 240 280 320 360 400 440 480

Available Rx

More receivers means 
reduced cost and better 
quality of measurement
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EXPANDING THE APPLICATION WINDOW
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HIGH PERFORMANCE COMPUTING UPGRADE

• Multi-million USD HPC center in 
Trondheim

• New installation of 4032 cores 
in August 2012

• Increase in capacity of 126%• Increase in capacity of 126%

• Supports production needs for 5th vessel
• Supports MMT processing requirements
• Supports new inversion techniques

IMAGING AND INTERPRETATION

2002 2012 2015

• Next-generation 
3D inversion

• Joint MMT/CSEM/Seismic 

• 3D CSEM anisotropic 
inversion

• 3D MMT inversion • Joint MMT/CSEM/Seismic 
inversions

• Time Lapse EM

• Full integration, all software 
platforms

• 3D MMT inversion

• Cooperation with 
WesternGeco
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EMGS IMAGING TECHNOLOGY MILESTONES & TIMELINE

Ta
rg

et
ed

 
A

pp
lic

at
io

ns

Prospect maturation & risking

Scanning (regional & lead/play generation)

Appraisal & reservoir characterization

Structural imaging (sub-salt, sub-basalt)

Production monitoring

Next generation 3D EM inversion
EM+seismic joint inversion
Time-lapse EM inversion

3D CSEM 
depth 

migration

CMP 
inversion

Isotropic 
2.5D&3D 

CSEM 
inversion

Anisotropic 
2.5D&3D CSEM 

inversion
SBLwiz

3D MMT inversion
Shallow water inversion

3D CSEM+MMT
joint inversion

CSEM+seismic
joint QI

Proof of ConceptCoarse rx grid
3D CSEM 
inversion

2006 2009 2012 2014

RX3RX2

Receiver: Prototype 
Ultra 

E-Sensors and 
Coils

RX4

Receiver 
calibration

RX5

EMGS Coils
Ultra E-Sensors

Shelf Xpress
Deep Xpress

iUSBL / Gator2 / 
Spint

Next Generation EM

migration

SUMMARY – TECHNOLOGY AND OPERATIONS

• Well established technology

• Mature operations

• Exciting new technology• Exciting new technology

– Broadband sources

� Shelf Xpress

� Deep Xpress

• Receiver technology

• Next generation EM (JIP)
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BUILDING THE EM MARKET

Dave Ridyard, 

Executive Vice President Strategic Business Development

EMGS ADDRESSABLE MARKET BY SEGMENT

2015

20122012
Regional 

exploration
Pre-drilling 

risk 
reduction

Development 
and 

Production

Structural 
imaging 

(salt/basalt etc.)
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BUILDING THE EM MARKET

Outline

• E&P environment
– Where are companies spending
– Who is spending

Be #1 in EM

Accelerate Increase 
Broaden 

Expand application window

– Who is spending

• Expanding the application window
– Smaller targets
– Deeper targets
– Continental shelf

• Building confidence in EM

• Building portfolio value with EM

• Broadening the scope of EM

Build confidence in EM data

Accelerate 
customer 
adoption

Increase 
customer 

penetration

Broaden 
scope

• Broadening the scope of EM
– Regional exploration
– Structural imaging

E&P EXPENDITURE TRENDS

50

60

2012 vs 2013

Spend more

10

20

30

40

50

No change

Spend less

0

Land Offshore
(Shelf)

Offshore
(Deepwater)

Source : Welling Report 2012
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PLENTY ROOM FOR GROWTH

Marine geophysical expenditure breakdown

Electromagnetics (3%)

Other data collection (3%)

Outsourced interpretation 
and analysis (6%)

G&G software IT support  (4%)

Multi-client data
(27%)

Proprietary Data 
Acquisition

(39%)

Source : Welling Report 2012

Processing services
(18%)

GROWING SIGNIFICANCE OF NATIONAL OIL COMPANIES (NOCs)

50

60

70
Oil company reserves (BBOE)

3000

Majors Large 
Ind.

Small 
Ind.

NOC’s
0

10

20

30

40

50

Exxon Mobil

Lukoil
BP

Shell Ind. Ind.

No change Spend less

Source: Welling Report 2012Source: Chevron

ENI

Total
Conoco Philips
Chevron
Shell

Spend more
Other Oil

Other Gas

NOC Gas

NOC Oil
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NATIONAL OIL COMPANIES

NOCs OPERATIONAL EFFICIENCY

PEMEX

Petrobras

ExxonMobil
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NOC STRATEGY – IS IT WORKING?

80

Likelihood of using EM on future projects

Highly likely Somewhat likely Not likely

67%

20

30

40

50

60

70

26%

19% 19%

67%

0

10

20

Total sample Majors Independents NOCS

19% 19%

Source : Welling Report 2012

GOVERNMENT AND REGULATORY STRATEGY

Uruguay

• BG awarded 3 
blocks based on 
work program work program 
including 3D EM

• Proprietary and 
multi-client potential 
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BUILDING THE EM MARKET

Outline

• E&P environment
– Where are companies spending
– Who is spending

Be #1 in EM

Accelerate Increase 
Broaden 

Expand application window

– Who is spending

• Expanding the application window
– Smaller targets
– Deeper targets
– Continental shelf

• Building confidence in EM

• Building portfolio value with EM

• Broadening the scope of EM

Build confidence in EM data

Accelerate 
customer 
adoption

Increase 
customer 

penetration

Broaden 
scope

• Broadening the scope of EM
– Regional exploration
– Structural imaging

NEW TECHNOLOGY CREATES AND GROWS MARKETS

“We believe the next-generation system will at leas t 
double the number of hydrocarbon prospects we 
can evaluate with EM.” 

Mark Rosenquist, ShellMark Rosenquist, Shell



30

NEW TECHNOLOGY CREATES AND GROWS MARKETS

Source : Welling Report 201250%

40%

% of 
prospects 

% of prospects 
suitable with 

% of prospects 
suitable with 

30%

20%

10%

0%

prospects 
suitable for 
current EM 
resolution & 
penetration 

suitable with 
50% 

resolution 
increase

suitable with 
50% 

penetration
increase

SMALLER, DEEPER TARGETS

Minimum 
detecable 
net pay (m) Standard source

Seabed towing
Shelf Xpress
Surface towing
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ta

l V
er

tic
al

 D
ep

th
 (

m
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Increased 

market potential
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CONTINENTAL SHELF

Exploration wells drilled by water depth : 2000 – 20 10 annualized  
(Source : Deloitte / Petroview)

0-50 m 50-500 m 500-1500 m 1500-3500 m >3500 m

EAME 43 132 36 18 0

AP 71 123 28 9 0

NSA 254 147 98 62 1

TOTAL 368 402 162 89 1

Traditional deep 
water market

Emerging continental 
shelf market

BUILDING THE EM MARKET

Outline

• E&P environment
– Where are companies spending
– Who is spending

Be #1 in EM

Accelerate Increase 
Broaden 

Expand application window

– Who is spending

• Expanding the application window
– Smaller targets
– Deeper targets
– Continental shelf

• Building confidence in EM

• Building portfolio value with EM

• Broadening the scope of EM

Build confidence in EM data

Accelerate 
customer 
adoption

Increase 
customer 

penetration

Broaden 
scope

• Broadening the scope of EM
– Regional exploration
– Structural imaging
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MATCHING THE DRILL BIT

“EM is altering our prospect risking and ranking.”
Bruce Falkenstein, Joint Operations Manager, Vanco

Ghana Summit, March 2012

Formation resistivity
Borehole log
3D EM predicted

MATCHING THE DRILL BIT

~80% Prediction strength
Dirk Smit et al (Shell) 

Marelec 2011

EM Surveys (by year)
Buland et al (Statoil)
First Break (2011)

90 %

100 %

18

20

20 %

30 %

40 %

50 %

60 %

70 %

80 %

90 %

4

6

8

10

12

14

16

18

0 %

10 %

20 %

EM Positive Ambiguous EM Negative

Discovery Failure

0

2

4

2001 2002 2003 2004 2005 2006 2007 2008

Weak and inconclusive Conclusive
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BUILDING THE EM MARKET

Outline

• E&P environment
– Where are companies spending
– Who is spending– Who is spending

• Expanding the application window
– Smaller targets
– Deeper targets
– Continental shelf

• Building confidence in EM

• Building portfolio value with EM

• Broadening the scope of EM• Broadening the scope of EM
– Regional exploration
– Structural imaging

RESOURCE ESTIMATION

R . T

Resistivity-Thickness 
product is a fair proxy 
for resources in place

Resistivity (R)

Thickness (T)

Borehole log

R B . T B R EM . T EM

Exploration well

EM Prediction vs Borehole measurement

3D EM inversion
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PORTFOLIO VALUE CREATION
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PORTFOLIO VALUE CREATION
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PORTFOLIO VALUE CREATION

Without EM With EM

Number 
of wells

16 6

Well cost $ 2,400 M $ 900 M

R
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n 

[M
M

bo
e] Well cost $ 2,400 M $ 900 M

Est. 
recoverable 
reserves

138 279

Expected value 
[@ $50/bbl]

$ 6,891 M $ 13,970 M
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Probability of success (PoS)
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BUILDING THE EM MARKET

Outline

• E&P environment
– Where are companies spending
– Who is spending

Be #1 in EM

Accelerate Increase 
Broaden 

Expand application window

– Who is spending

• Expanding the application window
– Smaller targets
– Deeper targets
– Continental shelf

• Building confidence in EM

• Building portfolio value with EM

• Broadening the scope of EM

Build confidence in EM data

Accelerate 
customer 
adoption

Increase 
customer 

penetration

Broaden 
scope

• Broadening the scope of EM
– Regional exploration
– Structural imaging

REGIONAL EXPLORATION – EFFICIENT EM OPERATIONS

Multiple targeted surveys

Risk reduction

Regional survey

Risk reduction

Potential new discoveriesPotential new discoveries
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REGIONAL EXPLORATION 
MULTICLIENT DATA INTEGRATION & INDUSTRY COLLABORATION

REGIONAL EXPLORATION – BARENTS SEA EXPLORATION HISTORY

Before 3D EM

80 Exploration wells

2 Commercial discoveries

Goliat

Snøhvit

Goliat

3D EM data
(2008, 2010)

3D EM data
(2012)

3D EM data
(2008, 2010)

3D EM data
(2012)
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REGIONAL EXPLORATION 
BARENTS SEA MULTICLIENT 3D EM

Apparent
anisotropy

6.0

5.0

7.0

2008 – 2012
23,700 sq.km.

4.0

3.0

2.0

1.0

REGIONAL EXPLORATION – BARENTS SEA EXPLORATION TODAY

The 3D EM era

3 Exploration wells

3 Discoveries

• Skrugard

SkrugardHavis

Norvarg

• Skrugard
Statoil – 2011

• Norvarg
TOTAL – 2011

• Havis
Statoil - 2012

3D EM data
(2008, 2010)

3D EM data
(2012)
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BUILDING THE EM MARKET

Outline

• E&P environment
– Where are companies spending
– Who is spending

Be #1 in EM

Accelerate Increase 
Broaden 

Expand application window

– Who is spending

• Expanding the application window
– Smaller targets
– Deeper targets
– Continental shelf

• Building confidence in EM

• Building portfolio value with EM

• Broadening the scope of EM

Build confidence in EM data

Accelerate 
customer 
adoption

Increase 
customer 

penetration

Broaden 
scope

• Broadening the scope of EM
– Regional exploration
– Structural imaging

MILESTONES SINCE CAPITAL MARKETS DAY JUNE 2011

2011
Aug

90 MUSD
contract

2011
Sept

New customer 
Ghana survey

2011
Dec

Collaboration 
agreement

2012
Mar

Management 
team strengthened: 

David Neser, formerly 
Schlumberger 

2012
May

New customer 
Papua New Guinea

2012
June

NCS multi-client 
library card deal worth 
8 MUSD 

David Hicks,  formerly 
TGS

2011 2012 20122011 201220122011
Nov

Basalt mapping 
survey for 
ExxonMobil

2012
Mar

Barents Sea 
multi-client
campaign

2012
June

Extension 39 MUSD 

2011
Aug

Agreement to 
acquire OHM

2012
Sept

Portfolio 
optimisation 
project worth 
MUSD 20

2012
Jan

EM Leader 
mobilised in Asia
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SUB BASALT SEISMIC ENHANCEMENT

Before EM After EM
1200 m

2400 m

3600 m

4800 m

6000 m

7200 m

8400 m

9600 m

10800 mEM Resistivity overlay 
Shallow section magnified

2400 m2400 m

3600 m

4800 m

SUB-SALT SEISMIC ENHANCEMENT

Image courtesy of Schlumberger
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SUB-SALT SEISMIC ENHANCEMENT

Image courtesy of Schlumberger

STRUCTURAL IMAGING – STRATEGY DEVELOPMENT

2012 2013 2014 2015

Evaluate strategic options

Technology requirements development

Proof of Concept projects

USD 5 –
15 million

USD 5 –
25 million

Technology requirements development

Technology development
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CUSTOMER TECHNOLOGY ADOPTION PROFILE
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Customer 
Evaluation
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20
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20
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20
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20
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20
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20
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20
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20
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20
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20
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20
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Proof of 
Concept 
project(s)

Pent up 
demand

Sustainable 
growth

20
05

20
06

20
07

20
08

20
09

20
10

20
11

20
12

20
13

20
14

20
15

STRUCTURAL IMAGING – STRATEGY DEVELOPMENT

2012 2013 2014 2015

Evaluate strategic options

Technology requirements development

Proof of Concept projects

USD 5 –
50 million

USD 5 –
100 million

USD 5 –
15 million

USD 5 –
25 million

Technology requirements development

Technology development

Commercial projects
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SUMMARY

Current status

• Robust E&P environment

• 4 vessels operating

Growth potential

• Increased customer adoption

• New technology

– Deeper penetration

– Increased resolution

– Continental shelf applications

• New applications

– Regional exploration

– Portfolio scale de-risking

– Development applications

– Structural imaging

Regional 
exploration

Pre-drilling 
risk 

reduction

Development 
and 

Production

Structural 
imaging 

(salt/basalt 
etc.)

SUMMARY 

Roar Bekker, CEO 
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EM MARKET GROWTH

Birth of the 
industry 

(1997-2004)

Euphoria
(2004-07)

Consolidation
(2007-10)

Renewed growth 
(2010-15)

600
Revenues per year (USD million)

200

300

400

500

600
EM market

0

100

200

2002 2003 2004 2005 2006 2007 2008 2009 2010 2011 2012 2013 2014 2015

EMGS: A UNIQUELY POSITIONED INVESTMENT CASE

Scalable & 
flexible business 

Market growth

Technology and 
market leadership

• Increasing the 

flexible business 
model

• Stable and efficient 
operations 

• High quality data 

Operational 
excellence

• Strong balance sheet 
and cash position

• Asset light 

• Robust E&P 
environment

• New customers, 
new technology and 
new applications

• Now in the value 
driven growth phase• Increasing the 

technology lead

• Strong client 
relationships

• High quality data driven growth phase



45

Q & A

APPENDIX
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MULTI-CLIENT SALES, INVESTMENTS AND NBV PER VINTAGE

90

100

USD million

30

40

50

60

70

80

Investment

Sales

Net Book Value

0

10

20

2008 2009 2010 2011 2012 Total

ACCOUNTING PRINCIPLES MULTI-CLIENT

Revenue recognition
• Prefunding (from start to completion of data acquisition): Percentage of completion
• Late sales (after completion of data acquisition): Upon delivery of data to customer
• Uplift (fee paid when licensee is awarded blocks in licensing round): Upon formal award 

by authorities by authorities 

Cost capitalization  
• Direct costs of surveys are capitalized as investments in the balance sheet
• Direct costs: data acquisition, data processing and other direct project costs

Amortization
• Investments are amortized over 3 years as a function of cost of survey over 

estimated revenues
• Four profitability categories with amortization rates of 45, 60, 75 & 90%• Four profitability categories with amortization rates of 45, 60, 75 & 90%
• Forced amortization applied if sales do not meet expectations 
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Svein Knudsen, CFO

• PGS 1994-2005: 
VP Finance and Treasury

• Joined EMGS in 2005
• BSc in business and 

administration from 

Roar Bekker, CEO

• Schlumberger 1984-2007: 
Seismic operations, seismic 
processing, marketing and 
sales

• MsC in Geophysics

EXECUTIVE MANAGEMENT TEAM

administration from 
Appalachian State University 
(ASU) in North Carolina

Dave Ridyard, EVP Strategic Business Development

• Over 25 years’ experience in 
marine seismic: product 
development, sales/marketing

• President EMGS Americas 

• MsC in Geophysics
• Joined EMGS as COO in 

2007 
• CEO from 2009

David Neser, COO & CTO

• Schlumberger 1990-2012: 
Operations, business 
development, sales and new 
product development. • President EMGS Americas 

2007-11
• Joined EMGS as product 

champion for 3D in 2006
• Double honours degree in 

applied physics and electronics

product development. 
• BSc in electrical engineering 

and MSc in  IT
• Joined EMGS in May 2012


