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Presentation Structure

A Introduction

A Purpose of the Presentation
A Five Factor Framework
A'Who is Tailwinds?

A Final Thoughts
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The Newfoundland Offshore

A Three Production Wells

T Hibernia discovered in 1979 with
first oil in 1997

I Terra Nova discovered in 1984
with first oil in 2002

I White Rose discovered in 1984
with first oil in 2005 w7 @Stjohn's White Rose
A One well in Development L
I Hebron discovered in 1981 with Hibenia 4
first oil expected in 2016 -
A Several in exploration

I Deepest exploratory well in
Canada (250fetre9 is being
drilled this summer by Chevron
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Tailwinds
Three Lifelong Business Lessons

1.090% of what | Know, I I

el sebd
Rex Anthony - a Newfoundland businessman

2.0l f the hodsmeuntdé s dead,
John Kelly da Canadianbusinessman
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Purpose of this Presentation

A To share the experience of what
happened i n Newfound
from those who were there in its
beginning

A To present the lessons learned through a
framework developed from their
collective experiences




Tailwinds

Research Methodology

A Study Group

I Individuals/government officials with at least 20+
years of experience in the exploration, development

and production phases in the Newfoundland Offshore
A Main Questions

I What were the main lessons learned with respect to
partnering ?

I If you knew then what you know now, what advice
would you give yourself?
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The Results

The Five Factor Framework for
Successflbartnerships
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Cairn Hits the Jackpot
Sikunews 24/08/2010

Greenl and Oi | Rush Looms
Bloomberg 05/05/2010

Cairn Drops after Greenland Well Fails
to Find Oll
Businessweek24/08/2010

Cairn Find Fuels Hope of New Frontier
Wall Street Journal 24/08/2010

Greenland Head Urges Oil Patience
Upstream 25/08/2010
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# 1. Have Realistic Expectations

A From exploration to production there are many
cycles of activity and inactivity and numerous
factors influence the cycle

A Businesses were most vulnerable during the
exploration phase and most had little experience
to handle the down cycles

A Common mistakes were coming out to fast and
depleting resources(cash)

A Successful companies sustained themselves with
core business during the periods of inactivity,
they were patient and managed resources wisely
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# 2. Must Continuously Add Value

A Operators continuously search for value from
their contractors and subcontractors

A Value is defined as creating something useful,
fixing something that is broken or finding a
solution to a problem

A Value is defined by the Client not by the
Contractor

A Your competitors are constantly looking for ways
to provide better value than you!

A When the Client believes you no longer add
enough, you are quickly replaced
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# 3. Choose Your Partners Wisely

ARelevant experience and technology for the
operating environment

AFocus on capacity building vs. 10% cream
skimming

A Proximity and/or birthright does not
guarantee a successful partnership

ADo your due diligence
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Offshore Commercial Diver dressing in.
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#4. Structure the Partnership

Accordingly

AProject Specific Partnerships

A Must have a defined leader with a history of
oexecution certaintyo

AContinuous Services Partnerships
A Focus on building capacity
A Seek control

A Insist on technology transfer & buy out
provisions
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Pro-Dive Marine Services

Seaeye Cougar XT ROV

with cage TMS & manipulators
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#5. Government Must be a

Strategic Partner

ARegulations (Safety, Environmental
and Taxation)

Alndustrial Benefits
AEducation and Training

AFinancial and Technology Assistance
Programs

Alnfrastructure
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The Five Factor Framework
for Successful Partnerships

#1. Have #2. Must #4. Structure #5. Government
o : #3. Choose Your : :
Realistic Continuously Partners Wisel the Partnership as a Strategic
Expectations Add Value y Accordingly Partner
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Who i1s Tallwinds?

A We are business facilitators and relationship
brokers

A We work with companies, organizations, and
governments that want to enter new markets or
learn new industries

AOur goal is to become
partners

C
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reduces the time required to reach its
destination
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Final Thoughts
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Random Pictures
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