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This Roadshow Presentation has been produced by NEAS ASA (the Company ) solely for use at the presentation to investors held in connection with the proposed offering and 
may not be reproduced or redistributed to any other person. 
This document contains certain forward-looking statements relating to the business, financial performance and results of the Company and/or the industry in which it operates. 
Forward-looking statements concern future circumstances and results and other statements that are not historical facts, sometimes identified by the words believes , expects , 
predicts , intends , projects , plans , estimates , aims , foresees , anticipates , targets , and similar expressions. The forward-looking statements, contained in this Roadshow

Presentation, including assumptions, opinions and views of the Company or cited from third party sources are solely opinions and forecasts which are uncertain and subject to risks. 
A multitude of factors can cause actual events to differ significantly from any anticipated development. Neither the Company nor ABG Sundal Collier Norge ASA nor any of their 
parent or subsidiary undertakings or any such person s officers or employees guarantees that the assumptions underlying such forward-looking statements are free from errors nor 
does any of the foregoing accept any responsibility for the future accuracy of the opinions expressed in this Roadshow Presentation or the actual occurrence of the forecasted 
developments.
No representation or warranty (express or implied) is made as to, and no reliance should be placed on, any information, including projections, estimates, targets and opinions, 
contained herein, and no liability whatsoever is accepted as to any errors, omissions or misstatements contained herein, and, accordingly, none of the Companyor ABG Sundal 
Collier Norge ASA or any of their parent or subsidiary undertakings or any such person s officers or employees accepts any liability whatsoever arising directly or indirectly from the 
use of this document.
ABG Sundal Collier Norge ASA is acting for the Company and nobody else in connection with the proposed offering of the Company s shares, and will not be responsible to any 
person other than the Company for providing the protections afforded to its respective clients for providing advice in relation to the proposed offering
By attending this Roadshow Presentation you acknowledge that you will be solely responsible for your own assessment of the market and the market position of the Company and 
that you will conduct your own analysis and be solely responsible for forming your own view of the potential future performance of the Company s business.
This Roadshow Presentation is being communicated in the United Kingdom to persons who have professional experience in matters relating to investments falling within Article 19(1) 
of the Financial Services and Markets Act 2000 (Financial Promotion) Order 2005 (such persons being referred to as investment professionals"). This presentation is only directed at 
qualified investors and investment professionals and other persons should not rely on or act upon this presentation or any of its contents. This Roadshow Presentation (or any part of 
it) is not to be reproduced, distributed, passed on, or the contents otherwise divulged, directly or indirectly, to any other person (excluding an investment professional s advisers) 
without the prior written consent of ABG Sundal Collier Norge ASA and the Company. This Roadshow Presentation and the information contained herein are not an offer of 
securities for sale in the United States and are not for publication or distribution to persons in the United States (within the meaning of Regulation S under the U.S. Securities Act of 
1933, as amended (the Securities Act )). The securities proposed to be offered in the Company have not been and will not be registered under the Securities Act and may not be 
offered or sold in the United States except pursuant to an exemption from the registration requirements of the Securities Act. 
The information contained in this Roadshow Presentation does not constitute or form part of, and should not be construed as, an offer or invitation to subscribe for or purchase the 
securities discussed herein in any jurisdiction. Neither this Roadshow Presentation nor any part of it shall form the basis of, or be relied upon in connection with any offer, or act as 
an inducement to enter into any contract or commitment whatsoever. 
This Roadshow Presentation speaks as of 12 March 2007. Neither the delivery of this Roadshow Presentation nor any further discussions of the Company with any of the recipients 
shall, under any circumstances, create any implication that there has been no change in the affairs of the Company since such date.

Disclaimer

Disclaimer
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6 months for management and the largest shareholder; Nordic Capital Partners IV

Sole Manager

Offering summary

Offering summary

NOK 33 to NOK 41 per share (MNOK 159 198 in pre-money valuation)

Up to 3,000,000 million primary shares from capital increase

Up to 750,000 million secondary shares

Public offering in Norway (10% discount per share on first round lot)

International private placement

12 - 21 March 2007 

23 March 2007 on Oslo Børs

Price range

Offer size

Offer structure

Offering period

Listing

Lock-up

Syndicate



4

NEAS A leading facility management company

Executive summary . .. 5

Market overview . .. 9

Business overview . .. 13

Company outline

Business areas and services

Customers

Organisation

Financials 20

Summary and outlook. .. 22

Appendix .. 24

II

IIII

IIIIII

IVIV

VV

AA



5

Leading FM company with strong market position

High sales growth and improving EBITDA margins

Complete range of value adding FM services

Competent and experienced management

Attractive company

Attractive market

A leading company in a growing industry

Strong outsourcing trend

Low penetration most companies still perform FM tasks themselves

Increase of financial property owners who outsource to a greater extent

Restructuring in the public sector increases demand for professional service providers
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A complete supplier of property related services

Two business areas

Property Consulting

Facility Services

Property Management

Property Operations and 
Maintenance

NEAS Operations NEAS Consulting

Main services

Brands
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Strong growth and improving profitability

More than 30% organic sales growth from 2005 to 2006

Significant new contracts won

Strong market momentum into 2007

120 123
149

261

14
84

-12

2003 2004 2005 2006

Sales (MNOK) EBITDA (MNOK)

NEAS Group (03-06)
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FM trends

Increasing
consolidation

The FM market is characterised by clear positive trends

Economies of scale

Single point of contact

Increased focus on 
margins

Traditionally low margin products

Improved margins through 
efficient production and value 
creation

Cash flow 
generation

Low capital need in operations

Growth is sometimes 
self-financed

Outsourcing 
growth

More and more services are 
outsourced

The positive trend is clear

Added products
and services

Service concepts are becoming 
more complex from single 
service to multi service providers

One contract for several services 
is a trend

Implications
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Growth drivers

Significant growth expected

Strong outsourcing trend
Customers increasingly focus on core business and demand more professional support services
There is consistency between the company s FM-strategy and the chosen strategy for other support 
functions as Finance & Accounting, HR and IT. (Source: Capgemini Nordic FM Survey: More for 
Less )

Low penetration
Most companies still perform FM tasks themselves
The Norwegian market is still in an early phase

Increase of financial owners
Property is increasingly owned by financial owners, such as listed property companies and syndicates
These owners outsource property operations and maintenance to a greater extent than more 
traditional owners 

Restructuring in the public sector increases demand for professional service providers 
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~NOK 350 per m2 per year 
(excl. energy and construction projects)

~10 bn
External market

Low penetration in Norway

Significant growth expected (cont d)

Source: Multicosult

Non-residential 
buildings in 

Norway 
~110 million m2

~NOK 350 per m2 
per year 

(excl. energy and 
construction 

projects)

NOK 40bn 
Norwegian Facility 

Management 
market

NOK 30 bn
Internal Facility 

Management 
market

x

~NOK 10 bn
External Facility 
Management 
market

less

=

=

~1.6 bn
Outsourced 
FM market

Outsourced FM contracts cover less than 4% of the 
Norwegian market
Internationally 25-40% of the FM market is outsourced

Norwegian FM market

Source: NEAS
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2001-2002 2003-2004

NEAS won one 
of the largest FM 
contracts 
awarded in 
Norway (Posten 
Norge)

Asset 
Management 
and Operations 
and Maintenance 
of 3 mill. sq.m

Continued 
restructuring to 
regain 
profitability in all 
areas

2005

Acquired Total-
reform AS

Acquired Nexus 
Drift AS

Secured large 
public sector 
contracts:

Akershus 
Fylkeskommune

Oslo Kommune 
Omsorgsbygg

Statsbygg

Vinmonopolet

Disposal of 
Nordica AS

2006

Acquired the     
business of Pecon 
Eiendoms-service 

Recruitment of 
Postpartner founder 
and transfer of 
customer base

Implemented new 
Facility Service concept

Established offices in 
Stavanger, 
Kristiansand, 
Sarpsborg, Gjøvik and 
Luleå

Secured significant 
contracts:

Jernbaneverket

Aberdeen Property 
Investors 

ICA Eiendom

Sjøfartsdirektoratet

Post- og teletilsynet

NAV

IFS

Bergesen

Briksdalen

ACNielsen

Organic and acquired growth

1988-1999

1988: NEAS 
established as a 
property 
management 
company

1992: Established 
Technical Mgmt 
Services

1997: Acquired Borg 
Eiendomsforvaltning 
AS and Eiendoms-
partner AS

1997: Established 
Operations and 
Maintenance 
services

1999: Merged with 
Forvaltningsplan AS

1999: Acquired 55% 
of Nordica AS

2000

Established 
presence in 
Bergen

NCP IV AS 
invested in 
NEAS

Acquired Park 
Eiendoms-
service AS

Acquired Norsk 
Brannconsults
Fire Safety 
Advisory dept. 
with offices in 
Bergen, 
Trondheim and 
Oslo

Acquired DANE 
(Det almin-
nelige Norske 
Eiendoms-
selskap) 
Mgmt (70
sq.m) and 
Asset 
Management 
services

Restructuring to 
regain 
profitability in 
all areas

Company history
2007 (YTD)

Preparing for 
successful listing at 
Oslo Børs 

New CFO hired

New important 
contracts:

Vital Eiendom

Klaveness

Teller
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NEAS is a complete supplier of facility management 
services and solutions 

Approximately 300 employees (FTEs) with diversified 
professional backgrounds

Total area under management and operations is

approx 4,3 million square meters

1,500 properties

approx 6,000 tenants

Main customers are property developers, owners and 
tenants

NEAS present at 12 locations:
Eleven offices in Norway: HQ at Lysaker (Bærum), Oslo (3), 
Bergen, Trondheim, Stavanger, Kristiansand, Skien, 
Sarpsborg and Gjøvik
One office in Sweden; Luleå

Vision and mission

A leading facility management company

Vision: NEAS shall be the leading partner for 
complete facility management services
Mission: NEAS provides facility management services 
to give property owners and tenants the opportunity to 
focus on their core business

About NEAS

NEAS
Group

NEAS 
Consulting

261 MNOK (Sales 2006)

161 MNOK 100 MNOK

Brand names

Business areas

NEAS 
Operations
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Value oriented operating model

What creates value for NEAS customers? What creates value for NEAS?

Value adding customer-adapted services and solutions
Access to top competence
Standardised and future-oriented services and 
solutions
Quality and price guarantees

Long term customer relationships
Standardised solutions and processes facilitating 
consistent quality and effectiveness
Innovative price strategies to meet customer 
preferences and to improve margins

The Three Focus Areas

Running
Operations

Delivering
Advisory Services

Providing
Suppliers

Single
products

Multi disciplinary
solutions

User

Purchaser

Mgmt.

Lo
w

Service /
product

Decision
level

Bundling

Operating model and key success factors Sales approach

Make / buy assessments
Optimal / one-stop shopping

Competence
Credibility

Quality
Efficiency

High
Pric

eS
en

sit
ivi

ty
Lo

w



16

NEAS Operations

NEAS Operations

Large 
customers

Brands

Locations

Business Area Manager: Bjørn Forwald (53)Management

Lysaker
Oslo
Bergen
Trondheim

Kristiansand
Stavanger
Sarpsborg
Gjøvik

Consulting Operations
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NEAS Consulting

NEAS Consulting

Statsbygg


