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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. 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 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’ 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 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. 
This presentation is not an offer or invitation to sell or issue securities for sale in the United States, and does not constitute 
any solicitation for any offer to purchase or subscribe any securities. Securities may not be sold in the United States unless 
they are registered or are exempt from registration. Electromagnetic Geoservices ASA does not intend to register any 
securities in the United States or to conduct a public offering in the United States. Any public offering of securities to be 
made in the United States would be made by means of a prospectus that will contain detailed information about 
Electromagnetic Geoservices ASA and its management, as well as financial statements. Copies of this presentation are not 
being, and should not be, distributed in or sent into the United States. It may be unlawful to distribute these materials in 
certain jurisdictions. This presentation is not for distribution in Canada, Japan or Australia.  The information in this 
presentation does not constitute an offer of securities for sale in Canada, Japan or Australia.



EMGS in brief

The electromagnetic (EM) pioneer and 
undisputed technology leader
Successful technology launch, proven 
methodology and improved equipment

The market leader in EM imaging
Operates the world's largest global EM vessel 
fleet - four vessels

Key figures
Turnover growth y-o-y 5.5%
EBITDA Negative $6.5 million
Market Cap NOK 1.4 billion

Rights issue of NOK 250 million in progress
• Fully guaranteed by principal 

shareholders and management
• Approximately16.5 million shares, subscription 

price NOK 15.14
• Strengthening working capital and

securing long term growth



The pioneer and world leader in the EM market

Seismic maps structures and boundaries. EM maps wha t’s inside the layers

EM source towed 
above receivers

EM receivers 
dropped at seabed

Indicated reserves



EMGS provides lower exploration risk

Seismic The EMGS solution

• Detects structures not fluid contents
• Long turnaround time – 6+ months

• High uncertainty before drilling
• High economic and opportunity cost 

of drilling

~25% exploration 
success rate

Significantly improved 
Success rate

• Remote detection of offshore hydrocarbons
• Rapid turnaround – days

• High degree of confidence before drilling
• More efficient use of drilling resources
• Synergistic integration with seismic data



Electromagnetic imaging - a compelling case

3D EM SCANNING

SEISMIC

Leads

New

Abandoned



World’s largest 3D EM survey in the Barents Sea

The world’s largest multi-client 3D EM 
survey completed in August

Well pre-funded, positive working 
capital effect

Covering more than 9,000 km²

A total of 30 blocks or all Barents Sea 
acreage in the Norwegian 20th exploration 
licencing round covered

Multi-client proved as a viable 
business model

Ability to efficiently produce resistivity 
maps over large areas



EM market in early growth phase

Current competitive landscape

EMGS in a strong competitive position

EM market still in early adoption phase
Awareness is high, acceptance is strong and adoption is picking up

Focus on commercialisation and developing markets
“Fewer, bigger and closer”

EM market in USD million*

Interpretation/ integration capabilities ExtensiveLimited
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Commercialisation – a challenging process

Large scale
adoption

Full adoption 
in technology 

window
R&D test

Technology 
adoption

(Pitfall/Chasm)

Commercial 
adoption

(Pitfall/Chasm)

Adoption
Large scale users

21 3 4 5



Bridge: Data integration and interpretation tool

Decision support tool for exploration 
professionals

EMGS data becomes an integrated
part of a familiar work environment

EM data are now available in the
decision process

This will create increased demand for
EMGS data 

Supercharging an established workspace with EM



Large scale adaptation with new customer approach

”From shot gun to rifle”
• Optimize use of EMGS resources
• Target “big spenders”

Team approach for key accounts

Three full service commercial 
business units
Stavanger (Europe, Middle East & Africa), 
Houston (Americas) and Kuala Lumpur 
(Asia)

High

Low

Required customer investment/risk
Low High
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Identified actions for increased market adoption

Large scale
adoption

Full adoption 
in technology 

window
R&D test

Technology 
adoption

(Pitfall/Chasm)

Commercial 
adoption

(Pitfall/Chasm)

5) Focus on high-potential customers

6) New customer interaction structure; workflow integration

7) Increased communication effectiveness

8) Efficient operations

1) Invest in processing & 
interpretation/integration

2) Develop and leverage EMGS 
learning model

3) Expand EM application 

4) Commercialization of scanning 
product

Adoption
Large scale users



Positioned for long term growth

Proven technology
Significant improved success rate
Reduces risk and cost

Strong market position
Experienced market leader
Strong customer base

Established business model
Highly skilled workforce in place
Scalable business
Efficient equipment available

Robust financial position
Fully underwritten rights issue


