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North American Energy Partners Inc. 
Q1 Conference Call Transcript 

 
 
 

Participants: 
 
Rod Ruston – President and CEO 
David Blackley – CFO 
Bernie Robert  - VP Corporate Affairs and Business Strategy 
Kevin Rowand – Director, Strategic Planning and Investor Relations 
 
 
Operator:  

Good morning ladies and gentlemen.  Welcome to the North American Energy Partners’ 
Fiscal 2010 First Quarter earnings call.  At this time all participants are in listen-only mode.  
Following management’s prepared remarks, there will be an opportunity for analysts, 
shareholders and bondholders to ask questions.  The media may monitor this call in listen-
only mode.  They are free to quote any member of management but they are asked not to 
quote remarks from any other participant without that participant’s permission. 

I advise participants that this call is also being webcast concurrently on the company’s 
website at nacg.ca. 

I will now turn the conference over to Kevin Rowand, Director, Strategic Planning & 
Investor Relations of North American Energy Partners Inc.  Please go ahead, sir. 
 
Kevin Rowand:  

Good morning ladies and gentlemen and thank you for joining us. On this morning’s call we 
will discuss our financial results for the three months ended June 30, 2009.  All amounts 
are in Canadian dollars. 

Participating on the call are Rod Ruston, President and CEO; David Blackley, CFO and 
Bernie Robert, Vice President Corporate Affairs & Business Strategy. 

Before I turn the call over to Rod, I would like to remind everyone that statements made 
during our prepared remarks or in the Q&A portion of the conference call, with reference to 
management’s expectations or our predictions of the future, are forward-looking 
statements.   
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All statements made today which are not statements of historical fact are considered to be 
forward-looking statements.  Certain material factors or assumptions were applied in 
drawing a conclusion or making a forecast or projection as reflected in the forward-looking 
information.   

The business prospects of North American Energy Partners are subject to a number of 
risks and uncertainties that may cause actual results to differ materially from a conclusion, 
forecast or projection in the forward-looking information.   

For more information about these risks, uncertainties and assumptions, please refer to our 
June 30th, 2009 Management’s Discussion and Analysis, which is available on SEDAR and 
EDGAR. 

As previously mentioned, management will not provide financial guidance.   

At this time, I will turn the call over to our CEO, Rod Ruston. 

Rod Ruston: 

Thank you, Kevin and good morning ladies and gentlemen.  Thank you for joining us today. 

The first quarter brought a number of positive developments, despite continuing weakness 
in some of our sectors. 

Highlights of the quarter included signing a new three-year mining services agreement with 
Shell Canada...and more recently, a three-year contract to undertake integrity inspection 
services with TransCanada Pipeline.   

We also successfully renewed our credit agreement extending the maturity date one–year 
through to June 2011......and just last week we acquired a small piling company in Milton, 
Ontario that accelerates our expansion into the eastern Canadian piling and industrial 
construction markets where we see some great growth opportunities around the 
government’s stimulus package. 

Finally, we have maintained a concerted cost control focus to ensure our business costs 
are in line with our level of activity a key action in allowing us to maintain good margins. 

We’ll talk a little more about these developments on our call today. 
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Financially, our results were in line with our expectations.  

Our revenue results reflect the fact that we are currently in between pipeline projects and at 
the same time are facing weak conditions in the commercial and industrial construction 
sector in spite of which, you will remember from our last call, we secured a significant 
industrial project at the Co-Op refinery in Regina, Saskatchewan, our first move in industrial 
work in Saskatchewan. 

Our recurring services revenues were also off this quarter because of a temporary 
reduction in volumes on our overburden removal contract and a substantial maintenance 
program at Syncrude that had all contractors at that site at reduced operating levels for a 
period in the quarter.  As you may recall, Canadian Natural asked us to temporarily stop 
work while project commissioning was completed to produce first oil.  We understand that 
the commissioning is going very well and as a result, we are now ramping up again and are 
expecting to be back to normal production early in the second half of our fiscal year.  

While our revenues were down this quarter, I’m pleased to report that our margins were 
very healthy at 16.9%. This reflects our disciplined approach to managing our business in 
the current environment.  

Turning to our segment results... three-month revenue from the Heavy Construction and 
Mining segment was down $57 million or 30% from last year as a result of reduced 
volumes from both project development and recurring services revenue sources. 

With respect to project development, the revenue decline reflects the impact of deferments 
of some major oil sands construction projects including Suncor’s Voyageur and Petro-
Canada’s Fort Hills. 

With respect to recurring services, our site services business was down slightly year-over-
year.  Increased volumes under our master services agreement with Shell at the Albian 
sites (Muskeg River and Jackpine) were offset by reduced workloads with both Syncude 
and Canadian Natural. As I said previously, Syncrude’s need for contractor services was 
temporarily reduced while they undertook a large maintenance program that severely 
reduced processing plant capacity. The reduced workload at Canadian Natural related to 
their project start-up as previously mentioned. 

Again, I want to emphasize that both of these work load reductions are short-term and not 
related to the current economic environment. 
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As previously mentioned, the ramp-up has already commenced at Canadian Natural.  Over 
at Syncrude, where all site contractors were affected by the maintenance shutdown, 
contract work is now re-commencing and we expect to see a steady build-up over the next 
2 quarters.  

While revenue declined, margins from the Heavy Construction and Mining segment 
improved significantly from last year.  

Segment margins in the prior year were negatively impacted by production challenges on 
one project, a delay in getting approval on some change orders and a fuel supply contract 
that delivered revenues but no margin. 

Turning to Piling, revenues for the three-month period were down 66% due to weaknesses 
in the commercial and industrial construction sectors and a reduction in high-volume oil 
sands projects. 

Margins were also down to 18.4% from 20.4%...mostly reflecting the margin pressure 
related to the weaker market conditions. We continue to face increasing competition for the 
available work. 

First quarter Pipeline revenue was also down significantly from the $27 million achieved a 
year ago when we were busy on the TMX contract. 

So overall a weaker quarter from a revenue standpoint but we were successful in 
maintaining strong margins. 

At this point, I’ll call on David Blackley, to provide more detail on our first quarter financial 
results . . . David. 

David Blackley:  

Thank you Rod and good morning everyone.   
 
I am going to review results for the first quarter ended June 30th 2009 as compared to the 
first quarter ended June 30th 2008. 
 
Reduced volumes in our three segments left us with consolidated revenues of $147.1 
million, which were down 43.2% from last year.  
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However, as Rod mentioned, first quarter gross margins remained healthy at 16.9%, 
resulting in $24.8 million gross profit for the first quarter.  
 
Turning to operating income, we recorded $9.8 million of operating profit in the first quarter, 
compared to $26.9 million last year.  
 
This reflects lower gross profit in the current period, partially offset by a $4.1 million 
decrease in our G&A expenses as we have worked diligently to successfully lower costs 
and improve our business processes. 
 
First quarter net income was 40 cents on a diluted per share basis, compared to 52 cents 
last year. Backing out the impacts of various non-cash items, net income per share would 
have been 1 cent in the current year versus 41 cents last year on a diluted per share basis. 
 
Turning to capital...total acquisitions for the first quarter amounted to $25.9 million of which 
we funded $5.6 million with operating leases, $600,000 with capital leases and the 
remaining $19.7 million was funded with cash.   
 
Sustaining capital expenditures were $2.1 million and the remaining $23.8 million of new 
capital was growth related.  
 
As Rod indicated, we were successful in renewing our credit agreement with our banking 
syndicate and we have extended the term by one year.   This provides important stability 
for us in the current tight credit environment.  
 
As we indicated in our press release, the new credit agreement includes a term facility of 
up to $50 million. The term facility is available to us until August 31st at which time any 
unutilized capacity of the term facility, up to a maximum of $15 million, will be added to the 
$75 million revolving facility.  
 
As at June 30th we had utilized approximately $12 million of the term facility to fund 
equipment purchases that would have otherwise been funded with operating leases.  To 
date, we have utilized $29 million of the term facility and we anticipate increasing that to 
approximately $35 million by August 31st. 
 
Looking at liquidity, under the new $125 million dollar facility, we had $20 million of 
outstanding and undrawn letters of credit to support performance guarantees on our 
customer contracts and $12 million drawn on the term facility, resulting in approximately 
$93 million of borrowing availability as at June 30th 2009.   
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Our cash position at June 30th was $80 million, which is down from $99 million as at March 
31st this year, primarily due to the timing of capital spending, the June 1st interest payment 
on our senior notes and processing of payment certificates. 
 
That summarizes our first quarter results.  I will now turn the call back to Rod to tell you 
about our outlook. 
 
Rod Ruston 

Thanks David.   

Looking ahead, our expectations for the second quarter remain cautious.  

We are still feeling the impact of oil sands project deferrals and postponements and this will 
continue to put a damper on project development revenues in the near-term.  

Taking a somewhat longer view, however, we believe that the outlook for oil sands 
investment is improving thanks to stronger oil prices and lower costs. 

Both the Kearl project and the recently approved merger between Suncor and Petro-
Canada are also expected to have a positive impact on oil sands activity and investment.   

In our recurring services business, we anticipate that lower-than-normal demand will 
continue through the second quarter, with growth resuming in the second half of this fiscal 
year. By then, we will be approaching normal production volumes on our overburden 
removal contract. 

We foresee increased demand for mine support services from some of the other 
established sites. Our large truck fleet (240-300 ton trucks), where we have focused our 
capital spending over the last few years, is currently fully-utilized in our recurring services 
business and there is clear demand for more supply of this sized equipment.   

Our customers are expressing a strong desire to move away from the smaller trucks with 
less than 200 tonnes capacity and more towards large-sized trucks with the view to 
reducing costs though greater efficiency and improving safety by reducing site congestion.   

This bodes well for our strategy as the number of contractors that can supply this size of 
truck, with associated loading equipment, is limited. 
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Our new agreement with Shell is a milestone for our Company in that it clearly reflects the 
strong relationship we have built with this company and is the culmination of our efforts to 
provide a value solution for our customer needs while concurrently reducing the variability 
of our workload. The new three-year contract covers construction, earth moving and mine 
support at the Shell Albian Sands’ operational Muskeg River Mine and the currently under 
construction, Jackpine Mine.  

It replaces an expiring two-year master services agreement and for the first time, includes a 
defined scope of work in addition to the general master services agreement component of 
the contract.   

Overall we continue to view recurring services as the most stable part of our business with 
opportunities for continued growth.  

In our Pipeline segment, our new three-year TransCanada contract is a welcome 
development. This contract involves completing pipeline integrity excavations and 
hydrostatic retests on TransCanada’s mainline system in BC, Saskatchewan, Manitoba and 
Ontario. The Alberta portion has yet to be awarded.  

Essentially our role is to oversee the testing and inspection of TransCanada’s pipeline 
system to ensure its integrity and to identify and where agreed, undertake any required 
maintenance.   

Annual revenue from this contract will vary depending on the amount of maintenance work 
we perform but the integrity work will provide us with a steady base workload between 
major projects.  This work will make it easier for us to retain our core group of project 
managers and key field personnel.  

This contract also extends our pipeline operations geographically and marks our entry into 
a segment of the market that we’ve been targeting for some time now. 

Turning to the commercial and industrial construction market, our outlook has improved as 
a result of several previously announced small contract wins by the Heavy Construction 
and Mining and Piling segments.  

Overall, however, activity remains well below fiscal 2009 and 2008 market levels.  

One of our strategies in the Piling segment has been to extend our base eastward in 
pursuit of additional opportunities. 
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In April of this year, we opened an office in Toronto and just a few days ago, as I said 
earlier we completed our acquisition of Drillco Foundations, a small piling company located 
in Milton, Ontario.  

This gives us an established presence in the Ontario market, where some $32.5 billion in 
announced federal and provincial government infrastructure spending is slated for the next 
two years.  Our service offering in the region will be focused on both Piling and light 
industrial construction services.  Pleasingly, we have already been approached to bid on 
some projects in the area using these skill sets. 

Overall, while market conditions remain challenging, we are seeing some positive 
developments from the oil sands operators and as a consequence, improving opportunities 
for our own business.  

To that end, we have now established our corporate office in Calgary so we are closer to 
our customers and we also continue to focus on reducing costs, streamlining our business 
and strengthening our balance sheet.  

As an aside, we noted in the press release our intention to file a shelf prospectus to issue 
common shares in the US and Canada from time to time over the next 25 months. We 
currently have no immediate plans to issue any common shares but with a view to market 
conditions improving in the mid to longer-term, we want to ensure efficient access to the 
market in order to take advantage of opportunities when they materialize. 

With that, I’ll now turn the call back to the operator. 

Operator: 
 
Thank you.  To ask a question, please press the numbers *1 on your touchtone phone.  If 
you wish to withdraw your question, you can press *2.  To allow others the opportunity to 
ask their question, please limit your inquiry to one question and one follow-up question 
only.  If you have further questions, please press *1 to return to the queue.  If you have any 
questions, please press *1 now. 
 
Our first question is coming from Bert Powell with BMO Capital Markets.  Please state your 
question. 
 
Bert Powell – BMO Capital Markets 
 
<Q>:  Thanks.  Good morning, Rod. 
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<A>:  Rod Ruston - Good morning.  How are you Bert? 
 
 
<Q>:  Not too bad.  Good performance on the quarter especially on the project costs.  I’m 
just wondering how much of that is related to the CNRL temporarily halted and you were 
able to redeploy that equipment.  As CNRL re-ramps is that likely to head back up to more 
normalized rate because this is a pretty stellar performance. 
 
<A>: Rod Ruston - No.  I do not think it is going to sort of head way back up.  We’ve 
certainly put a lot of effort into controlling our costs and doing a really good targeted 
approach to the business that we’re running.  Systems are getting better everyday and 
because of that our information flow is better every day and we believe we will be able to 
control the costs as we go forward. 
 
<Q>:  Okay, so this isn’t a mix issue, this is just simply a cost issue and then managing the 
cost better.  So you would expect that you could stay sub 40% in terms of project costs 
given what you’ve got on your plate in terms of recurring services today. 
 
<A>: David Blackley – Yes.  But it’s like… it’s just one of the other things that you do need 
to keep in mind is the mix of work will also determine how much is project costs versus 
equipment costs. 
 
<Q>:  Yes. 
 
<A>: David Blackley – A lot of the project costs are more reflective of things like use of 
subcontractors and material costs. 
 
<Q>:  Okay. 
 
<A>: David Blackley - Or something like the CNRL contract, that’s primarily our own labor 
which would go into the project costs obviously and then equipment costs which is running 
our own equipment.  So a mix of work will also drive that shift a little bit.  Last year, we had 
a lot more work that was involving subcontractor things like the pipeline project. 
 
<Q>:  Sure Okay, fair enough. 
 
<A>:  David Blackley - That plays a big part in it, too. 
 
<Q>:  Okay, and then just one last question on TransCanada, what’s the baseline for the 
service component that does not contemplate obviously any work that you would do that 
would be associated with repairs that you’d be doing on the line? 
 



   

 

      

 

10

10

 

<A>: Rod Ruston - That has not actually been determined yet, but what basically happens 
is we have put in bids to say… this is how we can do the project.  So it’s a bid that indicates 
costs at various levels and gives a good definition, let’s says, of our ability to execute.  And 
now that the contract’s been awarded, TransCanada will go through and that will give us 
basically a large worksheet and say okay, these are the areas that we want you to do.  We 
will then look at those and we will determine which areas can be done at the unit price we 
said and which ones would more likely be cost plus, etc. and we’ll work that out and away 
we go. 
 
<Q>:  Okay, perfect.  Thanks, Rod. 
 
Operator: 
 
Thank you.  Our next question in the line is from Matt Duncan with Stephens.  Please state 
your question.  
 
Matt Duncan – Stephens Inc. 
 
<Q>:  Hi.  Good morning, guys. 
 
<A>: Rod Ruston - Hi, Matt.  How are you? 
 
<Q>:  Good, thanks.  Rod, the first question I’ve got is kind of a follow-up on Bert’s last one 
there.  Are there any brackets you could put around sort of the low end of what your 
revenue expectations would be with the TransCanada contract to help us get some sense 
of how we ought to be thinking about modeling your pipeline revenue.  Is it $5 million, is it 
$20 million, just some… any guidance that would be helpful. 
 
<A>: Rod Ruston - Yes.  It is very, very difficult to say, Matt, I can tell you it’s not a TMX in 
the base line  work but as I’ve said before, if we can run our pipeline division in a year 
bringing in in the order of $20 million to $30 million to $40 million, then we would see our 
pipeline division as being in pretty good shape.  I would expect that a significant 
contribution of that would come from this job. 
 
<Q>:  Okay, that’s helpful.  When do you expect to ramp up work on that job? 
 
<A>: Rod Ruston - We’re in discussions now but it probably won’t start until October or 
November, anywhere. 
 
<Q>:  Okay.  Turning to the renegotiation with Shell, is that annual value of that contract, is 
it going to be comparable to the work you’ve been doing for them or does it just add a little 
bit of work you weren’t previously doing? 
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<A>: Rod Ruston - We believe that actually is going to add some work because it’s put us 
in a position where when we’ve actually said that we identified the scope of work in it, let 
me say roughly what that really means is we have identified that some particular work will 
be sole sourced to North American.  But again, we don’t know the exact volume at any for 
any year until we discuss each of these individual parts.  But we do expect that the overall 
revenue from that cycle will continue to grow. 
 
<Q>:  Okay.  That’s all. 
 
<A>: Rod Ruston - That’ll be two parts, too, Matt, always.  One is we think it will grow 
because we©re now the prime contractor, let’s say, on that site.  And so that’s one part that 
will make it grow but the other part, where it will grow is in the fact that Jackpine is well 
under construction and as that is constructed and completed and starts operation, that will 
also result in growth of that contract. 
 
<Q>:  Okay.  And then going back to the comments you made about your customers 
desires to move away from smaller trucks to bigger trucks, is it safe to assume that the 
focus of your CapEx budget when you acquire new equipment will be on those 350-tonne 
size trucks? 
 
<A>: Rod Ruston - Yes.  300 and 320, they do not produce 350 but yes, the 300-tonne size 
trucks use that and loading equipment that would go… that would match that size of 
equipment would be the focus of any money we spend. 
 
<Q>:  Okay.  And then just sort of a big picture question here then I’ll hop back into queue, 
when you look at what the input costs are for construction of new oil sands mines versus 
what they were a couple of years ago, I think it’s safer to assume that labour and steel are 
both down significantly, do you have any thoughts, I guess with the number we’ve been 
hearing for Petro-Canada’s Fort Hills was that they wanted a long term view of sort of $90 
or above in oil.  I’m curious how you think that number is changed now that input cost has 
come down? 
 
<A>: Rod Ruston - Well, obviously I’m not in the operator’s side of the business but the 
view that we’re taking is that the oil price between $60-$65 and $70-$75 is a pretty good 
number. 
 
<Q>:  Okay, that’s helpful.  Thanks. 
 
Operator: 
 
Thank you.  As a final reminder, if you would like to ask a question, please press *1. 
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Our next question is from the line of Bert Powell with BMO Capital Markets.  Please state 
your question. 
 
Bert Powell – BMO Capital Markets 
 
<Q>:  Thanks.  Rod, just back on the G&A question.  That’s been coming there pretty 
steadily the last few quarters.  What is your thinking today in terms of where that can go 
given what you’re lining up in terms of new business? 
 
<A>: Rod Ruston - We’re pretty much targeting that we can maintain the current total dollar 
number. 
 
<Q>:  Okay. 
 
<A>: Rod Ruston - Annualized total dollar number. 
 
<Q>:  So not much from below here then. 
 
<A>: Rod Ruston - No.  We©ve stripped out.  Well, there is another step change we can 
make if the world turns pear-shaped again. 
 
<Q>:  Right. 
 
<A>: Rod Ruston - Certainly.  So we can certainly respond to a bad, further bad downturn 
in the market, if necessary.  But with our view of what’s going forward and what’s coming, 
we want to maintain an extremely strong… two very strong teams that we©ve built up.  One 
is our estimating group and they©re a very, very important part of our business.  Obviously, 
there are a lot of things you estimate that you don’t actually end up winning, but you still 
have got to keep that team up there and be in the game.  And another is our health and 
safety and HR group who was being built up into a very, very strong team and both of those 
parts are important as business grows because it’s the HR team that have targeted the 
work force we©ve got and built it up to the excellent state that it is today.  Those are the sort 
of things that you want to hang on to in the current environment because you see things 
coming forward, you want to be in the game and ready to respond very quickly when you 
do have a good win and so maintaining the current dollar number would be pretty good for 
us. 
 
<Q>:  Okay.  And just on DrillCo, can you give us a sense as to…., you know, the size, was 
there backlog with that?  Was there some specialization that was attractive or is that just 
simply this gives you a beachhead and you can take your skill set and then start to layer 
that into the east. 
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<A>: Rod Ruston - Yeah, basically this is the third piling business that we’ve bought and 
each of them have been in the order of $2 million to $5 million, so only a very small 
acquisition.  But each of them have been something that is positioned as very specifically 
and they have sort of been a targeted entry.  One of them was micropiling, for example, 
where a small company had a technology we didn’t have and we have spread that 
micropiling through our work and has been very successful.  This one was a similar one; it’s 
a geographic one.  We certainly identified.  We did quite a bit of market research.  Identified 
Ontario as being very short of the sort of piling capacity that we can bring there and so we 
look around.  We targeted a company where the owners of that company who are staying 
with us, I’m pleased to say, had long skills and long term skills and knowledge of the 
market, has contacts in the market, and they certainly do have a little bit of backlogs that 
we’re going to pick up that as well.  It will, certainly help us launch into the Ontario market 
by opening doors. 
 
<Q>:  Okay.  Is there anything that you see that comes… that’s imminent with this?  In 
other words, you do this and you show up at the table with your reputation, your skills set 
that all of a sudden you can start to see that the wins can come quicker as the market is 
still pretty… pretty challenged out there or is this really just getting the beachhead ready for 
when things start to turn? 
 
<A>: Rod Ruston - Well, I can’t name any names but we have already been approached to 
undertake some series of discussions on some reasonably sized projects over of this so at 
the fact that we turned up, was certainly welcomed by the market from what we can see. 
 
<Q>:  Okay.  Thanks, Rod. 
 
Operator: 
 
Our next question is from Matt Duncan with Stephens. 
 
Jack Atkins – Stephens Inc. 
 
<Q>:  Hi guys.  This is Jack Atkins with some follow-ups for Matt.  Just turning to your credit 
facility really quick here, looks like there was a pretty significant increase in the LIBOR 
spread from the old facility.  What do you anticipate your annual interest expense would 
look like under the new agreement? 
 
<A>: David Blackley - Jack, what we’re seeing is an interest rate increase of somewhere 
between about 300 and 400 basis points over what we were paying before. 
 
<Q>:  Okay.  Okay, so do you have any idea as far as dollar amount, I guess?  You said 
you want to take down about $35 million or $50 million term loan.  Any idea on how fast you 
expect that to ramp as far as the entered expense there? 
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<A>: David Blackley - Yes.  What you’ll see, Jack, is the interest rate will… the interest cost 
will obviously ramp up here in the next quarter.  We do need to take it up to that $35 million 
by August 31st, whatever we… whatever we don’t use, we obviously we lose unless… it’s 
up to that $50 million that I talked about on the call earlier. 
 
<Q>:  Okay.  Okay.  Great.  And there are just a couple of other items here.  You talked 
about the ongoing maintenance work with, I guess, the maintenance work during the first 
quarter at Syncrude’s site, could you maybe talk about the impact on revenue from the 
reduced work there?  Specifically, for the first quarter. 
 
<A>: Rod Ruston - I haven’t got the number off the top but in sequence, our biggest 
revenue earners are CNRL and Shell.  Syncrude is a small one, however, what we do on 
Syncrude side is a combination of recurring type work and project work and a lot of the 
project work continued on and it was the recurring type work.  So basically, what happened 
was as Syncrude quite rightly, I have got to say, I would do the same thing, said that okay, 
our plant is down, we don’t need the oil sand and why we would use contractors to move 
our overburden and have our own equipment and people idle.  And so they basically set us 
aside on the overburden removal contract.  While the other overburden removal work that 
we were doing on the Syncrude site and did it themselves. 
 
<Q>:  Okay.  Great.  One last follow up question here.  Rod, you talked to a number of Oil 
Sands operators and from what you were hearing, when do you think we can start seeing a 
return of new investment to the region?  Is it something in the next 8 to 12 months or is it 
maybe something further out than that? 
 
<A>: Rod Ruston - I think some of the projects will start up again within the next 6 to 12 
months particularly Suncor.  It would be…..it would seem like it would be the most likely 
one.  Kearl is going anyhow.  Shell has continued on with its Jackpine mine and hasn’t 
been… had a hiccup on it.  And in fact, they’ve expanded their recurring services work with 
with us.  Rationalized it, is probably a better way of stating that.  They’ve looked very 
carefully at their cost and said what’s the best way that we can reduce our cost and get 
certainties in it and then we got the long term contract there.  The rest of the business we’re 
getting inquiries and in fact, were actually bidding more work now than we’ve bid for a long 
time.  However, what we are finding is a lot of bids that we put in are not being awarded, 
still.  And so there’s a lot of projects out there that is being costed.  This is not just been 
something inside the oil sands; this is outside the oil sands that are being costed and 
looked at and being prepared to go ahead when the… so they’re ready to go when the 
economic climate is right.  There’s a lot of work out there still being planned.  It’s slowly 
picking up on the go ahead basis. 
 
<Q>:  Okay.  Great.  Thanks for call, guys. 
 
Operator: 
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Our next question is from Joe Lewis with Mass Capital Management.  Please state your 
question. 
 
Joe Lewis – Mass Capital Management 
 
<Q>:  Good morning, gentlemen.  Just a quick question on the new credit facility.  I note the 
rate on the new credit facility is dependent on the current ratings.  What is the current 
LIBOR rate or the current spread based on your current ratings? 
 
<A>: David Blackley - What we’ve done at the moment, we have actually locked it in on a 
three month VA.  I think the effective rate is around about 5% to 6% in that range. 
 
<Q>:  And that’s applicable both to the revolving and the termed out facility, correct? 
 
<A>: David Blackley - Yes. 
 
<Q>:  Okay.  Thank you. 
 
Operator: 
 
Thank you, there are no further questions at this time.   
 
Rod Ruston: 
 
Okay.  Well, that’s very good.  I hope there was more than three people on the call.  Thank 
you very much, everyone, for joining us and we look forward to seeing you.  We will be out 
on the road next week through the Midwest and through Toronto and Montreal and so we©re 
happy to take the opportunity to see some of you.  Thank you very much. 
 
Operator: 
 
Thank you.  And this concludes the North American Energy Partners Conference Call.   


