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North American Energy Partners Inc. 
Q3 Conference Call Transcript 

 
 
 

Participants: 
 
Rod Ruston – President and CEO 
Peter Dodd – CFO 
David Blackley – VP Finance 
Miles Safranovich – VP Operations 

 
 
 
Operator: 
 
Good morning, ladies and gentlemen.  Welcome to the North American Energy Partners’ 
third 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 on the company’s website at 
nacg.ca. 
I will now turn the conference over to Kevin Rowand, Investor Relations Manager 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 and the nine months ended December 
31st, 2007.  
 
Participating on the call are Rod Ruston, President and Chief Executive Officer; Peter 
Dodd, Chief Financial Officer; David Blackley, Vice President Finance and Miles 
Safranovich, Vice President, Operations. 
 
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.   
 
The business prospects of North American Energy Partners are subject to a number of 
risks and uncertainties that may cause material differences in our future results.   
 
For more information about these risks, please refer to our Management’s Discussion and 
Analysis in our July 31st prospectus and our December 31st, 2007 interim report, which are 
available on SEDAR and EDGAR. 
 
As we mentioned on our last call, management will not provide any financial guidance.   
 
After our prepared remarks, we look forward to taking your questions but we ask that you 
pose one question at a time in order to give everyone an opportunity to speak.   
 
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.  I’m delighted to be speaking to 
you this morning with the results that we have put out.  
 
In the third quarter we continued to build on the momentum of second quarter and achieved 
record results for North American as we responded to the opportunities in all segments of 
our business.  
 
In our primary market, the Alberta oil sands, producers continued to partner with us on a 
diverse range of projects as they ramped up investment. 
 
Commercial construction remained exceptionally strong right across Western Canada. 
 
And our pipeline opportunities continued to grow. 
  
The strong market conditions, coupled with solid execution, led to our best quarterly results 
on record. 
 
Our consolidated quarterly revenue increased 76% to $275 million on a year-over-year 
basis. Third quarter gross profit was up 95%. Operating income climbed 140%. 
Consolidated EBITDA increased 71% and net income improved dramatically to $25.4 
million, compared to $6.6 million a year ago. 
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What makes these results even more satisfying is that they add on to a good second 
quarter, they were achieved on a company-wide basis and they provide a lead into what I 
believe will be a solid 4th quarter.  
 
Our Heavy Construction and Mining division had another great quarter with robust oil sands 
demand driving revenue and profits.  
 
While some industry commentators were concerned that Alberta’s new royalty regime 
might cool some of the oil sands projects, we have not seen any indication of this.  Suncor 
has stepped up its commitment in the region, Shell is pushing ahead with the construction 
of its Jackpine mine and relatively new players like Petro-Canada and Total are moving 
forward on major projects.  
 
We are increasingly active with all of the existing oil sands producers...Suncor, Albian, 
Syncrude, Canadian Natural...and with a new one, Petro-Canada, has now moved from the 
planning stage to commence development.  And which company has been sourced to 
undertake the initial work? – we have at North American.  This new work with Petro 
Canada demonstrates our ability to execute our strategy of “First in – Last out” and 
maintains our position of working with every major producer in the oilsands. 
 
Our Piling division continued to turn in excellent results with revenue growth of 50% and an 
11% improvement in segment profit.  This division is benefiting from Western Canada’s 
very strong commercial construction market as well as from some of our oil sands projects.  
 
Of course the highlight of the quarter was a second straight quarter of record-breaking 
results from our Pipeline division. 
 
With work ramping up on Kinder Morgan Canada’s TMX project, our Pipeline division has 
fully recovered from the challenges of a year ago and is now making a very positive 
contribution to our consolidated results. 
  
Revenue from this division increased to $77 million in the third quarter. That’s five times 
higher than a year ago and led to an improvement in segment profit to $13 million 
compared to a loss of $2 million a year ago.  
 
We are delighted with these results and the future prospects for this division are bright 
given all the new pipeline construction activity planned for Western Canada. 
 
Overall, we are very pleased with our results both for the third quarter and for the first nine 
months of this year. We have attracted an excellent mix of high quality projects, our project 
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execution and cost control on our projects has been very solid.  We are finally getting a 
chance to see what this company has the ability achieve. 
  
Best of all, these results are not an anomaly.  
 
Three months ago we achieved strong second quarter results.  We have now followed up 
with an excellent third quarter and we expect our momentum will continue to build as we 
move into the busy fourth quarter.  
 
Overall, we are expecting positive results right through the balance of the fiscal year. 
 
I will now turn the call over to our new CFO, Peter Dodd, to elaborate on the financial 
results.    
  
Peter Dodd:  
 
Thank you Rod and good morning everyone.   
 
Firstly, just a reminder that all of our financial results are in Canadian dollars. 
 
I will focus my comments on our third quarter results and compare them to the comparable 
quarter last year. 
 
Starting with revenue...for the three months ended December 31st, 2007 consolidated 
revenue increased 76% to $275 million with all operating segments contributing to this 
growth. 
 
Third quarter gross profit increased 95% to $51 million, reflecting higher revenue and an 
increase in average gross profit margin to 18.4% from 16.7% a year earlier. 
 
The significant margin improvement was driven by higher project margins in both the 
Pipeline and the Heavy Construction and Mining divisions, partially offset by the return to 
more stable margins in our Piling division.   
 
Turning to operating income, this increased a remarkable 140% to $33 million, primarily on 
higher revenue and gross profit.  
 
Consolidated EBITDA, which we consider is the key indicator of our operating performance, 
also improved...increasing 71%. 
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Similarly, we achieved strong year-over-year performance in our net income and earnings 
per share, with net income increasing to $25.4 million from $6.6 million last year and basic 
earnings per share climbing to 71 cents from 27 cents. 
 
I want to point out, however, that we do not view net income or earnings per share, EPS as 
particularly good indicators of our performance because these numbers are affected by 
non-cash items such as unrealized gains and losses on our senior notes and derivative 
financial instruments. 
 
For the third quarter, basic earnings per share would have been 55 cents per share 
compared to 18 cents per share in the prior year. You should also note that the weighted 
average shares outstanding are not comparable between the current and prior year as a 
result of our initial public offering in November of 2006 
Turning to capital spending...this totaled $8 million in the third quarter, $4 million of which 
was classified as growth capital investment and the remaining $4 million was classified as 
sustaining capital investment.  We complemented this capital spending with approximately 
$30 million in new equipment operating leases, primarily to finance additional mid-sized 
haul trucks.   
 
Looking at liquidity, we had $21 million of cash as at December 31st, 2007 and 
approximately $33 million of borrowing availability under our $125 million dollar facility. That 
$33 million is after taking into account the $20 million drawn on the facility, the $20 million 
of outstanding and undrawn letters of credit to support performance guarantees on our 
customer contracts and also reflects our position against the covenants of the facility at that 
date   
 
You will note that our accounts payable balance has reverted back to a more normalized 
level from the balances previously reported indicating that the additional control procedures 
we implemented, in the third quarter, have been effective.  Management also undertook a 
complete review of the procurement to pay process and is developing preventative control 
procedures that will start to be implemented in the fourth quarter.   
 
That summarizes our third quarter results.  I will now turn the call over to Miles Safranovich, 
our Vice President - Operations to tell you about our divisional results. 
  
 
Miles Safranovich: 
 
Thanks Peter and good morning everyone.    
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As previously stated, we achieved growth in all three of our operating divisions during the 
third quarter. 
  
Starting with Heavy Construction and Mining...it was a very active quarter for this division. 
 
We carried on with site preparation and underground services installation at Suncor’s 
Millennium Naphtha Unit project and initiated similar work at Suncor’s Voyageur project.  
We also increased our supply of mining support services at both Albian and Syncrude. 
 
Also at Syncrude, we started work on a new one-year overburden removal contract.  
Meanwhile, over at Canadian Natural, we continued to ramp up production as we head into 
year four of our 10-year overburden removal contract.   
What I have outlined so far says we executed our normal businesses very well.  Now I want 
to specifically mention two projects we have undertaken in the last quarter because of their 
potential impact on our future business. 
 
First we completed the aerodrome construction project for Albian.  This was our first large 
design build; it was our first fully sealed, all weather, airstrip construction capable of landing 
an A319 Airbus and we completed the project on-budget in around half the time normally 
taken for a project of this size.  The impact – we have demonstrated our capability as a 
leading contractor in this new construction field and we are aware of other airstrips that are 
to be built in the region. 
  
Second, we also initiated work at Petro-Canada’s Fort Hill’s project, where we are 
performing clearing and site preparation work.  We were one of the first contractors on the 
site at Fort Hills which, as Rod said, is consistent with our “First-in Last-out” strategy.  We 
are working towards becoming a key business partner with Petro-Canada and this initial 
work is a key ingredient to achieving that goal.  There are other major projects being 
prepared by existing and new players where we believe our reputation and strategy will 
provide us with a competitive edge. 
 
Our high level of activity helped us boost revenue by 39% to $154 million year-over-year in 
this segment and we more than tripled gross profit to $28 million.  The higher gross profit 
reflects the increased volumes and improved profitability with our margins increasing to 
18.2% from 8% a year ago.  The significant improvement in gross margin largely reflects a 
more profitable mix of contracts in the current year. 
 
Our Piling segment also had a busy third quarter with revenue up 50% to $44 million as we 
carried out work on a wide range of commercial construction and oil sands projects.  
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Gross profit did not accelerate as quickly, however.  At $11 million, it was up 10% year-
over-year, reflecting the higher revenues partially offset by lower margins.  
 
As we predicted, gross margin in this segment returned to a more stable 26% in the third 
quarter after peaking at over 35% a year ago.  We view the current level as both a more 
typical result for this segment and a more sustainable one. 
 
Turning to Pipeline, this division achieved record results in the third quarter as we made 
significant progress on the Kinder Morgan TMX Anchor Loop project.  The contract was 
approximately 50% as complete at the end of December.   
 
As I explained on our last conference call, this is a world class project that will see us install 
approximately 158 km of 30 and 36 inch pipeline through one of the world’s most pristine 
locations...Jasper National Park.  NACG was chosen for this project because of our proven 
ability to work in challenging conditions.  
 
This project will be completed in October 2008, with the only break in work being the spring 
break-up period from March through May when we halt activity due to unfavourable ground 
conditions. 
 
From a financial standpoint, the project has had a very positive impact on our Pipeline 
results.  Third quarter segment revenues increased five fold to $77 million.  Even more 
impressively, our Pipeline division achieved a segment profit of $13 million compared to a 
loss of $2 million a year ago and gross profit margin increased to 16.8% from a negative 
margin of 11.8%.  Quite a turnaround.  
 
So overall...an excellent quarter for all three divisions. 
 
Turning now to our equipment inventory...we added 14 new mid-sized haul trucks as 
mentioned by Peter, as well as other ancillary equipment to our fleet during the quarter.  
We are also continuing to install GPS and condition-based monitoring software into our 
heavy equipment and we expect to complete this initiative this year.   
 
Our ability to acquire heavy equipment has not been an issue at any point this year but we 
are starting to see increasing lead times for equipment as the tire shortage for certain truck 
sizes begins to ease, increasing the demand for equipment in those sizes. 
 
Tire shortages in the larger truck sizes continue and we don’t see any near term resolution 
to this situation.  We are managing this constraint by increasing our focus on mid-sized 
trucks and by developing long-term contracts for about 70% of our tire supply.  We believe 
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that the combination of our current inventory and access to additional supply are sufficient 
to support our operating needs for the next 12 months. 
 
Looking forward, we anticipate continued growth in our business in the fourth quarter.  
 
As Rod mentioned, oil sands activity continues to look very promising.  Suncor, one of our 
largest and oldest customers, recently announced that it expects to invest over $20 billion 
at its Voyageur expansion.  We’ve been active at Voyageur since that project started up 
and we expect demand for our services will increase. 
  
Our activity levels with Syncrude and Albian are also increasing and we expect to become 
more active on Petro-Canada’s project.  In addition, we have another six years left on our 
overburden removal contract with Canadian Natural.  
 
In contrast to all of this oil sands activity, our activity levels at DeBeers’ Victor diamond 
mine is now starting to wind down.  As you know, one of our goals is to maintain a 
reasonable level of diversification into our businesses, so we are focused on replacing this 
business with other non-oil sands contracts.  
 
We are currently looking at a number of opportunities including the Mary River Project...an 
iron ore deposit being developed by Baffinland Iron Ore Mines in Nunavut Territory.  
 
This customer approached us because of our reputation for having the experience and 
knowledge to successfully run a mining operating in the harsh northern Canadian climate.   
 
This is one of the key barriers to entry in our market and it gives us a significant competitive 
advantage. 
 
In the Piling division, the outlook remains strong thanks to booming commercial 
construction markets in Calgary and Edmonton and our ability to support the construction 
projects of our oil sands customers in Fort McMurray and Edmonton.  
 
Going forward we have the added prospect of a major infusion of infrastructure spending 
under the Province of Alberta’s announced $120 billion capital spending plan.  
 
Pipeline results are also expected to remain very strong as we continue to work on the 
TMX Anchor Loop project. 
 
The number of large pipeline projects to be undertaken in Western Canada is considerable 
and we intend to bid on those projects, which include the second phase of Kinder Morgan’s 
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TMX project.  However large projects alone have the tendency to result in lumpy revenues.  
Our strategy is to balance the work between large projects and smaller fill in business. 
 
In addition to the large oil and gas pipeline construction and expansion projects announced 
in the region, we have identified numerous opportunities and are actively bidding on 
projects for pipelines of shorter distance, some of which relate to public infrastructure and 
others to oil sands upgrading projects. 
 
Overall, we expect our operating performance will continue to improve as we respond to 
strong demand and continue to focus on good business execution. 
  
With that, I’ll now turn the call back to the operator to open the line for questions. 
 
Operator: 
 
Thank you.  To ask a question, please press the numbers 01 on your touchtone phone.  If 
you wish to withdraw your question, you can press the pound sign.  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 01 to return to the queue.  If you 
have any questions, please press 01 now. 
 
Operator 
Thank you.  [Operator instructions]  Your first question comes from Bert Powell of BMO 
Capital Markets.  Please go ahead. 
 
Bert Powell of BMO Capital Markets  
 
<Q>: Thanks.  I just want to look at the pipeline business.  My understanding is 100% of the 
resources would have been dedicated to TMX for this quarter, is that correct? 
 
<A>: Rod Ruston - That is correct, yes.  
 
<Q>: So now when we go into the March-May break up, what have you got lined up to pick 
up the slack from TMX? 
 
<A>: Rod Ruston - Nothing.  It is a normal part of pipelining and basically what will happen 
is that is the time when all of the construction crews will take their holidays and go away 
and do things and then as soon as we are able to get going again we will bring them back 
on.  You would not get a job that would fit in that sort of time frame and then move all of 
your equipment and de mobilize,  etc. 
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<Q>: Right.  Ok, so that revenue basically reverts down to effectively zero? 
 
<A>: Rod Ruston - Yes, for a period of time.  That is the period time also that we will be 
putting a team together that will be doing all the work meeting on other jobs certainly 
hoping and reviewing the next stage of the job as well to make sure we are ready to go and 
to take off and execute the second part very well.  
 
<Q>: Ok.  On the last call we talked about the prospects around TMX 2.  You felt 
reasonably confident that you were frontrunner on that project.  Can you comment in terms 
of where you think you are in terms of being able to win that contract?  And then, two, just 
in terms of where Kinder Morgan is in terms of securing permanent and marketing 
agreements, when would you expect based on what you know today for that to start? 
 
<A>: Rod Ruston - We expect about a year break between the TMX that we are doing at 
the present time and the second stage.  We are bidding on other jobs at the moment to fill 
in that years break.  And we believe that there are certainly opportunities out there to get 
that work both in large pipeline jobs and in the infill type work.  We believe that our chances 
is probably a little bit better than most because we have been working with Kinder Morgan 
but they are certainly going to put it out for bid.  That was always the case.  We will be 
making sure we’re prepared for that. 
 
<Q>: What is the value in TMX 2 to you? 
 
<A>: Rod Ruston - We don©t know at this stage.  Significantly larger than – the job is 
significantly larger then this stage but exactly how much they©ve put into that job we don©t 
know yet.  
 
<Q>: Ok, perfect.  Ok, thank you. 
 
Operator 
 
Thank you.  Your next question comes from Matt Duncan of Stephens.  Please go ahead. 
 
Matt Duncan of Stephens  
 
Good morning guys and congrats on a great quarter.  
 
Good morning Matt.  How are you? 
 
<Q>: Fine, thanks.  First I want to focus a little bit on your margins because I know that’s 
been something that we’ve talked about in the past.  You had very nice performance at the 
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gross and operating margin lines this quarter.  I’m wondering if you could give us a little 
more detail beyond the obvious pipeline shifting to a profitable position about some of the 
things you have done to help with the gross and operating margins in your business.  And 
then talk about how sustainable these margin levels are going forward. 
 
<A>: Rod Ruston - We have put a lot of effort into execution, the preplanning of the work 
and making sure we get onto the jobs firing well.  We have had some very, very good 
success in getting good project managers to come and join our organization and take over 
or run these projects for us.  In fact as part of that we did a restructured our pipeline 
division in the quarter.  That added some horsepower to making sure excellent execution in 
that area.  They are the two main ones.  Certainly some increased focus on costs.  If you 
look at the airport job, we won, we came in second in Alberta competition for construction 
of a major project, for that project.  That was because it was delivered in about half the 
time, as Miles said, of a normal project of that size.  It was delivered on budget and that 
was done because we sat down with very, very carefully with their budgeting process and 
had a close look at exactly what this job was going to require and then we executed to that 
guideline that we set.  That is the main area.  We do expect that we would be able to 
continue to focus on those areas and hopefully maintain the sort of margins that we are 
getting now.  Someone will probably ask the question about our SG&A.  We are still 
spending a lot of money in control systems in the organization and that is important for us 
to make sure we understand exactly where our business is at any point in time as we move 
toward the SOX compliance area.  As the business is growing at about 30% or 35% a year, 
we are focusing on putting in excellent systems is very important to us. 
 
<Q>: So on that point, you still feel like 5% to 5.5% of sales is where G&A will be a roughly 
a year from now? 
 
<A>: Rod Ruston - Yes, a year to 18 months from now, we will certainly start to pull the 
SG&A down.  Over the next 12 months we are going to be spending hard to get ourselves 
ready for that. 
 
<Q>: The next question I have is two pieces.  The labor environment in Fort McMurray 
number one; and then kind of as a backdrop to that can you give us an update on what 
your customers our saying about the royalty change now that they have had a little bit more 
time to process it and how that is impacting their plants? 
 
<A>: Miles Safranovich – North American Energy Partners, Inc – VP, Operations 
Matt this is Miles.  I©ll answer that question.  In terms of labor, most of our work focuses 
around the operators.  We don©t see too much issue with that.  Of course some of the high 
priced help, the project managers and project engineers that Rod mentioned before that 
are essential to our success we have been very successful -– able in attracting those.  We 
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don©t see that as much of an issue.  In terms of the royalty issue, the oil sands projects 
have not seen, as far as we can see, any impact, any slowdown as a result of the new 
royalty scheme that the Alberta government put forth.  In fact with Suncor©s latest $20 billion 
investment in their world we see many things accelerating actually. 
 
<Q>: Ok, and then last thing and I©ll hop back in queue.  It looks like your backlog in the 
heavy construction and mining segment was up about $114 million sequentially if I©m 
seeing these numbers right.  Is there any big project responsible for that or is that just you 
guys adding a lot of things to backlog? 
 
<A>: Miles Safranovich – I think we’ve said many times before, our business is focused on 
a result of this production increases in the region and that is the main driver. 
 
Thanks.  I appreciate the commentary guys. 
 
Operator 
 
Thank you.  Your next question comes from Jacob Bout, CIBC World Markets.  Please go 
ahead. 
 
Jacob Bout, CIBC World Markets  
 
<Q>: Good morning.  You make the comment about a reduction in equipment costs 
because of --  
 
<A>: Sorry.  I didn©t hear that Jacob. 
 
<Q>: Can you hear me now? 
 
<A>: Rod Ruston -  Yes. 
 
<Q>: You make the comment in your press release here about reduction in equipment 
costs because of higher utilization rates.  Can you talk a little bit about what the utilization 
rates are right now in the pipeline, heavy construction, and piling and the sustainability of 
this going forward at these higher rates and the seasonality we can expect? 
 
<A>: Rod Ruston - I have Kevin Mather our VP of Supply Chain here.  He will respond to 
that question for you Jacob.   
 
<A>: Kevin Mather – North American Energy Partners, Inc – VP, Supply Chain  
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It is typical that we see improved utilization rates throughout the year typically our first and 
second quarters have lower utilization rates than the third and fourth quarters.  So it is 
really a seasonal variety to our equipment costs, which we actually expect and budget 
accordingly for.  In terms of the sustainability of these rates, the rates are normal for the 
period so they are not something that is unsustainable or unexpected in future quarters. 
 
<Q>: What was the utilization rate for the heavy construction group? 
 
<A>: Miles Safranovich – North American Energy Partners, Inc – VP, Operations 
Jacob, it is Miles here.  That utilization rate varies depending on the type of  
 
<Q>: Ok, switching gears here.  You talk about the strategic shift to the mid sized trucks.  Is 
the shift just a function of the increased costs for tires and parts availability or? 
 
<A>: Rod Ruston - I can’t hear you, Jacob.  You are fading. 
 
<Q>: Sorry.  It must be my phone here.  The strategic shift that you talk about with the 
move from the larger to the midsize truck, just want to get behind why we are seeing this 
shift.  Is it strictly because of increased cost for tires and because of parts availability or 
what else is going on? 
 
<A>: Rod Ruston - What we did, Jacob, is we looked at where the market was and people’s 
ability to get tires for the 240 ton size truck.  And we said to ourselves other people can©t 
get any more tires than what we can get but everyone wants to build up capacity.  So what 
we have done and it is really a short term strategy because we believe that tire availability 
will start to improve with the long term contracts that we’ve put in place.  What we did is we 
said our customers are still going to want dirt moving capacity and what we will do on this 
next capital acquisition is rather than buy some additional capacity in the larger trucks and 
struggle to get tires, we will go down to the best truck with the best tire availability, we will 
buy a bunch of those and basically what has happened is the moment they have hit the 
ground with us they have been out working because the demand for capacity is still there.  
And we have the tires that will go on to these trucks and they are fully utilized.  Now that we 
have signed a long term contract and we have already got on order on the CAT’s  
production line some 793 trucks (inaudible) -- 
 
<Q>: This entire contract is with Michelin? 
 
<A>: Kevin Mather - The entire contract is with Bridgestone. 
 
<Q>: Ok.  Thank you.  
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Operator 
 
Thank you.  Your next question comes from Jamie Cook of Credit Suisse.  Please go 
ahead. 
 
Jamie Cook of Credit Suisse  
 
<Q>: Hi.  Good morning and congratulations. 
 
<A>: Rod Ruston - Thanks Jamie. 
 
<Q>: I guess my first question, Rod, can you just talk a little bit -- how much of your growth 
before was constrained by labor issues or by equipment issues?  It seems like both of 
those seem to be easing a bit and I©m just wondering whether that could potentially 
accelerate the top line growth as we look forward? 
 
<Q>: Rod Ruston – North American Energy Partners, Inc – President and CEO 
I don’t think the easing -- basically what is happening with the equipment is demand all over 
the world is actually likely to push equipment delivery times out a little bit because as tires 
become available, people are now saying well not that I can get tires for the thing, I will put 
some orders in and get the replacement equipment.  Obviously we are continuing our tight 
work relationship with Finning and working with them to get what we need on the 
production line.  I can©t say that we are being specifically constrained by at any point not 
being able to get equipment.  We work very closely with Finning and if anyone decides not 
to buy something they have an order for, Finning can come to us and ask us if we would 
like it.  So we have always been able to get the trucks.  What we are seeing at the present 
time is really a growth that is not focused on equipment availability.  It is just focused on the 
fact that the oil companies are saying that their continued growth is the right thing to do and 
they have got their plans on the table and so you are seeing Suncor say yes, we said we 
are going to do it.  We are going to do it.  There©s no reason not to.  So they have a good 
fundamental view of the forward oil prices and we have Petro-Canada and Total for 
example, Petro-Canada already started Total we know they are continuing starting.  We’ve 
got Kearl that is also going to start in the near term, all driven by oil companies.  And really 
no impact by either labor or people.  What we have had what I will say is one of our clients 
did ask us to attend a meeting and asked all their suppliers to attend the meeting and to 
outline for them where they were going to get the labor required to undertake their project.  
We put forward our labour strategy and they seemed to take that on board.   
 
<Q>: At what point do we have to be concerned about you just not having the capacity to 
take on this work or is there any way -- so can you speak to that?  And two, when you think 
about – can you size -- you mentioned Petro-Canada, Total,  Suncor all these sort of big 
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CapEx spending plans that are happening, is there any way you could put a size around 
the type of business that you are bidding on, what that could mean for North American over 
the next two years? 
 
<A>: Rod Ruston – The Total and Kearl type of work – they are really seen two more CNRL 
type jobs in the size of them.  The Petro-Canada will be like a start up of CNRL so that was 
about $160 million round figures type project.  Obviously on the construction side, a similar 
size for Kearl  and Total .  So those sort of numbers – could be anything between $150 
million and $350 million a year of additional capability. 
 
<Q>: From each one of them? 
 
<A>: Rod Ruston - Yes. 
 
<Q>: If you won them all.  And I guess my last question goes to Peter and I understand you 
have only been there a short period of time.  But can you sort of give us your initial 
thoughts on what needs to be done on the North American sort of whether we need to add 
any layers of management there, what you are changing on the processes and control side 
and how long before you think it will take a North American to be where you want it to be. 
 
<A>: Peter Dodd – As you say I have only been here one week so I©m – a little early to 
make those sorts of conclusions.  I have been working closely with David Blackley, who is 
here with me today, and is the Vice President of finance on the processes we have in 
place.  I’m not sure when the end quite is but I’m pretty confident that we have momentum 
going in the right direction.  There control procedures we put in place are working.  Some 
way to go yet.  But Dave, you may want to comment on… 
 
<A>: David Blackley – Yes, absolutely.  I’ve been here about a month now.  I think in terms 
of the control processes, a lot of the basic controls are in place.  A lot of the processes are 
in place.  There’s a lot that we still need to do in terms of developing and getting that right 
staff in the right places doing the right things.  But certainly we are working towards being in 
terms of SOX compliance, compliant by year-end with no material weaknesses.  We’ve got 
the areas where we have some concerns identified and we have action plans in place to 
address those areas.  As well as we want to give some thought as to how we structure in 
terms of being prepared for the growth that we expect to happen in the coming years 
ahead.   
 
<A>: Rod Ruston - I think you should talk about your plan too David. 
 
<A>: David Blackley – Yes.  In terms of the team certainly myself and the corporate 
controllers, we have very good divisional controllers working which each of the general 
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managers.  They are a very solid group providing us with good information.  On the 
corporate side, we are in the midst of actually doing some recruiting for a new corporate 
controller.  We are moving the corporate controller out of that position into more of an 
operational support role again to be supportive of the financial analysis to the operations 
side and he will be working more closely with Miles.  So we are on a bit of a recruitment 
drive in that respect. 
 
<Q>: Thank you very much.  I©ll get back in queue. 
 
Operator 
 
Thank you.  Your next question comes from Ben Cherniavsky of Raymond James.  Please 
go ahead. 
 
Ben Cherniavsky of Raymond James  
 
<Q>: Hi guys.  Congratulations.  I know there have been some costs and issues 
outstanding with some of your customers on cost overruns and you were still hoping to get 
some reimbursements.  Was any of that in this quarter? 
 
<A>: Rod Ruston - No.  This was a very clean quarter.  There is no abnormals at all. 
 
<Q>: And no significant reversal provisions or anything.  So as you say, it was a good 
reflection of the operations of the business? 
 
<A>: Rod Ruston - That is correct.  Yes. 
 
<Q>: Great.  Ummm ---  
 
<A>: Rod Ruston - And just to finish off, we are still working with those customers.  We do 
expect that we will get some resolution on some of those issues perhaps in the coming 
quarter. 
 
<Q>: Great.  And can you elaborate a little more on your diversification strategy?  You 
mention mining opportunity (inaudible).  What else do you see out there?  I guess the big 
infrastructure plan by the Alberta government would have implications for you.  How are 
you planning to capitalize on that?  Do you see acquisition opportunities as the best way to 
broaden your scope out of the oil sands or are you just going to be bidding on a lot more 
projects outside Fort McMurray?  Generally speaking, what -- how is your strategy involving 
there? 
 



   

 

      

 

17 

17 

 

<A>: Miles Safranovich - This is Miles.  I will answer that.  With the government in Alberta, 
there are a number of significantly sized infrastructure projects, as you know.  We are one 
of the three collective bidders on the next extension of the major highways through Anthony 
Henday Drive drive.  We are still working on that.  That is a very large project, a three-year 
project.  We are also looking at a number of mining opportunities in British Columbia, 
Saskatchewan, as well as looking at some potential work in Manitoba.  We always have our 
fingers out there.  There are some very good jobs and as a focus of Western Canada lies in 
Vancouver right now for the Olympics as well as the oil sands there is a lot of available 
work for competent contractors throughout the rest of western Canada. 
 
 
<A>: Rod Ruston - We should also mention though that while we’ve been winding down bit 
by bit at the DeBeers’ project.  Every piece of equipment that we’ve pulled out of there and 
every person that we pull out of there is immediately relocated to another job, revenue-
generating job within the organization.  We certainly have not lost anything by moving them 
out. 
 
<Q>: I can imagine. 
 
<A>: Rod Ruston - On the acquisition trail, certainly with – what I’m seeing is they are 
keeping their eye on potential acquisitions.  And that is something that if the right one 
comes a long then we will certainly make a move on it. 
 
<Q>: And you guys are doing work on the highway upgrade from Edmonton to Fort 
McMurray as well, right? 
 
<A>: Rod Ruston - No, we are not right now.  
 
<Q>: That is not your project.  But do you have the -- do you think that given the equipment 
shortages right now and the capital requirements inside your own businesses would you be 
looking at acquisitions as maybe the most effective way to get around some of the 
constraints on labor and equipment?  And getting your customer base broadened or can 
you do it just with your existing franchise? 
 
<A>: Rod Ruston - We can do a lot of the work with the existing.  What we tend to do, is we 
will have a look at a job.  Let©s take the Anthony Henday as an example, and we have a 
look at a job like that and we’ll say ok, here’s some dirt moving we can do it with our 
equipment.  But there is a small amount of work that we cannot do with the equipment that 
we’ve got.  And we’ll look at that and say do we really want to buy or own that additional 
equipment for this one odd job.  Do we have the best people for that type of work?  Do the 
yes/no.  If the answer is no, then we will go out and we will subcontract that piece to 
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someone that has that equipment available and can do it.  But we will still do the piece of 
work that we want to do and that we are very efficient at. 
 
<Q> Okay great.  Good answer.  Thank you. 
 
Operator 
 
Thank you and your next question comes from Matt Duncan of Stephens.  Please go 
ahead. 
 
Matt Duncan of Stephens  
 
<Q>: Hey guys.  Just a couple follow ups to kind of help us understand the revenue side of 
your business a little bit.  You have about half of the TMX job left, that’s roughly $92.5 
million.  Can you talk a little bit about -- I know there will be probably a two to three month 
hiatus on that job when we have the thaw.  What should the revenues look like more 
quarterly going forward?  Obviously it’s going to be -- you won©t probably have another $77 
or $76 million quarter in pipeline here in March.  But just help us a little with our modeling 
here?  
 
<A>: Miles Safranovich - Miles here.  We will see that most of the work on the Jasper side, 
that project wind up at the end of the next quarter.  Then we will have a bit of a break and 
we will do the planning and the preparation for the Mt. Robson side.  So most of our main 
activities for next year will be seen in the second and third quarter for the TMX site. 
 
<Q>: Right.  And then this job is done at the end of October so just one month of the third 
quarter will have revenues in it right? 
 
<A>: Miles Safranovich -Yes.   
 
<Q> Ok.  That’s helpful and then (overlapping speakers) 
 
<A>: Rod Ruston - (overlapping speakers) third and forth quarters are deep pipelining 
periods of the year.  And I expect that we will pick up some significant work to replace what 
we finished doing in TMX. 
 
<Q>: Ok, and that is where is going (overlapping speakers).  We look at your pipeline 
segment and we start thinking about fiscal ’09, it looks like you will have a very large year in 
fiscal ‘08 and I’m just trying to get some feel for (overlapping speakers) 
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<A>: Rod Ruston - (overlapping speakers)  Matt, we don©t have any work on the agenda at 
the present time.  But we do know we have a year break between the two parts of the TMX 
project and we do know that there is an immense amount of large pipeline work and inch 
pipeline work out there.  
 
<Q>: (overlapping speakers)  And not enough people to do the work, right?   
 
<A>: Rod Ruston - (overlapping speakers)  Our Vice-President of Business Development is 
already working with various pipelining companies.  We’ve got our bidding group that are 
working doing bids already.  So whether we hit the $70 million I’m not sure but the target 
will be in the $50s. 
 
<Q>: Ok, fair enough.  And then looking here sequentially to the March quarter that you 
guys are now in, you are about halfway through it, how is it looking so far?  And then 
normally you guys would see your revenues go up in March from the December quarter, 
should we still be thinking that way even though you had such a tremendous pipeline 
quarter here in December? 
 
<A>: Rod Ruston -  I think we will have a good final quarter. 
 
<Q>: Ok, fair enough.  I appreciate it.  Thank you. 
 
Operator 
Thank you.  [Operator Instructions]  Your next question comes from Bert Powell, BMO 
Capital Markets.  Please go ahead. 
 
Bert Powell of BMO Capital Markets  
 
<Q>: Rod I’m wondering if you can help us with the lease line, more of your equipment is 
being held through operating leases.  We saw a good increase this quarter.  Can you just 
give us a sense of how that roles out for the balance of this year and into ‘09? 
 
<A>: Rod Ruston –Yes, we can.  First I©ll have a bit of an answer and then Kevin can – who 
looks after our equipment can respond.  When we did our IPO, we bought out fully existing 
leases because they were fairly expensive and it was the right thing to do to remove those.  
And then build up a lease arrangement with various organizations that more fitted our new 
balance sheet.  What that resulted in after the IPO was we really sort of over-owned and 
the program that we have now is going into a more balanced approach.  So on capital 
spending and leasing, I’ll hand over to Kevin. 
 
<Q>: Okay. 
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<A>: Kevin Mather - Yes, Bert.  We continue to utilize operating leases as an effective 
means of financing new equipment acquisitions.  We continue to have the equipment 
arriving this quarter with some large haul trucks coming this quarter.  And we do have a lot 
of our financing in place for some of the future lease acquisitions that we know are 
upcoming including the CNRL contract for next year.  
 
<Q>: Do you have a -- can you give us an absolute level of lease payments now that you 
know what you have committed reasonably for the next year? 
 
<A>: Rod Ruston - Not off the top.  We don©t actually have an absolute level at hand. 
 
<Q>: Ok.  And Rod, just in terms of the overall business last quarter, in terms of gross profit 
line, you know the range that we talked about was sort of 16% - 18%.  And you indicated 
perhaps closer to 16% than 18%.  Is that still the case when you look at your business on 
an annualized basis over the next couple of years?  
 
<A>: Rod Ruston – Yes, that is still a reasonable number. 
 
<Q>: Ok.  Then last question on the pipeline side of things, in terms of your equipment that 
you have, is there – do you have any intention to increase your fleet size? 
 
<A>: Rod Ruston - No, that is not planned.  We have all the equipment necessary to do this 
size of job and we will maintain that sort of level of fleet. 
 
<Q>: Ok, that’s great.  Thank you. 
 
<A>: Rod Ruston - I should mention that we don©t have enough equipment to do this job 
that we are doing in the fact that we are.  So but we don©t want to own 100% of the 
equipment on a pipeline job like this.  It would be normal practice for us to sort of own about 
50% round about. 
 
<Q>: Sorry.  How much is normal practice to own?  
 
<A>: Rod Ruston - We would normally own about 50%.  Round about 50%.  
 
<Q>: So 50% is currently owned for this.   
 
<A>: Rod Ruston - That’s right.  Correct. 
 
<Q>: Perfect.  Thanks. 
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Operator 
 
Thank you your next question comes from Tatyana Thibodeau from ClearBridge Advisors.  
Please go ahead. 
 
Tatyana Thibodeau from ClearBridge Advisors  
 
<Q>: Yes.  Hi.  Can you hear me? 
 
<A>: Rod Ruston - Hi, Tatyana.  I thought you weren’t on the call. 
 
<Q>: I am on the call and congratulations.  Great quarter.  I have a question on the pipeline 
division again.  I am just trying to understand, you mentioned several projects that you are 
looking at right now.  Can you just give us some color in terms of timing, potential timing of 
those and their size?  And then also I was not completely clear on your answers to the last 
questions regarding your sort of more normal run rate in terms of revenues on the pipeline 
side after this big contract is done.  Are you now sized for higher demand going forward or 
should we look at a complete reversal, a complete return to become a previous run rate?  
 
<A>: Rod Ruston - We are sized for higher demand.  So we can go off this job and move 
onto another job of basically the same size.  We have the people and systems in place and 
access to the equipment.  So we can just finish up this one and move onto another one. 
 
<Q>: Do you see enough demand and also can you give us some color in terms of your 
current negotiations and bidding on different contracts what do those timing et cetera? 
 
<A>: Rod Ruston - Yes.  I can’t say which ones we are bidding on.  That would be a bit 
sensitive.  We have our estimating department and our business development department 
that are already working with the customers on some pipeline opportunities.  It is not like 
we are waiting around until October next year.  We are already putting bids together and 
bidding work.  As far as a future run rate goes, what we are saying is that we believe we 
can maintain this as a reasonably sized pipeline division. 
 
<Q>: Great.  Congratulations again. 
 
<A>: Rod Ruston - Thanks Tatyana. 
 
Operator 
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Thank you.  Your next question comes from Ben Cherniavsky of Raymond James.  Please 
go ahead. 
 
Ben Cherniavsky of Raymond James  
 
<Q>: Hi guys.  Just one follow up here.  Can you give us an update on your general 
contracting work and how or if that is growing and if it’s having a material or will have a 
material affect on your margins going forward?  I know that was one of the initiatives you 
talked about in the past. 
 
<A>: Miles Safranovich –Miles here.  General contracting continues to be strong for us.  
Our work at Voyager a number of different parts of that product we’re general contracting 
on.  And as the Total and the Kearl projects come up there is significant opportunities for us 
to continue with that general contracting strategy.  
 
<Q>: Does that play into this quarter much in a material way? 
 
<A>: Miles Safranovich – This quarter, just our regular run rate that we talked about before. 
 
<Q>: Can you remind me what that is? 
 
<A>: Miles Safranovich – Just -- well mostly the Aerodrome project at Albian and the work 
at Voyager. 
 
<Q>: In dollars or how (overlapping speakers)?  I’m sorry. 
 
<A>: Rod Ruston - We don©t have that break down, Ben. 
 
<Q>: Ok.  Has it been material on your margins? 
 
<A>: Rod Ruston - Given the size of the work we did over the period I would say no.  The 
sort of margins that we are getting at the present time are the sort of margins we think we 
can maintain. 
 
<Q>: Ok.  Great, thank you. 
 
Operator 
 
Thank you.  [Operator Instructions]  Gentleman, there are no further questions at this time? 
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Rod Ruston - Ok.  Well, thank you very much everybody for joining us on the conference 
call today.  We will be doing a road show through New York and Boston and Toronto next 
week.  For anyone that wishes to see it, please contact us or contact our guide.  Looking 
forward to seeing you.  Thank you very much. 
 
Operator 
Ladies and gentlemen this concludes your conference call for today.  You may now 
disconnect your line and have a great day.   
 
Rod Ruston: Okay, thank you everybody for joining us.  As you are aware, the transcript of 
this call will be available on our website.   
We look forward to talking to you again in the near future.  
 
Operator: Thank you.  And this concludes the North American Energy Partners 
Conference Call.  Thank you for your participation. 
 
 


