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North American Energy Partners Inc. 
Q4 Conference Call Script 

 

PARTICIPANTS: 

Rodney Ruston - President & Chief Executive Officer. 
Doug Wilkes - Vice President, Finance & CFO. 
William Koehn - Vice President, Operations & Chief Operating Officer. 
 
Operator:  

Good morning, ladies and gentlemen.  Welcome to the North American Energy Partners’ 
Fiscal 2007 year-end 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 their 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 the North American 
Energy Partners Inc. conference call this morning.  Today, we will be discussing our 
financial results for our fourth quarter and fiscal year, ended March 31, 2007. 

Participating with me today is Rod Ruston, our President and Chief Executive Officer; Doug 
Wilkes, our Vice President Finance and Chief Financial Officer; and Bill Koehn, our Vice 
President Operations and Chief Operating Officer. 

 

As stated by the Operator, a live and on-demand webcast of this call is currently available 
in the Investor Relations section of our website at nacg.ca.  Following this call, an archived 
podcast and webcast will also be available on our website, along with instructions to the 
dial-in instant replay, available until midnight on Tuesday, July 3rd. 
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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.  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 Discussion and Analysis in our March 31, 2007 securities filing, which is 
available on SEDAR and EDGAR. 

 

As mentioned on our previous calls, management does not intend to 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 
with all of you this morning.  
 
Fiscal 2007 was a successful year for us with significant milestones achieved and great 
strides taken to move the company forward on many fronts. 
 
As you know, we completed our initial public offering in November 2006, listing on both the 
Toronto and New York stock exchanges. The IPO proceeds were used to de-lever the 
balance sheet and to increase our growth capacity and financial flexibility so that we can 
respond to the ever-increasing number of opportunities in Canada’s resource sector. 
 
The increased demand for our services could only be satisfied with an increase in our 
resources. To this end I am pleased to report that we expanded our workforce, welcoming 
over 600 new employees during the year and made significant investments in our heavy 
equipment fleet.  We acquired our second EX8000 Hitachi shovel, one of the largest 
hydraulic shovels in the world, and 28 trucks, ranging in size from 100 to 240 tons, for our 
mining and construction operations.  In addition we recently secured lease financing for an 
electric cable shovel. We are the only contractor in the oil sands operating a shovel of this 
size, which will be delivered in December to operate at CNRL’s Horizon Mine. We have 
also acquired a piling rig for this division. These investments have enhanced our position 
as the largest mining and construction contractor operating in the Alberta oil sands.  
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Concurrently, we undertook a corporate-wide business improvement initiative in 2007 with 
the goal of increasing productivity through the standardization and improvement of our 
processes, reporting systems and controls.  
 
This initiative included a corporate reorganization to better align reporting structures within 
the company. As a result: 
·  Our executive team was expanded to provide a better, more optimum span of control, 
·  Human Resources was redesigned to support growth, the division also expanded 
·  The finance department was expanded to handle the reporting requirements of a fully 
public company and 
·  Operations were restructured to better align reporting responsibilities and 
accountability. 
 
This business improvement initiative has been well-received within the organization and the 
resulting processes and reporting tools were implemented through 80% of the company by 
the end of fiscal 2007 and is ongoing in fiscal 2008 as a continuous improvement program  
 
Another key 2007 initiative involved improving our financial controls and reporting systems. 
We have decreased our interim financial reporting from 60 days to 45 days and today, we 
will file our 20F in 81 days compared to 151 days last year. This demonstrates significant 
increase in controls.  
 
These various achievements helped to support strong operational results in 2007.  With 
very high demand and a larger and healthier business, we achieved record sales in 2007, 
with revenue growth of 28% contributed to by all three of our operating segments.  
 
Our Mining and Site Preparation and Piling continued with their excellent performance. Bill 
will talk further on these divisions shortly.  
 
I do need to mention some disappointing results our Pipeline division. While this division 
expanded its customer base and increased year-over-year revenue by 39%, we incurred 
cost overruns on fixed-price contracts, which resulted in a loss for this division. We are 
revising our Pipeline contracting strategy in response. We believe that the strong market 
demand for Pipeline services will enable us to focus on profitable cost-reimbursable 
contracts, which are inherently a lower risk. We currently reviewing the final draft of this 
type of cost-plus contract with Kinder Morgan for the construction of the Anchor Loop 
phase of the TMX pipeline expansion project—a project that we estimate to be worth about 
$170 million over the next 2 years. 
 
Looking forward to 2008 we are excited about the market conditions we are seeing and we 
will continue to focus on execution and positioning this company to take advantage of the 
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available growth opportunities both external and internal of the Oil sands. Overall, we 
expect business performance will continue to improve in fiscal 2008 as a result of the 
strong demand for our services and the positive impact of our internal initiatives. 
 
I will now hand the call over to Doug, our Vice President Finance and Chief Financial 
Officer who will elaborate on the financial results. 
�
Doug Wilkes� �  
 
Thank you Rod and good morning everyone.   
All of the amounts that I’m about to discuss, except where I indicate otherwise, are for the 
fourth quarter and year ended March 31st 2007 as compared to the fourth quarter and year 
ended March 31st 2006 and are in Canadian dollars. 
 
Fourth-quarter revenue increased 44.3 per cent to 205 million, from 14 million in 2006. This 
improvement primarily reflects revenue growth in the Mining and Site Preparation division 
related to project work at De Beers’ Victor Mine, Albian’s Jackpine Mine and CNRL’s 
Horizon Mine, as well as revenue growth in the Pipeline division.  
 
Our fourth-quarter gross profit was 13.5 million, compared to 31.7 million in 2006. The 
change in gross profit reflects the negative impacts of project losses in our Pipeline division 
that Rod mentioned, as well as changed working conditions on a project in our Mining and 
Site Preparation division.  I want to take a moment to explain how change-related costs are 
handled from an accounting perspective. Firstly, claims and change orders are an integral 
part of our business. As opposed to above ground construction, we are not typically 
working off of engineered drawings.  When weather, ground conditions or some other 
external factor, such as client initiated scope and/or schedule changes, results in higher-
than-expected costs we negotiate with the client to recover some or all of the added costs.  
This is a normal procedure in our business, but accounting for it can skew results because 
there’s often a lag between cost recognition and revenue recognition. Under accounting 
guidelines, we must consider any changes in cost estimates up to the date of the release of 
our financial statements and reflect the impact of these changes in the financial statements 
for that period. Conversely, any revenue that we may recover is not included in financial 
statements until an agreement is reached with the client or specific criteria for the 
recognition of claims revenues are met. 
 
We are currently in the process of requesting change orders from our clients with respect to 
the additional costs incurred in fiscal 2007. However, we did not we meet the criteria to 
recognize this additional revenue in the year. As a result, we have recognized 18 million 
dollars in additional contract costs for the year, but we have not yet recognized any 
associated revenue. 
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Other factors that contributed to lower fourth-quarter gross profit include a 3.6 million dollar 
asset impairment charge on a hydraulic shovel that was subsequently sold and increased 
equipment operating expenses related to higher activity levels. Partially offsetting these 
impacts was a decline in operating lease expense due to the buy-out of numerous leases 
using part of the proceeds from our IPO. As a result of the foregoing factors, gross profit 
was 6.6 per cent of revenue in the fourth quarter of 2007, compared to 22 per cent in 2006.  
 
Fourth-quarter net income was 1.3 million, compared to 13.7 million in 2006, as a result 
from the reduced gross profit. Basic earnings per share for the fourth quarter were 4 cents 
in 2007, compared to 73 cents in 2006. This was not a good result for the quarter but we 
expect to recover some of the costs and have implemented strategies to reduce the 
increased risks associated with relating to fixed-price contracts, which were the main cause 
of the poor results.   
 
Despite the poor fourth quarter, the more positive full year results better reflect the direction 
of our business.  Sales in fiscal 2007 jumped 28 per cent, to 629 million, from 492 million in 
the prior year.  
 
Gross profit increased by 15 per cent to 92 million in 2007 up from 80 million in 2006. 
Gross profit was 14.7 per cent in 2007, compared to 16.3 per cent in 2006 on a percentage 
basis, primarily reflecting the weaker fourth-quarter results. These impacts were partially 
offset by improved project performance in the Mining and Site Preparation and Piling 
segments. 
 
General and administrative expenses increased by 8.9 million year-over-year, reflecting 
increased costs related to the larger organization, as well as fees related to our IPO and re-
organization. 
 
Net income increased to 21.1 million in 2007, from a loss of 22 million in 2006. Basic 
earnings per share were 87 cents in 2007, compared to a loss of $1.18 per share in 2006.  
 
Cash flow from operations before working capital changes were $58 million in the year, up 
from $38 million in 2006. As a result of higher working capital needs and capital spending, 
actual cash balance has decreased by $55 million in the year.  
 
Capital expenditures totaled 110 million in the year, of which 102 million was for growth 
capital. Lease and rental buyouts, financed with proceeds from the IPO, totaling 45 million 
and new mining trucks acquired for 40 million accounted for the majority of capital spending 
in 2007. 65 million funded from working capital.  
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As at March 31, 2007 we had approximately 10 million dollars of borrowing availability 
under our old 55 million dollar credit facility taking into account 20 million of borrowings and 
25 million in outstanding letters of credit. Effective June 7, we increased our revolving credit 
facility to 125 million dollars which provides us with the flexible access to capital we need to 
support our growing business. We have also successfully secured lease financing for a 20 
million dollar Bucyrus shovel to be delivered in December 2007. 
 
That summarizes our fourth quarter and year end financial results.  I will now turn the call 
over to Bill Koehn. 
 
William Koehn:  
 
Thanks Doug and good morning everyone.    
The fourth quarter is typically our strongest quarter of the year and this year was no 
different. Our more seasonal businesses, Mining and Site Preparation and Pipeline, 
achieved excellent year-over-year revenue growth during the period.  All three segments 
recorded substantial full-year revenue gains in 2007, compared to 2006.  
 
Our Mining and Site Preparation division achieved record revenue of 150 million in the 
fourth quarter, leading to record full-year revenue of 473 million in 2007, a 29 per cent 
improvement over 2006. In addition to the increased volume of work performed under our 
mining contract with CNRL, we performed large amounts of heavy construction work for 
Albian’s Oil sands Mines and for De Beers’ diamond mine in Ontario.  
 
Fourth-quarter gross profit in the segment declined to 15.7 per cent of revenue for 2007, 
from 23.4 per cent in 2006.  Gross profit in the segment was impacted by unexpected costs 
related to a construction project on which we encountered a large amount of pressurized 
ground-water. We had to de-water the site in order to complete the job. All of the costs 
associated with the de-watering issue were recognized in the fourth-quarter. Gross profit 
was also negatively impacted by a 3.6 million dollar write-down of equipment that was 
discussed by Doug.  
 
Our Piling segment turned in strong fourth quarter results and record full-year results, 
achieving a 19.6 per cent increase in revenue and a 52.2 per cent improvement in gross 
profit, compared to 2006. Strong demand combined with the execution of higher-margin 
projects contributed to these great results. We continue to have success introducing the 
continuous flight auguring, or CFA, piling technology into the market in 2007.  The 
technology is gaining acceptance with the geotechnical engineering houses and we are 
able to utilize the equipment on more projects.  The small acquisitions of Midwest Micropile 
Technologies and, more recently, Active Auger in Saskatchewan, have expanded our 
service offering to include anchor piling, screw piling and micro-piling.  The acquisition in 
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Saskatchewan also establishes our presence in Saskatoon, which is projected to be the 
fastest growing city in Canada in 2007 and to become Saskatchewan’s gateway to the 
north part of the province where significant exploration and development are underway. 
 
Our Piling division also continues to benefit from the booming commercial construction 
markets in Calgary and Edmonton and from working with our Mining and Site Preparation 
division to support our oil sands customers. 
 
Our Pipeline division posted year-over-year increases in both fourth-quarter and full-year 
revenue by actively expanding its client base and executing multiple projects.  As Doug 
discussed previously, we experienced some unanticipated weather and ground conditions 
on some fixed-price projects in 2007. The resulting operational challenges contributed to 
higher costs and a fourth-quarter loss of 9.8 million and a full-year loss of 10.5 million in the 
Pipeline segment. Both of these projects are now substantially complete. As at March 31, 
2007, we had one remaining fixed-price contract to complete for Husky Energy in fiscal 
2008. We do expect to earn a margin on this project. As Rod mentioned, we are also 
working with Kinder Morgan to provide detailed constructability, scheduling and estimating 
in conjunction with the mobilization of equipment in anticipation of starting the project. 
 
Turning to our equipment fleet, we invested in a significant amount of new equipment this 
year, including large mining trucks, our second EX8000 Hitachi hydraulic shovel, drill rigs 
and other support equipment. We began installing modern GPS and condition-based 
monitoring software into our heavy equipment in fiscal 2007, an initiative we expect to 
complete in fiscal 2008.  Our ability to acquire heavy equipment was not an issue in fiscal 
2007 and we do not expect it to be an issue in fiscal 2008.  Tires continue to be in short 
supply, however, we have seen some relief in pricing and we are working closely with our 
suppliers on this issue. We have recently secured tires for two of our largest trucks and 
taken these off blocks and our two remaining truck without tires should be back operating in 
the coming months. Over the next two years, we expect to invest between 35 to 45 million 
per year in sustaining capital and between 30 and 40 million in growth capital. 
 
Our expanded fleet is going to be hard at work on a number of new projects in fiscal 2008. 
During the fourth quarter we signed a five-year multiple use contract with Suncor Energy 
and we recently signed a two-year mining and construction services contract with Albian 
Sands Energy. The two-year mining and construction services agreement, effective May 1, 
2007, replaces a similar mining services contract we began in March 2002. Under the 
expanded scope of the new agreement, NAEP will perform heavy construction jobs in 
addition to supplying labour and equipment to Albian’s mining operations at the Muskeg 
River Mine, located 70 km north of Fort McMurray.  In addition, we have been awarded a 
contract for the construction of an aerodrome at the Albian site.  The unique thing about 
this contract is that our industrial division will expand its services to perform the 
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engineering, procurement and commissioning of the facilities, in addition to the 
construction.  The project is already underway and will be completed by October 2007.  

 
Overall, the outlook for 2008 is very positive with major new contracts, an expanded 
equipment fleet and the expectation of enhanced bottom line results as we continue to 
refine our business model.    
 
I will now turn the call back to the operator to open the line for questions. 

Operator:  
 
Ladies and gentlemen, if you would like to ask a question, please press *1 on your 
touchtone phone, and remember if you are using speakerphone, you will need to lift the 
handset and then press *1.  If you should decide to withdraw your question, please press 
the # sign.  Please press *1 now if you have a question. 
 
Our first question will come from Matt Duncan of Stevens, Inc.  You may go ahead. 
 
<Q>:  Good morning guys and congratulations on a nice progress in the year. 
 
Rodney Ruston - President & Chief Executive Officer:  
 
Thanks Matt. 
 
<Q>:  The first question I have, and then I will just jump back in line really pertains to gross 
margins and trying to get a better feel for where you guys may go back.  You know, say the 
pipeline segment had broken even in the quarter instead of having a 10 million dollars loss, 
you throw out the 5 million dollars unexpected cost for the mining of the site for that job, 
and also throw out that 3.6 million dollars asset impairment charge, gross margin looks like 
it would have been about 15.6% or 15.7%, which would have been down sequentially on 50 
million dollars in higher revenue.  I know you had an increased tire cost and other things, 
but I am trying to get a feel for how margins would not have been up in that scenario with 
revenues up as strongly as they were, and then if you could, talk a little bit about where you 
think the gross margin level can go going forward. 
 
William Koehn - Vice President, Operations & Chief Operating Officer:  
 
Well, I think your quick analysis there Matt is pretty close.  Without those additional costs, 
we would have been at about 16% in the year.  Gross margin in a percentage basis is not 
an absolute measure for us because of some of our contracts, as you know, CNRL for 
instance is an all leased equipment job and as that job becomes a bigger percentage of our 
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revenue base, gross margin will actually decline simply because of the leased equipment 
component.  The return on capital on that business is quite well though.  
 
Sorry, the second part of your question was on a go-forward basis? 
 
<Q>:  Yeah, just kind of where you think gross margin should be.  What should we be 
thinking about for a gross margin level for fiscal 2008? 
 
William Koehn - Vice President, Operations & Chief Operating Officer:  
 
I think back to something a little bit more like we had in the second and third quarters of last 
year.  We are going to see gross margins improve.  It may not improve short- term, simply 
because, as you know, our Q1 is our weakest quarter. 
 
<Q>:  Right. 
 
William Koehn - Vice President, Operations & Chief Operating Officer:  
 
And we don©t, you know, that seasonality effect will be there in Q1, but as we get into our 
busier construction season of Q2 and more importantly, Q3 and Q4, our margins will be 
back up to where they were. 
 
<Q>:  So, just to make sure I understand it, the second and third quarters of fiscal 2007, 
gross margin was in the 16% to 17% ranges.  Is that all you would expect, or could you get 
past that? 
 
William Koehn - Vice President, Operations & Chief Operating Officer:  
 
Well, we hope we are past that.  You know, we are always trying to improve our business.  
So, we are not happy with the status quo in terms of results. 
 
<Q>:  Yeah, fair enough.  Thanks. 
 
Operator:  
 
Thank you and our next question will now come from Jamie Cook of Credit Suisse.  Go 
ahead. 
 
<Q>:  Hi.  Good morning and congratulations.  
 
Rodney Ruston - President & Chief Executive Officer:  
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Thanks Jamie. 
 
<Q>:  You know, let me ask the question slightly differently.  Rod, if I look at the prepared 
remarks on your outlook for 2008, it seemed very positive.  I guess as you look at the 
project you have in the backlog chain, and what you would expect to come.  You know in 
2008, how should we look at revenue in EBITDA growth in 2008 relative to 2007, and is 
there any reason why this is not sustainable.  Was there something unusual in 2007 that 
we need to think about? 
 
Rodney Ruston - President & Chief Executive Officer:  
 
As we have said, we are not going to give forward forecasts Jamie, but the business is in 
good shape, there is demand out there.  As Bill just mentioned to you, we have pick up 
some sustaining contracts with Albian and Suncor and, and there is no reason why we can©t 
continue to go with the sort of growth rate that we have been going in the past. 
 
<Q>:  And then just as a follow-up Rod, are there any projects that we should on the 
outlook for that you could expect to win in 2008?  Any major ones? 
 
Rodney Ruston - President & Chief Executive Officer:  
 
We would like to...  Yes there are, and probably the biggest single one that is going to be 
going in 2008 will be the Suncor Voyageur, and we would expect to get a piece of that. 
 
<Q>:  Alright, thanks.  I will get back in queue 
 
Rodney Ruston - President & Chief Executive Officer:  
 
Thank you. 
 
Operator:  
 
Thank you and our next question will now come from Bob Schanowski of Jefferies.  Please 
go ahead. 
 
<Q>:  Thank you.  Good morning. 
 
Rodney Ruston - President & Chief Executive Officer:  
 
Hi Bob. 
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<Q>:  A quick question on the pipeline in Kinder.  Do you have capacity beyond Kinder, and 
then how should we think about the revenue flows specifically from that project? 
 
Doug Wilkes - Vice President, Finance & CFO:  
 
Well, the revenue flows though, maybe I will answer the revenue flows, and then Bill can 
talk about the operational side of it.  That is a 170 million dollar contract there about, and 
we are expecting that the work, although won©t be performed evenly over two years, it will 
be a two-year work program.  So, 85 million dollars per year out of that contract is not a bad 
place to be.  Not a bad place to start for your modeling Bob. 
 
<Q>:  Okay. 
 
Doug Wilkes - Vice President, Finance & CFO:  
 
And then on the operational side, our abilities to actually do business above and beyond 
the Kinder project.  Is that the other question? 
 
William Koehn - Vice President, Operations & Chief Operating Officer:  
 
Is that the question? 
 
<Q>:  Correct. 
 
William Koehn - Vice President, Operations & Chief Operating Officer:  
 
Yeah, the Kinder Morgan job, as the way it stands now, is a huge undertaking.  It goes 
through Jasper National Park, the actual city of Jasper, and then it carries on through 
Mount Robson Provincial Park.  So, at present we are planning on deploying all our 
resources because of the complexity of this job.  This is kind of a world class type project. 
 
<Q>:  Sure. 
 
William Koehn - Vice President, Operations & Chief Operating Officer:  
 
Going through the training we are, so while we are doing this job, we are actually going to 
be building up capacity such that we are looking at other projects because there are 
some thick gaps when we have some windows in the construction of the TMX job that will 
allow us to go do some other activities, but presently our focus is on TMX just because of 
the magnitude of the job. 
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<Q>:  Sure and can you offer a sense at all, just generally speaking, in terms of the margin 
potential on that business say in regard to the, you know, the 15%, 16%, 17% that had 
been discussed earlier of the overall Company. 
 
Doug Wilkes - Vice President, Finance & CFO:  
 
Yeah Bob.  I think if you, you know, we don©t want to talk about specific margins on specific 
jobs, but I think that if you look at, you know, pipelining as a business where they do 
execute more cost collect-type for timing, materials, jobs, you know, in the 15% to 18% 
range is very typical for this kind of work. 
 
<Q>:  Great.  Thank you very much and congratulations on the quarter. 
 
Operator:  
 
Thank you and our next question will now come from Catherine Sobolski of Jefferies & 
Company.  Please go ahead. 
 
<Q>:  Hi.  Thank you.  Have you guys drawn additional amounts in your revolver since the 
end of the quarter? What is the current availability? 
 
William Koehn - Vice President, Operations & Chief Operating Officer:  
 
Hello.  Did you ask that have we drawn additional amounts on our revolver? 
 
<Q>:  Yes, that is question. 
 
William Koehn - Vice President, Operations & Chief Operating Officer:  
 
From where we were at the end of the fiscal year?  We are actually down in terms of the 
drawn amounts right now.  
 
<Q>:  Okay.  Do you have availability in excess of 80 million? 
 
William Koehn - Vice President, Operations & Chief Operating Officer:  
 
Yeah, there about. 
 
<Q>:  Okay.  Okay and the timing of the KMI Project.  Is that still kind of 
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Rodney Ruston - President & Chief Executive Officer:  
 
You mean from opening from that? 
 
<Q>:  Sorry? 
 
Rodney Ruston - President & Chief Executive Officer:  
 
Are you talking about the Kinder Morgan? 
 
<Q>:  Exactly. 
 
Rodney Ruston - President & Chief Executive Officer:  
 
It should start in August, we expect. 
 
<Q>:  Okay.  Could you discuss the spring break out these days?  How©s the weather been 
up there? 
 
Rodney Ruston - President & Chief Executive Officer:  
 
I will discuss it from an Australian point of view and it is very wet.  Doug was saying to me 
this morning it has been one of the wettest years on records for a long time in Vancouver, 
and it has certainly been very wet here especially compared to the last spring that I was 
here.  That has the potential, if you think of last year©s performance in the first quarter, the 
spring break out quarter, you will remember that we talked about getting a significant job 
that you would not normally do in the spring break out, which made last year©s a bit 
somewhat abnormal first quarter.  This year will be more normal.  
 
<Q>:  Okay (inaudible). 
 
Rodney Ruston - President & Chief Executive Officer:  
 
Specifically because we have not got that strange contract. 
 
<Q>:  So do you expect the results to be a little bit weaker compared to what they were last 
year during the first quarter? 
 
William Koehn - Vice President, Operations & Chief Operating Officer:  
 
To be more typical. 
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Rodney Ruston - President & Chief Executive Officer:  
 
More typical of a first quarter, yes. 
 
<Q>:  Okay, great.  Thank you very much. 
 
Operator:  
 
Thank you and our next question will now come from Jacob Bout of CIBC World Markets.  
Please go ahead. 
 
<Q>:  Good morning.  I just had a question on market penetration in the oil stands.  You 
know, where do things stand now in the markets that you actually compete in and how has 
that changed, and who do you want to try to get out of here as, you know, increased 
competition. 
 
Rodney Ruston - President & Chief Executive Officer:  
 
There are certainly a lot of announcements from people outside the oil stand saying they 
are going to get in, but there has not been any big impact from that.  Some of the smaller 
contractors have got some additional fleet, but they are very singularly focused in the 
mining side of the operations really, not on the combination that we©ve got of the pipeline 
and the piling, the heavy construction, industrial and mining.  So they are not able to bring 
the same suite of products to the market, so they are limited in what they can bid for. 
 
<Q>:  I think in the past, the number that you threw around was essentially 70% market 
penetration.  Do you still feel comfortable with that? 
 
Rodney Ruston - President & Chief Executive Officer:  
 
I do not know how you got to that number, but because one of the difficulties is actually 
determining the actual size of the market.  However, we retain our position as the biggest, 
and the next size competitor to us, that has actually domiciled in the oil sands, still remain 
at about 25% of their size. 
 
<Q>:  Okay, thank you. 
 
Operator:  
 
Thank you and our next question will now come from David Young of Siemens & 
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Company.  Please go ahead. 
 
<Q>:  Hi.  Good morning.  My questions have already been answered.  Thank you. 
 
Rodney Ruston - President & Chief Executive Officer:  
 
They were easy ones then David.  You can ask more like that if you like. 
 
Operator:  
 
Mr. Brickman, your line is open.  Could you unmute your phone please? 
 
<Q>:  Oh yes, yes.  Hi.  I am sorry.  I did not hear that.  Yes, my question pertains to the 
mining and site preparation division please.  Just curious as to first of all, if there is a 
backlog number that you can disclose to us, and secondly for the newly hired employees 
in Fortman/Murray region, what have been the year-over-year inflations percentage wise in 
terms of hourly wages, benefits, and room and board for employees brought in from far 
away locations please? 
 
Rodney Ruston - President & Chief Executive Officer:  
 
The industrial agreements that have been recently mostly settled in the oil stands will result 
in a 5% to 6% out of the, for the first fourth out of the contract is in the first year, and then it 
will be another 4% next year, and it is a three-year agreement in total.  The leading cost 
increases and that sort of stuff, they will probably go up a similar amount.  
 
What was the second question? 
 
Doug Wilkes - Vice President, Finance & CFO:  
 
A question on backlogs? 
 
<Q>:  Yes, right.  Do you disclose a backlog with the Mining and Site Preparation Division? 
 
Doug Wilkes - Vice President, Finance & CFO:  
 
Yes.  It is included in our filings.  You will see that the mining and site prep for the backlog 
is...   The reported backlog is 732 million, and most of that is with a single contract.  Now, I 
guess it is important for people when they look at our backlog number, we don©t backlog 
cost collect and time of materials work simply because say for instance, some of the new 
projects that Bill mentioned, we have contracts for periods of time and we know what the 
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scope of work is, but we do not know how much work we are going to have.  So, we could 
make a guess and put a guess in, but the rules that play around actually recording 
backlogs, they just do not fit with the definition right now.  So, the 732 is really unit-priced 
and fix-priced contracts. 
 
<Q>:  Okay, and the 732, how does that compare to the year ago number?  I mean, 
obviously it is before your IPO, and I am not sure who was included. 
 
Doug Wilkes - Vice President, Finance & CFO:  
 
We did not actually start reporting backlog until the third quarter of the year, and really quite 
frankly, for us the only reason we have done it is because some of these analysts will 
always ask a question about backlog.  Backlog really is not a tool for us that we give a hard 
look to manage our business by. 
 
<Q>:  Okay.  Thank you. 
 
Operator:  
 
Thank you, and our next question comes from David Drum of DNP Paralys.  Please go 
ahead. 
 
<Q>:  Hi.  Good morning gentlemen.  A quick question for you.  The 3.6 million dollars 
impairment charge on the equipment, was the charge taken above the line in operating 
income or below? 
 
William Koehn - Vice President, Operations & Chief Operating Officer:  
 
It was charged to depreciation. 
 
<Q>:  Okay, okay.  So that is where it is.  Okay, that is all I had.  Thank you. 
 
Operator:  
 
Thank you.  Next we have a follow-up question from Matt Duncan.  Please go ahead. 
 
<Q>:  Hey guys.  Just a couple quick follow-ups here.  First of all, can you talk about what 
the, you know, some of the primary revenue drivers were in this quarter?  I mean, obviously 
it was very, very strong sequentially and year over year.  Where there any one-time type 
project that helped drive this or is this really just that is the demand level that you are 
seeing in your markets right now and then also maybe talk about the De Beers project?  
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You mentioned in the press release, has your activity level with them gone up, are you 
doing more for them now than you originally were planning to do? 
 
William Koehn - Vice President, Operations & Chief Operating Officer:  
 
Yeah, I will jump in.  As far as revenue drivers, you know, at the forefront, definitely our 
piling group has seen some record results, and that continues on.  The mining and site 
prep have seen an increased demand for requirements for our large truck fleets for the 
existing oil sands producers.  So, definitely our big fleet has been driving a lot of the 
numbers that are coming through on the mining and site prep, and the last part of your 
question was? 
 
Rodney Ruston - President & Chief Executive Officer:  
 
De Beers. 
 
William Koehn - Vice President, Operations & Chief Operating Officer:  
 
De Beers?  With De Beers we brought a large amount of the work forward in 2007 to assist 
the client to bring their overall project on schedule.  Not a whole lot of increase beyond the 
scope that we originally recognized with that client, but we did perform a number of 
additional small jobs on site; some pipeline construction, some piling, and some excavation 
around some river intakes.  
 
<Q>:  Okay, and then last thing and I will jump back here is the increased credit facility.  
You know, do you guys have any plans for those funds beyond just general growth or are 
you seeing acquisition opportunities in maybe one instance, in dry powder to go out and 
make some deals? 
 
Rodney Ruston - President & Chief Executive Officer:  
 
We are certainly keeping an eye on acquisition opportunities around all of the areas that we 
work in.  We are looking in both similar type of products and also in potential geographic 
spreads.  So, we are keeping our eye out. 
 
William Koehn - Vice President, Operations & Chief Operating Officer:  
 
The question around the operating credits facility in particular, is that the facility really is to 
support our business ends organic growth as opposed to being used as a strategy for 
acquisitions except in some kind of bridge fashion. 
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<Q>:  Okay.  Thanks guys. 
 
Operator:  
 
Thank you.  Ladies and gentlemen, if there are any additional questions, please press *1 
on your touchtone phone but remembers to lift your handset first if you are on a speaker 
phone. 
 
Our next question will come from Stephen Fisher of UBF.  Please go ahead. 
 
<Q>:  Hi.  Good morning.  I think you mentioned that you have one remaining fixed-priced 
highpoint contract.  I think it was for Husky you mentioned.  Can you give us some sense of 
the size and duration of that contract? 
 
William Koehn - Vice President, Operations & Chief Operating Officer: 
 
Yeah, the project is anticipated to be completed this summer, and the size of it is similar to 
the Phase I work that we did in 2007. 
 
<Q>:  Okay, and was there anything different about the underlying contract structure of that 
or the timing of when it was contracted that, you know, it kind of gives you....  It sounds like, 
you know, there are no issues with that project from an earnings perspective. 
 
William Koehn - Vice President, Operations & Chief Operating Officer:  
 
Yeah, the contract actually was completed in two phases, and we did the first phase in 
2007, and then we will complete the remainder of the contract in this fiscal year. 
 
Rodney Ruston - President & Chief Executive Officer:  
 
The key issue is it is basically a single strand of pipeline being laid over 20 kilometers 
where as the 40 kilometers type, but the contract that caused the particular problems for us 
was in a much more complex location working around a lot of operating equipment and 
then processing plants, and had a significant impact on it by the client making a lot of 
changes as we went. 
 
<Q>:  Okay.  That is great.  Thanks a lot. 
 
Operator:  
 
Thank you.  Next, we have a follow-up question from Tom Brinkman.  Please go ahead. 
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<Q>:  Hi.  Yes, I just wanted to get, excuse me, a little bit more color if you would please on 
the Suncor contract.  You said it is, I think, a two-year contract, but then you started talking 
about the Albian contract you have as well.  Any details on what the Suncor contract 
involves please? 
 
William Koehn - Vice President, Operations & Chief Operating Officer:  
 
The Suncor contract is actually to complete work on the Voyager project.  It is a numerous-
year contract with respect to that new project.  Right now, presently we©re doing a contract 
for Suncor and a new project where we have done front-end constructability scheduling and 
now we are executing basically (all the work up to the anchor bowl and then the next 
contract that we have signed with Suncor is to do the similar type of work.  Scopes are still 
being defined on the Voyager site.  So, anticipate underground utilities, piling, earthworks 
associated with that project.  The two-year contract that I referenced is really an extension 
to the contract that we signed in March 2002 to supply mostly mining services to the Albian 
Sand Muskeg River Mine.  The new contract that is in place will allow us to do not only the 
mining services but also to perform more detailed construction services for them.  So, it has 
a larger scope on the, to sort of jump back.  We anticipate that the Voyager work contract 
will be substantially larger than the present work that we are doing now on the MNU job. 
 
<Q>:  Okay.  So you are talking about these are for like SAG-D operations? 
 
William Koehn - Vice President, Operations & Chief Operating Officer:  
 
No.  The Suncor work is really around to do operator expansions.  So, MNU is an 
expansion to their naptha unit and, which again, enhances the capacity of the existing 
Suncor upgrader.  The Voyager contract will be basically a whole new upgrader for the 
Suncor group that takes them upward when Voyager is up and running at 525 thousand 
barrels per day type work.  So, it is industrial type work with a plan expansion where the 
Albian contract that I mentioned really does cover both sites now.  So, not only 
the Muskeg River Mine but he adjacent Jackpine Mine, so now we have a contract to 
supply basically services on both sites. 
 
<Q>:  Okay.  Thank you very much. 
 
Operator:  
 
Ladies and gentlemen, if there are any additional questions, please press *1 on your 
touchtone phone. 
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Gentlemen, we have no other questions registered. 
 
Rodney Ruston - President & Chief Executive Officer:  
 
Well, thank you very much everybody.  As we have said before, you can see the 
presentation on our website, and we look forward to kind of continuing to give you good 
news.  Thank you very much. 
 
Operator:  
 
Thank you.  Ladies and gentlemen, this does conclude the conference call for today.  Once 
again, thank you for participating, and at this time, we ask that you please disconnect your 
lines.  Have yourself a great day. 

 
 


