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Forward-Looking Statements

The information provided in this presentation contains forward-looking statements 
and information which reflect the current view of North American Energy Partners 
with respect to future events and financial performance. Actual results could differ 
materially from those contemplated by such forward-looking statements as a result 
of any number of factors and uncertainties, many of which are beyond our control. 
Important factors that could cause actual results to differ materially from those in 
forward-looking statements include success of business development efforts, 
changes in oil and gas prices, availability of a skilled labour force, internal controls, 
general economic conditions, terms of our debt instruments, exchange rate 
fluctuations, weather conditions, performance of our customers, access to 
equipment, changes in laws and ability to execute transactions. Undue reliance 
should not be placed upon forward-looking statements and we undertake no 
obligation, other than those required by applicable law, to update or revise those 
statements.

For more complete information about us you should read our disclosure documents 
filed with the SEC and the CSA. You may obtain these documents by visiting 
EDGAR on the SEC website at www.sec.gov or on the CSA website at 
www.sedar.com. 



What if oil sands 
development is 

changing?

What if tougher 
economic conditions 
are with us for a long 

time? 

What if the future of 
energy looks 

dramatically different 
than it does today?



“In 2010, we proved that our business can 
thrive in the new business environment.”

 Business not tied to short-term oil prices

 Operating customers keep operating

 Robust recurring revenue base

 Adjusting and thriving in the midst of change 

2010 Overview



Ready for the Next Phase

Ready for Growth

Ready to Ramp Up

Ready for the New Environment

Ready for New 
Geographic Markets

Ready with the Right Technologies

Ready for the Recovery

Ready to Build
Ready for New Opportunities

Ready for 
Challenges

Ready for 
Opportunities



Presentation Agenda

 2010 operating results

 Business overview and outlook

 Financial position

 Q&A



139.5

(87.1)

(135.4)

Consolidated EBITDA

Operating Income

Net Income

121.6

73.5

28.2

170.4

17.5%

Gross Profit

Gross Profit Margin

139.3

18.4%

2010 Financial Results

2010C$ millions (except per share) 2009

972.5Revenue 759.0



Taking Action

 Sized operations to market 
opportunities

 Reduced capital spending



Recurring Services 

 Operational mines continued to operate
 Production levels in line with expectations

 Challenging competitive environment
 Equipment overcapacity through most of the year

 High-risk, low-price bidding strategies by some competitors



Oil Sands Strengths

 Over 30 years experience in the Canadian oil sands
 Strong customer relationships
 Largest and most modern fleet
 Leading safety and performance culture
 Employed “win-win” customer partnering strategy



Expanded Oil Sands Relationships

 Expanded presence  
at Suncor
 Supplied large haul 

trucks 

 Signed expanded      
3-year agreement with 
Shell Albian

 Renewed site services 
agreement with 
Syncrude



Recurring Services Revenue
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Q1 Recurring Services Revenue
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Q1 Consolidated Revenue
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First-Half Impacts

 Lower equipment utilization
 Primarily affecting large haul trucks

 Longer-than-normal Spring break-up period
 Loss or delay of budgeted working hours



Recent Oil Sands Headlines



Recurring Services Outlook

 All operational mines back in production by Q4
 Multi-year contracts under discussion with all major customers
 Tenders involve record volume requirements

 More stable competitive environment
 Well positioned to compete for new business



Tailings & Environmental Services

 Response to new environmental legislation

 Natural extension of earth-moving business

 Leverages long-term customer relationships

 Flexible approach to meeting customer needs



Initial Projects

 MFT treatment pilot project with Canadian Natural

 Drying pad construction for Shell

 Finger dyke construction at Suncor



Tailings & Environmental Services

 Developing complete turnkey service

 Formed new partnership with Boskalis International
 Global leader in dredging

Earth Moving Expertise Water Expertise



Investment in Specialized Equipment

 Expanded range of project and recurring services opportunities

 Opportunities in other sectors and regions

Tailings Dozers Skimming Barges Portable Skimmers



Piling Division

 Recent increase in commercial & industrial construction activity

 30% increase in Q1 Piling revenues

 Significant backlog due to weather delays & increased demand



Piling: Geographic Expansion

Successful move into Southern Ontario market

 Acquired Drillco Foundations in fiscal 2010

 Investment in team and equipment

 Winning larger commercial contracts



Piling – Growth Strategy

 Continued investment in less 
capital-intensive divisions

 Focus on innovative piling 
technologies 
 Competitive differentiation 
 Access to more projects
 Margin enhancement

 Leverage new technologies 
across other geographic 
operating areas

Drilled Piles CFA Piling

Large Diameter 
Drilled Shafts



Pipeline Division

 Challenging period through fiscal 2010
 Shortage of viable projects
 Intense competition

 Completed South Fraser River Crossing

 Maxhamish South Loop project established new expertise 

 New focus on pipeline maintenance services



Pipeline: New Projects

 Two new projects in northeastern BC
 Spectra Energy’s Maxhamish Loop project

 TransCanada’s NFS Groundbirch Mainline project

 Improved risk/reward ratio on new contracts



Outlook

 Improving conditions in all three divisions

 Weather & economic challenges affecting near-term results 

 Balanced work mix results in higher revenue but lower margins

 Encouraging long-term outlook and diverse growth opportunities



Solid Financial Position

 2010 Achievements:
 Strengthened balance sheet

 Lowered cost of debt

 Reduced refinancing risk

 New debenture offering in March 2010
 Redeemed senior notes and liquidated currency and interest rate swaps

 Renewed credit agreement



Ready for the Next Phase

Ready for Growth

Ready to Ramp Up

Ready for the New Environment

Ready for New 
Geographic Markets

Ready with the Right Technologies

Ready for the Recovery

Ready to Build
Ready for New Opportunities

Ready for 
Challenges

Ready for 
Opportunities



NAEP People



Annual General Meeting
September 23, 2010


