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INTRODUCTION

This month TCD Rviews the financial results from some of the leading international cable manufactur-
ers including : Draka, General Cables,Nexans,Prysmian & El Sewedy The results reflect the current tough
economical climate and the conditions which the cable industry has to live with at present and until such

time as the economy picks up. On a positive note the P ower and renewable industry and the emerging
market sectors continue to reflect encouraging signs both of which will confirm the forecasted improved
results by some of the leading cable manufacturers for the second half of 2009.

Our special feature this month is with R oddy Macdonald of General Cables who gives us an insight into
the companies perspective on the solar market

Septembers issue also includes all the latest product developments in the Cable & W ire Industry, and
this month’ s featured story is * Nexans secures major frame agreement with BP for deep water umbilical
projects in the Gulf of Mexico .

Enjoy!
Alastair Caithness
Editor
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General Cable is a $6 billion (USD)
corporation serving a $150 billion
(USD) market for wire and cable. The
Company has a diversified, balanced
product offering along with geo-
graphic coverage that makes it an
ideal partner for companies of all
sizes around the world. Revenue
from its 47 manufacturing locations
in 23 countries is generated almost
equally in each of the Company’s
three regions - North America, Eu-
rope/North Africa and the Rest of the
World. General Cable is well-posi-
tioned to benefit from long-term glo-
bal trends in energy (renewable, cli-

mate change, conservation, energy
independence, extraction, refining,
generation and transmission), trans-
portation, healthcare and worldwide
communications.

General Cable invests to position
itself to benefit from global market,
social and strategic developments,
which will provide opportunity for
years to come. One major global
market trend General Cable has
been tracking for the last 10 years is
renewable energy. General Cable
sees tremendous opportunity to par-
ticipate in renewable energy in a
meaningful way, given its global
footprint and long experience with
all forms of energy extraction, gen-
eration, transmission and distribu-

TCD: Why is solar viable now after previous false starts?

Macdonald: We have a unique series of factors coming together all at the same time;
environmental concerns including global warming, depletion of natural resources, and
energy security and independence. These factors are driving demand, which is helping
bring down costs of solar systems. According to the Prometheus Institute for Sustain-
able Development, over the last 35 years in the solar energy industry , we have seen an
annual decline in Photovoltaic (PV) module prices by 5% to 6% per year The global

financial meltdown has resulted in an increase in this rate of decline recently

tion. Today wherever there is a
need for renewable energy, General
Cable is already there, involved with
manufacturers, installers, utilities
and distributors across the globe.
General Cable products enable green
technologies and is a major supplier
of cable to the wind and solar mar-
kets with transmission solutions that
link green power sources to the grid.

“Solar energy is an area that we
have long felt passionately about,”
said Poddy Macdonald, Executive
Vice President of Global Sales and
Business Development for General
Cable. “Thatis why | chose to speak
on the topic at the CRU’ s World Wire
& Cable Conference in Rome last
June.

, as supply

has exceeded demand, but at the end of this year , module prices below $2 per watt

will probably bring us back to the steady 5% to 6% decline.

The key here is

reaching grid parity . That is when the cost of generating solar power at any
one point is equal to the cost of the grid-supplied electricity at that same
point. That depends on the cost of delivered electricity , the amount
of sun or insolation (a measure of solar radiation energy), and the
cost of installation. Believe it or not we have reached grid parity

in parts of the world right now even without subsidies, which is why

| believe that economics and self-interest, to quote

Travis Brad-

ford, P resident and Founder of the Prometheus Institute, will catalyze
the growth of a solar-energy-based society . We want to be a part

of that new world.

TCD: What role has governments to play in all this?

Macdonald: It is essential that the electricity grid can utilize
renewable energy to its full effect, with the ability to load bal-
ance using different sorts of generating power , while moving en-
ergy around precisely in different directions, which includes net
metering. (Net metering is a utility resource usage and payment
scheme in which a customer who generates their own power is
compensated monetarily.) This is sometimes known as a smart
grid. We also need to be able to transmit power from distant
renewable energy sources to main population centers and we need
to encourage investment in development, manufacture and dis-

Roddy Macdonald, General Cable’ s Executive Vice
President of Global Sales and Business Development



tribution of renewable technologies. | believe this is the right thing to do and that the United States has
much to gain from solar power. The amount of insolation, the angle of incidence of the sun, and our popula-
tion centers give the U.S. a unique opportunity to both benefit and lead in this market.

TCD: Is Concentrated Solar Power (CSP) more ef ficient than Photovoltaics (PV)?

Macdonald: Concentrated Solar Power (CSP), or thermal solar, is cost-competitive for generating stations,
but only in certain parts of the world. CSP relies on direct (unfiltered) sunlight and is best under specific angles
of incidence of sunlight, whereas PV will operate in reflected and filtered sunlight and is not so sensitive to
angle of incidence. W e are lucky in the United States to have a region in the Southwest of the country (Califor-
nia, Arizona, Nevada and New Mexico) where CSHs able to operate highly effectively and that is relatively close
to centers of high population as compared to, for example, North  Africa, which is a similarly effective CSP
generating region. An advantage that CSPhas over PV is that it is relatively easy to store energy in liquid salt,
oil or even water in order to continue power generation into the evening when solar power falls off but demand
for electricity remains high.  You can store PV energy in batteries, but that adds too much cost.  The advantage
that PV has over CSRs that it enables distributed generation, which is the real breakthrough. It s distributed
generation that transforms our lives in ways we have yet to even imagine. It' s the internet of energy .

TCD: What is General Cable doing to contribute to the growth of these renewable energy markets?

Macdonald: General Cable has an extensive R&D program developing new products not just for renewable
energy generation, such as wind and solar, but for ways to transmit that power over long distances via both
AC and DC cable systems. W are able to provide the most reliable and technologically advanced turnkey
underground extra-high-voltage (EHV) solutions in the world with the capability of transmitting up to 800kV
of AC power We also continue to invest in NSW, our global submarine cable division located in Nordenham,
Germany, in order to address the undersea energy cable demand for offshore wind farms.

TCD: Do you have any last thoughts on Solar?

Macdonald: | feel very lucky to be part of a company that is so committed to solar energy . Itis one of those rare
markets that offer unqualified good for the environment, the world, our society  , as well as our company. Not only can
solar transform the way we generate and use electricity in the developed world it offers a unique avenue to give
many people access to electricity and dramatically improve their lives. Over two billion people worldwide have no
access to electricity . Water pumping, purification, health clinics, lighting, schools, communications and local busi-
nesses all depend on electricity. The poorest parts of the world can jump ahead with solar just like cell phones
leapfrogged ahead of telephone land lines. W e in General Cable are pleased to be part of this exciting new world.

About General Cable

General Cable (NYSE: BGC), headquartered in Highland Heights, Kentucky; is a leader in the development, design, manufac-
ture, marketing and distribution of copper , aluminum and fiber optic wire and cable products for the energy infrastructure,
construction, retail, telecommunications and OEM markets. W  ith annual revenues exceeding $6 billion, General Cable is one of
the largest wire and cable manufacturing companies in the world. It operates 47 manufacturing facilities in 23 countries and
employs 13,000 associates. D learn more, visit us at www.generalcable.com .
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Prysmian announces

first half 2009 consolidated

The Board of Directors of
Prysmian has approved the con-
solidated results for the first half
of 2009.

The Group has improved its
margins in the second quarter
compared to the first three
months of the year. Adjusted
EBITDA represented 10.5% of
sales in the half year (11.1% in
the second quarter), up from
9.8% in the first quarter and not
far from the 10.9% reported in

the first half of 2008, despite an
organic decrease in Sales of
18.3% (net of metal price and ex-
change rate effects and changes
in the group perimeter) which
fell to Euro 1,848 million. The
decrease in sales was particu-
larly concentrated in the earlier
part of the year, stabilizing in
the second quarter, when most
of the businesses reported a
slightincrease in volumes on the
first quarter .

The positive trend in margins
was achieved thanks to an im-
proved business mix following
the strategic decision to focus
on higher value-added seg-

Nexans releases 2009
first half-year results

The Nexans Board of Directors
chaired by Frédéric Vincent metin
July to examine the Group’ s con-
solidated financial statements for
the first half of 2009:

Sales for the first half of 2009
amounted to 2,514 million euros,
or 2,085 million euros at constant
non-ferrous metal prices*.

Operating margin amounts to
110 million euros compared with
220 million euros in the first half of
2008. Operating margin as a per-
centage of sales (on constant sales)
is 5.3% compared with 9.1% for the
same period a year earlier. Operat-
ing margin as a percentage of sales
for Energy infrastructures is close
to that of the first half of 2008.

Non-recurrent restructuring
costs amount to 53 million euros.
The Group is stepping up the pace

at which it is aligning its organiza-
tion and production plant capacity
to the market conditions.

The pre-tax loss for the first
half of the year is 36 million euros.
Itincludes 94 million euros for non-
recurring expenses. In addition to
restructuring, it includes a cost of
41 million euros relating to copper ,
without any cash effect, resulting,
as in 2008, from the drop in the av-
erage weighted cost of non-ferrous
metals reflected in the accounts.

The net loss (Group share) is
57 million euros given the tax ex-
pense of 19 million euros. Exclud-
ing the exceptional items men-
tioned above, the Group would have
reported a net profit for the first
half.

The Group’ s net financial debt
is down by 224 million euros com-
pared with December 31, 2008, to
312 million euros at June 30, 2009.
The ratio of net debt to total share-
holders’ equity is 18.2%.

results

ments, such as the Utilities busi-
ness, where Prysmian’sAdjusted
EBITDA increased to 15.8% on
sales. In the second-quarter the
Utilities business showed a re-
covery in orders for high volt-
age projects and in sales vol-
umes for medium voltage ca-
bles, with positive contribution
from product and technological
innovations introduced by
Prysmian: the new HVDC (high
voltage direct current) systems,
which further enhance.

its leadership in the submarine
segment, and the eco-friendly
medium voltage P-Laser cable, of
which the first 350 km were sold.

General Cable
reports second
guarter results

General Cable has reported
revenues and earnings for the
second quarter ended July 3,
2009. Diluted earnings per
share for the second quarter of
2009 were $1.00. Included in
these results were approxi-
mately $0.13 per share of non-
cash net lower of cost or mar-
ket (LCM) inventory accounting
related gains and $0.15 per
share of non-cash interest
charges resulting from the ap-
plication of F ASB Staff Psition
APB 14-1,Accounting for Con-
vertible Debt Instruments That
May Be Settled in Cash Upon
Conversion (including Partial
Cash Settlement). Before the
impact of these items, ad-
justed non-GAAP earnings per
share for the second quarter of
2009 would have been $1.02.




The global economic downturn
in the first half of 2009 had seri-
ous repercussions for the cable

industry. Draka has been re-
sponding effectively to the declin-
ing demand since the summer of
2008, by tailoring available capac-
ity to market demand, further re-
ducing the cost base and maxim-
ising the free cash flow .

Draka reports first half revenue
down 30%, mainly due to lower
volume (-20%) and lower copper
prices (—12%).

Houston
Wire & Cable
Company has
announced results for the second
quarter of 2009.

Salesinthe second quarter of 2009
were $61.9 million, down 6.0% from
the first quarter of 2009 and down
36.5% when compared to the second
quarter of 2008. The key drivers be-
hind this sales decline were reduced
product demand and reduced copper
prices, which fell by more than 40%
from the average price in the second
guarter of 2008. Management esti-
mates that the decrease in copper
prices accounted for approximately
one-half of the sales decline.

Sales in both the Repair and Re-
placement sector also referred to as
Maintenance Repair and Operations
(“MRO”) and within our five growth
initiatives, Emission Controls, Engi-
neering & Construction, Industrials,
LifeGuard(tm) and Utility P ower Gen-
eration decreased from the prior year
period. After adjusting for copper de-
flation, our MRO business declined by
double digits while sales from our
growth initiatives increased in the
range of 5-10%. Business from the

- Operating result, excluding
non-recurring items, € 41.0 million
(-49%), reflecting lower volumes
and consequently lower capacity
utilisation at Draka’ s factories.

- Operating margin of 4.0%
mainly achieved by Energy & Infra-
structure (5.5%) and Industry &
Specialty (6.3%).

- Cost-saving programmes pro-
ceeding according to plan. Cost sav-
ings of around € 10 million achieved
in H1 2009; savings of some € 20
million expected for H2 2009.

Free cash flow amounted to €
66.5 million positive compared with
€ 18.6 million negative in H1 2008.

larger capital projects appeared to
hold firmin the quarter , while smaller
project business declined. Further-
more, the Company did not experi-
ence its normal seasonal demand in-
crease during the second quarter.

As expected, gross margin was
below historical trends as continued
weak industrial demand pressured
pricing. In addition, the Company
continued to sell certain high copper
content inventory at market prices
which blended gross margins below
historical norms. However, gross mar-
gins remained consistent with the
first quarter of 2009 at 21%.

The Company’ focus on expense
reduction and productivity improve-
ments resulted in a 12.2% reduction
in operating expenses in the second
guarter of 2009, compared to the
second quarter of 2008. Furthermore,
expenses for the second quarter were
4.3% lower than the first quarter of
2009. Operating income and net in-
come for the second quarter of 2009
were both down approximately 76%
from the second quarter of 2008, pri-
marily as a result of the reduction in
gross profit dollars from decreased
sales and gross margin.

Sandy lyons, Chairman and
CEO of Draka Holding N.V, said:
‘Despite the very difficult mar-
ket conditions faced by Draka in
the first half of 2009, the results
were in line with our earlier
forecasts and our net debt posi-
tion improved considerably . Mar-
ket conditions appear to be sta-
bilising since the second quarter
of this year, but the economic
outlook is still highly uncertain
and Draka will continue to focus
on pursuing its strategic objec-
tives, the most important of
which are cost reduction, capi-
tal discipline and maximising
free cash flow .’




International Wire announces second quarter
and first six months 2009 results

International W ire

Group has announced its

results for the second
quarter and first six months ended
June 30, 2009. Second quarter re-
sults were significantly below sec-
ond quarter 2008 levels due to con-
tinuing recessionary conditions in
the U.S. and Europe. As a result, op-
erating income, income from con-
tinuing operations and net income/
(loss) for the three months ended

June 30, 2009 decreased from sec-
ond quarter 2008 levels. Results for
the first six months of 2009 also de-
creased from the comparable period
of 2008, driven primarily by lower

Leoni achieves

The global economic crisis again
exerted a considerably adverse effect
on Leoni in the 2™ quarter of 2009.
Yet the Company made substantial
progress compared with the firstthree
months of 20009.

Although the Q2/2009 consoli-
dated sales of this leading provider of
cable systems to the automotive sec-
tor and other industries were, at EUR
530.3 million, 35.3 percent below the
previous year's like-for-like figure of
EUR 820.0 million, they were about 8
percentabove the 1% quarter s figure.
Thanks to the resolute implementa-
tion of the far-reaching cost reduc-

sales volume and plant utilization.
Second Quarter Results

Net sales for the quarter ended
June 30, 2009 were $102.0 million, a
$97.9 million, or 49.0%, decrease from
net sales of $199.9 million for the
same period in 2008. This decrease
was primarily due to a lower selling
price of copper, decreased volume,
lower customer pricing/mix (includ-
ing silver, nickel and tin prices), and
the impact of a stronger U.S. dollar
versus the euro. The sales decrease
was partially offset by a lower pro-
portion of tolled copper (customer-
owned copper, the value of which is
excluded from net sales and cost of

tion programme, the earnings situa-
tion improved perceptibly in the
course of the year. Adjusted for ex-
ceptional items*, the earnings before
interest and taxes was, with a loss of
EUR 3.1 million, aimost at break-even
level in the 2 ™ quarter of 2009. In-
cluding restructuring expenses, impair-
ment charges of non-current assets as
well as the impact of allocating the
purchase prices of earlier acquisitions,
the quarterly EBIT -level result works
out to a loss of EUR 31.0 million (pre-
vious year: profit of EUR 37.4 million).

In total for the 1 ¥ half of 2009,
Leoni generated consolidated sales of
EUR 1,022.7 million (previous year:
EUR 1,590.7 million) and an EBIFevel
loss of EUR 77.8 million (previous year:
profitof EUR 71.5million). After taxes,
the result was a net loss of EUR 88.2

sales) shipped in the 2009 period com-
pared to the 2008 period. Excluding
the effects of lower copper prices and
a lower proportion of tolled copper
shipped, net sales decreased $64.7
million, or 38.8%, versus the prior year .
This decrease resulted from $60.6
million of lower volume (despite $2.3
million in the 2009 period contributed
by the Global Wire acquisition), $1.4
million of lower customer pricing/mix
and $2.7 million of unfavorable cur-
rency effect in the Europe segment.
Total pounds of product sold in the
second quarter of 2009 declined by
33.1% compared to the second quar-
ter of 2008.

positive free cash flow in Q2 2009

million (previous year: net income of
EUR 45.9 million). As part of adjust-
ing capacity and reducing costs, the
Company shed a significant number
of jobs. On 30 June 2009, Leoni em-
ployed 45,522 people Group-wide, i.
e. 7,762 fewer than on the same date
in 2008. Of this total, there were
41,555 employees outside Germany
(previous year: 49,100) and 3,967 in
Germany (previous year: 4,184).

Staff are currently working short-
time at nearly all facilities in Germany
and at numerous ones abroad. More
job cuts are likely in the second half of
the year. Leoni has made correspond-
ing provisions, which, together with on-
going costs, resulted in substantial re-
structuring expenses totalling EUR 20.2
million in the first six months of 2009
(previous year: EUR 3.7 million).

Corning announces second-quarter results

Corning announced its results for
the second quarter of 2009, as well as
its expectations for the third quarter .

Second-Quarter Highlights include:

- Saleswere US$1.4 hillion, up 41%
sequentially.

- Earnings per share were
US$0.39. Excluding special items, EPS

was US$0.39,* an increase of 290%

sequentially.

- Display Technologies combined
glass volume, including Corning’s

wholly owned business and Samsung

Corning Precision Glass Co., Ltd.
(SCP), increased 66% sequentially
\olume in the company’s wholly

owned business improved by 101%
sequentially, while SCP’s volume in-
creased by 50%.

- Gross margin was 41%, an in-
crease over first-quarter gross mar-
gin of 27%.

- Equity earnings increased 85%
over the previous quarter .




El Sewedy predicts 20-25% profit growth in 2010

Ahmed El
Sewedy

Egypt's El Sewedy Cables preidcts
expected net profits to rise 20-25% in
2010, up from an expected 10 per-
cent rise in 2009.

The firm said in April it expected
its 2009 net profit to rise 10 percent

as it derives more revenue from non-
cable operations.

“For 2010, we're expecting it to
be much better than 2009, by around
20-25 percent,” Chief Executive
Ahmed El Sewedy said.

Ahmed El Sewedy said the increase
would come from investments in Saudi
Arabia, Qatar, Yemen andAlgeria that
would had not yet come online orwere
still not generating revenue.

“Most of our new investments, we
have no income from them. untilnow ,
our income from the meters is almost

negligible, our income from the power
transformers is almost negligible,” El
Sewedy said. “All these projects will
be running and getting revenue by next
year. Thisiswhy we are expecting bet-
ter profitability by 2010.”

The company’s investments in
wind power generation projects would
also begin paying off by next year,
Ahmed El Sewedy said.

“Wind is our future ... It will not
reflectany profitthis year , (but) itwill
begin giving some income by next
year.”

Optical Cable reports 2009 second quarter results

Optical Cable Corporation has an-
nounced financial results for its fis-
cal second quarter and the six months
ended April 30, 2009.

Consolidated net sales for the
second quarter of fiscal 2009 in-
creased 13.7% to $15.3 million com-
pared to net sales of $13.5 million

NKT Cables
has announced
the revenue in

2nd quarter 2009 of 3,144 mDKK
(US$603 million) corresponds to nega-
tive organic growth of 9% against 2nd
quarter 2008. Overall, negative or-
ganic growth of 10% was realized for
1st half 20009.

Operational EBITDA for 2nd quar-
ter 2009 comprises 294 mDKK, against
461 mDKK in 2nd quarter 2008. For
1st half 2009 an operational ITDA of
441 mDKK was realized, against 766
mDKK in 1st half 2008. As a result,

for the comparable period last year .
The sale of products historically sold
by SMP Data Communications, ac-
quired by Optical Cable on May 30,
2008, added $2.5 million to the Com-
pany’s consolidated net sales during
the second quarter of fiscal 2009.

Gross profit was $5.7 million for
the second quarter of fiscal 2009, the
same as in the second quarter of
2008. Gross profit as a percentage of
net sales (or gross profit margin) for
the second quarter of fiscal 2009 de-

the operational EBITDA margin meas-
ured on a rolling 12-month basis at
standard metal prices fell from 10.5%
at 31 March to 9.3% at 30 June 2009.

Overall, the results were consist-
ent with the expectations for 2009,
which are unchanged from previous
announcements. An operational
EBITDA for 2009 of approximately 700-
900 mDKK is therefore still anticipated.
Based on developments in recent
months a profit in the top half of this
interval is realistic.

NKT Cables realized positive or-
ganic growth of 3% in 2nd quarter

creased to 37.3% compared to 42.6%
for the second quarter of fiscal 2008.
OCCsfiber optic cable products have
historically had higher margins than
those of the connectivity products
now sold by Optical Cable as a result
of the Company’s acquisition of SMP
Data Communications. The gross
profit margin associated with fiber
optic cable sales was 41.4% during
the second quarter of fiscal 2009,
while the gross profit margin associ-
ated with the sale of connectivity
products was 16.0%.

2009, which was primarily attributable

to the high voltage segment (+20%)
and railway catenary wires (+190%).
In 2nd quarter 2009 the medium and
low voltage segments continued to be
affected by the economic recession,
with negative organic growth rates of
20% and 15% respectively against the
same period in 2008. EBITDA com-
prised 10.9% for 2nd quarter 2009,
against 13.8% for the same period in
2008. The construction of the new Co-
logne high voltage factory is proceed-
ing to plan and commercial produc-
tion has now begun.



Nexans secures major fr ame agreement with BP
for deep water umbilical projects

In the Gulf of Mexico

Nexans has secured aframe agree-
ment with BP Exploration & P roduc-
tion for deep water umbilical projects
in the Gulf of Mexico that could be
worth as much as US$300 million in
total. The frame agreementisinitially
for one year; however, BPhas the right
to extend the agreement for an addi-
tional four year period.

The agreement covers the design,
manufacture and supply of bespoke
umbilicals that will carry fluid, power
control and telecommunications serv-
ices for new subsea oil and gas
projects or replacements in water
depths up to 1,980 metres. During the
term of the agreement, Nexans could
deliver more than 200 kilometres of
umbilical products to BP.

This new frame agreement fol-
lows the success of the previous um-
bilical frame agreement between
BP Exploration & Production Inc. and
Nexans for the Gulf of Mexico, which
ran from 2002 to 2008. During this
time, Nexans delivered several um-
bilical projects for BP worth a total
of $130 million. A number of these
projects presented significant tech-
nical challenges, such as implemen-
tation of a record breaking deep wa-
ter dynamic umbilical incorporating
high power cable.

Finolex enters JV with
J-Power Systems

Finolex Cables has entered into
a Joint Venture Agreement with J-
Power Systems Corporation to of-
fer complete turnkey solutions in
Extra High \bltage (EHV) cable sys-
tems in India and abroad. The JV
will be equipped with state-of-the-
art production facility such as VCV

(Vertical Continuous Vulcanising)
tower to produce high voltage XLPE
insulated Power Cables. Since such
cables are installed in the trunk
lines of high voltage power trans-
mission grids in the urban areas,
extreme quality and reliability are
required.

The JV shall be named Finolex
J-Power Systems Pvt Ltd. The JV is
expected to be established in Jan
2008, near Pune, in Maharashtra for
manufacture and sale of high volt-
age power cables upto 500 kV
grade. The Joint Venture shall also
offer complete services of Turnkey
installation and connectorization
of the complete circuit along with
the supply of Power Cables and Ac-
cessories.

“This new frame agreement with
BP Exploration and Production Inc.
secures our position as a key strate-
gic supplier of umbilicals for the Gulf
of Mexico”, said Yvon Raak, Senior
Corporate Executive Vice President.
“Nexans has demonstrated its out-
standing project execution capabil-
ity , not only in solving technical chal-
lenges but also in ensuring on-time
delivery. With this new agreement,
we have also demonstrated that we
can provide a cost
effective solution to
the Gulf of Mexico.”

The umbilicals
for the Gulf of
Mexico will be de-
signed and manu-
factured at Nexans’
specialized facility
in Halden, Norway.

Ducab plans
to set up
industrial unit
in Saudi Arabia

Ducab, a United Arab Emir-
ates-based power cables manu-
facturer equally owned by the
governments of Dubai and Abu
Dhabi, plans to set up an indus-
trial unit in Saudi Arabia after
seeing the investment opportu-
nities available in the country ,
Al Riyadh daily reports Tuesday

The firm, which produces
over 110,000 metal tones of
cables, also plans to export
20%-30% of its output, its chair-
manAhmed bin HassarAl Shaikh
said, according to the paper.

Ducab already plans to set
up a unit in Qatar, with a cost
of 300 million US$81.7 million.




Southern Cross and Nortel achieve 8,000km 40G
milestone on Submarine Cable

Southern Cross Cables and
Nortel have successfully trialled
ground-breaking 40G optical tech-
nology across an ultra long distance
submarine cable to prove that
available bandwidth can be quad-

rupled without the need for
costly re-engineering of the un-
dersea network. The trial paves
the way for a more cost-effec-
tive means for upgrading subma-
rine networks around the world,
which will help add network ca-
pacity needed to support grow-
ing demand for high-speed inter-
national Internet traffic without
the need and expense to lay new
cable systems.

The Southern Cross network
provides the major link for
Internet traffic from Australia, New
Zealand and Fiji to the US, as well
as linking Hawaii to the US main-
land. In 2008, Southern Cross up-

graded its terrestrial optical net-
work across the US Vst Coast with
Nortel’ s 40G technology giving its
customers the means to serve
bandwidth-intensive applications
like high-definition video at a
lower cost than has been possible
until now.

The recently completed trial
takes the technology into un-
charted waters. Following the suc-
cessful deployment of its land-
based network, Southern Cross
wanted to test the performance of
Nortel’ s 40G submarine solution
over two of its most demanding
routes.

The first trial was conducted
over a 4,200km submarine seg-
ment between California and Ha-
waii. The second even more de-
manding trial was conducted over
Southern Cross’ longest route,
8000km between Auckland, New
Zealand and Hawaii. On both the
trials Nortel equipment was sim-
ply added to both ends of the
third-party submarine cable, with
Nortel able to demonstrate the
ability to provide over four times
the bandwidth capacity without
the need to replace or upgrade
the submarine cable or undersea
repeaters.

Nexans secures 39 million Euros power cable
contr act for offshore windfarm project in Belgium

Nexans has won a contract worth
approximately 39 million Euros to
supply the subsea power export ca-
bles for phase | of the Belgian Belwind
Offshore Windfarm project, located
on the Bligh Bank, 46km off the coast
of Zeebrugge. On project completion,
Nexans’ cable technology will trans-
mit environmentally friendly power
to some 165,000 households in Bel-
gium. Belwind NV is owned by
Colruyt, Rabobank Project Equity ,
SHVY Meewind and Participatie
Maatschappij Vlaanderen.

Nexans will supply and install
52km of 170kV high voltage power
export cable with an optical fibre
insert to the Dutch EPC contractor ,
Van Oord Dredging & Marine Contrac-

tors b.v. Van Oord is the EPC contrac-
tor for the first phase of the wind
farm project. The optical fibre ele-
ments will be manufactured at
Nexans’ factory at R ognan, Norway
while the export cable will be made
at the company’ s factory located in
Halden, Norway.

The cable will connect the
windfarm, comprising 55 wind tur-
bines that will generate a total of
165MWto the Belgian power network.
The cable will be laid by Nexans’ ca-
ble-laying vessel C/S Nexans Skagerrak
and buried into the seabed using
Nexans’ CapJet trenching system.
Delivery is scheduled for the summer
of 2010, with the windfarm coming
on stream in 2011.

Belwind Of fshore Windfarm



Submarine cable from Hywind floating
wind turbine has been installed and tested

Hywind floating wind turbine

Once generation starts, the
power will come ashore in
Rgyrvika near Skudeneshavn on
the island of Karmgy and be de-
livered to local grid operator
Haugaland Kraft.

This pilot project, based on
StatoilHydro’ s own concept, ranks
as the world’ s first full-scale float-
ing wind turbine. It arrived on lo -

cation 10 kilometres from land in
late June.

“We've worked this summer on
mooring the floater to the three
seabed anchor points as well as
laying and testing the cable,” says
Sjur Bratland, StatoilHydro’ s ven-
ture manager for Hywind.

“It' s very satisfying that both
these operations have now been

completed with positive results.”

From the operational base at
Skudeneshavn, the group has
closely monitored the work car-
ried out by contractors Nexans and
Siemens to ensure safe and accu-
rate execution, he reports.

The rotor blades, which are
about 80 metres in diameter , were
tested for the first time in July . Fur-
ther testing will continue until the
official opening on 8 September .

Plans call for the Hywind unit
to start generating electricity in
late September or early October,
and for testing to continue over a
two-year period.

The goal is to obtain informa-
tion and data which can be used
for continued development of the
concept and to help reduce costs
so that floating wind power can
compete in the electricity market.

General Cable acquires Gepco International

General Cable has acquired
Gepco International and Isotec
(Combined - Gepco). Gepco is a
manufacturer and provider of high-
end cabling solutions for the pro-
fessional broadcast and entertain-
ment markets and has reported
2008 revenues of approximately
US$46 million.

The Gepco Brand of high-end
broadcast cable products is one of
the most well-known and respected
brands in the professional broadcast
industry with an outstanding repu-
tation for unsurpassed quality and
performance. Gepco cabling solu-
tions are a critical component to the
professional broadcast industry’s
continuing innovation in broadcast
technologies such as the next gen-
eration super or ultra-high defini-
tion video.

“With the acquisition of Gepco

International and Isotec’ s specialty
electronic cable business, General
Cable expects to significantly expand
its share of this important U.S. mar-
ket as well as leverage General Ca-
ble’s global sales infrastructure with
this technically superior brand of
multimedia cables in markets all
over the world. W e expect the mar-
ket for these products to grow at
roughly two times GDP in the U.S.
and somewhat higher internationally
due to ongoing global analog-to-dig-
ital conversions,” said Jay Lahman,
Vice President
and General Man-
ager, Carol,
Gepco, and Isotec
Brand products.

Greg Lampert,
Executive Vice
President, Presi-
dent and CEO of

General Cable North America said,
“I am pleased that Gary Geppert,
the Company’s founder and a rec-
ognized innovator in the industry ,
has agreed to stay with the Com-
pany. He has built Gepco into a tech-
nology leader in the professional
broadcast industry, nearly doubling
revenues of broadcast products over
the last five years, and will continue
to lead our efforts to develop new
and innovative products.”




Oceaneering announces Kizomba

Satellites umbilical contr

Oceaneering International has
announced a contract win from Esso
Exploration Angola, a subsidiary of
Exxon Mobil Corporation, to supply
umbilicals for the K izomba Satel-
lites development located in Block
15 offshore Angola, West Africa.

The order is for electro-hydrau-
lic steel tube control umbilicals
totaling approximately 34
kilometers (21 miles) in length and
a hardwired communication link
(HCL) wumbilical about 15
kilometers (9.5 miles) in length.
Product manufacturing is planned

act

to be performed at the
Oceaneering Multiflex facility in
Panama City, Florida.

The control umbilicals will be
used to transmit hydraulic control
fluids, chemicals, and electrical
power signals to operate and moni-
tor subsea wells and manifolds for
the development of the Mavacola
and Clochas fields in Block 15. The
HCL umbilical will be utilized for
communication between the
Kizomba A and Kizomba B Floating
Production Storage and Offloading
systems.

Saudi Cable
buys majority
stake in
Turkish firm

Saudi Cable has agreed to
buy a 79% stake inTurkish elec-
trical switchgear maker
Elimsan for US$33 million. Two
unidentified banks will finance
about 91% of the deal's cost
over a five-year period, while
the remainder will be funded
from Saudi Cable’s own cash,
the company said.

Left: Eng. T alal Idriss;
Middle: Dr. Faysal Alaquil;
Right: Dr. Walter Gitschner .



Siemon launches new
XLR8™ fibre connector system

Siemon has launched a new
XLR8 mechanical splice connector
and termination system for fibre
optic cabling. The XLR8 system in-
corporates an exclusive dual-proc-
ess activation tool which the com-
pany claims will dramatically re-
duce termination time per connec-
tor.

To maximize termination speed
and connector performance,
Siemon’s XLR8 system has been
designed from the ground up to
reduce the termination process to
an optimized and intuitive single
step. The process combines splic-
ing and crimping and the simpli-
fied XLR8 design cuts termination
times in half compared to compet-

ing systems. This will enable faster
and more efficient delivery of fi-
bre cabling links Siemon says. The
reduction in steps also limits ex-
cess operator handling of connec-
tions during termination that can
negatively impact splice integrity
and link performance.

The entire XLR8 termination
process is completed with the con-
nector dust-cap in place, protect-
ing the fibre’ s critical end-face
polish from contamination or dam-
age. No other fibre termination
method currently available offers
this simple, yet highly effective
feature. The connector's pre-pol-
ished end-face remains untouched
and clean from the factory to the

time of insertion into the adapter .
This optimizes both reliability and
mated performance.

The XLR8 tool is universal - ca-
pable of terminating either SC or
LC interfaces with no time-consum-
ing tooling changeovers required.
Ergonomically optimized for use in
handheld or table-top orientation,
it ensures full splice and crimp en-
gagement using a locking mecha-
nism that secures the connector in
place until the tool is fully cycled.
The tool is available in a complete
kit that contains all accessories re-
quired for high performance termi-
nations, including a user-friendly
fibre cleaver designed to provide
clean, precision cleaves on an ar-

AFL Telecommunications
Introduces Drop Cable
Storage Solution

Standard DCSU

AFL Telecommunications has in-
troduced a new Drop Cable Storage
Unit (DCSU), designed to store and
organize the slack from a fiber drop
left at a Fiber Distribution Terminal

DCSU with pole mount option

at the terminal. W ith spring-type
lockable fingers to hold fiber drops
and cable, no tie-wraps are required.
The DCSU is supplied with strand
mount hardware that meets

(FDT). The DCSU can also be used Telcordia® specifications. Optional

for the organization or storage of any
unused multi-fiber drop in the plac-
ing of a multi-port terminal from
VATS splicers. Manufactured with
weather-resistant light weight
aluminum, the DCSU contains a
keyed bracket mount that prevents
twisting and can manage up to 12
fiber drops when laid flat into the
raceway with minimal slack required

hardware to mount to poles or in
below grade hand holes is available.
Galvanized strand clamping devices
accommodate 1/4" to 7/16" strand
and meet ASTM specificationsA153
and B695. The DCSUsS are con-
structed from aluminum with a
baked acrylic enamel finish, and us-
ing an optional longer bolt, are
stackable.




3M introduces next gener ation underground pipe/
cable/fault and electronic RFID marker locators

3M has introduced the new 3M
Dynatel Locators 2500 Series. De-
signed to be more accurate, faster
and more integrated than any
other locator on the market, the
3M Dynatel 2500 Series provides so-
lutions for virtually all challenging
underground locates encountered
in the field. The new 2500 series
not only encompasses the best of
3M Dynatel locating technology,
but also provides more active and
passive frequencies, higher power
and a new trace view mode. This
new mode presents an intuitive
map display showing the utility
path combined with a precision
peak antenna based array to pro-
vide the utmost confidence in util-
ity location. And, all 2500 Series

locators are compatible with se-
lect GPS/GIS field mapping instru-
ments for real time mapping of
electronic markers or pipe and ca-
ble facilities.

The 3M Dynatel 2500 Series has
six active frequencies (577Hz, 1 kHz,
8kHz, 33 kHz, 82 kHz and 200 kHz),
which can be used individually or
four frequencies simultaneously (577
Hz, 8 kHz, 33 kHz and 200 kHz) to
compensate for varying field condi-
tions. There are four induction fre-
guencies (8 kHz, 33 kHz, 82 kHz and
200 kHz) and the transmitter offers
both a normal and high output level
for distance locating or other chal-
lenging locate situations.

The 2500 Series locators are

standard with a higher powered 12
watt transmitter that provides the
maximum allowed output power
when inducing a signal or direct
connecting onto utility lines. The
higher powered transmitter ena-
bles deep depth and extended long
distance locates.

The 2500 Series receiver pro-
vides the familiar bar graph, sig-
nal strength and direction indica-
tion to the pipe or cable, which
helps the operator distinguish the
target pipe or cable in congested
areas. As with all Dynatel Locators,
the 2500 series provides pipe, ca-
ble or Sonde depth measurements,
giving a digital readout in feet and
inches, or centimeters (user
selectable).

Lightweight, compact and well-
balanced, the 2550-1D and 2573-ID
version have the added capability
of locating all conventional passive
electronic markers as well as the
ability to write, read and lock pro-
grammed information into 3M RFID
electronic markers.



Helukabel introduces high-performance cable for
wind power turbines with global approvals

Helukabel® has introduced
Heluwind® WK 137-Torsion FT4; a
wind turbine cable specially de-
signed for torsional application in
cable loops and successfully passed
the challenging CSA FT4 flame test.

The rigors of wind power envi-
ronments make high demands on
the quality of cable: mechanical
load, aggressive oil, extreme tem-
peratures. While in one part of the
world wind turbine cables are re-
quired to resist extreme heat, in
another ice threatens their oper-
ability . Based on those require-
ments and in close collaboration
with wind turbine manufacturers
HELUKABEL® designed the
HELUWIND® WK 137efsion FT4,
a halogen-free and flame-retard-
ant cable with a superior twisting

and flexing performance. The tor-
sion application of +/-150° per 1m
was tested in more than 16,000
cycles in the 27 ft high
HELUKABEL® research tower that
reproduces 1:1 construction and
conditions of the cable loop within

a wind tower. The operating tem-
perature range is -40°C to +90°C
(UL: +80°C). Due to its specially
formulated jacket compound the
HELUWIND® WK 1376éFsion FT4
successfully passed tests for the
aggressive oil effectively used in
wind power turbines. That jacket
material also provides a higher
abrasion resistance and therefore
a longer lifetime than rubber ca-
ble. The HELUWIND® cable is UV
and seawater resistant and quali-
fies for offshore-installation.

Habia Rolls out RailGuard cable r ange

Habia Cable has announced
the launch of a new cost effec-
tive range of railway cables for
Rail Transport Systems. The
RailGuard range of wires and
rail cables has been designed
and approved for use in pro-
tected, fixed installations of
Rolling Stock and infrastructure
applications.

Habia Cable RailGuard wire
and cables are qualified to the
following CENELEC Standards;

- EN50264-1:2008 EI101-
EI104 & EM101-EM104

- EN50264-2-1:2008 (0.6/
1kV)

- EN50264-2-2:2008 (300/
500V & 0.6/1kV)

Habia Cable RailGuard range
of wires and cables include the

approval to LUL (London Under-
ground Ltd) specification 2-
01001-002 Al (Fire safety per-
formance of materials).

Typical applications for the
RailGuard range of wires and ca-
bles are for interconnect on
mass transit platforms, metro
systems, automatic ticket ma-
chines, CCTYV lighting, lifts and
escalators.

Our cable design expertise is

listening and understanding
our customers’ requirements
from their interconnect ca-
bles. Initial field assessment is
fed directly into Habia’ s de-
sign facility where we balance
specific requirements of size,
weight, technical and environ-
mental demands to provide a
solution *fit for purpose’.

RailGuard wires and cables
are available for purchase now.




Aggreko to supply 140 MW of
emergency power in Kenya

Aggreko has announced thatit has
signed a contractwiththe K enya Elec-
tricity Generating Company to supply
all 140 MW called for in the tender .
This will involve the installation of an
additional 80 MW at Aggreko’s exist-
ing site at Embakasi, outside Nairobi
and 60 MW at a new site near
Naivasha.The minimum period of the
contract is 12 months, and the value

of the award is estimated to be over
$30m.

Kenya’s requirement for additional

power is a result of low rainfall in parts
of the country. This drought has re-
sulted in reduced output from the
country’s hydro electric power stations
leading to power shortages which are
having a damaging effect on the coun-
try’ s economy Acritical consideration
in the tender evaluation process was
speed of delivery and Aggreko has un-
dertaken to supply the first tranche
of 40 MW within five weeks of the con-
tract becoming effective and the bal-
ance a few weeks later.

ABB solution to help strengthen
Mexican power grid

ABB has won an order from
Comision Federal de Electricidad
(CFE) to provide a Static VAr Com-
pensator (SVC) solution to help
strengthen the transmission grid in
southern Mexico. The unit will be in-
stalled at the La V entosa substation,
close to the city of Ixtepec in the
state of Oaxaca.

The technology will enable bet-
ter voltage control and improve grid
reliability inthe area’ s400kV trans-
mission network. It will also help sta-
bilize oscillations in active power
caused mainly by an adjacent wind
park with a capacity of 1,900 MW . It
is the third such contract received
by ABB from CFE this yeayfollowing

SVC orders for substations at El Rl-
mar and Escarcega.

SVC devices provide fast-acting
reactive power compensation in high-
voltage electricity networks.This en-
hances stability by countering fluc-
tuations in the voltage and current
of an electric grid, thereby allowing
more power to flow through and at
the same time maintaining safety
margins and increasing network sta-
bility . Thistechnology is part of ABB5
family of Flexible AC Transmission
Systems (FACTS) solutions that in-
crease the capacity and reliability of
existing transmission networks, and
contribute to the development of
smart grids.

Furuk awa
ups stake in
Permintex

Furukawa Electric Co has
taken a controlling stake in
a Malaysian wire harness
maker Permintex Industries
Sdn Bhd to 51% from 5%.

Furukawa spent about 50
million yen to buy the
stake. The parties signed a
joint venture agreement in
Kuala Lumpur yesterday.

Under the agreement,
Permintex Industries will be
renamed Permintex
Furukawa Autoparts Malay-
sia Sdn Bhd.

Taihan ST
changes its name
to POSCOAST

Taihan ST announced its
new corporate name POSCO
AST on July 30th 2009 and
appointed Mr Yoon Tae han
as the new CEO.

At the board meeting
held on July 17th 2009,
POSCO agreed to acquire an
additional 65.1% of Taihan
ST shares, which gives
POSCO an 85% ownership
stake in the company.

Taihan STis a stainless
steel manufacturer spun off
from Taihan Electric Wire Co
Limited, which had a stra-
tegic relationship with
POSCO. Under a processing
contract with POSCO, Taihan
ST has produced an annual
150,000 tonnes of cold
rolled steel sheets for elec-
tronic parts.



SEACOM connectivty extends across East Africa

SEACOM and Rwandatel have
announced a major partnership
that further extends the reach of
international broadband capacity
across easternAfrica. Through con-
current deals, UTL and RTL, both

subsidiaries of the Libyan Africa
Portfolio LAP Green Networks, have
purchased a significant amount of
international broadband capacity

that Rwanda will benefit from the
newly available broadband capac-
ity as soon as September 2009. This
development is in line with

from SEACOM whilst SEACOM has SEACOM'objective to provide con-

in turn secured a backhaul solution
for Rwanda on the two regional
players’ terrestrial networks be-
tween Kampala, Uganda and Kgali,
Rwanda. Under the terms of the
partnership agreement, both enti-
ties will have immediate access to
the SEACOM network.

Whilst Uganda has been con-
nected to the SEACOM network
since its commercial launch on 23
July 2009, this agreement means

Nextrom develops advanced
colouring system OFC 524

Nextrom's high speed optical
fiber coloring line

Nextrom has developed a high
speed optical fiber coloring line to
improve productivity and to provide
the flexibility to manufacturing a
variety of quality products. The de-
velopment focused upon the design
of key line components to achieve
speeds up to 3000 m/min for
coloring. A robust mechanical and
electrical design, in combination with
optimized tooling, improved UV lamp
system, UV monitoring instrumenta-
tion and increased spool sizes pro-
vide the capability to produce longer
fiber lengths with faster set-ups. The

result is a significant productivity
improvement. P revious developments
of UV up-coating and ring marking
were incorporated into the new de-
sign to provide the flexibility to manu-
facture a wide variety of products.

This work focused upon produc-
tivity improvements for optical fiber
coloring/upcoat equipment. Nextrom
developed a new machine to achieve
higher speeds in combination with
longer lengths and faster set-ups to
provide the flexibility to efficiently
manufacture a variety of products.

It consists of a large capacity spool
pay-off, a dancer for pay-off speed
control, a coating station, followed
by a series of high powered UV lamps
below the coater . The precision cap-
stan is located below the UV lamps.
The fiber then passes through a
dancer and a “tension balancer”,

which reduces loops causing OTDR

steps, before being precisely wound
onto a large capacity traversing take-
up spool. Optional pay-off/take-up
sizes are available as well as ring
marking.

nectivity solutions to landlocked
countries across the east and
southern African region.

SEACOM has realised the impor-
tance of ensuring that K igali and
the greater Rwanda were con-
nected as soon as possible to the
international global network.
Seacoms purchase of the UTL and
RTLs backhaul solution guarantees
that Rwanda will be connected
immediately .




Fushi Copperweld joins W ord

Economic Forum’

s Community of

Global Growth Companies

Fushi Copperweld has become
one of the newest members of the
World Economic Forum’s (WEF)
Community of Global Growth Com-
panies (GGC), a group of rapidly
growing companies that are rede-
fining the global economy .

“Fushi Copperweld is extremely
proud to be nominated as a Mem-
ber of the W orld Economic Forum’s
Community of Global Growth Com-
panies,” said Fu Li, Chairman and
Chief Executive Officer of Fushi
Copperweld. “Our growth has been
very strong and we continue to
have high expectations for the fu-
ture. The Community of GGCs is
an obvious next step forward in
realizing our long standing goals of

exploring and ben-
efiting from the vast
growth opportuni-
ties our products
present us with around the globe.”

Fushi plans on attending this
year's ‘Summer Davos’, which will
be held in Dalian, China, on 10-12
September 2009. The Meeting in
Dalian, China, will bring together
over 1,000 industry, government
and thought leaders to debate and
define the course needed to
relaunch growth. Fushi expects the
GGC Community to work as a plat-
form for influencing future trends
and technology development on a
global scale. Fushi also expects to
benefit from experiences of other
GGC Members, especially those op-
erating globally , developing recog-
nized global brands and managing
extremely rapid expansion.







Qatar Petroleum expected
to inv ite US$10 billion
Al-Shaheen EPC bids

Qatar Petroleum is expected to
invite bids for EPC contracts for
the Al-Shaheen refinery project
October 2009, according to a
senior official close to the project.

The project was previously re-
viewed in a bid to cut construc-
tion costs. The budget for the re-
finery had risen to US$13 billion;
however Qatar Petroleum is con-
fident that it can get this under
US$10 billion.

Many major energy companies
have revised plans for new projects
due to the lower oil price and fall-
ing demand, but also in view of
cheaper costs for raw materials.

The Al-Shaheen grassroots refin-
ery will be located at Mesaieed In-
dustrial City in the Qatar.
Feedstock for the refinery will be
sourced from the offshore Al-
Shaheen field. The project is due
to be completed by 2014.

Technip secures
subsea contract
for the Ozona
project in the
Gulf of Mexico

Technip has been awarded a
lump sum contract by Marathon
for the Ozona field development
in the Gulf of Mexico. The
project includes the tie-in of a
well in Garden Banks 515 to the
Auger platform.

The scope covers project
management surveys, engineer-
ing, procurement/fabrication
and installation of a 5.6 mile-
long pipe-in-pipe flowline, two
PLES, an anchor pile and rigid
jumper, as well as installation of
a 7.5 mile-long (12 kilometer)
umbilical.

SK Engineering & Construction
announced that it has secured a
US$150 million order to build a die-
sel desulphurisining facility at a
refinery of PTT Aromatics and Re-
fining in Thailand.

The facility would produce
85,700 barrels per day of diesel

Signing ceremony

SK Engineering & Construction lands US$150
million diesel facility order in

Thailand

with sulphur below 10 ppm. Con-
struction is due for completion
December 2011.

PTT Aromatics and Refining is
a subsidiary of PTT PCLPTTBK.
Thailand seeks to match EU’s
emission standards of Euro IV
from 2012, which requires no
greater than 50 ppm sulphur.




Iran LNG Co announces US$1 hillion investment

Iran LNG Co announced yester-
day that some US$1 billion has
already been invested in the Ira-
nian LNG project.

The project is now 24% com-
plete. It is estimated that in fu-
ture some US$4-4.5 billion should

In Iran LNG project

be invested in the project.

Currently 2,000 people are
working on the project site in
Asaluye in Bushehr province.

Foreign experts from lItaly,
Spain, Germany, China,
England, South Korea, and

Algeria were among the

team working on the project.

ILC products

FMCTechnologies secures US$90 million con-
tr act to supply deepwater subsea separ ation
system for P etrobr as offshore Br azil

FMCTechnologies has announced
that it has been awarded a contract
by Petrobras to supply a subsea sepa-
ration system for the Marlim field,
offshore Brazil. The contract value is
US$90 million.

FMC will supply a subsea separa-
tion and pumping system. The sepa-
ration module will separate heavy oll,
gas, sand and water at a water depth
of approximately 2,950 feet (900
meters). The system willapply FMC'’s
separation and sand management
technologies, utilizing a novel pipe
separator design, licensed and devel-
oped in cooperation with

Karste
processing
plant

StatoilHydro. Itis the first deepwater
deployment of subsea separation
technologies in a mature field, and
the first separation of heavy oil and
water in a subsea environmentin the
world. It will also be the first separa-
tion system to include subsea
reinjection of water into a reservoir
to boost production.

The equipment will be jointly en-
gineered in Brazil, Norway and The
Netherlands. Final manufacturing and
integration activities will be per-
formed at the company’ s Rio de Ja-
neiro facility , with deliveries ex-
pected in 2011.
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Daewoo International consortium announces
US$3 billion Myanmar gas investment

Daewoo International has an-
nounced a consortium will invest
US$3.2 billion to develop the
Myanmar gas fields.

The development plan will en-
able the consortium to supply natu-
ral gas to CNPC for 30 years, with a

peak daily production of 500 million
cubic feet, or about 3.8 million
tonnes per annum.

The investment would reach 4
trillion won, correcting the previous
figure of US$5.6 billion given by an
unnamed official of K orea Gas Corp,
a member of the consortium.

The supply due in 2013 amounts
to around 7 percent of China’ s cur-

Halliburton lands US$140 million fluid
services contr act for Total in Angola

Halliburton has been awarded a
US$140 million contract by Total to
continue delivering fluid services in
support of its deepwater drilling and
completion activities offshore  Angola.
The contract involves the provision of
services on an average of three

deepwater rigs for up to three years.

Halliburton has aligned its people
and processes to deliver engineered
fluid solutions customized to maximize
wellbore value to their customers, and
look to execute and add value to To-
tal's operations

Transocean rig Sedco Express secures con-
tr act with Noble Energy

Transocean has announced that
a subsidiary of Noble Energy has
awarded a 455-day contract for
the ultra-deepwater
semisubmersible rig Sedco Ex-
press. Revenues related to the 455-
day contract term are US$241 mil-
lion.

Estimated contract revenues
represent the maximum amount of

revenues that may be earned in the
firm contract period, excluding
revenues for mobilization, cost es-
calations, customer reimbursed
equipment and miscellaneous ad-
justments. The contract is due to
commence in the third quarter of
2010 following completion of the
rig’s current contract, maintenance
work and mobilization.

Parker Drilling lands oper ations and mainte-
nance contr act for BP Liberty drilling rig

Parker Drilling has announced
the award of an initial two-year
O&M contract for BP's Liberty rig.

The contract is the third phase
of the Liberty field development
project awarded to P arker. Phase
one was a technical service project
awarded in 2006 by BP to provide

a conceptual design for the pur-
pose-built rig, and phase two was
the construction and commission-
ing contract, awarded in 2008.

Work under the O&M contract
has already begun. The Liberty rig
arrived at the drilling site in July
after being transported via barge.

rent gas consumption of 7.3 billion
cubic feet per day and is expected
to grow rapidly .

Daewoo has a 51 percent stake in
the consortium and the other share-
holders are India’ s Oil and Natural Gas
Corp with 17 percent, Myanmar Oll
& Gas Enterprise with 15 percent,
GAlLwith 8.5 percent, and K orea Gas
Corp with 8.5 percent.

PEMEX awards
US$16 million
platform construc-
tion contr act
for Kambesah

PEMEX awarded a US$16 mil-
lion contract to Construcciones
Mecanicas Monclova for the con-
struction of a platform for the
Kambesah field in Sonda de
Campeche offshore Mexico.

The platform will allow the
operation of three wells using
pneumatic gas pumping.

PEMEX subsidiary PEMEX
Exploracion y Produccién (PEP)
issued tender for the platform
May 19th. Eleven companies ex-
pressed interest, with six pre-
senting offers to PEP.

The field will produce up to
13,700 b/d of oil and 9.3 MMcf/
d of natural gas when it reaches
peak production. Kambesah is
believed to have recoverable re-
serves of around of 23.5 million
barrels of oil.

Work will commence on Au-
gust 17th.



Keppel secures contr acts worth over US$58 million
from repeat customers

Keppel Shipyard

Keppel has landed over US58 mil-
lion worth of contracts through its
local and overseas subsidiaries. These
include its third Floating Storage and
Re-gasification Unit conversion job
for GOLAR LNG.

Keppel Shipyard clinched two

contracts from repeat ed customers
for an FSRU conversion, and the re-
furbishment and life extension of a
FPSO vessel.

The scope of work includes install-
ing a re-gasification plant and power
generators, and upgrading the con -

Jurong Shipyard secures US$111.4 million
FPSO conversion contr act from MODEC for
Ghana

Jurong Shipyard has secured a
contract over US$111.4 million to
convert the Ohdoh tanker to a FPSO
vessel for MODEC Offshore Rduc-
tion Systems (Singapore) Pte Ltd.

The contract involves the con-
version of the oil tanker to an FPSO
that includes detailed engineering,
installation and integration of 18
topside modules, installation of

external turret and power genera-
tion, accommodation upgrading as
well as extensive piping and elec-
trical cabling works.

The “FPSO Kvame Nkrumah
MV21,” is due for delivery in 1Q
2010 and will be installed in ap-
proximately 1,100 meters water
depth on the Jubilee Field offshore
Ghana.

Linc Energy secures GTL engineering
deal with Aker Solutions

Linc Energy has landed a contract
with Aker Solutions to jointly develop
the conceptual design of a 20,000
barrels per day commercial gastolig-
uids facility in South Australia.

Aker Solutions will bring its re-
sources and process engineering ca-
pability together with Linc Energy’ s
technologies, experiences and peo-
ple to form a strong relationship ca-
pable of further refining, improving

and defining Linc Energy’s gas to lig-
uids (GTL) technology in order to ac-
celerate its commercialization.

The scope of this phase of the de-
velopment includes the confirmation
and initial optimization of the proc-
ess configuration for the GTL complex,
the identification and refinement of
key technologies and equipment for
the facility plus the development of
capital and operating cost estimates.

trol, electrical and marine systems.

On the second contract, Keppel
Shipyard will undertake the refurbish-
ment and life extension of Four Van-
guard, an FPSO which it convertedin
2003 for Four Vanguard Servicos E
Navegacao Lda, a company of
Premuda group.

Keppel Nantong Shipyard has re-
ceived an order to build two 45-ton
bollard pull twin-screw  Azimuth Stern
Drive tugboats from K eppel Smit Tow-
age Pte Ltd.

Keppel FELS secured a contract
from Seadrill for the special survey ,
repair and upgrading of a jackup rig,
West Janus.

Keppel AMFELS was awarded jobs
by longtime customer , Diamond Off-
shore, for the repair , refurbishment
and upgrading of two rigs.




PUBLICATIONS
Red Mist Media has two e-magazines available to print, is downloadable and is sent via email each month.

TCD Review Projects OGP

The review is ideal for business Projects OGP focus on recently awarded projects,
development, project and senior  contracts and awards in the global Oil, Gas and Pet-
management within the cable and  rochemical upstream and downstream sectors. Con-
wire industry . tains key information on 70+ Projects.

Cost £99 for 12 months Cost £250 for 12 months

Further benefits

a. 12 months worth of advertising across all the relevant group
of web-sites

b. Flash animated banner and box adverts designed

c. Custom built six page synopsis of your company’s web-site
listed in the top position under all your relevant products

d. Exclusive on-line interview with your CEO
e. Up to 8 press releases written on your behalf
f. Unlimited releases through the on-line blog

Professional Marketing Listings - £1000 per annun

Our Professional Marketing
Package is designed to provide
you with an excellent platform
to promote your company and
release all your company press.




