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FRAM Market US Gulf of Mexico is a new Innovation Norway project for companies within the oil and
gas sector seeking to approach the US Gulf of Mexico. The program is aimed at the geographical
market of the Gulf of Mexico (GoM), with Houston as the main hub.
The project prepares a situation analysis, and contributes to a safer and faster implementation of the
company’s international ambitions for the GoM market. Main focus of the project is to clarify the goto-market strategy for each company in order to facilitate commercial operations and agreements.
Participants of the project are offered assistance from external business consultants in Norway and
in the US, access to entrepreneurs that successfully commercialized Norwegian companies in the US
GoM market, advisors in the US, unique market information/data and one to one meetings with
potential customers and partners.
A group of around ten companies will be selected for the program. The companies will meet as a
group at a seminar in Norway to prepare for visits to Houston. The visits in Houston are estimated to
be one week each time. For companies to be able to share and discuss experiences from the first
Houston visit, there will be held one meeting in Norway between the first and second visit.
Companies participating in the program will be an important network arena for professional
refueling and an area for exchange of experience. Please see complete description under chapter 2.5
“What you get”)
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The project description is supplemented by:
(i)
(ii)

a detailed budget outlining the cost and financial aspects of the project,
a project flyer presenting the project to potential participants.

Why is the program valuable for Norwegian companies?
-

-

The US GoM market has over the last few years become one of the most interesting markets
for service and product companies.
Technologies being developed for the North Sea market have a probability for success in the
US GoM.
Norwegian companies need to better understand the GoM market. A go to market strategy
for the US GoM market need to significantly differ from a North Sea go to market strategy.
An example is the cost focus from the operators in the US GoM. The drilling costs costs are
significantly higher than in the North Sea. Other industry challenges are subsea tieback and
integrity management.
Several Norwegian companies have had commerzial success in the US GoM. Some examples
of these are: AGR Enhanced Drilling, Axess AS, Benestad, EMGS, Sekal, Clampon, Marine
Cybernetics, PTC, Imenco and Add Energy.

The U.S. Federal offshore region of the GoM accounts for around 23 % of total U.S. crude oil
production and about 7% of total dry gas production. Given its geopolitical stability, proximity to
refineries as well as its strong pipeline and production infrastructure, the region is very attractive to
oil companies,. Of late, investment in the Gulf has be fueled by higher oil prices and the rig count in
the region has grown by roughly 23% over 2013 to around 59 rigs.
The GoM is likely to provide more stability to U.S. oil production over the longer term considering the
vast reserves and strong infrastructure in the region. Between 2014 and 2019, output from the Gulf
is expected to rise by around 26% from around 1.5 million barrels of oil a day to over 1.9 million
barrels of oil a day. The economics of producing in the Gulf are also quite attractive, as deep-water
operators in the region can produce more oil by drilling fewer wells as compared to onshore
producers even after factoring in the additional safety expenses.
From a technology perspective, products and services developed and deployed by oilfield services
companies in the Gulf can be scaled up to other offshore and deepwater markets across the world.
Operators request new technologies and services in the following areas:
-

Logistics and process improvements to handle deep water development
Tiebacks with the capacity to manage pressures and temperatures higher than ever before
Integrity management
Enterprise risk
Reduced drilling, transportation, maintenance and repair costs
Product Optimization
Subsea processing
Knowledge management
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-

Plug & Abondonment

The challenges mentioned above are well known in the North Sea and opens up a potential large and
attractive market for Norwegian companies.
One major advantage to develop services and products in Norway is the very attractive tax regime
for operators. There are concrete examples of US based operators who use their Norwegian
companies to develop products, where the main market is the US GoM market.
There is no doubt that new technologies and services for the US GoM market are needed. Several
Norwegian companies have successfully established themselves in the US with the use of
technologies and services that have been developed for the North Sea. The Norwegian tax treatment
system for operators and the functioning soft funding system in Norway are supportive for
Norwegian companies.

1 Target group
2.1

Introduction

The project is aimed at companies with established products or services that could target the US Gulf
of Mexico. The company should have at least 20 million NOK in revenue. Companies should either
have a indirect service model, full equipment model or a component model.
Their established strategy should have an ambition of entering the US GoM with products or
services, finding strategic partners, evaluating establishing their own operation, or obtaining
collaboration within development, research or business development.
Companies targeted for this FRAM program should offer products or services within one of the areas
described in the figure below:

2.2.

Selection criteria:
*
*
*
*
*

Companies within the identified target group
Annual turnover of more than 20 mill NOK.
Positive equity
10 or more employees
US as a strategic market
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2.2

FRAM Market gives you:
*
*
*
*
*
*
*

Insight into the decision making process by meeting potential clients and partners operating
in the US GoM market.
Experienced consultant assistance in developing your internationalization strategy and
business model
Insight into project opportunities in the region
Access to relevant fields throughout the US, contractors, suppliers and strategic partners
Dialogue with government authorities and relevant financial institutions.
Access to entrepreneurs that successfully have entered the US Gulf of Mexico market from
Norway.
A dedicated US mentor

The FRAM Program contributes to a faster realization of a company’s international ambitions
within US. The project focuses on achieving profitable business results. Participating companies
will spend most of the time interacting with potential clients and partners. There will be two oneweek visits to Houston and two one-day seminar in Norway to prepare for the Houston visits and
to discuss and share experience from the first Houston visit. After the two visits to Houston
companies are expected to schedule subsequent visits to execute the finalized Go to Market
strategy.

2.3

Why participate
*
*
*
*
*

1.4

You have technology services or products for the business segment, and want stronger
international growth.
You look for R&D-partners within the US offshore GoM industry.
You want to explore the opportunities in the US offshore GoM market.
You want to build and confirm and/or implement your strategy.
You wish to strengthen your international market presence, look for sourcing/local
production, and/or search for potential partners/agents in the US.

Program focus
*
*
*
*
*

Within the timeframe of the program you should be able to secure R&D contracts and/or
commercial contracts.
Strengthen your market insight and test your products or services when meeting with
potential clients and partners operating in the US GoM market.
Develop and prepare your sales strategy to fit local requirements.
Understand how to set up and do business in the region; IPR, contracting, legal structures,
and the specific business culture of the US.
Find the appropriate business model to develop growth in the US and get advice on how to
best implement it.
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1.5

What you get
*
*

*
*
*
*
*
*
*
*
*
*
*

1.5.1

Market update with focus on opportunities for products and services for the US GoM.
Present your company to high-level personnel from operators, service companies and OEMs.
These companies will bring personnel from R&D departments, operational departments and
from management level.
A tailor-made internationalization strategy for the US GoM market that meets market
requirements developed in close cooperation between yourself and US advisors.
A dedicated network of Norwegian companies that offer products and services in the sector.
A US GoM report prepared by an external market research firm in Houston, specifically for
the FRAM US GoM companies.
A tailored made GoM market report prepared for each individual company.
A dedicated external advicor in Houston, that will provide guidance and expertice in further
developing a business plan and a clear value-offering .
Two week visits to Houston, followed by more visits to execute the finalized Go to Market
strategy.
One day seminars in Norway to prepare for the visits to Houston. Presentation of the market
report on the US Gulf of Mexico market will be held in one of these seminars.
60 hours of individual advisory services with a business consultant in Norway
80 hours of individual advisory from Innovation Norway and market advisors in Houston
One meetings in Norway prior to the Houston visits.
One meeting in Norway between the first and second visit to Houston, for companies to
discuss and share experiences.

Overview of Houston visits*
Visit 1:

*
*
*
*
*

*
*
*

A half day seminar with market intelligence firms presenting market data on the US GoM
market tailored for the group of companies.
A ¼ day seminar with American IP specialist and governmental regulators.
A ¼ day seminar with Norwegian entrepreneurs that successfully have built an US GoM
business.
External advisors to help companies develop business plan and value offering
Seven to nine tailor-made meetings with selected group of companies that are potential
partners for development projects and field trials, technical guidance and commercial
contracts to the companies as a group. These companies will bring personnel from R&D
departments, operational departments and from management level at meetings.
A half day seminar where the FRAM companies will meet and present to a broad network of
senior people from the industry and several investment firms will be present.
Networking dinners every night of the week. The first night network dinner will be held at
the Royal Norwegian Consul’s residence.
There will also be a seminar to introduce some of the opportunities that are in Mexico.
6

After the first visit, all companies will attend a seminar in Norway to discuss and share
experiences. They will update their value offering and business plan based on lessons learnt in
the first visit, and consequently be better prepared to attend meetings with potential partners at
the second visit.

*

*
*

Visit 2:
The participating companies will be devided into clusters based on products and services,
and the cluster will meet with selected group of companies that are potential partners for
development projects and field trials, technical guidance and commercial contracts to the
companies. This results in meetings with higly relevant players for each cluster in order to
make the meetings as effective as possible.
External consultants to help finalize go-to-market strategy.
Companies may be qualified for more counselling or services that are partly funded by
Innovation Norway.

After the second visit, companies will finalize their Go to Market strategy based based on lessons
learnt in the second visit.

*

Execution of Go go Market strategy
At this stage the companies have a finalized the Go to Market strategy and have a clear value
offering. The companies will arrive arrive individually in Houston and meet several potential
partners for development projects, technical guidance and commercial contracts.

*The schedule is subject to change

2 Goals
The goal of the project is to provide relevant assistance to the participating companies according to
the outline above.
In short: The participating companies will increase the speed and reduce the risk connected to their
international venture.

3 Financial model
Innovation Norway will financially support the participants by reducing the overall cost of the
project. Offerings to participating companies are listed in point 2.5.
The company participation cost will be 60 000 NOK. The companies must cover their own costs
connected to travel and participation. For further reference and details on the financial side of the
project, please refer to the approved budget.
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4 Process and organization
4.1

Stages in the project process

4.1.1

The situation analysis
The company and the business consultant develop a situation analysis in English that:
a. Clarifies and summarize the starting point for the company
b. Defines the goals the company wants to realize during the project
c. Documenting to others (i.e. foreign experts) that participate in the process.

4.1.2

Seminars and individual work between each seminar.
The seminars consist of lectures, presentations and discussions. The two visits that will take
place in Houston, Texas, or other relevant sites in the US, is estimated to last one week per
visit. Subsequents visits should be for companies to execute their Go to Market strategy.

4.1.3

Meetings with selected group of companies in Houston
All visits to Houston will include facilitated meetings with a selected group of companies that
are potential partners for development projects, technical guidance and commercial contracts
to the companies. Technology personnel, operational personnel management personnel will
be represented in these meetings to maximize the value for the FRAM companies. The below
overview illustrates some of the companies that will be included:
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Below is an example of a project plan:
Seminar 1
Norway

Create a mutual
platform

Seminar 2
Norway

Visit 2
Houston

Market and
network

Preparation for
visit 2

Market and
network

Prepare for
final visit in
Houston

Sales
meetings

Multicultural
understanding

Exchange of
experience
from Visit 1

Gain a deeper
and more
specific
understandin
g of the
market

Complete Go
to Market
Strategy

Visit to major
players in the
market
and/or
potential
partners
and/or
customers

Visit 1
Houston

Individul
work

Subsequent
visits
Houston

Purpose

Presentation of
situation
analysis

Presentation
of the FRAM
program,
participating
companies,
advisors, and
Innovation
Norway
Market
information and
market analysis
International
ventures
Exchange of
experience

Market culture
studies

Preparations for
visit 2

American IP
laws
GoM market
overview

Meetings with
potential
partners
and/or
customers.

Visit to major
players in the
market and/or
potential
partners and/or
customers

External
consultants to
help finalize
go-to-market
strategy.

Subjects

External
advisors to help
companies
develop
business plan
and value
offering

5.1.3 Individual work
Continued work on individual basis for each company.
4.2

Organization

4.2.1 Steering committee
The steering committee consists of:
*
*
*
*

Asbjørn Flo, Office manager, IN Houston
Erling Johansson, O&G IN Stavanger
Tom-Ivar Bern, Senior advisor IN Sør-Trøndelag, sector responsible and FRAM coordinator
Joar Welde, IN Houston
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4.2.2
*
*
*

Other
Project responsible: DK Stavanger?/DK Trondheim?
Project manager: Kjell Hilde, Nordcap AS
Project advisor: Arne U. Hoff, Faveo Prosjektledelse

The project will be undertaken in close cooperation with the IN office in Houston, US. Joar Welde
and Eric Namtvedt will coordinate the work initially in close cooperation with office manager Asbjørn
Flo.

5 Schedule*
Period
April 2014
15th September 2014

October 2014
October 2014

October 2014

Content
Recruitment of companies.
Seminar 1 in Norway: One day. Presentation of the FRAM
program, participating companies and advicors.
Market intelligence firm presenting generic market data on
the US Gulf of Mexico market, and preparation for the visits
to Houston.
Visit 1 in Houston. One week.
Market research, discussions with potential
customers/partners from visit 1 in Houston. Update strategy
for the US Gulf of Mexico market.
Seminar 2 in Norway: One-day. Learning obtained from visit
1 in Houston is shared between participants.

November 2014
December – March 2015

Visit 2 in Houston (or other relevant sites). One week.
Continue discussions with potential customers/partners.
Conclude on go to market strategy for US Gulf of Mexico
market. Potentially engage external consultants in the US

May 2015 – onwards

Implement and execute strategy
+ Opportunity of participating at OTC

* Schedule is subject to change

6 US Advisors
The US advisors selected shall perform according to the following standards:
*
*
*

Substantial business experience from internationalization processes, including
implementation of selected strategies.
Relevant market knowledge from the potential markets for the company.
It expected that companies with need to buy some additional one-to-one services from US
advisors throught the program other than what is already incorporated into the program.
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