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Location

BERGEN - NORWAY
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250 Years Combined

Experience From The E&P Industry 

Resources

The Hammertech - Team has extensive industrial experience in Multiphase Metering, Research and 
Development, Fabrication, Testing, Field Installations, Technical Support and Services, Marketing and Sales
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Hammertech Value Proposition

Enhanced recovery, Production Optimization, 

Digitalization and CO2 Emission Reduction
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AQUAFIELDTM

PER WELL

DIGITALIZATION OPEX AND CO2 REDUCTION

Online, continuous and 

real time monitoring of 

individual wells Supports remote well and reservoir management through 

real time transmittal of data from individual wells. 

Remove need for traditional and 

periodic individual testing of wells by 

use of test separator and enable 

continuous production optimization:

• cost reduction

• no emissions

• enhance recovery



The AquaFieldTM Product 

Competitive advantages
• Low cost USD 40 000 pr. unit

• Enables well-level rollout

• Plug and play, high reliability, self calibrated

• Enables upscaling to 1000’s of units

• PVT (Pressure, Volume, Temperature) 

independent (oil and gas properties) 

• Easy installation

• Small size (from 15x15x15 cm)

• Low weight (from 22 kg)

• Enabling digitalization

• Catalyst for enhanced recovery rate and 

reduced CO2 footprint in the production phase
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Hammertech technology is patented



Large addressable market

1) Rystad Energy Commercial due diligence report

Total potential market Target market Core market

Market Size

■ 84 USDbn ■ 18 USDbn

■ AquaField assumed to be 

most applicable

■ 10 USDbn

■ AquaField assumed to be 

most applicable and likely to 

be implemented

Market Drivers
■ 2.1 million total wells ■ 450,000 wells ■ 251,000 wells

End Client

Examples 
(non-exhaustive)

■ All well-operating E&P-

companies

■ Saudi-Aramco, Petrobras, 

ExxonMobil, ADNOC, PDO, 

Majors

■ Anadarko, Apache, EOG, 

Pioneer, Devon, XTO, Qatar 

Petroleum, Occidental, 

Equinor,ENI, Hilcorp, 

Bapetco, Norpetco, Qarun, 

Agiba, 

■ Saudi-Aramco, KOC, 

ADNOC, PDO, Petrobras, 

ExxonMobil, Majors

■ Anadarko, Apache, Equinor, 

Petrobel, Qatar Petroleum, 

ENI, Qatar Petroleum, 

Occidenta

Estimated market size of 84 USDbn, with a core market of 10 USDbn

AquaField is the first-choice for more than 250,000 on-shore wells1)

Producing wells 1 610 000

New wells (-->2025) 510 000

Total potential market 2 120 000

Retrofit new gas wells -107 000

Retrofit subsea -6 000

Retrofit GoM -16 000

Older onshore wells* -1 345 000

Unconv. (Xtra HO, OS) -201 000

Target market 445 000

Retrofit offshore* -51 000

Reluctance smaller Ops* -143 000

Core market 251 000

2025 prediction



Hammertech current Global Client Interaction

70+

Operators



Focused geomarkets

• Rystad report pinpoints the 4 most valuable geo-

markets for AquaField:

– North Amerika (NA)

– The Middle east

– China

– Russia 

• Hammertech has decided to focus on North America 

and the Middle east.

• Main differentiators for these markets

– The North American production is from shale wells

– The North American market has some large operators 

combined with a large base of smaller operators

– The Middle Eastern production is from conventional 

wells

– The Middle East market is dominated by few and large 

operators with huge potential

• These markets require different approaches

8



The Middle East

Approach:

• The customer base consists of 

very large national corporations, 

and classical account 

management and presence is 

required to win in this market

• Hammertech has decided to 

establish an office in the region, 

and the chosen location is Dubai 

in UAE

• Finn Erik Mohn – our VP of 

sales – will relocate to Dubai to 

lead the effort in the region. Finn 

Erik will lead the current 

customer pursuits while also 

recruiting staff for this go-to-

market entity

MENA Big 4 currently pursued entry cases:

1. Aramco (Saudi Arabia)

– Abqaiq field: approx. 2.500 wells, expected 5-year penetration ~70%

– Roll out on all wells as part of Aramco’s digital strategy

2. ADNOC (UAE)

– Pilot covering 4 main onshore assets: South East, Bu Hasa, BAB & NEB covering approx. 1.000 

wells , expected 5-year penetration ~50% Roll out on all wells as part of ADNOC’s digital strategy

3. PDO (Oman)

– Replace existing non-functional instruments with AquaField, expected 5-year penetration ~30%

– Approx 1.500 units

4. KOC (Kuwait)

– South Ratqa field development, expected 5-year penetration ~30%

– 3 phases, total of approx. 3.000 wells
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Company Wells Penetration AquaFields USD
Aramco Abqaiq 2 500 70% 1 800 72 000 000
ADNOC SE-BH-BAB-NEB 1 000 50% 500 20 000 000
PDO replacements 1 500 30% 500 20 000 000
KOC South Ratqa 3 000 30% 1 000 40 000 000
MENA Big 4 8 000 45% 3 800 152 000 000



North America

Approach:

• The North American market has 

some large operators combined 

with a large base of SMB 

operators. The latter represents 

the largest near-term 

opportunity.

• Hammertech has decided to 

immediately establish a 

partnership with an experienced 

partner in the market to address 

the SMB customer base, while 

looking after the large 

enterprises directly. 

• Hammertech will also establish 

an office in the US later 2023 to 

do account management and 

partner follow-up in the region.

North America outlook

1. SMB

1. Bakersfield and Permian

Bakersfield will be our entry market to the 

shale oil domain and will serve as reference 

as we expand to include other shale oil basins. 

The Permian basin represents 65% of all 

onshore wells in the US. Our US partner has 

an established dialogue with several operating 

companies – including EOG, Devon, Summit Oil, 

and others – regarding AquaField deployment and 

we expect to receive our first orders from this market 

for 15-20 AquaField units in 2023, escalating to more than 200 units in 2024.

2. Eagleford and Bakken

A successful rollout in Bakersfield and Permian will be followed by pursuits of the 

Eagleford and Bakken basins contributing to the sales numbers from 2024 onwards.

2. Large enterprises
Hammertech has established dialogue with several of the large enterprises – including 

ExxonMobil, Occidental, Chevron, BP, Shell, ConocoPhillips and others – regarding 

AquaField deployment. We do believe a successful rollout in the SMB market will serve as 

a catalyst for business with larger enterprises.
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Priority

2023

Units = 82

Revenue/EBITDA = 36/-3 MNOK

2024

Units = 410

Revenue/EBITDA = 166/51 MNOK

2025

Units = 1000

Revenue/EBITDA = 404/187 MNOK
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Potential Small Volume orders 2023:

10–15-unit order batch – from 4-6 clients

Strategic orders:

Laying foundation for large volume orders 

2024 – from 4-5 clients

Strategic orders:

Laying foundation for large volume orders 

2025 – from 6+ clients
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Potential Strategic orders:

Laying foundation for large volume orders 

2024+ – from 4-5 clients

Small Volume orders:

10–15-unit order batch – from 6+ clients

Small Volume orders:

10–15-unit order batch – from 10+ clients

3
Potential Reference orders:

Build reference list – 30+ selected clients

Reference orders:

Only standard / off the shelf units – 30+ 

selected clients

Reference orders:

Only standard / off the shelf units – 30+ 

selected clients

3-Year Forecast
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2023 Budget
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2024 Forecast

Profitable operations from 2024 onwards



2023 Capital increase
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Share issue of Preference Shares Series III
– MNOK 42

1. Convertible loans (including subscription rights)

– Refinance existing convertible loans

– MNOK 12

2. Short term loans

– Refinance existing short-term loans

– MNOK 12

3. New operating cash

– MNOK 18

Additional financing planned from ExFin (MNOK 5-15):
– Working capital financing 

– Project inancing for specific contracts

Rights of Preference Shares Series III

• A preferred return of NOK 950, which ranks prior to 

all other preference shares

• Share price 950 (MNOK 212.8 pre-money value)

• For a period of 12 months to convert all of its Series 

III Preference Shares into ordinary shares in Nordic 

Technology Group AS at a ratio of 1:100 (i.e. each of 

the Series III Preference Shares is converted into 

100 ordinary shares in NTG) (the "Put Option").
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