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CCR’s Financial Performance Has 
Been Uninspiring

• Underperformed TSX over last 5 years

• Volatility has been too high

• My job is to substantially improve this
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How to Turn CCR Around?

• Accurate diagnosis of problems

• Plan to create more value for shareholders

• Aggressive implementation

Let’s look at each area in more detail.



4

Industry Trends are Favourable

• For mobile reclaiming, increased sulphur 
content in crude and lower allowed sulphur 
content in final product…

• Put more pressure on refineries’
desulphurization processes, which 
increases economic value of improved 
amine performance
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Industry Trends are Favourable

• For monoethylene glycol reclaiming, Kyoto 
is driving increased demand for gas…

• Which leads to more development of deep 
offshore gas deposits where hydrate 
formation is a risk…

• Which creates more demand for MEG as a 
hydrate inhibitor
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CCR’s Business Models Have 
Underperformed

• Mobile Reclaiming
– Mobile unit utilization too low, billing rates 

inconsistent, and costs too high

• MEG Reclaiming
– Too few project proposals, hit rate good, but 

room for margin improvement
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Plan for Mobile Reclaimers

• Increase Utilization
– Fix operating and sales problems – get the basics 

right

– Establish fixed bases for offsite batch processing

• Improve Billing Rates
– Price based on value created for clients

• Reduce Costs
– E.g., through better maintenance management
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Plan for MEG Reclaimers

• Increase number of proposals
– More early stage projects
– Own the client’s problem, not just the solution

• Raise hit rate even higher
– Partner with Hydrafact

• Improve margins
– Add in-house engineering resources
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Focus on Adjacent Growth Options

• Permanent amine reclaimers for refineries
• Offsite batch reclaiming of chemicals from 

new industries
• Post-sales service offering for clients with 

thermal reclaimers, whether or not they 
use CCR technology

• New liquids and gas separation 
technologies for existing customer base
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Aggressively Implement

• Experienced new staff added throughout 
organization

• New strategic partnerships formed (e.g., 
Hydrafact)

• Focus on disciplined execution and 
accountability for results
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Turnaround Plan is Focused on 
Shareholder Value Drivers

• Increase Free Cash Flow
– Get the basics right in in mobile and MEG reclaiming
– Core mobile business should at least cover CCR cash 

costs; MEG and other projects should deliver upside

• Add Growth Options
– Focus on adjacent opportunities that are easy to 

implement

• Reduce Risk
– Settled PrimeWest; added talent; consistently 

executing the basics
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Questions?

Thank You.


