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Page 2Forward-Looking Information and Statements

The following presentation contains certain forward-looking statements and forward-looking information, within the 
meaning of applicable securities law, which are based on the Partnership's current expectations, estimates, 
projections, assumptions and beliefs.  The use of the words "build", "improve", "expand", "extend", "expect", 
"grow", "will", "continue", "develop", "pursuit", "target", "plan" and similar expressions is intended to identify 
forward-looking statements and forward-looking information.  In particular, but without limitation, this presentation 
contains forward-looking statements regarding growth strategies, business initiatives, product performance and 
distribution targets.  

The forward-looking statements and forward-looking information are not guarantees of future performance and
involve known and unknown risks, uncertainties and other factors that may cause actual results or events to differ 
materially from those anticipated in the forward-looking statements and information.  Many of these specific risks 
and uncertainties are discussed in further detail in the Partnership's most recent Management's Discussion and 
Analysis ("MD&A") relating to Operating Results and the Partnership's most recent Annual Information Form 
("AIF").  The MD&A and AIF are available through the internet on the Partnership's SEDAR profile at 
www.sedar.com or by requesting copies of the documents from the Partnership. You are also referred to the risk 
factors described in other documents the Partnership files from time to time with securities regulatory authorities.  
Additionally, you should be aware that historical results are not necessarily indicative of future performance.

The Partnership believes the expectations reflected in the forward-looking statements and forward-looking 
information are reasonable but no assurance can be given that these expectations will prove to be correct, and 
such forward-looking statements and information should not be unduly relied upon.  The Partnership provides the 
forward-looking information as of the date of this presentation and, other than as required by law, the Partnership 
does not undertake to update or revise any forward-looking statements or information as a result of new 
information, future events or otherwise.

Without limiting the foregoing, the forward-looking information and forward-looking statements in the following 
presentation are expressly qualified by this cautionary statement.
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Canadian Energy Services L.P. is a growing drilling fluids provider to oil and 
natural gas producers.  We utilize unique technologies and specialized 
personnel to help our customers to lower their drilling costs and enhance 
production on the wells they drill.

Introduction to CES

Products. People. Processes.
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• Our business model is scalable and repeatable.

• Our unique technologies have global applications.  Drilling fluids are a key 
service required on all wells drilled….deep, shallow, vertical, directional or 
horizontal.

• Low capital maintenance requirements allow growth and distributions 
simultaneously.

• Personnel from management to field vested in success of the company 
through equity and compensation structures.
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Competitive Advantage Through Our Products
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Seal-AX TM (Patent Pending)

• Developed in-house with CES owning the rights and an employee named on the 
patent applications.

• Reduces fluids lost to drilled formations which creates material cost savings.

• Reduces frictional forces between drill pipe and wellbore which creates faster 
drilling rates.  This lowers the drilling costs.

Note – “Lost Fluids” are hydrocarbons or base oils.  Fluid systems are often built from liquid hydrocarbons to drill 
deeper wells to prevent wellbore collapse.  CES does not sell the fluids, but rather the products which are 
mixed into the hydrocarbon fluid to alter properties such as viscosity, density and chemistry.

Fluid Seepage
Without Seal-AXTM

Reduced Fluid Seepage
With Seal-AXTM



Page 7Competitive Advantage Through Technology

• CES products allow operators to go 
“sideways” at a profit.

• LiquidrillTM is horizontal drilling fluid 
that customers have utilized on over 
5000 horizontal drills.

• Utilized on drilling for plays including 
“Bakken” in SE Saskatchewan and 
“BlueSky” in North Central Alberta.

• Reduces “formation damage” to 
formation drilled which improves 
well productivity.

LiquidrillTM Area Map
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Page 8Competitive Advantage Through Technology

• LiquidrillTM/Tarbreak solves “sticky” problems in the oilsands.

• Stops “sticky” bitumen from restricting movement of drill pipe/liners.

• Does not “mine” oil from the sand which increases drilling costs and risks production 
failure post drilling.



Page 9Competitive Advantage Through Technology

SAGD Area Map
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Entrepreneurial
• Management has a large equity position.
• Employees gained equity position through the IPO.
• Performance based compensation.

Experienced
• Sales group all have technical background.
• Field technicians located across the basin creating area specialists.
• Management had built two very successful private drilling fluid companies 

to create CES.

Innovative
• New technologies internally created:  Seal-AXTM (Patent Pending).
• Improved logistics for our customers to drive sales.
• Our employees are eligible for royalties for new commercial products and 

processes. 



Page 11Processes For Profit & Growth

Controlled Growth
• Build repeat business in geographical areas.
• Start up of US operations (AES Drilling Fluids, LLC).
• Integrate internally to grind costs.

– Our Moose Mountain Mud & EQUAL Transport divisions provide 
warehousing in Carlyle, Saskatchewan & Edson, Alberta.

– Trucking to CES well sites.
– “Direct” procurement (minimize wholesalers).

• Continuous internal measurement.

Identify New Target Areas
• Understand the technical challenges for operators.
• Technical sales focus to create initial business activity.
• Build to critical mass and implement our growth and cost control strategies.
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Acquisition of Clear Environmental Solutions (close d June 12th)
• Purchase price of $11.3 million, plus up to $2.0 million earn-out after one year

• $7.4 million in cash
• $3.9 million in units at $10.25

• Working capital adjustment to $1.2 million acquired
• Employment agreements & non-competes for Key Employees
• To continue to operate as a separate business as a division of CES

Capital program approved - $3.25 million (to complete over next few months) 
• Expand tanker trucking operation – Carlyle, SK. 
• Acquire adjacent land & build truck shop – Carlyle, SK.
• Expand mud plant – Edson, AB.
• Expand trucking & warehousing – Edson, AB.

Equity Issue to Finance Growth Initiatives (closed June 5th)
• Raised $12.0 million, net of commissions, at 10.25 unit price
• Included a 10% overallotment
• Syndicate led by Cormark, with National Bank Financial, Thomas 

Weisel, Dundee & Paradigm



Page 13Clear Environmental Solutions - Acquisition

Growth Oriented
• 25% sales growth last year, in a drilling market down 30%
• Added 75 new clients in the last 12 months
• Client base includes EnCana, Husky, Apache, CNRL, Direct, Quicksilver

Shallow Gas and Oil Sands Exposure
• Experience in shallow gas and CBM drilling waste disposal
• Experience in the oil sands, recycling and re-use of waste products
• Well positioned for growth in Shallow Gas and Oil Sands market segments

Growth Areas enhanced by CES Acquisition
• Saskatchewan is expected to become a new growth area
• Growth is anticipated in NE BC and NW Alberta
• Provide drilling fluid / drilling waste solutions for operators where it makes 

sense
• Enhanced profile in the industry will provide new opportunities for Clear
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2007 revenue increased 31% over 2006, largely due to the additional months of January & February, but also 5% 
increase for the comparable March – December periods. Q1 2008 revenue increased 45% over Q1 2007 and Q2 2008 
was 135% higher than Q2 2007. Estimated market share continued to grow from 10% in early 2006 to 17% overall in 
2007 to 18% in Q1 2008 and to 25% in Q2 2008.

Continued gross margin improvement in 2007 and Q1 2008 realized through effective procurement strategies and 
reduced sales of low margin base oil from 2006.  Gross margin in Q2 2008, which is impacted by revenue mix, was in line 
with Q2 2007.

SG&A costs managed with infrastructure in place for growth and variability largely driven by selling costs.

Strong balance sheet with working capital of $14.7 million and only $3.1 million in long-term debt at June 30, 
2008. Invested $4.1 million in 2007 for trucking and warehousing operations in Edson, AB.

($000's,except per unit amounts) Q1 Q2 Q3 Q4 2007 Q1 08 Q2 08 YTD 08

Revenue 19,518      6,198        16,104      18,600     60,420      28,274      14,560      42,834       

Gross margin 6,521        1,444        5,337        5,773       19,075      8,969        3,559        12,528       

% of revenue 33% 23% 33% 31% 32% 32% 24% 29%

SG&A 2,393        1,840        2,119        2,270       8,622        3,117        2,993        6,110         

% of revenue 12% 30% 13% 12% 14% 11% 21% 14%

EBITDAC 4,128        (396)         3,218        3,503       10,453      5,852        566           6,418         

% of revenue 21% -6% 20% 19% 17% 21% 4% 15%

Net earnings (loss) 3,927        (2,955)      3,037        3,292       7,301        5,282        (1,055)      4,227         

% of revenue 20% -48% 19% 18% 12% 19% -7% 10%

per unit - basic & diluted 0.42          (0.32)        0.32          0.35         0.78          0.56          (0.11)        0.44           

4,137        (400)         3,223        3,450       10,410      5,703        469           6,172         

per unit - basic & diluted 0.44          (0.04)        0.34          0.37         1.11          0.61          0.05          0.64           

(*) before changes in non-cash operating working capital items

Funds flow from operations (*)



Page 15Distributions & Distributable Funds

Targeted monthly distribution maintained at $0.0792 per Class A Unit – current yield of 8% based on 
$11.79 unit price.

Payout ratio was 90% for 2007 and 73% for the TTM ended June 30, 2008. Target remains at 80% 
on a annualized basis which we believe is appropriate for CES’ business over the long term given 
the relatively low level of capital required to maintain and grow the business.

2.2 million of the 11.2 million (20%) units outstanding are subordinated until March 2, 2009 –
distributions paid quarterly if the Class A unitholders are paid at target levels.

($000's) Q1 Q2 Q3 Q4 2007 Q1 08 Q2 08 YTD 08

Funds flow from operations (*) 4,137    (400)      3,223    3,450   10,410  5,703    469       6,172     
Maintenance capital 89          127       150       90         456        115        63          178        
Distributable funds 4,048    (527)      3,073    3,360   9,954     5,588    406       5,994     

Distributions declared 2,229    2,229    2,229    2,229   8,916     2,229    2,371    4,600     
Payout ratio 55% -423% 73% 66% 90% 40% 584% 77%

(*) before changes in non-cash operating working capital items
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Exchange Toronto Stock Exchange

Units Outstanding - Class A Units 9,014,884
- Subordinated Class B Units 2,151,486
- Total 11,166,370

Options Granted 734,825 (average exercise price of $9.01)

Unit Price (Closing) $11.79

52 Week High/Low $13.20/$4.85

Current Distributions $0.0792 per month

Market Capitalization $131.7 million

Net Debt (LTD less working capital) (at June 30, 2008) $(11.6) million (surplus working capital)

Trading Average (for the period January – August, 2008) 15,027 units per day

Directors & Officers Position 29%

Current Yield 8.1%

Investment firms providing coverage: 
Blackmont Capital Inc., Cormark Securities Inc., National Bank Financial, Paradigm Capital Inc.

CEU.UN may only be owned by persons who are resident in Canada, 
or, if partnerships, are Canadian partnerships.

www.CanadianEnergyServices.com
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Scalable - We have grown into the largest drilling fluids provider 
in the WCSB.

Repeatable – Working on growth into the USA and International 
markets through organic means and potential complimentary 
acquisitions.

Unique products like Seal-AXTM (Patent Pending) and 
LiquidrillTM/Tarbreak create unparalleled efficiencies for our 
customers.  CES technologies have global applications.

Low capital maintenance allows growth and distributions 
simultaneously.

Company and Unitholders are aligned through equity, 
compensation structures and subordination of units.

Recap Of Key Points


