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probability of success in non-UK European markets
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Introduction

The Offshore Low Carbon Market Opportunities in Europe reports identified a substantial pipeline of
offshore low carbon projects across non-UK European markets, with an estimated investment
exceeding €300 billion through to 2035. The reports highlighted a critical supply chain delivery gap of
approximately 72 GW in offshore wind alone, alongside major expansion in CCUS, green hydrogen,
marine energy, and decommissioning.

However, the existence of market opportunity does not guarantee success for any individual company.
North East Scotland (NES) energy supply chain firms considering entry into these European markets
need to undertake an honest and rigorous self-evaluation of their readiness, capabilities, and strategic
positioning. This document presents the key self-assessment statements that should form the basis of
that evaluation.

The statements are structured around nine critical dimensions drawn directly from the reports’
findings, the Country Value Matrix framework, the seven barriers analysis, and the Tier 2/3 project-
capability matching exercise. Each statementis rated on a scale of 1 to 5 (1 = Totally Disagree; 5 = Fully
Agree). The overall Probability of Success in European markets will be determined by the cumulative
strength of scores across all nine sections.

IMPORTANT UPDATE — FRANCE NOW TIER 1: In April 2026, France announced a major acceleration
of its offshore renewable energy programme, launching tenders for 10 GW of new offshore wind
capacity (5 GW fixed, 5 GW floating) across seven development zones, with an EU-approved €797
million green hydrogen electrolyser scheme targeting 4.5 GW of electrolyser capacity by 2030.
Combined with existing AO5/A06 floating wind awards and new resilience criteria in French
procurement that favour European supply chains, France has moved from Tier 2 to Tier 1 in the
Country Value Matrix. The Tier 1 market count now stands at 8 country-sector combinations. NES
companies with relevant capability in floating offshore wind, CCUS, green hydrogen, and marine
energy should now treat France as a priority market alongside Norway, Ireland, and the Netherlands.

How to use this document: Work through each section with your senior leadership team. Score each
statement honestly (1-5). Identify critical gaps (scores of 1-2). Develop action plans for priority weaknesses
before committing resources to European market entry. A maximum score per section is 50 (10 statements
x 5). Total maximum score is 450. An honest assessment now saves significant time and money later.

If you prefer, your team can utilise the interactive self-assessment toolkits accompanying this report.
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Section 1: Strategic Clarity and Market Selection

The European offshore low carbon market spans 16+ countries, nine technology sectors, and hundreds
of individual projects. A scattergun approach will fail. The report identified clear tiering of market
attractiveness — from Tier 1 opportunities in Norway, Ireland, the Netherlands, and France through
to Tier 3 monitor-only markets. These statements test whether your company has the strategic clarity
to focus resources where the probability of success is highest.

Market Focus and Intelligence

The Country Value Matrix ranked 29 European country-sector combinations. Eight now score as Tier 1 following
France’s recent announcement.

Ql. We have conducted a structured, company-specific assessment of how our core products
and services transfer to non-UK European offshore low carbon projects — covering fixed and
floating wind, CCUS, green hydrogen, marine energy, hydropower, clean fuels,
decommissioning, geothermal, and solar — and we have identified the sectors where our
offering is genuinely competitive, not just analogous to our oil and gas experience.

Q2. We have gathered comprehensive, company-specific market intelligence on non-UK
European offshore low carbon opportunities — going beyond generic industry reports to
understand project pipelines, procurement timelines, buyer hierarchies, and gap analysis in
our specific capability areas across 16 or more European countries.

Q3. We have applied a systematic market screening framework — such as a Country Value
Matrix or equivalent — to rank 16 or more non-UK European countries by both Market
Attractiveness (market size, growth rate, policy environment, project pipeline) and our own
Probability of Success (competitive position, existing relationships, regulatory alignment,
language and cultural fit), producing a ranked shortlist of priority markets.

Q4. We have screened our offer across the full range of European offshore low carbon
technology sectors — including fixed offshore wind, floating offshore wind, CCUS, green
hydrogen, wave and tidal, hydropower, clean fuels/biofuels/SAF, decommissioning,
geothermal, and solar — and made explicit decisions about which sectors to pursue, which
to monitor, and which to set aside, based on evidence rather than assumption.

Q5. We have developed detailed market profiles for each of our priority European country-sector
combinations, covering estimated market size and growth trajectory, key developers and
Tier 1 contractors, procurement routes and timelines, regulatory and certification
requirements, competitive landscape, buyer personas, and the specific capability gaps our
company could credibly fill.

Strategic Intent and Commitment

The report highlighted that NES companies must move beyond opportunistic responses to a deliberate European
growth strategy with board-level commitment, dedicated resource, and ring-fenced budget.

Qs6. Entry into non-UK European offshore low carbon markets has been formally adopted as a
strategic priority at board level — with an agreed investment case, executive ownership, and
a clear mandate to allocate resource, budget, and senior time to market development
activities over a multi-year horizon.

Q7. We have a written European market entry and development strategy that sets out: our
target markets and sectors, our value proposition for each, our market entry route (direct
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sales, joint venture, agent/distributor, or acquisition), specific revenue and pipeline targets,
measurable KPIs, a phased timeline, and defined investment commitments across at least a
three-year horizon.

Q8. Our European market entry strategy is supported by a detailed implementation plan that
maps out the specific actions, initiatives, milestones, and accountabilities required —
covering activities such as certification acquisition, trade mission participation, partnership
development, in-country prospecting, pre-qualification submissions, and tender preparation
— with a realistic timeline and named owners for each workstream.

Q9. We have agreed and ring-fenced a specific budget for European market entry activities —
covering market intelligence, travel and in-country prospecting, certification and standards
compliance, partnership development, trade event attendance, and any in-country presence
costs — and this budget reflects a realistic understanding of the 18—36-month investment
horizon typically required before revenue materialises.

Q1o0. We have agreed the percentage of our total revenue to be derived from non-UK European
offshore low carbon markets within three years — the target is realistic, grounded in a
bottom-up assessment of our identified project pipeline, competitive win-rate assumptions,
and sales cycle timelines, and it is tracked as a board-level KPI with quarterly progress
reviews.
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Section 2: Capability and Technology Readiness

The report identified 18 NES capability categories and matched them against 47 European projects.
The strongest NES depth exists in subsea engineering, marine vessel operations, and floating wind
systems — but significant gaps remain in hydrogen electrolyser integration, HVDC grid connections,
and large-scale foundation manufacturing. These statements assess whether your specific capabilities
genuinely transfer to European offshore low carbon requirements, or whether O&G experience is
being used as an untested proxy.

Core Capability and Track Record

The matching exercise found 60% overlap between O&G and floating wind skills, but only 30% for hydrogen.
European developers and Tier 1 contractors will expect demonstrated, documented capability — not just
analogous experience.

Qil. We have rigorously tested the transferability of our core capabilities to European offshore
low carbon applications — moving beyond the assumption that oil and gas experience is a
direct proxy — and we can articulate, with specific technical evidence, how our products,
services, or processes apply to the requirements of fixed wind, floating wind, CCUS, green
hydrogen, or other target sectors in European waters.

Qi2. We have a documented track record of delivering work in offshore low carbon applications
— not solely in oil and gas — that we can present to European developers and Tier 1
contractors as credible reference projects, including project scope, client name, value,
technical challenge, and outcome.

Qi3. Our technical standards and engineering practices are aligned with the European
requirements relevant to our target sectors — including applicable IEC, DNV, EN, and ISO
standards — and we have identified any gaps between our current standards compliance
and what European project specifications will require of us.

Qia. Our technology or service offering is at a level of readiness appropriate for deployment on
European offshore low carbon projects at commercial scale — it is not still at prototype or
pilot stage — and we can demonstrate through testing data, operational records, or
independent verification that it performs to the technical specifications that European
buyers will demand.

Q15. Our company’s innovation and R&D activity is directly relevant to the emerging technical
challenges of European offshore low carbon markets — such as reducing floating wind LCOE,
improving CCUS capture efficiency, accelerating hydrogen production cost reduction, or
increasing marine energy reliability — and we are able to evidence this through patents,
funded research programmes, or collaborative R&D partnerships.

Technology Positioning and Supply Chain Readiness

The report identified floating wind, CCUS subsea systems, and offshore hydrogen as the highest-growth
technology areas. European buyers will require documented capability in the specific sectors targeted, not
generic assurances of transferability.

Qie. We have reviewed the technical specifications and supply chain requirements published by
major European offshore low carbon developers and Tier 1 contractors in our target markets
— such as Equinor, @rsted, Shell, TotalEnergies, RWE, Vattenfall, and Saipem — and we are
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Q17.

Q1s.

Q19.

Q20.

confident that our capability meets or can meet their requirements without fundamental
restructuring of our offer.

We can demonstrate specific, documented capability in the European offshore low carbon
technology sectors we are targeting — for example, floating wind mooring or installation,
CCUS pipeline or injection well engineering, offshore hydrogen compression or storage, or
similar — rather than relying solely on transferable skills assertions.

Our quality management system — including document control, non-conformance
management, audit processes, and supplier qualification — is appropriate for the scale and
risk profile of European offshore low carbon contracts, and we have either achieved or have
a clear plan to achieve the quality certifications that European clients will require at pre-
qualification stage.

We have assessed our current capacity — in terms of qualified personnel, equipment,
facilities, and management bandwidth — and are satisfied that we could take on a significant
European offshore low carbon contract without compromising our existing delivery
commitments, or we have a credible and costed plan to scale capacity to meet European
demand.

We have assessed our ability to integrate into the supply chain operations and project
delivery models used by European offshore low carbon developers and Tier 1 contractors —
including compatibility with their project management frameworks, reporting requirements,
scheduling tools, interface management processes, and mobilisation timelines — and we are
confident that we can operate as a reliable, low-friction supply chain partner within a
European project team from day one, or we have a clear plan to develop this capability.
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Section 3: Certifications, Standards and
Compliance

The report’s policy section identified the EU Net Zero Industry Act (NZIA) 30% non-price criteria rule,
country-specific local content requirements, EU CBAM (Carbon Border Adjustment Mechanism), and
a web of certification requirements as critical barriers to entry. Post-Brexit, UK companies face
additional trade friction that continental European competitors do not. This section covers the
regulatory and compliance landscape that represents one of the most common critical blockers for
NES companies entering European markets.

Certifications, Standards and Post-Brexit Compliance

Different European markets require different certification regimes — DNV, Bureau Veritas, TUV, and national
equivalents. Post-Brexit trade friction adds 2—8% cost burden for UK companies exporting to the EU.

Q21. We have a clear and up-to-date understanding of the post-Brexit regulatory and trade
friction implications for our business — including changes to product conformity assessment,
import/export documentation, customs duties, rules of origin, and professional recognition
— and we have put in place processes to manage these implications when trading with EU
member states.

Q22. We hold, or are actively working towards, the European certifications most relevant to our
target markets and sectors — including ISO 9001 (quality management), 1SO 14001
(environmental management), and ISO 45001 (occupational health and safety) — and we
can evidence the current status and scope of each certification to a European pre-
qualification panel.

Q23. We understand the implications of the EU Net Zero Industry Act (NZIA) for our business —
specifically the provision that up to 30% of award criteria in European low carbon
procurement can be allocated to non-price factors including sustainability, resilience,
cybersecurity, and innovation — and we have assessed whether and how our offer can score
competitively against these criteria when bidding for European contracts.

Q24. We understand the Carbon Border Adjustment Mechanism (CBAM) and its potential
implications for our exports to EU member states — including which product categories are
currently in scope, the carbon price reporting obligations, and the trajectory for full
implementation — and we have assessed whether CBAM creates cost exposure or
competitive risk for our company’s European market activity.

Q25. We have researched and understand the country-specific regulatory and standards
requirements in each of our priority European target markets — including sector-specific
legislation, licensing requirements, environmental permitting, and grid connection
standards — and we have identified the specific compliance steps our company would need
to complete before operating in each country.

Regulatory and Trade Environment

Local content requirements, CE marking obligations, GDPR compliance, and export controls create a complex
regulatory environment that must be navigated carefully before and during European market entry.

Q26. We understand the local content requirements, domestic sourcing preferences, or national
industrial participation rules that apply in our priority European target markets — including
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Q27.

Q28.

Q29.

Q30.

any formal or informal requirements from government agencies, national oil companies, or
major developers — and we have assessed how these requirements affect our market entry
strategy and partnership needs.

We have assessed our obligations regarding CE marking and EU product conformity
requirements for the products or equipment we intend to supply to European offshore low
carbon projects — including the relevant EU Directives and Regulations, conformity
assessment procedures, and notified body requirements — and we have a clear plan to
achieve conformity for our specific product categories.

Our health, safety, and environmental (HSE) management standards are aligned with
European offshore low carbon project requirements — including applicable EU Directives,
country-specific HSE legislation, and the HSE standards of our target developers and
operators — and we can demonstrate this alignment through documentation, audit results,
or incident records that would satisfy a European pre-qualification process.

We understand our obligations under EU General Data Protection Regulation (GDPR) in
relation to European market activity — including data processing agreements, cross-border
data transfer mechanisms, privacy notices, and breach notification requirements — and we
have implemented or are implementing the compliance processes required to operate
lawfully with European clients and partners.

We have reviewed and are compliant with UK export control regulations and international
sanctions requirements relevant to our target European markets and technology sectors —
including any dual-use technology controls — and we have a process in place to screen new
European clients, partners, and transactions against relevant sanctions lists before
committing to business relationships.
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Section 4: Competitive Position and
Differentiation

The report’s competitive environment analysis identified major European clusters in Esbjerg
(Denmark), Eemshaven (Netherlands), Bremerhaven (Germany), Bilbao (Spain), and Fos-sur-Mer
(France) — each with mature supply chains, established relationships, and geographic advantages.
Chinese manufacturers are also entering aggressively on price. NES companies must demonstrate
clear competitive advantages to win in this environment. ‘We’re from Aberdeen’ is not a
differentiation strategy.

Competitive Awareness and Pricing

The report mapped competing supply chain clusters across all major European markets. Understanding the
competitive landscape at the level of specific project types and buyer segments — not just general sector level
— is essential.

Q31.

Q32.

Q33.

Q34.

Q3s.

We have a clear, evidence-based understanding of the competitive landscape in each of our
priority European target markets — including the identity, capability, pricing, and track
record of the principal local and pan-European competitors we would face — and we have
assessed this landscape at the level of specific project types and buyer segments, not just at
general sector level.

We have developed and can articulate a specific, credible Unique Selling Proposition (USP)
for each of our priority European country-sector combinations — one that goes beyond
geographic origin or general quality claims, and instead identifies the precise technical,
commercial, or operational advantages that would cause a European buyer to select us over
established local competitors.

We understand the scale and nature of Chinese competition in our target European offshore
low carbon sectors — including the cost differentials, the product categories most exposed,
the European policy responses (including NZIA non-price criteria and anti-dumping
investigations), and the specific competitive strategies that have proven effective against
Chinese suppliers in European markets — and we have incorporated this understanding into
our competitive strategy.

We have developed a competitive pricing strategy for our European target markets — one
that reflects European cost benchmarks, currency exposure, local content cost implications,
logistics costs, and the pricing practices of established European competitors — and we are
satisfied that we can price competitively while maintaining adequate margins to sustain a
multi-year European market development programme.

We understand the structure, capability, and competitive dynamics of the established
European offshore energy clusters most relevant to our target markets — such as the Dutch
offshore engineering cluster centred on Rotterdam, the Danish wind cluster, the Norwegian
subsea and floating technology cluster, and the German offshore wind manufacturing base
— and we have assessed how our offer would need to be positioned to compete with or
complement companies from these clusters.

Value Proposition and Differentiation Strategy
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NES companies that succeed internationally typically offer niche specialisms backed by verifiable evidence —
not commodity services. A differentiation strategy must be grounded in specific, independently verifiable
advantages.

Q36.

Q37.

Q3s.

Q39.

Q40.

We have a differentiation strategy for European markets that is grounded in specific,
verifiable evidence — such as proprietary technology, patented processes, demonstrated
cost performance, unique track record in frontier applications, or exceptional safety record
— rather than relying on soft claims about Scottish quality, North Sea heritage, or
Aberdeen’s reputation that are unlikely to be decisive for a European procurement panel.

We have benchmarked our technical capabilities, certifications, capacity, and track record
against named Tier 1 and Tier 2 European competitors in our target sectors — and we have
an honest assessment of where we are stronger, where we are at parity, and where we face
a genuine capability or credibility gap that must be addressed before we can compete
effectively.

We understand what European developers, operators, and Tier 1 contractors specifically
value when evaluating and selecting suppliers in our target sectors — including their
technical qualification criteria, commercial terms expectations, sustainability and ESG
requirements, innovation preferences, and relationship management expectations — and
we have assessed our offer against these buyer value drivers rather than against our own
internal perception of our strengths.

We have a strategy for competing effectively on non-price criteria in European offshore low
carbon procurement — specifically addressing how we will score strongly on NZIA-relevant
dimensions such as innovation contribution, supply chain resilience, decarbonisation
performance, and cybersecurity — and we can evidence our position on each of these
criteria with specific data or third-party validation.

We have developed a structured win-theme and market positioning strategy for European
offshore low carbon tenders — including clearly defined messages tailored to the specific
priorities of our target European buyers, a consistent narrative that distinguishes us from
both local European competitors and other UK entrants, and a process for translating these
win themes into compelling, evidence-backed bid responses that score strongly at
evaluation stage.
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Section 5: Partnerships, Relationships and Market
Access

The report consistently identified partnerships as the primary market entry mechanism for NES Tier 2
and Tier 3 companies. The Tier 2/3 project-capability matching analysis found that 40-50% of NES
companies could accelerate their market entry timeline from 12—18 months to 3—6 months through
effective Tier 1 partnerships. Solo market entry by SMEs into European markets has a significantly
lower probability of success. In-country partnerships, joint ventures, agents, and trade support
networks are frequently the decisive factor.

Partnership Strategy and Market Access Routes

The report recommended ‘virtual Tier 1 alliances’ and consortium-based approaches for NES SMEs. A clearly
defined market access route — whether direct, JV, agent, or local entity — is essential for each target market.

Q41. We have established, or are actively developing, substantive in-country partnerships in each
of our priority European target markets — partnerships that go beyond introductory
meetings to include a shared commercial proposition, defined roles, agreed pipeline targets,
and a plan for joint business development activity — with partners who have credible market
access and buyer relationships in our target sectors.

Q42. We have a clearly defined and justified market access strategy for each of our priority
European country-sector combinations — specifying whether we intend to enter via direct
sales, joint venture, agent or distributor arrangement, local entity establishment, or
acquisition — and we have assessed the commercial, legal, and operational implications of
our chosen route, including the resource and timeline required to make it work.

Q43. We have developed, or are systematically developing, relationships with key European
offshore low carbon developers and Tier 1 contractors in our target markets — including
attendance at meetings, project pipeline discussions, or capability presentations — and we
can identify named individuals at target organisations with whom we have an active and
progressing commercial relationship.

Q44. We are actively engaged with the UK and Scottish trade support ecosystem for European
market entry — including Scottish Development International (SDI), the Department for
Business and Trade (DBT), the Scottish Government’s international network, and relevant
trade mission programmes — and we are using these channels to access market intelligence,
in-country introductions, and funded market development support.

Q45. We have engaged with the relevant in-country trade bodies, industry associations, and
offshore energy clusters in our priority European target markets — such as Offshore NL
(Netherlands), Norwegian Oil and Gas, Wind Denmark, France Energies Marines, or
equivalent national organisations — and we are using these relationships to build market
credibility, access procurement information, and develop commercial introductions.

Market Presence, Relationships and Reference Customer

Physical and relational proximity to decision-makers significantly affects win probability. A first European
reference customer or lighthouse project is the single most powerful accelerator of subsequent market
penetration.
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Q4e6.

Q47.

Q48.

Q49.

Q50.

We attend and maintain a visible presence at the key European offshore low carbon industry
events and trade shows most relevant to our target markets and sectors — such as
WindEurope, Offshore Europe, ONS Stavanger, Gastech, Hydrogen Technology Expo Europe,
or equivalent — and we use these events as structured business development activities with
pre-set meetings, targeted follow-up plans, and measurable outcomes.

We have assessed and are engaging with the European financial institutions and export
credit agencies relevant to our target markets — including UK Export Finance (UKEF), the
European Investment Bank (EIB), and national export credit agencies such as Bpifrance, Euler
Hermes, or Eksportkreditt — to understand the financing structures of large European
offshore low carbon projects and to explore how these channels can support our market
access and risk management.

We have a plan and timeline for establishing an in-country presence — whether a
representative office, a local entity, a seconded employee, or a local commercial director —
in at least one of our priority European target markets, and we understand the legal, tax, HR,
and operational requirements of establishing and running a local presence in that country.

We are engaging with the relevant diplomatic and government-to-government channels that
can support our European market entry — including British Embassies and Consulates,
Scottish Government overseas offices, and bilateral trade agreements — and we are using
these channels to access senior-level introductions, country risk intelligence, and advocacy
support where relevant to our target markets.

We have a clear strategy for securing at least one European reference customer or
lighthouse project in our highest-priority target market — identifying the specific developer,
Tier 1 contractor, or project that would provide the most credible and referenceable first
European contract, the steps required to position ourselves for that opportunity, and the
resources we are committing to win it — understanding that a single well-chosen reference
project is the single most powerful accelerator of subsequent European market penetration.
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Section 6: Financial Capacity and Risk
Management

Entering European markets requires sustained investment before returns materialise. The report
noted typical sales cycles of 18-36 months for major offshore projects, with pre-qualification
requirements that include evidence of financial stability. Currency exposure, payment terms, and
bonding requirements in multi-million euro contracts add further financial complexity. This section
tests whether companies have the financial resilience, risk management capability, and financial tools
in place to sustain a credible multi-year market development programme.

Financial Readiness and Investment Capacity

European market entry for offshore low carbon typically requires 18—36 months of sustained investment before
significant revenue materialises. Financial modelling must be realistic and forward-looking.

Q51. We have conducted a realistic financial modelling exercise for our European market entry
programme — including the costs of certification, travel and prospecting, partnership
development, trade event attendance, bid preparation, and in-country presence — and we
are satisfied that our current financial position can sustain this investment over an 18-36
month horizon before significant European revenue is generated.

Q52. We have ring-fenced a dedicated budget for European market entry that is protected from
reallocation to other business priorities — with a named budget holder, a clear expenditure
plan broken down by category and quarter, and a governance process for approving
significant expenditure — ensuring that European market development is funded as a
planned investment rather than an opportunistic activity.

Q53. We understand the currency risk implications of trading in Euros and other European
currencies — including transactional exposure on invoiced contracts, translational exposure
on in-country revenues, and economic exposure from Euro-denominated competitors —
and we have in place or are putting in place appropriate foreign exchange risk management
tools, such as forward contracts or natural hedging through Euro-denominated costs.

Q54. We have assessed and accessed, or have a clear plan to access, the range of export finance,
credit insurance, and bonding and guarantee facilities that are available to support our
European market entry — including UK Export Finance (UKEF) products, bank-issued
performance bonds, and advance payment guarantees — and we understand how to
structure these tools around specific European contract requirements.

Q55. We understand the payment terms, payment practices, and credit risk profiles typical in our
priority European target markets — including standard invoice payment periods, the use of
retention payments, the prevalence of letters of credit or bank guarantees in specific
markets, and any country-specific risks of late payment or dispute — and we have built these
factors into our cash flow modelling for European contracts.

Risk Assessment and Scenario Planning

The report identified political, regulatory, currency, and supply chain concentration risks. A formal risk
assessment with scenario planning is essential before committing significant resource to European market entry.

Q56. We have conducted financial due diligence on the key target clients and partners in our
priority European markets — including assessment of their financial stability, payment
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Q57.

Q58.

Q59.

Q60.

history, ownership structure, and any sanctions or reputational risk flags — and we have a
process for repeating this due diligence before entering into significant commercial
commitments with new European counterparties.

We have a formal risk assessment for our European market entry programme that identifies
and quantifies the principal risks — including market demand risk, competitive risk,
regulatory and compliance risk, currency risk, partnership failure risk, and geopolitical risk
— and for each material risk we have defined a mitigation strategy, an owner, and a trigger
point for escalation to board level.

We have developed scenario plans for our European market entry — covering at minimum
an optimistic, a base case, and a pessimistic scenario for revenue generation, cost of sales,
and market development investment — and we have agreed in advance the financial and
strategic triggers that would lead us to accelerate, maintain, or exit our European market
development programme.

We understand the tax implications of our European market activities — including
permanent establishment risk in target countries, transfer pricing requirements, VAT
registration and recovery obligations, withholding tax on fees paid to or from European
partners, and the tax treaty position between the UK and our target markets — and we have
taken appropriate professional advice on managing our tax exposure.

We have set specific, time-bound revenue targets for our European offshore low carbon
market activity — broken down by target market, sector, and year — and these targets are
grounded in a credible bottom-up assessment of the project pipeline, our competitive win
rate assumptions, and our sales cycle timeline, rather than being a top-down percentage of
our current turnover.
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Section 7: People, Skills and Organisational
Readiness

The report identified a Europe-wide workforce shortfall of 150,000+ people in offshore renewables.
While this creates opportunity, it also means NES companies face their own recruitment and retention
challenges. International market entry requires specific skills — language capabilities, cultural
competence, export documentation expertise, and leadership commitment — that many NES SMEs
currently lack. Language barriers, cultural misalignment, and the absence of dedicated export resource
are among the most consistent reasons why capable NES companies fail to convert European market
interest into revenue.

Workforce, Skills and Leadership Commitment

The barriers analysis identified workforce gaps, cultural competence, and the absence of dedicated export
resource as key obstacles. A named individual with sufficient time, authority, and budget is the minimum viable
commitment.

Q61. We have dedicated resource — a named individual or team — with specific responsibility for
European export and international business development, who has sufficient time,
authority, budget, and management support to pursue European market opportunities
consistently over a multi-year period, rather than fitting European market development
around domestic delivery commitments.

Q62. Our board or senior leadership team is actively and visibly committed to European market
entry — with a named executive sponsor who chairs or attends European strategy reviews,
champions resource allocation for market development, engages personally with key
European prospects and partners, and communicates the European market priority clearly
and consistently throughout the organisation.

Q63. We have assessed our language capability for each of our priority European target markets
— including the language skills available within our current team and those we would need
to acquire through recruitment, training, or use of professional interpreters and translators
— and we have a practical strategy for managing language barriers at every stage of the sales
cycle, from initial prospecting through to contract negotiation and delivery.

Q64. Our team has meaningful cultural competence relevant to the business practices,
negotiation styles, relationship-building norms, and decision-making processes of the
countries we are targeting in Europe — acquired through direct in-country experience,
structured cultural training, or mentoring from individuals with deep country-specific
expertise — and we actively apply this understanding in our European business development

activities.
Q65. We have a training and development plan that prepares our people for the specific demands
of European offshore low carbon market entry — covering areas such as European

regulatory and standards knowledge, cross-cultural business skills, export documentation
and compliance, European procurement processes, and language training for priority
markets — with named participants, scheduled delivery, and a budget allocated.

Organisational Structure and Continuity

Is your organisation structured to support sustained international operations? A concentration of market
knowledge, relationships, and language capability in one or two key individuals is a significant continuity risk.
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Q66.

Qe67.

Qe68.

Q69.

Q70.

We have access to specialist in-market expertise — through retained consultants,
commercial advisors, cultural mentors, or sector specialists with deep knowledge of our
priority European markets — who can provide practical guidance on market entry strategy,
buyer relationships, regulatory navigation, and partnership development that goes beyond
what our internal team can provide from the UK.

Our organisational structure actively supports international business development — with
clear accountability for European market activity, appropriate authority for the international
team to make commercial decisions at speed, efficient internal processes for bid approval
and contract sign-off, and a culture that treats European market investment as a legitimate
and valued business priority rather than a distraction from domestic delivery.

Our European market development strategy is understood and supported across the key
functions of our business — including finance, operations, technical, HR, and legal — with
each function aware of its role in enabling market entry, aligned on the European strategy’s
requirements, and engaged in the planning and execution of cross-functional market
readiness activities.

We have identified the specific capability gaps in our current team that would need to be
filled — through recruitment, upskilling, or use of contractors — to support a successful
European market entry, and we have a recruitment plan and timeline that addresses these
gaps in a way that is phased appropriately against our expected European pipeline
development.

We have considered the succession and continuity risks associated with our European
market development programme — particularly the concentration of market knowledge,
relationships, and language capability in one or two key individuals — and we have taken
steps to distribute institutional knowledge, document key relationships, and build
organisational resilience so that the loss of a key person does not derail our European market
entry.
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Section 8: Supply Chain Positioning and
Procurement Readiness

The report mapped a detailed 47-project pipeline from FEED to EPC stage with procurement timelines,
stakeholders, and contract opportunity indicators. European offshore procurement operates on
structured frameworks with long lead times and specific pre-qualification requirements. Being
technically capable is necessary but insufficient — you must be visible, pre-qualified, and positioned
well before tenders are released. European offshore low carbon procurement is characterised by long
lead times, rigorous pre-qualification processes, complex ESG requirements, and NZIA non-price
criteria.

Procurement Readiness and Pre-Qualification

The report showed procurement timelines of 6-24 months ahead of contract award for major packages. Pre-
qualification must be completed well in advance of tender release — reactive approaches consistently fail.

Q71. We have a detailed understanding of the procurement processes used by major European
offshore low carbon developers and Tier 1 contractors in our target markets — including the
typical stages from project announcement to contract award, the standard pre-qualification
and tender documentation requirements, the evaluation criteria used, and the typical
timescales involved — and we have mapped this understanding against our own bid
preparation capability and capacity.

Q72. We have achieved, or are actively working towards, pre-qualification status with major
European offshore low carbon developers and Tier 1 contractors in our target markets —
with specific applications submitted or in progress, named contacts at each target
organisation managing the relationship, and a clear understanding of the specific
documentation, certifications, and evidence that each organisation requires for supplier
approval.

Q73. We are registered, or have a plan to register, on the principal European procurement portals,
supplier databases, and pre-qualification systems relevant to our target markets and sectors
— such as Achilles UVDB, Hellios, ISNetworld, Avetta, country-specific national procurement
platforms, or developer-specific supplier portals — and we keep our registrations current
and our company profiles accurate and compelling.

Q74. We understand the ESG (Environmental, Social and Governance) reporting expectations of
European offshore low carbon buyers — including Scope 1, 2, and 3 carbon emissions
reporting, supply chain due diligence requirements under the EU Corporate Sustainability
Due Diligence Directive, social value commitments, and diversity and inclusion expectations
— and we have assessed our current ESG reporting capability against what European buyers
will require at pre-qualification and contract stage.

Q75. We have assessed our position against the non-price award criteria embedded in the EU Net
Zero Industry Act (NZIA) — specifically the criteria related to supply chain resilience,
cybersecurity, decarbonisation contribution, and innovation — and we have a strategy and
supporting evidence that would allow us to score competitively on these criteria in European
procurement competitions where NZIA applies.

Supply Chain Integration and Contract Management

Prepared by Export Central Al Page 17



NES European Market Readiness Self-Assessment April 2026

European developers increasingly require supply chain transparency, ESG compliance, and local economic
impact evidence. Contract management capability for European terms and conditions is a frequently
underestimated requirement.

Q76.

Q77.

Q78.

Q79.

Q80.

We understand the lead times involved in European offshore low carbon procurement —
including the typical gap between project announcement and first supply chain engagement,
the time required for pre-qualification, the duration of tender periods, and the interval
between contract award and mobilisation — and we have built these timelines into our
European pipeline planning so that we are engaging with future opportunities at the right
stage rather than responding reactively to tender notices.

We have a comprehensive and professionally presented track record documentation
package — including project case studies, client references, performance data, safety
statistics, and quality records — that is formatted and evidenced to meet the requirements
of European offshore low carbon pre-qualification processes, and that can be adapted
efficiently to the specific requirements of individual developer or contractor pre-
gualification questionnaires.

We understand the framework agreement and long-term service agreement structures
commonly used by European offshore low carbon developers and operators — including
how framework agreements are structured, tendered, and administered in our target
markets — and we have assessed whether securing a framework agreement position should
be a specific objective in our European market entry strategy.

We have the capability to provide supply chain transparency and traceability information
that European buyers are increasingly requiring — including the geographic origin of
materials and components, the carbon footprint of our supply chain, labour standards
compliance in our supply chain, and due diligence on sub-suppliers against environmental
and human rights criteria — and we have a process for collecting and verifying this
information from our own suppliers.

We have assessed our contract management capability against the specific requirements of
European offshore low carbon terms and conditions — including familiarity with LOGIC,
FIDIC, NEC, or BIMCO contract frameworks commonly used in European offshore projects,
our ability to negotiate and administer liquidated damages, force majeure, and change order
provisions under European legal systems, and our capacity to manage multi-jurisdictional
contracts where English law does not govern — and we have identified any gaps that require
specialist legal support or internal upskilling before we commit to a significant European
contract.
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Section 9: Digital, Al and Innovation Readiness

The European offshore low carbon sector is increasingly digital-first, with developers and Tier 1
contractors expecting supply chain partners to operate with digital twins, Al-powered predictive
maintenance, advanced project management platforms, and real-time data integration. Companies
that cannot meet these digital expectations will find themselves excluded from tier-one supply chains.
European offshore low carbon developers and Tier 1 contractors increasingly expect digital maturity
as a baseline, not a differentiator.

Digital Capability and Cybersecurity

Digital twin capability, cybersecurity posture (NIS2 compliance), and compatibility with European project
platforms are baseline requirements in the European offshore low carbon supply chain, not differentiators.

Q81. We have digital twin or digital engineering capability that is relevant and applicable to
European offshore low carbon project requirements — including the ability to create,
maintain, and share asset or process digital models that are compatible with the digital
engineering environments used by our target European developers and Tier 1 contractors —
and we can demonstrate this capability through live examples or reference projects rather
than through general software ownership.

Q82. Our data management and cybersecurity standards meet the expectations of European
offshore low carbon clients and partners — including compliance with the EU Network and
Information Security Directive (NIS2), alighment with I1ISO 27001 or equivalent information
security frameworks, secure data-sharing protocols for project collaboration, and the ability
to meet the cybersecurity pre-qualification requirements that major European developers
and Tier 1 contractors are increasingly applying to supply chain partners.

Q83. We have Al and automation capability — whether in design optimisation, predictive
maintenance, inspection, simulation, process automation, or decision support — that is
directly relevant to the operational or engineering challenges of European offshore low
carbon projects, and we can demonstrate the value delivered by this capability through
qguantified performance data or independently verifiable project outcomes.

Q84. Our team uses digital collaboration tools and platforms that are compatible with the working
practices of our target European partners and clients — including cloud-based project
management, BIM-compliant engineering environments, secure document sharing and
version control systems, and real-time data exchange capabilities — ensuring that working
with us digitally is straightforward for European counterparties rather than a source of
friction.

Q85. We have a demonstrable innovation track record and ongoing R&D investment that is
directly relevant to the low carbon transition in offshore energy — evidenced through
funded innovation projects, collaborative research with universities or European research
institutions, intellectual property creation, or deployment of novel solutions in commercial
projects — and we are positioned to present this track record compellingly to European
buyers who value innovation as a supply chain selection criterion.

Innovation, Digital Marketing and Data-Driven Decision Making

Digital reporting capability, Industry 4.0 alignment, responsible Al governance (1ISO 42001), digital marketing
presence, and data-driven decision making are increasingly being applied by European buyers as supply chain
selection criteria.
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Qs8e6.

Q87.

Qs8s.

Q89.

Q90.

We have the digital reporting and compliance capability required to meet the growing data
obligations of European offshore low carbon procurement and project delivery — including
digital safety reporting, environmental monitoring data submission, carbon accounting and
emissions reporting, supply chain traceability data, and compliance documentation in
formats compatible with European client systems.

We understand the Industry 4.0 and digital transformation expectations that European
offshore low carbon developers and operators are increasingly applying to their supply
chains — including expectations around data interoperability, real-time operational
monitoring, digital documentation of assets and processes, and the integration of digital
tools into quality and HSE management — and we have assessed our current digital maturity
against these expectations and have a development roadmap to close any significant gaps.

We are aware of ISO 42001 — the international standard for Al management systems — and
have assessed its relevance to our business given our current or planned use of Al tools in
engineering, operations, or business processes; where Al use is material to our offer or our
operations, we are either working towards I1SO 42001 alignment or have an equivalent Al
governance framework in place that we can explain to European clients and partners who
ask about our approach to responsible Al use.

Our digital marketing and online presence is actively configured to reach and engage
European offshore low carbon audiences — including a website that communicates our
European sector credentials and target markets in English and, where applicable, in the
languages of our priority countries, a Linkedln and social media strategy targeting European
developers, Tier 1 contractors, and industry influencers, and a content programme that
demonstrates our technical expertise and market knowledge to European buyers who will
search for and assess us online before agreeing to a meeting.

We have a data-driven decision-making capability that is applied systematically to our
European market development programme — including defined metrics for pipeline health,
bid conversion rates, market development activity, and cost of sale by country and sector, a
dashboard or reporting process that makes these metrics visible to senior leadership on at
least a quarterly basis, and a structured review process that uses this data to reallocate
resource, reprioritise target markets, and adjust tactics in response to evidence rather than
assumption.
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Scoring Framework

Use the following framework to score your company across all nine sections. Be rigorous and honest.
Overestimating your readiness will lead to wasted investment and failed market entry attempts.

Underestimating will cause you to miss genuine opportunities.

Description

Implication

5 Strong Clear evidence of Ready to pursue
readiness. Track record, = European opportunities
resources in place, active now.
engagement.

4 Good Solid foundation. Minor ~ Begin market
gaps that can be development while
addressed within 6 closing gaps.
months.

3 Moderate Some capability but Develop position. Invest
significant gaps. Requires in gap-closing before
6—12 months of major market
investment. commitments.

2 Weak Limited capability or Monitor only. Focus on
readiness. Major building fundamentals.
investment required over
12-18 months.

1 Not Ready No capability, This dimensionis a

experience, or resources
in this area.

critical blocker. Address
before any market entry.

Overall Probability of Success Assessment

Average Score

4.0-5.0

3.0-3.9

2.0-2.9

Prepared by Export Central Al

Overall Rating

HIGH probability of success

MEDIUM probability of success

LOW probability of success

Recommended Action

Invest now. Actively pursue

European market opportunities.
Your company is well positioned to
compete.

Develop position. Address critical

gaps within 6-12 months while
building market presence through
partnerships and intelligence
gathering.

Monitor and prepare. Significant

investment required before
committing to European market

Page 21



NES European Market Readiness Self-Assessment April 2026

Average Score Overall Rating Recommended Action

entry. Focus on 2—-3 highest-
priority gaps.

1.0-1.9 NOT READY Fundamental readiness gaps exist.
European market entry is
premature. Consider domestic
market strengthening, UK offshore
wind (AR7), or partnership-based
approaches as interim steps.

Critical Blockers: Regardless of your overall average score, any single section scoring 1 or 2 should be treated
as a critical blocker. In particular, weaknesses in Section 3 (Certifications and Compliance), Section 5
(Partnerships and Market Access), and Section 6 (Financial Capacity) are the most common reasons NES
companies fail in European markets. A company scoring 4-5 on capability but 1-2 on partnerships and
financial capacity will not succeed.
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Recommended Next Steps

1. Complete this self-assessment honestly with your senior leadership team. Do not delegate it to a
junior member of staff. The value lies in the strategic conversation it provokes, not the scores
themselves. Use the interactive toolkits provided as appropriate.

Timeline: Leadership workshop — 2—3 hours

2. Identify your top 3 critical gaps — the areas where your score is lowest and the impact on market
entry is highest. These become your priority action areas.
Timeline: Gap analysis — 1 week

3. Develop a 12-month action plan to address critical gaps, with specific milestones, budgets, and
accountability. European market development is not a spare-time activity.

Timeline: Action planning — 2 weeks

4. Engage with support organisations — SDI (Scottish Development International), ETZ (Energy
Transition Zone), AREG, ORE Catapult, and relevant trade bodies can provide market intelligence,
introductions, and funding support.

Timeline: Engagement — Ongoing

5. Revisit this self-assessment quarterly to track progress and adjust your strategy as market
conditions, project timelines, and your own capabilities evolve.

Timeline: Quarterly review

6. Commission a detailed capability-to-project matching exercise using the 47-project European
pipeline database to identify the specific opportunities that best align with your company’s strengths.
Timeline: Detailed matching — Available from Export Central Al

This self-assessment is designed to be used alongside the full Offshore Low Carbon Market Opportunities in
Europe report, the Country Value Matrix analysis, the 47-project pipeline database, and the NES Tier 2/3
project-capability matching exercise. Together, these tools provide a comprehensive evidence base for
strategic decision-making about European market entry. A series of interactive toolkits have been developed
to support your senior management team in undertaking an honest self-assessment of your company’s
readiness to win, retain and grow business in non-UK European offshore low carbon markets.

Dr Jim Hamill
April, 206
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