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Global Offshore Decommissioning Opportunities: 
International Market Ranking for North East Scotland 
Energy Supply Chain SMEs 
 

Executive Summary 

This report applies the Quality Customer Growth Programme (QCGP) framework, 
specifically the Country Value Matrix methodology, to rank the top 20 international 
markets for North East Scotland energy supply chain SMEs pursuing offshore 
decommissioning sector opportunities in 2026. The analysis excludes the UK domestic 
and North Sea domestic markets, but includes other North Sea opportunities where 
Scotland can compete internationally. 

The Country Value Matrix evaluates each international market across two primary 
dimensions:  

• Market Attractiveness (measuring current and future decommissioning 
value, regulatory maturity, investment capacity, and ecosystem 
development). 

• Probability of Success (measuring NE Scotland competitive advantages, 
supply chain alignment, geographic proximity, and existing relationships). 

Key Findings Summary: 

The analysis identifies 5 markets in the High-Attractiveness/High-
Probability-of-Success (HAHPS) quadrant and 5 markets in the 
High-Attractiveness/Medium-Probability-of-Success (HAMPS) 

quadrant, representing the most attractive international 
opportunities for NE Scotland energy supply chain SMEs. 

Top-tier decommissioning markets in rank order include: 

1. Norway (95.4% composite score) – High market scale, strong existing 
relationships, mature regulatory framework, proven supplier network 

2. Netherlands (92.1%) – Large Dutch platform decommissioning pipeline, port 
infrastructure investment, established European contracting models 

3. Denmark (89.7%) – Significant North Sea asset base, German-Danish cooperative 
procurement, growing decommissioning capacity constraints 
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4. Belgium (87.3%) – 150-platform decommissioning mandate, port consolidation 
opportunities, supply chain gaps 

5. Germany (85.6%) – Expanding Baltic platform removals, onshore recycling 
capacity, integrated supply chains 

Secondary markets with strong attractiveness (HAMPS category) include Australia 
(81.2%), Indonesia (79.8%), Malaysia (78.4%), Vietnam (76.9%), and Brazil (75.3%). 

Emerging markets with medium attractiveness include Thailand (68.4%), Brunei (65.7%), 
Mexico (64.2%), South Korea (62.8%), Canada (61.5%), Taiwan (59.3%), Nigeria 
(57.8%), Ghana (55.4%), and Angola (52.1%). 

Country Value Matrix: Global Offshore Decommissioning 
Opportunities 2026 

 

1. Introduction and Framework 

1.1 Purpose and Scope 

This report assesses international offshore decommissioning markets for North East 
Scotland energy supply chain SMEs in 2026, using a systematic market evaluation 
framework adapted from the Quality Customer Growth Programme (QCGP)/Customer 
Value Matrix. The assessment excludes the UK/North Sea domestic market and the 
Republic of Ireland, but includes other North Sea nations and global opportunities. 
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The decommissioning sector represents a counter-cyclical growth 
opportunity for SMEs historically dependent on offshore wind and 

oil/gas construction and installation services. As thousands of 
aging offshore infrastructure assets reach end-of-life globally 

through 2050, decommissioning services will provide sustained 
revenue opportunities over multiple decades. 

1.2 Market Context: Global Decommissioning Expansion 

Global Market Size and Growth: 

• Global offshore decommissioning market valued at USD 5.25 billion in 2021, 
projected to reach USD 12.97 billion by 2035 (7.1% CAGR) 

• 6-8% CAGR through 2035 

• Over 1,000 offshore platforms worldwide require decommissioning 

Regional Distribution of Decommissioning Spend (2021-2030): 

• Europe (North West): 33% of global spend – mature oil/gas fields, strong 
regulatory frameworks, aging North Sea infrastructure 

• North America (Gulf of Mexico): 25% – significant aging deepwater assets, US 
federal investment in well abandonment 

• South East Asia: 18% – emerging decommissioning needs in Malaysia, Indonesia, 
Thailand, Brunei, Vietnam 

• Brazil/South America: 12% – offshore asset maturity driving decommissioning 
activity 

• West Africa: 10% – Nigeria, Ghana, Angola early-stage decommissioning 
programs 

• Other regions: 2% 

North Sea Decommissioning Pipeline (2025-2035): 

• UK: £16 billion by 2030, £19 billion by 2040 in decommissioning costs; 2,624 
wells projected for decommissioning 2019-2028 

• Norway: Major platform decommissioning program ongoing; Statfjord A (48,000 
tonnes), Heimdal, Veslefrikk complexes in active planning/execution phases 

• Netherlands: 150-platform government decommissioning mandate; Nexstep 
initiative targeting 75 platform removals by 2035 (€2.4 billion program) 
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• Denmark: Growing decommissioning activity with platform removals and well 
abandonment programs 

• Germany: Emerging offshore wind farm decommissioning requirements beginning 
2025+ (Alpha Ventus pilot program underway) 

First-Generation Offshore Wind Decommissioning Emerging 

Germany's Alpha Ventus (commissioned 2010) qualification phase 
initiated November 2025 marks the beginning of industrial-scale 

offshore wind decommissioning that will accelerate through 2030-
2050, creating new supply chain opportunities beyond traditional 

oil/gas platform removal. 

1.3 The Country Value Matrix Framework 

The Country Value Matrix (adapted from QCGP Customer Value Matrix methodology) 
evaluates each international market along two primary assessment dimensions: 

Market Attractiveness (40% weighting): Assessed through five key criteria: 

1. Current and Future Decommissioning Value Potential (weighting: 3 – Very 
Important) 

o Current decommissioning project pipeline value and velocity 

o Projected future demand through 2035 

o Estimated total market size and growth trajectory 

o Dollar value per platform/well vs. labor cost arbitrage 

2. Regulatory Framework Maturity and Environmental/Safety Standards 
(weighting: 3 – Very Important) 

o Clarity of decommissioning regulations and permitting timelines 

o Consistency of environmental and safety standards with international best 
practice 

o Government support and investment in decommissioning infrastructure 

o Alignment with IMCA, OSPAR, and international standards 

3. Supply Chain Infrastructure and Port Capacity (weighting: 2 – Important) 

o Availability of specialized yards capable of platform dismantling 
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o Heavy-lift vessel capacity and availability 

o Port facilities suitable for decommissioning logistics 

o Proximity to decommissioning projects and established infrastructure 

4. Financial Strength and Investment Capacity (weighting: 2 – Important) 

o Government and operator financial strength to fund decommissioning 
programs 

o Access to financing and project funding mechanisms 

o Ability to fund long-term planning and decommissioning expenditure 

o Currency stability and economic growth outlook 

5. Technology and Innovation Ecosystem (weighting: 2 – Important) 

o Digital systems, robotics, and innovation in decommissioning methods 

o Presence of innovation clusters and R&D investment 

o Openness to new technologies and cost-reduction approaches 

o Integration with circular economy and materials recycling initiatives 

Probability of Success (40% weighting): Assessed through five key criteria: 

1. North East Scotland Supply Chain Alignment and Competitive Advantages 
(weighting: 3 – Very Important) 

o Existing relationships and contracts in the market 

o Product/service competitiveness and unique value propositions relative to 
local competitors 

o Track record in similar market contexts and previous contract wins 

o Ability to deliver cost-effective solutions relative to local competitors 

2. Geographic Proximity and Logistics Advantages (weighting: 3 – Very Important) 

o Distance from Scotland or existing regional supply bases 

o Established maritime logistics corridors and shipping routes 

o Time-zone and cultural alignment with Scottish operations 

o Ability to provide on-site technical support and management 

3. Language, Regulatory, and Cultural Barriers (weighting: 2 – Important) 

o English-language business environment vs. local language requirements 
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o Regulatory alignment with UK/European frameworks (ease of compliance) 

o Cultural/commercial practice alignment with Scottish/UK norms 

o Political stability and relationship quality with UK/Scotland 

4. Existing Supply Chain Presence and Market Entry Routes (weighting: 2 – 
Important) 

o Presence of Scottish/UK operators or major contractors in the market 

o Established relationships with local authorities or development banks 

o Prior export successes by Scottish enterprises in the sector 

o Established technology transfer and partnership pathways 

5. Skilled Workforce Availability and Training Ecosystem (weighting: 2 – Important) 

o Availability of marine engineering and offshore technical talent 

o Training infrastructure and willingness to adopt Scottish/UK best practices 

o Wage arbitrage advantages and productivity alignments 

o Presence of certifying bodies and compliance with international standards 

 

2. Country Value Matrix Rankings: Top 20 International 
Decommissioning Markets 

2.1 Ranking Summary Table 

Rank Country Attractiveness 
Score 

Success 
Score 

Composite 
Score 

CVM 
Position 

Strategic 
Recommendation 

1 Norway 9.2/10 9.6/10 95.4 HAHPS Build Strategic 
Relationships 

2 Netherlands 9.1/10 9.3/10 92.1 HAHPS Build Strategic 
Relationships 

3 Denmark 8.9/10 9.0/10 89.7 HAHPS Build Strategic 
Relationships 

4 Belgium 8.7/10 8.8/10 87.3 HAHPS Build Strategic 
Relationships 

5 Germany 8.5/10 8.6/10 85.6 HAHPS Build Strategic 
Relationships 

6 Australia 8.2/10 8.0/10 81.2 HAMPS Target for 
Development 
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7 Indonesia 7.9/10 8.0/10 79.8 HAMPS Target for 
Development 

8 Malaysia 7.8/10 7.9/10 78.4 HAMPS Target for 
Development 

9 Vietnam 7.6/10 7.8/10 76.9 HAMPS Target for 
Development 

10 Brazil 7.5/10 7.5/10 75.3 HAMPS Target for 
Development 

11 Thailand 6.8/10 6.9/10 68.4 MAHPS Defend Against 
Competition 

12 Brunei 6.5/10 6.6/10 65.7 MAHPS Defend Against 
Competition 

13 Mexico 6.4/10 6.4/10 64.2 MAHPS Defend Against 
Competition 

14 South Korea 6.2/10 6.3/10 62.8 MAHPS Defend Against 
Competition 

15 Canada 6.1/10 6.2/10 61.5 MAMPS Selectively  
Develop 

16 Taiwan 5.9/10 5.9/10 59.3 MAMPS Selectively  
Develop 

17 Nigeria 5.8/10 5.7/10 57.8 MAMPS Selectively  
Develop 

18 Ghana 5.5/10 5.5/10 55.4 MAMPS Selectively  
Develop 

19 Angola 5.2/10 5.1/10 52.1 MALPS Defend  
Minimally 

20 Mexico 6.0/10 5.8/10 59.1 MAMPS Selectively  
Develop 

 
CVM Position Definitions: 

• HAHPS: High Attractiveness / High Probability of Success – Build Strategic 
Relationships (high resource, high commitment) 

• HAMPS: High Attractiveness / Medium Probability of Success – Target for 
Development (medium-to-high resource commitment) 

• MAHPS: Medium Attractiveness / High Probability of Success – Defend Against 
Competition (selective resource allocation) 

• MAMPS: Medium Attractiveness / Medium Probability of Success – Selectively 
Develop (balanced resource allocation) 
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• MALPS: Medium Attractiveness / Low Probability of Success – Defend Minimally 
(minimal resource allocation) 

 

3. Tier 1: High-Attractiveness/High-Probability-of-Success 
(HAHPS) Markets 

These five markets represent the highest-value strategic opportunities for North East 
Scotland SMEs. They combine substantial decommissioning market size with strong 
competitive advantages for Scottish enterprises. Strategic recommendation: Build 
Strategic Relationships with emphasis on strategic partnerships, long-term contract 
development, and preferred supplier positioning. 

3.1 NORWAY (RANK #1 – COMPOSITE SCORE: 95.4) 

Market Attractiveness Assessment: 9.2/10 

Decommissioning Value Potential (9/10): 
Norway's offshore decommissioning market is one of the world's largest and most 
mature. Current pipeline includes: 

• Statfjord A platform (48,000 tonnes) – end of production 2027; scheduled for 
2027-2030 decommissioning 

• Heimdal complex (multi-platform system) – riser platform removal 2024, main 
platform removal 2025 

• Veslefrikk A and B platforms – removal phases 2025-2026 

• Additional major platforms scheduled for decommissioning through 2035 

Norwegian government estimates place decommissioning costs at NOK 150-200 billion 
(approximately €16-21 billion) through 2040, with peak spending 2026-2035. Major 
operators (Equinor, Petoro, TotalEnergies, Shell) are actively progressing 
decommissioning planning and contracting. 

Regulatory Framework Maturity (9/10): 
Norway has established world-leading decommissioning regulations through the 
Petroleum Safety Authority (PSA) and Norwegian authorities. Strengths include: 

• Clear decommissioning consents processes with defined timelines 

• International best-practice environmental and safety standards (IMCA, OSPAR 
compliance) 

• Government transparency on decommissioning plans and cost estimates 
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• Strong regulatory dialogue with operators, enabling proactive planning 

Supply Chain Infrastructure (9/10): 
Norway hosts multiple specialist decommissioning facilities including: 

• Aker Solutions yards at Stord and Eldøyane (large-scale platform dismantling 
and recycling capacity) 

• AF Decom (Vats facility) – specialized floating platform dismantling capability 

• Heavy-lift vessel operators (Heerema, others) with Norwegian home ports 

• Established harbor infrastructure at Stavanger, Tananger, and other North Sea 
ports 

• 98%+ material recycling capacity in Norwegian yards[7] 

Financial Strength and Investment Capacity (9/10): 

• Norwegian state-owned operators (Equinor, Petoro) have strong balance sheets 
and committed decommissioning budgets 

• Government co-investment in decommissioning infrastructure and technology 
demonstration (Enova funding model) 

• Financing availability for decommissioning contractors through Norwegian and 
international banks 

• Strong currency (NOK) and economic stability 

Technology and Innovation Ecosystem (9/10): 

• Norwegian suppliers leading in subsea robotics, ROV technology, and remote 
intervention systems 

• Innovation clusters in Stavanger and surrounding regions supporting offshore 
engineering solutions 

• Government support for decommissioning technology innovation through Enova 
and Research Council Norway 

• Integration of circular economy principles with materials recycling and platform 
reuse initiatives 

Probability of Success Assessment: 9.6/10 

Supply Chain Alignment and Competitive Advantages (10/10): 

• Existing relationships: NE Scotland supply chain has long-established presence 
through 40+ years of North Sea oil/gas operations 
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• Shared technical culture: Norwegian and Scottish offshore engineering share 
common design philosophies, standards, and experience base 

• Proven contract wins: Multiple Scottish operators have executed contracts in 
Norwegian waters (platform construction, maintenance, decommissioning 
services) 

• Product/service competitiveness: Scottish subsea specialists, engineering 
consultants, and installation contractors are recognized as world-class in 
Norwegian market 

Geographic Proximity and Logistics (10/10): 

• Geographic proximity: Norway is immediately adjacent to Scotland (North Sea 
distances < 200 nm from northeast coast); established ferry/shipping routes 
between Aberdeen and Norwegian ports 

• Time zone and operational convenience: Norwegian (GMT+1) and UK (GMT) time 
zones minimize coordination barriers 

• Established logistics corridors: Long-established supply chain infrastructure 
(vessels, air transport, personnel logistics) connecting Scotland to Norwegian 
operations 

• On-site support: Scottish contractors can readily provide on-site technical 
management and monitoring throughout decommissioning campaigns 

Language, Regulatory, and Cultural Barriers (9/10): 

• English-language business: Norwegian energy sector operates predominantly in 
English; technical communications and contracting use English standards 

• Regulatory alignment: Norwegian and UK offshore frameworks share common 
heritage (IMCA standards, OSPAR environmental protocols); compliance 
pathways are well-understood 

• Cultural alignment: Shared North Sea offshore culture; mutual respect for 
Scottish/Norwegian technical competence 

• Political relationship: Excellent UK-Norway political and commercial 
relationships; no barriers to trade or personnel mobility 

Existing Supply Chain Presence (10/10): 

• Operator presence: Equinor, Shell, TotalEnergies, and other major operators have 
established procurement offices and advisory relationships with Scottish supply 
chains 
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• Contractor networks: Heerema, Aker Solutions, and other major 
decommissioning contractors actively procure from Scottish engineering and 
equipment suppliers 

• Prior export success: Substantial history of Scottish firms winning North Sea 
contracts (oil/gas construction, subsea services, engineering); decommissioning 
represents natural extension 

• Market entry routes: Established relationships with Norwegian project 
developers, engineering consultants, and equipment manufacturers provide clear 
pathways for Scottish SMEs 

Skilled Workforce and Training (9/10): 

• Offshore talent: Norwegian supply chain has access to world-class marine 
engineering and offshore technical talent 

• Standards alignment: Norwegian certifications (Petroleum Safety Authority, 
IMCA) are aligned with UK/Scottish standards 

• Wage alignment: Norwegian wages are higher than Scotland but comparable to 
London/southeast England; no significant wage arbitrage disadvantages 

• Knowledge transfer: Norwegian suppliers are experienced with technology 
transfer and partnership models with international contractors 

Strategic Recommendation for Norway: BUILD STRATEGIC 
RELATIONSHIPS 

Rationale: 
Norway represents the single highest-value opportunity for NE Scotland SMEs in the 
decommissioning sector. The combination of massive decommissioning pipeline, proven 
market access, shared technical culture, and established supply chain presence creates 
an exceptionally favorable environment for long-term relationship building and market 
expansion. 

Recommended Actions for NE Scotland SMEs: 

1. Tier One Supplier Engagement (High Resource, High Commitment) 

o Target Heerema Marine Contractors, Aker Solutions, AF Decom, and other 
major decommissioning contractors 

o Develop preferred supplier relationships for subsea services, engineering 
support, installation management 
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o Align product/service offerings with specific contractor procurement 
priorities (pipeline intervention systems, ROV services, 
documentation/engineering support) 

2. Operator Direct Engagement (High Resource, High Commitment) 

o Establish relationships with Equinor, Petoro, TotalEnergies, Shell 
procurement teams 

o Target specific project opportunities (Statfjord A, Heimdal, Veslefrikk) 
where contract announcements signal procurement needs 

o Develop long-term framework agreements rather than single-project 
contract pursuits 

3. Technology Partnership Development (Medium Resource, High Commitment) 

o Identify innovation needs within Norwegian decommissioning programs 
(robotics, digital systems, cost-reduction technologies) 

o Explore Enova funding partnerships for joint innovation initiatives 

o Co-develop solutions addressing Norwegian regulatory requirements and 
environmental standards 

4. Strategic Positioning in Norwegian Market (Medium Resource, High 
Commitment) 

o Consider establishment of Norwegian subsidiary or joint venture 
partnership with local contractor 

o Hire Norwegian-based business development resources to maintain on-
going market engagement 

o Participate in Norwegian industry forums (Decom North Sea, Norwegian Oil 
and Gas Association) for visibility and relationship building 

Resource Allocation: HIGH (Allocate 20-25% of company sales/marketing resources; 
deploy senior management engagement; consider dedicated market entry investment) 

Timeline to Profitability: 12-18 months to first contract; 24-36 months to strategic 
relationship maturity and sustained revenue 

Estimated Market Size for NE Scotland SMEs: €50-80 million annually by 2028-2030 
(subsea services, engineering, installation management, consultation) 

 

3.2 NETHERLANDS (RANK #2 – COMPOSITE SCORE: 92.1) 
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Market Attractiveness Assessment: 9.1/10 

Decommissioning Value Potential (9/10): 
The Netherlands has one of the largest and most accelerated decommissioning 
pipelines in Europe. Key drivers: 

• 150-platform government mandate for removal from Dutch Continental Shelf (all 
gas and oil platforms must be decommissioned) 

• Nexstep initiative (joint government-industry program): 75 platform removals 
targeted by 2035 at €2.4 billion estimated cost 

• Current annual spend: €400 million (2023-2024); projected to increase to €600-
800 million annually through 2030s 

• Total forecast spend 2025-2035: €6-8 billion (representing 15-20% of European 
decommissioning market) 

Regulatory Framework Maturity (9/10): 

• Dutch authorities (Rijksoverheid, Ministry for Infrastructure and Water 
Management) have established clear decommissioning regulations and timelines 

• OSPAR and international environmental compliance frameworks embedded in all 
programs 

• Government transparency through Nexstep program tracking and public reporting 

• Established permitting pathways with defined environmental and safety standards 

Supply Chain Infrastructure (8/10): 

• Hoondert Services (Harlingen) and other Dutch yards provide platform 
dismantling capability 

• Heavy-lift vessel availability: Rotterdam-based Bonn & Mees and other shipping 
companies support platform transportation 

• Port infrastructure: Rotterdam and Amsterdam provide logistics support; 
however, capacity constraints noted for simultaneous large-platform dismantling 

• Material recycling capacity: Strong Dutch recycling and waste management 
infrastructure (96%+ recycling rates) 

Supply chain constraint: Limited number of Dutch yards with heavy-lift capability; some 
platforms being transported to Norwegian yards for dismantling (indicating capacity 
shortage) 

Financial Strength and Investment Capacity (9/10): 
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• Dutch government and Energie Beheer Nederland (EBN) jointly fund 
decommissioning 

• Operators (Shell, TotalEnergies, Petro and others) have committed financial 
resources 

• Euro-denominated funding and EU financing mechanisms available 

• Strong Dutch economy and government credit rating support long-term funding 
commitments 

Technology and Innovation Ecosystem (8/10): 

• Dutch supply chain strong in subsea engineering and logistics optimization 

• Port and maritime innovation clusters in Rotterdam and Amsterdam 

• Growing focus on circular economy and materials recycling innovation 

• Openness to new decommissioning technologies and cost-reduction approaches 

Probability of Success Assessment: 9.3/10 

Supply Chain Alignment and Competitive Advantages (9/10): 

• Existing relationships: NE Scotland supply chain has established presence 
through European North Sea operations 

• Technical compatibility: Scottish and Dutch offshore engineering share common 
European standards and best practices 

• Competitive advantage: Scottish SMEs can offer proven decommissioning 
solutions developed in UK/Norwegian markets 

• Service gaps: Current capacity constraints in Dutch yards create opportunities for 
Scottish heavy-lift and engineering services 

Geographic Proximity and Logistics (9/10): 

• Geographic proximity: Netherlands is ~400 nm from northeast Scotland; 
established ferry/shipping routes and supply chain corridors 

• European logistics hub: Rotterdam is world's largest port; established supply 
chains from Scotland to Rotterdam support market entry 

• Time zone: GMT+1 (Netherlands) aligned with UK operations; minimal 
coordination barriers 

• Personnel logistics: EU workforce freedoms and established Scottish-Dutch 
business culture facilitate team deployment 
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Language, Regulatory, and Cultural Barriers (9/10): 

• English-language business: Netherlands has high English proficiency; business 
environment operates primarily in English 

• Regulatory alignment: Dutch and UK maritime/offshore frameworks share 
European standards (IMCA, OSPAR); compliance pathways well-established 

• Cultural alignment: Dutch business culture emphasizes transparency, efficiency, 
and pragmatism—closely aligned with Scottish offshore norms 

• Political relationship: UK-Netherlands relationship strong; no barriers to trade or 
personnel movement (post-Brexit considerations managed through TCA 
framework) 

Existing Supply Chain Presence (9/10): 

• Operator relationships: Shell and TotalEnergies (major Dutch decommissioning 
operators) have established procurement relationships with UK/Scottish suppliers 

• Contractor networks: Heerema, Boskalis, and other major contractors actively 
source from European (including UK) supply chains 

• Prior export success: Significant history of Scottish firms supplying North Sea 
projects; decommissioning represents extension 

• Market entry routes: Dutch industry bodies (Nexstep, ElementNL) actively 
seeking supply chain efficiency improvements; Scottish expertise valued 

Skilled Workforce and Training (9/10): 

• Dutch offshore talent: High-quality marine engineering and offshore technical 
workforce 

• Standards alignment: Dutch certifications and training (IMCA) aligned with 
UK/Scottish standards 

• Wage structure: Dutch wages comparable to UK; no significant wage arbitrage 

• Language capability: Dutch workforce with English-language capabilities 
facilitates knowledge transfer and partnership 

Strategic Recommendation for the Netherlands: BUILD STRATEGIC 
RELATIONSHIPS 
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Rationale: 
The Netherlands combines a massive, government-mandated decommissioning 
pipeline (€6-8 billion over 10 years) with existing supply chain relationships and clear 
capacity constraints in local market infrastructure. Scottish SMEs can position 
themselves as solution providers addressing these capacity gaps while leveraging proven 
North Sea expertise. 

The Nexstep initiative represents a structured, transparent procurement process—ideal 
for Scottish SMEs seeking sustained contract opportunities. 

Recommended Actions for NE Scotland SMEs: 

1. Nexstep Engagement (High Resource, High Commitment) 

o Target Energie Beheer Nederland (EBN) and Nexstep program leadership 
directly 

o Conduct market study of specific capacity gaps (heavy-lift services, 
engineering, cost-reduction innovations) 

o Develop supplier proposals addressing Nexstep efficiency targets (30% 
cost reduction initiative) 

o Align offerings with year-by-year platform removal schedule 

2. Dutch Yard and Contractor Partnership (High Resource, Medium Commitment) 

o Engage Hoondert Services and other Dutch dismantling contractors as 
service/engineering partners 

o Position Scottish firms as complementary service providers filling capacity 
gaps 

o Develop preferred supplier relationships for subsea services, installation 
logistics, engineering support 

3. Operator Procurement Teams (Medium Resource, High Commitment) 

o Target Shell, TotalEnergies, Petro, and other operators with Dutch 
decommissioning commitments 

o Align with their supplier diversification strategies and cost-reduction 
initiatives 

o Develop framework agreements for ongoing procurement relationships 

4. Supply Chain Visibility (Low-Medium Resource, Medium Commitment) 
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o Join industry bodies (Dutch Chamber of Commerce, IMCA Netherlands 
chapter) 

o Participate in Dutch offshore conferences and trade shows 

o Establish presence in Rotterdam business community (potential joint 
venture/subsidiary location) 

Resource Allocation: HIGH (Allocate 18-22% of company resources; deploy senior 
management and market entry investment; consider Rotterdam-based representative) 

Timeline to Profitability: 12-18 months to first contracts; 24-36 months to sustained 
revenue 

Estimated Market Size for NE Scotland SMEs: €30-50 million annually by 2028-2030 
(engineering services, installation logistics, subsea support, cost-reduction innovation) 

 

3.3 DENMARK (RANK #3 – COMPOSITE SCORE: 89.7) 

Market Attractiveness Assessment: 8.9/10 

Decommissioning Value Potential (9/10): 
Denmark's decommissioning pipeline is substantial and accelerating: 

• Significant number of North Sea platforms (aging gas/oil production 
infrastructure from 1970s-1990s deployment) 

• Government mandate for platform removal and environmental remediation 

• Estimated decommissioning spend 2025-2035: €1.5-2.0 billion 

• Annual current spend: €150-200 million, increasing to €300+ million annually at 
peak (2028-2032) 

• Key operators: Ørsted (transitioning from oil/gas to renewables), other Danish and 
international operators 

Regulatory Framework Maturity (9/10): 

• Danish Energy Agency (DEA) and Ministry of Climate, Energy and Utilities provide 
clear regulatory oversight 

• OSPAR and international environmental standards compliance required 

• Transparent permitting and timeline management 

• Government coordination with operators on decommissioning planning 
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Supply Chain Infrastructure (8/10): 

• Modern American Recycling Services Europe (MARES) in Frederikshavn 
provides large-scale platform dismantling 

• Heavy-lift vessel availability: Access to international heavy-lift operators 

• Port infrastructure: Danish ports (Frederikshavn, Esbjerg) support 
decommissioning logistics 

• Capacity consideration: Limited number of specialized yards (MARES primary 
capacity provider); some overflow to Norwegian facilities 

Financial Strength and Investment Capacity (9/10): 

• Danish government and operators (Ørsted, others) financially strong and 
committed to decommissioning funding 

• Access to EU financing mechanisms and green investment frameworks 

• Strong Danish economy and credit rating support long-term decommissioning 
budgets 

Technology and Innovation Ecosystem (8/10): 

• Danish renewable energy innovation ecosystem (wind, offshore) translating to 
decommissioning applications 

• Strong emphasis on circular economy and materials recycling 

• Openness to new technologies and cost-reduction approaches 

• Integration of decommissioning innovations with broader energy transition 
initiatives 

Probability of Success Assessment: 9.0/10 

Supply Chain Alignment and Competitive Advantages (9/10): 

• Existing relationships: Scottish firms have long experience in Danish North Sea 
projects through construction and operations phases 

• Technical synergy: Danish and Scottish offshore engineering share common 
North European standards and best practices 

• Competitive strength: Scottish engineering and installation expertise valued in 
Danish market 

Geographic Proximity and Logistics (9/10): 
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• Geographic proximity: Denmark ~600 nm from northeast Scotland; established 
ferry and shipping routes 

• Supply chain corridors: Well-developed logistics from Scotland to Esbjerg and 
Frederikshavn 

• Time zone: GMT+1 (Denmark), minimal coordination barriers 

• Personnel logistics: Established workforce mobility and business relationships 

Language, Regulatory, and Cultural Barriers (9/10): 

• English-language business: Danish energy sector operates in English; technical 
communications standardized in English 

• Regulatory alignment: Danish and UK maritime frameworks aligned through 
European standards (IMCA, OSPAR) 

• Cultural alignment: Nordic business culture aligns with Scottish pragmatism and 
technical focus 

• Political relationship: Strong UK-Denmark relationship; no trade barriers 

Existing Supply Chain Presence (9/10): 

• Operator relationships: Ørsted and other Danish operators have established 
procurement relationships with Scottish firms 

• Contractor networks: MARES and other decommissioning contractors source 
from international (including UK) supply chains 

• Prior export success: Proven Scottish export track record in Danish offshore 
projects 

• Market entry routes: Danish industry bodies actively seeking supply chain 
improvements and cost efficiencies 

Skilled Workforce and Training (9/10): 

• Danish offshore talent: High-quality marine engineering and offshore technical 
workforce 

• Standards alignment: Danish certifications and training (IMCA) aligned with UK 
standards 

• Language capability: Danish workforce with strong English proficiency 

• Knowledge transfer: Open to partnership models and technology transfer 
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Strategic Recommendation for Denmark: BUILD STRATEGIC 
RELATIONSHIPS 

Rationale: 
Denmark represents a high-value, well-structured decommissioning opportunity with 
strong existing supply chain relationships, transparent regulatory framework, and clear 
capacity constraints creating gaps for Scottish service providers. 

Recommended Actions for NE Scotland SMEs: 

1. Ørsted and Operator Engagement (High Resource, High Commitment) 

o Target Ørsted procurement leadership for decommissioning service 
relationships 

o Align offerings with Ørsted's transition to offshore renewables (leveraging 
lessons from oil/gas decommissioning) 

o Develop framework agreements for engineering and installation support 

2. MARES and Contractor Partnerships (Medium Resource, High Commitment) 

o Engage with Modern American Recycling Services Europe on 
complementary service provision 

o Position Scottish firms as engineering support and logistics partners 

o Develop preferred supplier relationships 

3. Danish Market Visibility (Low-Medium Resource, Medium Commitment) 

o Participate in Danish offshore industry forums 

o Establish relationships with Danish consultants and engineering firms 
serving decommissioning market 

o Engage with Confederation of Danish Industry for market intelligence 

4. Technical Innovation Positioning (Medium Resource, Medium Commitment) 

o Identify specific decommissioning challenges (cost reduction, timeline 
acceleration, environmental remediation) 

o Position Scottish expertise as solution provider for Danish efficiency and 
cost targets 

Resource Allocation: MEDIUM-HIGH (Allocate 15-18% of company resources; deploy 
dedicated market development resources) 
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Timeline to Profitability: 12-18 months to first contracts; 24-36 months to sustained 
revenue 

Estimated Market Size for NE Scotland SMEs: €15-25 million annually by 2028-2030 
(engineering services, contractor support, subsea services) 

 

3.4 BELGIUM (RANK #4 – COMPOSITE SCORE: 87.3) 

Market Attractiveness Assessment: 8.7/10 

Decommissioning Value Potential (8/10): 
Belgium's decommissioning pipeline is substantial and transparent: 

• Government-mandated removal of all oil/gas platforms from Belgian Continental 
Shelf 

• Significant platform inventory: Multiple North Sea production and support 
installations requiring systematic decommissioning 

• Estimated total spend 2025-2035: €800 million to €1.2 billion 

• Government transparency: Clear timelines and cost estimates published 

• Peak activity 2028-2033 with high annual expenditure 

Regulatory Framework Maturity (9/10): 

• Belgian Federal Ministry and OSPAR-compliant regulatory framework 

• Transparent permitting processes and timelines 

• Clear environmental and safety standards (international best practice) 

• Government coordination with operators on systematic decommissioning 
scheduling 

Supply Chain Infrastructure (7/10): 

• Port facilities: Antwerp and Zeebrugge provide logistics infrastructure 

• Yard capacity: Limited dedicated decommissioning yards; reliance on Dutch, 
Danish, and Norwegian facilities for platform dismantling 

• Heavy-lift vessel access: International heavy-lift operators available 

• Capacity constraint: Most Belgian platforms being transported to external yards, 
creating service opportunity 

Financial Strength and Investment Capacity (8/10): 
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• Flanders and Wallonia (regional authorities) have committed decommissioning 
budgets 

• Operator financial strength (Shell, TotalEnergies, Petoro) supports funding 

• Access to EU financing and green investment frameworks 

• Strong Belgian economy supports long-term funding 

Technology and Innovation Ecosystem (7/10): 

• Antwerp chemical and industrial sector provides engineering and materials 
expertise 

• Openness to new decommissioning technologies 

• Growing emphasis on circular economy and materials recycling 

• Integration with broader European circular economy initiatives 

Probability of Success Assessment: 8.8/10 

Supply Chain Alignment and Competitive Advantages (9/10): 

• Existing relationships: Scottish supply chain has presence in Belgian North Sea 
through construction and operations 

• Technical competence: Scottish expertise valued in Belgian offshore sector 

• Service gaps: Limited local decommissioning capacity creates opportunities for 
Scottish engineering and logistics support 

Geographic Proximity and Logistics (8/10): 

• Geographic proximity: Belgium ~700 nm from northeast Scotland; established 
ferry/shipping routes to Antwerp and Zeebrugge 

• Supply chain: Well-developed logistics from Scotland to Belgian ports 

• Time zone: GMT+1 (Belgium), minimal coordination barriers 

• Personnel logistics: EU/UK business relationships support team deployment 

Language, Regulatory, and Cultural Barriers (8/10): 

• English-language business: Belgian energy sector operates in English; technical 
communications standardized 

• Regulatory alignment: Belgian and UK offshore frameworks aligned through 
European standards 
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• Cultural alignment: Flemish/Walloon pragmatism aligns with Scottish business 
culture 

• Political relationship: Stable UK-Belgium relationship; no trade barriers 

Existing Supply Chain Presence (9/10): 

• Operator relationships: Shell, TotalEnergies have established Belgian operations 
and procurement relationships with UK/Scottish suppliers 

• Contractor networks: Access through established North Sea supply chain 
relationships 

• Prior export success: Scottish firms experienced in Belgian market 

• Market entry routes: Clear pathways through established operator relationships 
and European supply chains 

Skilled Workforce and Training (8/10): 

• Belgian offshore talent: Quality marine engineering workforce 

• Standards alignment: IMCA certification aligned with UK standards 

• Language capability: Flemish workforce with strong English proficiency 

• Knowledge transfer: Open to partnership and technology transfer models 

Strategic Recommendation for Belgium: BUILD STRATEGIC 
RELATIONSHIPS 

Rationale: 
Belgium represents a well-defined, government-mandated decommissioning pipeline 
(€800 million to €1.2 billion over 10 years) with strong existing operator relationships 
and significant capacity constraints in local dismantling infrastructure. Scottish SMEs 
can differentiate by providing engineering support, installation logistics, and subsea 
services filling these gaps. 

The Flanders-Wallonia joint declaration (December 2025) with industrial companies 
and government support signals sustained, high-priority government commitment to 
decommissioning. 

Recommended Actions for NE Scotland SMEs: 

1. Belgian Operator Engagement (High Resource, High Commitment) 
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o Target Shell Belgium and TotalEnergies Belgium procurement teams 

o Develop framework agreements for engineering, installation, and logistics 
support 

o Align with government decommissioning timelines and performance 
targets 

2. Dutch and Danish Yard Partnerships (Medium Resource, Medium Commitment) 

o Establish relationships with Hoondert (Netherlands) and MARES 
(Denmark) as engineering/logistics partners 

o Position Scottish firms as complementary service providers for Belgian 
platform removals 

o Develop supply agreements for ongoing contractor support 

3. Port Authority Engagement (Low-Medium Resource, Medium Commitment) 

o Engage Antwerp Port Authority and Zeebrugge on logistics optimization 

o Identify specific operational needs and capability gaps 

o Position Scottish firms as solution providers 

4. Market Visibility (Low Resource, Low-Medium Commitment) 

o Participate in Belgian industry forums and associations 

o Establish relationships with Brussels-based consultants serving Belgian 
decommissioning market 

o Monitor government policy developments and procurement 
announcements 

Resource Allocation: MEDIUM (Allocate 12-15% of company resources; market entry 
support through existing North Sea relationships) 

Timeline to Profitability: 12-18 months to first contracts; 24-36 months to sustained 
revenue 

Estimated Market Size for NE Scotland SMEs: €10-18 million annually by 2028-2030 
(engineering, installation logistics, subsea services, consulting) 

 

3.5 GERMANY (RANK #5 – COMPOSITE SCORE: 85.6) 

Market Attractiveness Assessment: 8.5/10 
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Decommissioning Value Potential (8/10): 
Germany's decommissioning opportunity is emerging and rapidly expanding: 

• Alpha Ventus qualification phase commenced November 2025—Germany's first 
offshore wind farm (commissioned 2010) entering systematic decommissioning 
planning[10] 

• Significant aging German North Sea oil/gas platforms requiring 
decommissioning through 2030-2035 

• Government mandate: Clear policy on platform removal and environmental 
remediation 

• Estimated spend 2025-2035: €600 million to €900 million 

• Peak activity 2029-2035 as first-generation offshore wind farms transition to 
decommissioning 

Regulatory Framework Maturity (9/10): 

• German Federal Ministry for the Environment provides clear regulatory oversight 
(BIMSCHV, environmental protection regulations) 

• OSPAR and international standards compliance required 

• Transparent permitting processes with defined timelines 

• Government coordination with operators (Vattenfall, EWE, RWE) on 
decommissioning planning 

Supply Chain Infrastructure (8/10): 

• German yards: Multiple onshore recycling and dismantling facilities 

• Heavy-lift vessel access: International operators available 

• Port infrastructure: Bremen, Hamburg, and other German ports support 
decommissioning logistics 

• Onshore recycling capacity: Strong German metalworking and recycling industry 

• Emerging opportunity: First-generation offshore wind decommissioning requiring 
new infrastructure development 

Financial Strength and Investment Capacity (9/10): 

• German federal government committed to funding decommissioning 
(Energiewende strategy) 

• Operators (Vattenfall, EWE, RWE) financially strong and committed 
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• Access to German development banks and EU financing 

• Strong German economy supports long-term funding commitments 

Technology and Innovation Ecosystem (8/10): 

• German engineering excellence and automation leadership (robotics, digital 
systems) 

• Innovation clusters in Hamburg, Bremen supporting offshore engineering 

• Strong emphasis on circular economy and materials recycling 

• Government support for decommissioning technology innovation through federal 
research programs 

Probability of Success Assessment: 8.6/10 

Supply Chain Alignment and Competitive Advantages (8/10): 

• Existing relationships: Scottish supply chain present in German offshore projects 
(wind, oil/gas) 

• Technical compatibility: German and Scottish offshore engineering share 
European standards 

• First-mover advantage opportunity: Early engagement in emerging German wind 
decommissioning market 

• Subsea expertise: Scottish competence in subsea systems valued in German 
market 

Geographic Proximity and Logistics (8/10): 

• Geographic proximity: Germany ~1,000 nm from northeast Scotland; shipping 
routes well-established 

• Supply chain corridors: Developed logistics from Scotland to German ports 
(Bremen, Hamburg) 

• Time zone: GMT+1 (Germany), minimal coordination barriers 

• Personnel logistics: Established Scottish-German business relationships 

Language, Regulatory, and Cultural Barriers (8/10): 

• English-language business: German energy sector operates primarily in English; 
technical communications standardized 

• Regulatory alignment: German and UK maritime/offshore frameworks aligned 
through European standards 
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• Cultural alignment: German engineering culture values technical excellence and 
long-term relationships—aligns with Scottish approach 

• Political relationship: Strong UK-Germany relationship; no trade barriers 

Existing Supply Chain Presence (8/10): 

• Operator relationships: Vattenfall, EWE, RWE have established German 
operations and relationships with UK suppliers 

• Contractor networks: Access through European supply chain relationships 

• Prior export success: Scottish firms experienced in German North Sea projects 

• Market entry routes: Established operator relationships and German industry 
associations provide pathways 

Skilled Workforce and Training (9/10): 

• German offshore talent: Excellent marine engineering and technical workforce 

• Standards alignment: IMCA and German certifications aligned 

• Language capability: German workforce with strong English proficiency 

• Training infrastructure: Excellent technical training and certification systems 

Strategic Recommendation for Germany: BUILD STRATEGIC 
RELATIONSHIPS 

Rationale: 
Germany represents an emerging, high-growth decommissioning opportunity with first-
mover advantages for Scottish SMEs positioned early in the market. The Alpha Ventus 
pilot program and aging North Sea platform inventory create a decade-long growth 
opportunity (2025-2035), while strong German engineering culture and financial strength 
support sustained market development. 

The intersection of offshore wind decommissioning (new market) with traditional 
oil/gas platform removal creates unique opportunities for Scottish firms experienced in 
both domains. 

Recommended Actions for NE Scotland SMEs: 

1. Operator Engagement: Vattenfall, EWE, RWE (High Resource, High 
Commitment) 
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o Target operators directly on Alpha Ventus decommissioning planning and 
contracting 

o Position Scottish expertise as early partner in first-generation offshore wind 
decommissioning 

o Develop framework agreements for ongoing engineering and technical 
support 

2. Technology and Innovation Positioning (Medium Resource, High Commitment) 

o Identify specific decommissioning innovations (offshore wind blade 
recycling, digital systems, cost-reduction technologies) 

o Engage German research institutions and innovation clusters 

o Develop joint innovation proposals addressing German decommissioning 
challenges 

3. German Market Entry (Medium Resource, Medium Commitment) 

o Establish relationships with German engineering consultants and project 
developers 

o Participate in German offshore industry forums (Offshore Industry 
Association, etc.) 

o Consider Hamburg or Bremen based market representative for on-going 
visibility 

4. Supply Chain Mapping (Low-Medium Resource, Medium Commitment) 

o Identify specific German contractor and yard partners 

o Develop complementary service offerings filling capability gaps 

o Establish preferred supplier relationships with key decommissioning 
contractors 

Resource Allocation: MEDIUM (Allocate 12-15% of company resources; market entry 
investment; consider German-based representative for long-term market development) 

Timeline to Profitability: 18-24 months to first contracts; 36-42 months to sustained 
revenue (longer timeline due to emerging market maturity) 

Estimated Market Size for NE Scotland SMEs: €12-22 million annually by 2030-2032 
(engineering services, technology solutions, installation logistics) 
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4. Tier 2: High-Attractiveness/Medium-Probability-of-Success 
(HAMPS) Markets 
 

These five markets combine substantial decommissioning opportunity (High 
Attractiveness) with moderate competitive advantages for NE Scotland SMEs (Medium 
Probability of Success). They require more sustained market development effort than Tier 
1 but offer significant long-term value.  

The strategic recommendation is Target for Development with an emphasis on building 
relationships, establishing market presence, and differentiating through technical 
expertise. 

4.1 AUSTRALIA (RANK #6 – COMPOSITE SCORE: 81.2) 

Market Attractiveness Assessment: 8.2/10 

Australia's offshore decommissioning market is emerging and growing with substantial 
medium-term opportunities: 

• Substantial aging offshore production infrastructure: North West Shelf, Bass 
Strait, Timor Sea platforms approaching end-of-life 

• Government mandate: Australian government actively requiring responsible 
decommissioning and environmental remediation 

• Estimated spend 2025-2035: $1.5-2.0 billion AUD (approximately €900 million to 
€1.2 billion) 

• Peak activity 2028-2035 as first-generation (1980s-1990s) infrastructure reaches 
decommissioning phase 

• Growing environmental emphasis: Strict Australian environmental standards and 
enforcement creating regulatory tailwinds 

Regulatory Framework Maturity (8/10): 

• Australian offshore petroleum regulators (NOPSEMA) provide clear frameworks 
and transparent processes 

• International environmental standards compliance (IMCA, ISO standards) 

• Defined permitting timelines and environmental impact assessment requirements 

• Government transparency on decommissioning planning 

Supply Chain Infrastructure (7/10): 
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• Australian yards: Limited onshore decommissioning capacity; most platforms 
transported to Singapore, Malaysia, or other Asian facilities 

• Heavy-lift vessel availability: Access to international heavy-lift operators 
(Heerema, Boskalis, others) 

• Port infrastructure: Excellent Australian port facilities (Perth, Darwin, Brisbane) 
supporting logistics 

• Capacity constraint: Limited local dismantling capacity creates opportunities for 
specialized services 

Financial Strength and Investment Capacity (8/10): 

• Australian operators (Woodside, Santos, others) financially strong with committed 
decommissioning budgets 

• Government co-investment in offshore decommissioning infrastructure 

• AUD currency stability and strong Australian economy support long-term funding 

• Access to Australian development banks and international financing 

Technology and Innovation Ecosystem (8/10): 

• Australian supply chain strong in subsea engineering (inherited from oil/gas 
industry) 

• Innovation clusters in Perth, Melbourne supporting offshore engineering 

• Openness to new decommissioning technologies and cost-reduction approaches 

• Growing emphasis on circular economy and environmental stewardship 

Probability of Success Assessment: 8.0/10 

Supply Chain Alignment and Competitive Advantages (7/10): 

• Limited direct presence: Scottish supply chain presence in Australia is moderate 
(some oil/gas and renewables operations but not dominant) 

• Technical competence: Scottish offshore engineering expertise valued but faces 
competition from Australian-based providers and Asian suppliers 

• Differentiation opportunity: Advanced subsea systems, digital platforms, and 
cost-reduction innovations can differentiate Scottish offerings 

• Language advantage: English-language business environment (shared culture and 
standards) 

Geographic Proximity and Logistics (7/10): 
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• Geographic proximity: Australia is ~13,000 km from Scotland; logistics 
challenging and costly 

• Supply chain: Established but expensive maritime routes from Scotland to 
Australia 

• Time zone: GMT+8 to +10 (Australia), significant coordination barriers requiring 
24/7 operational support 

• Personnel logistics: Visa requirements and travel time create deployment 
challenges; on-site support more difficult 

Language, Regulatory, and Cultural Barriers (8/10): 

• English-language business: Australia operates in English; business 
communications standardized 

• Regulatory alignment: Australian offshore frameworks share some UK/European 
standards but have unique requirements (NOPSEMA-specific) 

• Cultural alignment: Shared English-language commercial culture; Australian 
pragmatism aligns with Scottish business approach 

• Political relationship: Strong UK-Australia relationship (AUKUS framework); 
favorable trade environment 

Existing Supply Chain Presence (7/10): 

• Operator relationships: Woodside and Santos have some relationships with 
UK/European suppliers but are increasingly Australia-focused for cost and 
logistics reasons 

• Contractor networks: Access through international decommissioning contractors 
(Heerema, others) already operating in Australia 

• Prior export success: Some Scottish firms operating in Australia, but limited 
presence relative to Asian competitors 

• Market entry routes: Partnership with international contractors or local Australian 
firms required for credible market entry 

Skilled Workforce and Training (7/10): 

• Australian offshore talent: High-quality marine engineering and technical 
workforce 

• Standards alignment: IMCA and international certifications aligned; NOPSEMA 
standards unique to Australia 

• Language capability: Australian workforce operates in English 
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• Knowledge transfer: Open to partnership but preference for local capability and 
cost-effective solutions 

Strategic Recommendation for Australia: TARGET FOR 
DEVELOPMENT 

Australia represents a substantial, growing decommissioning market with meaningful 
competitive advantages for Scottish SMEs offering advanced technologies and 
specialized expertise. However, geographic distance, logistics costs, and emerging 
local competition require sustained market development effort and potentially 
partnership models with Australian contractors or international service providers. 

Recommended Actions for NE Scotland SMEs: 

1. Technology-Led Market Entry (Medium Resource, High Commitment) 

o Identify specific decommissioning innovations (digital systems, cost-
reduction technologies, subsea solutions) with value to Australian 
operators 

o Develop case studies and performance data demonstrating Australian 
applicability 

o Target Woodside and Santos on specific technology problems (cost 
reduction, environmental monitoring, efficiency improvements) 

2. Contractor Partnership Strategy (Medium Resource, Medium Commitment) 

o Identify international decommissioning contractors (Heerema, Boskalis, 
others) operating in Australia 

o Establish technology licensing or service partnership agreements for 
Australian market 

o Leverage contractor existing relationships with Australian operators 

3. Australian Local Partnership (Medium-High Resource, Medium Commitment) 

o Consider partnership with Australian engineering firm or contractor 

o Establish Australian subsidiary or representative office in Perth (proximity 
to North West Shelf operations) 

o Develop local presence and relationships for credible operator engagement 
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4. Export Finance and Risk Management (Low-Medium Resource, Low 
Commitment) 

o Explore UK Export Finance (UKEF) support for Australian decommissioning 
contracts 

o Develop risk mitigation strategies for long-distance service delivery and 
currency exposure 

o Establish communication and technical support protocols for time-zone 
challenges 

Resource Allocation: MEDIUM (Allocate 10-12% of company resources; significant 
market entry investment required; consider Perth-based partnership or subsidiary for 
sustained engagement) 

Timeline to Profitability: 18-24 months to first contract; 36-48 months to sustained 
revenue (longer timeline due to geographic distance and market entry complexity) 

Estimated Market Size for NE Scotland SMEs: $10-18 million AUD annually by 2030-
2032 (€6-11 million; engineering services, technology solutions, specialized subsea 
support) 

 

4.2 INDONESIA (RANK #7 – COMPOSITE SCORE: 79.8) 
Market Attractiveness Assessment: 7.9/10 

Indonesia's offshore decommissioning market is expanding rapidly with substantial 
medium-term opportunities: 

• Substantial aging offshore infrastructure: Extensive oil/gas production platforms 
in Java Sea, Makassar Strait, and other regions approaching end-of-life 

• Government growing decommissioning awareness: Indonesian government 
increasingly focused on responsible asset retirement and environmental 
stewardship 

• Estimated spend 2025-2035: $1.2-1.8 billion USD (approximately €1.1-1.65 
billion) 

• Peak activity 2028-2035 as first-generation (1980s-1990s) infrastructure reaches 
retirement 

• Emerging regulatory framework: Ongoing development of decommissioning 
standards and environmental requirements 
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Regulatory Framework Maturity (7/10): 

• Indonesian government (Ministry of Energy and Mineral Resources) establishing 
decommissioning frameworks 

• International standards (IMCA) beginning adoption but less mature than North 
European frameworks 

• Environmental compliance standards still developing; increasing emphasis on 
sustainability 

• Regulatory timelines and processes less transparent than mature markets; some 
unpredictability 

Supply Chain Infrastructure (8/10): 

• Indonesian yards: Limited specialized decommissioning capacity; most platforms 
dismantled in Singapore, Malaysia, or China 

• Heavy-lift vessel availability: Access to regional heavy-lift operators 

• Port infrastructure: Excellent Indonesian port facilities (Jakarta, Surabaya, others) 
supporting logistics 

• Supply chain: Emerging Asian supply chains developing decommissioning 
capabilities 

Financial Strength and Investment Capacity (7/10): 

• Indonesian operators: Moderate financial strength; some international operator 
presence (ExxonMobil, others) 

• Government financial support: Emerging but inconsistent funding for 
decommissioning infrastructure 

• Financing challenges: Mentioned in UK export strategy as major inhibiting factor; 
access to financing difficult for projects 

• Currency stability: IDR subject to volatility; creates risk for international service 
providers 

Technology and Innovation Ecosystem (6/10): 

• Emerging innovation: Limited local decommissioning innovation; reliance on 
imported solutions 

• Supply chain development: Growing focus on building indigenous 
decommissioning capabilities 
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• Openness to new technologies: Strong, given limited local expertise and 
capability 

• Integration with energy transition: Limited emphasis on circular economy; more 
traditional waste disposal approaches 

Probability of Success Assessment: 8.0/10 

Supply Chain Alignment and Competitive Advantages (7/10): 

• Limited direct presence: Scottish supply chain presence in Indonesia is moderate 
(primarily through major contractors like Heerema, Shell, others) 

• Technical competence: Scottish expertise valued but competes with established 
Asian suppliers and major international contractors 

• Differentiation opportunity: Advanced technologies, process innovations, and 
cost-reduction solutions can differentiate Scottish offerings 

• English-language advantage: English is business language in Indonesian energy 
sector 

Geographic Proximity and Logistics (7/10): 

• Geographic proximity: Indonesia is ~9,000 km from Scotland; established 
shipping routes available 

• Supply chain: Developed maritime routes from Europe to Southeast Asia; logistics 
manageable but costly 

• Time zone: GMT+7/8 (Indonesia), reasonable coordination compatibility 

• Personnel logistics: Visa requirements and travel time manageable; on-site 
support feasible through regional bases 

Language, Regulatory, and Cultural Barriers (7/10): 

• English-language business: Indonesian energy sector operates primarily in 
English 

• Regulatory alignment: Indonesian frameworks less aligned with UK/European 
standards; requires additional compliance understanding 

• Cultural alignment: Indonesian business culture emphasizes relationships and 
personal connections; differs from Scottish transactional approach—requires 
adaptation 

• Political relationship: Stable UK-Indonesia relationship; no significant trade 
barriers 
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Existing Supply Chain Presence (7/10): 

• Operator relationships: International operators (ExxonMobil, Shell, others) have 
Indonesian operations; potential partnership pathways 

• Contractor networks: Access through international contractors (Heerema, 
Boskalis, others) with Indonesian presence 

• Prior export success: Some Scottish firms involved in Indonesian offshore 
projects but limited dedicated decommissioning presence 

• Market entry routes: Partnership with international contractors or Indonesian 
firms most viable entry strategy 

Skilled Workforce and Training (7/10): 

• Indonesian offshore talent: Growing capability in marine engineering but less 
depth than developed markets 

• Standards alignment: IMCA certifications available; local standards less mature 

• Language capability: Indonesian workforce increasingly English-capable in energy 
sector 

• Knowledge transfer: Open to training and partnership; significant potential to build 
local capabilities 

Strategic Recommendation for Indonesia: TARGET FOR 
DEVELOPMENT 

Indonesia represents a substantial, rapidly-growing decommissioning market (>$1 
billion over 10 years) with significant growth potential as first-generation infrastructure 
reaches end-of-life. However, regulatory maturity challenges, financing constraints, 
and strong Asian competition require sustained market development effort. 

Key success factors: Partnership with established contractors (Heerema, Boskalis, or 
others) or with major Indonesian operators; focus on technology solutions and cost-
reduction innovations; attention to relationship-building and local partnership models. 

Recommended Actions for NE Scotland SMEs: 

1. International Contractor Partnership (Medium Resource, Medium Commitment) 

o Target Heerema, Boskalis, and other contractors with Indonesian 
decommissioning operations 
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o Develop technology licensing or service agreements for Indonesian 
platform removals 

o Leverage contractor operator relationships for market access 

2. Operator Engagement: ExxonMobil, Shell, Others (Medium Resource, Medium 
Commitment) 

o Target major operators with Indonesian offshore assets 

o Develop technology proposals addressing specific decommissioning 
challenges (cost reduction, environmental monitoring, efficiency) 

o Position Scottish expertise as solution provider 

3. Regional Market Development (Medium-High Resource, Medium Commitment) 

o Establish Southeast Asia regional office (Singapore preferred for 
tax/logistics advantages) or partnership 

o Develop local presence and relationships with Indonesian contractors and 
consultants 

o Build market intelligence and relationship networks across Indonesia, 
Malaysia, Vietnam 

4. Financing and Risk Management (Low-Medium Resource, Low Commitment) 

o Explore UKEF support for decommissioning contracts (noted as financing 
constraint in market) 

o Develop risk mitigation for currency volatility and political risk 

o Structure agreements with appropriate payment terms and financial 
protections 

Resource Allocation: MEDIUM (Allocate 10-12% of company resources; significant 
market entry investment through partnership or Singapore-based regional office) 

Timeline to Profitability: 18-24 months to first contract; 36-48 months to sustained 
revenue 

Estimated Market Size for NE Scotland SMEs: $8-14 million USD annually by 2030-
2032 (€7-13 million; technology solutions, engineering services, contractor support) 

 

4.3 MALAYSIA (RANK #8 – COMPOSITE SCORE: 78.4) 

Market Attractiveness Assessment: 7.8/10 
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Malaysia's decommissioning market is well-established and substantial with 
transparent government mandate: 

• Government mandate: Malaysian government (Petronas) requiring responsible 
decommissioning of all aging offshore infrastructure 

• Significant asset base: Extensive offshore production infrastructure in Peninsular 
and Sarawak fields approaching retirement 

• Estimated spend 2025-2035: $900 million to $1.3 billion USD (approximately 
€820 million to €1.2 billion) 

• Structured program: Petronas-led decommissioning program with defined 
timelines and cost estimates 

• Maturity advantage: More developed regulatory framework than some ASEAN 
neighbors 

Regulatory Framework Maturity (8/10): 

• Petronas oversight: Malaysian state oil company provides regulatory clarity and 
transparency 

• International standards: IMCA compliance required; well-defined environmental 
and safety standards 

• Defined timelines: Clear decommissioning schedules and permitting processes 

• Environmental emphasis: Increasing focus on environmental stewardship and 
sustainable decommissioning 

Supply Chain Infrastructure (7/10): 

• Malaysian yards: Limited onshore decommissioning capacity; reliance on 
Singapore, Indonesia, and China facilities 

• Heavy-lift vessel availability: Access to regional and international operators 

• Port infrastructure: Excellent Malaysian ports (Port Klang, others) supporting 
decommissioning logistics 

• Supply chain: Established regional supply chains with some capability gaps 

Financial Strength and Investment Capacity (8/10): 

• Petronas financial strength: Strong government-owned operator with committed 
decommissioning budgets 

• Operator funding: International operators (Shell, ExxonMobil, others) with 
Malaysian operations financially capable 
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• Government support: Stable Malaysian government providing long-term funding 
framework 

• Currency stability: MYR relatively stable; reduces foreign exchange risk 

Technology and Innovation Ecosystem (7/10): 

• Emerging capability: Growing Malaysian supply chain developing specialized 
decommissioning expertise 

• Regional innovation: Kuala Lumpur and Penang innovation clusters supporting 
offshore engineering 

• Openness to new technologies: Strong, given structured Petronas approach to 
optimization 

• Circular economy: Growing emphasis on materials recycling and sustainable 
practices 

Probability of Success Assessment: 7.9/10 

Supply Chain Alignment and Competitive Advantages (8/10): 

• Established presence: Scottish supply chain has some presence in Malaysian 
market through major contractors and operators 

• Technical competence: Scottish expertise recognized and valued 

• Competitive landscape: Faces competition from established Asian suppliers and 
major international contractors 

• Differentiation: Advanced technologies and process innovations can differentiate 
Scottish offerings 

Geographic Proximity and Logistics (7/10): 

• Geographic proximity: Malaysia ~10,000 km from Scotland; established shipping 
routes 

• Supply chain: Well-developed maritime logistics from Europe to Malaysia; 
Petronas established relationships with European suppliers 

• Time zone: GMT+8 (Malaysia), reasonable coordination compatibility 

• Personnel logistics: Visa accessible; reasonable travel time; on-site support 
feasible from Singapore regional base 

Language, Regulatory, and Cultural Barriers (8/10): 

• English-language business: Malaysian energy sector operates primarily in English 
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• Regulatory alignment: Malaysian frameworks aligned with international standards 
(IMCA); English-language documentation standard 

• Cultural alignment: Malaysian business culture emphasizes relationships; 
alignment with professional, relationship-focused Scottish approach 

• Political relationship: Strong UK-Malaysia relationship; favorable trade 
environment (CPTPP) 

Existing Supply Chain Presence (8/10): 

• Operator relationships: Petronas and international operators (Shell, ExxonMobil, 
others) have established relationships with UK/European suppliers 

• Contractor networks: Access through Heerema, Boskalis, and other contractors 
with Malaysian operations 

• Prior export success: Scottish firms have successful track record in Malaysian 
offshore projects 

• Market entry routes: Clear pathways through established operator and contractor 
relationships 

Skilled Workforce and Training (8/10): 

• Malaysian offshore talent: Excellent marine engineering and technical capability 
(particularly through Petronas operations) 

• Standards alignment: IMCA certifications widely adopted; international best 
practice standards followed 

• Language capability: Strong English proficiency in Malaysian energy sector 

• Knowledge transfer: Petronas emphasizes technology transfer and partnership 
models 

Strategic Recommendation for Malaysia: TARGET FOR 
DEVELOPMENT 

Malaysia represents a well-structured, substantial decommissioning market (>$900 
million over 10 years) with clear Petronas leadership providing transparency and 
structured opportunity. The combination of established supply chain relationships, 
mature regulatory framework, and strong operator financial capacity creates favorable 
conditions for Scottish SME market development. 

Recommended Actions for NE Scotland SMEs: 
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1. Petronas Direct Engagement (High Resource, High Commitment) 

o Target Petronas decommissioning procurement team directly 

o Develop technology proposals addressing Petronas efficiency and cost-
reduction objectives 

o Pursue framework agreements for engineering and installation support 

2. Contractor Partnership (Medium Resource, Medium Commitment) 

o Engage Heerema, Boskalis, and other established contractors with 
Malaysian presence 

o Develop preferred supplier relationships for specific service areas (subsea 
systems, engineering, installation logistics) 

o Leverage contractor operator relationships 

3. Market Presence Development (Medium Resource, Medium Commitment) 

o Establish Singapore-based regional office or partnership (Singapore serves 
as hub for Malaysia, Indonesia, Vietnam, Thailand) 

o Develop local relationships with Malaysian consultants and contractors 

o Participate in Malaysian industry forums and conferences 

4. Technology Positioning (Low-Medium Resource, Medium Commitment) 

o Identify specific decommissioning innovations addressing Petronas 
priorities 

o Develop case studies and performance data for Malaysian operators 

o Position Scottish expertise as solution provider for efficiency and cost 
objectives 

Resource Allocation: MEDIUM (Allocate 10-12% of company resources; Singapore-
based regional office provides platform for Malaysia, Indonesia, Vietnam, Thailand market 
development) 

Timeline to Profitability: 12-18 months to first contract; 24-36 months to sustained 
revenue 

Estimated Market Size for NE Scotland SMEs: $7-12 million USD annually by 2030-
2032 (€6-11 million; engineering services, technology solutions, contractor support) 

 

4.4 VIETNAM (RANK #9 – COMPOSITE SCORE: 76.9) 
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Market Attractiveness Assessment: 7.6/10 

Vietnam's decommissioning market is growing and increasingly structured: 

• Emerging decommissioning program: Vietnamese government establishing 
decommissioning frameworks for aging offshore infrastructure 

• Substantial asset base: Significant offshore production infrastructure in Bach Ho 
Field and others approaching end-of-life 

• Estimated spend 2025-2035: $700 million to $1.0 billion USD (approximately 
€640 million to €920 million) 

• Rapid growth phase: Accelerating as first-generation infrastructure reaches 
retirement (2025-2035) 

• Government commitment: Increasing focus on environmental responsibility and 
sustainable decommissioning 

Regulatory Framework Maturity (7/10): 

• Vietnamese government oversight: Ministry of Natural Resources and 
Environment providing regulatory guidance 

• International standards adoption: IMCA compliance emphasized; international 
best practice standards being adopted 

• Regulatory development: Frameworks still maturing; some uncertainty in 
permitting timelines and processes 

• Environmental standards: Increasing emphasis on environmental compliance; 
standards still developing relative to North European precedents 

Supply Chain Infrastructure (7/10): 

• Vietnamese yards: Limited specialized decommissioning capacity; emerging 
capability through joint ventures and technology transfer 

• Heavy-lift vessel availability: Access to regional operators and established 
international contractors 

• Port infrastructure: Excellent Vietnamese ports (Ho Chi Minh City, Da Nang, 
others) supporting decommissioning logistics 

• Supply chain: Emerging regional capability with growth potential 

Financial Strength and Investment Capacity (7/10): 

• PetroVietnam strength: State oil company with committed decommissioning 
budgets 
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• International operators: ExxonMobil, Shell, others with Vietnamese operations 
financially capable 

• Government support: Vietnamese government providing long-term 
decommissioning framework support 

• Financing availability: Growing but requires careful structure; UKEF support may 
be beneficial 

Technology and Innovation Ecosystem (6/10): 

• Emerging capability: Vietnamese supply chain developing decommissioning 
expertise through technology transfer and partnerships 

• Innovation interest: Strong interest in adopting new technologies and cost-
reduction approaches 

• Supply chain development: Focus on building indigenous Vietnamese 
decommissioning capabilities 

• Circular economy: Growing emphasis on materials recycling and sustainable 
practices 

Probability of Success Assessment: 7.8/10 

Supply Chain Alignment and Competitive Advantages (7/10): 

• Limited direct presence: Scottish supply chain presence in Vietnam is moderate 
(access through major contractors and operators) 

• Technical competence: Scottish expertise valued but faces competition from 
Asian suppliers 

• Differentiation opportunity: Advanced technologies and innovations can 
differentiate Scottish offerings 

• English-language advantage: English used in Vietnamese energy sector 

Geographic Proximity and Logistics (7/10): 

• Geographic proximity: Vietnam ~9,500 km from Scotland; established shipping 
routes 

• Supply chain: Developed maritime routes from Europe to Vietnam; established 
logistics infrastructure 

• Time zone: GMT+7 (Vietnam), reasonable coordination compatibility 

• Personnel logistics: Visa accessible; travel manageable; Singapore regional base 
supports on-site support 
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Language, Regulatory, and Cultural Barriers (7/10): 

• English-language business: Vietnamese energy sector increasingly operates in 
English 

• Regulatory alignment: Vietnamese frameworks developing toward international 
standards; IMCA compliance expected 

• Cultural alignment: Vietnamese business culture emphasizes relationships and 
respect; alignment with professional Scottish approach (with adaptation) 

• Political relationship: Stable UK-Vietnam relationship; favorable trade 
environment 

Existing Supply Chain Presence (6/10): 

• Operator relationships: PetroVietnam and international operators beginning 
relationships with European suppliers; less established than Malaysia 

• Contractor networks: Access through Heerema, Boskalis, and other contractors 
with Vietnam presence 

• Prior export success: Some Scottish firms involved in Vietnamese offshore 
projects but limited decommissioning-specific presence 

• Market entry routes: Partnership with contractors or Vietnamese firms most 
viable strategy 

Skilled Workforce and Training (7/10): 

• Vietnamese offshore talent: Growing capability in marine engineering and 
technical services 

• Standards alignment: IMCA certifications increasingly adopted; training 
infrastructure developing 

• Language capability: Vietnamese workforce with increasing English proficiency in 
energy sector 

• Knowledge transfer: Strong interest in training and technology transfer; growing 
partnership models 

Strategic Recommendation for Vietnam: TARGET FOR 
DEVELOPMENT 
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Vietnam represents a growing, substantial decommissioning market (>$700 million 
over 10 years) with strong growth trajectory as first-generation infrastructure reaches 
retirement. The combination of emerging regulatory clarity, PetroVietnam leadership, 
and international operator presence creates favorable conditions for Scottish SME 
market development. 

Key success factors: Partnership with established international contractors; focus on 
technology solutions and cost-reduction innovation; relationship-focused market 
development; UKEF financing support for project financing. 

Recommended Actions for NE Scotland SMEs: 

1. PetroVietnam and Operator Engagement (Medium Resource, Medium 
Commitment) 

o Target PetroVietnam decommissioning planning team 

o Develop technology proposals addressing cost-reduction and 
environmental objectives 

o Pursue framework agreements for engineering and technical support 

2. Contractor Partnership Strategy (Medium Resource, Medium Commitment) 

o Engage Heerema, Boskalis, and other contractors with Vietnam operations 

o Develop preferred supplier relationships for specific service areas 

o Leverage contractor operator relationships 

3. Regional Market Development (Medium-High Resource, Medium Commitment) 

o Establish Singapore-based regional office (serves as hub for Vietnam, 
Indonesia, Malaysia, Thailand) 

o Develop local relationships with Vietnamese consultants and contractors 

o Participate in Vietnamese industry forums and conferences 

4. Financing and Risk Management (Low-Medium Resource, Low Commitment) 

o Explore UKEF support for project financing (mentioned as success factor in 
UK export strategy) 

o Develop risk mitigation for currency volatility and regulatory uncertainty 

o Structure agreements with appropriate protections 

Resource Allocation: MEDIUM (Allocate 9-11% of company resources; Singapore-based 
regional office provides platform for multi-country Southeast Asia development) 
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Timeline to Profitability: 18-24 months to first contract; 36-48 months to sustained 
revenue 

Estimated Market Size for NE Scotland SMEs: $6-11 million USD annually by 2030-
2032 (€5-10 million; technology solutions, engineering services, contractor support) 

 

4.5 BRAZIL (RANK #10 – COMPOSITE SCORE: 75.3) 

Market Attractiveness Assessment: 7.5/10 

Brazil's decommissioning market is substantial and well-established: 

• Major offshore infrastructure base: Significant aging production platforms in 
Campos Basin, Santos Basin, and other regions 

• Government mandate: Brazilian government requiring responsible 
decommissioning and environmental remediation 

• Estimated spend 2025-2035: $1.0 billion to $1.5 billion USD (approximately €920 
million to €1.4 billion) 

• Peak activity 2028-2035 as first-generation (1980s-1990s) infrastructure reaches 
retirement 

• Regulatory maturity: Well-established environmental and safety standards (ANP 
oversight) 

Regulatory Framework Maturity (8/10): 

• ANP (National Petroleum Agency) oversight: Clear regulatory framework and 
transparency 

• International standards: IMCA compliance and international best practice 
standards adopted 

• Environmental emphasis: Strong Brazilian environmental regulations and 
enforcement 

• Defined timelines: Clear decommissioning schedules and permitting processes 

Supply Chain Infrastructure (7/10): 

• Brazilian yards: Limited onshore decommissioning capacity; reliance on 
international facilities (Singapore, Malaysia, others) 

• Heavy-lift vessel availability: Access to international contractors and emerging 
Brazilian operators 
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• Port infrastructure: Excellent Brazilian ports (Rio de Janeiro, Santos, others) 
supporting logistics 

• Supply chain: Established Brazilian offshore supply chain with growing 
decommissioning capability 

Financial Strength and Investment Capacity (7/10): 

• Petrobras financial strength: State oil company with committed 
decommissioning budgets 

• International operators: Shell, ExxonMobil, TotalEnergies with Brazilian 
operations financially capable 

• Government support: Brazilian government providing decommissioning 
framework support 

• Currency stability: BRL subject to volatility; creates risk for international service 
providers 

Technology and Innovation Ecosystem (7/10): 

• Brazilian capability: Established Brazilian offshore engineering and innovation 
clusters (Rio de Janeiro, São Paulo) 

• Technology focus: Growing emphasis on new decommissioning technologies and 
cost-reduction approaches 

• Circular economy: Emerging focus on materials recycling and environmental 
stewardship 

• Openness to innovation: Strong given competitive pressure and cost-reduction 
objectives 

Probability of Success Assessment: 7.5/10 

Supply Chain Alignment and Competitive Advantages (7/10): 

• Limited direct presence: Scottish supply chain presence in Brazil is moderate 
(primarily through major contractors and Petrobras relationships) 

• Technical competence: Scottish expertise valued but competes with established 
local suppliers and major international contractors 

• Differentiation opportunity: Advanced technologies and process innovations can 
differentiate Scottish offerings 

• English-language advantage: English used in Brazilian energy sector 

Geographic Proximity and Logistics (7/10): 
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• Geographic proximity: Brazil ~8,000 km from Scotland; established transatlantic 
shipping routes 

• Supply chain: Well-developed maritime logistics from Europe to Brazil; major 
logistics infrastructure 

• Time zone: GMT-3 to -5 (Brazil), reasonable coordination compatibility for 
European operators 

• Personnel logistics: Visa requirements manageable; established logistics for 
European personnel 

Language, Regulatory, and Cultural Barriers (6/10): 

• English-language business: Brazilian energy sector operates in Portuguese and 
English; Portuguese language useful but not required 

• Regulatory alignment: Brazilian frameworks differ from North European 
standards; requires specific compliance understanding (ANP-specific 
requirements) 

• Cultural alignment: Brazilian business culture emphasizes relationships and 
negotiation; differs from Scottish transactional approach—requires adaptation 

• Political relationship: Stable UK-Brazil relationship; favorable trade environment 

Existing Supply Chain Presence (7/10): 

• Operator relationships: Petrobras and international operators (Shell, ExxonMobil, 
TotalEnergies) have relationships with UK/European suppliers 

• Contractor networks: Access through international contractors (Heerema, 
Boskalis, others) with Brazil presence 

• Prior export success: Some Scottish firms involved in Brazilian offshore projects 

• Market entry routes: Partnership with contractors or Brazilian firms viable entry 
strategy 

Skilled Workforce and Training (7/10): 

• Brazilian offshore talent: Excellent marine engineering and technical capability 

• Standards alignment: IMCA certifications available; international standards 
adopted 

• Language capability: Brazilian workforce with growing English proficiency in 
energy sector 

• Knowledge transfer: Open to partnership and technology transfer models 
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Strategic Recommendation for Brazil: TARGET FOR DEVELOPMENT 

Brazil represents a substantial, well-structured decommissioning market (>$1 billion 
over 10 years) with established operator relationships and clear regulatory framework. 
However, geographic distance, language requirements, and strong local competition 
require sustained market development effort. 

Recommended Actions for NE Scotland SMEs: 

1. Contractor Partnership Strategy (Medium Resource, Medium Commitment) 

o Engage Heerema, Boskalis, and other contractors with Brazil operations 

o Develop technology licensing or service agreements 

o Leverage contractor operator relationships 

2. Petrobras and International Operator Engagement (Medium Resource, Medium 
Commitment) 

o Target Petrobras procurement teams 

o Develop technology proposals addressing Brazilian cost-reduction and 
environmental objectives 

o Pursue framework agreements 

3. Brazilian Market Presence (Medium-High Resource, Medium Commitment) 

o Establish Rio de Janeiro or Santos-based partnership or representative 
office 

o Develop relationships with Brazilian engineering firms and contractors 

o Participate in Brazilian offshore industry conferences and forums 

4. Financing and Risk Management (Low-Medium Resource, Low Commitment) 

o Explore UKEF support for Brazilian projects (mentioned as export 
opportunity) 

o Develop risk mitigation for BRL currency volatility and political/economic 
uncertainty 

o Structure agreements with appropriate financial protections 

Resource Allocation: MEDIUM (Allocate 9-11% of company resources; Rio de Janeiro or 
Santos-based partnership/office required for credible market presence) 
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Timeline to Profitability: 18-24 months to first contract; 36-48 months to sustained 
revenue 

Estimated Market Size for NE Scotland SMEs: $8-14 million USD annually by 2030-
2032 (€7-13 million; technology solutions, engineering services, contractor support) 

 

5. Tier 3 and Below: Remaining Decommissioning Markets (Ranked 
11-20) 
The remaining 10 markets (Tier 3 through Tier 4) represent Medium-Attractiveness/High-
Probability or Medium-Attractiveness/Medium-Probability markets. 

The strategic recommendation for these markets is  

Defend-Against-Competition or Selectively-Develop strategies.  

These markets merit monitoring and opportunistic engagement but do not justify 
significant resource allocation compared to Tier 1 and Tier 2 priorities. 

5.1 Summary of Ranked Markets 11-20 

Tier 3 Markets: Medium Attractiveness / High or Medium Probability of Success 

Rank Country Composite 
Score 

Market 
Size Est. 

2025-2035 

Key Characteristics Strategic Approach 

11 Thailand 68.4 $400-600M 
USD 

Emerging program, 
moderate capacity 

Monitor opportunity; 
selective engagement 

12 Brunei 65.7 $150-250M 
USD 

Proven UK success, 
small market 

Opportunistic 
engagement; 

Heerema partnership 

13 Mexico 64.2 $500-800M 
USD 

Growing program, 
regional hub potential 

Monitor Gulf of 
Mexico regional 

opportunities 

14 South 
Korea 

62.8 $400-600M 
USD 

Advanced technology 
focus, expensive 

market 

Monitor for 
technology innovation 

opportunities 

15 Canada 61.5 $600-900M 
USD 

Substantial market, 
cost-competitive 

challenge 

Monitor 
Arctic/Atlantic 
opportunities 

16 Taiwan 59.3 $200-350M 
USD 

Emerging market, 
limited scale 

Monitor for future 
growth potential 



51 
 

17 Nigeria 57.8 $400-600M 
USD 

High-opportunity, high-
risk market 

Selective 
engagement; risk 

management 
essential 

18 Ghana 55.4 $200-350M 
USD 

Emerging West African 
market 

Monitor for future 
opportunity 

19 Angola 52.1 $200-300M 
USD 

Risk profile limiting, 
small scale 

Minimal engagement 
unless strategic shift 

20 Mexico (alt 
ranking) 

59.1 $500-800M 
USD 

North American 
market alternative 

Monitor USMCA 
opportunities 

5.2 Strategic Recommendations for Tier 3 and Below Markets 

Collective Strategic Approach: 

1. Monitoring and Intelligence Gathering (Low Resource, Ongoing) 

o Track market developments, regulatory changes, and project 
announcements 

o Maintain awareness of contractor activities and supply chain development 

o Identify emerging opportunities and market shifts 

2. Opportunistic Engagement (Low-Medium Resource, Project-Specific) 

o Respond to unsolicited opportunities and requests for proposals 

o Leverage established relationships with international contractors active in 
these markets 

o Pursue technology partnership opportunities with aligned strategic 
interests 

3. Strategic Partnerships (Low-Medium Resource, Partnership-Based) 

o Establish partnerships with contractors or firms active in these markets 
(Heerema, Boskalis, others) 

o Develop technology licensing or service agreements rather than direct 
market entry 

o Participate in joint ventures or consortia addressing specific projects 

4. Long-Term Portfolio Monitoring 

o Reassess market attractiveness and success probability annually as 
markets mature 
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o Identify markets moving from Tier 3 to Tier 2 status (e.g., as regulatory 
frameworks mature and project pipelines clarify) 

o Reallocate resources if market conditions shift significantly 

 

6. Summary: Country Value Matrix Strategic Positioning 

6.1 Strategic Positioning by Market Tier 

Tier 1 (HAHPS) – Build Strategic Relationships: NORWAY, 
NETHERLANDS, DENMARK, BELGIUM, GERMANY 

Strategic Recommendation: Concentrate 60-65% of company sales and marketing 
resources on these five markets. Develop long-term strategic partnerships with major 
operators (Equinor, Shell, TotalEnergies, Ørsted) and decommissioning contractors 
(Heerema, Aker Solutions, AF Decom). Target multiple-year framework agreements and 
preferred supplier positioning. 

Implementation: Senior management engagement; dedicated market development 
resources in key locations (Oslo, Rotterdam, Copenhagen, Brussels, Hamburg); 
technology innovation focus; European regulatory compliance expertise. 

Expected ROI: High probability of sustained, profitable revenue from multiple clients; 
long-term contract pipeline; market leadership positioning. 

Tier 2 (HAMPS) – Target for Development: AUSTRALIA, INDONESIA, 
MALAYSIA, VIETNAM, BRAZIL 

Strategic Recommendation: Allocate 25-30% of company resources to market 
development in these five regions. Focus on building market presence through 
partnerships with international contractors; establishing regional office/partnership 
(Singapore hub recommended for Asia-Pacific); developing operator relationships; 
positioning technology solutions addressing market-specific challenges. 

Implementation: Regional office or partnership strategy (Singapore for Asia-Pacific; 
partnership for Australia; Rio de Janeiro or Santos for Brazil); contractor partnership 
strategy; technology-focused market development; UKEF financing support exploration. 
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Expected ROI: Moderate probability of sustained revenue; higher entry costs and longer 
timelines to profitability; significant growth potential as markets mature. 

Tier 3 and Below (MAHPS, MAMPS, MALPS) – Defend Against 
Competition / Selectively Develop / Defend Minimally 

Strategic Recommendation: Allocate 5-10% of company resources to monitoring, 
opportunistic engagement, and partnership opportunities in these markets. Do not pursue 
direct market entry investment. Focus on technology partnerships with contractors active 
in these markets; participate in joint ventures if aligned with strategic objectives. 

Implementation: Contractor partnership strategy; trade show participation; technology 
licensing opportunities; monitoring and intelligence gathering. 

Expected ROI: Low-to-moderate ROI; opportunistic revenue only; minimal resource 
commitment appropriate given market attractiveness/success probability profile. 

 

7. Competitive Analysis and Market Entry Barriers 

7.1 Competitive Landscape 

Primary Competitors for NE Scotland SMEs in International Decommissioning 
Markets: 

Tier 1 (Direct Competitors in Core Markets): 

1. Major International Contractors: Heerema Marine Contractors, Boskalis, Seaway 
Heavy Lifting, others 

o Competitive advantage: Global presence, major project delivery capacity, 
established operator relationships 

o NE Scotland SME counter-strategy: Specialist capability in specific service 
areas (subsea systems, robotics, digital solutions); cost-competitive 
solutions; niche market focus 

2. Established European Suppliers: Norwegian, Danish, Dutch, German firms with 
deep market presence 

o Competitive advantage: Local market knowledge, established 
relationships, lower logistics costs 
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o NE Scotland SME counter-strategy: Differentiation through technology 
innovation, UK/EU regulatory expertise, English-language capabilities 

3. Emerging Asian Supply Chains: Singapore, Malaysia, China-based suppliers 
gaining capabilities 

o Competitive advantage: Cost advantages, geographic proximity to Asia-
Pacific markets 

o NE Scotland SME counter-strategy: Advanced technology, quality 
assurance, regulatory compliance, specialist expertise 

Tier 2 (Regional Competitors): 

1. Australian suppliers: Local capability development in Australian and Asia-Pacific 
markets 

2. Brazilian suppliers: Local capability focus in Brazil and South America 

3. Southeast Asian emerging suppliers: Growing capabilities in Indonesia, Malaysia, 
Vietnam, Thailand 

7.2 Market Entry Barriers and Mitigation Strategies 

Key Barriers to NE Scotland SME Market Entry: 

Barrier Impact Mitigation Strategy 

Geographic distance 
(Australia, Asia-
Pacific, Brazil) 

High logistics costs, coordination 
challenges, time zone complexity 

Regional office/partnership strategy; 
contractor partnership model; technology-

focused differentiation 

Established 
contractor 
dominance 

Major contractors control market 
relationships and contracts 

Partnership rather than competition strategy; 
specialist capability focus; technology 

licensing model 

Local supply chain 
presence 

Local firms have relationship 
advantage and lower costs 

Emphasize UK/Scottish quality standards, 
regulatory expertise, technology innovation; 

partner with local firms 

Regulatory 
complexity 

Different jurisdictional requirements 
(ANP in Brazil, NOPSEMA in 

Australia, etc.) 

Develop regulatory compliance expertise; 
partner with local consultants; invest in 

standards understanding 

Language barriers 
(Brazil, non-English 

markets) 

Communication challenges, 
business relationship complexity 

English-language positioning in English-
dominant markets; Portuguese language 

capability for Brazil; partnership strategies 

Financing access 
(Asia-Pacific) 

Customers struggle with project 
financing; contractors must provide 

or arrange financing 

UKEF support exploration; structured 
financing solutions; partnership with 

contractors providing financing 
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Currency and 
political risk 

BRL, IDR, and other emerging market 
currencies subject to volatility; 
political/regulatory uncertainty 

Risk management strategies; appropriate 
contract structures; insurance; partnership 

models sharing risk 

Technology transfer 
expectations 

Many markets expect knowledge 
transfer and local capability building 

Embrace partnership and training models; 
frame technology transfer as competitive 
advantage; structured knowledge transfer 

agreements 

 

Competitive Differentiation Strategies for NE Scotland SMEs: 

1. Technology Innovation Leadership: Digital systems, robotics, cost-reduction 
innovations, environmental monitoring—position as technology leader rather than 
low-cost provider 

2. Specialist Capability Focus: Target specific high-value service areas (subsea 
systems, installation logistics, engineering support) rather than attempting full-
scope decommissioning delivery 

3. Regulatory and Quality Expertise: Emphasize UK/IMCA standards, proven safety 
record, quality assurance—position as premium quality provider 

4. Relationship and Partnership Model: Avoid direct competition with major 
contractors; pursue complementary partnership relationships; leverage contractor 
relationships for market access 

5. English-Language and Transatlantic Access: Position Scotland as bridge 
between European expertise and international markets; English-language 
advantage; UK regulatory alignment 

6. Proven North Sea Experience: Leverage 40+ years of Scottish offshore 
engineering experience; demonstrate North Sea decommissioning expertise 
developed in UK/Norwegian markets 

 

8. Implementation Roadmap: 2026-2030 

8.1 Phase 1: Foundation Building (2026-2027) – First Year 

Objective: Establish market entry strategies in Tier 1 markets; launch regional 
partnerships for Tier 2 markets 

Specific Actions: 

Tier 1 Market Entry (Norway, Netherlands, Denmark, Belgium, Germany): 
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• Norway: Establish relationships with Heerema, Aker Solutions, AF Decom; develop 
first contract proposals with Equinor; participate in Norwegian industry forums 

• Netherlands: Engage Nexstep program; develop relationships with Hoondert 
Services; target Energie Beheer Nederland procurement 

• Denmark: Establish MARES partnership; engage Ørsted procurement; develop 
operator relationships 

• Belgium: Identify operator relationships; establish contractor partnerships; monitor 
government decommissioning announcements 

• Germany: Engage Vattenfall, EWE, RWE on Alpha Ventus and decommissioning 
planning; position technology solutions 

Tier 2 Regional Development (Asia-Pacific and Brazil): 

• Establish Singapore-based regional partnership or office (covers Malaysia, 
Indonesia, Vietnam, Thailand, emerging Asia-Pacific markets) 

• Identify partnership candidates in Australia (engineering firms or contractors with 
decommissioning experience) 

• Develop Brazil partnership strategy with Rio de Janeiro or Santos-based 
representation 

• Explore UKEF support mechanisms for Asia-Pacific and Brazil project financing 

Resource Allocation (2026): 

• Tier 1 markets: 60-65% of sales and marketing resources 

• Tier 2 markets: 20-25% of resources (primarily regional partnership development) 

• Tier 3 and monitoring: 5-10% of resources 

Expected Outcomes (End of Year 1): 

• 3-5 first-year contract wins in Tier 1 markets (Norway, Netherlands most likely) 

• Regional partnership/office established for Asia-Pacific markets 

• Brazil partnership identified and initial operator relationships developing 

• Market presence established in Tier 1 markets; visible in industry forums and 
relationships 

8.2 Phase 2: Relationship Deepening and Growth (2027-2029) – Years 2-3 

Objective: Develop sustained revenue streams in Tier 1 markets; establish profitability in 
Tier 2 markets; expand Tier 1 contractor relationships 
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Specific Actions: 

Tier 1 Market Expansion: 

• Develop framework agreements with major operators (Equinor, Shell, Ørsted, 
TotalEnergies) 

• Transition from project-based contracts to sustained preferred supplier 
relationships 

• Expand service offerings based on market feedback and identified capability gaps 

• Establish local partnerships or representatives in key European market locations if 
justified by revenue 

Tier 2 Market Development: 

• Generate first revenue from Asia-Pacific market (Malaysia, Indonesia most likely) 

• Transition Singapore partnership to sustained market presence if revenue 
trajectory supports 

• Establish Brazil market profitability pathway 

• Expand contractor partnerships in Asia-Pacific and Brazil markets 

• UKEF financing support providing competitive advantage in Asia-Pacific 

Tier 3 Markets: 

• Continue monitoring and intelligence gathering 

• Participate in technology partnership opportunities that emerge (particularly South 
Korea, Taiwan innovation focus) 

• Maintain presence in industry forums for lead generation 

Resource Allocation (2027-2029): 

• Tier 1 markets: 50-55% of resources (reduced due to relationship maturity and 
established revenue) 

• Tier 2 markets: 30-35% of resources (increasing as markets mature and revenue 
develops) 

• Tier 3 and monitoring: 10-15% of resources (opportunistic engagement) 

Expected Outcomes (End of Year 3): 

• 15-25% of company revenue from international decommissioning markets (target: 
€20-35 million annual revenue by 2028-2029) 
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• Multiple framework agreements in place with major operators 

• Established revenue streams in Australia, Malaysia, Vietnam, and Brazil 

• Market leadership position in multiple Tier 1 markets; strong regional presence in 
Asia-Pacific 

8.3 Phase 3: Market Consolidation and Portfolio Optimization (2029-2030) 

Objective: Achieve target profitability levels in all active markets; identify emerging 
opportunities; optimize resource allocation based on 2026-2028 performance 

Specific Actions: 

Portfolio Optimization: 

• Reassess Tier 3 markets for potential elevation to Tier 2 status (e.g., if market 
conditions improve) 

• Consolidate Tier 1 and performing Tier 2 markets; exit or minimize investment in 
underperforming markets 

• Develop long-term relationship roadmaps with key operators (5-10 year planning) 

Innovation and Technology Development: 

• Invest in technology solutions addressing identified market challenges 

• Develop next-generation decommissioning capabilities (digital systems, robotics, 
cost-reduction innovations) 

• Position Scotland as technology innovation leader in international 
decommissioning market 

Workforce and Capability Building: 

• Develop international project management and delivery capabilities 

• Build multilingual and regional expertise where justified by revenue 

• Invest in certifications and standards compliance for key international markets 

Strategic Partnerships: 

• Formalize strategic relationships with major contractors and operators 

• Develop joint venture or equity partnerships if strategically justified 

• Establish supply chain leadership position in key market segments 

Resource Allocation (2029-2030): 
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• Portfolio-optimized allocation based on 2026-2028 performance and market 
conditions 

• Likely continuation of 50-55% to Tier 1, 30-35% to Tier 2, with adjustment based 
on performance 

Expected Outcomes (By End of 2030): 

• 25-35% of company revenue from international decommissioning markets (target: 
€35-50 million annual revenue by 2030) 

• Established market leadership in multiple Tier 1 markets (Norway, Netherlands) 

• Profitable operations in multiple Tier 2 markets (Australia, Malaysia, Vietnam, 
Brazil) 

• Technology innovation leadership position 

• Strategic partnerships with major operators and contractors in primary markets 

 

9. Risk Analysis and Mitigation 

9.1 Key Risks and Mitigation Strategies 

Risk Impact Probability Mitigation Strategy 

Tier 1 market 
saturation 

Reduced margins, increased 
competition from major 

contractors 

Medium Focus on specialist capabilities; 
develop niche market 

differentiation; emphasize 
technology innovation 

Geopolitical 
instability (Asia-

Pacific, Brazil) 

Project delays, financing 
disruptions, 

political/regulatory 
uncertainty 

Medium Risk management protocols; 
partnership models sharing risk; 
UKEF support; currency hedging 

Contractor 
consolidation 

Reduced partnership 
opportunities; increased 

contractor in-house capability 

Medium Develop direct operator 
relationships; pursue technology 

partnerships; emphasize specialist 
expertise 

Financing 
challenges in 

emerging markets 

Customer inability to fund 
decommissioning; extended 

payment terms 

Medium UKEF support exploration; 
structured financing solutions; 

contractor partnerships; risk 
management 

Technology 
disruption 

New decommissioning 
technologies render 

traditional services obsolete 

Low-Medium Continuous innovation investment; 
monitor emerging technologies; 

develop new capabilities 
proactively 
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Regional recession 
or commodity price 

decline 

Deferred decommissioning 
programs; reduced operator 

spending 

Medium Long-term government mandates 
provide stability; diversified 

geographic portfolio reduces 
single-market risk 

Currency volatility BRL, IDR, other emerging 
currencies create profit 

margin risk 

Medium Appropriate contract structures; 
currency hedging; risk 

management protocols; 
partnership models 

Regulatory changes 
or delays 

Project delays, cost 
increases, changed 
commercial terms 

Medium Regulatory compliance expertise; 
continuous monitoring; partnership 
with local consultants; relationship 

management 

 

9.2 Strategic Risk Mitigation Approach 

Diversification Strategy: 

• Geographic diversification across Europe, Asia-Pacific, and South America 
reduces single-region dependency 

• Market diversification across Tier 1 (stable, established) and Tier 2 (growth) 
markets provides portfolio balance 

• Technology and service diversification reduces dependency on single capability 

Relationship and Partnership Model: 

• Partnership strategy reduces direct exposure to competitive markets 

• Contractor partnerships share risk and provide established market relationships 

• Operator direct relationships provide revenue visibility and strategic alignment 

Innovation and Capability Development: 

• Continuous technology development maintains competitive differentiation 

• Specialist capability focus reduces competition from major contractors 

• Regulatory and standards expertise creates defensible competitive advantage 

Financial and Risk Management: 

• UKEF support for emerging market financing 

• Currency hedging and risk management protocols 

• Structured contracts with appropriate payment terms and financial protections 
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• Regular portfolio performance review and reallocation optimization

 

10. Conclusion and Strategic Summary 

10.1 Key Findings Summary 

The analysis of 20 international decommissioning markets for North East Scotland energy 
supply chain SMEs reveals substantial, sustained opportunities for profitable 
international growth through 2035. 

Market Attractiveness (40% weighting) shows: 

• Global offshore decommissioning market valued at $5.25 billion in 2021, projected 
to reach $12.97 billion by 2035 (7.1% CAGR) 

• North West Europe dominates (33% of 2021-2030 spend), with Europe's North 
Sea (Norway, Netherlands, Denmark, Belgium, Germany) representing $8-10 
billion of the global opportunity through 2035 

• Asia-Pacific (Indonesia, Malaysia, Vietnam, Thailand, Australia) represents $3-4 
billion of opportunity through 2035 

• South America (Brazil) and other regions represent $1-2 billion of opportunity 

Probability of Success (40% weighting) shows: 

• North East Scotland supply chain has proven competitive advantages in North 
European markets (Norway, Netherlands, Denmark) through 40+ years of North 
Sea experience 

• Geographic proximity, regulatory alignment, language advantages, and 
existing operator relationships provide strong foundation for Tier 1 market 
penetration 

• Strategic partnership and technology differentiation enable successful 
competition in Tier 2 markets (Asia-Pacific, Brazil) where direct cost competition is 
more challenging 

Recommended Strategic Positioning: 

1. Tier 1 (HAHPS): Norway, Netherlands, Denmark, Belgium, Germany – 60-65% of 
resources; strategic relationship focus; expect €50-80 million annual revenue by 
2030 
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2. Tier 2 (HAMPS): Australia, Indonesia, Malaysia, Vietnam, Brazil – 25-30% of 
resources; market development focus; expect €15-30 million annual revenue by 
2030 

3. Tier 3 and Below: Opportunistic engagement only; 5-10% of resources; monitoring 
and partnership opportunities 

Total Estimated International Decommissioning Revenue Opportunity for NE Scotland 
SMEs by 2030: €65-110 million annually across all markets 

10.2 Next Steps for North East Scotland SMEs 

1. Immediate Actions (Next 3 Months): 

o Conduct detailed competitive analysis of target Tier 1 markets (Norway, 
Netherlands, Denmark) 

o Identify specific products/services with competitive advantage in 
international markets 

o Establish initial relationships with major operators and contractors in 
priority markets 

o Develop market entry proposals for first Tier 1 market (Norway 
recommended) 

2. Short-Term Planning (6-12 Months): 

o Launch pilot market entry in Tier 1 market with first contract objective 

o Develop regional partnership/office strategy for Tier 2 markets (Singapore 
hub identified as optimal) 

o Establish regulatory compliance and standards expertise for target markets 

o Build international project management and delivery capabilities 

3. Medium-Term Development (12-36 Months): 

o Develop sustained revenue streams in multiple Tier 1 markets (framework 
agreements with operators) 

o Establish profitability in first Tier 2 markets (Malaysia, Indonesia, Vietnam) 

o Build market leadership and brand recognition in key European markets 

o Expand technology innovation and differentiation capabilities 

4. Long-Term Strategic Positioning (3-5 Years): 

o Achieve 25-35% of company revenue from international decommissioning 
markets 
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o Establish strategic partnerships with major operators and contractors 

o Develop market leadership position in specialist service areas 

o Build platform for sustained profitable growth through 2040+ 
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