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for over 25 years, SNC‑Lavalin has provided BC 
Hydro with improvement projects, dam safety 
studies, environmental assessments and more. 

What began as a small smelter expansion project  
in 2004 for Dubai Aluminum (Dubal) has blossomed 
into a ten‑year model partnership with Emirates 
Aluminum (EmAL).

SNC‑Lavalin has contributed to over 10 aluminum 
smelter projects that have shaped Rio Tinto’s leadership 
position in the market. 
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President’s Message

Client satisfaction:  
The driving force behind everything we do
This issue of Spectrum provides me with an opportunity 
to talk about outstanding client relationships—a 
passion of mine and an essential part of our strategy 
to grow and build a bright and profitable future for 
SNC‑Lavalin.

W e often say that our success as a global engineering and construction 
company is rooted in our ability to meet and exceed our clients’ 
expectations. This is certainly true, but at SNC-Lavalin we seek to 

apply this beyond the scope of our current projects and prospects: our goal is 
to sustain outstanding client relationships over many decades and multiple 
projects.

Strong client relationships are built on a foundation of trust, and trust is earned 
over time by repeatedly going the extra mile on every project, regardless of 
size, complexity or location. We must also listen to our clients and understand 
their individual cultures, strategies, business needs and market contexts.

The more familiar we are with our clients, the better we will be at applying our 
complete end-to-end expertise to support their needs. We are fortunate to be 
one of relatively few one-stop-shop solutions providers. We can finance, design, 
build, operate and maintain major projects as well as, or better than, any firm 
out there. The key is to understand how to best apply that amazing range of 
expertise to meet our clients’ needs. Then we have to consistently deliver their 
projects on time, within budget, safely, ethically and sustainably.

Forming outstanding client relationships is one of the strengths of the emplo-
yees of Kentz Corporation, who we have just welcomed into the SNC-Lavalin 
Group. Kentz has achieved exceptional results in the oil and gas sector by 
consistently meeting client expectations and building relationships of trust 
with them.

We are now embarking on an amazing journey together. We will learn from 
each other, and work to ensure our clients realize their goals by building world-
class projects that improve people’s lives in a meaningful way. We will do this 
by ensuring our clients’ success is always our greatest source of pride and the 
driving force behind everything we do.

RobeRt G. CaRd 
President and Chief Executive Officer

“We will ensure our 
clients’ success is 
always our greatest 
source of pride and the 
driving force behind 
everything we do.”
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INTErvIEW WITh
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PrESidENT, rESourCES, ENviroNmENT & WaTEr, SNC-LavaLiN

100 Percent Client-Focused,  
100 Percent of the Time 
Neil Bruce has been especially busy over 
the past six months. On top of running  
the company’s 7,650‑strong Resources, 
Environment and Water (REW) group,  
he has been working tirelessly with his 
team to tie up a blockbuster deal to acquire 
Kentz Corporation, a global services firm  
with 15,500 employees in 36 countries  
who provide engineering, construction  
and technical support to a range of oil and 
gas clients.

T he acquisition accelerated SNC-Lavalin’s ongoing trans-
formation into a global Tier-1 engineering and construction 
(E&C) company. With the completion of the deal, 

SNC-Lavalin has about 45,000 employees, annual revenues of 
over $10 billion,* a backlog of more than C$13 billion,* and a 
leading position in oil and gas services. The combined company 
also has a broad geographical coverage, with a strong presence 
in dynamic growth markets such as North america, the middle 
East, Latin america and asia Pacific, particularly in australia. 

Spectrum sat down with Neil on the morning of the big announ-
cement to talk strategy and find out why this  acquisition makes 
so much business sense. Neil says there are many areas where 
our businesses are complementary, but one of the things that 
first attracted SNC-Lavalin to Kentz is the company’s client-
focused culture. it is a culture that he and other senior executives 
are working hard to strengthen at SNC-Lavalin. as he says, sta-
ying client-focused is the only real winning formula in the 
E&C business.

Spectrum (S): SNC-lavalin has always valued its 
clients, but greater emphasis is now being put on 
client satisfaction and client relationships. Is the 
client the most important piece of the strategic 
puzzle for you?

Neil Bruce (NB): i’ve been in the E&C sector for over 30 years. 
during that time i’ve seen organizations complicate their business 
model by getting dragged into overly detailed discussions about 
strategy and tactics. ultimately, it’s simple. To create a profitable 
and growing business for your shareholders, you need talented 
people who can deliver for your clients. 

S: how do you build strong client relationships?

NB: You have to build more than world-class projects. You have 
to create great client relationships that are rooted in trust, and 
you can’t build that trust on day one. You build it over the long-
term as clients gain confidence in your capacity and commitment 
to deliver every time, no matter what happens on projects. You 
have to demonstrate that you genuinely care about what matters 
to them, deeply understand their business, and will do whatever 
it takes to get the job done on schedule, on budget, safely and 
ethically—exactly the way they want it done. When you’ve gained 
their trust in your ability to do that, you’ll be in an excellent posi-

* Pro-forma 2013 figures

04
Spectrum Edition No. 2 | 2014



Feature Interview

tion to win repeat business. You’ll also create new international 
opportunities for your company since clients tend to take their 
best E&C contractors with them to new geographies.

S: So clients also want to build strong relationships 
with their contractors?

NB: absolutely; this is a two-way street. Clients only want to work 
with companies that will deliver on their investments in a timely 
and cost-effective manner. it’s also less complicated and expensive 
for clients to sole-source a contract to a trusted supplier. That’s 
why we’re seeing a greater number of long-term, multi-project 
service agreements in the industry.    

KENTz COrPOrATION:

15,500 
EMPlOyEES

36  
COUNTrIES
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“you have to demonstrate  
that you genuinely care about 
what matters to them, deeply 
understand their business,  
and will do what it takes to  
get the job done on schedule, 
on budget, safely and 
ethically−exactly the way  
they want it done.”

Neil bRuCe
President, Resources, Environment & Water



Feature Interview
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S: SNC-lavalin recently announced that it had 
acquired Kentz. how will the acquisition enhance 
SNC-lavalin’s ability to deliver to clients?

NB: Let me start by saying there were several things that 
attracted us to Kentz initially, one of which was the company’s 
reputation for being very client-focused. Kentz won 80 percent 
of its contracts from existing clients in 2013, which is the best 
barometer for client satisfaction that exists. We were also very 
attracted to the powerful synergies we saw between our two oil 
and gas teams. We knew we would collectively be able to deliver 
a greater variety of high-value services to our clients than either 
of us could alone. 

S: What specifically are the synergies?

NB: in our industry we talk about the “value chain,” which is really 
just a term for the services that engineering firms provide 
throughout the life of a project—from the first studies to engineer-
ing, construction, commissioning and the maintenance of a facility 
once it’s completed. We currently have strong front-end design 
and engineering expertise for oil and gas projects, and Kentz will 
bring us additional engineering, construction management, com-
missioning and operations components. Together we’ll cover the 
complete value chain and have an enhanced ability to deliver 
projects that meet client expectations, regardless of size or 
complexity.

“A highly complementary  
global footprint.”

Neil bRuCe
President, Resources, Environment & Water

 SNC‑Lavalin operating offices
 Kentz operating offices

The acquisition of Kentz on August 22 was a key milestone  
in SNC‑Lavalin’s growth strategy.

Kentz operating offices exclude valerus. Source: SNC‑Lavalin, Kentz
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We also liked the complementary industry expertise of our two 
oil and gas groups. We’ve built up very strong steam-assisted 
gravity drainage (SaGd), froth treatment, offshore jacket and 
pipeline expertise. Kentz will add strong liquefied natural gas 
(LNG) and new unconventional oil and gas capabilities—particu-
larly in shale gas thanks to the firm’s recent acquisition of valerus 
Field Solutions in the uS. These are all excellent, high-growth 
niche markets where we will have the Tier-1 capabilities clients 
are looking for.

another big motivator for this deal on both sides was the highly 
complementary geographical footprints of our two companies. 
Kentz brings an established presence in the middle East and asia-
Pacific (particularly australia) to our existing strong footprints in 
North america (particularly Canada) and Latin america. our 
major oil and gas clients are looking to develop projects in these 
regions, and our expanded global coverage will allow us to provide 
them with international calibre expertise delivered locally by 
experts who live and breathe those markets.

S: So, to sum up, the message with Kentz, and  
other recent developments at SNC-lavalin, is that 
our strategy is guided by our desire to be the best 
possible partner for clients.

NB: i think that’s a good way of looking at it, but i’d add that all 
of our stakeholders benefit from a client-focused strategy. 
Employees benefit from improved future career opportunities, 
the communities our clients serve benefit because we are helping 
clients deliver on their commitment to them, and, as i mentioned 
earlier, our investors will be thrilled because strong client rela-
tionships are the key to delivering competitive growth. 
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A Model Partnership  
in the Middle East
SNC‑Lavalin’s partnership with Emirates Aluminum (EmAL) on its  
state‑of‑the‑art aluminum smelter complex in Abu Dhabi has been 
nothing short of a home run. The company’s ability to deliver projects 
ahead of schedule and under budget, coupled with an impeccable  
health and safety record, are just some of the reasons the partnership 
has been such a success. 

Both phases of the EmAL project achieved first hot metal three to four 
months ahead of schedule—a tremendous accomplishment for a project  
of this magnitude. 

Early on, SNC‑Lavalin also established a strong health and safety 
culture for the project and the results have so far been impressive. 
EmAL I achieved a lost time injury frequency rate of 0.02 with more 
than 90 million person‑hours spent on the project, and EmAL II 
achieved 45 million person‑hours without a lost‑time incident. 
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from Dubal to EmAL

T he middle East is the world’s largest producer of natural 
gas, and because aluminum smelters tend to be built 
where energy is cheapest, it was becoming the new 

go-to-region for aluminum production by the early 2000s. 
Wanting to tap into this market, SNC-Lavalin devised an expan-
sion scenario for dubai aluminum’s (dubal) Jebel ali smelter in 
2003. The plan consisted of a five-stage program that would 
boost the smelter’s production by 265,000 tonnes per year to 
950,000 tonnes, making it the largest smelter in the world. 

in 2004, SNC-Lavalin presented the expansion program directly 
to dubal’s board. The pitch focused on Potline 7a and how the 
company could upgrade it by 74,000 tonnes per year within only 
18 months. SNC-Lavalin completed the expansion of Potline 7a 
in may 2005, five months ahead of schedule and under budget. 
dubal then awarded the project team expansions of the 7b and 
9b potlines, which led to the expansions of potlines 5b and 6b. 
The 40-pot expansion of 6b had been a special project for dubal. 
it was intended to be a showcase for its latest aluminum reduc-
tion technology, called dX. 

in 2007, dubal and mubadala development Company, a state-
owned enterprise of the abu dhabi government, formed a joint 
venture called EmaL to build the world’s largest single-site alu-
minum smelter in abu dhabi using dubal’s new dX technology. 
SNC-Lavalin, which had helped dubal develop dX, was awarded 
EmaL i, the first phase of the project, in may 2007. EmaL i saw 
SNC-Lavalin provide complete engineering, procurement and 
construction management (EPCm) services for a 750,000-tonne-
per-year mega-smelter. Such an enormous aluminum smelter 
naturally required a large amount of power. in this case, it was 
provided by a 2,000-megawatt thermal plant, which SNC-Lavalin 
also designed and built. 

“What began as a small smelter expansion project in 2004 for 
dubai aluminum has blossomed into a 10-year model partnership 
with EmaL. and the result: one of the biggest and most advanced 
aluminum smelter complexes in the world,” explained marc 
o’Connor, vice-President, Project management, North america, 
mining & metallurgy.

SNC-Lavalin is currently providing EPCm services for the second 
phase of the project, EmaL ii, which includes another power plant 
with a capacity of 1,000 mW and a 1.7-kilometre-long potline, 
the longest ever built. EmaL ii will add an additional 
525,000 tonnes of production capacity to the project, for a total 
of 1.3 million tonnes.    

“What began as a small smelter 
expansion project in 2004 for 
Dubai Aluminum (Dubal) has 
blossomed into a ten-year 
model partnership with EMAl. 
And the result: one of the 
biggest and most advanced 
aluminum smelter complexes 
in the world.”

MaRC o’CoNNoR
Vice-President, Project Management, North America,  
Mining & Metallurgy

DID yOU KNOW?
eMal i achieved a lost time 
injury frequency rate of 0.02 
with more than 90 million 
person-hours spent on the 
project, and eMal ii achieved  
45 million person-hours 
without a lost-time incident.



A TOTAl OF

902 animals
WErE rESCUED FrOM  

ThE SITE. 
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Protecting life in the desert  
Building the world’s largest aluminum smelter has the potential 
to disturb the surrounding environment if precautions are not 
taken. in 2007, SNC-Lavalin conducted an environmental impact 
assessment for EmaL to determine the necessary measures to 
protect the surrounding wildlife. The study determined that certain 
animals would need to be relocated prior to the groundbreaking. 
overseen by SNC-Lavalin, the relocation began on october 30, 
2007, and finished three weeks later, just as construction activity 
on the site was about to start. The animals were transported to 
their new home in specialized travel containers and baskets to 
minimize the stress of containment. a total of 902 animals, includ-
ing quite a few wonder geckos, were rescued from the site. 

A partnership based  
on trust and understanding
SNC-Lavalin’s success in the middle East is, in part, due to its 
ability to earn dubal’s trust early on. in 2004, SNC-Lavalin had 
just successfully completed a 75,000-tonne-per-year capacity 
increase of Pechiney’s smelter in the Netherlands, and 
SNC-Lavalin offered to put Pechiney smelter’s Construction 
manager, marc o’Connor, on dubal’s smelter expansion project. 

“The whole thing is based on trust and believing in what we do,” 
explained marc. “once you shake hands and earn their trust it’s 
an amazing commitment, and we must continually work hard to 
honour it.”

understanding a partner’s culture can be just as important as 
providing them with Tier-1 engineering and construction services. 
With a much older, tradesmen tradition, EmaL’s approach to 
resolving project-related issues is based more on consensus and 
trust than contracts and legal means. 

“EmaL prefers to resolve issues as they come along, so they 
appreciate our flexibility and understanding of how they conduct 
business,” added marc. “Sometimes, this type of approach can be 
more time consuming, but our internal culture is flexible and we 
are able to adapt to changes.”
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“Environmental protection is an important aspect of our We Care 
values, so we need to ‘walk the walk’ and make sure we take the 
proper precautions to protect the environments we operate in,” 
explained Brian murphy, Project director, EmaL ii. “We work hard 
to deliver engineering and construction excellence, but it doesn’t 
stop there. as a leading engineering and construction firm, we 
have a responsibility to establish best practices and this project 
is a fine example of that.” 

Understanding a partner’s 
culture can be just as 
important as providing them 
with Tier-1 engineering 
and construction services. 



12
Spectrum Edition No. 2 | 2014
resources, Environment & Water

Building a Talent Pool
SNC‑Lavalin’s relationship with Saudi Aramco began in 1993, but it was in 2011 that the 
company, in joint venture with zuhair fayez Partnership, was selected by the oil giant for  
its general Engineering Services (gES+) program. Together, SNC‑Lavalin fayez Engineering 
(SLfE) and Saudi Aramco would embark on a mission to improve the quality of life in the oil‑
rich country. With a high unemployment rate in Saudi Arabia and 70 percent of its population 
under the age of 30, the goal of gES+ is to contribute to improving the socio‑economic 
situation of the country by training and hiring Saudi nationals for Saudi Aramco oil and gas 
projects. SLfE is currently engaged in more than 120 projects, with a staff count that has 
gone from 350 to 850 people since its inception in 2011. Among them, SLfE employs more 
than 250 Saudi nationals for positions in project management and support, engineering and 
administration.

The early years

S NC-Lavalin’s relationship with Saudi aramco commenced 
in 1993 when the oil giant awarded the company the 
Qassim pipeline project. From there, the relationship 

prospered into multiple control-system modernization mandates, 
and by 2002 the company was considered a “control systems 
modernization expert” by Saudi aramco.  

SNC-Lavalin’s relationship with Saudi aramco continued to grow 
when the company was awarded one of only two five-year con-
tracts for Saudi aramco’s in-Kingdom Project management 
Services (iKPmS) program in december 2005. Later that month, 
SNC-Lavalin was awarded the front-end engineering design 
(FEEd) assignments for the massive Khurais water injection and 
Shaybah GoSP projects. The EPC mandates for both projects were 
subsequently won in 2006 on a lump-sum turnkey basis.

from IKPmS to gES+
The 2011 creation of SLFE opened doors in the region, creating 
exciting opportunities.

“Zuhair Fayez Partnership is a well-respected engineering company 
in Saudi arabia with more than 37 years of experience,” said alan 
mcLean, Senior vice-President, oil & Gas.” Their professional expe-
rience in the local, regional and international markets helps SLFE 
win projects in the region.”   

Saudi aramco selected SLFE, one of five international firms, for its 
GES+ program to train and employ Saudi nationals for local execu-
tion of their oil and gas projects. The goal of GES+ is to pair local 
engineering consultants with the key personnel, systems, proce-
dures and worldwide best practices of top international companies 
to foster local capabilities. The majority of the engineering services 
will be performed in Saudi arabia, which will enhance the develop-
ment of training and domestic employment opportunities.

From its office in al Khobar, SLFE now provides FEEd, detailed 
engineering and project management services to support the 
execution of Saudi aramco’s capital program. SLFE’s fields of 
expertise include everything from upstream onshore/offshore oil 
and gas production, processing, refining facilities and pipelines, to 
buildings and infrastructure projects. 

PrOjECT UPDATE
SlFe is currently providing engineering 
services for the onshore Maintain Potential 
Program, which involves tying in wells and 
developing infrastructure essential for 
maintaining the production levels of key 
Saudi aramco oil and gas facilities. the 
scope of the project includes connecting 
gas, oil and water wells, monitoring- and 
test-well systems, pipelines to transport 
crude oil and gas to processing facilities 
and drilling support structures.  
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Expanding the skill set 
in addition to technical training, SLFE offers leadership and lan-
guage courses to Saudi nationals to ensure that they acquire the 
necessary skills to succeed on the job and in the future.  

“our training programs expand the skill set of our Saudi employ-
ees,” explained alan. “We have a significant role in terms of devel-
oping the talent pool in Saudi arabia, and we’re stepping up to 
the plate and doing our part. individual development is the core 
of GES+, so we’re developing Saudis while we compete for 
business.”

in the spirit of GES+, SLFE recognized an underutilized talent pool 
of highly educated Saudi women. The company decided to train 
and employ women to contribute to necessary architectural work 
within the Saudi aramco capital program. Some of these women 
have degrees in interior design and are applying their educational 
background for the first time. in addition to being trained in com-
puter aided design and drafting (Cadd), the women are being 
exposed to a corporate work environment. it is a first job for many 
of them, and the skills they are gaining will be transferable to 
future opportunities. 

SNC-Lavalin’s partnership with Saudi aramco has been a win-win 
situation for both parties. Bringing SNC-Lavalin’s senior manage-
ment, experts, systems, procedures and worldwide best practices 
to SLFE has allowed the company to carry out large-scale, 
sophisticated front-end engineering projects for Saudi aramco 
while training Saudi nationals. and that really is the goal of GES+, 
to build Saudi arabia’s talent pool by providing technical training 
and jobs to locals. 

DID yOU KNOW?
to date, SlFe has executed 
over 1 million person-hours 
without a single lost-time 
incident and has received 
iSo 9001 certification.

“We have a significant role in 
terms of developing the talent 
pool in Saudi Arabia, and we’re 
stepping up to the plate and 
doing our part.”

alaN MCleaN
Senior Vice-President, Oil & Gas
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Supporting  
Canada’s Military 
SNC‑Lavalin projects, be it a new highway, 
hospital or light rail transit system, aim to 
make a positive impact on the communities 
in which we operate. That being said, the 
work the company is doing for the Canadian 
military under the Canadian forces 
Contractor Augmentation Program 
(CANCAP) brings the words “positive 
impact” to a whole new level. The company 
recently completed a first 10‑year CANCAP 
contract that involved providing logistical 
support to the Canadian military for its 
peacekeeping operations in Bosnia, Kabul 
and Kandahar. In 2013, SNC‑Lavalin won  
a further 10‑year contract.

Spectrum recently sat down with Donald 
Chynoweth, Senior vice‑President, 
Operations & maintenance, to talk about 
SNC‑Lavalin’s partnership with Canada’s 
Department of National Defence (DND), 
what it entails and why it has been such  
a success.
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“We are able to deliver Tier-1 
support services in very 
challenging regions of the 
world. This was the case in 
Afghanistan where we were 
asked to construct and support 
Camp julien, Canada’s largest 
expeditionary base since  
World War II.”

doNald ChyNoweth
Senior Vice-President, Operations & Maintenance



Spectrum (S): What does the CANCAP contract 
cover?

Donald Chynoweth (DC): Like the previous agreement, 
which was awarded to the company in 2002, the new 
CaNCaP contract includes a first five-year term, with two 
possible two-year extensions and one possible one-year 
extension for a maximum of 10 years. The contract covers 
a number of areas related to military logistics, including 
administration and management, material management and 
distribution, communications, equipment maintenance, 
health services, food services, transportation, accommoda-
tions management and support, construction engineering, 
power supply and distribution, water supply and distribution, 
facilities operation and management, roads and grounds 
services, mortuary services, security services and emer-
gency services.

S: Why do you think the relationship has been such 
a success?

DC: First and foremost, i would say our engineering, logistics and 
procurement expertise has a lot to do with it. We are able to 
deliver Tier-1 support services in very challenging regions of the 
world. This was the case in afghanistan, where we were asked 
to construct and support Camp Julien, Canada’s largest expedi-
tionary base since World War ii.

Secondly, we understand how the Canadian military functions, 
what their requirements are and how to fulfil those requirements. 
also, our personnel screening process is very rigorous, and we 
train our employees to work in difficult environments. We create 
a very dynamic and flexible workforce that can provide support 
services to the Canadian military so they can focus on their job.

S: how are employees prepared for the deployment?

DC: From a health and safety perspective, mental preparation is 
key, so our employees have to go through a training program to 
ensure they are mentally ready for the different scenarios and 
situations. our employees work in a conflict zone and need to be 
aware that there are circumstances that are beyond their control. 
They are working in remote, challenging environments, which 
may be difficult for some to deal with. They are usually living in 
a tent with six to eight other people for months on end, unable 
to leave the site or region. They need to be mentally prepared for 
that. The program stresses the importance of teamwork because 
it can be a lonely experience for some: it’s a matter of having that 
ability to be part of a team and participate in events outside of 
working hours. 

S: Besides working in a conflict zone, what is 
different about working with DND in comparison  
to working with a private-sector client? 

DC: The main difference is the immediate time frame for projects. 
once dNd informs us of the country and required services, we 
have between 30 and 90 days to get our team security cleared, 
trained and overseas. 

The military also has unique requirements. as i mentioned earlier, 
it’s the security clearance and health and safety side of it that 
can be demanding. Not to mention that we are expected to com-
plete activities quickly in high-stress environments. 

The contractual and government procurement process is also 
different than in the private sector. We really have two clients. We 
have the contracting authority called Public Works and 
Government Services Canada (PWGSC) that is responsible for the 
procurement of services and goods for the Government of Canada. 
and so they are the ones who are actually hiring us and preparing 
our contracts. Yet the “on-the-ground” client is the department 
of National defence. 

S: Is there a sense of pride among employees?

DC: definitely. our employees feel a real sense of honour working 
with the Canadian military. We did not anticipate how many 
employees would express interest in helping the Canadian mili-
tary provide support to afghanistan. it is incredible to see 
Canadian employees who have perhaps never been overseas nor 
had any involvement with the Canadian military become “one as 
a unit.” We are able to fully support the Canadian Government 
and the Canadian Forces by bringing global private-sector capa-
bilities. our employees are proud to be part of a team that will 
help the Canadian military bring stability to struggling regions 
where it operates. 

last year, CANCAP renewed 
its contract with SNC-lavalin 
with possible extensions that 
would see the partnership 
continue into 2023.
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maintaining facilities

T o stay competitive, oil and gas facilities need to be 
upgraded and maintained on a regular basis—this is the 
essence of sustaining capital. The drivers of sustaining 

capital include life extensions, end of life replacements, system 
reinforcements, risk mitigation, regulatory compliance, environ-
mental and safety compliance and improvements to ensure that 
our partners’ assets retain their existing value in terms of produc-
tion output.

SNC-Lavalin has provided sustaining capital services to 
Exxonmobil’s refinery in Baytown since the 1960s. The company 
currently has about 350 employees working at the Baytown site, 
providing front-end engineering and design, detailed engineering, 
procurement, construction management and technical support 
services. The refinery has a crude capacity of 573,000 barrels 
per day, making it the largest refinery in the united States. 

“our team is directly integrated into the Exxonmobil building here 
at the refinery, and they have a base of engineers who we work 
with on a day-to-day basis,” said Stephen Long, manager, 
mechanical Engineering, Workshare india-Baytown, oil & Gas, 
Baytown. “There is a level of trust and experience that goes both 
ways, and we learn from each other. We are very involved in 
providing engineering and design support to the client’s engineers. 
it is a true partnership.”

SNC-Lavalin’s partnership with Exxonmobil extends to imperial 
oil’s refinery in Sarnia, ontario—of which Exxonmobil owns a 
69 percent stake. Since 1996, the company has provided third-
party engineering services to the ontario-based refinery. From 
small maintenance repairs to significant revamps, the company 
has executed projects in all major areas of the refinery. The size 
and the complexity of the projects have varied from small assign-
ments to projects worth up to $60 million. The refinery has a 
production capacity of 120,000 barrels of crude oil per day, and 
is the most integrated fuels, chemicals manufacturing and petro-
leum research facility in Canada. 

Sustaining Partnerships

PrOjECT UPDATE
SNC-lavalin is currently working on a btRF 
heat exchanger cleaning slab project with  
all design work being done by the Mumbai 
office. the project will require roughly  
2,500-3,000 person-hours to complete.

Combined, SNC‑Lavalin has provided 
sustaining capital services to Exxonmobil’s 
refinery in Baytown, Texas, and Imperial 
Oil’s refinery in Sarnia, Ontario, for nearly 
70 years. fully embedded on‑site, 
SNC‑Lavalin employees have integrated 
company systems and methods into both 
refineries without skipping a beat—a major 
reason the company has sustained the 
partnerships for so long. SNC‑Lavalin’s 
partners appreciate its flexibility and 
capacity to provide customized services  
and adapt to the challenges of working  
in an existing space, such as the need to 
prevent the disruption of ongoing operations 
and protect the health and safety of on‑site 
personnel.

This past year, Exxonmobil nominated 
SNC‑Lavalin for the 27th Houston Business 
Roundtable’s Safety Award and the 
company won silver. The contract with 
Imperial Oil has provided SNC‑Lavalin with 
approximately 1.2 million hours of work and 
to date zero lost‑time incidents have 
occurred. Thinking of new and innovative 
ways to improve health and safety practices 
and the efficiency of projects has, ultimately, 
been the secret ingredient to the success 
of both partnerships and will continue to be 
a focus for the company moving forward.  



“Engineering costs have doubled 
in the last two decades, so in 
today’s market you have to be 
cost competitive.”

teRRaNCe N. iveRS
Executive Vice-President, Oil & Gas
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How sharing adds value
in 2011, SNC-Lavalin introduced Workshare to Exxonmobil’s 
Baytown refinery. The program targets sending up to 30 percent 
of the engineering person-hours on approved projects to the com-
pany’s mumbai office. This offers significant savings to the client.

“Engineering costs have doubled in the last two decades, so in 
today’s market you have to be cost competitive,” explains 
Terrance N. ivers, Executive vice-President, oil & Gas. “The pro-
gram also allows us to meet tight deadlines because we’re oper-
ating on a 24-hour system. By providing the mumbai office with 
the same systems and software as Baytown, we are able to 
provide Tier-1 sustaining capital services to Exxonmobil at com-
petitive rates.” 

SNC-Lavalin is currently working on the Heat Exchanger Cleaning 
Slab project with all design work being done by the mumbai 
office. The project will require roughly 2,500-3,000 person-hours 
to complete. Baytown will only be doing a cursurory review before 
issuing for construction.

This past may, department heads from the Baytown office pre-
sented employees at the mumbai office with certificates of appre-
ciation, thanking them for their years of service and quality work 
since the program was created in 2011. 

“as the Workshare manager, it was rewarding to recognize the 
mumbai office for their engineering excellence,” explained 
Stephen. “We have worked closely with the mumbai team since 
2011 and the quality of their work gives us a true advantage over 
our competitors.”

measuring performance 
in 2013, SNC-Lavalin introduced its Benchmarking Program to 
imperial oil’s Sarnia refinery. The program tracks the company’s 
performance, which allows it to communicate to the client what 
it does well and where it can improve to add more value. The 
company benchmarks its sustaining capital projects to provide 
the client with clear performance accountability and facilitate 
continuous improvement, which improves their bottom line. 

“The program allows us to compare our performance to a fixed 
industry standard to better understand our strengths and weak-
nesses,” said Stephen. “our estimates are based on established 
engineering norms, and at the moment we are tracking at about 
1.1 of industry standard, which is quite good.” 

operation flexibility and developing new systems and processes 
to improve the client’s bottom line have been the company’s 
ticket to success with the two oil conglomerates. SNC-Lavalin’s 
strong partnerships with Exxonmobil and imperial oil are signifi-
cant because they represent what the company is all about: going 
above and beyond for its clients and working closely with them 
to ensure projects are executed on time, within budget and with 
a first-in-class health and safety record. 
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A Powerful Connection 
SNC‑Lavalin’s relationship with manitoba Hydro dates back to the early 1970s when it 
provided the design for a high‑voltage DC transmission line. from the Nelson River  
to Winnipeg, the transmission line was the largest of its kind in the world at the time. 
forty years and over 525 projects later, the partnership continues to prosper. This past 
July, manitoba Hydro awarded SNC‑Lavalin a contract to design and build the 
Keewatinoow 230‑kv AC switchyard located 775 kilometres northeast of Winnipeg. 
Keewatinoow will transfer power from the Nelson River’s northern generating stations to 
manitoba Hydro’s customers in the south via the future 1,400‑kilometre Bipole III HDvC 
transmission line. It is the largest fixed‑price EPC contract ever issued by manitoba Hydro. 

Spectrum sat down with Robert Cuthbertson‑Black, vice‑President, Operations, manitoba, 
Transmission & Distribution, Power, to discuss the contract, his role and how it will impact 
the community.

Spectrum (S): This edition of Spectrum is about client 
relationships. Can you talk a bit about our 
relationship with Manitoba hydro?  

robert Cuthbertson-Black (rCB): There is a long history 
between manitoba Hydro and SNC-Lavalin. The first project, the 
first high-voltage dC transmission line, dates back to the early 
1970s. There has been a number of projects that SNC-Lavalin 
has worked on with manitoba Hydro over the years, but the rela-
tionship has really developed over the last 10 years. manitoba 
Hydro has always put an emphasis on a local presence, and since 
we opened our office here in manitoba, approximately 12 years 
ago, the work with manitoba Hydro has been steadily increasing. 
on record, we have about 525 projects that we’ve done for 
manitoba Hydro at various scales. various SNC-Lavalin offices 
have led the work with the bulk of small projects being under-
taken by our Winnipeg office. This recent award is our greatest 
accomplishment.

SNC-lAvAlIN
hAS ExECUTED OvEr 

525 projects
FOr MANITOBA hyDrO  

SINCE ThE EArly 1970S. 
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“The communities will 
benefit from Manitoba  
hydro projects through 
direct employment and  
other secondary benefits.”

RobeRt CuthbeRtSoN-blaCk
Vice-President, Operations, Manitoba,  
Transmission & Distribution, Power



S: Why do you think SNC-lavalin was awarded the 
contract?

rCB: We put a lot of effort into explaining how the work would 
be performed, ensuring that we understood the complexities and 
the issues of working in a remote location with certain labour 
constraints. We presented our plans clearly, everything from our 
labour strategy to our work schedule and execution plans. That 
aspect of our proposal was extremely well done and they were 
very happy with it. 

another key element was that we involved our project team in 
the process at an early stage. our project team was involved in 
the proposal development and in the pre-award interviews and 
that was an important part of the evaluation for manitoba Hydro. 
They could see that there was participation from the project team 
in the proposal and that they understood what the project was 
about at a pre-award stage. 

our reputation for quality work and accountability was also an 
important underlying element. manitoba Hydro was familiar with 
many of the project team members, engineering staff and our 
skill sets.

S: What was your role in the current contract win?

rCB: i acted as a client liaison and participated in the meetings 
and interviews. i provided the Toronto-based proposal team, led 
by Craig Prewett, regional manager, ontario, with feedback and 
input on our relationship with manitoba Hydro and the information 
that SNC-Lavalin should be focusing on its proposal.

S: how will the project benefit the local community?

rCB: in the 1960s, manitoba Hydro, their contractors and trade 
unions established a project labour agreement called the 
Burntwood-Nelson agreement. it sets forth an understanding 
that the communities will benefit from manitoba Hydro projects 
through direct employment and other secondary benefits, and 
provides a structure for hiring and training First Nations and 
northern residents. The local communities are very familiar with 
it, and it provides a complete framework that contractors need 
to work within when they work for manitoba Hydro projects in 
the north. it’s important for contractors to understand the mecha-
nisms and processes that are built into the agreement, so we 
made a solid effort to understand the agreement and work with 
it on our proposal. 
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SNC-lavalin field biology crew 
conducting terrestrial and 
aquatic biological surveys along 
an existing transmission line  
in riding Mountain National 
Park in Manitoba, Canada.
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