Dave P Cooper
designer/ illustrator

An experienced and proven graphic designer and
illustrator having worked with a range of clients across
various industries. Skilled in print and digital design,
technical and editorial illustration and photo retouch.
Adept at managing the creative process with related
contributors, | have extensive project management and
creative team management experience.
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Print Design - Catalogues

Panerai

Officine Panerai Firenze 1860, Radiomir, No. M 212/500,

case No. PBOS02526, Ref. OP 6791. Made in a mited edition

of 500 picces in 2010,

Fino and rare, large, cushion-shaped, water resistant, 18K

itk sold wisoatch i an 8K ik soldPaner bl
Accompanied by the arginal itted b, certcate and

instruction booklst.

€. Tuo bordy sold,polahe

Offine Paneral, Luminer Marina Ponra, Firnce
N | 1571408, Ret OP 6645 Mo o e

ol 400 plocor n 3

Fing large, cushon-shaped,solf-winding,waterresistnt

crem down transparent case

wire lugs secured by four

wumerals and baton indexss, .
vatch

m with securtylever o wind ¢

19, aperture for the date. Luminos

hodiym gl
oration, 21 jewel
escapement. menemataic alnce trorka

persatng fa balance s eter

8500 + €:4,700-7.000
Agprox. overalllength 170 mm plus 3 inks
(I ol 101 |(m

5:3,000-5,000 + SFr:2800-4,700 + € 2300-4,000

the 1990

T
$:1,500-2500
T

Fine, self-winding, water resistant to 30 m, stainless stael
wristwatch with date,ound button chronograph, tachometer

SFr-1,400-2,300

b sold without reserve.

o %
89 - ETERNA REF. 8508.41 CHRONOGRAPH STEEL 90 - IWC REF. 3253 PILOT'S WATCH MARK XV STEEL
Eterna, Eterna-Matic, Cambridge. Ref. 8508.41. Made in International Watch Co., Schaffhausen, Mark

e Aviomatc cove o, 3056505 Rt 3335 Macke
in 2005,

Fine,conter socons,sffwinding,watar resistor, salless

and tlemeter. steel avistor's wristwatch with date and a stainess steel IWC
st snd s el concne 1k et v oyt /\ccnm/’«msdby!hemgma\
e ioun cons back. sspphie eystl fitted box, guarantee, nstruction manual and 2 extra i
Toorone e wih pintd Aabie rumerls, outer 5 by pol us
i red feld,

Pumerals, triangular and bat
u—\)v the doe Wit st aton b
um plated s

ing ever

ement el balance, thock e
csating it Balance spring. hack mechanim
sgned

(] ol i-01 Ml
$:1,500-2,500 « SFr. 1,400 2,300 + €:1,200-2000
o be sold without reserve

e
120 - GUSTAVE SANDOZ ONYX POCKET WATCH

WHITE GOLD
‘Gustave Sandoz, Paris. Made circa 1930
Rare and fine, 18K white gold, onyx and pear| keyless Art
Deco dress pocketwatch. Accompanied by original fitted box.

the bezel and bow 18K white gold, the vinding

Breguet numeral. Bluedtsteel

ated, 17 jewels, stragh

cut bimetalic comp: Catonca bl

spring, micrometer regulator

Movement signed. Diam. 45 mrm

c[ 2% (o[ 2-501 Jm[ 3 A
§1500-2500 1 SFe 14002300 - €:1,200-2000

fo be sold without reserve

Vacheron, Genave, case No. 1569, Made circa 1880,

Fine, 18K gold key-wound dress / pendant watch.

. Four body, sold, bassi and
with scrolls, reet 'M case b
mult color floralmori

minute fing. Gold B

,hmls\
o et

AR
0

€2700-4,

©

40 - UNIVERSAL POLEROUTER SUB AUTOMATIC STEEL DATE
vl G, Polarutar ub,case No. 869120, Mado
in'the 1960

Fine, tonneaur-shaped, centr seconds, seffwincing, water
resistant,stanless stoel diver’s wristwatch with date.

4y, polished and brushed, scre

41 - OMEGA REF, 145022 SPEEDMASTER
SSIONAL CHRONOGRAPH STEEL
2, Spe  Professional, No. 32208183,
R T ek 1574

i, vateresitan, sabless st wristvatchuih roud
button chronograph, registers, tachomet
with

and 2 tainless

indexes, outer minute
minous steel dauphing hancs,
e, 33 el e

pement moncmetlic
ompensating flat

ement sgned. Diam. 40 . Thickness 12 mm
o s-01 (™

$:1,000-2000 + SFr-900-1800 + €:800-1,600
o be sold without reserve

pwmm phoey

bt S00 P e

Bledkwith uminous bton ndcs s
& 12-hour

Isforthe.
s white bacn| n

erl Jongpn 190 m
s o s-01 (M]3 A

$:1,000-2000 « SF900-1300 + €:800-1400
To be sold without reserve

183 - MOVADO DRESS WATCH GOLD & ENAMEL
Swiss. Mads Movado, Swiss, No. 34976, case No. 16823, Ref. 5420, Ma
Fm  string Art Deco balkshaped pendant iz
¢ § e mering v a5
with flo

Arabic rumers

i s
Dis and movement.

Diar. 47 mm. Thicknes

dotailof the

N
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212 - FRANCK MULLER REF. 2851 RM QP MINUTE REPEATER PERPETUAL
‘CALENDAR YELLOW GOLD
Franck Mullr, Genave, Minute-Repeater - Perpetual Calendar, No. 05, Ref. 2851 RM
cun minute-repeating, 18K
yollow gold wristwatch with perpetual calendar, moon phases and an 18K yellow gold
Franck Mull
W - 4 screvs inthe
dial Arabic numeras,
e for the moon phs

060000 + SFr. 38,000

1, polshed fued v

re morths. Luminous

igned. Diam. 40 mm Thick

78 - PATEK PHILIPPE REF. 5970 PINK GOlD

ek higpo, Geni
Sold

&, movement No. 3047754, case No. 4274476, Ref. S970R.

r9th, 2005

,mm Bk i
te of Origin,

e
rewed
e

rcocar, (0K kg ittt s o
o, e snd on 15K
A 0 L2

etting pin and by
i

ok o fel
s o plted

svorbon aui compansating




Print design - Brochures

Shepherd
Creating

world class

environments
for future
science and
research

Exceptional technically complex solutions
These achievements include outstanding air tightness
levels 1,100 fimes fighter than applicable buiding
regulations ot four fimes fhe pressure, a necessity in
realising barrier and it pressure control.

Given the challenges of working fo such a unique
design brief, combined with the need for flawless
accuracy and tofal design compliance, project
success can be largely afiouted fo our client and
supply chain collaboration

Pioneering new ways of working
Working fogether as ‘Team Pirbright” saw our team

step info the sclenfists’ shoes.” In another UK first, before.
full construction commenced, our project feam buit

its own separate research and development facilfy

on site. This fook the form of a full replica of @ category
4laboratory fo fest the proposais prior fo consfruction
and fo interrogate the design solutions through to a ful
cause and effect; all fo guarantee certainty of delivery
and a zero failure approach for the final buld.

We delivered this high-performance buiiding in Jonuary
2014 ahead of programme and within budget.

= Project size: 11,065m*

= Project value: £100m plus

= Airfighiness: 1,100 fimes fighter than
b regulations

= One of the world’s most advanced
‘containment labs

“The unique one team approach
of Team Pirbright has ensured
co-operation and collaboration
between Shepherd and The
Pirbright Institute. The legacy that
all members of the team have
left to the nation is a magnificent
building that will be one of the
world’s great centres of virus
research.”

Dr Michael Johnson
Head of Engineering and Estates at The Pirbright Institute

Who are

We create, engineer and manage environments that work brilliantly.

It doesn’t matter where the challenge comes
from. we find unique answers in the most
demanding situations; initiatives that are of
national importance, and projects that are
groundbreaking and unexpected. We will not
rest until we find the fight answers. And this is
why our clients know they can frust us

Why do we do this? Because, In the end, by
pushing ourselves to be smarter and better
we can make a positive difference to how
people live, work, and thrive. Because we
believe in contributing fo the world we live
in through the creation and management of
ingeniously practical spaces,

Here are just some of the projects in our science, research and health portfolio....

= The Piibright Institute

= CEB Cambridge research and feaching
buiding project

pn Clinic Cancer Centre

ims Cancer Centre - Cancer

Danes Imaging Centre - Imperial
tedical Research Council, GSK
Concer Studies - University College

Tropical and Infectious Diseases -
iniversity
e Interdiscipiinary Biocentre (UMIST) -
st Trading Lid
he Stewart Stackman Building.
feybricige - DEFRA

= Health and Safety Laboratory,
Buxton - Investors n the.
Community Lid (PF)

= MRC Cambridge - Medical Research Council
Bioscience Department Refurbishment -
University of Leeds

Queens Centre for Oncology and Hosmatology -
Hull & East Yorkshire Hospitals NHS Trust

MRC Harwell - Medical Research Council
Manchester Molecular Imaging Centre -
Chistie Hospital NHS Trust

Astra Zeneca - RA Building and PRAD Buiding
City Labs - Former Royal Eye Hospital

University of Manchester - John Dalton Buiding
Manchester Royal - Clinical Science Buiding
Glaxo Barnard Casfle

FERA

CEU Building - Leeds University

Blomedical and Natural Sciences Bulding - York
University

James Cook University Hosplifal

= Friarage Hospital

North Tees Hospital

We are also part of The Shepherd Group so we have
the ability to call upon our wider business companies
such as The Portakabin Group who deliver fallored
modular solutions for the healthcare sector

when urgency of accessing facilfies s of criical
importance. Employing over 3,200 people, The
Shepherd Group is one of the largest family owned
businesses in the UK and operates in national and
international markets.

t
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Helmut Ried!,
Engineering Director

“For Ghost Extended Wheelbase

we set out to emphasise the air
of calm confidence and discretion
achieved through the thoughtful
balancing of attributes o typical
of Rolls-Royce: An interior awash
with natural light, cosseting
occupants in luxury yet shielding

them from the hustle and bustle
outside.
Alan Sheppard, Interior Designer

ROLLSROYCE MOTOR CARS Englnd.  Ghost  Extended

figurine, 2 mascor cocbetng her

“Andlke Rl Royesmodels it

PERFORMANCE

35 much s experencing

e and o car tha stand

Extended Whedbase

in standard lounge ssts afr g doo

through ¢ 1-<hannel amplier

th addtion of s new orged whee, dding SB and susilary input sl

igh-grade boll hid

o of by h
fashion.  underpin

s precion cu
wing tradisonal
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Print design - Data sheets

Hospitals

London

An eight-storey, concrete frame new build, with three storeys below
ground and fi ve above; this centre provides radiotherapy, chemotherapy,
haematology, transplant facilities, as well as other specialist oncology
services and is staffed by some of the UK’s most eminent consultants.

It also houses a Cyberknife Robotic Radiosurgery system and two x 100
tonne LINAC Linear Accelerators.

The elevations are a mixture of fraditional brick and stone, with glass and
aluminium cladding. To reduce construction time on site, much of the work
was pre-fabricated off site and this includes two prefabricated service
modules to distribute the heating and ventilation systems vertically in the
building.

The works also included refurbishment of an existing Grade Il listed building
to form consultancy rooms and the Chairman'’s Flat on Devonshire Place.

Because of the restrictive size of the site, Ledite Blocks were imported from
the USA and used for the radiation shielding technology. These are twice as
dense as fraditional concrefe but use less physical space.

With 47 individual rooms and 22 day care pods, this 7,500m2 eightstorey
purpose built centre represents a total investment of £70m in the future

of cancer care. The storeys located below ground level have TV screens
located in the walls of the public areas linked to cameras showing live
footage from nearby Regents Park.

KEY INFORMATION
Client:
The London Clinic
Contract Value:
£35m
Contract Period:
84 weeks
Architect:
Anshen + Allen
as:
Davis Langdon
M&E:
SES
Structural:
Alan Baxter Associates
Contract Type:
Design & Build
Award:
Building Better Healthcare 2010 -
Highly Commended - Best Hospital
Design & Best Interior Design
Performance Beyond Compliance
(Considerate Constructor 2009)

Spepherc!
Ilngen Appl dI

Shepherd

Project Case Study:

Challenges
A total of 3km of heavily congested services within the ceiling void of an exisiting
building. Over 90% of the horizontal services distribution was modularised, however,
this was not straightforward due to complex

co-ordination challenges with existing and new steelwork within the service zone.
Extensive use of 3D modelling was required to overcome these challenges.
Logistical challenges of delivering large numbers of modules fo the centre of Leeds
out of normal working hours required careful planning and management.

A difficult mounting surface required the innovative use of a wire hanging system for
suspending themodules.

Benefits

We were able to save over 20,000 hours from the site programme by carrying out the
works off site to an excellent quality standard.

Reduced labour at this city centre site resulted in reduced emissions and carbon
footprint as a direct result of minimising the number of material deliveries and daily
personnel commutes.

The achievements of modular methods of construction on this project supported
Wates with winning the innovative project of the year award from Constructing
Excellence in 2009.

Issue Date: 26/11/2009 - Ref Number: SP-PCS-004_A

Project Data
Location:
SES Unit:
Channel:
sector:

Project:
block

Modules:

Services:

City Centre, Leeds
Northern Division, Unit N1
Wates

Commercial - Offices

Refurbished multi-story office

- 400 3D FCU Modules

- 100 2D Modules

- Packaged Boiler House
Heating and Chilled Water
Pipework, Condensate
Drainage, Valvesets, Fan-
Coil Units, Electrical
Containment and Ventilation.
All equipment within

packaged boiler house.

t: +44 (0)7921 926905 | e: dave@dpcoopercom | w: www.dpcooper.com




Print design - Bid documentation

TNT - Your Task Delivered

ORDINARY
PEOPLE

SFM ENGINEERS

YOU BUILT YOUR BUSINESS ON THIS PRINCIPLE.
IN-TOUCH CAN-DO WE DELIVER OUR SERVICES IN A SIMILAR FASHION,
HERE’S HOW...

ISSUE
RAISED

CLEAR ITEMISED INVOICE

@ CLIENT PRESENTED WITH

NC (sTEM) f
B

lc:qé;;o¢

SFM
HELPDESK

ISSUE
RESOLVED

ACCOUNT MANAGER
TRACKING PROCESS

SUB-CONTRACTOR PAID
BY SHEPHERD FM

APPROVED

SUB-CONTRACTORS SI‘]epI’]erdﬂ

t: +44 (0)7921 926905 | e: dave@dpcooper.com

Assurance Compliance Tool (ACT)

FEATURE BENEFIT

Electronic storage of statutory certification Removes paper storage requirement off site
Easy report generation via dashboards
Evidence based auditability
Total overview and control
Traffic light system
Statutory compliance
Peace of mind

Auto-notification Automatic e-mail reminders for actions required,
remedial works and works completed
Early warning of testing due
Mitigates risk in advance

Web access Users can access anywhere via secure password
Robust and secure hosting by Shepherd
Desk top auditabilty

Open protocol You own the data and the access
Data is confidential and secure

Actions assigned Traceability
Accountability,
Automatic e-mail reminders
Automatic escalation

Incident tracker Plan, assign and track responses
Auditability
Notification to key stakeholders

Environmental Accreditations.
Meter readings
Waste transfer notes

Modular design Modules can be added for any process that
requires collation and time critical updates e.g. :
Permit to work, Risk Assessments.
Training certificates
Sub-contractor management
Fleet management
Event management

TNT - Service Delivery Team

Noel Clanc
Chief Executive Internal Support
-HR
- IT/IT Helpdesk
- Central Finance
- Procurement

Darren Payton - Learning & Development

Operations Director

8 .
Team Manager Account Manager Commercial Manager Head of SQE

National Mobile ) - SFM Approved
Team ; Sub-contractors
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December 2006

Continental Wind Partners
Project Summary

Continental Wind Partners - Project Summary Continental Wind Partners - Project Summary
AT L AN
Timetable of CWP Investment

. s
and Exit 409 5400 di

400 5400 5

CWP’s investors will be asked o invest their money in three tranches in 2007 exit from CWP. As this will be a sale of the investor’s CWP shareholdings it
1o fund the development process. The total investment required during 2007 is will represent a capital gain for all investors. The exact form of investor’s exit
€13.7 MM of which €3.7 MM will be subscribed by existing investors, who will be decided among the shareholders in 2009. Ttis expected that thi
have alrcady paid in €1.5 MM (o finance project development through 2006. All produce proceeds of approximately €18 MM for the investors. included in which
investment calls will be pro rata. In addition a “green shoe” will allow CWP to will be management’s success fec.

expand its capital should the shareholders so desire.

stor
me +44 775

Telephone + 48 22

le will

All investors that commit to the investment in 2006 will pay the same price Feb 15" Sept15"  Dec 15t
N . N 2007 2007 2007
re in 2007 for the €10 MM invested. 1 of the H L !
are planned to occur in three tranches: 33% on February 15" 2007, 33% on or 2007 | 2008 2009
around September 15" 2007 and 33 % on December 157 2007. The exact dates 1% ¥
and amounts for the calls will be at management’s discretion.

Confidential - Not for Distribution pel

In 2008, two of the most advanced wind farms will be sold for approximately
€52 MM 1o finance the future development of the other farms in the pipeline.
No proceeds from these (wo sales will be distributed to investors.

+
2
2
B
3
S

In early 2009 about 500 MW of fully developed farms will be sold to CWP’s
partner (sec scction entitled i i of CWP) for app

€100+ MM. The full proceeds from this
as an interim distribution. In addition, once investors have been returned their

projects.

sale will be distributed to investors.

Capital Reinvested

First capital commitment
2 projects sold for ca.

ca. €3.3 MM from new investors +

Third capital commitment
ca. €3.3 MM from new investors +

entire invested capital the management team will earn a 20% carried interest

Second capital com
development of pipeline

€1.2 MM from existing investors
earn 20% fees.

€1.2 MM from existing investors
€1.2 MM from existing Investors

Interim Distribution

500MW sold for ca.
€100+ MM, proceeds distributed

to investors, management teams

EXIT
IPO/trade sale
Value app.€18 MM,

/ success fee. The investor distributions may take the form of share buyback,

management teams
earn 20% fees.

dividend, capital distribution or another form depending on the tax status of the
investors.

These project sales should demonstrate the viability of the CWP strategy in
anticipation of an TPO or trade sale later in 2009.

CWP is expected to be sold or listed around year end 2009. At that time it is
predicted that it will have approximately 1800 MW under development but not
yet ready for sale. The IPO or trade sale will allow CWP investors a complete

t: +44 (0)7921 926905 | e: dave@dpcoopercom | w: www.dpcooper.com
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KREVOX

CE "
“Cnviranmental

Information Memorandum

contracts with

achieve success on the large market n these countries as well as other former Soviet
republics (Kazakhstan, Latvia, Estonia etc.). At this time Krevox i discussing major

in the region.

Partner, Krevox
establish itself as an industry leader in this region.

offices which will produce €8 mim per annum in additional engineering and equipment
sales within 3 years time.

Sector Expansion in the Potable and Process Water Business. Krevox believes its

solutions can be used in many industrialsectors that it
does not yet have references in such as the oil and gas
industry (see below regarding process water) miltary,
paper, baking, maritime etc. If the JV Partner brings such
introductions / references Krevox can begin to sevice
these industries in allof its counties of operation. The
‘expansion of engineering services requires limited
additional working capital, rather a patient market
development process. However, when combined with
an outsourcing agreement additional investmentis
required.

= Treatment for Oil and Gas Drilling Industry.
Krevox has already entered into exclusive negotiations
for a preliminary outsourcing (BOO) agreement with one
US gas company which i searching for shale gas in
Poland. Under this preliminary fifteen year agreement
Krevox i responsible for treating al the drille’s process.
water at a pice per cubic meter treated. With additional
capital of approximately € 20 mm and the support of a JV

up circa

® ludge treatment / waste to energy. Krevox has successfully introduced to Poland a

e
Poland,

e Ofthe 17 plantsin

d 10

/ h 16 Polish
bout the

possibilty of nstall

1
ing the Krevox designed technology in their city. Recently, the town

The

gy had been 2
tofuel

CONFIDENTIAL

cement kilns and possibly the power sector. In Poland, 70% of sludge is currently stored
onsite at municipal wastewater companies. According to EU law this procedure must

7 Europe
stments & Partners

cease by 1/1/2012.k design 10

arisein | where Krevox could build the plants d them

charging the gate f the
For (crca

€35 mim per unit).

HISTORY

in 1990 by grown

over €10
help of any external parties or material external funding.

‘Among the highlights of Krevox's growth are the following:

Krevox’s

[ e———"

Koo ol 32 s s i Ebo Pl ans |
b oo 2000 et

==
e
e
e
=l
e
=5
s
ST
e
-
—-
i =]
]
. inpoland s business o
e 2002 R, M

has won substantial contracts,

MARKETS

Legal Environment
Krevox operates in markets highly influenced by regulation. Water quality has become a public

andlegislative priority, and thi by win
states to EU water and waste water quality standards. Infrastructure installed prior to the mid
1990-jesis quality meeting,

Krevox i skiled at mastering the legal / procurement process of municipal procurement and
allow it to rapi fairy

tendering and

Market Segmentation
The Company's main market

been municipal,
o

municipalites.
2.40% market share in towns of over
experience hospitals -
have been less relevant from f
dueto e purity req
according to

ety

Potable Water Treatment Plants

Instaled by Krevor (1991:2010)

HOSPITALS|
P

MUNIGIPALITIES
£

§

X Information Memorandum | Confidential | February 2011 K Information Memorandum | Confidential | February 2011
The for and declined to PLN 1.1 mm in 2009. Liabilities and Equity
ars due o in by the

enforcement of EU regulations. It s not expected to diminish. During the last 3 years, over 95% and services aulty (precisely: by

stations, the “open PWTS” categ only &% of 56% of the balance sheet (PLN 6.8 mm). Over the [ast 5 years, the Company did not pay any.

Geographical Distribution of Sales revenues from p 200710 50% in the gory of
The dominant markatfor krevox s oland, but snca 2004 export sakes have gained n TS Clse~decine o 51K 10 4% durn these 3 e, balance sheet) and short term liablties and reserves - PLN 4.9 mm (415%).
importance, This trend resuts from a strategic decison taken by the Company’s owner and CEO products and senvices stayed around 3-4% each year: A5 of 2009, the Company was free,sothatits
in2002 sales effort in the
i ion Of leases used 1o finance purchases of vehicls i that year. Totallong and short term portion of

and Ukraine. Afer the marketing actvity, Krevox has realized sales to Ukraine and Russia and is Contract Implementatio

in subcontractor ofa responsible

beginning to work n Lithuania , and now has a very good reputation and strong relations in
these countries

The situation with export sales shows rapid growth with high margins, but high volatiity of
equire

“The former Soviet Union markets have huge expansion potential due to their size and
topenetrate the well know,
The Company bids a

high quality,
d only for large and hig
I have been

a per
annum within 3 years and €20 million per annum within six years time. Additionally, it would
allow the Company to develop a pipeline of both large and medium sized contracts which would
smooth the revenue stream from export sales.

Information Memorandum | Confidential | February 2011

in 2009 PLN 389 K (39% of

for

The role of Krevox may be

P28

1), and engineer's

e

of the d from

2009, tax, social
security and similar dues were PLN 646 K (5%) and other liabilties (almost exclusively warranty
d (9%). R

I funds were

16-

Inthe first option, ki

i

longer than 1 year (usually

Structure of Revenues
o 2% o gy

[ e cosed e

3
the installation, in the latter ~
Krevox needs to also provide the
Installation staff or subcontract
the installation work to a proven
firm who acts as the Company's

over 1%,

Financial Ratios

atless than 1% of balance sheet, and deferrals and accruals (inter-period settlements) ~ just

2005 | 2006 2007 | 2008 | 2009
Municipocpenwater _ SUbCOtractor. Krevox has
wsament siaons experience with all the above
e e Inventory tumover (days) | 18 | 32 | 26 | 223 | 50
[ eeverage segment e ‘; P " Receivable turnover (days) | 89 53 | 135 | 75 21
andle the projectsn the Payable turover 17 | 76 | 152 | 210 | as
Hospats appropriate way. 26- “30-
. Krevor's revente model is based Current ratio 11 [ 12 |11 | 13 [ 21
Quick atio 10 | 08 [ 09 | 04 | 11

on one-off contracts for delivery
and installation of equipment
and its revenue has a very small
recurring component. Large
contracts may last over a period

W e

t

very e ol of spare parts,
(which have lttle relevance for Krevox's operations being less than 3% of total sales). Asa
resultof profits
¥ , which
ol s inthe tender
[ YT ——
Information Memorandum | Confidential | February 2011 K Information Memorandum | Confidential | February 2011

assets | ea% | 79% | 8o% | 78% | 4a%
o% | 28% | 0% | 16% | 6%

1aa% | az%

o
compared with 2006. ROE hit a stunning 1445% in 2008 before declining to 42% in 2009 and ROA
reached a high of 16% in 2008, before declining to 6% in 2009 (the declines in 2009 resulted

profit). (EBIT margin and
¢ section).

inthe "

Leverage has always been very low at Krevox. Financial debt (including financial leases) never
exceeded 28% of equity (in 2006) and was as low as 9% in 2009 (in two of the 5 years under

analysis debt was 0). ge was in aa 78%in
007). This indicates that f needed, i

to finance its operation.

“The Company liquidity levels. inthe 1.1-1.3 range during 2005-2008.

and strongly improved to 2.11n 2009, whereas quick ratio reached 1.1 2009. In the 2005-2007

Information Memorandum | Confidential | February 2011

+44 (0)7921 926905 | e: dave@dpcoopercom | w: www.dpcooper.com
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A web-based N1
A
and Max is designed to ease the reporting burden,

solution to all your HOUSEMARK e

warehouse

= Generation of purpose-built and standard reports

= Office-based and remote access

= Versions can be tailored to meet specific reporting
needs - management, regulatory, benchmarking and
performance

* Available in days and maintained to agreed SLA's

= Requires no IT assets other than a PC and Internet
access

= Saves time, money and dependency on internal IT
resource.

= Max.net is a technology partner of HouseMark Hosted Reporting TR T
re o rtl n n eed s in the delivery of Benchmarking Solutions - . '
p g for the UK Social Housing sector. Solutions for Housmg e N roveria

counts. Current re
complex. The social hc
use solution designed
from elsewhere.

provide an alwa
via a monthly servit

email: info@max-house.¢
www.max-house.co.uk

t: +44 (0)7921 926905 | e: dave@dpcoopercom | w: www.dpcooper.com




Print design - Advertising

ZONL.SPAEEAYDrIC

Delivery 2013

Come and see us at the
Dubai Yacht Show
Stand CHC-10
in the Marina Display

g
PALUMBO

MAITA SIIPFRYAOCHTS

Columbus

¥+ .A.C-H:T:S

ABrand of Palumbo Group

sales@columbusyacht.it - www.columbusyacht.it

The Mediterranean’s
most central refit facility

31st of March Street

Senglea, ISL 1041 - Malta

Tel +356 2399 6008 - Fax +356 2399 5292
www.palumbomsy.it - info@palumbomsy.it
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To My dear wife

Juli To
e | My dear wifo
] BY Anniversary Juli
=Y love always | HappyM =
Simon Al Niversary

Ove alwa
Simon s

Julie

Simon

To my dear wife

Happy Anniversary
All my love always

WHITE TEA & WISTERIA ‘

Natural Wax Scented Candle

To my dear Wif€
=5 Julie

v Annivel’sar:;
Allmy tove alw?”
Simon
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ANDREA FISHER

be my valentine
with love from

A_NDbREA lFISHER JOHN
© tove from
- ——— ¢ ¢ ¢_>,
PINOT GRIGO ROSE PINOT GRIGO ROSE

VINO SPUMANTE BRUT

VINO SPUMANTE BRUT

12% VOL PRODUCT DE FRANCE
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COTE D’AZUR BUSINESS NETWORK

ﬁ\) SCENTAPE  \TEMicam"

- - POWER
=V ALBONNE OF SCENT
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NSORODS

DOMOTIOU=

b TS . DOMOTIQUE
o @ ECLAIRAGE (8

> ELECTRICITIE

. ‘ w.abords.co CLIMATISATION

= -
//
L] L[]
DoOMOTIOU= SCLARAG=

DOMOTIQUE
Sebestien Moeneclaey ECLAIRAGE Somomae
T:06124317 48 \ /L % I ECLAIRAGE
F:04 926098 76 E LECTR I C I TI E \ / 74 ) 'ss' ki CT_T;(;TTTSIE\ITH)EN
E : info@abords.com CLIMATISATION ,

www.abords.com
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Integrating telecom savings & control @team What is TEM: analyst corner @Team

B e product oSIREE [ wnatis Tew

Integrate, simplify, control, save time & money

‘ TEMteam background

125 ~ 58 million = “More than 80% of enterprises’

telecom invoices are wrong by an
average of 6-8% overbilling.”

Gartner

‘ The analysts perspectives ‘

= The message is consistent across
Industry’s Analysts

| Defining the pain |

$millions

‘ Diagnosing the pain ’ SO

‘ Creating vision ‘

= Do you know what is your total

— il telecom services annual spend, &
Cl will you be interested in % savings
?
‘ Curing the patient ‘ O —
Companies Companies
Aberdeen Group 2005
EEE 5 EEE 5 EEE

TEMicam® \TEﬁteam ' TEMteam “starter kit” \TEﬁteam '

Supply Chain Logistics: 1 Country \ Monthly Telecom Requirements

France example Requires knowledge & systems integration each month to... DIY TEM: TEMteam will get you to a point where you
can manage carrier/supplier negotiations yourself

* 3 Office Locations
* 260 Employees

. " i E N . RFP or
2 different divisions Auto[natlc : ) Line by line negotiations
ERP integration Irrespective of grouped - Monthly
contracts e spend poackage) SAAS db s
ici = Sty ooE n ege . ystem
Invoicing per Country . For each line - savings e " set objectivelovels 0GR  Auditing
+ Up to 277 monthly invoices! Receive (fixed, mobile & data) o - project plans  noney + REP management e
e - Communications e + RFP metrics o e

+ control * SLA management

« As many AP/GL interfaces Invoices
* 600 phones fixed/GSM to
monitor/audit/dispute

+ control

managed

strategic
services

direction

For Mobile alone: savings
w0empioyees ) * Between 3 to 260 monthly invoices!
15 Fixed Lines . « Asmany AP/GL interfaces Approve Dispute
. 260 GSMs to monitor/audit IPay

Starter Kit

T
project setup &

savings & control

* Roaming . .
= Data Request operator credit coordination
4 Await acknowledgement

One time charge
Recover % of part of
Monthly recurring to

guarantee ongoing

AP/GL approval to pay Adjust invoice

V.
HEE 11 HEE 8 HEE
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Future developments

Future distribution

&

Future developments

Future distribution

&

Future developments

Future distribution

Future developments

VoW

Future developments

Future developments
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Investment Concept — Cash Flows

Based on prior structure a € 35 mm fund will have the following cash flows
Cash flows to the Fund (mm €) :
2009: (-10.8) for project equity and costs
2010: (-21.1) for project equity and costs
2011: (-1.6) net consisting of: (-23.3) for project equity and costs + 21.7 from disposals
} b ) - | ; 2012: +12.8 net consisting of: (-30.7) for project equity and costs + 43.5 from disposals
Investment Opportunity i\ 4 | R i | 2013: +38.3 from disposals
7 2014: +48.0 from disposals
Constructs 75 MW
= Fund both extendable and scalable to 150 MW if determined by investors to be
economically productive

SOLAR RENEWABLE ENERGY Cash on cash 3.5X gross and 3.0X net of management fees and carry
CENTRAL EUROPE IRR 46% gross and 35% net
Assumes no subsidies or grants or tax shields which if secured increase returns
to 7 to 10 X investment
=  Grants and tax shields available in BG and CZ
= Export subsidies available for HR and SR
=  Subsides for foreign investors available in all countries

CWP & EIP = CWP & EIP

Summary of Opportunity ———— Timetable of Fund

(/ ; \ m \“\‘ ‘,

Detailed Timetable for Solar Fund

€ 35 mm fund investing in solar generated renewable energy

Portfolio 2 (20-25 MW) [ Portfolio 3 (20-30 M) [ P

Estimated 3.5X+ gross return over 5 years
Month(s) of Activi
= Local grants and subsidies bring returns to: 7-10X* o Ak 1; i 20 30

Life of fund 5 years + 2 one year extensions Acquisition of the Solar farms 1
= |nvestment period until Dec 31 2012 Arranging Project Finance Debt I 4

: . ion of Sol k .
Fees 2% / 20% carried interest Constructlon? so ar Par
Put in Operation

Target countries: EU (10) / Balkans sale of Portfolio

Distribution to Investors

Termination of Fund

* Such local advantages not considered in the
financial model or rest of presentation

CWP & EIP = CWP & EIP

t: +44 (0)7921 926905 | e: dave@dpcoopercom | w: www.dpcooper.com
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CHOOSE YOR DESTINATION ~

FRANCE

CARIBEBEAN

KENYA

BALI

Villa Nikita, 3t Tr

VILLA DES PINS
VILLA LEVANT BLEU
VILLA SALVA

LA PALM

LES TROIS ILES
VILLA CON TEMPO
VILLA CELINE
VILLA NIKITA

23
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"VILLAS

LA FLORENTINE viLLeErrANCHE

Mestled against the hill enjoying spectacular views over the
bay of Villefranche and St Jean Cap Ferrat, La Florentine is a
stylish property fully renovated in 2012 to high standards of
fithings and furnishing whilst keeping the original character

with arcades, arch windows and high ceilings.

ACCOMMODATION
S Bedrooms, Sleeps 9

LAYOUT

Set on three levels, the property is accessed from the top via an
arched wooden door opening on to a large hall with stairs leading
down to the different levels of the villa.

Level 1

Accessed via a wrought iron door onto a hallway with access to
the bedrooms:

Master bedroom with French windows onto a balcony overlocking
the sea, ensuite bathroom

Bedroom 2 : double bed with sofa, and ensuite shower room
Bedroom 4 and 5 / Family suite sharing one bathroom

Level 2

Stairs to a spacious living room opening onto the terrace
Open-fire sitting room

Open plan dining

Modern fully-equipped kitchen

Pantry

Guest powder room

Full details and floorplans >>

LOCATION

@ Nice - 35km

5 mins walk

@ 15 mins walk
5 within 25kms

@ 5 mins walk

FACILITIES
SKY TV

WIFI

ALARM SYSTEM

AIR CONDITIONING

MAID SERVICE (3 hours per
day)

POOL ALARM

Concierge services >>
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SOFITEL R IE 45 7 O3E R OEE S WRlipaNex
LUXURY HOTELS ol
DONGGUAN ROYAL LAGOON

ENGLISH / iz BgeK A RoOM [usEArcH

HOME | ROOMS & SUITES | RESTAU TS & BARS | LEISURE & WELLBEING | NEWS & EVENTS M LOCATION | EXPLORE DONGGUAN | CONTACT US
SUP! ! UXUR A PRES

PERA SUITE  IMPERIAL SUITE

HOME - ROOMS & SUITES
ROOMS & SUITES

ROOMS | 268 rooms

A magnifique sleep awaits in the plush
comforts of a Sofitel MyBed at Sofitel
Dongguan Royal Lagoon. All hotel rooms
feature a private balcony overlooking the
lake hills or gardens. Indeors find a 40-inch
LCD DVD player and luxury French bath
amenities.

SUITES & VILLAS | 3 bungalows | 31 suites
For the ultimate luxury in Dongguan 1- to
3-bedroom suites surround you in
spectacular style and 5-star indulgences
while the 5- and 6-bedroom villas offer you
an elegant private retreat. Savour inspiring
views and lavish living in each suite and
villa.

Classic Rooms
Superior Rooms
Luxury Rooms
Prestige Rooms
Deluxe Opera Suite
Imperial Suite

VAN

AIMER | PRIVACY | LEGAL |SITE MAP | DICPDI1100

13 Copyright Sofitel. All rights reserved 05 by eZ Publish™ | An EAB project

. —
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Oasis

services Domestic Staff and Luxury Services on the French Riviera

Welcome to Oasis Services

Situated on the Cote dAzur, Oasis has been recruiting the
fines! domestic staff for almost a decade, successfully placing
Permanent Staff household personnel throughout the French Riviera and

Vacation Staff worldwide.

Home

Personal Conclerge We provide staff of the highest calibre for both long term and

shortterm positions in private homes, country estates and

luxury vacation villas. Our candidates are regularly placed with

Positions Available great success within family households, celebrity homes,
luxury chalets and Royal palaces.

Property Management

Our office staff have themselves worked for many years within
the sendce industry and use their wealth of experience in this
field to understand our clients individual es and
requiremants

Personal concierge senvices are available for clients arriving for
summer vacations or moving to the coast and needing
assistance in sourcing their every need

Working in association with established professionals based
on the coast, we also offer a complete Property Management
Sendce for home owners who require their properies to be well
cared for and properly maintained whilst they are notin
resigence.

OASIS Services

Tel: +33 (0)4 94 73 31 62
Fax: +33 (0)4 92 28 70 70

info@oasisfrance.com
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CONNECTED TV

Vihoo | Vinoo

YaHoO!

CONNECTED TV

Vinoo
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