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i The Industry's Attention Is
f Pointed In The Wrong
Direction

Every major marine investment conversation starts in the same place —
new construction. New shipyards. New brands. New launches. The
assumption is that growth lives at the beginning of the supply chain.

New shipyards
New yacht brands
New production facilities

New vessel launches

But the real opportunity may not be where the industry is looking.



The Quiet Opportunity

"Not in building the next vessel.
In supporting the thousands
already at sea.”

Beneath the surface of the marine industry, a quieter The opportunity is refit. And it may become one of the
opportunity is emerging — one built not on new vessels, most attractive marine business models of the coming
but on the growing global fleet already in operation. decade.



The Fleet Is Aging — And
That Is The Point

The global fleet is not shrinking. It is expanding — and ageing
simultaneously. Yachts, commercial vessels, workboats, and government
platforms are all staying in service longer. And every one of them
requires ongoing attention.

}% Routine Maintenance

Preserving performance and safety year on year.

& System Upgrades

Technology enhancements to extend operational relevance.

Regulatory Compliance

Modifications to meet evolving maritime standards.

Full Overhauls
oA

Structural and mechanical restoration.

Interior Refurbishment
ot

Preserving vessel value and owner experience.

-~ Tech Integration
(o}

Connectivity and automation fitted to modern standards.

These requirements are not optional. They are inevitable.




Cyclical vs. Structural: Why

Refit Wins in Any Market

New Build — Cyclical Refit — Structural
Demand Demand

New build activity rises and falls Refit behaves differently. Owners
with economic conditions: may delay a new purchase. They

cannot delay maintenance

Economic confidence , .
indefinitely.

Interest rates and capital

availability

: €20M yacht
Wealth creation cycles
Market sentiment and order Still requires annual

books maintenance

Revenue-generating
vessel

Still requires drydocking

Defence asset

Still requires operational
readiness

Refit demand possesses a
resilience that most marine

businesses simply do not.




Why Refit Margins Often
Beat New Build

The assumption that new construction generates superior returns is
widespread. Operationally, it is frequently wrong.

The New Build Problem The Refit Advantage
Refit customers are not buying a
Competitive pricing product. They are buying time,
pressure expertise, and certainty.
Fixed-price contract U
risk
Expertise

Long delivery and
capital cycles .

P y Capacity
Designh changes and Certainty

programme delays

Problem-solving commands
Thin margins on stronger margins than product
complex builds manufacturing. Every time.




Capacity Is The Real
Constraint — Not Demand

The marine refit market does not have a demand problem. It has a
capability problem. Owners are not struggling to find yards. They are
struggling to find yards they can trust.

Schedule Integrity

Yards that honour delivery commitments, every time.

Technical Depth

Engineering knowledge across mechanical, electrical, and systems
integration.

Programme Control

Structured project management across complex, multi-discipline
scopes.

Predictable Outcomes

Consistent delivery of agreed scope, quality, and cost.

Infrastructure is common. Operational maturity is rare. That distinction is
becoming the defining competitive advantage.




The Rise Of Technical
Complexity

Modern vessels are fundamentally different from those built twenty years
ago. Refit work no longer resembles traditional repair — it resembles
engineering integration.

@ Advanced Electronics

Navigation systems, radar, sonar, and sensor arrays requiring
specialist integration.

@% Automation Platforms

Vessel management systems, dynamic positioning, and remote
monitoring.

@ Connectivity Infrastructure

Satellite comms, VSAT, onboard networking, and cybersecurity.

g Sophisticated Entertainment

AV systems, streaming infrastructure, and immersive guest
experiences.

Hybrid Technologies

Battery systems, shore power integration, and emissions
reduction retrofits.

Q) Stabilisation Systems

Active fin, gyroscopic, and zero-speed stabilisation upgrades.

The future refit yard will look less like a repair facility and more like an
engineering services company with waterfront access.




The Middle East: A
Convergence Of Structural

Advantages

The Gulf region is not merely a growing market. It is a convergence of

conditions that rarely align so clearly in a single geography.

Fleet Density

The region hosts a significant
concentration of yachts,
commercial vessels, offshore
assets, and government fleets —
all requiring ongoing
maintenance, upgrades, and
compliance work. This density
creates a natural and sustained
pipeline of refit demand within a
compact geographic area.

Mediterranean

Strategic Geography

Located between Europe and
Asia, the Gulf naturally serves
vessels operating across multiple
regions — capturing refit demand
from an exceptionally broad
catchment area.

European yacht fleets and commercial operators

5 Gulf Hub
Central refit and services location

3 Indian Ocean
Commercial, offshore, and government fleets
Far East

4

Growing Asian yacht and commercial markets




Infrastructure & Wealth: The
Gulf's Twin Tailwinds

Two forces are converging in the Gulf to create an exceptionally
favourable environment for premium refit operations.

Sbhn+

Maritime Investment

Billions committed to Gulf maritime infrastructure across national
development programmes.

10+

World-Class Ports

Major port facilities across the Gulf region supporting maritime
operations at scale.

2030+

Vision Horizon

Long-term national strategies driving sustained maritime sector growth.

A Growing Base of High-Value
Owners

As private wealth concentrates in the Gulf — driven by energy revenues,
sovereign investment, and an expanding ultra-high-net-worth population
— the appetite for superyacht ownership grows in parallel. And with
ownership comes an ongoing, hon-negotiable requirement for premium
maintenance.

1 Growing UHNW Population

Expanding base of ultra-high-net-worth individuals with appetite
for superyacht ownership.

2 Premium Service Expectations

Owners of high-value assets expect and pay for best-in-class
maintenance.

3 Predictable Revenue Pipeline

Recurring annual requirements create long-term, sustainable
revenue streams.




The Gap Between Supply and
Demand Is The Opportunity

The Current Reality

Despite the Gulf's structural
advantages — fleet density,
strategic geography, infrastructure
investment, and wealth
concentration — regional refit
capacity remains significantly
below future demand potential.

The gap is not a problem. It
is an opportunity.

First-Mover Advantage

Organisations capable of establishing credible,
high-quality refit operations in the region stand to
benefit from:

e First-mover positioning in an undersupplied
market

e Premium pricing power driven by scarcity of
capable facilities

e Long-term relationships with high-value fleet
owners

e Structural demand tailwinds that are not
cyclical




Why Investors Should Pay
Attention

Refit is frequently dismissed as a maintenance business. This perception
misses its most important economic characteristics — characteristics
that make it look far more like an infrastructure asset than a project
business.

ol

Recurring Revenue

Maintenance requirements return year after year, creating predictable,
compounding income.

a2

Diversified Customer Base

Yacht owners, commercial operators, government fleets — multiple
segments reduce concentration risk.

+%¢

Low Cyclicality

Structural demand drivers insulate the business from economic
downturns.

B

High Retention

Trusted yards retain clients across multiple refit cycles and vessel
generations.

®

Strong Cash Dynamics

Milestone billing and advance payments support healthy working capital.

~

Long-Term Relevance
As fleets age and technology evolves, the need for capable yards only

intensifies.

Infrastructure-like businesses tend to be valued differently once
markets recognise their resilience.




The Next Evolution:
Competing On Execution,
Not Just Dock Space

The most successful refit yards of the next decade will not win on
infrastructure alone. They will win on execution. Owners increasingly
care less about where work is performed and more about whether
commitments are honoured.

(3 Engineering Expertise

Deep technical capability across all vessel systems and
disciplines.

= Digital Project Management

Technology-driven planning enabling real-time visibility and
control.

% Supply Chain Mastery

Reliable procurement networks that eliminate delays and cost
surprises.

&) Cost Transparency

Open-book reporting that builds trust and long-term client
relationships.

U Premium Customer Experience
Transforming refit from an uncertain process into a predictable,

premium service.

The yards that master execution will define the industry standard for the
next generation.




Final Thought

"The most attractive marine
asset may not be the yard that
launches the next yacht. It may

be the one that keeps thousands
of existing vessels-performing at
their best."

The global fleet keeps expanding Assets keep ageing

Technology keeps evolving Maintenance requirements keep growing

These forces are not temporary. They are structural.

While the industry looks forward to the next new build, the smarter opportunity may already be in the water.
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