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NOF Energy has been praised 
as a ‘role model organisation’,
through an independent
evaluation of the organisation 
and its services.

The evaluation commissioned 
as part of NOF Energy’s funding
agreement with regional
development agency One North
East, was undertaken by
economic and social
development consultants Ekos.

Ekos works throughout the UK
for a wide range of public, private
and voluntary sector
organisations involved in
economic and social
development. Organisations
range from national government
departments to small community-
based organisations.

The report concluded that 
NOF Energy could be used as a

role model organisation and
revealed that industry clearly sees
it as a lead business development
organisation within the energy
sector.

The ability to form new networks
and supply chain links was also
highlighted as the greatest benefit
of the organisation.

The survey of member
companies and also non-member
companies showed that 86% of
respondents reported a high-level
of satisfaction with the
organisation’s services.

Participation with partners and
stakeholders has been key to
NOF Energy’s success. Partners
felt that NOF Energy helped them
deliver their own services as well
as helping to generate
considerable cross-referrals.

In May 2006 a new strategy was
agreed for what was then NOF; this
would see the creation of a new
organisation under the NOF Energy
brand effective from 1st January 2007.

In addition to a new structure the
essential elements of the strategy
would see  NOF Energy set about
establishing itself as a business
development organisation operating
nationally with an extended range of
services aimed at assisting businesses
in the oil, gas, nuclear and renewables
supply chain.

Another essential element to the
strategy was the commercialisation
of its operation in order to reduce the
level of public sector funding needed
to support the development of the
business.

It gives me tremendous satisfaction
as Chairman to report that we now
have an organisation that is truly
focussed on the needs of its
members. Recognised nationally 
as a key player in energy supply
chain development and with a
growing reputation worldwide.

The above claims are borne out by 
a recent independent evaluation 
that confirmed 

NOF Energy has;
� assisted its members secure 

an additional £75 million of new 
business 

� exceeded the national 
benchmark for return on public 
sector investment 

� helped in creating or 
safeguarding over 600 jobs

� supported over 400 businesses

In addition, the evaluation highlighted
the fact that 98% of members and
80% of non-members would
consider recommending NOF Energy
to other businesses.

These highlights have not been
achieved easily and it is only through
the dedication and hard work of the
entire team, including my fellow
Directors, that the future is looking
positive for NOF Energy and more
importantly for the members it
serves. 

I will conclude by using another
extract from the evaluation; 
NOF Energy could be used as a 
role model organisation with its 
skills and experience perhaps being
used to help other organisations.

Here’s to the future.

Neil Kirkbride
Chairman
NOF Energy 

The first six months following my
appointment in November 2005 
was spent meeting and talking to
current and former members and
partner organisations.  

The purpose behind these meetings
was to obtain first hand views of
what was needed to ensure that 
a restructured, refocused NOF was 
a relevant organisation that met the
needs of its members and added
value to their efforts in seeking to
secure a greater share of contracts
from the global energy industry.

The second six months, following
approval of the strategy, was spent
developing the organisational
infrastructure, informing the various
audiences of the impending changes
and in developing an extensive
network of contacts that could be
put to best use to assist our
members.

The three years since NOF Energy
began trading in January 2007 has
been spent working on behalf of our
members. Key to this has been the
highly proactive approach taken to
meeting members, potential
members and partner organisations
on a daily basis.

Of equal importance has been the
personal approach taken in assisting
members secure more business,
develop contacts, raise their profile,
increase their knowledge of what is
happening in the energy markets
globally and trade internationally.

The work of the enthusiastic and
dedicated NOF Energy team has
resulted in the following:

� Membership has more than 
doubled since 2006 and now 
stands at over 350

� Members have secured over 
£75 million worth of new business

� 30 overseas market visits have 
been undertaken with 370 
businesses participating since 
2007

� At least 75% of income being 
generated from subscriptions 
and commercial services 

The above are examples of our
successes, but by no means a
definitive list.

Finally, we cannot exist without the
continued goodwill and support of
our members and it is this fact that
drives us to focus daily on meeting
their needs. That may sound clichéd
but I make no apology for that, it is
what we do and will continue to do.

Please just ask how we can help
your business.

George Rafferty
Chief Executive
NOF Energy

NOF Energy: 
A Role Model Organisation



“Our history and pedigree is in the nuclear
sector. When we began to expand into the
oil and gas market some three or four
years ago now, NOF Energy gave us an
invaluable insight into the market
structure, the market dynamics and the
major players involved,”said Paul Charlton,
Managing Director of the specialist
engineering design and analysis
consultancy.

“NOF Energy provided us with important
market intelligence and specific industry
contacts to enable us to pursue the then
emerging opportunities in the Subsea
sector. The oil and gas industry, and the
sector in particular, now accounts for over
50% of our total sales revenue”

“We host regular meetings at our offices 
in Hexham with the NOF Energy team, 
which enables them to become excellent
ambassadors for PDL,” said Paul.  

“By meeting our engineers and seeing our
ever-increasing engineering design and
analysis capabilities, they are able to

promote PDL when they meet other
members and industry contacts.”

“We have also made use of NOF Energy’s
Member to Member Business service
which, again, has increased market
presence and business opportunities.”

Paul is a strong advocate of NOF Energy
membership and the range of services the
organisation offers.

“Any business that joins NOF Energy 
and doesn’t see their business develop 
is using their membership incorrectly, or
they are doing something fundamentally
wrong” he said.  

“The opportunities NOF Energy lays on 
for members are invaluable and I would
advise anyone in the energy supply chain
to take advantage of what they have to
offer.”

PDL Solutions (Europe) Limited www.pdl-group.com 

William Barclay, Express Engineering’s
Sales Director said: “NOF Energy is close
to many different areas of the oil and gas
sector, they present good opportunities to
members at regional and global level.”

“A key benefit of membership for Express
Engineering has been the amount of work
and leads generated in recent years.”

“By introducing the company to key
people at UK Trade & Investment and
signposting us to other members, this
enabled us to expand the business and
open a facility in Brazil. This would have
not been as straight forward without the
help of NOF Energy.”

“I would recommend other companies
and businesses taking up membership 
as NOF Energy are close to the sector 
and have vast knowledge. The actions
and plans it sets in place on behalf of its

Express Engineering has sung the praises of NOF Energy
membership to the tune of £1 million.

members are excellent. We have found it
of use both globally and regionally, which
helped us with establishing our
relationship in Brazil and the expansion 
of the facility there.”

Express Engineering Limited www.express-engineering.co.uk

Sectors
Oil & Gas, Subsea, Nuclear,
Renewables, Power Generation,
Aerospace & Defence

Export Markets
Brazil, Norway, North America
Singapore, Malaysia, Denmark

NOF Energy Services Utilised
Member to Member Business
Industry Intelligence
International Business    

Sectors
Oil & Gas, Subsea, Nuclear 

Export Markets
Norway, The Netherlands,
USA, Canada, Mexico

NOF Energy Services Utilised
Member to Member Business
Industry Intelligence  

“Even though we cover many of the similar
industries that NOF Energy work with, we
attend as many of the networking events
as possible. This enables us to explore
new business opportunities in existing and
emerging sectors” said Matthew Jewitt,
Commercial Manager at Newburgh
Engineering.

“One achievement for Newburgh is
expanding our customer base through
networking at NOF Energy events. The
target for Newburgh at these events is to
develop and cement customer
relationships, making sure we are getting
to the key areas where we can add real
value. This approach provides significant
business benefits to our customers and
results in long term partnerships for the
manufacture of critical components and
assemblies.”

“Newburgh has been involved in a
UK/Norway mentoring programme, which
NOF Energy promotes on behalf of the
Department of Energy and Climate

Newburgh Engineering, a high precision manufacturing company, 
explore new opportunities at NOF Energy networking events. 

When PDL Solutions (Europe) Ltd expedited its entry to the 
oil & gas sector it called upon the support of NOF Energy.

Change. This will lead to a number of
trade visits coupled with our attendance at
ONS 2010, the Norwegian Oil & Gas
Trade Show, for the first time, alongside
NOF Energy.” 

“Another service used is industry
intelligence; this is a main benefit of being
a member of NOF Energy. They have
good marketing research for members
and we aim to attend at least 50 per cent
of the events a year to raise our profile to
NOF Energy members.”

“I would recommend other members to
take up the services NOF Energy offer, 
the detailed Industry Intelligence and
Networking & Events work for Newburgh,
but as with most of these things the more
you put in, the more you will get out.”

Newburgh Engineering    www.newburgh.co.uk

Sectors
Oil & Gas, Subsea, Nuclear,
Defence, Power Generation,
Renewables

NOF Energy Services Utilised
Member to Member Business
Networking & Events
Industry Intelligence
International Business

Gill Southern, Director of Wessington
Cryogenics, says: “A large proportion 
of our business is international and 
NOF Energy has played an important 
role in supporting our global ambitions.’’

“Wessington has attended a number of
international events with NOF Energy,
particularly the Offshore Technology
Conference (OTC) in Houston.’’ 

“We have won business at OTC while
being on the NOF Energy stand, 
so it is always a beneficial event to attend.’’ 

“Being part of the stand-sharing initiative
allows us to visit other companies and
meet contacts while NOF Energy’s team
become our representatives on the stand.
They’re support is excellent and make 
sure we never miss an opportunity.’’

“NOF Energy always ensures we have 
a worry-free exhibition as the team’s
preparation and organisation is
exemplary.”

Wessington Cryogenics regularly takes advantage of NOF
Energy’s stand-sharing initiatives at international exhibitions as it
expands its global presence.

“There are so many positive reasons for
companies to be members of NOF Energy. 
In the case of Wessington, we have
benefited from its excellent network, which
is well-respected in the industry, as well as
the detailed industry knowledge it can
provide for numerous global markets.”

Wessington Cryogenics www.wessingtoncryogenics.co.uk

Sectors
Oil & Gas

Export Markets
Australia, Brazil, 
Canada, 
Dubai, USA

NOF Energy Services Utilised
Networking & Events 
International Business
Consultancy Services

Case Studies
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“NOF Energy arranged for key
contacts in the engineering
sector to visit Express
Engineering and so far we 
have won £1 million of work in
the last few years - all through
the proactive work and support
of NOF Energy and its
membership scheme.’’

“We have won business at
OTC while being on the 
NOF Energy stand, so it is
always a beneficial event to
attend.’’ 
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� Membership doubled now standing 
at more than 350 companies

� Assisted members secure an 
additional £75 million of new 
business

� Over 2,000 member to member 
introductions

� Now recognised as a national player 
in energy supply chain development

� Over 30 overseas market visits with 
more than 370 businesses participating

� Assisted in creating and safeguarding 
over 600 jobs

� Commercialised service provision

� Developed productive relationships 
with key clients e.g. TAQA Bratani, 
Doosan Babcock, KBR, Westinghouse, 
AMEC, Rolls Royce, AKER Solutions, 
ConocoPhillips, GDF Suez, Wood Group

� Strengthened financial base

� Reinvested surpluses in increased staff 
resources, expanded service provision 
and in undertaking assessment of 
potential overseas markets

� Restructured NOF Energy Board to 
ensure it reflected membership profile

� Exceeded the national benchmark on 
return on public sector investment

NOF Energy Key  Achievements
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“NOF Energy has exceptional global reach
and has helped us enter markets that we
previously hadn’t been able to break into,”
said Tommy Hillock, Managing Director
Global Supply Chain Solutions Limited
(Global SCS) a part of the Global Energy
Group.

“I’ve been involved in many of 
NOF Energy’s international market visits to
new markets and they’ve always proven 
to be really beneficial,” said Tommy.

“Being part of an NOF Energy delegation
puts you directly in front of key contacts 
in these markets, which, for companies
acting on their own, can sometimes be
tough to achieve,” Tommy added.

“There is also time to build your network
with other delegates on the visit, which
always has the possibility of leading to new
enquiries, leads and sometimes 
even new business.”

Breaking into new international markets is a major part of 
The Global Energy Group’s growth targets and the company
has utilised NOF Energy’s world-wide network to support its
strategy.

“Not only does NOF Energy have a good
network among operators and
international supply chains, the links it has
to other business support organisations
such as UK Trade & Investment is also
really helpful to organisations like
ourselves,” said Tommy.

“The team at NOF Energy really do their
homework and work really hard to get
businesses like ours the international
contacts we need.”

Global Energy Group www.gegroup.com

Sectors
Oil & Gas, Subsea,
Nuclear, Renewables

Export Markets
Brazil, Norway, North America
Singapore, Malaysia, Denmark

NOF Energy Services Utilised
International Business 
Marketing & Media

“Having chaired the Oil and Gas UK
Supply Chain Forum, I recognise the
importance of the supply chain in
supporting Operators in the extraction of
the remaining hydro carbons from the
UKCS.’’

“I have always recognised the North East
of England as a particularly strong regional
cluster supporting upstream oil and gas
and believe NOF Energy not only
champions that group, but pulls in
membership from across all regions.’’ 

“NOF Energy is a particularly active and
persuasive organisation and I have
presented to three very well-attended
events over the last four years whilst at
Subsea 7 and now at TAQA.’’ 

“ I believe it is vital that Operators are
open and communicative with the

Ian Rattray is Supply Chain Manager with TAQA Bratani Ltd a
new Operator in the UK Continental Shelf (UKCS) operating
former Shell Northern North Sea Platforms, and previously held
a similar role with leading subsea contractor, Subsea 7.  He has
presented at a number of NOF Energy networking events.

upstream oil and gas supply chain. 
We also need to look beyond the UK
Continental Shelf as an industry where
business can grow beyond UK borders 
to help support home operations and the
longevity of the UKCS.’’  

“We need to push out decommissioning,
maximise recovery of remaining reserves
which helps the country’s exchequer,
employment and business opportunity for
companies in the industry.’’ 

TAQA Bratani Ltd www.taqa.ae 

‘NOF Energy helps create
networks across the
supply chain from
Operator to Small and
Medium sized Enterprises’

‘We have a world class
upstream oil and gas
supply chain, which
organisations like 
NOF Energy can help
internationalise.’

“Since I began working with NOF Energy,
it has been a valuable, open and positive
partner,” said Warwick Blyth, Executive
Director and CEO of SAOGA.
“NOF Energy has been very helpful in
terms of helping SAOGA review the way
we do business, but also, an important
partner organisation to help us meet the
expectations of our members.”
“Since establishing this global partner
agreement, we also feel part of a much
larger network, which was evident at OTC
2010 when NOF Energy introduced us to
several other international partner
organisations,” he said.
“The partnership has given us access to a
very strong group of UK companies who
are keen to export their skills.  The visibility
NOF Energy has given SAOGA in its
directory is also important and has
resulted in various enquiries from the UK
about partnerships between suppliers.”

He added: “We visited the UK with 
NOF Energy in 2009 where we met 
some important contacts within their
membership. This was followed by an
NOF Energy mission to South Africa
where SAOGA took part in meet-the-
buyer sessions, which further
strengthened relationships between the
two countries’ supply chains.”
“The future is looking very positive for this
relationship,” said Warwick.  
“I would like to see SAOGA and 
NOF Energy help South African and UK
companies form new partnerships and
joint ventures that could benefit the African
market and bring rewards to businesses
from both countries.”  

South Africa Oil and Gas Alliance  www.saoga.wordpress.com

‘There is a lot of synergy
between the two
organisations, which really
helps fulfil our role of
supporting our members’

international business
aspirations.’

Case Studies

“NOF Energy has created a model for a
business membership organisation that
we wanted to emulate,” said Andrew
Thompson, Chairman of WEAF.

“We had seen that NOF Energy’s
reputation had been enhanced by fresh
thinking and how it was giving better value
to its existing members and attracting new
ones,” said Andrew.

“NOF Energy helped us create a clear
vision that in order to support our activity
as a member organisation, we must
become much more business focused
and treat WEAF as a company rather than
a club.”

“The individual mentoring provided to me
by the NOF Energy leadership has been
invaluable,” continued Andrew.  

“They have shared ideas with us and been
like an older brother to mentor and

The West of England Aerospace Forum (WEAF), a regional
trade association for the South West aerospace and defence
industry, has thanked NOF Energy for its support during the
restructuring of the organisation.

support me through a major period of
change.  We are about three or four years
behind NOF Energy in terms of getting to
where they are, but we will do it quicker
because we have NOF Energy as a role
model.”

“The future relationship between 
NOF Energy and WEAF has strong
potential.”

Andrew said: “The nuclear sector is of
great interest to the South West region
and we aim to work with NOF Energy to
utilise its industry experience and our
regional knowledge to provide our
members with opportunities to enter
future energy supply chains.”

The West of England Aerospace Forum www.weaf.co.uk 

‘The more we
interacted with them,
the more convinced
we were that what
George Rafferty and
his team have created
could be applied to
WEAF.’

South Africa Oil and Gas Alliance is one of NOF Energy’s 
global partners. The organisation works to promote South
African companies that can support offshore activities,
particularly in the West African market.



George Rafferty
Chief Executive

Kristie Leng  
Lead Events
Coordinator

Jenna Gray
Events Coordinator

Carolyn Clithero
Executive Assistant 

Tracey Atcheson
Finance Assistant

Luci Gray
Administration
Assistant

Joanne Leng
Director Business
Development

Clare Weirs 
Finance and
Business Services
Manager

Caroline Lofthouse
Marketing and
Events Manager

Paul Livingstone
Business
Development
Manager

A Global Approach to
Business Development
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NOF Energy has invested considerable
time and resource in developing its
international trade activities and its
presence overseas.

Having led a significant number of market
visits, 30 in the last three years alone, the
organisation’s international profile is at an
all time high.

The benefits from taking part in the visits
include direct contact with the main
players through targeted client visits,
receptions to meet local businesses, 
a comprehensive in-country briefing,
building links with support organisations
and, importantly, the networking which
takes place between the UK companies
within the delegation.

Our approach to internationalisation to
support our members is unique. We
promote member to member support,
which assists companies less experienced
in international business.

A two-way information exchange between
companies with international experience,
and those seeking advice before taking
their first steps into new global trading,
continues to be of benefit to members.

The NOF Energy International Group 
also plays a key role in our overseas plans. 
This group of experienced exporters guide
our international trade strategy and annual
action plan. 

As an organisation, we target markets 
that are of specific interest to members.  
The international group contribute to this
direction as do members through our
annual survey.

A long-term approach is taken to markets
such as Kazakhstan, Libya and Brazil.
Easy-win markets are also targeted; these
include Spain, Norway and The
Netherlands, which are also ideal for new
exporters.

We also keep a watching brief on
emerging markets such as Ghana to
monitor developments to ensure when the
time is right, members are well-positioned
for market entry.

Traditionally the overseas visits have
concentrated on oil and gas, but the
future will see multi-sector visits covering
oil, gas and nuclear and, potentially,
offshore wind.

Working closely with our nine global

partners who are like minded membership
based trade bodies or economic
development associations, we have a live
route into market. 

Mutually-beneficial agreements allow us 
to tap into their local contacts, encourage
respective memberships to work together
in partnering arrangements and receive
support for reciprocal visits.

The NOF Energy Consultancy Service also
supports companies with the production
of international trade strategies, contacts
and partner identification.  Specialist
Consultants covering Libya, Kazakhstan,
Norway, Brazil and the USA can be
tapped into at preferential rates.

We operate in a truly global industry 
and the UK supply chain is in high
demand. The NOF Energy International
Business Service will keep our members
at the forefront of projects and activities,
which will offer future business
opportunities.

Joanne Leng
Director Business Development
NOF Energy 

The Future

Meet the Team

I hope from this document, and the other
work we have done, you can see that
NOF Energy has come a long way over
the last four years.  We are by no means
at the end of the journey; we still have
ambitious plans for the organisation.

These plans are focused on continuing to
assist our members and partners achieve
their own business objectives.  It is an
undisputable fact that the demand for
energy will continue to increase and as 
a result so will the opportunities for our
members and partners.

Oil and gas will continue to be our core
sectors but there is no doubt the need 
for a balanced energy mix will see a
growth in opportunities from the nuclear
and renewables sectors.

Future development priorities include:

� Expanding our presence in other 
UK regions

For membership enquires please contact Paul Livingstone - Business Development Manager 
on +44 (0) 191 384 6464 or email plivingstone@nofenergy.co.uk

� Internationalising our membership

� Increasing inter trading opportunities 
amongst our members

� Organising overseas market visits 
combining oil, gas, nuclear and 
renewables

� Working with other industry bodies on 
nuclear and offshore wind supply chain 
development

� Further strengthening of our financial 
base through increased income 
generation

With regard to NOF Energy’s financial
strength, it is absolutely vital that we
recognise that due to the UK’s budget
deficit, it will become increasingly difficult 
to secure a public sector income stream.

This reality will undoubtedly mean that
businesses accessing our services will
have to be prepared to pay more if they

are to continue to benefit from the work 
of NOF Energy.  In turn we recognise that
we will have to show that we add value 
to our members and to do so we have to
continually look at ways of improving our
service offering. 

The above priorities will undoubtedly
present us with challenges but I am
confident we have the staff and the
support of our members to meet these
challenges, which in turn will lead to us
generating more opportunities for our
members.

I will finish by confirming my total
commitment to working in the best
interests of our members and encourage
members to think of ways in which we 
can assist them, please just ask. 

George Rafferty
Chief Executive




