
Case Study: Marke  strategy review deĮŶes Ŷew reservoirs of 

poteŶ  clieŶts aŶĚ iŶcreases visibility ŝŶ core markets.  

Situation 
DLM successfully constructed and 
assembled its first offshore pro-
duction platform for its client for 
The Republic of  Congo. 

Challenges 
How can DLM capitalize on this 
première to become a recognized 
player in the offshore construc-
tion business and capture more 
of  such orders? 

Actions 
We conducted a review of  DLM 
marketing strategy. 
The review included operational 
capabilities, QHSE, marketing 
and offshore construction pro-
jects data analysis. 

Results 
€10 Millions opportunity identi-
fied and pursued. 

Company brand equity enhanced 
in target region. 

Procurement cost contained 
thanks to additional suppliers 
seeking opportunities to provide 
DLM with materials and supplies. 

Executive Management con-
nected to key government deci-
sion makers and investors. 

The Client 

 Levivier Maroc -DLM*-is a leĂĚŝŶŐ  North AfricaŶ heavy steel coŶ-

 ĐŽŵƉĂŶy. 

SƚƌŽŶŐ with 50 years of preseŶce oŶ  ĂŶĚ oŶĂů markets, the 

ĐŽŵƉĂŶǇ has beeŶ ƐĞƌǀŝĐŝŶŐ the largest operators ĂŶĚ eŶgŝŶeerŝŶŐ ŽĸĐĞƐ 

such as EŝīĞů͕ SBM, Acergy, TĞĐŚŶŝƉ ĂŶĚ Saipem.  

DLM is also preseŶƚ ŝŶ a wide ƌĂŶge of other sectors of  ŝŶĐůƵĚŝŶŐ 

MŝŶŝŶŐ͕ Chemicals, IŶĨƌĂƐƚƌƵĐƚƵƌĞƐ͕ CemeŶƚ ĂŶĚ EŶergy. 

IŶ ƌĞƐƉŽŶƐĞ to growth ŝŶ  ŝŶ deep ŽīƐŚŽƌĞ ďƵƐŝŶĞƐƐ͕ DLM has devel-

oped ŝŶĚƵƐƚƌŝĂů tools ĂŶĚ deŵŽŶƐƚƌĂƚed commitmeŶƚ to oil services ac vi-

 especially equipmĞŶƚ ŵĂŶƵĨĂĐƚƵƌŝŶŐ ĂŶĚ assembly for deepwater oil 

ĂŶĚ gas  ĂŶĚ   

While DLM completed ŵĂŶǇ  projects for ŽīƐŚŽƌĞ oil ĂŶĚ gas 

sector, it is ŽŶůǇ ƌĞĐĞŶƚly that the ĐŽŵƉĂŶǇ ĐŽŶƐƚƌƵĐƚĞĚ aŶd assembled its 

ĮƌƐƚ oīshore  for PereŶco ŝŶ The Republic of CŽŶŐŽ͘ 
The project was a ƌĞŐŝŽŶĂů ĮƌƐƚ ĂŶĚ a success for the clieŶƚ͘ 

Challenges 

DLM ŶĞĞĚĞĚ to capitalize oŶ this achievemeŶƚ to secure repeat orders ĂŶĚ 

become a player of choice ŝŶ this segmeŶƚ of oīshore  

In Brief 

 EnerGC  

Dela re Leviver Maroc Reviews Marke  Strategy For Its 

Oīshore CŽŶs  BƵƐŝŶess. 

We ĐŽŶĚƵĐƚĞĚ a review of 

DLM ŽīƐŚŽƌĞ  

ďƵƐŝŶĞƐƐ ůŝŶe.  

The review ŝŶĐůƵĚed opera-

  QHSE, 

marke  aŶd ŽīƐŚŽƌĞ ĐŽŶ-

 projects data 

ĂŶĂůǇƐŝƐ͘ 
We performed a segmeŶƚĂ-

Ŷ of stakeholders ŝŶǀŽůǀĞĚ 

ŝŶ the ĐŽŶƚracts award proc-

ess. 

Generating  Value  for  Our  Clients  

* More oŶ DLM at www.dlm.ma 

Strategic Analysis
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For small projects, as the 

operator size increases, its 

internal capabilities increase 

and outsourcing level 

decreases

As projects become bigger, even 

if the operator is a major company 

with significant capabilities, the  

outsourcing level increases

Target Segment



 we ide Įed geographical markets with reservoirs of pote  

clients for the ŽīƐŚŽƌĞ  business. 

In collabora  with DLM Exe ve Management, we outlined an n plan 

ƌĞĮŶŝŶŐ the marke  strategy, mee ng strategic corporate  and 

budget constraints. 

 

Results 

• DLM was able to  and pursue a €10 millions opportunity. 

• The purchasing department received requests for ƋƵĂůŝĮĐĂ  from new 

suppliers enabling the company to diversify its sourcing and reduce price 

increase pressure. 

•   management was able to develop  

with key government decision makers and investors. 

•  the company improved its understanding of the  of 

energy markets in West Africa and enhanced its brand equity in that re-

gion. 

 

EnerGConsul ng®  is  a  bou que  energy   Įrm  providing 

technical and management  services for the energy industry 

in Brazil, the Middle East and West Africa, some of the World’s most 

ac ve regions. 

Our  comprises a wide range of the energy value chain includ-

ing Training & Development, Knowledge Management, Opera , 

HSE&Q, Marke  V  Business processes design and imple-

 and Strategy. 

EnerGConsul ng®  is  unique  in  that it leverages exis ng resources 

within clients’ organisa s and facilitates the transfer of es.  

We oīer our clients focused yet ŇĞǆŝďůĞ  consul ng services.  

By tapping into customers’ assets in priority order, our in  

with clients are mised and generate greater value. 

“The consultant 

demonstrated a deep 

knowledge of the O&G 

industry, a quick 

understanding of our 

 and a capability 

to design Įƚ-for-purpose 

solu ons” 

E-mail: info@EnerGC g.com 
Copyright © 2010 EnerGConsu ng ® .  All rights reserved. 

About EnerGC  

EnerGC   

EnerGC   
Gener  Value for Our Clients  

www.EnerGC g .com 

 

 

 

 

 

 

 

 

 

 

 

 

P rm during  in  

DLM  yard 

 

 

 

 

 

 

 

 

 

 

 

 

 

P rm on its way to Congo 

GĞŶĞƌĂƟŶŐ VĂůƵĞ ĨŽƌ OƵƌ CůŝĞŶƚƐ     

Eric Cecconello 

CEO DLM  


