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Welcome to the Desert Control Q4 2022 and Year-to-Date Company Update webcast. It will cover the Q4 Report and Interim 
Financial Results for the fiscal period that ended on December 31st, 2022. Some recent updates for Q1-2023 will also be included. 

A Q&A session will follow the presentation, and we invite you to use the Q&A function for questions.  

Before the official Q4 Update Agenda, allow us to introduce Desert Control's CEO for a brief introduction. 
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Before we dive into updates on our recent progress, I will share a brief recap of our company presentation and our vision of 
making earth green again. 
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Our planet is drying, fertile land is dying, and water scarcity accelerates in a vicious cycle.  

The annual cost of droughts and land degradation is hundreds of billions of dollars, and governments invest heavily in initiatives 
for drought mitigation and safeguarding agriculture, which now needs more than 70% of all available freshwater on earth.  
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When soil turns to sand, even more water is needed to maintain life and grow food. 

In sandy soils, less than 15% of water is retained for plant use. Most is quickly lost to deep drainage, causing fertilizer wash-out, 
increasing costs, and lost productivity. 
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MAKING EARTH GREEN AGAIN

3

>70%
Of water used for 

agriculture

12M
Hectares perish to 

desertification     

annually

52%
Of agricultural land 

degraded

4Bn
Experience 

droughts and

water scarcity

$19,5B
U.S. Inflation Reduction Act 

(agricultural conservation)

€20B
EU Biodiversity Strategy 2030 

(annual investment)

$125B 
USD spent globally to address 

drought events   

(2007-2017)

$490B 
Annual cost of soil and land 

degradation world-wide 

(Source: UNCCD)

Loss of water and fertile land – A vicious cycle
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Our focus: Soil improvement

Water drains very 
fast

Sandy Soil
have large particles with 
low ‘surface charge’ –
water has ‘nothing to 

stick to’

The Chief Problem 

Less than 
15%

of water is retained in 
the topsoil for plant use

Most of the water is 
lost

Resulting in
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Liquid Natural Clay is a nature-based solution to upgrade sandy soils with a larger storage bank. The liquid coats each grain of 
sand with an electrical charge that holds onto water like a magnetic force, creating a soil structure that retains water and 
nutrients like a sponge. 

One treatment can last for five years or more with maintenance programs. 
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LNC saves up to 50% on water and energy usage while improving fertilizer efficiency, leading to higher yields, better crop quality, 
and increased profit. 
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If you think “it sounds too good to be true,” note that LNC is backed by 12 years of R&D followed by five years of independent 
validation and field pilots with consistent results. 
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The total available market is huge, and our initial focus is the UAE and the United States, targeting sandy soil areas affected by 
drought and water scarcity. Clients are farmers, landowners, and governments. 
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Liquid Natural Clay (LNC)

More water 
available

Less water is lost 
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LNC-treated 
Sandy Soil

Sand 
Grain

6

Results

EnergyWater

ProfitYield Quality

Fertilizers

Improved efficiency in the use of:

Higher:

Before After

ICBA, Dubai, UAE

The University of Arizona, Yuma, U.S.

Silicon Oasis, Dubai, UAE

21-53% yield increase

47% water savings

Up to 62% yield increase
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Reasons to believe

8-62%
Increased Yield 

(crop-dependent)

LNC Achieved Documented Results in 20+ Field 
Implementations & Data-Driven Pilots in UAE & USA:

After

2-4X
ROI per 

investment cycle 
(with applications 
lasting ~5 years)

Before

35-50%
Water Savings

12+ years of R&D, 5+ years of field 
validation and pilots

Independent validation by ICBA & 
University of Arizona

Patents achieved in 48 countries

Supported by:

Partnerships (Achieved as of Q4 2022):
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Market

AGRICULTURE

LANDOWNERS

GOVERNMENTS 
AND NGOS

Initial target markets: U.S, Southwest & UAE/Middle East – sandy soil 
areas affected by drought, desertification, and water scarcity.

However - The water and fertile land crisis is global. From governments to 
global agribusinesses to individual landowners – LNC has immense 
potential to scale across sandy soil areas worldwide in multiple sectors:

Additional Growth Driven by Carbon Credits:
LNC enhances sandy soil’s capability to sequester & store CO2

$8.7B 
Current Regenerative 

Agriculture market size

+14% CAGR 
Projected for regenerative agriculture 

market ($16.8B by 2027)

$2.5B 
Global soil conditioner market.      

(2025)

$6B 
Global soil amendment market 

(2027)

$490B 
Annual cost of soil and land 

degradation world-wide 
(Source: UNCCD)

$125B 
USD spent globally to 

address drought related 
events   

(2007-2017)
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Our business model is turnkey projects priced by hectare or number of trees combined with various services for additional 
revenue streams. 
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We’re a team of 53 intelligent and passionate people with strong leadership to execute our mission.   
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Commercial agreements are signed. The first salespeople are hired, and the pipeline grows with solid tailwinds from government 
incentives, positive references from pilots, and strong results from independent validation programs. 

As a result, LNC is deployed to more acreage in the last three months than over the previous five years combined. 
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I am Ole Kristian Sivertsen, CEO of Desert Control, and I will take us through today's agenda, which has four parts:  

• First, I will present Q4 highlights  
• Next, Marianne, our CFO, will take us through the financial update 
• Then I will share a brief outlook before we close with the Q&A session 
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Business 
model

Multiple Revenue Streams

Turnkey Soil Ecosystem 
Regeneration for Sandy Soil

Scalability:

Fast Lead Times
• 2-3 months build time for additional 

LNC Production Capacity (incl. 
fabrication of units, onboarding of 
operators, etc.)

Building On-Demand
• Limited capital obligations prior to 

receiving an order

• Mitigating risk, providing capital 
flexibility and facilitating scaling

Turnkey Projects
$/hectare or $/tree                       

– price dependent on area & 
contract size 

Digital Subscriptions
Monthly (MRR), dashboard with 

monitoring & data analytics

Per Liter
$/liter                                         

– price based on location & 
contract size

Consulting
Offering end-to-end soil health 

advisory, training & support

Service Model 
Ongoing maintenance, top-ups                                    

(“LNC as a Service”)

Business Intelligence
Data Collection, Analytics, AI/ML, 

integration & automation
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Team

Ole Kristian Sivertsen
Chief Executive Officer

(Group CEO)

International track-record 
of transforming innovations 

into business value for 
companies including Citrix 

Systems, RES Software, Sun 
Microsystems, Telenor, 
EVRY, and Global Eagle.

Bernt Arne Breistein 
Chief Operating Officer        

(Group COO)

Extensive international 
experience in designing, 

operationalizing, and 
implementing strategies 
to drive profitable growth 

for organizations.

Marianne Vika Bøe 
Chief Financial Officer 

(Group CFO)

Significant experience with 
international corporations and 
emerging growth companies. 

Joined the Desert Control 
team coming from KPMG.

Charlie Granfelt
Chief Commercial Officer 

(Group CCO)

Experienced international 
sales- and marketing 

executive coming from senior 
commercial leadership 

positions at Skretting, the 
world-leading aquafeed 

producer.

Viggo Halseth 
Chief Innovation Officer 

(Group CIO)

Extensive experience 
from leading R&D and 

innovation as Chief 
Innovation Officer for 
Skretting / Nutreco, a 
global leading animal 

nutrition company with 
solutions that go beyond 
nutrition providing best-

in-class technology.
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Traction

Strong market drivers 
and growing pipeline

More LNC delivered in 
the last 3 months than 
during the last 5 years

Scalable, Patented, and 
Proven to Boost Yields 
& Cut Water Costs

LNC is Poised for Outstanding Growth 
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Q4 Highlights 

Agenda / Q4 2022
Q4 2022 REPORT AND FINANCIAL RESULTS / COMPANY PRESENTATION

Questions
and answers

Financials Outlook

Q4
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I will focus the main highlights for Q4-2022 in three areas:  

1. The progress on sales and commercial activities in the United States 
2. The continued streamlining of operations in the UAE and the first project fully self-driven by Mawarid Desert Control (in 

short MDC) 
3. Significant achievements in project execution for LNC production and delivery; in the volume of LNC produced, size of 

projects, and efficiency levels; which strengthen confidence in the ability to scale and achieve profitable execution of 
projects.  

I will share more details for each area in the following slides, starting with the progress in the United States. 
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The successful completion of the first pre-project with Limoneira is a significant milestone  

• 2,000 citrus trees over 20 acres in the Mojave desert in Cadiz, California, was completed in December 2022. – While it 
took 3 days to complete 50 trees in the Limoneira pilot in July, the team reached a pace of 250 trees per day in Cadiz.  

• The final 2000 trees for the Limoneira pre-project launched successfully in January 2023 covered 20 acres in Yuma, 
Arizona. In this project, the pace increased from 250 to 500 trees per day with the same team and equipment as used in 
Cadiz. This is significant progress, and we identified ways to continue increasing efficiencies.   

Let’s watch a short video clip from the field in Yuma: https://vimeo.com/desertcontrol/limoneirayuma  

If you noticed the square basins being filled with LNC, the next step is to fill entire lanes or rows of trees without any borders 
between them. With the success of this we will reach a pace increase from 500 to thousands of trees per day.   
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As mentioned in the introduction, the recent projects represent significant achievements in execution for LNC production and 
delivery. 

More LNC was deployed, covering more acreage of LNC-treated land from December 2022 – February 2023 than over the 
foregoing five years combined.  

From November 2017 to November 2022, twenty LNC deployments were completed for validation studies and various pilots. 
Most implementations were less than one acre, with only one project beyond 2 acres. In comparison, the Limoneira projects 
alone were 40 acres.  
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Q4 and Year-to-Date Highlights

• Continued transitioning to       
the JV structure with       
Mawarid Desert Control (MDC)

• Restructuring reduces DCME 
operational costs by >50%

• First MDC commercial pre-
project with strategic customer

• Achieved first-ever LNC 
deployment for a single area 
larger than 1 hectare 

• Gained increased speed and  
efficiency in the production 
and application of LNC

• Shipping additional LNC 
production units to the U.S.

• Successful completion of the 
first revenue-generating 
project (Limoneira Company)

• The first U.S. salesperson 
joined in December 2022

• Positive results from the 
University of Arizona trial

ACCELERATING SALES AND 
COMMERCIAL ACTIVITIES
IN THE UNITED STATES

STREAMLINING THE UAE
OPERATION FOR OPTIMIZED
COST EFFICIENCY

MORE LNC PRODUCED IN 
THREE MONTHS THAN OVER 
PREVIOUS YEARS COMBINED
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Completion of the first revenue-
generating project in the United States

15

Significant achievements in project execution

Deployed more LNC in the last three months than over previous years combined



The experience gained from increasing project sizes is essential for future large-scale projects and to validate the ability to deliver 
on the growing demand, which is driven by multiple factors:  
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Droughts and increasing water scarcity continues accelerating in the U.S. 

• Regulatory action to increase water-use restrictions is being enforced.  
• And more incentives to promote water conservation are being introduced  
• Desert Control offers a relevant solution to these issues and is positioned to qualify for government incentives that can 

support accelerated LNC implementation for farmers and landowners.  
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Another positive driver is the 5-year program for independent validation of LNC for American soil by the University of Arizona 
launched in March 2022. 

We experienced positive interim indications already in the first season with the watermelon and bell pepper crops that showed 
positive potential for reduced irrigation frequency, 50% increased lateral movement of water, and reduced mortality rates of 
seedlings.  

Several well-attended field days have been hosted by the University at the project site, and the interest from local farmers has 
been growing. 

The second season with crops expanded to romaine lettuce and celery, even made headline news with Reuters after the romaine 
was harvested in December. The University field plots consist of three unique LNC formulations compared against untreated 
control plots. The lowest-performing formulation showed a 21% higher yield compared to the control, while the best-performing 
formulation yielded 53% higher salad production.  

The celery grows more slowly and was recently harvested. Although data is still being processed, we notice similar trends as for 
the romaine.  

-18- 

 

The mentioned drought-related drivers, combined with positive references from the Limoneira projects and the results from the 
University of Arizona, encouraged accelerated recruitment of a sales team, and the first U.S. salesperson started in December 
2022. 

In preparation for accelerating activities, we recently opened our first U.S. operational base in Yuma, Arizona, strategically 
located to reach customers across Southern Arizona and California.  
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Drivers in the U.S.

Desert Control offers a relevant solution to these issues and is positioned to qualify for government 
incentives that can support accelerated LNC implementation for farmers and landowners.
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The University of Arizona validation program

POSITIVE RESULTS FROM FIELD TRIAL
• 5-year validation program with the University of Arizona
• First season: watermelon and bell peppers
• Second season: romaine lettuce and celery
• Romaine lettuce was harvested in December

21-53%
higher yield values for 
LNC plots than control 

plots.
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Preparing for accelerating activities in the U.S.

SALES FORCE
First U.S. salesperson joined in 
December 2022

SCALE ON DEMAND
Two additional units shipped to 
the United States

YUMA OFFICE
Opening of U.S. operational base 
in Yuma, Arizona



Further, two additional LNC production units are being sent to the U.S. The units are expected to arrive at the newly established 
operational base during April 2023 and will double production capacity in the United States. The long-term objective is to 
establish local fabrication of LNC production units for the U.S. market to support scale-up.  

-19- 

 

Sales activity in the U.S. is increasing, and the new year started with the signing of three new agreements for commercial pilots. 
The customers are: Five Rivers Cattle Feeding in Wellton Mohawk, Arizona, Lemonica Citrus in Calipatria, California, and the golf 
course Fortuna De Oro in Yuma, Arizona. 

We’re experiencing growing interest in the program designed to convert prospects into customers for large-scale LNC rollout. 

• The program's first phase is a smaller-scale commercial pilot to quickly build trust and document the financial value for 
the customer.  

• Phase two is a pre-project of larger size to demonstrate that results can be replicated over larger areas.  
• Based on positive results, the next phase is the full-scale rollout of LNC. 

The time required from the launch of a commercial pilot to deciding on a large-scale deployment varies by the crop's growing 
season. Limoneira's citrus growing season is long, with one harvest per year. Crops at the other end of the scale, like alfalfa, grow 
fast and often have 8-10 harvests yearly. Therefore, diversification of the sales portfolio is a focus for 2023.  

Agreements to convert pre-projects like Limoneira to full-scale deployment are expected towards the end of 2023 based on 
results from the harvesting of this year's crops. 
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Turning to updates on the UAE operations. 

The transition to the Joint Venture structure in partnership with Mawarid has taken longer than expected and is now in the final 
stage. The company Mawarid Desert Control (in short MDC) established to be the exclusive sales and distribution company in the 
UAE, became operational in the fourth quarter. The process of reducing duplication of roles and responsibilities between Desert 
Control and MDC creates improved alignment and is further contributing to reducing the operational costs for Desert Control 
Middle East by more than 50%.  

Changing from direct to indirect sales and distribution with a JV required some changes to the formal company and business 
licenses in the UAE – this has taken additional time. Further, with the newly operational MDC model, some extra steps to register 
and qualify for doing business with governmental clients are being finalized. This is expected to conclude shortly after Ramadan 
and will open doors to additional opportunities for MDC in the UAE. 

In the meantime, MDC focuses on smaller opportunities in the private sector. In December, we passed the milestone for MDC’s 
first fully self-driven project, where LNC was sold and implemented for a commercial pre-project with a strategic food security 
company that manages farms across the UAE.  

We congratulate MDC on its first successful project!  
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At the speed of trust – from 
pilots to full-scale projects

FROM COMMERCIAL PILOTS… … TO PRE-PROJECTS… … TO FULL SCALE DEPLOYMENT

Five Rivers

Fortuna De OroLemonica Citrus
Limoneira Company
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Streamlining the UAE operation 
for optimized cost efficiency

• Restructuring reduces 
operational costs for Desert 
Control Middle East by more 
than 50%

• MDC completed its first 
commercial pre-project with 
a strategic UAE food security 
company

• Reducing duplication of roles 
and responsibilities creates 
improved alignment

TRANSITIONING TO THE 
MDC JV STRUCTURE

REDUCING OPERATIONAL 
COST FOR DESERT CONTROL 
MIDDLE EAST

FIRST COMMERCIAL 
PRE-PROJECT FULLY 
DRIVEN BY MDC



-21- 

 

Finally, let me reiterate the value of the advances made in LNC delivery capabilities. 

The efficiency gains and learnings from the recent projects strengthen the foundation for future deployments and the company’s 
confidence in the ability to reach the efficiency levels required for profitable business and scalable unit economics. 

Growing the number of commercial pilots and pre-projects also brings more value to our digital services; – designed to measure, 
document, and visualize the impact of the LNC. Live dashboards with real-time performance data from LNC-treated soil 
compared to untreated control areas are effective in creating a sense of urgency to drive customers towards deploying LNC at a 
larger scale.  

Finally, with additional LNC production units deployed between geographies in the new year, we also get further confirmation on 
the flexibility and agility to quickly shift production capacity to regions with high demand for LNC. 
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We will now turn to the Financial update, and I pass it over to our CFO, Marianne Vika Bøe. 
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The figures are shared in detail in the financial report published earlier this morning.  

These financial key figures will be covered in more detail in the following slides. 

I want to highlight that the company closed the fourth quarter with a positive cash balance of NOK 78.2 Million and has no 
interest-bearing debt.  

Note that the revenue recognized in 2021 relates to the pilot evaluation with Mawarid Holding Investment in conjunction with 
the partnership negotiations that led to the Joint Venture with the establishment of Mawarid Desert Control (MDC). 

The sales pipeline is growing, and streamlining the UAE operation for optimized cost efficiency further contributes to reducing 
operational costs for Desert Control Middle East by more than 50%, aligning our cash runway with the anticipated timeline for 
entering contracts for large-scale LNC deployment.  
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Achieves advances in LNC 
delivery capabilities

EFFICIENCY
Gained increased speed and
efficiency in the production and
application of LNC

GLOBAL MOBILITY
Utilizing the global mobility of
assets

DIGITAL
Strengthening sales success
with digital services

22

Q4 Highlights

Agenda / Q4 2022
Q4 2022 REPORT AND FINANCIAL RESULTS / COMPANY PRESENTATION

Questions
and answers

Financials Outlook

Q4

23

Financial key 
figures

FOURTH QUARTER 2022
[fourth quarter 2021 in brackets]

FULL YEAR 2022
[full year 2021 in brackets]

• Revenue NOK 1M [NOK 0.8M]

• EBITDA NOK -24.8M [NOK -10.6M]

• Profit or loss for the year NOK -34.5M [NOK -

10.5M]

• Gross R&D expenses NOK 1.4M [NOK 11M]

• Revenue NOK 2.2M [NOK 3.1M]

• EBITDA NOK -89.5M [NOK -31M]

• Profit or loss for the year NOK -89.7M [NOK -

31.7M]

• Gross R&D expenses NOK 3.9M [NOK 14.4M]

• Innovation Norway / grants NOK 2.3M [NOK 8.7M]

• Total cash balance 31.12.22 (incl. current financial assets) NOK 78.2M [NOK 179.2M]

• Equity 31.12.22 NOK 107.7M (equity ratio 90%) [NOK 194.1 (95%)] 

78.2.M
Total cash balance

31.12.2022

90%
Equity ratio
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The revenue recognized in the quarter relates to the first commercial pre-project in the US, as well as the strategic pre-project in 
the UAE. Note as previously mentioned that the revenue in 2021 relates to the pilot evaluation with Mawarid Holding Investment 
in conjunction with the partnership negotiations 

The expenses in the quarter are in line with our budget.  

The finance cost relates to to unrealized foreign exchange gains on intercompany loans.  
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There are no significant changes in the balance sheet in the fourth quarter.  

Other current financial assets consist of fixed income fund. And as mentioned earlier, cash and funds in total amounts to NOK 
78.2 million as per the end of the fourth quarter 2022, and we have no interest-bearing debt. Our runway is in accordance with 
our forecast, and in line with the communication in the third quarter.   
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The overall reported equity of 107.7 million equals 90% of total assets. 
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Cash flow from operating activities is the operating profit & loss adjusted for depreciation and amortization and underlines the 
cash-based nature of the company in its current state.  
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Consolidated statement 
of comprehensive income

25

Consolidated statement of 
financial position 
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Consolidated statement 
of financial position (continue) 

27

Consolidated statement of 
cash flows
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The cash flow from this section is the release of bank deposits and funds to support the operations.  

No other significant sources of capital have been added through 2022. 

For further information regarding the Q4 Financials please see the full Q4 report. 
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The development of the Desert Control share and the Top 20 shareholders are updated at our webpage 
www.desertcontrol.com/investors Investor — Desert Control 
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We will now turn to outlook before we close with the Q&A 
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The three newly signed agreements are with customers that represent significant potential; Five Rivers is the world's largest 
"cattle feeder," with numerous farms across the U.S. The commercial LNC pilot will be carried out on the McElhaney farm in 
Wellton Mohawk, Arizona, which has 1,100 acres of irrigated fields and alfalfa as the main crop for animal feed. Lemonica Citrus 
has a 1200-acre citrus farming operation in Calipatria, California, and Fortuna De Oro is a 47 acres golf course in Yuma, Arizona. 

Based on positive pilot results, the objectives are to expand LNC deployments for larger-scale rollouts through successive stages. 
We anticipate these projects to develop similar to Limoneira, where we expect to reach a final agreement for full-scale rollout 
after the harvesting of this year's crop in the fourth quarter.  
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Consolidated statement of 
cash flows (continue)
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The DSRT share

ORIGIN OF SHAREHOLDERS

Norway Luxembourg UK Sweden Others

0

10

20

30

40

ISSUE PRICE AS OF 
14 APRIL 2021: NOK 11.69

SHARE PRICE AS OF 
31 DEC 2022: NOK 13.8
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Q1-2023 Updates

Five Rivers

Fortuna De OroLemonica Citrus

Limoneira Company
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Desert Control's sales strategy for 2023 focuses on generating revenue and developing a pipeline of opportunities through 
commercial pilots and pre-projects, with the objective to start converting pre-projects into contracts for large-scale deployment 
by the end of the year. 

Three new agreements for commercial pilots were signed by the 28th of February, 2023, and the company anticipates signing 
several additional agreements for similar projects during Q1-2023.  

The company will provide guidance and quarterly reporting on the number of commercial pilots and pre-projects with anticipated 
conversion rates going forward.  

Based on the current pipeline, we anticipate securing a minimum of five commercial pilots per quarter, of which we expect a 
minimum of 50% conversion rate.  
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Please take note of the disclaimer relating to forward-looking statements. 
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We will now start the Q&A session. We invite you to use the Q&A function for questions, and we will also answer questions that 
have been submitted by email.  

-------------------------------------------------------------------------------------------------------------------------------------- 

Q: When will you be listed at bigger exchanges to reach out to more investors? 

A: There were questions sent by email related to OTC trading of the Desert Control share as well. In the U.S. any 
investor can submit a request to the OTC to be allowed to trade foreign shares in certain selected markets, for 
instance from the Oslo Stock Exchange. That means that you can get registered for trading on markets in the U.S. 
such as OTC without any initiatives from the company. Desert Control has not actively been working on, or spending 
time and energy on registering for any kind of listing in the U.S. That's fully driven by the market itself in the same 
way that our stock is also facilitated by other companies to trade on stock markets, for example, in Germany and 
other places. No initiatives from the company on this side as of yet. And what the future will bring - we are seeing 
significant progress in the U.S. Now we're focused on building sales and developing the market. 
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Limoneira pilot 
50 trees
(July 2022)

Limoneira 
pre-project 
2000 + 2000 trees

Signing of new
pre-projects

Growth in number of 
pre-projects

Start deployment of 
full-scale projects and 
continue growth in 
number of pre-
projects

Conversion to 
full-scale 
projects

Q4 2022 Q1 2023 Q2 2023 Q3 2023 Q4 2023
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This presentation contains 
forward-looking information and 
statements relating to the 
business, performance, and items 
that may be interpreted to impact 
the results of Desert Control 
and/or the industry and markets in 
which Desert Control operates.

Forward-looking statements are 
statements that are not historical 
facts and may be identified by 
words such as "aims", 
"anticipates", "believes", 
"estimates", "expects", "foresees", 
"intends", "plans", "predicts", 
"projects", "targets", and similar 
expressions. Such forward-looking 
statements are based on current 
expectations, estimates, and 
projections, reflect current views 
concerning future events, and are 
subject to risks, uncertainties, and 
assumptions, and may be subject 

to change without notice. 
Forward-looking statements are 
not guaranteeing any future 
performance, and risks, 
uncertainties, and other important 
factors could cause the actual 
business, performance, results, or 
the industry and markets in which 
Desert Control operates in, to 
differ materially from the 
statements expressed or implied in 
this presentation by such forward-
looking statements.

No representation is made that 
any of these forward-looking 
statements or forecasts will come 
to pass or that any forecasted 
performance, capacities, or results 
will be achieved, and you are 
cautioned not to place any undue 
reliance on any forward-looking 
statements.

Q3 2022 Report

The information enclosed is 
subject to the disclosure 
requirements pursuant to sections 
5-12 in the Norwegian Securities 
Trading Act.

Cautionary note
DISCLAIMER RELATED TO FORWARD-LOOKING STATEMENTS
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-------------------------------------------------------------------------------------------------------------------------------------- 

Q: Congratulations on the great progress in U.S. The UAE, however, seems to be sticky. Why is this? And what are you 
planning to do to mitigate the slow speed in the UAE? 

A: As shared in the UAE update, the progress in the UAE have taken longer than expected. We are working on those 
final steps to mitigate the steps of, for example, being fully qualified to do business with large-scale government 
entities. In the meantime, we're focusing together with MDC on smaller opportunities in the private sector, such as 
the food security company that was recently announced. We are seeing significant benefits of the model in terms of 
reducing our operational costs in the Middle East so that we get more resources to accelerate commercial activities in 
the U.S.  

-------------------------------------------------------------------------------------------------------------------------------------- 

Q: Please say something about a issue of new stocks. Will this happen? Or are you trying to get funds from contracts? 

A: The general cash situation in Desert Control and potential capital rates, we are completing the restructuring 
process in the UAE with the transition to the joint venture as we speak, which will impact our costs and our burn rate. 
On the other side, with the increased activity in the U.S., we expect to see an increased cost there. However, we are 
also seeing revenue coming in now. And we did communicate last quarter that we had a runway of approximately 1 
year. There has been no significant changes to that. And what we also mentioned in the third quarter, there are of 
course alternative sources to financing which are even more relevant now that we are generating revenue. 

-------------------------------------------------------------------------------------------------------------------------------------- 

Q: How is MDC, Mawarid Desert Control and Mawarid working? 

A: Mawarid Desert Control, MDC, is working as an autonomous company. They are the exclusive sales and 
distribution company for selling and delivering LNC and delivering projects in the UAE. That means that they are 
building a sales organization, they're developing marketing activities, bringing customers and doing the entire end-to-
end delivery of LNC projects. Desert Control through Desert Control Middle East is a material supplier who produces 
and delivers the required volume of LNC. And all other elements of the business is driven autonomously by Mawarid 
Desert Control, MDC. 

-------------------------------------------------------------------------------------------------------------------------------------- 

Q: Are the two LNC units coming to the U.S. built in Norway? Or are they being delivered from UAE?" 

A: We did build a number of clusters in the UAE early on. We did not build those clusters because we had contracts or 
demand for the production capacity, but we needed to make sure that we were able to build units of a consistent 
quality. And we needed to know that we were going to be able to do so on budget and on time so that we know 
based on the projects and the contracts that we're entering what is it going to cost and how long is it going to take to 
provision additional capacity. That cannot only be an Excel exercise or a PowerPoint maneuver. You need to really 
build those and get the experience of that. We had additional capacity in the UAE that was not yet utilized in terms of 
capacity utilization. We therefore shipped additional units from the UAE to the U.S. both last year, 2 units, and this 
year additional 2 units wo we'll have a full cluster operational, doubling the capacity in the U.S. in the timeframe of 
April this year. 

-------------------------------------------------------------------------------------------------------------------------------------- 

  



Q:  Are the 3 new pilots prepaid? If so, is it possible to give an indication on the price? 

A: Yes. They are commercial projects, but not significant in terms of revenue as it's smaller areas that we start to 
quickly build trust and move on to larger pre-projects. Once agreements reach a larger significant size, we will report 
those as we go. 

-------------------------------------------------------------------------------------------------------------------------------------- 

Q: What is the negative financial costs or currency loss? 

A: I mentioned in the presentation that the financial cost relates to unrealized currency loss on intercompany loan. So 
that is 4Q isolated. If you look at the full year, we have a net financial income which relates to the same item - 
intercompany loans. 

-------------------------------------------------------------------------------------------------------------------------------------- 

Q: And is there any need for new equity or debt?" 

A: We have no significant changes to what has been communicated in the last quarter, which is the runway of 
approximately 1 year. That correlates with the timeline of when we're anticipating to enter larger contracts that will 
have a positive cash contributing element to it.  Those are the considerations that we're continuously looking at. 

-------------------------------------------------------------------------------------------------------------------------------------- 

Q: How are the processes which will end up in time contracts? 

A: We are now seeing example of these processed in the U.S.; the project of a commercial pre-pilot or commercial 
pilot that can quickly demonstrate the financial value and build trust with the client to expand it to larger scale to 
show that the results can be replicated over larger areas. Based on the result achievements there, we're then moving 
forward to a full-scale rollout. We are also targeting to get as many as possible of these contracts combined with 
signed letter of intents (LOIs) of the full-scale rollout as we have with the Limoneira contract, where the contract 
went from the commercial pilot to the larger pre-project combined with an LOI for full-scale deployment. I can also 
add that the digital services make a important contribution and factor here because it's not in a way where you have 
to sit and watch the grass grow. You will be able to see pretty instantly the improvement of water use efficiency by 
soil sensors that are deployed in the soil of LNC-treated areas, as well as in control areas that are managed just the 
way they are today. Then we'll see indications from the water applied, the maintained moisture levels and the 
performance of the LNC with real-time data and these live dashboards that will drive a sense of urgency to the client 
to see what they're missing out on in terms of water saving potential for the remaining areas that they have. That's 
also a very strong contributor to convert sales more quickly. The final part being the diversification of our sales 
portfolio where if we only go after tree base crops like lemons, for example, it's going to take a full year before the 
client has harvested the crop and see the full impact. By diversifying with row crops, vegetables that you have 2-4 
harvests per year on, or alfalfa with 8 to 10 cuts per year, we can get a good healthy balance of diversification and 
quicker conversions. 

-------------------------------------------------------------------------------------------------------------------------------------- 

Q: Can you provide some flavor on the full potential of the 3 customers you have signed pilot projects with? 

A: There are some estimates being made by various people already. I don't want to go in detail today on the total 
estimates on them, but they are significant. The size of the alfalfa fields of Five Rivers are huge, a lot of it being sandy 
soil. We need to understand the total potential of the farm and potential additional farms in more detail as we move 



along. The potential for the citrus project with Lemonica is 1,200 acres of mandarins and lemons being cultivated 
there. Very, very sandy soil conditions, desert environment where we are confident to make a huge impact on water 
savings, reducing the usage of pumping time, sulfur burners, water treatment, as well as improving the efficiencies of 
fertilizers to help them produce more per acre to be profitable in their business. For the golf course, it is the full scale 
of the course that is the potential. And as I mentioned, we're also working on a handful of additional similar projects 
that we anticipate signing in the first quarter here. 

-------------------------------------------------------------------------------------------------------------------------------------- 

Q: Have you been contacted by fertilizer producers or others who have shown interest in strategic collaborations or 
acquisitions? 

A: Yes, we have had a dialogue with fertilizer companies who see the value of improving fertilizer efficiency and also 
see a big interest in creating a larger market by creating agricultural land out of areas that currently struggle to be 
farmed and protecting and safeguarding agricultural land. Another component that we have discussed is potential 
impacts of reducing leaching and loss of fertilizers to groundwater systems. That is something that we will look 
deeper into. It's going to require more scientific data. And those are things that we see a potential of adding on to 
projects such as, for example, the University of Arizona initiative. 

-------------------------------------------------------------------------------------------------------------------------------------- 

Q: What timeline do you expect with the government project contracts with UAE? Do you expect small pre-projects 
or big commercial contracts from the start?" 

A: Timelines on governmental projects are lengthy. Because there is risk averseness, they will likely start with stages 
as well. And the stages may be bigger steps than we typically see in the smaller private sector areas because we're 
talking about vast sort of total areas under management there. Once the processes with being fully registered and 
qualified for these governmental projects, there will be very interesting opportunities that open up for MDC. 

-------------------------------------------------------------------------------------------------------------------------------------- 

Q: How much do you need to sell to go breakeven? Like how many acres needs to be treated or how customers do 
you anticipate to get breakeven? 

A: We are seeing significant improvement in both our production and application efficiency, which will definitely 
impact our breakeven target. We don't see any changes to what we have communicated earlier. But keep in mind 
that we are still a start-up company moving towards a scale-up company. We do not have all the answers yet. But 
these projects that we are doing now are definitely giving us a lot of useful knowledge and experience to improve our 
cost efficiency. 

-------------------------------------------------------------------------------------------------------------------------------------- 

Q: Where do you see the greatest market potential? In the U.S. or in the UAE?" 

A: With the 40% of the Continental United States being at risk of desertification, we see sandy soil areas in multiple 
strategic locations. The potential in the U.S. is significant. Let's also remember that the United States is the most 
advanced and largest homogeneous agricultural market in the world. Also, the United States has significant strengths 
in terms of globalizing products and services within these sectors through all the intelligence of the U.S. Commerce 
Department, the World Bank, et cetera. So the U.S. is really the strategic stepping stone for our development. 

-------------------------------------------------------------------------------------------------------------------------------------- 



Q: Are there any other Five Rivers farms outside Arizona applicable for LNC application? 

A: I think there may be multiple areas applicable for LNC application. We need to analyze the potential in more 
depth. And that's typically what we see with every customer that we work with, that you start with a focus area and 
then additional opportunities show up while working with the client as they present problems that you didn't know 
about before you came there, like, for example, walking around in the fields in the Mojave Desert, talking to the 
people of Limoneira, being on the fields in Yuma. Suddenly, you have discussions where you figure out that these 
farmers are spending quite a lot of money and time and energy on irrigating and putting water on all of the farm 
roads inside of the orchards and around the fields because they need to keep the dust off the sandy dirt roads away 
from the crops. Suddenly, we then discover a potential to also put LNC on the roads to reduce the amount of water 
that they need to put there. And those kind of development opportunities, we find a lot of in the field with each 
project. 

-------------------------------------------------------------------------------------------------------------------------------------- 

A: Do Desert Control have any direct competitors? 

Q: We do not see any other liquid-based solutions like ours. But there are, of course, alternatives to increase water 
holding capacity in sandy soils. There are other technologies or products such as biochar, polymers, et cetera, that are 
physical products that needs to be mechanically worked into the soil, where Desert Control is building on the 
advantage of having a non-intrusive way to be applied to the fields. But there are other options as well for farmers. 
For example in the U.S. we see fallowing programs, where a farmer may be paid an amount of money to not use 
water at all, to stop farming for a number of years. We are not seeing that as a direct competitor, but as an 
alternative use of the fields. And we're seeing clients that are considering fallowing programs. They don't do that 
because they want to do so because a farmer will always want to farm. They love farming, that's their life, that is their 
families, that's their business. They do not want to stop farming. And that's where we see that we can help them to 
overcome those challenges, to make sure they are not pursuing those kind of alternatives by being able to get to a 
profitable model where they can maintain yields with less water, less fertilizers, less energy spend. 

-------------------------------------------------------------------------------------------------------------------------------------- 

Q: Have you been approached by any wine producers in the United States? 

A: That market is as well struggling in some areas with water. Some have fields of sandy soil and it is a market where 
we have opportunities. We are actively working with some and we will announce progress we're making also in that 
segment as we go along. 

-------------------------------------------------------------------------------------------------------------------------------------- 

Q: Any news on the partnership with Amarenco? 

A: We had the CEO of Amarenco visiting our offices in Stavanger very recently, where we were sitting together to 
identify specific opportunities and discuss the next steps. So the planning is in progress. 

-------------------------------------------------------------------------------------------------------------------------------------- 

Q: Do you feel any pressure regarding the share price? And do you feel that your guiding is reflected in it? 

A: We are focused on selling and bringing this product to market, overcoming the hurdles that we have had in the 
UAE, and mitigating any slowness by the activities we're doing in the U.S., et cetera. We always get remarks on the 
share price, but for us we are focused on really developing the business and creating the results. When it comes to 



guiding, and if that is built into it, it's somewhat of a more difficult question because we haven't been giving any 
guidance. I can understand that without any guidance through last year, that following the Desert Control share may 
be like watching a football or a soccer game where there isn't any much activity or scores. That's why we said it last 
year, and in Q3 and Q2, that as we enter 2023, we will start giving guidance. And that's going to start first with a focus 
on the sales pipeline. Now we're doing that on a concrete basis on the number of commercial pilots, pre-projects and 
anticipated conversion rates. That's something that we already announced early last year, that we would start doing 
from the beginning of 2023. And it's a natural evolution. Once we reach maturity levels, we'll be giving more and 
more sort of rich matrixes of parameters to be guiding on. 

-------------------------------------------------------------------------------------------------------------------------------------- 

Q: Is it hard to sell LNC in general? 

A: It's not a hard sell if you price it extremely cheap. What is hard is to do an approach where you're trying to 
optimize and find a fair way of balancing the rewards with your client in solution-based selling. It's also the strategy 
that we have chosen deliberately in the beginning because if you take a sort of a pricing strategy, just cost plus and 
just try to get it out as cheap as possible, you will very much struggle later on to bring up a fair value of your product 
in the market. Secondly, remember also what I said about our historic ability to deliver. All the projects that we have 
delivered up until November last year have been tiny. They have been the size of a football field or smaller. If you 
think about the validation projects with International Center for Biosaline Agriculture in the UAE, that was 15% of a 
football field in terms of size. And many of these deployments have now been growing significantly. We have shown 
that we can deliver at larger scale and that's important to remember. If you're then driving too much into your 
pipeline too early, you risk actually delivering something that is not going to be a good experience for the client. The 
approach that we have taken now is really building trust with the clients and is also building trust and confidence in 
our organization, in our team's ability to know that we can master what we're doing, to make sure that we're 
delivering in a way where every single client and every single project becomes a reference and an ambassador for 
Desert Control. 

-------------------------------------------------------------------------------------------------------------------------------------- 

Q: Are there any progress on R&D regarding automating of the mixing of the LNC. And would this impact required 
personnel requirement per unit cluster?" 

A: Yes. We're continuously seeing opportunities of improvement. Our main focus in the last period and in the short 
term is to make sure that we utilize the equipment and the assets that we have, while being ready to quickly improve 
and upgrade the capacity of the current assets when we see that we reach the utilization rates that require it. But 
we're always looking in areas of improvement. When we heard the improvements of going from 50 trees taking 3 
days to 250 trees per day to 500 trees per day. We need to look at the totality as well so that we make sure that we 
have a technology readiness level that is harmonized across the ability to apply and the ability to produce and the 
logistical elements to support the overall operations together with people, processes and technology. 

-------------------------------------------------------------------------------------------------------------------------------------- 

Q: Does this mean that you're guiding 10 new customers within the next year? Meaning that there's 5 pilots every 
quarter with 50% conversion? 

A: Conversion is not a win rate for the pilots. What we are sharing in our guidance is that we are targeting a minimum 
of 5 signed commercial pilots every quarter. There is no conversion to sign them. We will be guiding on signing a 
minimum of 5, and then we're guiding on a 50% conversion of those pilots to larger-scale deliveries, right, as a 
minimum. Our experience so far is very, very good. But sometimes you may run into some pilots where for the client, 



they're changing landowners and they are suddenly saying we need to make that decision a year later or whatever. 
We are not going to go out and give an unrealistic guidance of converting 100%. That's why we've said minimum 5 
projects like this per quarter and thereafter of these, a conversion rate of minimum 50%. 

-------------------------------------------------------------------------------------------------------------------------------------- 

Q: Is there a plan of doing the live time lapse of crops with and without LNC deployed side-by-side? 

A: Yes. I love that time lapsing thing. It's actually more difficult than I had imagined to get those time lapses, really of 
the close ups of the crops. We do have some of entire fields, but it doesn't really give the impact that is being asked 
about. But we are focused on trying to capture some. I have a few very, very beautiful night clips from field with the 
University of Arizona, which were interesting because you could see the LNC-treated crops and the control rows next 
to each other. Every time they got a little bit of water, both of the crops kind of elevated themselves. Then you could 
see the control crops are quickly pulling down, whereas the LNC ones were more slowly holding up and then, some 
potential videos to look out for on that side at least. 

--------------------------------------------------------------------------------------------------------------------------------------  

Q: Is LNC expensive to produce? And do you produce LNC overseas for our customers? 

A: We are doing the pricing for our customers on a project-by-project basis because in the stage we are now, it can 
vary. However, as we have mentioned, we are seeing significant improvement in our production and application 
efficiency, which will definitely impact our margins going forward. And if we produce LNC overseas, right now we are 
producing in the U.S. and in the UAE. 

-------------------------------------------------------------------------------------------------------------------------------------- 
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Thank you for joining the Desert Control Q4 2022 and Year-to-Date Company Update.  

In closing, we leave you with a short video from our December project in the Mojave desert:  

https://vimeo.com/desertcontrol/limoneira3min  
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Thank you! 

 

  

Thank you 
for your attention!



Cautionary Note  

Disclaimer related to forward-looking statements  

By reading this company presentation (the "Presentation") or attending any meeting or oral presentation held in relation thereto, 
you (the "Recipient") agree to be bound by the following terms, conditions, and limitations.  

The Presentation has been produced by Desert Control AS (the "Company") for information purposes only and does not in itself 
constitute, and should not be construed as, an offer to sell or a solicitation of an offer to buy any securities of the Company in any 
jurisdiction. The distribution of this Presentation may be restricted by law in certain jurisdictions, and the Recipient should inform 
itself about, and observe, any such restriction. Any failure to comply with such restrictions may constitute a violation of the laws 
of any such jurisdiction. The Recipient acknowledges that it will be solely responsible for its own assessment of the Company, the 
market, and the market position of the Company and that it will conduct its own analysis and be solely responsible for forming its 
own view of the potential future performance of the Company's business. The Company shall not have any liability whatsoever 
(in negligence or otherwise) arising directly or indirectly from the use of this Presentation or its contents, including but not 
limited to any liability for errors, inaccuracies, omissions or misleading statements in this Presentation, or violation of distribution 
restrictions. The Presentation will be used during an oral presentation and is therefore not a complete summary of the 
presentation held. Further, it is not the intention to provide, and the Recipient may not rely on the Presentation as providing, a 
complete or comprehensive analysis of the Company's financial or trading position or prospects. Several factors could adversely 
affect the business, legal or financial position of the Company or the value of its securities. Such risks include but are not limited 
to economic and market conditions in the geographic areas and markets where the Company is or will be operating. For a further 
description of other relevant risk factors, we refer to the Company's information document dated 13 April 2021 and available on 
the Company's website.  

This Presentation contains certain forward-looking statements relating to inter alia the business, financial performance and 
results of the Company and the industry in which it operates. Forward-looking statements concern future circumstances and 
results and other statements that are not historical facts. Any forward-looking statements contained in this Presentation, 
including assumptions, opinions, and views of the Company, or cited from third party sources, are solely opinions and forecasts 
and are subject to risks, uncertainties and other factors that may cause actual results and events to be materially different from 
those expected or implied by the forward-looking statements. The Company cannot provide any assurance that the assumptions 
underlying such forward-looking statements are free from errors nor do any of them accept any responsibility for the future 
accuracy of opinions expressed in this Presentation or the actual occurrence of forecasted developments. This Presentation 
speaks as at the date set out on herein. Neither the delivery of this Presentation nor any further discussions of the Company 
shall, under any circumstances, create any implication that there has been no change in the affairs of the Company since such 
date. The Company does not assume any obligation to update or revise the Presentation or disclose any changes or revisions to 
the information contained in the Presentation (including in relation to forward-looking statements).  

This Presentation is subject to Norwegian law, and any dispute arising in respect of this Presentation is subject to the exclusive 
jurisdiction of Norwegian courts. 


