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A new growth platform
On August 31, 2026, SLB announced an agreement to acquire Kelvion, a global provider of
thermal-management and heat-exchange technologies. The transaction would add cooling
capabilities to SLB’s growing Data Center Solutions (DCS) business. At the time of the
announcement, SLB described its DCS offer as modular data-center infrastructure built around
engineering, modular manufacturing, offsite construction, and digital capabilities. Kelvion’s heat
exchangers and thermal-management technologies serve data-center, energy, and industrial
markets.

For SLB, the proposal represented another step beyond its traditional oilfield-services base. The
company had completed its acquisition of ChampionX in July 2025, expanding production
chemicals and artificial lift. It had also agreed in July 2026 to form a strategic alliance with
Liberty Energy: SLB planned to provide modular data-center infrastructure and project
execution, while Liberty planned to contribute behind-the-meter power generation and
power-management capabilities. That alliance was announced as a plan; the public
announcement did not give project revenues or returns.

Kelvion would be a much larger commitment. SLB agreed to pay approximately $3.4 billion in
cash and assume approximately $0.7 billion of debt. The transaction was subject to customary
conditions and regulatory approvals, with closing expected in the first half of 2027. It had not
closed by the case cutoff.

SLB’s strategic explanation was intuitive: data centers require reliable, energy-intensive
systems, and customers may value a supplier able to coordinate more of the facility’s
infrastructure. Adding cooling could broaden the components SLB offers with its modular
systems. Management said the transaction could more than double revenue opportunity per
gigawatt delivered. That was SLB’s claim; the announcement did not include a project-level
comparison, customer willingness-to-pay evidence, or realized economics showing that a
broader package would produce higher returns.

What the reported numbers show
SLB’s 2025 revenue was $35.7 billion, down 2% year over year. The company attributed $1.5
billion of revenue to ChampionX after the acquisition closed on July 16, 2025; excluding that
acquired contribution, SLB said revenue declined 6%. SLB reported DCS growth of 121% in
2025. It also said that lower oilfield activity and regional declines had pressured its core
business.
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The latest reported quarter, Q2 2026, offered a mixed picture. Consolidated revenue was
$8.972 billion, up 5% year over year as reported. ChampionX contributed $870 million. On the
company’s pro forma comparison-assuming ChampionX had been acquired on January 1,
2025-revenue declined 5%. Results varied across oilfield divisions: Reservoir Performance
revenue fell 8%, Well Construction fell 7%, and Production Systems rose 29% as reported.
Production Systems revenue excluding ChampionX declined 1%.

DCS’s reported revenue grew, though its disclosure perimeter matters. SLB reported DCS within
“All Other,” alongside Asset Performance Solutions and SLB Capturi. DCS revenue was $186
million in Q2 2026, compared with $104 million in Q2 2025 and $141 million in Q1 2026.
First-half revenue was $327 million, versus $201 million in the first half of 2025. These reported
figures showed growth, but the company did not disclose DCS operating profit, project margins,
backlog, or project-level cash returns in the cited materials.

SLB also reported that it had shipped more than 1.3 gigawatts of prefabricated modular
infrastructure since April 2024 and expected cumulative shipments to exceed 2 gigawatts by
the end of 2026. Shipment capacity is not the same as recognized revenue, backlog, customer
utilization, or return on invested resources. In Q2 commentary, SLB said Meta had selected it as
a delivery partner for a planned 1-gigawatt data center in Canada. The cited announcement did
not quantify SLB’s share of the project, contract value, delivery schedule, or margin.

Exhibit 1. Reported activity and management’s forward statements

Measure Publicly reported or stated by SLB How to read it

DCS revenue Q2 2026: $186m; Q2 2025: $104m.
H1 2026: $327m; H1 2025: $201m.

Historical business revenue, reported
within All Other.

DCS shipments More than 1.3GW shipped
cumulatively since April 2024.

Company-reported historical
shipment capacity; not a revenue or
backlog measure.

DCS run-rate expectations More than $1bn annualized revenue
run-rate by year-end 2026; more than
$2bn as of exit 2027.

Management expectations, not
achieved results or full-year revenue
guidance.

Kelvion 2026 estimates Revenue of $2.3-$2.4bn; adjusted
EBITDA of $350-$400m. Data centers
estimated at $1.2-$1.3bn of revenue.

SLB estimates for the target; Kelvion
also serves energy and industrial
markets.

Combined DCS 2028 targets Revenue of $4.5-$5bn and adjusted
EBITDA of $700-$800m.

Management targets for the
combined business after a pending
acquisition.

Expected synergies Approximately $120m annual EBITDA
within three years.

Management expectation from cost
efficiencies and incremental revenue
opportunities.

The measures in Exhibit 1 have different bases and time periods. DCS revenue is not Kelvion
revenue; shipments are not revenue; annualized run-rate is not a fiscal-year result; and pro
forma revenue includes a business SLB had not yet acquired. The projected synergies and
targets are not realized outcomes.
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Fit, complexity, and competition
Investors could see a capability bridge between SLB and the new market. SLB had built modular
infrastructure and project-execution capabilities; Kelvion would bring a broad thermal portfolio.
A more integrated supplier might coordinate design choices across cooling and modular
systems. SLB’s July alliance with Liberty also suggested that it was assembling capabilities
across infrastructure and power, although an announced alliance is not evidence of signed
project economics.

The capability bridge remained an argument to test. Oilfield customers, data-center operators,
equipment requirements, buying processes, and service expectations differ. Kelvion’s business
extends beyond data centers, and the company’s broader industrial activities may not share all
the same growth drivers. SLB did not disclose the integration structure or show how much of the
proposed synergy depended on combining systems, selling across customer bases, reducing
cost, or using existing capacity.

Competition was already substantial. Vertiv, a specialized provider of power, cooling, IT
infrastructure, and services, reported Q2 2026 sales of $3.274 billion, up 24% year over year; it
reported 18% organic growth, 5% acquisition contribution, and 1% foreign-exchange benefit.
Vertiv raised its full-year 2026 guidance and described further capacity expansion. Its scale and
financial reporting are not directly comparable with SLB’s DCS figures, which are a narrower
business reported inside All Other. Still, Vertiv’s results illustrated that SLB would be entering a
fast-growing market with established competitors investing to serve demand.

Academic research offers competing ideas about diversification. In one empirical study, Evan
Rawley examined U.S. taxi and limousine firms using Economic Census observations from 1992
and 1997. The study used market-level variation in limousine competition and firm productivity
comparisons to examine coordination costs and organizational rigidity. It estimated a 16%
decrease in paid ride-miles per taxi associated with organizational rigidity among incumbent
diversifiers, after controls. The finding concerns taxi productivity-not profits, acquisitions, or
SLB-and Rawley cautioned that its magnitude should not be transferred across industries. A
separate simulation study by Chen, Kaul, and Wu suggests that coordination can constrain
adaptation when diversified businesses have complex activities and are moderately related.
That is a model-based mechanism, not a forecast for SLB. Together, these studies suggest that
potential scope benefits should be considered alongside the effort needed to coordinate and
adapt businesses.

The investor’s assessment
Assume you are an outside investor preparing a hypothetical investment-committee view as of
October 3, 2026. Your task is to assess the strategic credibility of SLB’s data-center expansion
after the proposed Kelvion acquisition. Should the transaction raise your confidence that SLB
can build a coherent, differentiated infrastructure platform, or should you keep confidence
unchanged until SLB demonstrates customer economics and integration results?

Use the evidence to assess what capabilities may transfer, what would make the combination
valuable to customers, and what evidence remains missing. Distinguish reported performance
from acquisition contribution, shipment capacity, annualized run-rate statements, management
estimates, synergies, and targets. The evidence permits more than one defensible conclusion.

Discussion questions

1. What specific capabilities could SLB and Kelvion share, and what customer problem might an
integrated offer solve?
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2. Which evidence supports a durable growth platform, and which evidence remains a
management claim or forecast?

3. What coordination or integration costs could offset the potential benefits? How does the
competitor context affect your assessment?

4. Would you raise strategic confidence in the platform, or wait for further evidence? State the
evidence that would change your view.
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