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PILOT / DTI Business to Business Mentoring Initiative

CASE STUDY

PHASE 1

October 2000 – May 2002 

MENTOR 

Tim Harris, Shell UK

MENTEE  

David Harrison, HRH Ltd 

Business 2 Business – CASE STUDY

Aim

The purpose of this report is to capture the collective experience gained and lessons learned during the Business 2 Business (B2B) mentoring initiative.

In particular how we developed a long-term relationship that allowed mutual understanding of each other’s business and the opportunity to have lateral learning between the 2 businesses.

Background

SME – David Harrison, Director of HRH Ltd.

David Harrison holds a BSc in Geology from Nottingham University. Upon graduation in 1975 David worked as a mud logging engineer in the North Sea with Gearhart Geodata Services. In 1979 David was promoted to Recruitment and Training Manager based in Aberdeen, following this he became Operations manager for Norway and the UK. In 1982 he was posted to Singapore as Regional Manager, where he introduced MWD into the region for the first time. Following his return to Aberdeen he was promoted to general Manager for the worldwide mudlogging operation.

In 1989 David founded HRH limited to provide geological services to the oil & gas industry. David is now Managing Director of the company. 

HRH Ltd business / history / summary.

HRH was formed in 1989 to provide geological services and as part of this strategy developed three product lines. These are: Wellsite Geology personnel, equipment including gas detectors and Petron drilling instrumentation, and geological software. HRH currently has 52 staff, with half of these working as geologists offshore, and an annual turnover of £3 million. During 2001/2002 HRH made sales to 36 different countries and exports now amount to about half of the turnover. HRH have made profits in every year of their history and have expanded by organic growth. Currently HRH are a world leader in visualisation software, with Winlog( now being used by over 70 different companies around the globe. HRH are also the largest independent provider of geologists in the UK.

Mentor – Tim Harris, Senior Well Engineer, Shell Expro

Tim Harris holds BSc and M.Phil. degrees in chemical engineering from Exeter University, UK. Before joining Shell in 1989, Tim worked for three years as a mud logging engineer in The Middle East and West Africa. From 1989 to 1992, Tim took on his first Shell assignment, working in The Far East as a well-site drilling engineer for Brunei Shell. Tim then spent some time at Shell Research in Holland, working on various HPHT drilling research projects, followed up by a further assignment for Shell Nederland (NAM) working as a Drilling Projects Engineer with particular focus on slim hole & underbalanced drilling projects. Tim then moved to Shell Expro in 1997 where he has worked as a Senior Well Engineer in New Technology and then for two years in Contracts, developing and implementing well engineering contract strategies and business plans. At present, he is working as a Senior Well Engineer on the operational planning and execution of the new Penguins subsea well field development, which is being tied back to the Brent Charlie platform.  
General 

At the start of the initiative David and Tim quickly developed an understanding of the initiative objectives and set out practical deliverables. The meeting schedule which developed and reviewed progress on the objectives was typically an average once per month for ca. two to three hours. In addition to this, both David and Tim often participated in the lateral learning events with the other SME / Mentor pairings which took place every two to three months, facilitated by the DTI and The Urquhart Group.   

Objectives

The objectives were developed during the first two months of the initiative. A short summary of the main objective themes that were pursued during the initiative are given below.

SME Objectives

1. Better understand how large Operators function and what are their requirements regarding existing product lines and new technologies. 


2. Work jointly with other mentor / mentee teams, the DTI and FPAL to help SMEs better understand the FPAL system, identifying strengths, weakness and possible improvements.

Personal objectives of Tim Harris

1. Better understand the challenges of an SME

2. Provide insight into Shell and improve communication links 

3. Identify potential development and application of SME new technologies that may add value to Operator’s business.

Lessons Learned/Achievements

For each of the above objective themes, we’ve provided a brief commentary of the actions and achievements to describe the success of the relationship. 

Better understand how large Operators function and what are their requirements regarding existing product lines and new technologies.

Large operators have much longer lead times when developing plans for the future, while SME’s can be much more flexible and innovative, often reacting to initiatives in days or weeks rather than the months and years typically used by operators. The operators also need to learn lessons from the B2B initiative, namely that SME’s find it extremely difficult to obtain information about what is needed by an operator and who to approach. HRH Ltd, in this respect, has benefited through the B2B initiative from Tim’s help in identifying contract sponsors and contact names for R&D discussions, both of which have resulted in closer co-operation between Shell Expro and HRH.
First Point Assessment Ltd
HRH Ltd, together with a number of other SMEs in the B2B initiative, expressed a desire to work with the mentors, the DTI and FPAL to improve understanding of the FPAL system and try to seek ways of making FPAL more efficient and “user friendly” to SMEs. To this end a number of meetings with FPAL were held to discuss the issues and improve communications. The ongoing dialogue is providing a basis for SMEs to be heard and have their concerns addressed. In addition, FPAL made SMEs aware that the FPAL board contains SME representatives to help further improve communication links. 

However the SME’s remain very skeptical as to the usefulness of FPAL and to the value for money that SME’s receive for their membership to FPAL. Clearly further dialogue is needed as to what the aims of FPAL are and the need for SME’s to become or remain members of FPAL. The mentors, DTI and the SME’s need to push forward a strategy that is acceptable to all and continues to engage FPAL in interchange of ideas for the future.

Better understand the challenges of an SME

The initiative has significantly increased my understanding of an SME’s business. The discussions with David have highlighted the issues and challenges faced by an SME and have enlightened me to their unique capabilities for developing business opportunities in various market areas. In particular, I was interested to see how HRH Ltd has developed over the years, adapting to the various market peaks and troughs. Through the B2B mentor community,  I now better realise the importance of SMEs to the good health of the Oil and Gas industry and how SMEs can provide many innovative and cost saving ideas. This increased awareness of the importance of SME businesses and the challenges that they face is being further communicated to the wider Shell Expro community, thus opening up further and better lines of communication between Shell Expro and SMEs.


Provide insight into Shell and Improve Communication Links

In our meetings, I’ve discussed with David some of the issues and challenges that would reflect the thinking of a typical large Operator. Within the framework of the signed B2B agreement, I’ve helped David better understand the structure and organisation of Shell Expro. In particular, I was able to give an overview of the Contract Sponsor and New Technology focal point systems within Shell Expro, thus better opening up these communication links. In HRH’s case, they already have contracts with Shell Expro and through introduction of HRH’s new Contract Sponsor representative in Shell Expro to David, better understanding and appreciation between the two companies is developing. 


Identify potential development and application of SME new technologies that may add value to Operator’s business.
David explained that HRH Ltd, together with Aberdeen University, had put forward a DTI Link Research Proposal for developing novel methods to characterize the physical properties of porous rock media that can improve prediction in hydrocarbon reserves and recovery. The research project needed further support from Operators to enable it to move forward under the DTI Link Research program. By informing David of the Shell Expro’s New Technology evaluation process, he was put in contact with Shell Expro’s New Technology Focal Point for Geology, who carried out an independent review of the project’s business potential, ranked against other research project proposals. The result of the review was that the project ranked sufficiently high to justify some Shell Expro support. The project is now confirmed as part of the DTI Link Program.  

Through this experience and discussions with other SME’s on the B2B initiative, I have seen that SME’s can be very innovative in developing new ideas and technologies that can have an overall beneficial business impact. Through industry initiatives such as the B2B project, communication of such ideas between SME’s and Operators are improving to the overall benefit of the industry.

Overall Conclusions

The initiative has proven to be mutually beneficial. Tim’s involvement in the scheme has enabled him to learn a great deal about the strengths of SME’s and the challenges that they face. This learning is being communicated within Shell Expro thus spreading a greater awareness of the importance of SME’s to the Oil and Gas Industry.  

HRH Ltd has benefited from Tim’s help in identifying contract sponsors and contact names for R&D discussions, both of which have resulted in closer co-operation between Shell Expro and HRH. 

Whilst this phase of the B2B mentoring initiative has come to a close, Tim and David intent to continue the relationship outside of the formal program
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