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PILOT / DTI Business to Business Mentoring Initiative

CASE STUDY

PHASE 1

October 2000 – May 2002 

MENTOR 

Peter Howell, Global Marine Integrated Services

MENTEE  

Ian Davidson, The Scotoil Group  

Aim

The purpose of this report is to capture the successes, lessons learned and areas for potential improvement during Phase 1 of the DTI/Pilot Business to Business mentoring initiative.

Background to the SME and Mentor

Brief overview of Scotoil Services:

Scotoil Services provide decontamination, disposal and abandonment services to the Oil and Gas industry.  Established in 1982, they are now a subsidiary of Scotoil PLC.  They employ around 45 personnel at their site in Aberdeen.

SME Main Contact:  Ian Davidson

Ian is Managing Director of Scotoil and has been with the organisation since 1986.  He is responsible for the operation and development of the Scotoil Group of companies.

Mentor: Peter Howell, GlobalSantaFe

Peter is a Chartered Engineer with a BSc in Mechanical Engineering.  He has almost 20 years experience within the Oil and Gas industry, working for BP, Noble Drilling and most currently for GlobalSantaFe.  His experience lies predominantly within Drilling, Operations and Project Management.

Objectives

Scotoil Objectives

Scotoil identified the following objectives at the start of the programme:

Objective
Performance Measures
Target

1) 
Develop a five year strategy with 
Document strategy 
5/01


12 month rolling implementation plan
Document Plan
6/01



Use Plan as management progress tool and 



update every 3 months
6/01

2) 
Commercialise the Cuttings Cleaning
Plant commissioned
4/01


Plant and develop an end use for clean
Marketed to Clients
5/01


Clay which adds value to the process
Cuttings being received from at least 4 clients
8/01



Recycle process plant built
11/01



Generate £ X revenue from sale of 



recycled materials
3/02

3) 
Establish operation in Egypt
Location selected and joint venture concluded
5/01



Equipment/personnel mobilised
8/01



Generate £ X revenue from operation
12/01

4) 
Gain understanding of Operators
Understand strategies of at least 4 Operators
5/01


strategies for drilled cuttings and for
Use knowledge to modify business strategy
6/01


equipment decommissioning

5) 
Enhance safety/quality management
System reviewed and forward plan agreed
5/01


system
System revised
7/01



Changes implemented
8/01

Objectives for Peter Howell

Peter had the following objectives at the start of the programme which were:

1) Gain a full understanding of how an SME obtains funding and manages cash flow


2) Access the Mentor/Mentee network to help facilitate and achieve Mentee Objectives

Process / Relationship

Through out the first few months of the process both parties met regularly i.e. 2 afternoons per month as they were both Aberdeen based.  The first 3 months were used to gain a better understanding of each others backgrounds and experience and to formalise the aims and objectives for the programme.   A good relationship between Peter and the key contacts within Scotoil was established within this period.

Months 3 to 6 saw more formal mentoring support being provided with Peter acting as a sounding board on a number of issues, particularly assisting with the strategy and planning of a new Cuttings Plant.

Months 6 to 15 saw the number of meetings reduce, primarily due to external factors affecting Scotoil at the time. This meant that the relationship was generally restricted to meetings at organised network events.

Impact of the Relationship / Objectives

Mentor Perspective:

Peter felt that he gained a personal appreciation of how an SME operated from an operational and  financial perspective, although he recognised that this could have been greater had more time been spent meeting with Scotoil over the duration of the programme.   He believed he was able to help Scotoil to implement some of their ideas better by improved planning and prioritising.  Peter thought that the relationship developed in the early stages of the programme was very good and would have been maintained had it not been for operational pressures. 

Mentee Perspective:

Scotoil improved their discipline in applying priorities and identifying planning schedules for projects. The relationship also helped them to maintain a focus on priorities on an ongoing basis.  They feel that the relationship helped them by gaining an external perspective that helped them confirm what they already believed the market to be like within operators and contractors.  Scotoil feel there is still a large gap of understanding within larger organisations of how SME’s operate.

Key Business Impact on SME

Scotoil made both cost and time savings as a result of an improved business planing and prioritising strategy.  It is estimated that as much as 12 months is anticipated to be saved developing a new cuttings plant, which would result in significant direct and indirect cost savings.  This will also allow Scotoil to reach the market sooner than anticipated, resulting in opening up potentially huge opportunities they may have missed otherwise. One other thing in particular that Scotoil learned from Peter was how to identify what the actual problem is, rather than what the problem appears to be on the surface.  Scotoil also improved their ability to communicate with larger organisations, through an enhanced understanding of the way larger organisations operate.

Key Impact on the Mentor

Peter felt that the direct impact on him was relatively small.  He gained a better understanding of how an SME’s operates, particularly the financial aspects of the business.   He felt that the impact on the Mentor or mentor organisations was limited, primarily due to the difficulty in disseminating any findings through a large organisation.  Overall, he feels that the real impact remains at individual mentor level, with the greatest benefits being gained by the SME.

Key Lessons Learned

Mentor Perspective

Peter realised how essential communication is in the process, and how vital it is to maintain this on an ongoing basis.  Another lesson learned was that in order for the relationship to be successful, a high level of commitment was required from both parties.  If the regular meetings were missed, a lot of time had to be spent catching up, which was not efficient.  Peter also found greater benefit in dealing with a wider group within Scotoil, primarily the senior management team.  This allowed a broader comprehension of issues and a reality check on any proposed way forward or actions.

The regular network events, the M&M club,  were very beneficial as it allowed an insight into a wider circle of Mentors and Mentees.  More use could have been made of the monthly reports as these were not fully utilised.

Mentee Perspective

Some of the key areas that Scotoil have learned are that there are larger Organisations within the industry who are willing to help SME’s.  However, they feel there is a real need for some of the very senior and most influential industry people to get involved directly to ensure large organisation commitment, involvement and understanding from the top down.  There was some concern that many of the middle managers who are acting as mentors have a completely different outlook, approach and culture to that required within an SME, although this had it’s benefits as well.  

Effectiveness of Support provided by the DTI and The Urquhart Partnership

Mentor Perspective

Peter felt that the support provided though the initial start up and induction to the programme was good.  Greater feedback at an earlier stage on other pairings objectives would have been beneficial, to get a comparison and ensure they were heading along the right track.  Overall the facilitation and support was good, and help was provided when required.

Mentee Perspective

Scotoil felt that the support provided by the DTI and The Urquhart Partnership was excellent.  Particular emphasis was placed on the assistance provided by the DTI in helping Scotoil know more about what other support is available within the DTI and sign-posting to other organisations that can help.  Also, the facilitation of the programme by the Urquhart Partnership was handled in a highly professional manner.

Recommendations for Improvement

Mentor Perspective

Peter thought that the duration of the programme, at 18 months, was too long and would have preferred the programme to run for 12 months instead.  The matching process was generally good although it may have been better to have a selection process for Mentors as well as Mentees to maximise the success of the pairings.  More definition and support could have been given when defining objectives, which would have speeded up the formal mentoring support.  Also, the website was not utilised to it’s full potential, and this is and area that could be greatly improved upon.  

Mentee Perspective

The main areas that are recommended for improvement is that the Mentoring support may be better focused on short term / higher value issues or problems, in a “troubleshooting” approach, with Mentor support coming in short, intensive bursts of activity.  This would allow detailed discussion and debate around the business issues and problems, then allow the SME to work on the solutions, with a review session with the Mentor once implementation was taking place.  

Other recommendations include the involvement of higher level management personnel in the programme for the future, to ensure the learning derived from the initiative is filtered back into the larger organisations at the very highest level.  Also, it was felt that 12 months would have been sufficient as there was minimal involvement by either party within the final 6 months of the programme.

Conclusions

The conclusions made are that the initiative was generally very successful and that both parties will only get out of the initiative what they put into it.  The programme is definitely worth running again, ideally with some of the recommendations above taken into account.  Both parties gained from taking part in the initiative, to varying degrees, and are pleased that they took part and would participate again, time permitting.
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