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PILOT / DTI Business to Business Mentoring Initiative

CASE STUDY

PHASE 1

October 2000 – May 2002 

MENTOR 

Andy Waters, BP 

MENTEE  

Phil Brown, PSL Group  

Business 2 Business - CASE STUDY

Job History – Andy Waters, BP

1987 – 
British Gas Eastern, Graduate Trainee in Procurement, Potters Bar Hertfordshire

1989 – 
British Gas Eastern, Assistant Commodities Officer, Letchworth, Hertfordshire

1991 – 
British Gas HQ, Gas Transportation Services Dept, London

1995 – 
Amoco (UK) Exploration, Senior Negotiator, CATS Pipeline, London

1999 – 
BP Exploration, Senior Business Advisor, West of Shetland Schiehallion, Aberdeen

2002 – 
BP Exploration, Senior Business Advisor, Business Development, Northern Business Unit, Aberdeen 

Mentoring Objectives

· To understand how a smaller company operates, and the issues facing them

· To gain an appreciation of the problems faced by an SME in dealing with a large oil company

· To broaden my knowledge of, and experience in the oil industry

Process

· Initially meetings were held approximately every two weeks and lasted 2-3 hours

· The meeting frequency reduced to approximately monthly after the first few months

· Meetings were mainly one to one. Occasional meetings or presentations were held with others in PSL

· Most meetings were held at PSL’s premises

· A good relationship was built up quickly

· Most meetings were informal discussions ranging over a variety of topics

· The objectives were developed jointly and amended during the scheme

· The main theme was technology transfer between PSL and SMEs in general and BP and other operators 

· The initiative prompted a number of other meetings between BP and PSL to follow up on technology opportunities

· Towards the end of the scheme the main focus was organisation of the Technology Day. This transformed meetings into a wider committee meeting of the key event sponsors and PSL

MENTEE - OBJECTIVES

	OBJECTIVE


	 PERFORMANCE INDICATORS

	OBJ 1: To improve BP’s access to both existing and developing PSL’s technologies and thereby enhance operational efficiencies, lower development costs and increase exploration success both in the UK and Worldwide.


	· Agreed deliverable(s) linked to the 2002 Technology Fair

	OBJ 2: To improve PSL’s understanding of BP’s and other operators technology needs and drivers in order to ensure appropriate technology development and efficient widespread UK / International application of such technology.


	· We have identified a number of applicable areas for which development options are being included i.e:

-    Riserless Mud Return (RMR)– drilling systems

-    Production enhancement systems

-    Pipeline inspection / corrosivity systems

-    Pipescan Tool



	OBJ 3: Improve PSL’s understanding of the BP organisation, business drivers and processes i.e. risk, budget constraints, partner restrictions – by collating, exchanging, reviewing and assimilating relevant information.


	· BP Supply Chain Management team carried out a Presentation on Supply Chain Process and Developments at PSL premises.. Through this opportunities arose for PSL Management to meet and present to key BP personnel

	OBJ 4: To understand BP / Current operator communication processes, identifying gaps, blockages and areas needing improvement.


	· Yes - Better understanding of BP asset structure, business drivers and technology goals will lead to a revision in PSL’s marketing strategies / practices.

· Yes - especially with respect to international experience i.e. BP / Columbia.

	OBJ 5: Develop BP / SME communication process for the identification and screening of technology.  Subsequent assessment of applicability and ranking based on potential value, identifying ‘Quick Wins’ i.e. available technologies that provide an immediate mutual benefit.


	· BP’s technology demands are defined in their Technology Cluster document.  PSL’s technology development is now fully aligned to this, with the prioritisation now given to the various technologies identified in PSL’s technology plan.

· BP’s internal ‘survey’ effectively resulted in their definition of Technology Clusters.  These clusters highlight their technology demand in a number of discrete areas.  We have taken cognisance of these demands

· We would plan to follow the four (4 x N0) technologies / products service lines identified in objective 2, with P.I.’s highlighted above.


MENTOR - OBJECTIVES

	OBJECTIVE


	PERFORMANCE INDICATORS

	OBJ 1: To improve BP’s access to PSL and other SME’s existing and developing technologies to enhance operational efficiencies, lower development costs and increase exploration success both in the UKCS and worldwide.


	· The initiative prompted meetings between BP and PSL to discuss new and existing technologies. A number of contacts were also made across the world that may lead to technology transfer 

	OBJ 2: To improve BP’s understanding of PSL’s and other SME’s available technologies and technology development drivers, constraints and opportunities in order to ensure appropriate and efficient technology developments and application in the UKCS and worldwide.


	· Meetings were held to explain the BP supply chain management process and understand the problems faced by PSL in accessing the right people in the BP organisation. Some specific issues and problems were addressed as a result of the initiative and feedback was given to the BP Supply Chain Management organisation.

	OBJ 3: To improve my understanding of PSL & SME organisation, processes and business drivers.  E.g.. risk, budget constraints by collating, exchanging, reviewing and assimilating relevant information.


	· Meetings held with several different individuals in PSL to discuss issues and problems facing them in relation to their dealings with BP and operators in general.

	OBJ 4: To understand current operator/SME communication processes, identifying gaps, blockages and areas needing improvement.


	· Practices adopted within PSL were assessed and areas of concern identify.

· Comments on BP practices were fed into the relevant areas to help evolve the relationship with SMEs 

· Wider issues were identified through networking with other Mentor pairings at M&M Clubs 

	OBJ 5:  Developing improved BP/SME communication processes for the identification and screening of technology, assessment of applicability and ranking based on potential value.  Identify ‘Quick Wins’ that may provide an immediate mutual benefit.
	· The idea of a Technology Fair was conceived as a closeout event for the B2B initiative and to bring SME’s and operators together.

· The Technology Fair was organised gaining sponsorship from BP, Shell, DTI and Scottish Enterprise and was held at PSL’s premises. The event attracted senior key note speakers and was deemed a success. It represents the main product from the initiative from the BP, PSL pairing 


Lessons Learned

· SMEs face a significant challenge understanding the organisational structure of large operators

· When an operator’s structure is understood it can be difficult to identify the right person to talk to regarding a particular opportunity

· Operators receive a large number of enquiries from SME’s, contractors etc so that it can be difficult for SME’s to get the time to showcase technology. SME’s need to understand this and find ways to differentiate themselves and to present the right information to attract an operator’s attention

· Often business opportunities arise through personal contacts and previous contracts. It can be a challenge to break into different business areas outside existing personal contacts

· Large companies can be compartmentalised and could sometimes improve the transfer of knowledge and technology between assets and different geographical areas

· Smaller operators tend to be quicker at making decisions regarding new technologies and be more willing to take risks

· Larger operators often prefer to support larger industry initiatives such as PILOT, ITF etc and to sponsor new technologies through that route

· The M&M Clubs were useful and enabled contact with other mentor pairings, however, this did not translate into wider sharing between participants in the scheme outside the M&M club meetings

· Initial administrative requirements were over burdensome. The web site was used little

· The initiative and our technology theme provided the perfect prompt for the Technology Fair which was the culmination and concrete result of our mentor pairing 

· The Technology Fair held on 30th May 2002 at PSL’s premises proved to be a good way of fulfilling a key aim of the pairing of bringing SME’s and operators together to share technologies. The day was sponsored by BP, Shell, Scottish Enterprise Grampian and the DTI and attracted senior level participation from BP, Shell, Wood Group and the Scottish Executive and attendance of some 300 people

· There needs to be a method of giving SME Contractors an insight into some Operators key drivers, for example short and long term strategies, value v cost.

· Important for Operators to understand that SME’s are not always in a position to provide value propositions due to relationship with an Operator via a Main Contractor. In other words value technology developed by SME’s may be at odds with the service offered by Main Contractor.

· SME’s can find that long term investment in technology is an onerous burden, non-technology investing SME’s are frequently able to enter a market with the resultant lower R&D cost base and pick up available work scope. 
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