PRIMARY CONTACT PERSON

Provide contact information for the primary point person

for the contest entry.


First Name:
Danielle 

Last Name:
Leighton

Title:
VP Operations

Email:
Danielle.Leighton@rvi-usa.com

Phone:
814-335-7810
COMPANY or institution INFORMATION

Provide contact information for your business (if you have formed a company. A company not having yet been formed will not be a detriment to your application.)
1. If  your submission is a New Product or Service:


Company:
Reservoir Visualization Inc.

Website:
rvi-usa.com

Phone (main):
814-772-4917

Number of employees:
4

Incorporation type:
S-Corporation

Year founded:
2000

Industry sector:
Oil and Gas
OR

2. If your submission is an academic research project:

Research Institution:



Department:


ADDRESS


Address1:
651 Montmorenci Road

Address2:


City:
Ridgway

County:
Elk

State:
Pennsylvania

Zip:
15853
TEAM

Provide the names and titles or areas of focus of your leadership/management/research team.


Name:
Ralph Williams

Title or Area of Focus:
President / Founder

Name:
Danielle Leighton

Title or Area of Focus:
Vice President - Operations

Name:
Ken Nunnery

Title or Area of Focus:
Associate Geologist/Geotechnician

Name:
Julie Goetschius 

Title or Area of Focus:
Database Administrator/IT Consultant

Name:



Title or Area of Focus:


Technology Development/Commercialization Plan

This is the most important section of the entry form. Each field has a maximum length of 800 characters, so be succinct and specific.

Before beginning, review the sample entry form and contest application instructions included at the end of this document. 
DO NOT SUBMIT ANY ITEMS IN HARD COPY.

Only applications submitted through this website will be considered.

NOTE: All items submitted to this contest

will be destroyed after the contest.

Market Opportunity:
The Marcellus and Utica Shales are unconventional natural gas and oil “Plays” in the Appalachian Basin.  With the discovery of the Marcellus Shale in Pennsylvania, the commonwealth and its neighboring states in the Appalachian Basin have received worldwide attention for their natural gas production and potential.  Marcellus Shale has since become a household name and now the Utica Shale is all the buzz.  

As a result of these Plays, suddenly there are billions of dollars at stake in Pennsylvania’s oil and gas industry.  A report done for the American Petroleum Institute says the vast Marcellus Shale natural gas reserves are worth at least $2 trillion to industry and billions in potential tax revenues to states (Associated Press, July 21, 2010).  The Utica has been estimated at a value of $500 billion (NGI Reports, September 21, 2011) and a recent study by the Ohio Oil and Gas Energy Education Program predicted that development of the Utica will create 204,000 jobs in Ohio by 2015.  
Accurate identification of the most valuable oil and gas locations (sweet spots) is the key component of every exploration company in order to optimize their site selection for leasing and/or purchase of mineral rights.  In addition, with land leases exceeding $5,000 per acre, it is critical for landowners and developers alike to accurately assess the value of their land.

The knowledge that a play may exist in a specific geologic formation under a specific land area is obviously extremely valuable.  The value of mineral rights within a Play can quickly appreciate many, many fold, especially if the mineral rights are located in one of the sweet spots of the Play or where multiple Plays overlap under the same land block.
This model was recently illustrated by Chesapeake Energy’s statement regarding their Utica strategy, “we worked undercover for more than a year to develop the basic geological and petrophysical model. We built the largest leasehold position in the play and then drilled the first discovery wells.”  They now anticipate that their 1.25-million acres in the Utica should be worth $15 billion to $20 billion for Chesapeake shareholders (Chesapeake Energy Q2 2011 Earnings Call, July 29, 2011).

Reservoir Visualization Inc. (RVI) is attempting to change its business model from selling geologic data to oil and gas companies for nominal fees to utilizing our digital geologic and petrophysical models to create the next Play(s) and participate in the oil and gas industry through the joint ownership of mineral rights in the Play’s sweet spots.  

RVI has created digital geologic models of the Marcellus and Utica across the entire Appalachian Basin in order to understand each Play and identify the sweet spots.  We have also examined each of the Basin’s other geologic layers seeking new oil and gas reservoirs and have found several other potential Play candidates. 
Description of your technology/product/service:

RVI uses an innovative, completely digital approach to traditional oil and gas exploration processes.  The RVI approach allows unprecedented visualization of the subsurface across the country in order to determine which geologic formation will constitute a Marcellus or Utica-type Play.  Comparatively speaking, RVI’s Play Maps embody the equivalent of oil and gas exploration with a computerized navigational system (or GPS) as opposed to traditional folded road maps.

This process begins with the conversion of analog or hard copy data from millions of oil and gas wells to digital and ends with digital maps detailing new Plays and showing the location of potential reservoir rock along with corroborating data confirming the presence of oil and gas (“Play Maps”).  

A completed Play Map will show the landscape and location of the best potential reservoir rock in a particular geologic formation (such as the Marcellus Shale) based on the mapping of the formations’ depositional features.  We will map the shape or limits of the ancient basin along with its sediment sources (i.e. deltas, sandbars, reefs, shales, etc.) which were filling the basin.  

For example, RVI has recently created a preliminary Play Map of the depositional system which deposited the Utica formation.  The industry has tested the Utica with the drill bit in eastern Ohio and has confirmed that it will produce commercial quantities of oil and gas.  With this preliminary success, the value of mineral rights in the eastern Ohio portion of the Utica Play has already escalated rapidly.  

However, with the Utica basin-wide infrastructure already built, RVI already has a head start in refining the preliminary geologic basin model in order to predict the location of sweet spots both within the emerging Play (eastern Ohio) and to project other sweet spots not yet discovered (i.e. western Pennsylvania) where mineral rights are still reasonably low priced.  The race has already begun however because drilling rigs are beginning to show up to drill Utica in western Pennsylvania and soon the drill bit will determine the sweet spots, rather than RVI’s pre-established, detailed maps.

A tremendous amount of work remains for RVI to lower the economic risk of drilling Utica in western Pennsylvania.  Along with refining the Utica basin-wide geologic architecture, all other available information such as production data, geochemistry, seismic and previous geologic work should be digitally woven into the Utica depositional story.  With funding, this is what RVI would like to do for its potential customers.

We need to accelerate our de-risking of the Utica, Marcellus and many other Play concepts as soon as possible.  We have the digital infrastructure of the entire Appalachian Basin built but we need capitalization to act quickly.

Customers:

RVI customer base includes any company or individual who wishes to invest in the oil and gas industry, including oil and gas companies, mineral rights investors and data acquisition companies.  In each case, the goal of the customer is the same: identify the locations where optimized exploration is likely to occur.

Our largest potential customer base consists of oil and gas companies.  Oil and gas companies could potentially purchase anything ranging from RVI’s Play Maps to our whole company thus obtaining our experience, technology, data and proprietary processes.  

Over RVI’s 12 years of operations, we have worked with many oil and gas companies of varying sizes ranging from the supermajors to some of the largest independents and most active drillers all the way down to prospecting geologists.   We have also built projects ranging from single and multiple basin-wide projects to small area of interest assessments for clients.

If investors or mineral rights owners become our customer they may purchase RVI Play Maps or they may purchase RVI consulting services for advice on where to purchase mineral rights. 

RVI and its customers will participate by consistently showing up and participating as a mineral rights owner as new Plays emerge.  This model leverages the value of early entry into Plays and eliminates the need for operational infrastructure and the risks associated with drilling and production.  
Customer Problem:
The primary problem our customers have is the inability to determine which geologic formation and location will provide the biggest return on investment.  Early identification of the next big Play allows them the opportunity to acquire land at low entry prices and maximize profit.  This problem exists because of the seemingly overwhelming time and logistics of synthesizing and understanding the massive quantities of data available in any given basin to obtain confirmation of a Play.  

For example, well over 600,000 wells have already been drilled in the Appalachian Basin. In order to understand the depositional systems that deposited the geologic formations across this multi-state area it is necessary to evaluate a significant portion of these wells (our experience says at least 10% or 60,000 wells are required).  The problem multiplies as it is then necessary to evaluate each of the hundreds of geologic layers of the Basin as potential Play candidates.

This problem generally stops oil and gas companies from attempting to establish new Plays and forces them into a “follow the herd” mentality where they instead enter into established and emerging Plays where entry costs are already high and rapidly escalating.  This problem also prevents the oil and gas companies from diversifying their risk into several different potential Plays. 
Investors typically cannot enter new Plays early because they do not have a geologic staff and thus are also forced into running with the herd. The problem faced by mineral interest owners is when to sell or lease their mineral rights.  They also do not typically have access to a geologic staff for evaluating the quality of their land and therefore they run the risk of selling out much too cheaply or refusing good offers to buy land which has little potential.
By converting the vast amounts of data to a digital format, complete basin-wide interpretation and Play confirmation not only becomes possible, it is what RVI has been doing for the last 12 years.  Using RVI’s Play Maps, our customers will be able to visualize entire Plays, overlapping Plays and the sweetest spots at a glance.

Value Proposition:

Getting into a new Play area early entails great risk but allows companies and investors to acquire low-priced mineral rights before the play matures into a hot, Marcellus-type play with high entry costs.  Although risk will always be involved in oil and gas exploration, especially in new plays, the number one benefit RVI provides is risk reduction.  Unlike the competition, RVI maps complete depositional systems in order to generate and screen numerous Play ideas to find the best candidates for exploring.  Investors are then able to strategically acquire acreage blocks in new areas ahead of the industry.  

Oil and gas companies and investors will purchase RVI’s Play Maps in order to stay ahead of the herd and be the first into a new Play.  In the past, companies have typically purchased only underlying digital data from RVI and/or other data companies then relied on their staff to conduct their exploration efforts.  However, since the boom in unconventional Plays began 5 years ago, the potential for finding domestic oil and gas has significantly increased and the industry is looking at the USA in a whole new way.  

Oil and gas companies now have a rekindled interest in being the first to find the next new Play.  They are demanding new Play concepts from their staff in addition to their existing exploration workload and this pressure is forcing exploration managers to consider alternative solutions or products like RVI’s.

RVI’s Play Maps represent a synthesis and analysis of hundreds of thousands of digital well logs and millions of geologic interpretations done over the last 12 years. Until now, RVI has been in the business of helping many of the most successful oil and gas companies in the country convert their exploration process to digital without participating in the larger and more lucrative oil and gas game.  

Now, with funding, RVI will create a portfolio of basin-wide Play Maps representing extremely lucrative investment opportunities across the Appalachian Basin.  Implied in our name, Reservoir Visualization is the vision of how RVI intends to compete with the largest corporations in the world: complete trust in our 100% digital approach to visualizing the depositional systems responsible for creating reservoir rock thus more efficiently creating play ideas.
Intellectual Property:

US Patent 7,054,753: Method of Locating Oil and Gas Exploration Prospects by Data Visualization and Organization was granted to RVI President and Founder, Ralph Williams, on May 30, 2006.  Applied for as a defensive measure, this patent simply outlines RVI’s process for efficiently exploring, prospecting for O&G and producing hydrocarbons using completely digital methods.  
Provisional Patent Application #61445141 was filed February 22, 2011 by Ralph Williams.  This patent protects a marketing system for all subsurface data which locates and isolates the data in its four dimensional location (height, width, depth and space-time).  A full patent application will be filed next month.
RVI has also developed many proprietary methods for digital geologic data interpretation, including its “geologic normalization” procedure for correcting and assimilating digital well logs. 
Competitive Advantage:
RVI’s former clients represent our biggest competitors.  We have gained significant insight into these clients’ use of our technology through their former staff members who are now soliciting our services for their employers.  Through these contacts we have learned that many of our former clients have internalized our techniques and sometimes even based entire exploration teams upon our methods. We have also watched as former clients have both created and entered early into new Plays in areas that RVI built for them, achieving tremendous success.  .  

On the other hand, every oil and gas company in the country, large or small, represents competition to RVI.  Each company has some type of exploration staff who is attempting in some way to predict and map the next Play.  

The main difference between RVI and the rest of the industry is that the majority of the oil and gas companies are using primarily analog or rudimentary digital geologic and petroleum engineering methods for finding new Plays as opposed to RVI’s completely digitized methods.  Returning to the GPS analogy, much of the oil and gas industry is using either hard copy road maps or digital images of road maps and RVI is using vectors in a computer navigational system.

Typically, analog and undeveloped digital methods are very rigid and the data cannot be easily manipulated which makes comprehensive analysis more difficult.  They can provide analysis for very small areas but have difficulty understanding geologic changes occurring across larger areas.  
RVI uses the same underlying traditional geologic and engineering methods but in a more advanced, completely digital format.  Operating in this digital environment allows previously impossible data manipulation and visualization of entire basins, as well as minute subdivisions of each geologic formation, both at a glance.  
RVI is now ready to become a competitor in the oil and gas industry.  We have retained ownership of and continued to enhance the data and geologic interpretations made over the past 12 years.  We are now using that underlying work to map complete depositional systems and generate and screen multiple Play ideas to find the best candidates for exploring. RVI’s Play Maps will place our customers into new Plays at very low costs before the Play has even become a Play.  

By immediately bridging the digital gap for players in the oil and gas industry, RVI allows them to leapfrog the industry to explore using the digital advantage and significantly reduce investment risks without the enormous time gap usually involved.  Utilizing the industry’s most reliable and trusted data source, well logs, as its foundation, RVI has already conquered the logistics of digital oil and gas exploration.  
Team:

Ralph Williams is the founder and president of RVI.  With a Petroleum Engineering degree from Pennsylvania State University, Ralph’s career began in 1977 at Pennzoil as a Petroleum Engineer responsible for supervising wells being drilled in the Appalachian Basin including exploration wells to the Utica/Trenton/Black River formations and for economic projections.  While at Pennzoil, Ralph obtained a Geology degree from the University of Texas.  When Pennzoil was bought in 1999, the company’s focus was redirected to acquisitions.  With Ralph’s life’s work focused around technology, he decided to depart Pennzoil.  Soon afterwards, former Pennzoil executives began engaging Ralph’s services creating digital field studies for their new ventures and RVI was formed.  Over RVI’s 12 years of operation, Ralph has developed digital geologic models of many of the country’s largest basins for many clients including some the largest companies in the world.  Ralph holds one patent on a method for locating oil and gas exploration prospects and a provisional patent on a subsurface modeling and mapping system.  He has presented and published numerous technical talks and papers on both conventional and unconventional plays at several industry conferences, webinars and publications.  Ralph devotes 100% of his time toward RVI.

Danielle Leighton has worked intermittently for RVI since 2001, becoming familiar with the steps involved in the creation of digital geology, including managing the teams responsible for scanning the complete log libraries of both Texas and Pennsylvania and managing RVI’s digital log creation process.  Growing up on oil fields, Danielle began correlating hard copy well logs using colored pencils at age eight.  In 2009, Danielle joined the RVI management team and board of directors.  Danielle is currently responsible for RVI’s operations, including business development, corporate planning, human resources and serves as company controller.  In addition, she is in training as a digital geologist, specializing in the Anadarko Basin and the Appalachian Basin.  Danielle’s most notable contributions to RVI are the development of a new country-wide nomenclature system, assisting with the researching and writing of a provisional patent for determining a four dimensional model of the subsurface and co-authoring an article on the Granite Wash for Hart Energy Publishing.  Danielle holds a Juris Doctor from the University of Denver and a Political Science degree from Saint Cloud State University.  Danielle devotes 100% of her time toward RVI.  

Ken Nunnery has worked full time with RVI since its inception.  Ken is a key member of the RVI geologic team as well as the “go to guy” for all in-house data and technical operations.  Ken’s primary function at RVI is as an associate geologist and geotechnician.  By loading, normalizing and running initial correlations on hundreds of thousands of digital wells, Ken’s work provides the vital foundation upon which RVI’s Play Maps are created.  Ken devotes 100% of his time toward RVI.

Julie Goetschius has been working with RVI since 2009 providing application and Oracle administration support, including workflow design, user support, data loading and script writing.  Julie has been providing technical support to oil and gas companies since 1977, with the bulk of her career spent as a geoscientist/information technology consultant at Schlumberger and as a geotechnician at Energy Development Corporation.  Her technical knowledge and expertise are invaluable to RVI and its extensive country-wide database of digital well log information.  Julie currently devotes as much time as needed by RVI depending on workload.  With additional funding, she would be able to devote 100% of her time to RVI.

MISCELLANEOUS INFormation

How did you hear about this contest?

SGICC News
Website of your local newspaper:

www.ridgwayrecord.com
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