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TAPPING INTO OUR  
MOST VALUED RESOURCE

With a goal to continually generate 
the most production from  

every Chesapeake well, employees 
across the company collaborate  

and share best practices with the 
help of a traveling team.

PLAY   The active leasing and exploration for oil or natural 
gas in an area; wildcatting in or on a geological trend.

The Play is designed and published by Chesapeake’s  
Communications Department and can be viewed online  
at chk.com under Media.

This publication contains “forward-looking statements” within the meaning of 
Section 27A of the Securities Act of 1933 and Section 21E of the Securities 
Exchange Act of 1934. Forward-looking statements include our current expectations, 
beliefs, or forecasts of future events, particularly with regard to our ability to 
maximize our technical capabilities and collaborative efforts to generate operational 
efficiencies, cost savings and increased revenue. You should read these statements 
carefully because they involve substantial risks and uncertainties that could cause 
actual results to differ materially from the results expressed in, or implied by, such 
forward-looking statements. More information about our business and related risk 
factors are detailed in the Company’s Annual Report on Form 
10-K for the year ended December 31, 2014, as filed with the 
Securities and Exchange Commission on February 27, 2015. We 
caution you not to place undue reliance on our forward-looking 
statements, which speak only as of the date of this news release, 
and we undertake no obligation to update this information.

Fall 2015

PURSUING PERFECTION 
Through a series of side-by-side completions tests in northern 
Pennsylvania, employees are finding out that adding value 
doesn’t always mean saving money.8

STRONG. DEDICATED. FOCUSED.    
Building on these themes, our employees continue 

finding ways to drive down business costs, increase 

efficiencies and get the most from every dollar. 

Fueled by the strength of our remarkable people  

and high-quality assets, we continue to maximize  

our technical and operational capabilities and  

create new competitive advantages every day. 

I’m excited to announce two big changes.  

First, The Play is going digital, and you’ll continue 

seeing beautiful photography and engaging content 

in every issue. Second, you can now see more of 

what we do and why we do it in the Our Stories 

section of chk.com. Be sure to check out new  

stories each month as we share our innovations  

and progress.   

Sarah Piowaty // Editor

ON THE COVER  

The blue morning sky shadows Lease 

Operator Mario Davila at Chesapeake’s 

central production facility in Carrizo Springs, 

Texas, where savings are up and surface 

impact is down.

Contact us 
Email: 
communications@chk.com 

Mail: 
P.O. Box 18128 
Oklahoma City, OK 73154-0128
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LESS IS MORE IN SOUTH TEXAS
In the Eagle Ford Shale, Chesapeake’s central production facilities and electrical 
distribution systems generate significant cost savings and increased efficiencies.
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EXECUTIVE SPOTLIGHT
As Chesapeake’s new Executive Vice President – Exploration, 
Technology and Land, Frank Patterson is focused on elevating 
the value and capabilities of his teams as well as the advanced 
technology that gives Chesapeake multiple competitive advantages.

Daylight fades over the Pennsylvania hills 

near Chesapeake’s Iceman padsite.
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LESS  IS  MORE IN 

SOUTH TEXAS

Down in the Eagle Ford Shale, where terrain is rough but wellsites are plenty, groundbreaking 
efficiencies in production and power resources, along with monetary gains, are speaking 
volumes of the successes in this asset-rich play. From 2012 to 2014, 35% of pad equipment 
costs have been driven out through a variety of efforts, translating to a savings of $111 million.
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LESS  IS  MORE IN 

SOUTH TEXAS

eginning in 2010, when Chesapeake was gaining 

acreage in the Eagle Ford, it was common to drill single-well pads with 

each having their own production equipment. This included a separator 

and heater treater to divide the gas, oil and water produced from the 

well and tanks to store the water and oil. From each well, the gas went 

out by pipeline while trucks hauled off oil and water. This system worked 

with one-well pads.

As pads grew to hold four, eight or even 12 wells, production equip-

ment multiplied and became an inefficient use of capital resources. 

About three years ago, the wheels were put in motion to make these 

pads less equipment-heavy and more cost efficient and productive. The 

answer: central production facilities, or CPFs, where through a pipeline 

gathering system, the production of multiple pads is brought into a 

single facility. Oil and gas are brought into a common separator, where 

some of the gas is sent to market, water to tanks and oil to the com-

mon heater treater and then tanks. And as one pad’s production natu-

rally depletes, another comes online, allowing for continuous production 

with a smaller investment.  

“Not only do CPFs drive down capital costs, they capture more gas 

than single-well production equipment. Traditionally, the small amount 

of gas coming off the heater treater and tanks was of a lower pressure 

than the gathering system. It would typically be uneconomic to capture, 

so it was destroyed instead,” explains Kelly Hart, Manager – Production, 

South Texas. “On a CPF, the aggregation of production allows us to cap-

ture this flash gas, monetize the vapors and generate additional profits.”

Oil also can travel from CPFs to pipelines, instead of requiring truck 

transportation. This is not only more reliable and cost effective, it also 

reduces surface impact. 

Another benefit to CPFs is less of an opportunity for 

vapor to leak from the tanks. It also reduces the amount of 

employee-equipment contact. 

Even though CPFs replace well-specific equipment, each well’s produc-

tion must still be allocated for company, regulatory and royalty reporting. 

Each well’s allocation separator measures the oil, water and gas before 

recombining it. These measurements also help reservoir, production and 

operations employees know when wells come online or go offline.

THE SAVINGS FROM 2012–2014 

$111 MILL ION
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  The Eagle Ford is a very remote area. There are no 

subdivisions and not many commercial businesses, with 

sparse population spread over big ranches. To get ample 

power to padsites with enough capacity to drive pumping units, 

Chesapeake often builds its own electrical distribution systems 

(EDS), power systems consisting of company-owned power lines, poles, 

wires and transformers, eliminating the need to run generators when 

feasible. Generators can be unreliable and costly due to downtime and the 

man-hours it takes to get them up and running again.  

A single EDS route can service many wells as the electrical system’s main 

trunk line branches off to feed multiple pads. So far, 95 miles of EDS have 

been built to provide power to 104 pads where operating costs are reduced by 

two-thirds on average. It’s more reliable, much more cost effective and another 

big win for Chesapeake in South Texas. 

“The production engineers, field staff and the infrastructure team that 

designs the CPFs, EDS and pipelines all work in concert and integrate activities 

to coincide with drilling and completions,” said Hart. “It’s a monumental effort 

to keep it all moving. We all pull together in the same direction, and the teams 

involved have done a phenomenal job.” 

Because of the outstanding results in using CPFs, the concept is spreading. 

There are now six large CPFs in service, with the largest designed to eventu-

ally serve more than 400 wells at a 30,000-bbl-per-day capacity. The idea is 

widely used on a smaller scale, sometimes combining only two, four or eight 

wells, gaining many of the same benefits. 

Instead of installing equipment four times over on a four-well pad, there is 

just an allocation separator and single heater treater and commingled tanks. 

It reduces capital costs and minimizes Chesapeake’s footprint.
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production facilities. Demonstrating Chesa-

peake’s core value of transparency and open 

communication, strike team members 

encouraged their counterparts to share as 

much as possible about their job — what 

works, what they want to change and ideas 

for the future. 

Strike team member Jason Scott, Instru-

ment & Automation Specialist, shadowed 

Lease Operator Nolan Wallace during the 

strike team’s visit to the Weatherford,  

Oklahoma, office.

“One of the biggest challenges was to find 

the best ideas and best practices, in addition 

to any problems, as we sifted through all of 

the information we collected through these  

visits — dialing down to discover what could 

be revolutionary changes,” said Scott. “We 

found that field offices across our operating 

areas were often struggling with the same 

things, and we knew that finding solutions  

Comprising 32 employees from various 

locations, the strike team represented 10 

disciplines, including production, facilities, 

field automation and environmental. Earlier 

this summer strike team members shadowed 

lease operators and other personnel during 

10 week-long visits to offices, wells and 

A s the E&P industry navi-

gates a challenging com-

modity price environment 

with limited drilling activity, 

Chesapeake is focused on 

strategically evaluating and 

increasing the value of its high-quality assets. 

The key lies in the hands of the company’s 

employees, who are quickly learning how 

collaboration, knowledge sharing and working 

together play a significant role in creating 

sustainable, long-term growth.

One tactic critical to securing that growth 

is determining how to continually generate 

the most production out of every well. The 

solution started with creating a “strike team” 

to see firsthand how each production facility 

operates, identify best practices, challenges 

and opportunities, and effectively share  

that information to improve operations  

across the company. 

Incorporating ideas  
from the field  

will potentially save  
more than $17 million  
and add $20 million  

in revenue.

TAPPING INTO OUR MOST 

One of the most aggressive collaboration initiatives in 
company history is creating a road map to share best 

practices and capitalize on opportunities like never before.

RESOURCE
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Lease Operator Nolan Wallace, left, 

offers insight to strike team member 

Jason Scott atop a production site in 

Weatherford, Oklahoma.

to those common issues would make a huge 

impact on our operations.”

During the field visits, strike team mem-

bers shared their findings with the group and 

field office leaders at the end of each day.

“Those meetings were critical because of 

the variety of areas and knowledge everyone 

represented. In one case, a strike team mem-

ber helped solve an issue a lease operator had 

brought up to another strike team member that 

day,” said Scott. “We were able to solve some 

problems quickly while also realizing how much 

we could learn from each other.”

Following the last field office visit, each 

discipline categorized their findings into best 

practices, action logs and opportunities, which 

they presented to production managers and 

operating area vice presidents, and which will 

be shared throughout each area. The teams 

assigned each opportunity the approximate 

dollar value it will bring to the company and 

the time it would take to put in place —  

something never done before. 

“By sharing the results with all levels of 

leadership, everyone becomes aware of the 

impact that these changes can have on the 

bottom line,” said Patrick Finney, Manager – 

Completions, South Texas and team lead for the 

strike team. “We’re now able to show exactly 

how much money we can save by shifting 

certain work to our 24/7 Operations Support 

Center. And from a value perspective we’re able 

to train artificial lift specialists, who directly 

affect our ability to fully optimize a well.”

Each discipline also prioritized their  

opportunities to focus on several each quar-

ter. Going forward, the teams will regroup with 

production managers quarterly, share updates 

on their status and identify the next opportuni-

ties to address. 

“We’re definitely not finished — following 

up on our findings is now part of our regular 

business operations,” said Finney. “The  

opportunities discovered will continue gener-

ating value, and likely additional opportunities, 

for the long term because of our employees’  

vast insight, expertise and knowledge.  

I believe we will see a huge impact on our 

future and growth.” 

450+ 
EMPLOYEES  

COLLABORATING

250  
RIDEALONGS

165 
INTERVIEWS

 
70  

BEST PRACTICES 
IDENTIFIED

153  
OF 173 ACTION  

ITEMS COMPLETED  
AS OF OCTOBER 1

The strike team  
created new  
heights of  
knowledge  
sharing with:

TAPPING INTO OUR MOST 

RESOURCE



A bright light amid a sea of darkness in the hills of Bradford County, Pennsylvania, the Iceman 
padsite is bustling with action — completing a well sure to produce enhanced returns. In pursuit 
of perfecting its completions technology, Chesapeake is finding significantly more value in each 
new well and continues to deliver competitive performance in the Marcellus Shale.

P U R S U I N GP U R S U I N GP U R S U I N G
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T
hey say that practice makes perfect. If so, practicing an action 

more than 700 times — in this case drilling and completing 

wells — might be enough to rest easy and know you are an 

expert. The employees from Chesapeake’s Appalachia North 

business unit did just the opposite. After six years in the well-estab-

lished northern Marcellus, they continued to look for ways to improve 

efficiency, cost and time — most recently through testing and analysis. 

As a result, the team is seeing a 40% reduction in drilling cost per foot 

and 150% improvement in rig efficiency.

“We’re the largest leaseholder in this play, which many industry 

experts agree is a world-class dry gas asset, and we’re determined to 

keep driving continuous improvement, generating more value out of this 

great asset,” said Dale Malody, Vice President – Appalachia North. 

When the Appalachia North drilling and completions teams found 

efficiencies in 2014, it led to significant cost savings. The business unit 

reinvested most of the savings of nearly $1 million into a more robust 

completions design to boost well deliverability. Translation? How to 

get more gas from each well. The team focused on creating value, and 

through testing various aspects of the completions process increased 

individual well deliverability and recoveries by more than 30% since 2011.

During a series of side-by-side well tests called twin well pairs, the 

completions team changed one parameter on the test well while the 

reservoir team helped compare the results against the control well — 

results seen quickly with a tool called PANDA. An acronym for Production 

Analysis Dashboard, PANDA provides information and analysis in an 

easily accessible platform.

“PANDA allows us to quickly understand success and failure in 

tests,” said Reservoir Manager Garrett Benton. “This analysis, coupled 

with reservoir modeling studies, enables us to optimize our field devel-

opment, creating greater value for our business unit.”

Cluster spacing and cluster efficiency are two areas that were  

tested. Cluster spacing is the distance between the perforations in  

the casing, while cluster efficiency is related to the total number of  

clusters that have been effectively stimulated. Spacing that is too  

close together wastes money, while too far apart leaves valuable  

reserves in the ground. For example, if there is one cluster in a  

10,000-foot lateral, there is only one place that the well can produce 

from, leaving unproduced reserves. If clusters are too close together, 

those spaces compete against one another.

Believing that different cluster spacing lengths could affect well 

performance, the group tested just that, and found their answer. In 

addition, the group found that fewer clusters treated at the same  

time in a frac stage show better well performance results thanks  

to a higher cluster efficiency. 

“In the Marcellus, like many of our shale plays, we discovered that 

cluster spacing and cluster efficiency are extremely important,” said Joe 

Perez, Completions Manager. “Numerous twin well tests have provided 

tremendous insight on how to improve our well completions. These tests 

are conducted by turning only one knob at a time, and when coupled 

with PANDA, provide compelling conclusions. Our cluster efficiency and 

spacing tests have increased production by more than 25%.”

The team also tested different volumes of proppant per cluster, 

which is used to keep the fractures in the rock open. In the test case, 

the wells with reduced proppant per cluster performed similar to those 

with a higher level, which provides an opportunity to generate savings of 

more than $250,000 per well. In an area where Chesapeake may drill 

another 2,500 wells, the dollars will add up fast.

Any Chesapeake completions engineer will tell you that optimizing 

well performance is a group effort. From the geoscience team creating  

a 3-D depth conversion procedure to keep the well in the pay zone, to 
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LONG-DISTANCE  DRILLING

Early morning on the Iceman padsite, Completions 

Foreman Lucas Welch gears up for the day discussing 

operations with his completions vendor.

The Appalachia North team also reached new lengths in late 2014. The longest well in the play produced 

a lateral length measuring 10,800 feet — almost two miles, setting a record for the Marcellus Shale. 

Despite some complicated geology, Geoscience Manager Mike Cervantes says they could’ve kept going. 

“We now have the experience to execute these complex laterals and will find opportunities to lengthen 

even further in the future,” said Cervantes. 

Longer laterals allow Chesapeake to tap into a greater amount of gas reserves from a single location, 

ultimately increasing production and lowering construction and facility costs. They also result in fewer 

wells, fewer pads and more gas per well. 

the drilling team drilling longer, faster, less expensive wells, the Appa-

lachia North operations team was positioned to make huge strides in 

efficiencies due to teamwork. As one business unit, the groups continue 

looking to reach new heights and add value to the company. 

“There is so much opportunity and upside potential in this asset, 

which has decades of production ahead of it,” said Malody. “We know 

with great people and with great collaboration, this asset will continue  

to surpass our expectations. Our team mantra is, ‘with great rock  

comes great responsibility.’” 
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REMARKABLE PEOPLE  
ADDING VALUE EVERY DAY

Inside

I
t took only two days on the job for Frank Patterson to realize  

the extent of the competitive advantages within his four depart-

ments at Chesapeake. Patterson joined the company in May as 

Executive Vice President – Exploration, Technology and Land,  

and was immediately impressed with the capabilities, people and 

spirit he witnessed. 

“Technical expertise and energy are two very difficult elements 

to build up in a company. I quickly realized Chesapeake was way 

ahead of the curve in those areas, and that was very exciting to 

discover,” said Patterson, who 

retired from Anadarko Petro-

leum before coming to Chesa-

peake. “We have some of the 

best technology and people 

I’ve ever seen. This company 

has always been known for its 

high-quality land positions, but 

you can’t truly understand the 

technical capabilities until you 

see them firsthand.”

One of the company’s most 

valuable technical resources is 

the Reservoir Technology Center, 

where scientists analyze core 

samples faster than other labs 

and deliver results that help 

Chesapeake achieve higher rates of 

return. With more than 60,000 feet 

of core inventory and advanced lab 

equipment, Patterson aims to capitalize on this unique advantage.

“We can go back to core samples we first analyzed years ago and 

study their properties to gain additional insight — determine what 

we can use from that rock to find the next big field,” said Patterson. 

“As a company we are focused on generating the most value from our 

resources, and that includes fully optimizing our advanced testing 

and analysis capabilities.”

In addition to generating value through technical advantages, 

Patterson sees his Exploration and Land teams as critical 

advisers who help enhance the company’s portfolio with optionality, 

particularly as the company continues its focus on increasing oil 

and natural gas liquids production.

“The people and expertise within our exploration program allow 

us to develop and increase the performance of liquids plays faster 

and less expensively than our competitors, while our land teams 

are determining the best ways to leverage our acreage positions,” 

he said. “Those types of options are very important to a successful 

portfolio. It allows you to monetize assets and maximize value 

more efficiently while staying flexible.”

Patterson’s teams are not the company’s only source of flexibility. 

Chesapeake is also exploring domestic and international joint 

ventures, which Patterson 

appreciates for the risk 

mitigation, reduced capital 

exposure and win-win 

collaboration they offer.

“Chesapeake comes 

in as a strong technical 

partner, bringing in expertise, 

manpower and a tremen-

dous amount of knowledge 

that we’ve gained developing 

U.S. plays,” he said. “Our 

technical abilities, operation-

al resources and the subject 

matter experts who have 

discovered and developed 

outstanding fields are all 

highly sought-after advan-

tages we bring to the table. 

Finding the right partner to 

complement our strengths will help stretch every dollar and increase 

the probability of success.”

In his more than 30 years of domestic and international E&P 

experience, success is something he knows very well. It’s also what 

he sees in Chesapeake’s future.

“I’ve learned a great deal from being part of big exploration 

accomplishments, and I’m excited to contribute that knowledge to 

Chesapeake,” said Patterson. “We are a strong company with great 

people, high-quality assets and a promising future. Our employees 

are focused on driving down the cost of doing business and growing 

our company for the long term, and I have a great deal of confidence 

in that. It’s why I came to Chesapeake.” 

EXECUTIVE SPOTLIGHT:  Frank Patterson

As Chesapeake’s Executive Vice President –  

Exploration, Technology and Land, Patterson is focused 

on maximizing the company’s technical capabilities.
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Representatives from Chesapeake and tournament sponsors present a check 
to Debby Hampton, United Way of Central Oklahoma CEO.

The strength of giving back — 
Louisville, Ohio, employees join 
forces with Habitat for Humanity 
to build a family’s new home, part 
of Chesapeake’s Helping Energize 
Local Progress (H.E.L.P.) Initiative 
that offers employees four hours 
of company time each year to 
volunteer in their community.

Golfing for a Great Cause
Kicking off its annual campaign, Chesapeake hosted a golf 

tournament in Oklahoma City to raise funds for United Way of Central 

Oklahoma and its 61 partner agencies. Part of its commitment to 

building stronger, healthier communities, Chesapeake raised more 

than $57,000 from the tournament.

Living Our Core Values 
Employee Core Values Award winners, who were recognized for 

demonstrating one or more of Chesapeake’s core values through 

their actions, ideas and innovations, join CEO Doug Lawler for a lunch 

honoring their accomplishments.

 

2014 Corporate  
Responsibility Report
Guided by core values and a commitment to transparent operations, 

Chesapeake’s Corporate Responsibility Report highlights the company’s 

2014 actions and accomplishments in the areas of corporate governance, 

safety, environment, community support and employee development.  

Read the report at chk.com/responsibility.
6 CORPORATE GOVERNANCE

A Focus on  Accountability

Introduced a revised Code  of Business Conduct and Supplier Code of Conduct

KEY ACCOMPLISHMENTS

Provided Code training to all employees and 2,846 business partners

Created the  company’s  first centralized supply chain management team

CORPORATE GOVERNANCE

Board Chairman Archie Dunham joins other directors and company executives on a field visit to South Texas. Chesapeake’s Board meets  in the field at least annually.

4 ABOUT OUR COMPANY

Safe Work Culture. Strong Performance. Focused on Value.

Approximately21,000 operated wells

COMPANY OVERVIEW 

706,000 barrels of oil equivalent (boe) average daily production

2.469 billion boe in reserves

Geophysicist Davar Jamali and Geophysics Advisor Jinming Zhu  review the geological properties of  one of the company’s leaseholds  in our 3-D visualization room.

ABOUT OUR COMPANY

http://www.chk.com/responsibility


At Chesapeake, we are building lasting value fueled by the strength of our people and high-quality 

assets. As we focus on cost leadership and maximizing our technical and operational capabilities, 

we are creating new competitive advantages every day. This is our commitment to leading a 

responsible energy future.  

Strong. Dedicated. Focused.


