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ARTICLE BY
ERIN PEDIGO

WHY DOES FORTY
UNDER 40 MATTER?

The honorees featured here look forward to the next steps the oil and
gas industry will take as it exits the downturn and embraces innovation in

technology and talent acquisition.

s 2018 draws to a close, the oil and

gas industry appears to finally have

reached the end of the downturn. Oil
prices have risen amid a generally booming
economy, more than can be said for years of
recession and a plunge in oil prices. “What’s
next?” may be on many minds. One answer is
that the way out and the way up is next. It’s
time to move the industry forward.

The industry is brimming with capable
leadership, whatever “the way out” brings.
Among these 40 energy professionals we’ve
chosen to honor, the prevailing sentiment
is optimism, pride in making it through the
downturn, and relentless commitment to the
industry, whatever it ends up weathering in
the near future. Each honoree is featured
here in Oil and Gas Investor’s sixth annual
showcase of accomplished energy profes-
sionals under the age of 40.

These individuals’ wide range of skills and
experience underscores their current and fu-
ture leadership potential. 2018’s grouping was
chosen from hundreds of initial nominations.

Among this year’s class of honorees is an
international hire who found his way to the
Texas oil and gas scene—now, when he’s not
busy managing an energy consulting prac-
tice, he’s tending a few head of cattle that

he owns on a ranch. A few who are featured
here are in-the-blood industry employees
whose families have worked in oil and gas
for generations. Another is an investment
banker who has outlasted that career’s gru-
eling grind to now find himself shooting for
future milestones within it.

Our honorees are eyeing the career ladder
with laser-focus and are well-equipped for
the climb. One will take over as CEO of a
public E&P in the coming new year. Another
helped found a company at a young age,
and yet another became company president
before the age of 40, a few years earlier than
he’d expected.

Oil and Gas Investor spoke to represen-
tatives of Preng & Associates and Grant
Thornton, this year’s sponsors of the project,
about why it’s important to spotlight these
accomplished individuals.

The best for the best

A passion for the best that the industry can
offer drives this year’s honorees. One helped
close—at the time—the largest deal in the
history of a private-equity firm. Another is
currently focused on generating value in the
midstream, a sector that has remained hot
during the commodity price downturn.




Pushing for better dialogue between the
industry and the general public has been
a theme among this year’s honorees, and
indeed, for one of this project’s sponsors.
One of 2018’s three female honorees works
in government relations for a family-owned
E&P. Another honoree emphasized the point
that the oil and gas industry “needs to be
more vocal about the good it does and the
services it provides. It has to earn a better
reputation in the world.”

David Preng, president of Preng & Asso-
ciates, noted, “We need to recognize the ac-
complishments of the Forty Under 40 ... to
demonstrate to the non-energy world that our
industry has dynamic future leadership. Too
often, the industry does not get this message
out, and [this project] in part is one way of
doing that.”

The energy industry is not going anywhere
anytime soon. Preng also said that some of
the challenges faced by the next generation
of its leaders include ‘“continuing the march
of technological advancement. We need
more and better ways of obtaining, transport-
ing and using energy.” To that end, he said, it
is important to “‘understand the intricacies of
the global hydrocarbon market.”

Therefore, “young talent should bring [to
the industry] educated, open minds. This
is what will be needed to continue our fu-
ture technical and economic advancements,”’
Preng added.

A pivotal time

Where the industry goes from here is no-
where but up, one hopes. But Kevin Schro-
eder, national managing partner for the
energy industry at Grant Thornton, pointed
out that traditional challenges including
geopolitical risk, fluctuating prices, and the
quest for retainable talent will remain con-
stants. “This isn’t the only industry looking
for talent, and other sectors may be more

appealing [to young professionals],” he said.

But Schroeder believes that the energy
industry is at a “transformative” point, “a
period of transforming technology and busi-
nesses. We’re [a thriving industry] for young
leaders, and it’s important to recognize those
who have chosen to work in this industry.”

The technology that enabled the recent
shale boom is just one of several significant
advancements in the industry, said Schroeder,
commenting that innovations have also been
made in retrieval and management of re-
al-time data, as well as in who is being hired
by the industry.

Mathematicians and other experts who un-
derstand data in-depth are beginning to be in
demand, he said. Experts who bring to the
table new ways of thinking are just as valuable
as the stock-in-trade of the industry—*engi-
neers, geologists, bankers, accountants and
businesspeople,” he said. Schroeder added that
he’s “excited” that professionals who possess
out-of-the-box approaches to problem-solving
have joined the fray.

How to succeed

Schroeder said his best advice for today’s
young leaders in the industry is to “embrace
and look to thrive in this period of disruption
and innovation. Be a steward to the industry
and create a positive culture in your compa-
nies, and work to help others understand the
industry and attract talent to it.”

Preng’s advice is to “keep learning [to] un-
derstand the total value chain, especially the
international aspects. Broaden your skills—
if you are technical, acquire business acu-
men. If you are non-technical, learn how
things work. In essence, learn how to create
value and also, stay curious.”

Additionally, an honoree put it this way:
“Be sure you shine brightly when you’re
needed the most to earn your place when
you’re needed the least.”
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Vice President-Transactions, Deputy General
Counsel, EnerVest Ltd., Houston

hilip Berry has an important job as vice pres-
ident of transactions and deputy general
counsel for EnerVest Ltd., overseeing the legal
aspects of the E&P’s transactions and A&D activ-
ity as well as assisting the general counsel on
strategic legal initiatives. EnerVest is one of the
25 largest oil and gas companies in the U.S., with
33,000 wells across 13 states, 6.5 million acres
under lease and $6 hillion in assets under man-
agement.

Berry is most proud of the role
he played in the completion of the
roughly $2.6 billion transaction with

TPG Pace-Magnolia Qil and Gas

Corp. (MGY).

“The transaction was the most
complex | have worked on and
included traditional purchase
and sale agreements, corporate

securities-related issues and

documentation, and a non-con-
ventional long-term service
and operating agreement be-
tween MGY and EnerVest. |
served as the lead negotiator
and managed multiple sets of
outside legal counsel while
working with the internal
cross-functional teams from
execution of the transaction
through closing.”

“There is no sub-
stitute for hard work and
discipline. Success—whether
in your career, your personal

life or your education—is not
based on talent, intellect or
natural skill alone, but requires
consistent hard work, practice and
perseverance.”

Berry has worked at EnerVest
for the past 10 years, serving in various lead-
ership positions on EnerVest's legal and busi-
ness development teams. Prior to EnerVest,

from September 2005 to May 2008, he was an
associate at McClanahan & Clearman LLP law
firm. He was a judicial intern for the Hon. Kerry
P. FitzGerald at the Texas Court of Appeals from
May to July 2004. Before attending law school, he
was an analyst at Enron Corp. from July 2000 to
December 2001.

Berry is involved in several industry-related
organizations, including the IPAA, Houston Pro-
ducers’ Forum and the Qil, Gas and Energy Re-
source Law Section of the State Bar of Texas.

The energy industry is quite
small. Many well-known companies today
emerged from Enron or its predecessors. Berry
says a major takeaway from his time at Enron is
“the importance of working with people you trust
and that possess a strong moral compass.

“It also taught me, especially in an industry
with up-and-down cycles, to always be pre-
pared for the unexpected. There were a lot of
talented and intelligent people at Enron prior to
and during that time through its implosion, and
| have enjoyed watching the success of many
of the alumni and the companies that spawned
from Enron or its predecessors, such as EQG,
Kinder Morgan, Centaurus and Tenaska.”

“The motivated and creative people
in all facets of the oil and gas industry drive the
continued success and technological innovation
that keep our industry relevant. | enjoy the com-
plexity and challenges that exist both in the opera-
tional and transactional sides of the industry. | am
most passionate about working through complex
transactions and finding elegant solutions that
move all parties in the same direction.”

For Berry, the relationships he has built with
EnerVest's team members and with other pro-
fessionals in the oil patch are the most import-
ant factors keeping him passionate about the
industry.

He also says his business and law back-
ground help him “understand all aspects of
EnerVest as an organization and provide me com-
mercial perspective. ... | have sourced invest-
ment opportunities, negotiated transactions and
managed strategic corporate projects. ... We still
have work to do, and | look forward to serving a
major role in that process, in addition to focusing
on value creation by growing our existing platform
and improving our core strengths.”

“ Suocess—whether in your e, your personal e or your eucaion—
5 10t sed on talent, ntelect or natura kil lone, But requres consistent hard
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BRIAN BLAD

Chief Financial Officer

We congratulate Brian Blad on being
named “Forty Under 40 in Energy”
by Oil and Gas Investor

FOR FURTHER INFORMATION VISIT:
www.warwick-energy.com




CFO, Warwick Group, Oklahoma City

rian Blad always knew that he wanted to one day

become the CFO. Today, he is CFO of Warwick

Group, a private-equity firm founded in 2010 that
has approximately $1.5 billion in managed assets,
including interests in more than 5,000 oil and gas
wells across eight U.S. states. Warwick specializes
in aggregating core positions in major plays includ-
ing the Scoop, Stack and Merge in Oklahoma, the
Eagle Ford Shale and the Permian Basin.

Blad recounts that he felt prepared to become
the CFO in 2016, which was “when the opportunity
presented itself.” He had worked as a controller
for American Energy Partners LP and was on the
management team for a set of private-equity-fi-
nanced portfolio companies of Wexford Capital LP
for several years prior, maintaining budgets, over-
seeing treasury and working in investor relations,
among other duties.

“l joined Warwick at a time when the company
was pivoting from a startup to a multibillion-dollar
entity. My prior experience with rapidly growing
companies and the lessons learned were invalu-
able from both a financial and organizational view-
point as our team navigated this transition.”

He wants Warwick to “continue generating
attractive returns across market cycles, while also
expanding our investor community.”

To that end, he says, “Forming and leading our
midstream and marketing efforts has been one of
my most challenging projects to date. It is a very
complicated side of the business and there was a
steep learning curve. To succeed, | found the best
and most knowledgeable midstream people in the
industry and learned all | could from them.”

Midstream is pretty busy in the private-equity
realm. Blad said that specifically at Warwick, “sig-
nificant value for our upstream investors” has been
generated through midstream and marketing efforts,
with an edge provided by “diverse ownership of
data and data-driven, rigorous, real-time analytics.”

Blad has 15 people on his team, and
works to maximize their performance. “I strive to
create synergies among an inclusive and diverse
workforce while mentoring and promoting profes-
sional development for each employee,” he says.

Blad himself learned “the importance of taking
time to mentor and develop employees” from the
late Aubrey McClendon. “During my first month at
American Energy Partners [in 2013], | prepared a

quarterly presentation for investors and sent it out
for internal review. Aubrey immediately responded
and set up a meeting with me and several others
in the company to review it. He then went page by
page to teach us how it could be better—the result
was a much-improved presentation.”

“The energy industry is constantly
changing and evolving due to the political cli-
mate, world dynamics, technological changes,
and environmental and regulatory consider-
ations. Staying ahead of these changes and
evolutions can give you and your company a
big competitive advantage.”

At Warwick, he says, risk mitigation and
downside protection are “key tenets. We ac-
tively hedge to reduce exposure to commodity
price volatility, utilize very little leverage
and are extremely disciplined in our
underwriting process.”

Indeed, Warwick’s own
trajectory from a startup
to a multibillion-dollar
firm rested partly on an
approach that involved
everyone in the invest-
ment process. “We
want everyone on the
team—both technical
and non-technical—to
know how to think like
investors.” And since
then, “we have con-
sistently built strong
positions in the cores
of the lowest-cost
breakeven basins in
the country, which has
allowed us to generate
attractive returns for our
investors even in the face
of dramatic commaodity price
volatility.”

“Accept any
opportunity or challenge
presented, even if you feel
uncomfortable, because
that typically is when the
learning and rewards will be
the greatest. Never question
your abilities when your supe-
riors see something within you
that maybe you have yet to recog-
nize within yourself.”

“ Never guestion your s when your superirssee something within you tht
meyhe you v v o recogize withinyoursf.
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Owner, Paladin Land Group LLC and Mammoth
Creek Royalty Management LLC, Tulsa, Okla.

.M. (Buster) Bradshaw started Paladin
Land Group, a land service brokerage,
and Mammoth Creek Royalty Manage-
ment back in 2013. Today, his goal is to
have a Paladin office in every major U.S.
basin in the next five years and to also
add institutional assets to Mammoth's
portfolios.

There are currently offices in
Oklahoma, Pennsylvania and Texas.
Ideally, there would also be offices
in the Williston, Powder River and

Green River basins and in Califor-

nia and other Western states, as
well as Louisiana and Arkansas.

Bradshaw is confident this
five-year plan will come to
fruition.

“Currently, our business de-
velopment endeavors are geared
specifically for that. We target
companies that are active in

those basins that have long-term
growth and development plans
there, and we try to align ourselves

with them and earn their business,

so we can really use that as our foot-

hold to grow our business in that par-
ticular basin. Once we get established with

a client there, we'll try to diversify that

client base to secure longevity in our oper-

ations and plant long-term roots.”

There's complexity in the process, how-
ever, because of multiple clients, he says. It's
not as simple as setting up shop and hanging
out a shingle. “That's difficult to do with over-
lap and conflict, so you've got to be wide-
spread enough that there's some separation

between your different clients that are in the
same geographic area. That's really why we
target multiple players in the same basin that
are far enough apart and removed from one

another, so that you can still do business with
them at the same time, and separately, without
conflict of interest.”

Bradshaw says Paladin’s groundbreaking
ArcGIS-driven land system, Land Grab, sets
it apart from other land service brokerages.
LandGrab allows clients to see their position
evolve daily, along with current well and pro-
duction data, permitting data, regulatory filings,
geologic data and other information spatially, in
real time.

Most other brokers don't have their own land
system and simply trade spreadsheets to relay
data.

“We put these guys in peer groups with
other landmen and a senior project manager
performing the same job function in the same
geographic area so that they always have a
sounding board and available resources for
new challenges. In addition to the wisdom of
the crowd gained from this model, you also
gain uniformity and speed,” he says.

“The self-actualization gained
from a job well done and being able to see
the fruits of your labor come full circle in a
very short period of time are the instant grati-
fiers, but what really keeps me motivated is the
feeling of success. Not only my own success or
my company’s success, but that of my clients
when | know I've helped them achieve their
goals. And my employees, when | see them
get that same satisfaction from overcoming
challenges and strategizing together to improve
something.”

“Care deeply
about everything you do and treat anything
that's got your name or your company’s name
on it like it's going to be seen by everyone in the
industry—because it will be seen by someone
that considers doing business with you or your
company in the future. The world owes you
nothing but offers you everything, and you have
to earn anything you get.”

“This industry will always have its
booms and busts. Be sure you shine brightly
when you're needed the most to earn your
place when you're needed the least.”

“ ore deaply ahout evrything you o and teat anything thes gotyour
N8B O Your company's name 0n e 15 qoing (o be een by everyone i
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CEO and Co-Founder, Percussion Petroleum LLC,
Houston

You are never too good for any job,” cautions
John Campbell, who today is the CEO and
co-founder of Percussion Petroleum LLC. But
the summer before he started college, he needed
to hose down in the yard after every shift when his
father got him a job in the cleanup crew at a Smith
drillbit factory. Smith Bits, owned by Schlum-

berger, produced quantities of graphite

that stuck to Campbell’s clothes.

What was the takeaway? “l learned
that hard work and a good attitude
overcome most challenges that you
face professionally, and that showing

up and caring is a great way to get
ahead of others.”

4

Now a
long way from the days of graph-
ite haze, Campbell, with co-found-
ers Lupe Carrillo and Brian Zwart,
started Percussion Petroleum
in 2016 “with the intent to chase

b5 more conventional rock uncon-
& ventionally.” They chose the name

because “percussion drilling was

the original type of cable tools
used historically and by Edwin
E::f’ Drake in 1859.”

N Percussion Petroleum operates
in the Yeso conventional rock
formation in the Permian Basin.
Campbell says that operators
have only recently begun to drill
horizontally there, and “with the
recent advances in completion
and drilling technology, we are
& seeing two to three times histori-

" cal type curves for wells that only
45 cost $3 million to $4 million to drill

and complete.”

“Right now, midway through
our capital program, we are at about
9,000 barrels of oil equivalent per day. ...
We focused on Ark-La-Tex and Permian
because that's what we know best and

where we have the strongest relationships. We
fell in love with the [Permian] Northwest Shelf
for the same reason people love the Permian—
stacked pay. One thing it also provided was high-
value yet low-risk inventory that was perfectly
matched for a new, slightly risk-averse team.”

Percussion is backed by Carnelian Energy Cap-
ital. Campbell says there are about 15 employees
out in the field and about 30 people in the office.
“We have a direct organizational chart, but run
our company in groups [where] you will find me
and all my partners working in the middle. All de-
cisions, even strategic ones, are discussed at the
co-founder level.”

“Every day is a new adventure. Any-
one that knows me personally knows that | am a
fast-paced person; you need to be quick to keep
my attention. Oil and gas can hold my attention;
there is always something to do. | love that | get
to do a little bit of everything—some days | am
a leader, mentor, recruiter, negotiator, engineer,
and most importantly, | am commercially minded.”

Campbell’s ad-
vice is fivefold.

1. Don't worry too much about what others are
doing. “You do you.”

2. Don’t focus on money—make decisions
based on experience.

3. Work hard—you are in charge of your own
development and career.

4. Seek great mentors and know when to ask
for help and advice, be resourceful.

5. There are no shortcuts.

Campbell cites his parents as mentors,
saying they inspire him by examples they set.
“Never forget where you came from; success can
come and go. Be a good person and always stay
humble,” he says.

Had he not founded Percussion Petroleum,
Campbell says he would have stayed at Rockcliff
Energy LLC, a Houston-based E&P that works
in the Haynesville Shale and Permian. Prior to
joining Rockcliff in 2015 as a senior business
development engineer, Campbell was a senior
production engineer for Quantum Resource Man-
agement's western business unit, and also pre-
viously worked at El Paso E&P as a petroleum
engineer in various roles.

(i and gas can hold my attenio; thee s abways something to do. love hat
|6t to o & e bt of everything——some days | am a lade, mentor ecrute;
negotiato ngineer,and most importandly | am commercily minded.
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At Carnelian, We Pride Ourselves on Partnering

with Next—Generauon Teams Led by Visionary

B

JOHN CAMPBELL
CEOD, Ca-Founder,
Percussion Petroleum

We congratulate John on his selection as one of M i s .
0il and Gas Investor's Forty Under 40 honorees. S A f

John's work ethic, dedication and leadership have
been instrumental to the success of Percussion, and
we are thankful to be partners with John, Lupe, Brian
and the rest of the talented Percussion team.

arnelian D FERcuSSION
e PETROLEUM

Energy Capital

carmelianenergy.com percussionpetroleum.com




Director, Government Affairs-Mack Energy
Corp., Artesia, N.M.

laire Chase is a busy woman who jok-
i ingly says she has “five minutes of
' free time per week” in which to spend
quality time with her children and hus-
band and indulge in such pleasures
as reading a book. She balances
personal and professional time,
the latter of which comprises
not just a day job, but posts
on both the boards of the
Independent Producers
Association of New
Mexico and the
& New Mexico Oil &
& (Gas Association
(NMOGA).
Humbled
by—but ex-
cited about—
being chosen for
»  the position of chair-
woman for NMOGA,
she says, “The recogni-
tion of my dedication to our
industry in New Mexico, and
my work in unifying our industry,
means a great deal to me.”

Chase works on policy,
legislation, communications and
regulatory affairs as the director
of government affairs at Mack
Energy Corp., an E&P that op-
erates on New Mexico’s side of
the Permian Basin. It is owned
by her husband’s family, having
been originally started by her
husband’s grandfather in the
mid-1950s. It is the largest fam-
ily-owned E&P in the state, she
says, noting that it has affiliate

service companies.
She says that oil and gas in-
dustry revenue provides one-
third of the state’s budget and
employs more than 105,000 New
Mexicans.

€€

“Additionally, oil and gas revenues
fund 90% of the [New Mexico] State Land Office
revenues, which fund public schools, higher ed-
ucation, hospitals and various critical infrastruc-
ture programs. New Mexico’s future depends on
a strong energy sector, and as the proud parent
of 2-year-old twins, | am extremely grateful for
everything the energy industry contributes to
New Mexico.”

Chase’s children “will grow up in a family that
understands the value of hard work, supports
our community, and appreciates the necessity
of protecting the environment while promoting
energy development. ... My focus is ensuring we
are making the best decisions today, which will
provide my children the future | envision for them
tomorrow.”

At press time, the state of New
Mexico elected a new governor and state land
commissioner in November 2018. Chase indicates
that “both of these [government posts] are crit-
ical to the oil and natural gas industry, as they
each have the ability to support policies that
encourage economic growth and revenue for
public education, early childhood development
programs and public safety. On the other hand,
the state’s next leaders can push policies that
harm the oil and natural gas industry, which will
reduce funding for schools, teachers and police
officers.”

“The resurgence of the Permian Basin cre-
ates an unprecedented opportunity for our next
leaders as they will take office with at least a
$600-million budget surplus in January thanks to
record production in the oil and gas sector. The
question is whether we will harness the opportu-
nity provided by the oil and natural gas industry’s
growth to benefit our students and make our
communities safer, or ... simply preserve the sta-
tus quo. My hope is that we can come together
to make the state a better place for present and
future generations.”

Chase says that her father taught her
the value of hard work, while current and former
bosses instilled confidence in decision-making
and the importance of having high standards,
while “the many women | get to work with on a
daily basis constantly lift me up and teach me to
do the same, for we are all better when we work
together.” She says her hushand has taught her
to be more patient.

- Ihereconition of my declcation o our industry in Kew Mewco, and
1y WO g st means et del o e
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+ . CHASE

ENERGY SERVICES

REVOLUTIONIZING
THE PERMIAN BASIN

-l'f
Chase Energy Services provides best-in-class oilfield ————
services by combining innovative technologies with
experienced crews.

ChaseEnergyServices.com

Leading the Permian Basin Takes Great Leadership
Congratulations to Claire Chase, government relations director

of Chase Energy Services, for receiving the honor of Ol and Gas
Investor's 2018 Forty under 40 in Energy.




Fundamental Knowledge. Strategic Execution.

ARM Energy is a premier producer services firm
providing innovative solutions across the energy
value chain. We partner with over 100 producers
and are active in every major oil and gas basin

in North America. Our integrated, diversified
portfolio serves our clients with expertise in
midstream services, physical marketing and
financial hedging in the E&P sector.

ARM Energy and its partner Ares Management ~
are currently developing the Salt Creek

Midstream project in the Delaware basin. Salt

Creek is a full-service midstream provider and

is expected to have 460 million cubic feet per

day of processing capacity by early 2019, with
additional expansion investments planned as |
producers are added to the system.

Congratulations to
Michael Christopher,
ARM Energy's Chief
Financial Officer and
Chief Investment Officer
for his selection to

Oil and Gas Investar's
Forty Under 40.

ARM

—— N B R G

armenergy.com | 281.655.3200



CFO and Chief Investment Officer, ARM Energy LLC,
Houston

It can be tough to break into a new role in a differ-

ent part of the industry in the middle of your career,

but for me it was a really exciting opportunity to
learn how to create compelling investment angles. It
took an abundance of hard work and some trial and
error, but I'm proud of the industry knowledge and
experience | have gained over the past three years,”
says Michael Christopher.

He is currently CFO and chief investment officer
of ARM Energy LLC, which provides midstream
services solutions, physical marketing and financial
hedging to E&Ps. Christopher, who sums up his
role as “financial executive and investment profes-
sional,” evaluates investments daily, but also has
many administrative and management tasks.

ARM is heavily focused on developing the Salt
Creek Midstream LLC project, primarily comprised
of multiple cryogenic processing facilities, as well
as gas and crude gathering pipelines, compression
and treating facilities in the Delaware Basin. The
project’s initial phase was commissioned in April.
“By the end of 2018, Salt Creek is expected to
have 260 million cubic feet per day of processing
capacity, with additional expansion investments
planned as producers are added to the system,”
Christopher says.

Christopher also discussed the SCM
Alpine LLC NGL header system that Salt Creek is
developing with Apache Corp. The roughly $100-mil-
lion, 445,000-barrels-per-day header system “will be
comprised of two pipeline segments that originate
at both the Salt Creek and Apache processing facil-
ities in southern Reeves County, Texas. The pipeline
will provide flexibility by transporting NGL to the
Waha hub, where it will have the ability to inter-
connect to downstream pipelines providing access
to Mont Belvieu, Texas, and Corpus Christi, Texas,
fractionation facilities. Construction has begun,
and the project is expected to be operational in
first-quarter 2019.”

“The physical structure of our head-
quarters is functionally a trading floor, so ideas and
concepts are drafted, litigated and hashed out in a
very open environment. Senior management is ag-

€€

nostic to how or from whom good ideas come. If you
have something to contribute that makes us better,
shout it out and it will be given as much attention
as it deserves. ... We want self-starting, smart,
fun people who are empowered to find creative
ways to make our customers and our firm money.
And nothing at ARM is done individually ... | am
only one member of a multi-person management
team that shares a cultural vision.”

“The energy in-
dustry has been through some rough times in
recent years, but there are still great career
opportunities for young profession-
als. I'd tell them not to give up
and to read and learn as much
as possible about what's
going on in our field. Do the
research and don't give up
on your ideas when oth-
ers doubt you. You must
persevere in order to get
ahead in this industry
and make a name for
yourself.

“l am a nerd for
business books,” he
says to the point
about learning. He
has enjoyed Peter
Thiel's “Zero to One,”
which is “probably the
most interesting di-
alogue on how to think
about being an entre-
preneur and how to ap-
proach competition.”
Another he recommends
is Ray Dalio’s “Principles,”
which “highlights unique
ways to approach leadership
and self-appraisal.” Lastly, he
says Doris Kearns Goodwin's
“Team of Rivals” is “a good
story in humble leadership” as
it is “functionally a biography of
Abraham Lincoln, though it is
narrated with the perspective of
how Lincoln used his own empa-
thetic nature to bring together a
team of opponents to guide the
country through its biggest con-
stitutional challenge.”

""_“ﬁl_‘—-
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CEO, PetrolLegacy Energy, Austin, Texas

ason Churchill has endured the difficulties of

the industry. “The greatest challenge | faced

was watching the value of our East Eagle

Ford project unravel during the commodity col-

lapse of 2014, the CEO says. “The A&D mar-

ket for these assets all but disappeared and we

were faced with financial difficulties | had never

seen hefore. After an honest internal assessment

of value, we handled ourselves with humility

and candidly recommended divesting

at a loss to our shareholders.”

Doing so allowed PetroLegacy

to reallocate resources into

growth through acquisitions.

“It was a brutal decision to

cut bait, but absolutely the
right one.”

To that point, he says that

“we remain convinced that

radical transparency plus

candid communication

plus relentlessness equals
results.”

Two years later, Petro-

Legacy Energy Il, backed

by EnCap Investments LP,

is operating in the Mid-

land Basin with 1,750

boe/d of production on

more than 25,000 acres;

and it is currently co-

developing three distinct

benches on its inaugural

three-well pad while ac-

tively looking to acquire

additional interest or

bolt-on acreage.

“Qver the
next 12 months, | believe
#r we will see our A&D mar-

- ket re-emerge and drive
consolidation where it makes
economic sense. | aim to participate
not only as a seller but also as a
buyer. As a team, we remain excited
about additional investment opportu-
nities in the unconventional space.”
Churchill is proud of the PetroLeg-
acy culture. Once strategies are de-

fined and communicated, everyone works toward
the collective goal or goals. “The biggest example
of coalescence was our decision in 2016 to pivot
from the Eagle Ford to the Permian. That was a
deeply debated decision.

“We knew it would be difficult to find reason-
able acquisition opportunities in the Permian, but
nonetheless, jumped in. After months of scouring,
we uncovered a foothold in an expanding area of
Martin County, Texas. This transformative accom-
plishment was only possible because of the team's
adaptation and contribution.”

Churchill recognizes that the
world’s appetite for energy will propel the cycle of
business. “We have the most favorable environ-
ment for private oil and gas investment here in the
U.S. Until that changes, there will continue to be
demand for private equity to unlock new reserves
for public E&P acquisition and development.”

“My grandfather and great-grand-
father founded a pumping unit manufacturing busi-
ness, Churchill Inc., in 1959. The Churchill brand
was later acquired by Lufkin, which currently sup-
plies parts and services for units still in operation.”

“Nobody cares
about your development and success as much
as you, so take matters into your own hands. Be
humble and patient. Your opportunity will come,
so never stop learning and preparing. It's the best
return on investment you could hope for.”

He also says, “Get outside your comfort zone.
Nothing great happens there.”

Churchill is extremely proud of receiving his
P.E. (professional engineer) license from the state
of Texas. “After years of applying myself in the
professional world, it was rewarding to see that |
could also achieve this academic success as well.
| am impressed by anyone who applies themselves
toward this goal.”

Churchill's career began in 2001 as
an engineering intern at ExxonMobil Corp. and he
assumed roles of increasing responsibility. In 2006,
his interest in unconventional plays compelled
him to join XTO Energy Inc. as a drilling engineer,
and he later became operations engineer man-
ager. Then in mid-2011, he joined Venado QOil &
Gas, a private-equity startup. He first became vice
president of operations and then ultimately was
promoted to CEQ. The company was later renamed
PetroLegacy Energy. In 2016, he and his partners
formed PetroLegacy Energy Il.

“ Nobocl care about your development and SUccss a much a5 you, S take maters nto your o
hands. B humble and patien. Your opportunty il come, o never tap eaming and prepaing,
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Managing Director, Denham Capital Management LP

I'm proud when a management team chooses

to partner with Denham over our competition,

because they deem that we will be most help-

ful to their company-building efforts,” says Jason

Craig, a managing director at Denham Capital Man-
agement LP.

Denham backs both upstream and mid-

stream companies working in the

Lower 48. Craig recognizes

that the companies Denham

invests in will need different

management makeup and

style. He also recognizes

that the industry will con-

sume “an immense amount

of capital” to successfully

navigate the current era,

= where “development capital
s needs are growing and the
= pace of discovering new

plays is slowing.”

Craig ac-
knowledges that pri-
vate-equity providers are
now entering what he
calls the “post-resource-
grab era.”

“Today, we find our-
selves and observe our
peers holding assets longer
and drilling more wells to

demonstrate productivity to

a more discerning buyer uni-

y verse,” contrasted with a few
years ago, when “lease and

flip” was the trend. As the uncon-
ventional industry matures, “port-
folio company capitalization and
organizational designs must change
to meet longer, more operationally
intensive hold periods,” he observes.

Craig considers George
Dunn, former senior vice president of
development at Newfield Exploration
Co., who recently retired from the
company, to be a mentor. “He demon-
strated that the happiest path to
success is to be really good at being

yourself. Trying to be someone else isn't much fun
and is just plain hard. | don’t think | ever heard him
say that; he just lives it.”

Craig advises
young professionals to “take enough risk to make
mistakes. Mistakes cost less early in a career—
get them while they are cheap.”

Craig worked for Newfield Explo-
ration as a Gulf of Mexico drilling engineer from
early 2003 until 2006 before transferring to the
Tulsa, Okla., office to work the Arkoma’s Woodford
Shale. Craig transitioned to reservoir engineering
before leaving Newfield in 2010 to attend business
school. He interned at Denham before joining full
time in 2012.

Craig is from Olney, Texas, and fourth-generation
in the oil and gas industry. His father is an engineer
and independent producer who also runs a few
workover rigs, he says. His grandfather and uncle
are petroleum geologists, and his great-grandfather,
who settled in Olney, “participated in the first North
Texas oil boom.”

QOilfield lingo is sometimes thrown around at
the Denham office. “We’ll sometimes address a
colleague as ‘Hand’ as if we're on a rig floor. | like
to think I'm responsible for that. And in an environ-
ment dominated by former bankers, | can offer an
operator’s perspective,” he says.

While he was working at Newfield,
Craig’s team once took on a challenge from his
then-supervisor, Joe Johnson, to get drilling down
to a certain number of days—"a fraction of what
we were then delivering. | thought, ‘We're already
doing great, and he’s nuts’ for expecting this degree
of improvement. To prove my point, | calculated
the technical limit by combining the fastest times
we had achieved on each phase on any well, the
‘fantasy well,” which was still slower than what Joe
had promised. Despite my doubt, we surpassed
Joe's promise within the year.” Craig’s takeaway
was “to have enough vision to believe beyond what
| can see.”

Craig’s work in the oil industry has not always
been on the engineering side, or for that mat-
ter, climate-controlled. “I spent the first day of
my freshman internship with Fina in a well-air-
conditioned frack van that felt like NASA's
Mission Control. Having grown upin the stripper oil
fields of North Texas, | was really pleased with my
new career development. The rest of the week,
| weed-whacked remote production facilities—
my progress was fleeting,” he says.

“ Today e find oursehes and obsev our pers Aolding asets longer
and diling more wellsto demonstate productivy o 3 more disgeming

buyer unierse,
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Denham Capital has a simple and straightforwardinvestment platform.
Our core focus is on partnering with and capitalizing oil and gas entrepreneurs
who possess both the technical and economic sophistication necessary to win.

o DENHAM CAPITAL
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People Drlve our Success

ENCAr InvESTMENTS L.P.

The leading provider of growth capital to the independent
sector of the U.S. oil and gas business.

Houston Office: 1100 Louisiana Street, Suite 4900, Houston, Texas 77002 | 7136506100
Dallas Office: 3811 Turtle Creek Blvd., Suite 2100, Dallas, Texas 75219 | 214.599.0800
www.encapinvestments.com



Partner, EnCap Investments LP, Dallas

t EnCap, every day brings new opportu-

nities and challenges. | used to find that

tiring. Now | realize that’'s what makes my
job exciting,” says Jimmy Crain, a partner at the
private-equity firm. EnCap Investments, whose
upstream portfolio stretches across major U.S.
basins, and whose midstream component is EnCap
Flatrock Midstream, is a prominent backer of North
American oil and gas ventures.

Crain’s job is to “find the best and brightest
management team members to run EnCap’s port-
folio companies.” He also sits on the boards of
these portfolio companies and serves “as a stra-
tegic partner as they make acquisitions and in-
vest capital. | get to work side by side with some
of the most talented leaders in the industry to
build great companies,” he says.

Crain is part of the leadership team in EnCap’s
Dallas office that has 13 investment professionals
and manages more than $5 billion of active equity
commitments to portfolio companies.

“My biggest focus over the next five years
is to do everything | can to help facilitate EnCap's
ongoing leadership transition and build on the in-
credible legacy of the firm and founders.”

Of EnCap, he says, “It feels presumptuous to
suggest | have helped shaped an organization
with a 30-year track record of success led by four
pioneers in oil and gas private equity.” However,
he adds, “l have had the opportunity to bring in
several new management teams into our portfolio
that have executed unique and creative trans-
actions. For example, Raisa Energy is one of the
first teams in our portfolio with a non-operated
strategy and has developed creative ways to in-
corporate data analytics into its business plan.”

“I am fueled by my interactions with
people. ... | am blessed to be surrounded by
incredibly talented people,” he says, noting that
at the end of every day, he checks in with col-
leagues to make sure they have everything they
need from him. “l don’t want to be the reason
their work takes longer than it should. | believe
the success or failure of EnCap over the long run
will be more impacted by the people on our team
than by any market force we face.”

Crain seems to live by examples set, noting
that he has had several mentors over the years
including David Miller, one of the founders of

EnCap Investments. “One of the big-
gest lessons David taught me was

how important it is to invest in people,

especially young people, regardless

of their ability to return the favor. He
has done that for me, and | am forever
grateful.”

“We all have a personal

story to tell that can encourage
or challenge someone today.
It's important for me to
be willing to share and
be willing to listen.”

In fact, Crain re-
counts that he has
battled some health
challenges that arose
from pushing his LA,
body too hard without L
enough rest. “After
several years of doc- 5
tor's appointments, !
diet changes and
prayers, | am back
on the path toward ]
healing, and even
my hair is growing
back,” he says.
“I've learned that
my responsibility
is to make the best
decisions | can
today and trust that
God will take good
care of tomorrow.”
Crain jokes, “For-
tunately, | don't look
as bad with a shaved
head and a beard as |
feared | would.”

Amid
Crain’s recent health chal-
lenges, EnCap rose to the
challenge backing Silver-
back Exploration during
its pursuit of an acqui-
sition in the fall of 2014 as
oil prices were plummeting.
Crain led the investment for
EnCap, and Silverback suc-
cessfully navigated the chal-
lenging market environment to
generate great returns for all
of the investors.
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Blackstone

GSO congratulates

John Eads

of Sierra Resources for being nominated to

Oil and Gas Investor & Midstream
Business Magazine’s Forty under
40 for 2018



Eads says that a short-term goal is
to finalize delineation wells in the Eagle
Ford and Olmos and move those busi-
nesses into full development during the
President, CFO, Sierra Resources LLC, Houston next 18 months. A long-term goal “is to

have our industry peers and partners

ohn C. Eads, president and CFO of Sierra say, ‘The Sierra guys do things right—"I
Resources LLC, says he is grateful for the would hope to have a series of successful
opportunity to lead and build a talented team. transactions to create value for our investors
“In addition to attracting talent, team chemistry and employees,” he adds.

is very important at Sierra,” he says, noting that

“when we bring on additional staff, we view them “The highly

as partners in our business ... we hire individuals technical and capital-in-

who have a track record of excellence in their tensive nature of our in-

discipline and who have shown the ability to suc- dustry makes it exciting.

ceed in numerous basins.” In Sierra’s case we are
Sierra Resources LLC, founded in 1996 and private-equity-backed,

backed by Post Oak Energy Capital and GSO Cap- which requires manage-

ital Partners, operates in the Eagle Ford Shale/ ment to invest capital

Olmos Formation in South Texas. Eads says Si- alongside our partners.

erra holds 55,000 net acres in the Eagle Ford and ... That will get you out

40,000 in the Olmos. of bed in the morning. |
“Sierra has built a first-class technical and like the intensity of our

operating team that enables [the company] to niche in the oil and

execute both projects at a very high level. | am gas business and the

very excited about our asset base in South Texas, fact that when you

and | am confident our team will continue to drive  get it right, you are

costs down and further enhance the economics well-rewarded.”

of these projects,” he says.

“For a period of time when
Sierra started operating horizontal wells, we “Surround your-
used consultants to carry out drilling, completion self with people
and production optimization. Not having this who are passionate
expertise in-house was inefficient from a cost about our industry.
standpoint, and it was apparent to me that pri- ... Those are the
vate-equity-backed businesses needed to have individuals who
the ability to operate assets long term and go the extra mile.
cost-competitively,” Eads says. “With these in- 0On the extra mile
sights we decided to bring all things operational traffic lightens up
in-house. From a cost standpoint, Sierra is cur- and opportunities
rently the top-tier operator in our area of the come your way.”
Eagle Ford, which has paid big dividends and will
continue serving the company well in its future His fa-
endeavors.” ther taught him
Eads noted that an additional geologist, geo- that in the oil and gas
physicist and reservoir engineer were recently industry, reputation is the
hired to give Sierra the tools to build an in-house most valuable asset for
petrophysical model for its South Texas assets any company. During his
and to “get up the curve with the most recent days as an investment
technology on the reservoir side.” banker, Eads learned from
his uncle the importance of

“The food in the kitchen is always bet- accuracy and attention to

ter when we have a rig under contract.” detail.

“ Sumound yourself with people who 12 passionate about o
Idusty . .. Those are the indcuals who o the exta mi. Un the
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Director-Global Energy Investment Banking,
Citigroup, Houston

nvestment banking is a career with long hours

and grueling demand. Brad Epstein, director

within the global energy investment banking

group at Citi, is proud that he's had the longevity to

reach the director level. He has worked at Citi since
2012 and in investment banking since 2010.

“There is generally a significant amount of attri-

tion in the business through the earlier years

[of someone’s career], those years

being the most challenging from a

work-life balance perspective. It

requires a certain level of desire

and drive to push through those

years in order to advance your

career to the point where

you are responsible for

building relationships and

generating revenue,”
Epstein says.

Being a director al-
lows him to lead, and
Epstein has been part
of numerous trans-
actions, seeing and

participating in “the
changing landscape
of MLPs and mid-
stream infrastructure

companies.”
m Epstein says,
“There has been a

real shift in the mar-
ket for MLPs over the last
few years, which has driven
many companies to assess
their structure, explore var-
ious alternatives to accessing

capital and consider their ability

to participate in strategic M&A.”

Intimately familiar with in-

vestment banking culture,

Epstein says “It is critically

important to create a positive

environment and culture in

the office, particularly given

the significant hours worked

by the more junior members

of the team. We are each re-

sponsible for ensuring that

. we contribute toward that
goal. Ultimately, people will

be much more likely to truly engage in their roles
if they feel as though their efforts are valued, they
are treated fairly and respectfully and they have an
opportunity to grow professionally.”

Epstein’s own long-term goal is “to become the
trusted adviser and first-call for my clients, both
new and existing.”

In the short term, Epstein aspires to
become a managing director. “Investment banking
has a rather structured hierarchy,” he says. How-
ever, the position of managing director “does not
have the same structural rigidity and is based on
capability, merit and achievements. | am driving to
achieve that sooner than later.”

To the point of hard work and merit yielding re-
ward, Epstein has this advice: go all-in at whatever
you do.

“Dive in headfirst.
There will be sacrifices made, especially early in
your career, but it's those experiences, knowledge
bases and relationships that set the stage for fu-
ture success.”

Another piece of advice, seemingly tailored to
investment bankers, has a universal theme: “Rep-
utation is everything. Though it may not pay imme-
diate dividends, providing the right advice for your
client will ensure your continued success.”

“Whether it be global events or
changes to technology used for domestic produc-
tion, this is a dynamic, ever-changing industry.
... Ultimately, you cannot become complacent or
too comfortable, as you will be left behind if your
views and advice do not adapt with the changing
environment.”

No matter how much change there may be,
though, Epstein’s family is a comforting con-
stant that puts it all into perspective. “The most
life-changing event has been the birth of my two
children. [Parenthood] creates a new lens through
which to view your purpose and responsibilities.”

He also says his own father “reinforced the
value of family” when Epstein was growing up.
“He has always demonstrated great work ethic,
which | thank for my drive. But he also never
missed any important events or any of my soccer
games.”

Epstein began working at Citadel
Investment Group in Chicago in 2005. After five
years, in 2010 he became an associate at UBS In-
vestment Bank's global industrials group, followed
by a move to Houston in 2012 to join the global
energy group. Shortly thereafter in 2012, he joined
Citi's global energy investment banking group.

“ Reputation i evenything. Though it may notpey immedite dividends, proviing the

At adice foryour lent il ensure your co

ntineed suceess.””
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Vice President, Finance, Lucid Energy
Group, Dallas

tew Fuller, vice president of finance
at Lucid Energy Group, is in the vor-
tex of his most challenging project—
the midstream services provider is
now “evolving from a small-
to-medium-sized business
to a much larger entity,
and the growing pains
associated with that
transition are extraor-
dinarily difficult to man-
age when paired with a
rapidly growing asset
base in a highly com-
petitive basin. Meeting
this challenge requires
a very coordinated, dis-
ciplined and thoughtful
effort on behalf of all
our employees.”

To that point,
Fuller offers advice
that stresses the
importance of em-
ployees becoming
well-rounded within

their organizations.

“It is
critical to not only be
great at the tasks/
activities that your
job description says
you should be great
at doing, but to also
constantly be learning

about different areas

within your organiza-

tion. Everyone should aspire to

be the CEO of their company, and

achievement of that goal requires

an understanding of every depart-
ment within the organization.

“For starters, take the opportunity
to listen closely and educate your-
self on somebody’s day-to-day role in

a completely different group from the
one you work in. Regularly doing this
will, over time, result in a differentiated

knowledge base and skill set that will position
you well for advancement.”

Fuller's own goals, in the short term and long
term, respectively, are to help build Lucid into an ef-
ficient, $300-million-EBITDA business and to obtain
the skills to effectively lead profitable companies.

“Coming from a principal investing background, |
have tried to ensure that everyone in the company
thinks and acts like an owner in their approach to
work. As a leanly staffed private-equity-backed
business, [Lucid] lacks multiple layers of profes-
sionals to pick up any slack. ... It is important that
everyone understands that, in order to distinguish
ourselves in this highly competitive industry, we
all need to be extremely efficient with our time and
resources.

“| try to promote this effort by encouraging ef-
ficient meetings, interactions and approaches to
task management, as well as thorough scrutiny
of investment opportunities whether they are a
$150-million development project or small equip-
ment purchase.”

“I love the pace and complexity of ol
and gas combined with the highly relational nature
of the industry. Strong relationships are uniquely
rewarding in this space as compared with other in-
dustries, and that dynamic creates a very collegial
environment that | thoroughly enjoy working in.”

Fuller tells a story underscoring the fact that the
industry, for all its rewards, is unpredictable.

“In August of 2014, we elected to market our
Midland Basin midstream assets to capitalize on
the rapid growth we were experiencing in the
basin. At the time, we had about 28 rigs running on
our dedicated acreage and everything appeared to
be headed up-and-to-the-right. Over the course of
our sale process, we had tremendous interest in
the assets at very favorable valuations.

“After first-round bids came in, our team truly
could not comprehend an outcome that was any-
thing but extremely positive. Much to our dismay,
the macro commodity price environment destabi-
lized and crude prices plummeted from $97/bbl in
August to $54/bbl in December. This volatility froze
all M&A activity, and the majority of our strate-
gic buyers pulled out of the process—ultimately
leaving us with an unsuccessful sale process and
questionable path forward.

“The personal lesson learned during this experi-
ence is that, no matter how insulated your business
appears to be from market shocks, the seemingly
most draconian scenarios always have a chance
of becoming reality and should be prepared for
accordingly.”

“ Coming rom & princial investing Beokground, | vt o ensre het everyone
i dte company thinks and ats e an ownr in ther approech o work ”
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President, COO, Parsley Energy Inc., Austin, Texas

att Gallagher, president and COO of Parsley

Energy Inc., relishes the small part he plays in

a huge industry that “is quite literally the main-
stay of modern life. [Qil and gas] powers much of
the global economy, as well as people’s daily lives—
we fuel the buses that take kids to school and the
planes that move people across the world on busi-
ness trips or family vacations.”

To that point, every day as he leaves for work,
he tells his young son that he is “helping the
planes fly.” His son, who loves airplanes, is de-
lighted and amazed.

Gallagher, whose educational back-
ground is in petroleum engineering, elaborates
further on the industry’s importance, saying that
“cleaner-burning natural gas has now overtaken
coal as America’s leading source of electric
power. According to the U.S. Energy Information
Administration, gas and liquid petroleum now
provide almost 33%—nearly one-third—of our
nation’s electric power. And just last month, [the
U.S.] overtook Russia as the world’s largest crude
producer. The shale oil revolution made that hap-
pen. It is providing dependable, secure energy for
the world.”

Parsley Energy operates in the Texas side of the
Permian Basin, holding more than 200,000 acres
there, with about 107.8 Mboe/d produced in the
second quarter of 2018.

As its president and COO, Gallagher has helped
make “tremendous progress on lowering operating
costs. ... We've reduced lease operating costs
per barrel by roughly 50%, and that can’t happen
without imagination and coordination, which we
encourage.”

Gallagher is slated to go far at Parsley, revealing
at press time that in January 2019, he will become
the CEOQ. He notes that he will continue working
closely with Bryan Sheffield, the outgoing CEO.

In fact, Gallagher considers the
Sheffields, founders of the company, as mentors,
among others including Paul Treadwell, Mike Hin-
son and Stephanie Reed. “We all try to run the
company the right way—with a handshake and
a commitment to do right by each other and the
communities in which we live and work.”

“l want to continue to build on the foundation
[Parsley has] laid and be that one company that can
keep pace, transparency and respect as it grows
into a world-scale player. Separately, [the oil and
gas industry] needs to be more vocal about the
good it does and the services it provides. It has
to earn a better reputation in the world.”

“Our industry has become so
complex that NASA has even borrowed
technology from it.”

“Every day
in our business is an adventure. | encourage
young leaders to ask, ‘What might we find
if we try a new bench or step out into a new
basin?’ It's that true sense of exploration, of al-
ways pushing toward new frontiers, that makes
our business so exciting.”

“One summer
when all of my friends had normal
air-conditioned jobs, my
father handed me a wire
brush, a paintbrush and a
paint bucket and told me
to scrub down and re-
paint a rusty tank bat-
tery by the end of the
summer.

“l can assure you
it was a long, hot
summer. After | fi-
nally finished, | saw
a man in the main
yard with a power
washer, easily re-
moving rust from
some old pipes—
work that had
taken me weeks
with a wire
brush.

“| asked my
father if we'd
had that ma-
chine all along,
and he said, yes
of course—bhut
he wanted me
to appreciate
the value of hard
work.”

01 and gas] powers much ofthe globeleconomy; as well
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CEO, Holland Services, Fort Worth, Texas

ryan Gaudin’s call to lead Holland Services

came under less than ideal circumstances.

His father, company founder and then-CEO

Robert Gaudin, had suffered a heart attack and

needed his son to temporarily step up as he
focused on recovering.

It was a daunting task, but
one the younger Gaudin will-
ingly took on.

“l was confident in my
ability, but was still learning
the intricacies of the land

services business,” he re-

calls. “l quickly learned

| had to rely on others,
lean on delegation
where appropriate,
encourage teamwork
and trust the strong
framework my father
had helped build.

“I'm lucky I had my
father as a mentor and
guiding light. As he re-
covered, his strength
helped me navigate
those days and weeks
ahead, and it still in-

[ spires me today.”
B Bryan Gaudin suc-
ceeded his father, becom-
ing the company’s CEOQ in
/ 2017, when his father tran-

! sitioned to chairman.

Since
joining Holland Services
] in 2006, Gaudin steadily
gained a thorough knowledge of
every facet of the industry.

He helped lead the company’s
aggressive and successful growth
strategy by strengthening its proj-
ect management, business devel-
opment and systems management
processes.

“We had the vision to grow Holland
from a small grassroots company into
one of the nation’s largest land ser-
vice firms,” Gaudin says. “We knew
we wanted the growth to be whole-

some, ensuring we didn't compromise honesty,
integrity or the well-being of our employees along
the way.”

The growth came. Within five years, the com-
pany with less than 100 employees now has about
700 workers on payroll.

“It really was something to witness how our
team managed those seasons of change,” Gaudin
says. “It adapted and thrived and made Holland
what it is today.”

Gaudin’s father founded Holland
in 1985 and served as an early role model for his
son.

“As far back as my memory goes, he has always
demonstrated an immeasurable work ethic and
an innate ability to relate to and endear himself
to people from all walks of life. | continue to be in
awe of my father.”

His mother, Linda, offered spiritual guidance and
helped keep her son grounded and humble.

“As a tandem, my parents have provided more
love, support and encouragement than a son could
have ever hoped for.”

Today, Gaudin says his greatest cheerleader has
been his supportive wife, Jessica. “My wife and
my children mean the world to me,” says the father
of three.

But for the Gaudins, the term “family” isn't just
reserved for flesh and blood. It also applies to the
employees who work hard for Holland Services.

“We firmly believe in creating an atmosphere
of ownership and contribution,” he says. “If you
strive to facilitate a culture where co-workers feel
valued and empowered, then success will almost
certainly follow.”

Gaudin hopes to see continued and
sustained growth for Holland, particularly follow-
ing the industry’s recent downturn. He says a key
factor in accomplishing that goal is to ensure the
company continues providing its customers with
streamlined and efficient services.

Over the long term, Gaudin will continue reach-
ing for new professional heights.

“I'll strive for innovation that leads to diversi-
fying our service offerings to further support the
foreseeable and unforeseeable needs of our cli-
ents. And let’s have some fun along the way.”

“The industry may
be massive, but networking is key. Strive to genu-
inely connect with peers through in-person com-
munication, not just electronic. And remain true
to who you are—your word is only as good as the
action behind it. Work with honesty and integrity.”

W e the visionto grow Hollnd from a smalgassros company int one of

the nation’s fnget and e fims.”
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CONTENDER

ENERGY PARTNERS

Contender Energy Partners, LP is a well-

funded mineral and royalty acquisition

firm headquartered in Dallas, Texas. Since May
of 2016 Contender has closed over 120 mineral
and royalty transactions covering over 250,000
gross acres across Permian. This acreage stretches
across both the Delaware and Midland Basins
and includes over 150 producing or permitted
horizontal wells.

Contender Energy Partners, | P

congratulates Chase Gibson for being selected
to (il and 6as Investor’s Forty Under 40 in Energy!



Managing Partner, Contender Energy Partners LP,
Dallas

hase Gibson, managing partner at Contender

Energy Partners, knows what it takes to accom-

plish goals. He discusses the mineral and royalty
acquisition firm’s most challenging deal to date.

“It was a mineral opportunity spread across
approximately 8,000 gross acres and four coun-
ties. It was about a $6-million or $7-million deal,
and during title due diligence we discovered an
existing lawsuit was clouding title. At that point it
was clear there was not marketable title, and the
deal stalled.

“Rather than walk away, we [provided] a short-
term solution that met the sellers’ immediate cash
needs while simultaneously protecting the capital
investment. This solution required the seller to
provide additional mineral properties, previously
excluded from the package, for collateral to pro-
tect the initial acquisition price put up by Con-
tender. This bought us time to walk everything
through the litigation process and clear title. All
in all, it took about eight months from start to fin-
ish to close the deal.”

Contender has assets under management in
Texas and Colorado. Since January of 2017, the
company has had roughly $100 million in mineral
transactions across approximately 250,000 gross
acres. It currently owns mineral interests in more
than 125 producing horizontals in the Permian
Basin.

Gibson, at 29 years old, helped
co-found Contender Energy Partners, and did so
without third-party capital. “We didn’t have the
liguidity to buy 10 mineral acres when we started,;
however, we were able to complete more than 60
transactions in the first year totaling about $30
million and more than 120 transactions to date.”

Even more impressive, Gibson founded an op-
erating company at just 25 years old. This com-
pany drilled wells in Oklahoma and Texas, he
says, and drilled multiple wells with its own rig,
which was acquired and operated as a way to
reduce the overall drilling cost. “We also ran our
own workover rig and contracted to drill for a few
other operators prior to selling.”

Gibson reflects that he “didn’t go down the
traditional road of career development, and

therefore had no preconceived expectations

of when and at what point in one’s career

things can be accomplished. I've never fallen

into the trap of accepting when this industry,

or society generally, says it's acceptable to

accomplish certain things or achieve pre-
conceived milestones of success. Indeed, he
had only worked in the oil and gas industry for
less than one year before starting his own
company.

In the short
term, Gibson aims to close out
the current fund and launch an-
other—this one with a possi-
ble multi-basin focus. “We will
continue to be opportunistic
and see potential in several
other basins,” he says. In the
long term, he aims to “con-
tinue scaling Contender and
creating growth opportunities
for our team members and
their families within our or-
ganization.”

Gibson has a
long-term vision to “set up
an organizational structure
with a capital partner that .
allowed for portions of the
net earnings or annual yield
to go toward local chil- 1
dren’s charitable programs
in [Dallas].

“There are too many less-for-
tunate kids out there that need
help. If we have the opportunity
through our success to give back
and make a difference then we
need to be doing it, and we want
to partner with people who feel the
same,” he says.

Through Con-
tender, Gibson has helped fund turn-
key drilling of two water wells in
Uganda supplying clean water to more
than 2,500 people across two villages.
Gibson has also contributed to this ef-
fort, through the John 4:14 Foundation,
personally.

“['e never fallninto the trap ofsccpting when tis industy, o soiey
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Principal, Co-CEO, Stakeholder Midstream, San
Antonio

orming Stakeholder Midstream was a
chance Gaylon Gray took alongside his
TexStar Midstream Services colleague,
Rob Liddell, in 2015. Indeed, had the venture
to form a midstream service company not
gone through, Gray and Liddell would
have been content to spend their
careers at TexStar, where the
opportunity had been “wonder-
ful.” At the time he and Liddell
decided to form Stakeholder,
“our bosses were aware and
helped. ... We had all the stars
aligned to create our opportu-

nity,” Gray says.

Stakeholder serves produc-
ers on the Northwest Shelf
of the Permian Basin in both
Texas and New Mexico.
The company is “directly

involved” in designing and
building new facilities in the

San Andres Formation there.

Its Campo Viejo Gas

Gathering System consists of

a new facility capable of pro-

cessing 60 million cubic feet

per day of gas; at press time

it was fully operational as of

P October. Its Lovington Gas Gath-

i ering System has 295 miles of

high- and low-pressure gathering

lines and a 35,000-cubic-feet-per-day
refrigeration plant.

Today at Stakeholder, Gray and Liddell

work together “managing the overall busi-
ness plan and organization ... working hand
in hand to develop culture, commercial op-
portunities, and the business plan and capex
execution.” There are 20 company members
in the San Antonio head office and about 30 in
offices elsewhere, he says.

“For me, people are the most rewarding
aspect of the business. It's exciting to be in a
position to help mold our [company culture].

One thing that is important to me, and to all of us at
Stakeholder, is that every individual in our organi-
zation has the ability to make a significant impact.
| try to lead by example ... I'm also an advocate of
sharing. To ensure pride and ownership of individ-
ual tasks, every team member needs to understand
all aspects of the business, not just their specific
roles and responsibilities.”

Before starting Stakeholder in April
2015, Gray was vice president of engineering and
operations at TexStar Midstream Services/South-
cross Energy in San Antonio from January 2010 to
April 2015. Prior to that, he was manager of engi-
neering for the West Texas/Midcontinent regions
at Regency Energy Partners in Midland, Texas,
and prior to that was a regional engineer at Targa
Resources Corp. from December 2006 to July 2008.
He began his midstream career at Dynegy Mid-
stream Services from 2001 to 2005 as an engineer-
ing intern.

Gray is a member of the Gas Pro-
cessors Association and the American Society of
Mechanical Engineers. “l like to problem-solve.
We work in a dynamic industry that continually
offers something new and exciting and frequently
presents new problems that require thoughtful and
unique solutions. ... I've been in a unique position
twice in my career to hand-select a team to join
forces to build, own and operate assets.”

He also says the industry’s one constant
is change: “There is nothing more certain than
change.”

“There is a fine
line between being confident and arrogant, and
you need to know exact boundaries of that line
and walk it carefully. Be humble, and at the end
of the day, do what you do well and you won't go
unnoticed.”

He also recommends “making strides to set
yourself apart from your peers” early. “The initial
learning curve is steep and there is no better time
to push yourself. Be willing to do more than the
next person.”

Stakeholder held its first San
Andres Producer Conference in 2016. It has since
hosted three more to date. The conference brings
San Andres producers together to discuss perti-
nent issues and further understand the play.

“ Tk toproblem-solve W work i & cynemic industry het continualy oferssome:
thing new and exting and irequentl presgnts new problems that requre toughtul
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A compassionate and inspiring leader.
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CEO, Greenfield Midstream LLC, Houston

I've closed a lot of complicated deals. I'm

not sure if it's happenstance or if | seek them

out, but the latter is probably true,” says Jer-

emy Ham, the CEO of Greenfield Midstream LLC,

a new company that builds, owns and operates

midstream infrastructure across North

America. Its current major focus is

oil gathering and terminaling in

the Denver-Juleshurg Basin with

its joint-venture partner, Noble

Midstream Partners LP.

Greenfield, which is

backed by EnCap Flatrock

Midstream, was initially

formed in the summer of

2017. Just months after

formation, Greenfield

struck deals allowing

it to deploy all its ini-

tial $300 million com-

0 mitment, which has

been upsized to

$450 million with
EnCap Flatrock.

Ham doesn't

see it stopping

there. “I am

proud of our

team and all

we have done

*
'

alongside our partners and customers to create
value in such a short period of time,” he says.

Ham began his career at Enterprise
Products Partners LP. He left Enterprise to help
start up Hoover Energy Partners LP, as its first
employee. More recently, he worked for NuDevco
Midstream Partners LLC and Marlin Midstream
LP before forming Greenfield.

Early in his career, Ham was often giving pre-
sentations to C-suite executives. He was tasked
with analyzing and communicating complicated
financials, and mid-level management gave him
the opportunity to present the financial variances
firsthand to the C-suite executives. He also grew
into a commercial role and gained management's
attention.

“All it took was that little taste of the board-
room in my 20s, and | was hooked! Forevermore,
| had a burning desire to always be ‘in the room’
where the big decisions were made,” he says.

“Don't sell your-
self short.”

Ham says that a mentor told him this when he
was considering the next step in his career prior
to forming Greenfield.

“| pitched an idea that would have me work-
ing for someone else who knows me well.” Ham
thought the advice “was just to avoid a straight
answer but ... his advice energized me to finally
throw my name in the CEQ arena. Shortly after
that, | put plans in motion to get Greenfield Mid-
stream off the ground—one of the best decisions
| ever made. Most times, the advice you receive
that you don’t really want to hear at the time is
exactly the advice that you really need to listen to
most at that time.”

“l chose midstream as a career
path because | was a finance major in college
and MLPs just made sense to me. The business
was tangible, the companies paid investors all
of the excess cash they made as a dividend, and
the stocks were easy to value. Being a finance
major, | enjoy the midstream space because un-
derstanding finance is such a huge part of the
business.”

Ham also likes the fact that midstream is a
customer service-oriented line of work. “I really
enjoy providing innovative solutions and taking
care of customers.”

[ hose midtream as  caeer path because s a fnance major
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Left to Right; CFO Henry Coulter,
COC Patrick Brierley, CCO Chris Coxon,
CEQ feremy L. Ham

Congratulations to our CEO Jeremy Ham on
this well-deserved honor.

You lead by example and bring out the best
in everyone around you.

— The team at Greenfield Midstream

|t/my GREENFIELD

MIDSTREAM
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Vortus Investments is a Fort Worth-based private equity firm focused on

generating long-term capital gains through investments in the

lower/middle market upstream energy industry in North America,

www.vortus.com | vortus@vortus.com | (817) 945-2400



Principal, Vortus Investments, Fort Worth, Texas

rian Hansen is a principal at Vortus Investments,

a private-equity firm focused on lower-to-mid-

dle-market deals across the U.S. Vortus ear-
marks $50 million to $75 million per deal, he says,
and sets itself apart from competitors by having an
“asset in hand” rule.

“Vortus avoids the blank-check model. The
assets we close into could be existing assets
the company already owns and contributes, or it
could be a team that finds a deal they want, and
we use our capital to help them buy that asset.
In a few cases, we'll come across an asset that
looks good to us and we'll pair it with a team we
know that is actively looking for its next opportu-
nity."”

Vortus® portfolio consists of low-cost oil and
gas. While the firm doesn’t favor one over the
other, the current portfolio is about 75% liquids.
Approximately 50% of the firm's deals have been
in the Permian Basin, including the Delaware and
Midland basins, Hansen says.

The Permian Basin is where Han-
sen personally has done a lot of work. While at
Pioneer Natural Resources Co. from 2004 to 2014,
Hansen worked on the Permian asset team and
in Permian field strategy, among other duties. He
notes that helping to direct the transition from
vertical to horizontal development in the north-
ern Midland Basin was especially exciting. “We
were shuffling 40 vertical rigs around the basin
to grow [Pioneer’'s] production, and Pioneer had
some success with horizontal wells in its southern
area, so we turned to the north to demonstrate the
potential across an additional 600,000 acres and in
shallower intervals.”

Specifically, Hansen feels that his leadership
experience gained from that time directly influ-
enced his current work at Vortus. “After recog-
nizing the tremendous horizontal potential in the
northern Midland Basin, we started laying down
the vertical rigs and picking up horizontal rigs and,
with continued success, we were quickly up to 16
horizontal rigs.

“Putting together a development plan on that
scale requires a large team. We had more than 50
people including engineers, geologists, analysts
and technicians. Ensuring everyone was rowing
in the same direction was key. You could call it
leadership, but | always thought of it as more like
collaboration. It was a great experience overall

and provided a framework for how | work with
each of our portfolio companies at Vortus.

“It's a collaborative approach to design-
ing and executing each development plan.
The Vortus portfolio isn‘t quite running 16
rigs right now, but we have current devel-
opment activity in nearly all of the portfolio
companies, and the complexity of activity
across the basins keeps me busy.”

Hansen says Vortus has
numerous teams actively completing
wells. “I'd like each of those
to be the best wells possi-
ble.” Long-term, he works
“to help Vortus distinguish
itself as a private-equity
firm that provides more
than financing. This could
come in the form of stra-
tegic direction, network
expansion, creative fi-
nancial structuring,
contract negotiation or
something as simple
as a discussion on well
spacing.”

“Distinguish-
ing yourself as a pri-
vate-equity provider
that provides more than
the equity, assuming
your contributions are
constructive, will help
bring the portfolio com-
panies back for their next
rounds. | feel we've had
early success distinguish-
ing ourselves, with four of
our deals coming from repeat
teams.”

“Today, a single
well has better returns at $55/
bbl than the same well did at
$100/bbl with 2014 technol-

0gy.”

“0il and gas is a big business in
a small world. You never know
who you'll run into again, so don't
be exclusive, and build strong re-
lationships early.”

“ Today sngl well s ettr rturn at S5/ than thesame el

il at S100/bb1with 2014 teshnolgy””
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the most rewarding part of the challenge.” He
also says, “One should maintain the patience
required to be a good listener and solid supporter

CEO, Co-Founder, Pine Wave Energy Partners to their mentor, as the teachings and experience
LLC, Fort Worth, Texas exchanged are invaluable.”
en Hunter is the CEO and co-founder of Pine Hunter handled operational efforts in

Wave Energy Partners LLC, an upstream the Deep Bossier area and Haynesville Shale at
E&P company. Most recently, he was the Covey Park, as its general manager, vice president
general manager and vice president of opera- of operations, from October 2017 to July 2018.
tions for Dallas-based Covey Park Energy, and  Previously, he was general manager of operations
he tells of good leadership’s effectiveness and an asset manager there, beginning in Sep-
during tough times there. tember 2014. Prior to joining Covey Park, he was a
He is most proud of leading Texas operations engineer at Vess Qil Corp. from
“members from five different September 2013 to September 2014. Prior to that,
operators into one [team] he worked for EXCO Resources Inc. and Finley

and [taking] base produc- Resources Inc.
tion from 280 MMcf/d to Hunter feels that his skill set is unique enough
830 MMcf/d with prudent, to help a business take shape from the ground up,
technical-based asset “one that facilitates opportunities for young, cre-
management and funda- ative technical minds who will generate ideas that

mental execution.” inevitably will change the future of energy.”

“In my opinion, true “My background starts in the field, with field-
leadership is shown level roles and responsibilities, but is rounded
during [adverse] times. off with roles in asset engineering, acquisitions
Covey's completion and corporate development. | decided to go back
team stuck pipe during into operations to utilize what | had learned in
a plug drill-out on a the business macro world. With my background
high-profile, newly and experience, | helped prioritize and effectively
drilled horizontal well. steer asset development teams to make the big-
| quickly assembled a gest impact, with time and capital allowed, on a
team of Covey's best and  given asset.”
brightest to build a com-

prehensive plan, which “John Jacobi, the co-CEO of Covey

successfully fished 7,000 Park and my former boss, has had a tremendous

ft of stick pipe out of the impact on my career path, and | consider him one

lateral. This process took of my primary mentors. He has taught me so much

a painful two months to ex- about the macro perspective of the business,

i ecute but ultimately resulted which has allowed me to become much more than

in positive results that served an engineer. It's hard to settle on the most valu-

as a critical data point to entice able advice he's given me, but it has to be around

further development into that par- management: The only way to lead effectively is

ticular area. | successfully fended by example, and as a leader it's your responsibility

off criticism and associated ex- to provoke inspiring strategies and ideas. The best

pectations from non-technical way to create such an atmosphere is by working

executives while delivering sound hard, surrounding yourself with talented people
technical guidance to the execu- and, more importantly, being a great listener.”

tion team in the field,” he adds.

“The oilfield is an amazing place,

full of people from all different backgrounds and

“lIt's never about the destination, but upbringings. It never ceases to amaze me how

the journey. So embrace the chal- creative asset teams can be if given the tools, lat-

lenges this industry presents, as itude and platform to deliver new technology or a
the work required to overcome is better approach to develop a given reservoir.”

“ It evergeases to ameze me how reative asse eams ¢ be f gien
e tool, atcude and plaform to delver new technology or 3 beter
agproach o develop & given resenoi”
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Covey Park Energy continues to
support Oil and Gas Investor’s
Forty Under 40 awards program
and our next generation of
industry leaders.

Covey Park Energy is a privately held C DVEYPARK

exploration and production company ENERGY
focusing on long life reserves in the

; P ; 8401 N. Central Expressway, Suite 700
ArkLaTex, Permian, and MidContinent Dallas. TX 75225
Offi .6000
Fax 206.9558
combined oil and gas experience. www.coveypark.com

regions. We have over 250 years of
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CONGRATULATIONS
Glenn Jacobson on your
achievement of being
narmed one of Oil and
Gas Investor’s Forty
under 40 in Energy

il

ELEPHANT
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CONGRATULATIONS

s Trilantic North America - Trilantic Capital Management
Bradley Williams on your LB (“Trilentic North Arterica} i 2 orivate sdeity fiin
achievement of being focused on control and significant minority investments
named one n‘.l_‘f-{] il and " 3 i North America. Trifantic North America’s primary
Gas Investor’s Forty v O nvestment focus isin the business services, consumer
under 40 in EI‘IEF};’:':',-’ " and energy sectors. .i"rﬂani.'c Narth America currently
manages six pnvate equity funds with aggregate capital
commitments of $9.1 bilion. To date, Trilantic North 3
America’s energy team has committed approximately B
&4.1 billion in capital across 27 energy investmenis. |

Elephant has identified the Powder River Basin as.
the premier emerging oil and gas resource playin the ,
contmental United States and is currently acquinings
propertigs in the region. The company is focused on
= quality assets with aperational control where there is room |
to create value through exploitation, exploration, cost B TRI L A N TIC NORTH
reduction, operational efficiencies and the development of B S CAPITAL PARTNERS AMERLCH

repeatable, long-fife reserves with a high rate of return.. &
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Partner, Trilantic Capital Partners, New York and
Austin, Texas

hether he's grilling the perfect steak or helping

build the energy practice at Trilantic Capital

Partners North America, Glenn Jacobson has
a knack for getting things right.

On the professional front, he's played an in-
tegral role in growing the energy practice from
a group of two to a team of more than 10. It has
offices in New York and Austin, Texas, and a
dedicated energy fund complex called Trilantic
Energy Partners.

Jacobson and his partner, Chris Manning, have
deployed about $3.5 hillion across the energy
sector in more than 25 investments.

In 2015, when Jacobson was just 33, he cele-
brated another professional victory when he was
named partner.

“Achieving this was a combination of luck and
hard work,” he says. “l have always had a strong
work ethic—this was instilled in me by my par-
ents at a young age. | have also been fortunate to
be surrounded by a group of partners who have
both supported my development as well as driven
the success of Trilantic more broadly, which cre-
ated the opportunity for me.”

€€

or other new tchnologis

November 2018 * Forty Under 40

As Jacobson’s career pro-
gressed, so too did his leadership responsibilities.

He went from leading small deal teams to being
an active voice within Trilantic management, and on
its portfolio companies’ boards of directors.

“Along the way, I've tried to lead by example and
by working collaboratively with those around me,”
he says. “Rather than bark instructions or lead by
intimidation, | roll up my sleeves, do the work and
explain my motivations. This way, | am understood
and people can learn from me, rather than simply
completing a task because | said so.”

Jacobson takes a forward-think-
ing approach to the oil and gas industry's future.

“There will come a day when oil is a less-import-
ant fuel given the rise of electric vehicles or other
new technologies,” he says. “You must prepare for
the long-term change that will inevitably occur. But
it is important to keep in perspective the horizon of
your investment and realize that this is not going to
happen tomorrow.”

Though he's not anticipating an industry down-
turn, Jacobson has learned to prepare himself for
the worst.

During the financial crash of 2008, he was work-
ing for Lehman Brothers while his now-wife worked
at Bear Stearns Cos. Inc. His sister was working at
Bank of America, and his father was working at AlG.

“Things changed pretty quickly,” he says. “I've
learned the hard way that big-company stability can
be anillusion.”

When he was growing up, Jacobson's
father had a successful and highly demanding job.
But despite the time-consuming nature of his work,
he always made time for his children.

“This no doubt entailed sacrificing additional pro-
fessional success, but [it reinforced] the importance
of striking a balance between work and family,” Ja-
cobson says. “If you are very successful and make
a lot of money, but you have nobody to enjoy that
success with, it isn't worth it.”

On a professional level, Jacobson looks to Trilan-
tic partner Chris Manning, who helped him develop
from a 24-year-old associate into a partner.

“Chris has probably the strongest moral com-
pass of anyone | know, and working with this
mindset reinforces the importance of working
with people and on projects that can be both prof-
itable and fulfilling.”

“Stay patient—
success can come overnight, but that is rare. Life is
not a competition. Unless you are Jeff Bezos, there
is always someone who will be richer or more suc-
cessful than you.”

{ere il come & day when il 15 & ess-mportant uel given the rise of electc vehicks



Jansen'’s responsibilities for PWC included
leading financial statements and audits for multi-
ple oil and gas companies. His accounts included

Managing Director, Conway MacKenzie Inc., Royal Dutch Shell Plc, which has reported more

Houston than $60 billion in revenue since 2007, according
to Jansen.

exas’ oil and gas industry lures talent from When he arrived in Texas, Frank Steininger,

across the world, and in 2007, it drew a a partner at PWC who Jansen now considers a
promising young Dutch accountant to the mentor, was there to help him acclimatize.
scene. Today, Paul Jansen finds himself deeply “His help in getting me settled in Houston and
ensconced in both the Texas lifestyle (he’s taken focus on quality and attention to detail acceler-
up ranching) and the industry’s financial sector. ated my personal and professional development,”
Jansen is a managing director in Con- Jansen says. “He incentivized me even more

way MacKenzie Inc.’s energy consult-

ing practice. Since joining the

firm in 2015, he's helped de-

velop new business opportu-

nities and lead engagement
execution.

Jansen has extensive ex-
perience advising creditors
and serving in executive
management roles for pub-
lic and private companies.

Though landing a top
position at Conway was

a big feat, it wasn't

Jansen'’s first. He pre-

viously served as CFO

for several E&Ps, and
has worked on three
continents.
“The oil and gas in-
dustry provides unlimited
opportunity for anyone
who is entrepreneurial
and willing to work hard,”
Jansen says. “It is a vibrant
% business that experiences

to focus on attention to detail by requiring a $1
donation to a Junior Achievement fund for every
typo. He'd pay $5 for every typo he didn’t catch.”

Though Jansen found fast success with Hous-
ton’s oil and gas industry, he wasn't quite so
quick to learn the local lingo. He recalls a hu-
morous tale about his struggle learning how to
correctly use American English idioms.

“I vividly remember telling my client that ‘I'm
shooting blanks,” when | really meant, ‘I'm draw-
ing a blank."”

Throughout his 17-year
career, Jansen has learned that employees can
be resistant to change—if they're willing to ac-
ceptit atall.

When Jansen was the interim CFO of a small
public company, he was challenged to persuade
its staff to try something new. He and the CFO
came up with a way to convince them.

“We prepared a plan that showed the outcome
and upside for every department. Visualizing the
future and communicating that vision to employ-
ees proves that there is a silver lining and creates
buy-in.”

) big shifts in terms of the busi- Jansen has his sights set on new
ness cycle. That keeps it in- goals as Conway MacKenzie prepares to expand
teresting and provides different and relocate its Houston office.
. opportunities.” “It will provide us with room to further acceler-
i Before joining Conway, Jansen ate the growth of our energy practice,” he says.
X was ZaZa Energy Corp.’s and Dome “Short-term, | want to grow our team of profes-

Energy Inc.’s CFO. He previously
worked as Crimson Exploration
Inc.’s chief accounting officer and
controller.

Jansen relocated
to the U.S. to accept a position with
PWC'’s Houston office. He previously
worked for the firm's offices in The

Hague and London.

sionals without losing our unique culture.
“Long-term, | want the Houston office to be
known as the most trusted solution provider of
advisory services to the energy industry. To ac-
complish this, | aim to grow my capabilities and my
team'’s ability to attract and serve new clients.”

“Meet people
as often as you can, and not only when you need
them.”

(i and gas i  vivant busine theteapenences i s i fams ofte
Business el hat ks i interestin and provides cifent apportuns”
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DELIVERING VALUE IN A
CHANGING LANDSCAPE

Strategic Advisory = Transaction Due Diligence = Transformation Services
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REPUTATION. EXPERTISE. SERVICE.

Metherland, Sewell & Associates, Inc. is one of the most
respected names in independent reserves reporting.
For over 50 years, we have provided high quality
engineering, geological, geophysical, and petrophysical
consulting services to petroleum and financial concerns

worldwide.

Qur clients use our reports for regulatory agency filings,

stock exchange offerings, project financing, equity
determinations, and acquisitions and divestitures. Each
evaluation is based on technical expertise, sound

professional judgment, and accepted practices.

With NSAI, you get our team of experts and a reliable,

respected report.

NETHERLAND, SEWELL & ASSOCIATES, INC.
Serving Our Clients For Over 50 Years

Dallas 214.969.5401, Houston 713.654.4950
www.netherlandsewell.com
email: info@nsai-petro.com



Vice President, Technical Adviser,
Netherland, Sewell & Associates Inc., Dallas

enjamin Johnson's work as a petroleum engi-

neering consultant has taken him across the

world. In addition to working in plays across
the Rockies, he's conducted reservoir studies in
Australia, evaluated oil and gas fields offshore
Africa and performed numerous studies in South
and Central America.

But if you ask him to pinpoint a specific accom-
plishment, he's reluctant to name just one.

“Our business exposes us to basins and clients
all over world and each experience is unique,”
Johnson says. “Working on interesting projects
and having such a wide view of the industry keeps
me motivated and excited for each day.”

Johnson entered the oil and gas industry after
graduating from Texas Tech University in 2005
with a Bachelor of Science degree in petroleum
engineering. He accepted his first job as an opera-
tions engineer with Merit Energy Co. before joining
Netherland, Sewell & Associates Inc. in 2007.

He is a reservoir engineer and team leader who
has been promoted to vice president and acknowl-
edged as a technical adviser.

“We have a talented group of folks and | want
to be involved in the push for the next generation,”
Johnson says. “l hope | have contributed in some
way to the progression of the company.”

Of course, he adds, helping the
company succeed is a team effort. “I lead a team
of great professionals. As a leader, | want to be
approachable and empower each team member to
make decisions when the stakes are high. Leader-
ship is something you have to be consistent with,
and helping build the careers of my team members
is very important to me.”

Each project Johnson leads comes with its own
set of challenges, and his team is responsible
for working through them with clients to find the
best solution. “Working together as a ‘team of
teams’ across the company allows me to draw on
decades of experience and meet challenges with
consistent results,” he says.

Johnson's path to success began
humbly. Growing up in rural Arkansas, he hauled
hay on the family farm. He stacked the square
bales by hand, a laborious job that ultimately gave

him some long-term perspective on profes-
sional achievements.

“l thought it was the worst job in the
world—until | worked in a chicken house
cleaning eggs from a conveyer belt under
the hens,” he recalls. “Lesson learned:
| needed to find a better way to make a
living.”

Johnson attributes his strong work
ethic to his parents. “They worked very hard
and | was able to see that every day
as | was growing up. They both
enjoyed their work and |
realize now how much of
an impact it had on me.”

John-
son has worked on
six continents. But
domestically he fo-
cuses on the Rock-
ies, where the
Denver-Julesburg
Basin, Williston
Basin and San
Juan Basin are A
the main plays.

“I'm proud
to be in a posi-
tion where | can &
work on a wide
range of projects
domestically and
internationally,” he
says. “The experi-
ence has helped me
become a diverse and
well-rounded engineer.

“It is amazing to me,
looking back at my life and
how | arrived at this point.”

Johnson en-
courages other young
professionals to be patient
while working toward
their goals. “Commit to
your strengths and don’t
worry so much about your
weaknesses. You can find
someone to complement
your skill set.”

“1ead a team of grea professional As & eader, | wan t be approachabl and
ST e3chteam member o make deoisions when the stakes e figh. ™
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Vice President, EnCap Flatrock Midstream,
San Antonio

f there’s one thing that drives Zach Kayem'’s

passion for the oil and gas industry, it's the

people. He speaks enthusiastically of his
professional colleagues.

“They’re some of the brightest and most tal-
ented people I've ever met,” he says. “They're
very resilient and understand how to overcome
challenges. And whenever the industry is

beaten down—in some people’s

eyes—it creates a drive inside of

the individuals to become more
effective at what they do.”

It seems Kayem has a lot

in common with the industry
professionals he admires.

#.

b 5 L
vy His ambitious nature and

PR RRERE
s

financial prowess have
landed him a prime posi-

tion with EnCap Flatrock
Roiy Midstream (EFM). He sup-
Pl ports the sourcing and
R management of EFM’s
- portfolio, and serves on
seey the boards of multiple
Frais portfolio companies.
eeee Kayem is also a mem-
i ber of the board of Young
R Professionals in Energy’s
SRR San Antonio chapter.

" Kayem’s ca-

\ reer began in investment
banking. After graduating
from Southern Methodist
University with a Bache-
lor of Business Adminis-

tration degree, he accepted

a position as a financial an-
alyst for SWS Group Inc.,
which was later acquired by

Hilltop Holdings Inc.

During his nearly three-

year run with SWS Group, Kayem
learned lessons that would ulti-

“l

mately position him to become an executive-level
leader. He witnessed how the corporate process
worked and how high-level decisions were made.

“l saw the process and responsibilities that a
management team and board members handle,” he
says. “l wondered when, in my career, | would both
feel comfortable and be trusted enough to handle
that responsibility.”

Five years later, Kayem was a member of his first
board of directors, serving Nuevo Midstream LLC.
He provided guidance and support through many
significant decisions, ultimately participating in the
$1.5-billion sale of Nuevo Midstream to Western
Gas Partners LLC in 2014.

“| took this position very seriously,” Kayem says.
“l was honored, thrilled and nervous all at once.”

Like many industry leaders, Kayem
comes from an oil and gas background. His fa-
ther worked in finance, but his uncles own a pipe-
line service company founded by his grandfather.
Kayem's maternal grandfather worked in a refinery.

“l had always known about oil and gas and
always wanted to be a part of it,” he says. “The
people in this industry are different than any other
industry in which I've worked, or even heard about.”

For a work-life balance, Kayem turns to his wife,
Sarah.

“As | quoted to her in our vows, she ‘helped
me experience life rather than just live it,”"” Kayem
says. “l took this approach and applied it to my
professional life. | took a step back and decided
to set goals and take time to focus on the ‘bigger
picture’ rather than each individual task. I've dis-
covered this not only brings me great happiness,
but also helps me better control my career and
target success.

“I think I'm the luckiest man in the world.”

Throughout his career, Kayem says
his greatest mentor has been his father, Sam.

“l have never known a person to work as hard
to provide for his family while making sure that his
family life took priority over everything else. The
most valuable advice he gave me was to make deci-
sions for the right reason.”

“Learn from all
experiences, both good and bad. Some of the most
difficult times in your career will help shape your
character and goals, while the good times will help
refuel you for overcoming future obstacles.”

gann from 4l experiences, both good and bad. Some of the most

el times i your caregr wil help shape your characer and qoals, Whie
e good tmes il elp rfue you for vercoming future obstales”
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The great Vince Lombardi said:

“Individual commitment to
a group effort is what makes
a team wor k, a G UHIP(HI}/’
work, a society work, a
civilization work.”

Everyone at EnCap Flatrock Midstream
comes to work every day thinking about
how to help our management teams
succeed. Zach Kayem brings an exceptional
individual commitment to this effort. We
value his energy finance and M&A
expertise, insight and remarkable work
ethic. The EnCap Flatrock team is very

pleased to congratulate Zach on this
wonderful honor.

EnCap Flatrock
Midstream

San Antonio | Houston | Oklahoma City

www.efmidstream.com
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Partner, Bracewell LLP, Houston, Texas

hough Austin T. Lee’s nine-year legal career might
seem short, his list of accomplishments is long.
The Houston-based energy lawyer rep-
resents and counsels clients involved in acquiring
and divesting oil and gas-related properties. He
has helped to guide corporations through multi-
billion-dollar deals and provided legal counsel to
numerous energy leaders.

Lee is a partner at Bracewell LLP, a leading
international law and government relations firm
that specializes in serving the energy, finance and
technology sectors.

It's a position he both excels in and greatly en-
joys.

“My colleagues at the firm, both past and pres-
ent, have taught me more than | ever could have
imagined and have paved the way for my devel-
opment both as an attorney and as an oil and gas
professional,” Lee says. “l truly love what | do as
an A&D lawyer ... my focus is on continuing to
expand the breadth of my expertise to stay on top
of the market.”

Lee began his legal career at Bracewell after
graduating with honors from The University of
Texas School of Law in Austin.

After spending five years at Bracewell, he
wanted to gain a deeper level of practical industry
experience. And so, in 2014, he accepted a posi-
tion at Newfield Exploration Co.'s in-house legal
department. There, he focused much of his efforts
in supporting both the Midcontinent business unit,
which operated the company’s Scoop and Stack
assets, and the Gulf Coast business unit, which
operated the company’s Texas and Bakken assets.

About a year after joining Newfield, Lee ac-
cepted an offer to return to Bracewell as an as-
sociate attorney. Within two and a half years, he
became a partner there.

Once back at Bracewell, Lee resumed his focus
on upstream A&D transactions and serving the
firm's strategic and private-equity-backed clients.

He represented American Resource Develop-
ment LLC, an EnCap Investments LP-backed port-
folio company, on the first sizeable acquisition that
it closed. He continued to represent the company
on numerous other transactions, including the sale
of all its assets to Callon Petroleum Operating Co.,
which closed in early 2017.

In early 2017, Lee helped lead the team
at Bracewell that represented Parsley Energy Inc.
in its acquisition of all the Permian Basin holdings
of Double Eagle Energy Permian Operating LLC.
The consideration for the transaction consisted of
a combination of cash and equity in Parsley that
totaled about $2.8 billion.

“It was an incredibly rewarding project to work
on as it required us to develop some fairly innova-
tive mechanics to give the parties the deal that
they agreed upon,” Lee says.

Though

Lee specializes in the industry's
legal side, he finds inspiration
from other fields too. Work-
ing in the oil and gas sector
has exposed him to some of
the world’s most innovative
and sophisticated ideas,
developed across many
different industry dis-
ciplines.

“One of the most
fun and rewarding
aspects of working in
this industry is see-
ing that the majority
of the people that
you run across sin-
cerely love what they
do. They are passion-
ate about it and they
embrace the complexity
and creativity that they
see from their competitors
and partners.

“It really cultivates an
entrepreneurial spirt that
you see in all aspects of the
business.”

S

Lee encourages other
young professionals to work hard
and embrace change. “For better
or for worse, this is a dynamic in-
dustry and things will change.
Developing the ability to be com-
fortable with being uncomfortable
and trusting your instincts will
allow you to become a more effec-
tive professional and a leader.”

“ Forbeter or for wors, this s & ynamizindustry and things il change
Ueveloping the abiy to e comfortable with being Uncomfortabe and trsting your
insints il allow you t Become & more efective professionaland a lader””
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Managing Director, Kayne Anderson
Capital Advisors, Houston

hen you are finally able to pin down Patrick
Lissonnet, the reason for his elusiveness is
immediately clear. The managing director
of Kayne Anderson and married father of three
is constantly on the move. So, how does this
Kayne Anderson Capital Advisors executive
achieve equilibrium?

“You don't sleep,” he says with
a laugh. “It certainly requires
good planning and a solid support
system to make it happen. It is al-
ways a struggle to be responsive
to all things, and it's certainly a
give-and-take process. I'm not
quite certain I've been able
to strike that balance because
| find there are competing

priorities.”

As the managing direc-
tor for Kayne Anderson’s
private-equity activities in
the energy space, Lisson-

net focuses on identifying

and analyzing investment
opportunities and ongoing
oversight of existing in-
vestments and sits on the
firm’s investment com-
mittee.

After grad-

F uating from Oklahoma
» State University in 2003

J l - with a bachelor’'s degree
~ " in mechanical engineer-
ing, Lissonnet was quickly
snapped up by ExxonMobil
Corp. While employed as a reser-
voir engineer for the industry giant,
Lissonnet simultaneously worked
toward earning his MBA. He grad-
uated from The University of Texas
at Austin’s Red McCombs School of
Business in 2008.

As his industry knowledge grew,
so too did his ascent up the corpo-
rate ladder.

In February 2008, Lissonnet began
working as a petroleum consultant

for Netherland, Sewell & Associates Inc. working
on evaluations across the globe, but focusing
on emerging domestic resource plays including
the Barnett Shale, Fayetteville Shale and the
Denver-Julesburg Basin.

“That was a fantastic time to be a consultant
because | had the opportunity to evaluate all of
the emerging resource plays, and it offered a
wonderful breadth of experience to complement
and enhance the fundamentals that | had estab-
lished at ExxonMobil.”

In 2013, Lissonnet joined Kayne Anderson,
where he sits on the boards of several portfolio
companies and works with Kayne Anderson man-
agement teams. He helps drive investment deci-
sions regarding capital allocation on acquisitions,
leasing and drilling programs.

“My role and technical perspective are in-
formed by the depth and breadth of my career
experience to date,” he says. “It is fun, intense
and rewarding because the decisions we make
together ultimately define the trajectory of the
company.”

Growing up in Tulsa, Okla.,
Lissonnet was exposed to the oil and gas industry
from an early age. His parents gently guided him
toward the field after recognizing his inclination
for math, sciences and, ultimately, engineering.
Today as an adult, he says, he continues to be
fascinated by the industry’s rich history and its
relationship to economic growth and expansion.
“It still amazes me how it impacts all facets of
our lives and how as an industry we have evolved
through advancements in technology to continue
to find more efficient ways to extract hydrocar-
bons from the ground,” he says. “I'm proud to
be a part of a facet of the industry that invests in
the entrepreneurial drive to continue to develop
oil and gas assets in the most economic fashion
possible.”

With a jam-packed schedule and
long work days, finding a work-life balance has
been a challenge for Lissonnet. “I want to be
mindful and careful that | don’t miss too many
bedtimes,” he says. “l try to keep the weekends
captive and spend that time with my wife and kids
so | don't have any regrets.”

“Focus on build-
ing a deep fundamental toolkit early in your ca-
reer because that will serve as your foundation
throughout your career and inform your perspec-
tive on investment decisions.”

i fun, intense and rewarding Because the desions we make ogethe
imtaly dafin the retony of te compan.”
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Vice President, Reservoir Engineering and Business
Development, PayRock Energy I, Oklahoma City

hether she’s moving cross-country for a new job

or spontaneously learning about sophisticated

and time-sensitive engineering techniques,
Lindsey McCarty is a woman whao’s not afraid to take
chances.

And the risk-taking tendencies of this energetic
executive have paid off.

“| was moved into a management position at a
fairly early point in my career due in part to my per-
formance, but also because | made a habit of saying
‘yes’ to new opportunities that were presented to
me,” McCarty says. “If | had turned down every op-
portunity | wasn't sure | was ready for, | wouldn't be
where | am today.”

McCarty entered the industry in 2008
after graduating from the University of Oklahoma
with a Bachelor of Science degree in petroleum en-
gineering. She began working full time at Marathon
0Oil Corp. while simultaneously earning her Master
of Business Administration degree from the Univer-
sity of Houston.

She’s spent the past decade working on pro-
duction, completions, reservoir planning, business
development and management in a broad range of
plays.

The biggest challenge she faced involved step-
ping into a leadership role in a high-profile asset
with no previous experience in unconventional re-
source plays.

“I had to learn the intricate processes required to
successfully develop a shale play on the fly, while
simultaneously learning how to lead a team with
13 rigs running during the worst commodity pricing
downturn in decades,” McCarty recalls. “It was
incredibly humbling and not something | want to go
through again, but | gained dog-years of experience
and learned a lot about myself in the process.

“I met the challenge by refusing to give up, get-
ting up every day and trying again, and with a lot
of help from co-workers to whom | am eternally
indebted.”

McCarty is a manager who
leads by example. “I don't think it's right to ask
people to work harder than I'm willing to work,

““['e found that focusing on the uman s o the business
DEets group Success, WAV i ofen more rewarding and productie

e personel tccess.””
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nor do | think it's right to treat people
with any less respect than | expect in
return,” she says. “l believe that al-
most any work disagreement can be
resolved without altercation, calmly
and with the best interest of the
company as a common goal.

“I've found that focusing on the
human side of the business begets
group success, which is often
more rewarding and productive
than personal success.”

McCarty
knows she’s an outlier in her
profession, but enjoys rising to
the challenge. “As a byprod-
uct of moving around so much
as a child, | grew to love the
excitement of adapting to new
situations and building new re-
lationships,” says McCarty, who
lived in seven different cities while
growing up. “Those skills have
proven invaluable in my career con-
sidering the diversity of the roles
I've filled, places I've lived and peo-
ple I've worked with.”

Though McCarty says she feels
unqualified to dole out advice to
others, she attributes her own
success to hard work, taking
chances and learning about
other aspects of the industry.
“Work harder than expected,”
she says. “Hold yourself to a
higher standard than you hold
others.”

“In my experi-
ence, three things contribute
to success: you, other people
and luck. You can only directly
control the first, so focus your
energy on [yourself] and always
give your best effort. You can in-
fluence the second, so be good
to people and aim to be some-
one others want to see succeed.
Nobody can control the third, so
be grateful when [luck] goes your
way and patient when it doesn't.”
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Partner and Managing Director,
Petrie Partners LLC, Denver

nergy investment banker Jacob Nagy
has packed a lifetime’s worth of accom-
plishments into his 11-year career. He's
worked on more than 80 merger, acquisition,
divestiture, joint venture, restructuring and
financing transactions totaling $50 billion
in consideration, and is partner and
managing director at Petrie Part-
ners LLC, a boutique energy
investment banking firm.
Nagy attributes his
early success to one key
factor: mastering an in-
dustry niche.
“There aren't many
other bankers that
Fph, = have spent their en-
K tire career, starting
as an analyst, in the
upstream investment
banking space,” he
says. “Having such
a distinct focus pro-
vided me with an
understanding of the
sector that helped to
accelerate my career
path.”
Living and waorking in
Denver has been a stra-
tegic advantage for Nagy
throughout his career.
“The Denver oil and
gas community has grown
tremendously, and my rela-
tionships and client base have
grown with it. With that, my ties to
Texas allow me to create a bridge
across the oil patch that provides a
unique set of insights.”

Nagy has been setting
himself apart from his peers for more
than a decade. He graduated early
from Rice University to begin his ca-
reer as an analyst with Merrill Lynch.

After its merger with Bank of America,
he spent time as an associate before
partnering with his colleagues to form

€€

Petrie Partners in 2011. He helped expand the
firm's presence in Texas after the Houston office
opened in 2013 and has led the firm’s charge into
the Permian Basin, advising on more than $11
billion of transactions since 2015. He now focuses
on origination and leads the day-to-day execution
of most projects. Nagy also plays a critical role
with the junior members of the firm.

“I've enjoyed working with [the junior team]
to help them grow and accomplish their own ca-
reer ambitions—whether that's staying with the
firm or transitioning to private equity. By demon-
strating how a strong work ethic, initiative and
curiosity can help drive differentiated results,
we've been able to build something special here
at Petrie.”

Nagy views the oil and gas
industry as a fast-changing and multifaceted
place, and those dynamics drive him.

“Over the past decade-plus, I've seen several
commodity cycles, significant technology innova-
tion, and multiple new play discoveries,” he says.
“The industry continues to reinvent itself and each
time I've seen a shift in the industry, it opens up
new opportunities and learning experiences.”

Fellow professionals working in the industry
serve as another source of inspiration for Nagy,
who has worked with clients throughout the
world.

“The personalities, creativity and innovation |
get to see on a daily basis make the job tremen-
dously exciting.”

Nagy considers some of his clients to be
among his strongest mentors and advocates.
“Qur business model has always focused on
working shoulder-to-shoulder with clients and
through that process, you really get to know them
on a personal level and learn from their experi-
ences and how they conduct their business.”

There’s one person in particular who played an
important role in Nagy’s success: his mother.

“She also spent her entire career in the finan-
cial services sector, and would emphasize to me
the importance of setting personal goals and mile-
stones and working as hard as you can to achieve
them—they won't just happen on their own.”

“The first few
years of your career are critical in setting a foun-
dation for success. Working hard and pushing
your limits early on can really help differenti-
ate you from your peers. And never stop learn-
ing—I'm constantly seeking new challenges that
provide an opportunity to expand my skill set.”
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Visionaries. Innovators.
Rising stars.

We proudly call
them colleagues.

Congratulations to all of the 40 under 40
honorees, including our own Maggie Niekrash,
Senior Vice President, Energy Banking.

With your dedication and forward-thinking,
we know the future of the oil and gas
industry is in great hands.
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Senior Vice President, Energy Banking,
The Huntington National Bank, Boston

he runs marathons both literally and figuratively.

When Maggie Niekrash isn't participating in

grueling endurance races, she's helping The
Huntington National Bank succeed at a pace that's
just as impressive and intense.

Since co-founding the bank’s energy team in
2012, she’s helped grow its portfolio to more than
$1.5 billion in loan commitments from more than
60 clients.

“Co-founding a team was something that |
knew | wanted to do at some point in my career,
but the opportunity presented itself much earlier
than | expected,” Niekrash says. “l think working
hard and being reliable helped me realize the
milestone sooner than expected.”

Shortly after graduating from Saint
Michael’s College in 2006 with a Bachelor of
Science degree in business administration,
Niekrash was snapped up by Bank of America
(BofA), which initially hired her as a corporate debt
products analyst.

She was routinely promoted, and ultimately
served as a vice president in corporate debt
products on the natural resources team.

While working at the BofA she met Stephen
Hoffman, who was then a managing director
on the bank’s natural resources team. He later
moved onto Huntington and recruited Niekrash to
help start its energy team.

“As one of the initial members of Huntington's
energy team, it allowed me to shape a number of
different aspects of the team,” Niekrash says, “I
think the most important being the culture. When
you work on a small team, every hire is important
and impacts the culture of the team in a big way.
It was important to me to make sure the team
was motivated and hardworking, but also could
have fun together.”

Niekrash was responsible for
helping to manage and grow Huntington’s port-
folio through the most recent commodity price
cycle. “Huntington’s energy portfolio was in the
early stages when the cycle started and we were
faced with the challenge of continuing to execute
on our growth strategy while managing through
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the existing portfolio at an institution that was
relatively new to the energy space,” she says.

Niekrash challenges herself both inside and
outside the office.

The avid runner has completed five mar-
athons—she ran the Boston Marathon
twice—and more than 30 half marathons.
After racking up her marathon medals, she
decided to push her limits even further.

“l enjoy running marathons, and
a couple years ago, a friend con-
vinced me to try a triathlon,” she
says. “The run and bike would be
no problem, but | never enjoyed
swimming and was not a great
swimmer. | knew to complete the
triathlon, | would have to get out
of my comfort zone, take swim
lessons and begin swimming reg-
ularly.”

She has since competed in two
triathlons and one half-Ironman.

Niekrash hopes to
continue building Huntington's port-
folio, but says she’d ultimately like to
challenge herself further and help
build a company in the industry.

Wherever she lands, she says she’ll
continue to feel strongly about work-
ing in the field.

“The oil and gas industry is very
dynamic and, as a result, attracts
smart, motivated, entrepreneur-
ial-minded people. This is what has
kept me motivated and passionate
about working in the industry.”

Niekrash views col-
league Hoffman, who manages
Huntington’s energy team, as her
greatest professional mentor. He's
taught her to leave no stone un-
turned when working toward a
goal.

On a personal level, she looks
to her parents for inspiration,
who taught her there is no sub-
stitute for hard work.

“Work hard,” she says.
“It always pays off.”
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President and Co-CEO, RS Energy Group, Calgary,
Alberta, Canada

tis no longer a race but a full-on sprint as energy

industry operators and investors try and unleash

the power of technology and big data. RS Energy
Group is leading the charge by delivering tangible,
actionable value through clean data and advanced
analytics to the energy industry.

Its leader, Manuj Nikhanj, explains how the Ca-
nadian intelligence firm breaks down barriers at
every turn.

“At RS Energy Group, we never back down from
a challenge. In fact, we consider obstacles an op-
portunity to make our solutions even better for our
power users.

“What I've been able to bring to my team is the
mentality and confidence that anything is possible.
| am lucky enough to have a team that can execute
our ideas and aspirations even better than | could
imagine.”

Nikhanj joined RS Energy
Group in 2002, shortly after graduating from the
University of Calgary with a Bachelor of Science
degree in commerce. He was initially hired as a
consensus analyst.

Nikhanj was an early employee of the company,
and helped forge its reputation as a trusted and
innovative research provider.

He has completed several hundred evaluations
of public and private producers, plays and assets.
He served as an adviser for multiple company
boards and executive teams regarding strategy
and execution on new, and existing, assets.

Today, Nikhanj and co-CEQ Jim Jarrell steer an
organization that delivers leading industry insights
and analyses.

“The innovation that the company was founded
on 20 years ago is still the same today. Almost any-
thing is achievable with this team,” Nikhanj says.
“| am most proud of helping lead RS Energy Group
to the company it is today. The solutions we are
delivering have completely changed the way the
industry makes decisions.”

Though it's a company that
strives to conquer any challenge, that doesn't
mean doing so is always easy. Take, for instance,
when RS Energy Group launched a new state-
of-the-art technology platform that used ma-
chine-learning algorithms to engage type curves,
economics, spacing, proprietary geological models
and more.

Bringing it to market was a time consuming yet
exhilarating process.

“We spent years creating this platform, trav-
eling all over North America to find the best and
brightest talent—all the way from our technical
and financial staff, to our developers and data
scientists. We have built an unbelievable team,”
Nikhanj says. “We have accomplished a lot over
the last few years. However, | can assure you, we
are just getting started.”

RS Energy Group’s products, which were im-
mediately well-received, are on the forefront of
technology and advanced analytics within the
oil and gas space. The company has no known
competitors.

Nikhanj credits his colleagues with helping the
company succeed.

“When you work with a team like what we've
built at RS Energy Group, you find yourself blowing
past milestones all the time, exceeding both in
the quality of the deliverable and the schedule of
the project,” he says. “I'm constantly amazed, but
learning to be less surprised every day on what we
are able to accomplish.”

Indeed, he says, “If you are passionate about
what you do and surround yourself with people
that are smarter than you, anything is possible.”

Nikhanj sees how his com-
pany’s products are improving the lives of his
clients. He says he regularly receives feedback
from customers, who tell him RS Energy Group's
trademarked RS Research, RS Data and RS
Core solutions are helping them work faster and
smarter.

Nikhanj counts experiencing this and working
with his colleagues to be his greatest motivators.

“Not everyone gets the opportunity to lead
such a diverse, flexible, brilliant and energetic
company,” he says. “We are so unique internally
and externally with what we are delivering to the
market.”

“If you are doing
what you love to do, you will never work a day in
your life.”

OilandGaslnvestor.com * November 2018
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President and CFO, Solaris Qilfield Infrastructure Inc.,
Houston

hen he was just 29, Kyle Ramachandran
helped found Solaris Qilfield Infrastruc-
ture Inc. from scratch. Three years later,
he took the company public, raising $121 million
during its IPO on the New York Stock Exchange.
By age 32, Ramachandran found himself as the
CFO of a public company.
“A little bit of luck and timing and a lot of hard
work and perseverance by a great group
of people helped all of us reach
this milestone,” he says. “We
started the business with a
PowerPoint presentation and
a financial model, raised a
couple of rounds of capital,
built a team with diverse
skills and experiences and
brought laser-focus on lis-
tening to our customers
and creating innovative,
value-added solutions.”
Throughout the past
five years, Solaris has
become a leading pro-
vider of fit-for-purpose
solutions to increase
productivity and ef-
ficiency in well com-
pletions in the Lower

48 by delivering and

storing sand.

Solaris designs, man-
ufacturers and rents
cutting-edge inventory
management solutions,

including its market-leading

mobile proppant manage-

ment systems for sand, to help

customers improve supply chain

management and increase well

completion efficiency and reduce

& silica dust. Solaris drove market

share growth during the indus-

try downturn in 2015 and 2016

by finding creative ways to help

its customers operate profit-

ably in a lower commodity price
environment.

“ Ther ae s taking wildatters who bt

“We like to say that we have brought order to
chaos in the proppant supply chain by providing
the right wellsite storage solution and by digitizing
the supply chain,” Ramachandran says. “We are
hard at work growing and maintaining share in this
space, while developing additional new technolo-
gies to enhance how other completion-related in-
puts, including chemicals, are handled at the well
site and along the supply chain.”

Ramachandran began his
career after graduating from Boston College with
a Bachelor of Science degree in finance and ac-
counting.

His first stop took him to Citigroup Inc., where
he worked as an investment banker. He later
worked as a private-equity associate for First
Reserve Corp.

In 2011, Ramachandran took a professional risk
by joining Barra Energia, a First Reserve and Riv-
erstone Holdings portfolio company. The problem?
The position was based in Brazil, and Ramachan-
dran didn't speak a word of Portuguese.

“Moving to a country I'd never been to before
and not knowing any of the language left me feel-
ing uncomfortable,” he says. “However, the only
option | saw going forward was to quickly get
comfortable with the uncomfortable, so I did. |
immersed myself in the language, culture and
community, which helped me assimilate into the
company culture. This made me a more effective
team member, and enabled me to make the most
out of my two years in Brazil.”

Ramachandran’s reward-
ing journey has been fueled by curiosity and entre-
preneurism. The ingenuity he witnesses within the
industry helps keep him motivated.

“There are risk-taking wildcatters who bet it all,
genius engineers and thinkers who come up with
new ways to solve complex problems, and an ever
changing geopolitical landscape that keeps every-
one on their toes,” he says.

“At Solaris, our approach is to proactively iden-
tify trends that we believe will lead to future chal-
lenges in the industry. We raised capital, hired the
team, executed on a plan, won business and built
a sustainable business that has created jobs for
hundreds of people.”

“There is no re-
placing hard work. Stay hungry and humble. Be an
enabler of your own future and don't be afraid of
taking the path less traveled.”
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Partner, Boomtown QOil, Houston

ichael Rozenfeld was just 27 when he cashed
in his personal savings to co-found his first
company, a move that brought considerable
skepticism from his inner circle.
“People told us we were crazy to quit our stable
jobs and too young to be out on our own,”
Rozenfeld recalls. “There were few
companies started by people in our
peer group at that time. Our thought
was that we were as much shale
experts as anyone else, so there
was no reason why we couldn’t
be successful.”
Rozenfeld was right.
Today, he counts founding
South Texas Reservoir Alliance
LLC (STXRA) to be among his
greatest achievements. The
company was contracted to
operate assets in eight states,
where it completed several
small independent projects.
At STXRA, Rozenfeld
worked full time on AMB Ex-
ploration LLC, operated on and
studied numerous basins, and
drilled wells in the Niobrara
Shale and lllinois Basin. He
also negotiated multiple large
land transactions.

The experience Rozenfeld
gained at the company was
instrumental in helping

him embark on his next

adventure: co-founding
Boomtown Qil and Gas
Co. LLC. The privately
owned, Houston-based
E&P focuses on low-
cost, economic
and technically
sound operations
in major basins
across the Lower

48.

Today, Rozen-
feld serves as
Boomtown’s geo-
science lead.

“Part of being a leader is being
your own best follower,” says Rozenfeld, who is
also the company’s backup landman and oper-
ations engineer. “l have always believed that a
leader should be able and willing to do whatever
they ask anyone else to do for them.

“My belief in leadership is making sure you pull
your weight as part of the team first, and then pro-
vide the strategic guidance and decision making
that leadership entails.”

Rozenfeld began his career in 2006
after graduating from The University of Texas at
Austin with a Bachelor of Science degree in pe-
troleum engineering. He was recruited by Shell
Exploration and Production Co. to complete a pet-
rophysical evaluation on the tight gas Slick Ranch
Field and the Vicksburg Formation in the lower Rio
Grande Valley in South Texas. Within a year, he
was serving as the project’s lead petro physicist.

The Slick Ranch team doubled production from
an initial rate of 55 million cubic feet equivalent per
day (MMcfe/d) to 110 MMcfe/d through a combi-
nation of new well drilling and bypassed reservoir
discoveries.

In 2008, Rozenfeld transitioned to Rosetta Re-
sources Inc., where he played a critical role in
helping the company strengthen its position in
the Eagle Ford Shale. He says the small Eagle
Ford team grew the shale from “making absolutely
nothing” to 90 MMcfe/d, making it the largest
asset in the company within two years.

As a direct result of the Eagle Ford asset’s per-
formance, the company’s market cap on NASDAQ
increased by more than $2 billion.

Today, Rozenfeld has his sights set on the Eagle
Ford yet again.

Boomtown, in combination with Juniper Capital,
has assets in the shale play and also controls the
second-largest position in Lavaca County, Texas,
with more than 26,000 acres under lease to date.

“My short-term career goal is to continue to
develop our first-class position in the Eagle Ford
Shale,” Rozenfeld says. “We have drilled some
very exciting wells that we believe to be better or
equivalent to the ones in the Permian. In the long
term, we would like to expand back into other ba-
sins.”

“Take every op-
portunity to learn as much as you can about every
discipline including land, geology, engineering and
midstream. The better-rounded you are, the better
you will become in your core competency.”

Y tae il sore vy exting wellsEhat we believeto be beter or equivaent o the
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Sanjiv Shah
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honorees. Thank you for your valued partnership and
outstanding contributions to the community.
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Managing Director of Investment Banking, Simmons &
Co. International, Houston

oining Simmons & Co. International was a

life-changing event for Sanjiv Shah. When he

received an offer in 2008 to work at its Houston
office, he was living in Zurich, Switzerland—and had
not an ounce of oil and gas industry experience.

“While | was initially daunted by the steep learning
curve, it encouraged me to immerse myself in indus-
try-related publications and articles, studying com-
panies and attending networking events,” says Shah.
“Having to overcome that learning curve taught me
the importance of staying current on news, events
and people in such a dynamic industry.”

Previously, he had worked as controller for Eu-
ropean global loans and leveraged finance product
groups as an investment banker. Despite his initial
lack of industry knowledge, Shah caught on quickly
to industry trends.

Less than eight years after joining Simmons as an
analyst, he was promoted to managing director. And
during 2017's banner year for IPOs, he was involved
in every oilfield services IPQ that priced.

To date, he has worked on about 100 successful
energy-related mergers and acquisitions, strategic
advisory and capital markets projects for clients
ranging from public companies to private billionaire
investors.

As well, Shah helped influence the transformation
of the frack sand sector. He participated in critical
transactions that significantly changed the industry.
He was an adviser to pioneers of regional and in-ba-
sin sand trends, and provided insight for disruptive
logics technologies.

“| am fortunate to work on the best energy invest-
ment banking team in the industry,” Shah says. “My
mentors and colleagues provided me with every op-
portunity to succeed.”

After graduating from the University of
Manchester, England, with a bachelor’s degree in
economics, Shah began working as an investment
banker for Citigroup in London and Zurich. In the UK.,
he worked as a controller for the European global
loans and leveraged finance product groups. Later, in
Zurich, Shah worked as a corporate banker covering
the banking and insurance sectors.

When he joined Simmons, Shah further involved
himself in the industry by becoming an active member
of the Petroleum Equipment and Services Association.
He served on its emerging leaders committee from
2015 to 2017, and currently sits on its advisory board.

Throughout his 14-year investment
banking career, Shah has enjoyed plenty of career
highs. He helped shape Simmons’ leadership activity
in the frack sand sector, for example, and contributed
to the company'’s position as a book-runner on oilfield
services capital markets transactions.

He helped Simmons work through some hard
times, too. He played a key role in helping it main-
tain and expand its market share—particularly as
it emerged from the most recent energy market
downturn.

“Projects that we work on through an industry
downturn can be the most challenging, as months
or years of preparation, analysis and negotiation
may be unfruitful,” he says. “Understanding
that the industry is dynamic and cyclical
helps us work through such projects
and apply learnings to help clients
mitigate risk, while positioning for
market recoveries.”

Shah works with
an assortment of clients, ranging
from public companies to private
billionaire investors. He has ad-
vised both large private-equity
firms and small, family-owned
companies. This diversity
helps drive his passion for
working in the industry.

“| get to work with some
of the smartest and most
impressive people I've ever
met,” he says. “The variety
of characters and entrepre-
neurs in the oil and gas indus-
try make every deal | work
on different, interesting and
challenging.” e

“I try to serve my
clients as a trusted adviser
who provides impartial

long-term advice and acts ® -

with integrity and honesty
at all times.”

“Work hard and be
honest. Never compromise
long-term integrity for short-
term gains.”

“Don’t always worry
about seeking immediate
personal gain or gratifica-
tion.”

“ oot thet we work on through an industy dovnum can Be the most hallnging
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Managing Director, I0G Capital LP

I’'m a nerd at heart and enjoy diving into all of

the technical aspects of an oil and gas project,”

says Charlie Shufeldt, managing director at I0G
Capital. He enjoys hearing technical pitches in
deal meetings, and then meeting afterward with
engineers to see if he fully understands what the
operators were discussing.

With a background in investment banking and
energy investments, Shufeldt visualizes the long-
term life of I0G.

“We are still in the early innings of establish-
ing 10G [est. 2014] as a multifaceted investor and
industry partner in the upstream space. | look
forward to continuing to build our growing team
as the business matures,” he says. “l also believe
we can expand our investment spectrum at 10G.
For example, we have identified several additional
strategies that should deliver value to our opera-
tors and accretive returns to our investors. | look
forward to executing this expansion into other syn-
ergistic lines of business that both improve what
we are doing today and broaden the scope of what
we do going forward.”

10G was formed by Shufeldt, and his business
partners, Marc Rowland and Noam Berk. Row-
land, who was an executive at Chesapeake En-
ergy Corp. for 18 years, had “decades of industry
experience” and great ideas, Shufeldt says. “We
wanted to develop a platform that could com-
plement existing capital structures, private-eq-
uity-backed, public companies or family-owned
companies, and help them drill more wells, while
also staying out of their day-to-day business.”

Shufeldt remarked that after starting I0G when
oil prices were high, “people told us the busi-
ness wouldn‘t work” because there wasn't a need
for capital. He and his partners knew they were
wrong. “It was an interesting time for a first-time
team to launch a fund, but we had conviction in the
strategy, and were willing to take a risk with our
own capital.”

At press time, 10G had closed
almost 30 transactions in four states and 22 coun-
ties—and had invested in about 500 wells since
inception. The firm backs Lower 48 operators in all
major basins.

Shufeldt is one of four managing di-
rectors at the firm, which has 19 employees. “We
have a relatively flat organizational structure, so |
end up interacting directly with most of the team

on any given day,” he says. “Before we
were fully staffed, | spent time in just about
every functional area except engineering,
from deal origination to fundraising, to ac-
counting and land, etc. Now, | get to focus
most of my time on deal origination, evalu-
ation and managing operator relationships.”
And he still relishes trying to figure out if he un-
derstands the finer points of engineering.
He received an economics de-
gree from Stanford University,
and he was asked in 2016
to serve on the Petroleum
Investments Committee
for the university’s School
of Earth, Energy and Envi-
ronment Sciences. “It is
a privilege for me to be
able to use my experi-
ence in the oil and gas
business to serve my
university.” He helps
the committee “eval-
uate investments in
mineral and royalty
funds, chairs the .
membership subcom-
mittee and educates
the group on some of
the macro factors in-
fluencing the oil and
gas business, like
capital markets and
commodity prices.”

“Patience
is key. When we are
young, we don't have
the perspective on how
fast things can happen. The
sense of energy and urgency
a young person can bring to
an endeavor is valuable, but
needs to be balanced with
experience.”

To that point, he says
that when I10G was starting
up, he expected fundraising
and the first close to happen
very quickly. “For a variety
of reasons, everything took
longer, but in the end, ev-
erything came together and
in many ways, better than it
would have if it had happened
sooner.”

“ Patience i ke When e are young, e don' v the perspectie

00 how s things can heppen.”
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CFO, Black Mountain Holdings, Fort Worth, Texas

ouston Simmons’ career might be young, but
his resume is already packed with impressive
accomplishments.

Simmons was the third hire by investment

banker Bobby Tudor, who was then work-

ing to expand his startup platform,

Tudor Capital. Of course, the

company went on to become

Tudor, Pickering, Holt & Co.

(TPH), where Simmons was

the first investment banking

analyst on staff. During his

seven-year run with the com-

pany, Simmons advised on 27

announced merger and ac-

quisition transactions with

an aggregate value of about
$20 billion.

Today, Simmons serves
as CFO for all of Black
Mountain Holdings" en-
tities. Since joining the
company in 2016, he has

helped raise $1 billion in

capital through multiple
debt and equity capital
offerings. As well, Sim-
mons has overseen more
than $1 billion in invest-
ments and led all sales
processes for Black
Mountain.

At Black Mountain,
Simmons hit the ground
running. About a year
and a half after joining the

company, he oversaw the
sale of its subsidiary Black

Mountain Oil and Gas to Mara-
thon Qil Corp. for $700 million. He
led the entire sale process, includ-
ing its final documentation.

“I did not expect to be part of a
successful monetization that early,”
Simmons says. “l was able to per-
sonally reach that milestone ear-
lier than | expected because of the
quality of the Black Mountain team.
[Founder and CEO Rhett Bennett]
put together a unique combination

of talented people from different disciplines that all
work really well together.”

Simmons began working as an in-
vestment banking analyst in 2006, after graduating
from the University of Texas’ Austin campus with a
degree in finance. He spent about a year working
for Credit Suisse’s global energy group.

From there he joined TPH, where he helped
build its investment banking business from the
ground up.

“Our first office space was Bobby Tudor’s pool
house,” Simmons recalls. “It took a lot of time and
effort to build the franchise; | am proud of my con-
tributions to TPH's early years and | have enjoyed
watching its continued success.”

Simmons left TPH in 2014 to accept a position
as BOE Midstream LLC's vice president of strategy.
He remained with BOE until December 2015, when
a new opportunity with Black Mountain beckoned.

Some of Simmons’ great-
est achievements—and challenges—unfolded at
Black Mountain. He counts selling Black Mountain
0Oil and Gas to Marathon to be a career highlight. It
was an 18-month hustle of closing deals, fending
off competing suitors and properly marketing the
package. In the end, Simmons flew to Houston for
a seven-day negotiation on the final purchase and
sale agreement.

Simmons also helped build Black Mountain’s
sand entity from scratch. The company identified
a market for in-basin frack sand during summer
2016 and acted quickly to form the new division. It
secured nearly 30,000 acres in the Permian Basin
in West Texas.

Black Mountain Sand now boasts the largest
production capabilities in the Permian Basin. It
was among the first movers in the industry’s shift
to in-basin frack sand.

“That first-mover advantage created a massive
opportunity to stay ahead of our competition and
find the very best mining sites with the best cus-
tomers in the most active oil and gas regions in
North America,” Simmons says.

“The emergence of in-basin sand will be a fas-
cinating business school case study someday. |
am proud of our company'’s thought leadership and
how we seized on the opportunity.”

“Try to anticipate
unique moments to showcase your skill set, then
drop everything and work overtime to make sure
you nail it.”

Ty to anticpate nigue moments {0 showesse your skl set, ther
drop eveytting and work ovetime o make sure you nal it
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“l would also like to think | had a hand in shap-
ing the culture at Castell by being a sounding
board, mentor and friend to my teammates.”

CFO, Castell Oil Co., Fort Worth, Texas

Outside the office, Stroud is an avid
ake Stroud views himself as a prudent risk-  pilot. Learning to fly a Cirrus plane, which he calls
taker—and taking chances nearly always “a fairly unforgiving pursuit,” has taught him life-
pays off for the successful businessman.  long lessons in both his vocation and avocation.

“| think risk is a healthy part of a career,” Flying safely requires planning, preparation,
he says. “It's been a core tenet through my discipline and judgment, and Stroud says the
professional life that I've always been willing  same principles apply to successfully running a
to try something new, try a new approach, or business.
try a new venture with a new team.” “There’s a very deliberate, careful and struc-

Stroud’s contrarian streak tured process to successfully mitigate risks. You
began in 2012, when he have to constantly manage that with careful plan-
founded Axiom Resource ning, frequent assessment, and pre-set decision
Partners LLC to invest in points that dictate how and when to change your
dry gas during a time when plan, before problems arise.”
many competitors were
focusing on unconven- Since entering the energy in-
tional oil plays. Though dustry, Stroud has helped found three companies.
the company’s gas strat- The hardest thing about starting an oil and gas
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egy hadn’t yet matured,
Axiom saw an opportu-
nity in 2014 to refocus
on the then-emerging
northern Midland Basin.

This time, the gamble
paid off.

“We acquired as
much as we could buy
and ultimately exited
successfully,” Stroud
says. “l give credit
to the team. They not
only sold me on the
idea that we could get
into the Permian to
buy assets that would
add value, but then ag-

gressively pursued and
acquired those opportu-
nities in an increasingly

competitive market.”

In 2017, Stroud was cho-

sen by a colleague to help

found Castell Oil Co., a private-eq-
uity-backed E&P operating in the
Permian, Powder River and Anadarko

basins.

When he joined Castell,

Stroud played a significant role in shaping
it. The Mensa member was tasked with
creating the systems and processes that
were necessary to start—and run—the

company.

company, he says, is naming it.

After all, he half-jokingly notes, most of the good
monikers have been snapped up.

“All the geological features are taken. Any
color combination with the word ‘rock’ in it is also
gone,” Stroud says. “Most of the animals out there
—and anything involving mountains, creeks, or
trees—is pretty much taken.”

He immediately knew that Castell, named for a
small town along the Llano River in Texas, was off
to a good start because it already had a name he
liked.

Stroud is a third-genera-
tion oil and gas man. His grandfather and father
founded Stroud Petroleum Inc., an E&P that op-
erates throughout the country. His brothers also
work in the industry.

His father has been his greatest mentor.

“He has shown me innumerable things about
both life and business, but his most accurate ad-
vice has been that the harder you work, the luckier
you get.”

Stroud says that the people in the industry are
the component that keeps him passionate about
his job.

“The most incredible people from every walk of
life imaginable are in the energy industry,” he says.
“l am continually amazed by the diversity of per-
sonalities, approaches and strengths throughout
this business.”

“Don't be afraid to
fail, be comfortable with who you are, and proof-
read emails before sending.”

“ I am oontinlly amezed by the diversityofpersonalite, approaches and stengths through

out this business””
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COO, OAG Analytics, Houston

ohn Taplett, COO of OAG Analytics,
considers his greatest professional
challenge to date to be projects he
has worked on while at OAG, although
while in the Navy, he led teams of intelli-
gence analysts and cryptologists. 0AG
provides self-service machine
learning for digital well plan-
ning by linking subsurface
geologic data with pro-
duction and completion
design data to simulate
and optimize well place-

ment and design.
Taplett, who is now
an active reserve Navy
intelligence officer,
says the challenge
was “selling and then
helping execute on
the first paid artifi-
cial intelligence (Al)
software implemen-
tation” that he was
involved in at OAG.
“A few years ago,
people asked the OAG
team what it was that
we were doing; then
people shifted to asking
us how we were doing it.
“Now, we are thrilled
and challenged by the
avalanche of E&P com-
panies who reach out and
ask us to help them deploy
now. Our founder created
, 0AG five years ago. When he
- ; started the company, he real-
ized that he had found the right
place. With 2019 right over the
horizon, the entire team at OAG
is thrilled to be at the right place

at the right exact time.

“0AG is an organization that
has almost shaped itself because
we have one simple rule: ‘Only
hire A-1 players,” and that has laid
the foundation of the team we
currently have,” Taplett says,
adding that “during [first-quar-

=
?

ter 2018] we had more than 5,000 applications for
about half a dozen advertised positions. What we
looked for in the successful applicants was raw in-
tellectual horsepower, a data-focused deliberative
process, and a demeanor that indicated respect
for their peers and industry participants. | am con-
stantly impressed by the problem-solving capabil-
ities and creativity of our team. It has taught me
that if you lay the right ground rules and create the
right environment, the company will grow into the
shape you desire.”

“Over the last three years, OAG
has rapidly grown into the Al leader in the en-
ergy space. Helping build this company was un-
planned, but was a real blessing.”

“My short-term goal is to make OAG Ana-
lytics the standard for upstream Al and advanced
data analytics. My long-term goal is to help the
U.S. realize several decades of energy indepen-
dence and economic prosperity.”

“We do real things with real tools.
We build real companies that heat people’s
homes, power their industries and energize the
world at large.”

“The importance
of data-driven decisions and analytics cannot
be overstated. The next generation is going to
live in a world awash with data. | would advise
them to learn to master the volume of data that
they have access to and the analytics that can
turn that data into strong business decisions. |
cannot stress this enough—pay attention to the
numbers.”

Before joining OAG, Taplett was an
investment banker with Lazard from April 2014 to
March 2016. Prior to working there, he was an
investment banker with Tudor, Pickering, Holt &
Co. from June 2012 to May 2014. Before that, he
attended business school from 2010 to 2012 and
was an officer in the U.S. Navy from June 2005 to
June 2010.

“Most of my most significant men-
tors have been military officers who taught me
the importance of discipline, focus and commit-
ment to one’s subordinates and team. During my
Navy days, | learned the importance of taking
responsibility for the well-being and success of
a team from commanders, captains and admirals,
who lived by these rules and always put their
people and the mission before themselves.”

““We do eal things wihreltools: W G el compaie tht ht peapl’s homes,
DoWer dhef industris and energze dhe worl a o,
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Founder, Managing Partner, Drillcore Energy
Partners LLC, New York

van Turner, once among the youngest directors

on Wall Street, says his versatile career has been

instrumental to his success.

“My career growth as a whole—from geologist
to equity research, investment banking and then
private equity—has provided me access to a com-
prehensive understanding of how capital markets
play a role in the oil and gas industry,” he says. “I'd
like to continue working in private equity focused
on the energy industry.”

Last December, Turner founded Drillcore, a
New York-based investment firm focused on both
control equity and co-investments in the oil and
gas industry. In less than a year, it secured numer-
ous deals across the lower middle market located
in delineated basins with stacked pay potential,
while concurrently raising capital to finance the
acquisitions.

“I've had experience with startups and growing
new businesses before,” he says. “Having the op-
portunity to put it all together, leveraging relation-
ships with many trusted advisers and supporters,
has really imparted a lot on me.”

Turner got his start after graduating
from Hobart and William Smith Colleges in Ge-
neva, N.Y., where he was a double major in geo-
science and environmental studies, with further
work in economics.

He began his career as a geologist for an oil-
field services company that's now a part of Patter-
son-UTI Energy Inc., before switching gears and
working as a senior oil and gas analyst for Lon-
don-based GlobalData Plc. In 2012, he was sent to
the U.K. for a year, where he managed and trained
40 analysts while building out its advisory platform
business for oil and gas companies.

“l went from living in a trailer on wellsites in
the middle of Oklahoma, Pennsylvania and West
Virginia fracking wells, to living in the most ex-
pensive ZIP code of London,” he says. “| was still
doing oil and gas, but on the finance side. Having
the technical background as a geologist opened
many doors and unlocked confidence that others
had in me.”

Following this, Turner was an associate at
Canaccord Genuity Inc., a Canadian investment
bank, where he focused on the E&P sector. Later,
Turner was a vice president at CohnReznick Cap-

ital Markets Securities LLC. He co-launched its
oil and gas group, where he focused on capital
markets transactions for upstream, midstream and
oilfield services, as well as tax equity investments
in renewable energy companies.

Prior to founding Drillcore, Turner was a direc-
tor at New York-based StormHarbour Partners
LP, an alternative asset manager and merchant
bank. In this capacity, he played an active role
with senior management in the entire investment
process, responsible for sourcing, evaluating,
structuring and executing investments across the
energy value chain.

Through the years,
Turner has been interviewed
by financial and industry pub-
lications or companies such
as The Wall Street Journal,
Bloomberg, Oil and Gas Inves-
tor, PE Hub, Yahoo! Finance,
Breaking Energy, Oil & Gas
360 and more.

Turner,
an engineer at heart, finds
the technical aspects of the
industry fascinating.

“Seeing the continued
enhancements to comple-
tions and recovery meth-
ods will allow oil and gas
operators to recover more
than previous methods, in-
creasing the revenues for
the companies and their in-
vestor base.”

Turner’s
family has had many gen-
erations of entrepreneurs,
spanning a multitude of in-
dustries including medicine,
construction and private equity.
His brother has successfully
launched his own private-equity
firm, separate from Drillcore, with a
similar “buy and build” strategy, but
focused on recession-proof oppor-
tunities outside of the energy indus-
try. He has provided a path forward in
many different scenarios.

“Make
an impactin every role at all levels.”

“ Soping the contnued enbancements to compleion and ecovery methods wil allow o and gas
Operators {0 ecover more £han previous methods, increasing the revenues for he companies and ther
imesorbase””
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Senior Vice President of Strategy and
Corporate Development at Diamondback
Energy Inc., Midland, Texas

aes Van't Hof is also the pres-
ident of Viper Energy Part-
ners, also located in Midland.
At present, he can't discuss
much about Diamondback’s
midstream effort, Rattler, but
he can say that he’s excited
about this wholly owned
subsidiary of Diamondback
because “the proposed
structure is very different
from the traditional mid-
stream MLP structure.”

In fact, he says, short-

term goals would be to
position Rattler as pub-
lic, as well as to con-
tinue growing the Viper
minerals business—
which alone is worth
$4.5 billion. That said, he
has much more to say
about the latter's possi-
ble future trajectory.

“l think the mineral
acquisition opportu-
nities ahead of Viper

over the next three to
five years in the Permian
Basin are as good as the
opportunities that were in
front of Diamondback three
to five years ago. The min-
v erals market is highly frag-
mented with a variety of funds
and owners controlling smaller pack-
ages of assets. Also, there has been a
flood of private-equity money invested
in the minerals space over the past few
years, and at some point these invest-
ments need to monetize.”

J

Van't Hof's path to Diamond-
back seemed laid out from the start. He
began an investment banking career in
2010. Before that, he had played profes-

sional tennis from June 2008 to year-end
2009. When that ended, Van't Hof says he
began covering banks in New York and after
18 months, began working for Wexford Cap-

ital. “Wexford had an oil and gas investment in
West Texas called Windsor Energy, which later
became Diamondback, and this was the first proj-
ect | worked on in oil and gas, in 2011."

Diamondback is hot on deals. “Diamondback
recently announced the acquisition of Ajax Re-
sources LLC for $1.25 billion, and a week later,
the acquisition of Energen for $9.2 hillion—so we
have been very busy on the acquisition front. Qur
focus now is going to be integrating those deals
and continuing to execute at our best-in-class
operating metrics.”

“l used to run a drilling company, Bison
Drilling, in Midland. The company peaked at 450
employees in 2014 and, through the downturn, hit a
low of less than 100 employees. As CEOQ, there had
to be leadership in making these tough decisions,
starting with your own compensation.”

Van’t Hof says “there are
always new challenges in oil and gas”“—even
when a company is hot on deals. “As commod-
ity prices have climbed, so have the challenges
associated with this upcycle. Whether it be oil
and gas takeaway capacity, sand availability and
pricing for hydraulic fracturing, or another un-
foreseen challenge, the oil and gas industry will
always present [an opportunity] needing a strat-
egy and a solution.”

And, what to do when it gets stressful? “I al-
ways remember not to sweat the small stuff,” he
says. “Stressful issues that are tackled head-on
tend not to be as stressful a year or two down the
road.”

And indeed, down the road, Van't Hof will look
back and be reminded that his particular trajec-
tory to a departmental senior vice president at
one company and president of another related
one came earlier than he'd expected. “| did not
expect to be in these positions at companies of
this size today, at my age, and | always remember
not to take it for granted.”

“I would consider our chairman, Steve
West, as a mentor. He always has a solution to
major problems and thinks things through me-
thodically without getting caught up in the mi-
nutiae of the issue.” Van't Hof's mentors also
are outside the industry realm. “My college
tennis coach, Peter Smith, from USC, is still a
close friend and was an important mentor to me
through college and early in my career.”

“My No. 1 rule of
management/advice for young professionals in any
industry is: ‘Know what you don‘t know."”

“ Stossfl s that vtk Read on tond nott Be s stesstl 3 year o

to down the ozt
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KAES VAN'T HOF

Senior Vice President — Strategy
and Corporate Development,
Diamondback Energy
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President and CEO, Wing Resources LLC,
Dallas

e's a fourth-generation oil and
gas businessman who founded
two highly successful companies
before age 40. Yet, Nick Varel
says he still feels like he's
not doing enough.
“| feel like there's so
much more to do,” he
says. “I'm one of these
guys that will never
stop. | enjoy the in-
dustry and the people
way too much. | wake
up every day looking
forward to it.”
When he was 25,
Varel co-founded
Elephant Oil &
Gas to pursue
opportunities in
the Fayetteville
Shale.
Throughout
the next six years,
the company ex-
panded into the Mid-
land and Delaware
basins. Its significant
- returns for partners and
stakeholders ultimately led
to its sale to Talon Qil and
Gas Ilin 2012.
In 2016, Varel founded
Wing Resources LLC, a
Permian Basin-focused
mineral and royalty acquisition
company.
The company was backed fi-
nancially by Natural Gas Partners.
“We grew it organically, one
track at a time and one acquisition
at a time,” he says. “We timed the
market right by purchasing large
amounts of Tier-One minerals in
the Permian Basin in 2016 and
2017. As a result, we have experi-
enced massive well growth.”
Wing Resources was
an instant success, and Varel
says he initially struggled to keep

pace with rapid growth management. “Building
the internal mechanisms from scratch to manage
interest in more than 6,000 wells and more than
100,000 gross boe/d in the Permian was a big
challenge,” he says. “Hiring the right people and
the team collectively working overtime met the
challenge.”

Having a positive attitude helped, too.

“Confidence and positivity are contagious. This
attitude trickles down to the people we do busi-
ness with, which translates to a great outcome.”

Varel's family has been ensconced
in the oil and gas industry since the 1920s. His
great-grandfather moved from New Orleans to
work as a wildcatter in the Wichita Falls, Texas,
area.

His grandfather later founded Varel Interna-
tional, a company that manufactures oil and gas
drillbits. Varel’s father inherited the company,
which the family sold in 1999.

“My first summer jobs were working in the fam-
ily factory, building out drillbits and doing all that
good stuff,” Varel recalls.

Although employment in the oil and gas industry
ran in the family, Varel's father and grandfather
weren't keen on him following suit.

“They were on the iron side of the business, the
service side, so they were always pessimistic,”
Varel says with a laugh. “They were the type of
guys who would say, ‘You need to go into another
industry.” They weren’t pushing the oil and gas
business.”

Nevertheless, the bleak warnings of Varel's
forefathers would ultimately serve him well.

“That created some sort of advantage, because
you have to have a very good defense in this busi-
ness,” he says. “You have to know your downside,
and | think a lot of guys in our industry have a ten-
dency to be too optimistic about things.”

Varel says his first job out of college was as a
natural gas analyst. Looking at the data day-to-
day was the motivation to start his own business
at 25 years old, chasing the Fayetteville Shale.

: Varel says he’s been lucky to work
alongside some of the industry’s top leaders.

“l have learned how to pitch a deal, how to
pinch pennies in regards to general and adminis-
trative expenses, when to walk away from a deal
and when to go all in,” he says. “You are never
too old to learn a lesson in this business.”

“Keep learning,”
Varel says. “The great thing about this industry is
someone can learn something new every day.”

“I'm o ofthse guysthat wil never stop. | enoy the industy and the people way
o mueh. | wake up very day ooking fomerd to 2.
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President, CEO, Elephant Oil & Gas, Dallas

radley Williams co-founded Elephant Qil

& Gas from his kitchen at age 25. Under

his leadership, the independent company

has become an industry leader in the identifi-

cation and exploitation of unconventional
resource plays.

“Looking back at it now, | am
very proud that | had the
courage at such a young

age to start something new
and the determination to
stay the course,” Williams
says. “Against all odds,
[a—— my business partner and
| were able to build a
successful oil and gas
operating company from
the ground up, creat-
ing tremendous value
for ourselves and our
investors in just six

years' time.
“It's amazing what
you can do when you

just go for it.”

Just
three years after
graduating from The
University of Texas
— at Austin, Williams

co-founded Elephant

0il & Gas to pur-

sue opportunities in

emerging resource

plays. The company,

launched in 2006,

quickly proved its abil-

ity to identify and evaluate

prospective areas and effec-

tively execute a lease-and-drill
strategy.

It grew primarily through in-
ternally generated prospects
in North Texas and the Permian
Basin, until 2012, when it was ac-
quired by Talon Qil & Gas II.

i
o

“The six years it took to build and sell the com-
pany were exhilarating,” Williams recalls. “It was
like drinking from a firehose. | learned more during
that time period than any other part of my life. |
witnessed the financial crisis; | saw $145/bbl oil
and $35/bbl oil; | saw $13 gas and $2 gas, raised
money, bought and sold deals, drilled wells and
learned how to manage people.

“It was a true trial by fire. Optimism, work ethic
and integrity helped see me through it from start to
finish.”

In February 2018, Elephant Qil & Gas relaunched
to pursue targeted acquisitions of high-quality oil
and gas properties in the Powder River Basin.

Williams strives to foster an entre-
preneurial spirit at the company by encouraging
colleagues to collaborate, utilize technology and
challenge themselves to find creative ways to
solve problems.

“It's important to me that everyone is self-moti-
vated and that we all share the same passion for
our business and the industry as a whole,” Wil-
liams says. “l truly believe you are only as strong
as your weakest link. | set a high bar for new
hires in order to make sure they have the req-
uisite skill set and will fit well into our company
culture. In the end, we all have fun. We truly love
what we do.”

“Never stop
learning and never underestimate what you can
achieve if you set your mind to it. Early in my ca-
reer | was fascinated with the technical aspects
of the business, but with a background in land,
didn’t have a clue what was going on, so | set out
to learn.

“l bought books on geology, petrophysics, res-
ervoir engineering, drilling and completions. |
went to continuing education classes, joined in-
dustry groups and spent countless hours with my
technical team learning everything | could.

“Before too long | was correlating logs, writ-
ing and running petrophysical models, forecast-
ing decline curves, computing volumetrics and
analyzing drilling and completion reports. | still
have a long way to go, but | learned enough to
understand the incredible work that my geoscien-
tists and engineers do on a day-to-day basis. By
learning their language | hope I've earned their
respect and have developed the tools | need to
lead a team.”
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CEO, Petro Waste Environmental LP,
San Antonio

eorge Wommack is the king of an oilfield waste

empire.

Under his leadership, Petro Waste Environ-
mental LP has become the largest oil and gas
waste disposal company in the Permian Basin. It's
among the largest in Texas.

“Over the long term | might like to build a huge
E&P company, but in the short term | think I'll be
content building the best platform in the industry to
handle their waste,” he says.

He has spent the past decade working in vari-
ous stages of the oil and gas service industry, and
has been instrumental in building numerous oilfield
service companies.

Before founding Petro Waste in 2014, Wommack
played a key role in expanding a saltwater disposal
business into the Eagle Ford Shale and in New
Mexico's side of the Permian. In this role, his pri-
mary function was sourcing locations and acqui-
sition opportunities in key geographic regions. He
also established SWD Investors LP to raise equity
for investments in non-operated interests in these
same saltwater disposal well opportunities.

Wommack is an energetic and vi-
sionary leader who encourages every member of
his team to strive for perfection.

“Falling short of the goal of perfection is OK, so
long as that is what we always aim to achieve,” he
says. “l encourage our team by cultivating convic-
tion in our ability to be successful in accomplishing
lofty goals by fully committing ourselves to what
we do.”

Wommack exercises leadership outside the of-
fice, too. He sits on numerous boards, and is active
in several non-profits that benefit business, educa-
tion and the arts.

He also manages a boutique hotel in Zihuata-
nejo, Mexico.

Growing up, Wommack wit-
nessed his father enjoy a remarkably successful
career. His father founded Southwest Royalties
Inc.—a large upstream company—and Basic En-
ergy Services Inc., which he took public.

“Watching my father build numerous companies
throughout my life has made him my mentor and
helped instill in me the confidence to always think
big and never fear failure.”

Today, the younger Wommack has built an
equally impressive career for himself.

Early in Petro Waste's growth, it hit the milestone
of hiring its 100th employee. This accomplishment
made a powerful impression on Wommack.

“| thought about the true impact of each job
we had created,” he says. “For whatever reason,
that was the first time it really hit me that what
we were doing was a lot bigger than just provid-
ing a service. We were putting food on tables,
roofs over heads and kids through college—not
just disposing of oilfield waste.”

He adds, “Work hard and be sure you're
proud of what you've built.”

Like nearly every other oil
and gas company, Petro
Waste has faced consider-
able challenges. During the
oil bust of 2014, Wommack
was tasked with reinforc-
ing faith in the company's
business model. He pon-
dered the future need for

its services.

Fortunately, Wom-
mack saw hope on the
horizon.

“It was psychologi-
cally and emotionally
draining. But the hor-
izontal drilling suc-
cesses in the Permian
Basin prior to the
crash were a con-
stant reminder that the
economics of horizon-
tal drilling in the Perm-
ian were sound, and it
would be the first place
to see incremental rig
gains as the market re-
covered.”

Though it can be a tumul-
tuous industry, Wommack )
says he’ll continue to feel
passionate about working in it.

“Few industries provide the
dynamic, fast-paced environ-
ment that you find in the oil and
gas industry.”

“Don’t wait too late in life
to strike out on your own. When
you are young, you don't have
far to fall, and the odds are
you’ll fall forward anyway.”
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PetroWaste
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The largest oil & gas waste landfill operator in the Permian Basin.
Expanding to the Eagle Ford in Q1 2019.

PetroWasteLP.com
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We invite you to NOMINATE those that are
MOVING INDUSTRY FORWARD

Oil and Gas Investor is now accepting nominations for the 2019
Forty-under-40 in Energy awards. We encourage you to nominate

yourself or a colleague who exhibits entrepreneurial spirit, creative
energy and intellectual skills that set them apart. Nominees can be
in E&P, finance, A&D, oilfield service, or midstream. Help us
honor exceptional young professionals in oil and gas.
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|]|SP AY A desire to find Leadership Professional
new challenges initiative excellence

Community Creative Entrepreneurial
involvement problem solving spirit

Honorees will be profiled in
a special report that ships
with the November issue of
Oil and Gas Investor and on
OilandGaslInvestor.com.

Deadline for
submissions is
June 1, 2019

Our readers may nominate colleagues (or
themselves) using our web form.

DilandGaslInvestor.com/form/40-under-40
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Community. Dedication.
Vision. Grant Thornton
congratulates you.

Grant Thornton understands that success is built on more than just
talent; it takes passion and perseverance to achieve your vision for a
better future. On behalf of the professionals who live and work here
in the energy community, we are proud to recognize Oil and Gas
Investor’s Forty Under 40 honorees for their accomplishments.
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provide services to their chents, o the context requires. GTIL and gach of its member firme are not a worldwide partnership and are not Fable for one ancthar's octs or omissione. In the United States,
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