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OIL AND GAS FIELDS ARE INCREASINGLY DIFFICULT TO CLASSIFY AS HIGH-
MARGIN ASSETS WITH A HIGH-QUALITY RESOURCE BASE. IT IS BECOMING 
MORE EXPENSIVE TO EXTRACT OIL EACH YEAR, AND GIVEN THE 
RESTRICTIONS IMPOSED BY OPEC+ AND THE DIFFICULTIES CAUSED BY 
THE EPIDEMIOLOGICAL SITUATION, 2020 HAS BECOME ONE OF THE MOST 
DIFFICULT YEARS FOR THE OIL AND GAS INDUSTRY. WHAT MECHANISMS 
DO RUSSIAN DEVELOPERS OF INNOVATIVE TECHNOLOGIES PROPOSE TO 
USE IN THE STRUGGLE FOR COMPETITIVE ADVANTAGES IN THE CONTEXT 
OF FALLING PRODUCTION AND LOW OIL PRICES? NEFTEGAZ.RU TALKED 
ABOUT THIS WITH THE GEOSPLIT GENERAL DIRECTOR 
ALEXANDER YURYEVICH KATASHOV

CRISIS AS A TIME 
FOR DEVELOPMENT

How innovative technologies 
propel GeoSplit during the crisis
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- Alexander Yuryevich, the 
difficult year of 2020 is coming 
to an end. What did this year 
bring to GeoSplit? Have all the 
plans set for the company been 
realized?

- It is no secret that not only for 
GeoSplit, but for the entire industry 
this year was marked by two 
interrelated events – the 
coronavirus pandemic and a drop 
in demand and prices for 
hydrocarbons. Despite this, our 
company has successfully coped 
with the challenges that have 
arisen, and the goals set for this 
year have been achieved. Now the 
Geosplit marker diagnostics 
technology is used in more than 
200 wells. Taking into account the 
unforeseen external factors that 
have arisen, we had to act 
tactically differently from last year, 
but our actions yield results.

- Could you tell us more about 
your plans and what decisions 
were made?

- In 2019, while planning our work 
for the coming year, we identified 
three top-priority areas.

The first area is expanding our 
client portfolio.

This year we started working both 
with new customers and continued 
cooperation with those with whom 

The third area is digitalization. The 
crisis phenomena of 2020 did not 
interfere with our advance in this 
area, and in the fourth quarter we 
will release our first software 
products – GeoSplit solutions, 

we worked in previous years. To 
attract new customers, we have 
significantly expanded the range of 
application of our technology. For 
example, we have released new 
types of products for the study of 
gas wells and underground gas 
storage. As a result, we have 
significantly increased the number 
of research entities using the 
GEOSPLIT technology, and by the 
end of 2020 the company doubled 
its revenue in the Russian market.

The second area is associated 
with work in the world markets. 
Restrictions related to the 
coronavirus epidemic have 
suspended the ability to 
communicate in person with 
customers and partners. We had 
to change concepts focusing on 
remote methods, online events 
and opening local offices and 
laboratories.

The measures taken proved to be 
effective – GeoSplit received 
orders for pilot projects in the 
Middle East and significantly 
increased the number of contracts 
and projects in China.

which allow us to effectively work 
with marker diagnostics data.

- Could you name any of this 
year’s highlights in the industry 
as a whole?

- Nevertheless, the company 
continues to develop innovative 
areas, in particular, you said 
about such an area as 
digitalization. Tell us, at what 
stage is this project now?

- I think that the most significant 
factor for the industry was oil 
prices, or more precisely, getting 
rid of illusions and the general 
understanding that we have 
entered a period when low prices 
for hydrocarbons are driven not by 
short-term volatility, but as at least 
a medium-term trend. A drop in 
demand caused by the pandemic 
in my opinion clearly showed that 
now the main success factor (and 
sometimes even survival factor) for 
oil and gas companies will be the 
economic efficiency of exploration 
and development of fields as well 
as production efficiency.

- Innovation, whether digital or 
otherwise – this is what needs to 
be paid attention to, especially now 
because it is innovative methods 
that improve economic efficiency. 
In a crisis situation, the issue of 
real application of innovations is a 
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In 2017, the GEOSPLIT 
technology was applied to 30 
horizontal wells. This technology is 
based on long-term dynamic 
marker diagnostics. This makes it 
possible to study the productivity of 
well intervals at any frequency for 
more than five years. For some 
objects the duration of studies 
lasts 10 years, while placing 
markers in the study object only 
once. Using this technology, the 
customer gathers much more data 
than with other methods of 
researching wells and fields. That 
selfsame big data, i.e., actual and 
historical information, is becoming 
increasingly used when applying 
the technology on a group of 
interconnected reservoir objects.

With regard to the development of 
digital solutions, this area can be 
called a logical evolution of our 
portfolio of products and solutions.

But getting the data is only half the 
battle – it is also important to build 
a system and tools for effective 
processing to receive additional 

matter of the company’s survival 
and competitiveness. Now it is 
necessary to introduce innovations 
to reduce costs, not just on paper, 
for a lip service, or "formal 
implementation of KPI", but in real 
life. Comprehensive solutions to 
increase production efficiency that 
we offer allow us not only to 
survive in the current situation, but 
also to benefit from it.

Our digital solutions are aimed at 
creating tools for the customer, 
with the help of which he or she 
could process the GEOSPLIT 
data, so that these datasets 
provide additional value today and, 
most importantly, tomorrow. We 
continue to work in this area; we 
release data analysis products that 
our customers can use working 
with data through their personal 
account, as well as integrating 
them with partner software 
products.

- Since the advent of marker 
technology, we have made 
significant strides forward. When 
the technology first entered the 
market, it could assess the inflow 
profile of a horizontal well after 
multistage hydraulic fracturing, 
assess the performance of each 
stage for water and oil, and control 
wells and optimize their 
performance based on this 
information. The technology is 
based on the idea of using 
quantum marker-reporters placed 
in the polymer shell of the 
proppant.

value and recommendations for 
field management based on them.

Unlike conventional methods of 
horizontal well testing, the 
technology did not require a 
special means of delivery of tools; 

- How has marker intervention 
technology changed over the 
years?

We also have interesting solutions 
for other segments besides 
exploitation. For example, this year 
we brought to the market and 
launched new projects to explore 
underground gas storage facilities, 
i.e. natural reservoirs used to store 
hydrocarbons. Using our marker 
technology can solve the  
problems of managing and 
ensuring the security of these 
objects.

Another very interesting project 
launched this year is the marking 
of oil transported by pipeline. It is 
quite an urgent task in the light of a 
recent case, when a poor-quality 
product that got into a common oil 

By now, we have significantly 
expanded the range of our 
products. We now have a solution 
for the lower completion – marker 
tapes that are integrated with the 
assembly elements, as well as an 
acid-resistant marker dispersion 
placed in the well during acid 
stimulation operations.

In addition, we have developed a 
special solution that works not only 
for oil wells, but also for gas 
condensate and gas wells. Now, 
when we have markers not only for 
water and oil, but also special 
markers for the gas phase, we 
actually offer three-phase 
monitoring.

it was not associated with the risks 
of equipment sticking and 
ambiguous data interpretation.



The company is faced with the 
task of aggressive development in 
foreign markets. They can be 
conquered only by a truly 
innovative, working product, and 

- At GeoSplit, our team has always 
been focused on developing and 
designing products and solutions 
that are innovative in terms of 
functionality and information 
content. We have reared a unique 
team spirit. Our specialists really 
strive to create the coolest (and 
most useful) innovations, not only 
for Russia, but also for the 
international market. We have 
opened a modern and well-
equipped laboratory in the 
Skolkovo Technopark. Our staff 
includes many young talented and 
highly motivated specialists 
curiously studying the market for 
new developments and suggesting 
their solutions.

pipeline spoiled a large volume of 
exported oil. Even revealing the 
source of this oil took a lot of time 
and effort, and there was simply no 
preventive monitoring technology.

The use of our marker system 
during transportation would 
definitely facilitate this process, 
because each input is marked with 
its own marker so that the source 
of a low-quality product can be 
detected at any time.

- Do you mean that despite the 
difficulties the company faced 
this year, it continues to actively 
develop various projects, 
mastering new areas of 
application of its products?

- Yes, we continue to gain pace. 
We are engaged in the 
development of the traditional 
portfolio of marker research, both 
in terms of objects under study and 
in terms of types of research, and 
we are also working to increase 
coding capacity. This is especially 
important for the use of marker 
technology in subsea production 
complexes (SPC). In other words, 
we designed a whole roadmap for 
the development of basic 
technology and additionally we are 
promoting digitalization.

- In times of crisis, it is not at all 
easy to master new avenues. 
What mechanisms helped to 
achieve these results?

assuming that this product can not 
only be delivered, but also 
provided with high-quality service 
support that meets world 
standards.

When a company faces such 
challenges, there is no other way 
but to build the team's work in such 
a way that research activities bring 
tangible, real commercial results. 
Then everyone – customers, 
developers and shareholders – will 
gain something.

- You touched upon the topic of 
expanding the geography of the 
company’s activities. Please tell 
us in more detail, how did you 
manage to do this? This year, 
companies were forced to 
reduce costs and staff, and amid 
the economic downturn, many 
companies were forced to 
temporally close down. But 
GeoSplit, on the contrary, 
opened new branches abroad.

- Why did you choose these 
areas?

- This year we came to the 
understanding that we need to 
localize our activities in already 
conquered markets. Our largest 
foreign projects today are 
concentrated in the Middle East 
and China. The scale of these 
projects allows us to have 
employees involved in promotion 
and sales in these countries. It 
became necessary to establish our 
own laboratory, in which specialists 
are involved in research and 
preparation of data for the client. 
Regardless of external 
circumstances, in any case, we 
would open foreign departments.

Proceeding from geography?

How did you manage not only to 
keep the company afloat, but 
also to expand the geography?

- The answer is quite simple: when 
we talk about the target geography 
of exports, we consider the top-20 
countries the best in terms of the 
production and extraction of 
hydrocarbons. They are distributed 
by clusters: the Middle East cluster 
(primarily Saudi Arabia and the 
Emirates), China and Southeast 
Asia, North Africa, as well as North 
and Latin America. Since we could 
not develop all the markets 
simultaneously, we decided to 

- How do you assess the general 
current state of the industry and 
what, according to your 
estimates, can change in the 
foreseeable future?

- Yes. If we talk about development 
goals, we have adopted a three-
year program to achieve revenues 
balanced geographically. This 
means that revenue in 
international markets should be no 
less than revenue in the Russian 
market. Our export program is 
designed to generate revenue from 
at least 20 countries.

- Do you already have any plans 
for further growth in other 
countries?

- On the eve of the New Year, I 
would like to ask about the 
company's plans. What tasks do 
you set for the team, what are 
your goals for 2021, if we are no 
longer talking about 
development, expansion of 
geographical activities, but, for 
example, about Russia?

- I believe that the golden days are 
over and the industry will be 
rebuilt. Today is the time for those 
companies that are focused on 
efficiency and innovative methods. 
All large subsoil users have 
already launched digital 
transformation strategies. 
Therefore, those service 
companies that are ready to help 
them with this and that have truly 
working, innovative solutions will 
be in great demand.
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move gradually, that is, to single 
out key clusters. We started with 
China and the Middle East, 
launched our facilities there and 
gradually expanded our presence 
in other regions.

- Our goal in the Russian market is 
to increase the portfolio of orders, 
as well as to launch digital 
transformation projects with those 
customers who are already 
actively using GEOSPLIT marker 
diagnostics. I think that next year 
will highlighted by digitalization.
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