
Integrated Business Planning for Upstream Oil & Gas
Implementation Overview
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 Undesirable impacts of uncoordinated planning and 

results areas from IBP

 IBP concepts and tools

 Roles & responsibilities

 Tips and traps for implementing

We’ll discuss
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Nexview Consulting draws from established methodologies and many experiences to 

help clients achieve alignment and improve performance and results

©Nexview Consulting, LLC

Services specific to upstream

 Integrated Business Planning

 Improve coordinated planning and integrate with the 

budgeting processes as well as the leadership management 

system

 Process improvement in the underlying processes  

 Information systems evaluation, selection, and implementation

 Organizational design & change

 Supply chain management

 Change management

 Training & coaching

Differentiators

 Boutique firm specializing in IBP and supply chain for the 

upstream value chain

 Holistic approach – emphasize performance improvement, 

results management, behavior change, leadership 

development 

 Low overhead model and use of only highly experienced 

consultants strengthens our value proposition; Global network 

of highly-experienced consultants accommodates multi-

geography projects
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We are led by three Principals and supported by a strong peer network of 

experienced consultants

©Nexview Consulting, LLC

Eric J. Tinker, Mng Principal

 20 years in management 
consulting leading 
complex change in the 
US and internationally

 Projects have 
delivered over 
$500MM in benefits

 Client experience ranges from 
start-ups to leadership of large, 
complex, multi-geography 
business transformation for global 
corporations

 Prior leadership roles at Deloitte 
Consulting, Celerant Consulting, 
Plan4Demand, Hughes Aircraft

 Qualifications

 MBA – University of Southern 
California -Finance & 
Entrepreneurship

 MS – Mechanical Engineering, 
California State University -
Northridge

 BS – Aerospace Engineering, 
Syracuse University

 Certified Public Accountant

Jonathan Gilbert, Principal

 25 years improving 
service reducing cost, 
and improving efficiency

 Versatile leader 
across the supply 
chain with 
differentiating 
expertise S&OP and 
logistics

 Industry background in energy, 
chemicals, retail, manufacturing, 
and distribution

 Prior consulting roles at MTG, 
Corven, Denali Group

 Industry leadership and VP level roles 
in supply chain at BOC gasses and 
NuCO2

 Qualifications

 MBA – Stern School of Business, 
New York University

 BS – Krannert School of Business 
at Purdue University

Our peer network model enables us to assemble the right senior level consulting team.

Roy Zerner, Principal

 28 years as a 
consulting and industry 
supply chain leader

 Projects have 
delivered over 
$1.1B in benefits

 Industry background in 
consumer products, high-tech, 
chemicals, and industrials

 Strategic and tactical expertise 
throughout the supply chain

 Prior leadership roles at Ernst & 
Young/CapGemini, Accenture

 Industry leadership and Director 
level roles in supply chain Del 
Monte, H.J. Heinz, and Allied-
Signal

 Qualifications

 Ph.D. Candidate - UCLA

 MBA – Indiana University

 BS – Chemical Engineering, 
Virginia Tech
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Nexview Consulting helps clients achieve alignment within their 

organizations to improve performance and results

Services specific to upstream

 Integrated Business Planning

 Improve coordinated planning and integrate with the budgeting 

processes as well as the leadership management system

 Process improvement in the underlying processes  

 Information systems evaluation, selection, and implementation

 Organizational design & change

 Supply chain management

 Change management

 Training & coaching

Differentiators

Eric J. Tinker – Mng Principal

 19 years in management consulting 

leading complex change in the US 

and internationally

 Projects have delivered over 

$500MM in benefits

 Client experience ranges from start-ups to 

leadership of large, complex, multi-geography 

business transformation for global corporations

 Prior leadership roles at Celerant Consulting, 

Deloitte Consulting, Plan4Demand, Hughes Aircraft

 Qualifications

 MBA – University of Southern California -

Finance & Entrepreneurship

 MS – Mechanical Engineering, California State 

University - Northridge

 BS – Aerospace Engineering, Syracuse 

University

 Certified Public Accountant

 Boutique firm specializing in IBP and supply chain for the upstream 

value chain

 Holistic approach – emphasize performance improvement, results 

management, behavior change, leadership development 

 Low overhead model and use of only highly experienced consultants 

strengthens our value proposition; Global network of highly-

experienced consultants accommodates multi-geography projects
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Gaps in planning and coordination have mounting consequences

Inefficient  management 

of contractors/services

Reduced capital efficiency

Gaps in Planning and Coordination

Shut-ins

Shortages or surpluses in 

materials and labor

Long cycle times

Rework

Lower rig utilization

Repeat mistakes

Missed targets Finger-pointing in the organization

Unclear impact of scenarios Poor data visibility

Sub-optimal marketing 

agreements

Improving these 

areas can often 

result in tens of 

millions of dollars!
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IBP Definition

 Alignment of planning and decisions to “operationalize “ the 

strategy of the company

 One set of consistent plans used throughout the organization

 Layered system of KPIs define accountability

 Reduced time to cash and improved spend management

 Sr. Management led, exception-based

 Management of gaps to plan, while there’s still time for action

 Leadership development and improved teamwork

 Platform for continuous improvement

IBP is a structured leadership process for managing the plan on a month-to-month basis 

that enables cross-functional planning, decision making, and performance management 

across the business.

Key characteristics include:

Establish 

Enterprise-wide 

Priorities

Cycle Time 

Compression

Measure & Sustain 

Results
Leadership 

Development & 

Behavioral Change

Visibility into 

Business Process 

Performance

Spend 

Management

Top-to-Bottom Key 

Performance 

Indicators

Integrated 

Management 

Reporting
Goal & Objective 

Setting

Clear Roles & 

Responsibilities

IBP

Management

Behaviors
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Manufacturing 

Planning

Balancing Supply 

and Demand

Integrating 

Financial Planning 

& Other Key 

Functions

Coordinated 

Decision Making 

and Continuous 

Improvement

Mat’l Reqmts Planning (MRP)

Sales & Operations Planning

Integrated Business Planning

 1950’s – 1970’s

 Supply driven

 Detailed planning of 
production and 
procurement

 Less focus on working 
capital

 Less competition

 1980’s – 1990’s

 Demand driven

 ERP detail enables roll-up 
to IBP planning level

 Competition increasing, 
globalization increasing

 More focus on working 
capital

 2000’s - 2010

 Demand driven

 Financial planning

 Product Management

 Global IBP across multiple 
business units

 Expansion beyond traditional 
manufacturing

 Improved IT decision support

 More focus on working capital, 
lead time reduction, flexibility

 More use of low-cost labor 
markets

 Supplier integration

 Improve or be eliminated

 2010 and beyond

 Wider acceptance as the 
driving planning process

 Extension to business 
partners

 Improved simulation and 
quantification

 More focus on disaster 
response and contingency 
planning

IBP is not new, but it is new to upstream
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IBP links the value chain to resolve interfacing issues

 Inconsistent throughput capacity across the rig fleet, rig loading, 

and ready to drill locations

 Process steps out of sync or bottleneck not optimized

 Permitting delays and re-work

 Long cycle times

 Budget and forecast (and revisions) not well communicated

 Lack of visibility and/or communication on lease expirations and 

/or PUD status

IBP

 Frequent changes to rig schedule and drill locations 

 Rig types and contracting not synchronized

 Marking infrastructure and contracts not always synchronized 

with production

 Material and service crews not synchronized

 Production shut-in and/or downtime losses

 Risk assessment not well coordinated throughout organization

Common Issues

On-shore

Off-shore

Sub-surface 
Evaluation & 

Reserves 

Location 
Selection

Permits & Title Drilling, Completions, 
Construction

Infrastructure Operations.  
Work-overs. 

Disposal

Leasing

Sub-sea 
Evaluation & 

Reserves

Location 
Selection

Permits & TitleExtraction 
Planning

Exploration 
Drilling

Development 
Drilling & 

Construction

Processing, 
Gathering, 

Transportation

Operations,  
Work-overs, 

Decommissioning

Leasing
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Examples of situations that can be managed through IBP include

Scenarios

Assets need to be rebalanced across the field to maximize profitability (well changes)

Changes in execution performance require decisions to balance production, capital spend, and reserves

Constraints in supplied equipment, materials, or contracted services affect the future forecast or require prioritization of 

development

Corporate allocates more or less capital – how do we adjust? Or how do we proactively plan what we could do with more capital?

Oil/Gas prices change requiring investment and operating decisions

Acquisition/divestiture discussions and implications for investment and operations

Infrastructure discussions (tankage, pipeline vs. truck/rail/ship), outsource vs. build, matching timing with production

Planned production exceeds processing and take-away or infrastructure capacity

Sales price possible vs. cost for meeting a quality specification

Weather/disaster planning & recovery

Work-over and recomplete decisions

Use of processing capacity for others vs. use for own development
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Execution Focused Weekly/Daily Functional Meetings

Executive 

Management

System

Integrated 

Business 

Planning 

connects the 

top with the 

bottom

Integrated Business Planning links the executive management system to 

the tactical processes and execution

Financial

Marketing

Operational & 
Supply

Reservoir & 
Geology

Drilling

Strategic

Tactical

So, is IBP a 

Strategic or 

Tactical 

Process?

IBP
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IBP connects the higher level business plan with lower level execution 

 Top level plans set BU 

level goals

 Periodic high level 

management guidance 

 Each area has a view of the plan 

appropriate for its part of the 

business

 Resolve cross-functional issues 

and assess impacts on the plan

 Issues and opportunities 

flow up from the functions

 IBP forms the basis for the next budget cycle, and 

validates management input

IBP drives budget and summary level decisions down, while 

ensuring on-going integration with lower level plans. IBP is 

also the platform for performance management, issue 

resolution, and continuous improvement.

Business Plan, Budget, 

Management Input

Integrated Business Planning

Executional Planning

Marketing

Outlets

Rig

Scheduling &

Drilling

Land Mgmt
Frac

Planning

Construction

Planning

Base & 

Workover

Production

Supply Chain

Planning

Distribution

Planning

Forecast

Review

Operations

Review

Marketing

Review
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The idea is to manage the whole of the business, by managing the parts, then bring 

them together for cross-functional collaboration and issue resolution

Operations Review(s)
 Production Plan

 Key Resources (e.g. Rigs, 

Capital, Supply)

 Operational KPIs

 Could have multiple depending 

on your structure

Commercial and 

Infrastructure Review(s)
 Outlet plans and decisions

 Major projects

 Production vs. infrastructure 

capacity balance

 Volume contract and pricing 

decisions

 KPI review

Executive Review
 Asset or business unit level

 Decisions and communication 

at highest level

 Asset/business unit level KPIs

The specific IBP design would align with your budget, organizational, and data structures.  

Each meeting has a supporting numerical view of the plan most meaningful for them as 

well as supporting charts and/or scenario summaries to support decision making.

 2011 YTD 2012

Volume - MBOE Total Total Total Oct-11 Nov-11 Dec-11 Jan-12 Feb-12 Mar-12 Apr-12 May-12 Jun-12 Jul-12 Aug-12 Sep-12 Oct-12 Nov-12 Dec-12 Jan-13 Feb-13

WBU Total

Production Actual/LE - Gross

Production Actual/LE - Net

Production Actual/LE - Non-Op

Horizontal No. of Projects - Actual/LE

Vertical No. of Rigs - Actual/LE

Horizontal No. of Rigs - Actual/LE

Production Plan - Gross

Vertical No. of Projects - Plan

Vertical No. of Projects - Actual/LE

Horizontal No. of Projects - Plan

Production Plan - Net

Production Plan - Non-Op

Vertical No. of Rigs - Plan

Horizontal No. of Rigs - Plan

 2011 YTD 2012

Volume - MBOE Total Total Total Oct-11 Nov-11 Dec-11 Jan-12 Feb-12 Mar-12 Apr-12 May-12 Jun-12 Jul-12 Aug-12 Sep-12 Oct-12 Nov-12 Dec-12 Jan-13 Feb-13

WBU Total

Production Actual/LE - Gross

Production Actual/LE - Net

Production Actual/LE - Non-Op

Horizontal No. of Projects - Actual/LE

Vertical No. of Rigs - Actual/LE

Horizontal No. of Rigs - Actual/LE

Production Plan - Gross

Vertical No. of Projects - Plan

Vertical No. of Projects - Actual/LE

Horizontal No. of Projects - Plan

Production Plan - Net

Production Plan - Non-Op

Vertical No. of Rigs - Plan

Horizontal No. of Rigs - Plan

 2011 YTD 2012

Volume - MBOE Total Total Total Oct-11 Nov-11 Dec-11 Jan-12 Feb-12 Mar-12 Apr-12 May-12 Jun-12 Jul-12 Aug-12 Sep-12 Oct-12 Nov-12 Dec-12 Jan-13 Feb-13

WBU Total

Production Actual/LE - Gross

Production Actual/LE - Net

Production Actual/LE - Non-Op

Horizontal No. of Projects - Actual/LE

Vertical No. of Rigs - Actual/LE

Horizontal No. of Rigs - Actual/LE

Production Plan - Gross

Vertical No. of Projects - Plan

Vertical No. of Projects - Actual/LE

Horizontal No. of Projects - Plan

Production Plan - Net

Production Plan - Non-Op

Vertical No. of Rigs - Plan

Horizontal No. of Rigs - Plan
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Each component IBP meeting has 3 main parts

Linking leaders through IBP builds winning teams.

Finance Marketing

Drilling
Supply 

Chain

Geology & 

Eng

KPI Review of 

Recent 

Performance 
(30% of meeting, 

backward 

looking)

Discussion and Decision 

Making on Cross Functional 

Issues (40% of meeting, 3-24 mo 

forward looking)

Possible examples include:

 Rig addition opportunities

 Infrastructure constraints

 Material/service/land constraints

 Reallocation of resources across the field

Provide 

Inputs to 

Forecast/Bud

get Cycle
(30% of meeting 

forward looking)

Expl & Prod,

Operations
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 Yes – if you want to have a regular structured format to coordinate 

planning and make decisions

 Yes – if you want everyone to get the same message and get 

common agreement

 Yes – if you want to resolve business problems collaboratively to 

maximize the whole

 Yes – if you want to have a discussion about business performance 

with key team members in the room

 Yes – if you want to generate ideas, develop leaders, and make 

informed decisions while there’s still time to right the ship

 Yes – if  you want to eliminate many of the “informal” meetings 

and decisions that happen as a result of not doing this

Oh no! This sounds like more meetings, do we really need more of them?

The existing meeting structure should be reviewed and perhaps updated to integrate with an IBP design.
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It’s just not just about the meetings, the elements of IBP work together to 

create the foundation for continuous improvement

A series of monthly meetings are grounded in the part 
of the plan and business each are accountable for

IBP helps to align and distribute accountability 
throughout the organization

Asset 

Marketing

Operations

+

+

 2011 YTD 2012

Volume - MBOE Total Total Total Oct-11 Nov-11 Dec-11 Jan-12 Feb-12 Mar-12 Apr-12 May-12 Jun-12 Jul-12 Aug-12 Sep-12 Oct-12 Nov-12 Dec-12 Jan-13 Feb-13

WBU Total

Production Actual/LE - Gross

Production Actual/LE - Net

Production Actual/LE - Non-Op

Horizontal No. of Projects - Actual/LE

Vertical No. of Rigs - Actual/LE

Horizontal No. of Rigs - Actual/LE

Production Plan - Gross

Vertical No. of Projects - Plan

Vertical No. of Projects - Actual/LE

Horizontal No. of Projects - Plan

Production Plan - Net

Production Plan - Non-Op

Vertical No. of Rigs - Plan

Horizontal No. of Rigs - Plan

 2011 YTD 2012

Volume - MBOE Total Total Total Oct-11 Nov-11 Dec-11 Jan-12 Feb-12 Mar-12 Apr-12 May-12 Jun-12 Jul-12 Aug-12 Sep-12 Oct-12 Nov-12 Dec-12 Jan-13 Feb-13

WBU Total

Production Actual/LE - Gross

Production Actual/LE - Net

Production Actual/LE - Non-Op

Horizontal No. of Projects - Actual/LE

Vertical No. of Rigs - Actual/LE

Horizontal No. of Rigs - Actual/LE

Production Plan - Gross

Vertical No. of Projects - Plan

Vertical No. of Projects - Actual/LE

Horizontal No. of Projects - Plan

Production Plan - Net

Production Plan - Non-Op

Vertical No. of Rigs - Plan

Horizontal No. of Rigs - Plan

 2011 YTD 2012

Volume - MBOE Total Total Total Oct-11 Nov-11 Dec-11 Jan-12 Feb-12 Mar-12 Apr-12 May-12 Jun-12 Jul-12 Aug-12 Sep-12 Oct-12 Nov-12 Dec-12 Jan-13 Feb-13

WBU Total

Production Actual/LE - Gross

Production Actual/LE - Net

Production Actual/LE - Non-Op

Horizontal No. of Projects - Actual/LE

Vertical No. of Rigs - Actual/LE

Horizontal No. of Rigs - Actual/LE

Production Plan - Gross

Vertical No. of Projects - Plan

Vertical No. of Projects - Actual/LE

Horizontal No. of Projects - Plan

Production Plan - Net

Production Plan - Non-Op

Vertical No. of Rigs - Plan

Horizontal No. of Rigs - Plan

The plans and discussion build up to a 
consolidated operating and financial plan

 2011 YTD 2012

Volume - MBOE Total Total Total Oct-11 Nov-11 Dec-11 Jan-12 Feb-12 Mar-12 Apr-12 May-12 Jun-12 Jul-12 Aug-12 Sep-12 Oct-12 Nov-12 Dec-12 Jan-13 Feb-13

WBU Total

Production Actual/LE - Gross

Production Actual/LE - Net

Production Actual/LE - Non-Op

Horizontal No. of Projects - Actual/LE

Vertical No. of Rigs - Actual/LE

Horizontal No. of Rigs - Actual/LE

Production Plan - Gross

Vertical No. of Projects - Plan

Vertical No. of Projects - Actual/LE

Horizontal No. of Projects - Plan

Production Plan - Net

Production Plan - Non-Op

Vertical No. of Rigs - Plan

Horizontal No. of Rigs - Plan

Meetings and plans 

build upon each 

other showing more 

detail in prep 

meetings prior to 

the Asset Level 

meeting

Integrated View of 

Critical Planning Drivers

 Production

 Projects

 Well counts

 Rigs

 Capital

 LOE

Budget 

Breakdown

Organizational 

Structure and 

Accountability

Data Structure 

for Reporting

An evaluation of planning  processes, identifies 
opportunities for improvement

Participation 
& Communi-

cation

Continuous 
Improvement

Integrated 
Reporting 

Toolset

25%

IT Capability

5
0
%

Managemen
t System 

Integration

50%

Defined 
Roles

50%

Organizatio
nal 

Integration

0%

Effective 
Planning 
Horizon

30%

Recurring 
Planning 

Cycle
67% Financial 

Planning 
Integration

13%

Right Detail 
at Right 

Level
6
3
%

Gap 
Managemen

t

3%

Decision 
Making

25%

Strategy 
Integration

3
8
%

Escalation 
Process

0%

Scenario 
Modeling

38%

Meeting 
Efficiency

95%

Leverage 
Prior 

Learnings
42%

Leadership 
Developmen

t
8%

Proactive 
Managemen

t

75%

Results 
Management

17%

21%

Nexview Best 

Practice 

Performance 

Arrow
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Meeting Charter

Executive IBP

Meeting Charter  

Executive S&OP - Vincor 
 

Meeting Objectives:  The objectives of the Executive S&OP meeting is to address items that 

have been escalated from Pre-S&OP meetings.  We will have overall confirmation of the S&OP 

Plan at the Regional Level and Vincor Levels, review supply chain performance, make decisions, 

discuss issues and opportunities, and decide upon the corresponding action plans.  

 

Scope:  The scope shall encompass all regions within Vincor 

 

Frequency/Duration:  Monthly during the 3rd week of the month to be integrated with the CLT 

meeting, S&OP portion approximately 60 minutes. 

 

Time:  1-2 PM         

 

Location:  Boardroom 

 

Chairperson: CEO Vincor 

 

Attendees:  Canadian Leadership Team and the S&OP Leader, supported by others on an as 

needed basis 

 

CEO  CFO  SVP Wine Rack 

SVP English Canada Sales President Vincor Quebec SVP and GM RJ Spagnols 

SVP Marketing & Export SVP  Operations Supply Chain Director 

VP, Financial Planning & 

Analysis 

SVP International S&OP Leader 

SVP, HR EVP Gov’t Industry Rel.  

 

All attendees are accountable for coming fully prepared for the meeting(s).  Any attendee unable 

to attend will inform the chairperson in advance and send a stand-in who is fully conversant with 

the actions and issues pertinent to the attendee. 

 

Typical Agenda:  A specific agenda will be defined for each meeting, however, it will typically 

consist of the following items: 

 

 Review Action Log (due items) 

 Summary of market/industry/company issues 

 Overall confirmation of the S&OP plan at the Regional Level 

 Discuss exception items that could not be resolved in Pre-S&OP in accordance with the 

meeting specific agenda 

 Review KPI performance and determine/review actions to improve 

o Forecast Error (%) 

o Inventory Days on Hand (Days) 

o Inventory ($) 

o At Risk Inventory ($) 

o Finished Goods Written Off ($) 

Meeting Charter
Defines our meeting design

Objectives

Participants

Typical Agenda

Meeting 

Effectiveness
 Exception based

 IBP best practices

 Gap management

 Preparedness

 Decisions

 KPI Review

 Actions

Demand Plan
Month of August

 Prior Months Are Actuals (lbs-ai)

YTD Jul Aug-03 Sep-03 Oct-03 Nov-03 Dec-03 FY 03 Jan-04 Feb-04

Capture 2EC (lbs net or NA and kg/lt net for Int'l)

Last Year Actual

Budget

Demand Plan - Last 

MonthStatistical Forecast

Sales Input

Marketing Programs**

New Products/Samples**

Market Factors**

TOTAL DEMAND

Next Formulation

Last Year Actual

Budget

NEW

Integrated Business 

Plan
Reference plan used for 

exception analysis

Historical and 12-24 month 

forward look

Plan of record (i.e. “The Plan”)

Volume and $ versions

Executive IBP Plan

Date

Month of  >>> Oct-03  

  Previous Month's History

Oct-03 Nov-03 Dec-03 Jan-04 Feb-04 Mar-04

Demand Plan Deviation

1 Plan

Actual

 Plan

Actual

 Plan

Actual

 Plan

Actual

2 All Plan

Actual

 Plan

Actual

 Plan

Actual

 Plan

Actual

3 All Plan

Actual

 Plan

Actual

 Plan

Actual

 Plan

Actual

1 Consol. Plan

Actual

2 Consol. Plan

Actual

3 Consol. Plan

Actual

4 Plan

Actual

Pre-S&OP Meeting Management Report

Bifenthrin

Bifenthrin %

Target 

Actual

Zeta-Cypermethrin

 

Zeta-Cypermethrin

Carfentrazone

 

Base 

ActualUOM

%

%

%

%

%

 SPC

Carfentrazone %

 

%

%

 NA %

Break-

down

 LAN

 SPC

KPI

All

NA 

 NA %

%

%

%

SPC

LAN %

 LAN %

Formulation Production Plan Deviation

KPI Scorecard
KPIs in the right meeting at the right 

level, reviewed by the right people

KPIs focus on underlying levers to 

reduce variances, exception based

Baselines & targets

Each IBP component has a specific set of supporting tools

Demand Review Date

RGW RGW RW RW

Brand

Actuals / 

Consensus 

DEPL 

(Fiscal)

DEPL

Latest 

Estimate

DEPL

Variance 

to LE

DEPL 

VTLE TH

Change 

from LM

Actuals / 

Consensus

SHIP (Fiscal)

SHIP

Latest 

Estimate

SHIP 

Variance 

to LE 

(VTLE)

SHIP 

VTLE TH

Change 

from LM

Consensus 

SHIP

(18)

Variance to 

Last Month 

SHIP Fcst

(17) TH

Max 

Monthly

SHIP

Volatility

(3-6) TH

Icon Estates Total # $ # $ # $ % % % # $ # $ # $ % % % # $ % % % %

Columbia

Drylands

Estancia

Franciscan

Inniskillin

Jackson-Triggs

Kim Crawford

Mt. Veeder

Paso Creek

Robert Mondavi

Ruffino

Simi

Tintara

Wild Horse

GAPS TO FINANCE GAPS TO ITSELFExceptions Report
Analyzes Plan to automatically 

identify exceptions to plan

Variance analysis measures

Focuses discussion

Meeting : Integration Mtg

                               ACTION LOG - Integration Meeting Last Updated: Date

Today's Date: 16-Nov-08

Attendees: Project Core Team 

Distribution: Project Core Team

# Issue Action Comments Accountable Due Date Compl Date

1 Insert Issue Category Action oriented and specific Supporting items, help needed One Person Specific Date Completed

Action Log
Actions

Accountabilities

Dates

Decisions
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For the executive review, business unit level plans should be supplemented 

by scenario summaries for decision making

IBP Scenario Summary

Background
Our spud to spud performance improvement has created/is creating options for 

us:  Reduce our rig fleet to meet our capital budget, or increase production. 

Timeframe Recommendation Req’d by Jan 15 Action Required by Apr 1

Planning Drivers Rigs No. Wells Spud Production Capital

Scenarios and 

Impact

Budget New Budget New Budget New Budget New

 Reduce rigs 

all at once 
X Y X Y X Y X Y

 Reduce rigs –

ramp down
X Y X Y X Y X Y

 Drill more 

wells 
X Y X Y X Y X Y

Recommendation Insert

Impacts of 

Recommendation

 Rig contracts - insert

 Drilling & Completions - insert

 Land – insert

 Construction - insert

 Infrastructure & outlet planning – insert
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Our planning quantities* and discussion should be at a level that enables 

a bigger-picture discussion and view

The underlying detail must roll-up to the high level view, and when a high level 
change is made, it needs to cascade down to the detail.

Asset 

District/Region

Development 
Mgr/Foreman/Area

Battery/Gathering 
Facility/Rig

Well

This is more for near-term 

executional planning, not 

really IBP

Business and Regional 

View – good for final 

meeting

At the asset level, this might be good for 

the initial meetings in the IBP flow

The IBP reporting 

level should align 

with the P&L  and 

accountability 

structure

*Recall these are 

quantities such as:
 Production

 Capital

 No. of Wells

 Rigs

 LOE



20 ©Nexview Consulting, LLC

IBP can be done at both the Asset and Corporate Levels

Corporation

Asset 1 Asset 2 Asset 3

 Business priorities

 Financial consolidation

 Cross asset capital allocation

 Allocation of centralized functional 

personnel (e.g. drilling)

 Roll-up of Key Performance 

Indicators and plans

 Single asset scope

 Prepares the asset leader to participate 

at the corporate level 
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IBP reporting systems usually pull from several systems throughout the 

company and an architecture needs to be defined

Ability to relate data through a common well  rig/facility  sub-asset hierarchy 

is needed to relate the data on one report.

Forecast System

Actuals/Execution 

IT Systems

Financial Systems

Manual Spreadsheets 
(e.g. Capacity or 

Commitments)

Spreadsheet extract 

or direct data base 

connection?

Extract or direct data 

base connection?

Forecast must be timely and 

inputs (e.g. type curves) 

accurate

Reporting Tool - IBP Plan for One 
of the Component Meetings

Are all wells in here also in 

the forecast system? Likely will have to manage some of these  (e.g. 

Volume commitments, Processing capacities)

Sometimes revenue and 

volume actuals can be a 

month behind operational 

systems

Source systems 

could also 

populate as data 

warehouse first
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Roles need to be defined and supported 

Role Business Responsibilities Project Responsibilities

IBP Sponsor

Member of the executive team

 Ensures participation and decisions are made through 

IBP

 Drives and demands results

 Communicates the vision and provides 

executive guidance

 Allocates resources

IBP Leader

 Leads monthly process and provides continuity across 

IBP components

 Coaches component leads and sponsors

Manages agenda and coordinates executive IBP meeting

Often a planning leader

 Project manager and change leader at all 

levels

 Leads training and design efforts

 Interface definition & coordination

Component Meeting 

Sponsor

 Executive leader of a function

Owns the output and results of area performance

 Executive guidance for their IBP component

 Assists with peers as required

 Resourcing in their area

IBP Component Lead

 Up and coming executive leader

 Key role in their area

 Coordinates inputs and facilitates their IBP component

 Project Lead for their area

 Develops reports, KPIs

Team Member
 Supports IBP Component Lead in preparation, analysis, 

and resolving exceptions

 Supports Team Leads

 Could be IT support
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Nexview’s experience shows there are 8 key levers to focus on for IBP 

success 

Vision

Organizational 

Alignment

Sponsorship Design

Reports & Tools
Enabling 

Technology

Change 

Management

Results

Executive IBP

Operations 

Review 

Infrastructure 

Review

Marketing 

Review

Integration 

Meeting
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We recommend defining a set of maturity characteristics for your growth 

path

Lagging
(Not IBP)

• IBP components 

aligned with org 

structure and how the 

asset is managed

• IBP roles in place, 

meetings occur

• Planning horizon 

covers longest lead 

time items

• Summary/basic reports 

manually prepared, 

available centrally

• KPI  scorecard 

measured against 

targets

• Leadership owns

• Discussion balanced 

between review and 

forecast

• Plan updated to match 

frequency of changes 

in the business

• Exception focused 

and sub-process gap 

discussions not 

excessive in IBP

• IBP plans are the 

single plan of record

• IBP used as the 

process for making 

decisions

• IBP meetings confirm 

results of underlying 

planning and 

decisions are rolled 

down

• Data hierarchies 

consistent in source 

systems

• Cross functional 

scenarios presented 

in IBP for further 

analysis

• Plan updates cover 

constant rolling period

• IBP plan serves as the 

key input to next 

budget

• Gaps addressed in 

time to act

• IT automation enables 

focus on analysis

• Root causes on KPI 

variance

• KPI results improving

• IBP supports 

interactions with 

Corporate Sr. Mgmt

MATURING

LEADING

BASIC

• Scenarios analyzed 

beforehand and 

summarized in IBP 

meetings with financial 

implications

• Leaders collaborate 

within IBP process on 

best decision for the 

whole

• Broad understanding 

of decision 

limits/escalation 

process

• IT systems support 

scenario analysis and 

flexible hierarchy 

changes

• Planning horizon 

extended as needed

• Actions drive KPI 

performance

FUNCTIONAL

• Discussion of plans and 

operations is month to 

month – react to changes 

in the business

• Plan updated on an ad-

hoc basis, not well 

communicated

• Planning horizon shorter 

than lead times needed 

by operations and 

marketing

• Decisions made 

informally without 

quantitative impact on 

whole

0

1

 Mechanics

 Design and Best Practices

 IT Enablement

 Behaviors

 KPI Management & Results
2

3

4

Maturity Dimensions

We suggest a scorecard 
to measure progress
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Maturity stages can be tracked over time for continuous improvement

IBP Maturity Schedule

Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec

Plan 0 1 1 1 2 2 2 3 3 3 3 4

Actual 0 0 1 1 1 2 2 3

Plan 0 1 1 2 2 2 2 3 3 3 3 4

Actual 0 0 1 1 1 2 2 3

Plan 0 1 1 1 1 2 2 3 3 3 3 4

Actual 0 0 1 1 1 2 2 3

Plan 0 1 1 1 1 1 2 2 3 3 3 4

Actual 0 0 1 1 1 2 2 3

Plan 0 0 0 1 1 1 2 2 2 3 3 3

Actual 0 0 1 1 1 2 2 3

Plan Tot 0 4 4 6 7 8 10 13 14 15 15 19

Plan % 0% 21% 21% 32% 37% 42% 53% 68% 74% 79% 79% 100%

Actual Tot 0 0 5 5 5 10 10 15 0 0 0 0

Actual % 0% 0% 26% 26% 26% 53% 53% 79% 0% 0% 0% 0%

Portfolio Review

Demand Review

Supply Review

Pre-S&OP

Executive S&OP

Overall

LAGGING/
EXECUTION 

(Not IBP)

MATURING

LEADING

BASIC

FUNCTIONAL

0
1

2

3

4

Component 1

Component 2

Component 3

Component 4

Component 5
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Before jumping into an improvement project, it’s important to conduct an 

assessment

 Assessments serve four vital purposes by enabling the team to:

 Create a common understanding of the as-is

 Create a common vision of where to go and what the gap is

 Define the metrics to show results

 Invest stakeholders and generate momentum for change

If the assessment is skipped, you 

may lose momentum when a 

challenge arises in the project, or 

when the next “urgent” matter 

arises.

Key steps in an assessment include:

Interview stakeholders Assess as-is 

processes/capabilities relative to 

best practices and determine gaps

Particip
ation & 
Comm

uni-
cation

Continu
ous 

Improve
ment

Integrat
ed 

Reporti
ng 

Toolset 25%IT 
Capabil

ity

Manag
ement 

System 
Integrat

ion 50%

Defined 
Roles

50%

Organi
zationa

l 
Integrat

ion 0%

Effectiv
e 

Plannin
g 

Horizo
n

30%

Recurri
ng 

Plannin
g Cycle 67%

Financi
al 

Plannin
g 

Integrat
ion

13%

Right 
Detail 

at 
Right 
Level 6

3
%

Gap 
Manag
ement

3%

Decisio
n 

Making
25%

Strateg
y 

Integrat
ion 3

8
%

Escalat
ion 

Proces
s 0%

Scenari
o 

Modeli
ng 38%

Meetin
g 

Efficien
cy 95%

Levera
ge 

Prior 
Learnin

gs 42%

Leader
ship 

Develo
pment 8%

Proacti
ve 

Manag
ement

75%

Results 
Manage

ment
17%

21%

50%

Complete quantitative 

studies on potential 

improvement areas

Quantify improvement 

opportunities

Activities:

 Team mobilization

 IBP Best Practice training

 Define vision

 Design & Sub-process integration

 Integration with overall management 

system

 Develop IT approach

 Pilot

 Roll-out to business

 IT automation

 Coach & continuous improvement

 Maturity assessments

 Milestone Meetings (every 8 wks)

Aug Sep Oct Nov Dec Q3 Q1Q2 Q4Q1

Define scope and project
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While specific project timelines vary, we recommend an overall sequence 

that has shown to be successful 

Training Vision Design Pilot
Scale to 

Business
Improve

Activities:

 Team mobilization

 IBP Best Practice training

 Define vision

 Design & Sub-process integration

 Integration with overall management 

system

 Develop IT approach

 Pilot

 Roll-out to business

 IT automation

 Coach & continuous improvement

 Maturity assessments

 Milestone Meetings (every 8 wks)

Aug Sep Oct Nov Dec Q3 Q1Q2 Q4Q1
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Methods for Leading and Managing Change 

Coaching at all levels – “WIFM”

Celebrating wins, Root-causing missteps

No surprises

Communicating the Vision

Communication Plans

Stakeholder Analyses

Defined Roles & Responsibilities

Project Structure (e.g. Team Charters, 

Milestones, Project Plans)

Project Reviews

Results Management

IBP Meeting Effectiveness Reviews

Action Logs

Team Effectiveness Reviews

Change Implementation Schedule

Both tangible and intangible Change Management practices need to be 

tailored to the specific situation

 People are communicated to

 People are bought in

 People know what to do

 People got what they thought 

they were going to get

 People feel successful

 The “old way” disappears

 Results

 Sustainability

 Culture change

Desired Outcomes
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Tips and traps when implementing IBP include:

 Remember the 8 levers

 Conduct an assessment first and commit improvements to measurable results

 Plan for training and roll-out sessions

 Executive session during design phase, set expectations

 Wider communication meetings to those perhaps not directly involved

 Just in time training during the roll-out of the meetings

 Pilot the roll-out with a “friendly” business unit or area of the business, we want to show a quick wins 

and success up front

 Roll-out to other areas in a manner that matches your capacity to support (meetings, data 

preparation, training stakeholders)

 Start the Executive IBP meeting in month 2 or 3 of the rollout

 Don’t underestimate the data assembly/IT requirements

 Measure operational and financial results

 Projects need communication plans, project management, and change management 

 Get it 60-80% right, launch, and fix the rest as you go

 Each group takes about 3 cycles to be able to discuss the full scope of their business
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If you’d like some more information on IBP

See the website

Case studies

 Articles and blog postings

 Survey results

 Video on the 3 day training course

Join our group on LinkedIn

 Exchange ideas with like minded professionals

 Keep connected with IBP thought leadership

 Access to experienced IBP professionals for specific issues

Contact us 

 We are happy to answer questions and exchange ideas
info@nexviewconsulting.com

800.631.4842

2800 Post Oak Blvd, Su 4100

Houston, TX  77056

nexviewconsulting.com

mailto:info@nexviewconsulting.com

