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The Digital Oilfield: Ripe for Enterprise
Intelligence

Better insight means better decisions in the demanding
exploration and production business.

Uranium Enrichment Facility Rises Out of
New Mexico Desert

The remote mini-city will produce enough fuel to meet
10 percent of U.S. electricity needs.

Cleaning Up the UK’s Nuclear Industry
High risk, but high reward. Cleaning up the UK’s public
sector nuclear sites.

CSC Australia: Building a Culture of Sustainability
Environmental initiatives thrive at some of our largest
operations.

KR ON CSC.COM

LEARN how to liberate your team with
CSC Anywhere Desktop.

Visit

DISCOVER the possibilities in Cloud
Computing. Visit

EXPLORE our Financial Services

and
Chemical, Energy & Natural Resources
industries

WANT to make an impact without leaving
an impact? Visit
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In the past, discovery and analysis efforts could take three to six
months or longer — and the output was often inconsistent. In this
case, however, by mapping client business drivers and system
inventories to 15 key OASIS data elements, the CSC team
developed an overall solution that generates a “future-state”

road map, including Green IT reporting, in just one to three weeks.

Analysis of 20 pilot accounts shows a potential annual savings of
nearly $19 million. “There’s always an upfront cost to adopting

new technology, and OASIS factors that into the ROI calculations,”

says Arthur. “So, we talk the language of the business. We're

talking about money. We're not just talking about the technology.”

CSC is using OASIS globally across all vertical lines of business
and business units. “We developed OASIS for commercial
outsourcing, but it rapidly became noticed in our consulting
and public sector businesses, and now it's a consulting service
— in the North American Public Sector, it’s being used for
cost-cutting measures,” says Rollin.

B2B SOCIAL NETWORKING

WikonnecTs™

Business is about more than boardrooms and balance sheets
— it’s about people, increasingly connected everywhere, at all
times. A CSC team composed of Carolyn Emerson, Bob Evans,
Divya Khanna and Medha Sutaria researched the growing
phenomenon of social networking to determine how it could
be used for the business advantage of CSC’'s community of
1,200 insurance industry customers.

WikonnecT Team

The team’s goal was to create a solution ultimately named
WikonnecT — a solution that would shift the focus of interaction
from “bricks and mortar” and “organization to organization” to
“person to person” and “community to community.”

According to Evans, the team’s biggest challenge was the
timeline. “It was mid- to late-July by the time we really settled
in on the requirements that we wanted to meet, the platform we
wanted to use — and our event was coming up in September.
So, we had a very aggressive timeline to meet.” But by using
an open source framework and employing social networking
processes, the team was able to work quickly while maximizing
flexibility and cost efficiencies. In under six weeks, CSC launched
the first global business-to-business social networking site for the
insurance industry, providing a proactive environment for CSC
customers and employees to collaboratively solve business issues.

“Customer collaboration was key, especially as we developed
the site,” says Emerson. “That was the main focus of WikonnecT,
to give customers a place where they can have that collaborative
environment around the clock.”

While originally deployed for the insurance industry, WikonnecT
has grown to more than 7,600 users across 100 communities.
It can be used any time by anyone from CSC or our customer
organizations wishing to work together to solve a problem or
share experiences.

THERESA NOZICK is senior manager of editorial services for
CSC’s corporate office.
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by Rus Records

The petroleum industry is facing steep external challenges and an
explosion of digital information on the inside. Rising regulation,
taxation, operational complexity and competition, combined with
a growing boulder of company information, make it difficult
for employees to manage and understand data. But the Digital
Oilfield — a composite of people, processes and technologies — is
discovering ways to assist exploration and production (E&P)
companies across the globe.

This digital information is created by real-time data-gathering
systems, new modeling and simulation tools and collaborating
employees. Most E&P companies, big and small, struggle to
manage this increasing volume of data, coming from all domains
(finance, exploration, drilling, reservoir management and opera-
tions). Managing this information is critical, as it represents a
huge investment in talent and money.

Yet, in many companies, this “real” data is kept in spreadsheets
on an engineer’s laptop or on a “share drive,” where the data is
“shared” only if another engineer knows how to find it. Software
vendors have put forward specialized data viewers and data
extraction tools while using proprietary data models, further in-
creasing the complexity of the information management problem.

More than just a well

The well is the central business object in E&P. At its simplest,

a well is a hole drilled in the ground that takes oil, water and
gas to the surface, where it connects to processing systems, a
pipeline or a storage tank. But employees view the well differently
depending on their function in the company:

» A driller thinks of a well in terms of the hole’s geometry, rock
formations drilling fluids and equipment used to drill it.

* A reservoir engineer thinks in terms of the rock formations
penetrated and the productivity potential of the reservoirs
accessed.

» Production engineers think of a well as a mixed source of
various produced liquids and gases that must be optimized.

* Financial analysts see a well as a collection of money “buckets”
in which revenue is accumulated and costs are paid out.

These different points of view have engendered a variety of IT
systems to store information of relevance to different groups
of employees. Unfortunately, manpower and cost constraints
have reduced the workforce size, giving the remaining workers
wider and deeper responsibilities. They now need to access
data in all of these systems, at once.

While a first key step is getting clean information quickly to
organize into decision-making frameworks, there is now a wide-
spread need for shared financial, operational and technical infor-
mation and data across all the functions of drilling, exploration
and reservoir management. Field engineers are now expected
to consider the cost and revenue implications of their technical
decisions. To do this, they need to access information from a wide
range of back-end systems, including well histories, maintenance
records, budgets, actual costs and detailed wellbore (drilling)
and log information.

The future work environment must enable all of these capabilities,
creating a collaborative environment with effective data visual-
ization, search functionality, analytics, business intelligence and
data management, based on industry standard metadata.

The essence of the Digital Oilfield is managing the entire
E&P process, from exploring for petroleum to delivering it for
refining — in a manner that integrates all the operators, service
companies, logistics providers, software and technology
providers, and various governmental regulatory agencies.

Yet, today’s best-of-breed E&P, ERP and proprietary technical
and operational applications have created islands of technology
and data that inhibit information sharing — which is critical for
asset team collaboration. For a company to thrive in today’s
petroleum industry, it must take on the significant opportunities
and threats associated with the need to:

» Improve efficiency and capability to recover increasing volumes
of oil and gas while reducing operating and capital costs

* Anticipate and manage the big “crew change” as the current
workforce fast approaches retirement age

» |nstitutionalize knowledge and experience by capturing infor-
mation at the source into defined systems of record

* Operate in an environmentally responsible manner with due
regard for health and safety
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UNDERSTAND THE FINANCIAL IMPACT OF FIELD DECISIONS

Financial - Planning & Budgeting - Supply Chain - Human Capital Management - Procurement

OPTIMIZE WELL PRODUCTION
AND MAXIMIZE PROFITABILITY

Technical Systems

Financial Performance Management

Petroleum
Enterprise
Intelligence

OPTIMIZE THE EFFECTIVENESS
OF OPERATIONAL DECISIONS

Operational Systems

Drilling - Production - Geologic - Reservoir - Process Control - Workforce Management - Maintenance - Health, Safety, Environment

The petroleum industry’s core competency is the efficient
development and management of operational assets. It is crucial
that companies effectively manage the knowledge of their
enterprise and the insights provided.

Right information, right person, right time

CSC has addressed these issues by creating Petroleum Enterprise
Intelligence (PED), jointly with Oracle, to take a holistic approach
that provides key users across the Digital Oilfield with compre-
hensive and consistent views of information (see Figure 1). This
solution is built on the capabilities of CSC’s Enterprise Intelligence
offering, the Oracle Business Intelligence software suite (OBIEE
and Oracle Bl Applications), and the visualization and data
management tools provided by The Information Store.

CSC has integrated these components into an information
management product that, for the first time, integrates tech-
nical, operational and financial information in a highly intuitive
way. With CSC Petroleum Enterprise Intelligence, petro tech-
nical employees can make critical oilfield decisions quickly
and access the integrated information they need from a large
number of structured and unstructured data sources, including
technical information from E&P applications, operational infor-
mation from real-time oilfield systems and financial information
fromm ERP systems.

This approach features a portal-style view of a set of tabbed
pages that correlate to the business objects of most interest
to the petro technical managers and engineers. These tabs
enable users to access specialized viewers linked to the appro-
priate information.

The system presents an intuitive user interface based on those
business objects the user is most interested in: the well, the
field, the reservoir, and the user’s team collaboration activities

Figure 1

and projects. Some of these Web viewer applications display
various technical data in appropriate display formats, like maps,
tables, strip charts, line and bar charts, and dashboard gauge.

These applications include pre-built data schema that can be

loaded with federated data from the back-end systems, which
can be virtually any E&P vendor application, data warehouses,
or ERP applications like Oracle E-Business or SAP. In addition

to the pre-mapped metadata, the Bl Applications also include
embedded best practice calculations and metrics that simplify
the job of optimizing field financial performance.

By implementing CSC’s PEI, production groups can:

» Improve production/operations decision making with high-
quality and timely information

» Expedite information retrieval by making access less complex,
more accurate and customizable

» Enhance collaboration among technical, operational and
financial users by providing joint access to the commonly
used datasets

* Reduce costs and time to implement through the use of
standard tools and pre-built data schemas

» Provide for the Web 2.x generation of petroleum engineers —
visually intuitive and integrated across the enterprise.

RUS RECORDS is chief technology officer of CSC’s Chemical,
Energy & Natural Resources Group.

Read the entire white paper and learn more about CSC’s PEI solution
at www.csc.com/PElI.
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URANIUM ENRICHMENT FACILITY

RISES OUT OF

NEW MEXICO DESERT

by Rochelle L. Levy

From the start, the strong partnership between
CSC and Louisiana Energy Services, a wholly
owned subsidiary of URENCO, has been crucial
to the success of the United States’ first
uranium enrichment facility in 30 years.

~_ With both LES’ IT management team and our

e dership team working together as peers,
C e National Enrichment

/ Mexico desert remains

siness is hug
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“Based on the fact that it’s a greenfield (startup) site — that we’re literally building
out of the sand — the remoteness was a big challenge in terms of IT infrastructure,” THE “SOFT” FACTORS
says CSC account manager Rick Cassidy. “They’ve since run fiber optic cable all the
way around the site, from each of the adjoining closest communities. We now have
the network bandwidth that we need to be able to communicate on a global basis.”

Building a robust IT infrastructure

Because of the lack of mature infrastructure in the area — along with the dearth of
experience necessary to provide enterprise-level service expectations — LES turned to
CSC to provide a global level of services and support, resulting in a unified IT function.
CSC also continues to provide outsourcing, project and consulting work at URENCO
facilities in Germany, the Netherlands and the UK.

In Eunice, N.M., a CSC team with a broad set of capabilities is setting up, maintaining
and hosting the facility’s entire IT operational infrastructure — including all network,

desktop and application support, along with backup, recovery and data management.
The team also built and installed an SAP implementation to run purchasing, financing,
warehousing, plant maintenance and human resources.

URENCO and CSC have previously dealt with government compliance issues for the
European facilities. But adhering to the much more stringent U.S. standards was a real
challenge, with LES receiving a combined construction and operating license from
the Nuclear Regulatory Commission to begin operations while the facility is still under
construction. Uranium enrichment will begin at the end of 2009, with construction
continuing through 2015. An estimated 350 people — including a CSC IT team — will
work at the facility during this time.

“The work, for our people, is just incredible,” says Rob Ash, CSC managing director,
who's been involved with LES since discussions began in June 2006. “We have people
who have been on this project since there wasn’t a single wall up at the building site.
People have been able to see this grow from nothing to something that’s going to be
a pretty significant manufacturing facility.”

Planning for opening day

While a construction crew continues building a mini-city in New Mexico’s Lea County for
the project’s trailer-housed 1,200 team members — engineers, project managers, construc-
tion schedulers and others — the IT team focuses on ensuring a cohesive infrastructure.

“We need to make sure all of these pieces, whether people issues, construction issues,
IT or further infrastructure issues, come together at the right time,” says King, “so that we
can prove to our regulators and to LES and URENCO that we're ready to start operating
this plant in the way that it needs to be operated, which is high quality and high safety,
with a well-trained staff.” ©

ROCHELLE L. LEVY is a senior writer for CSC’s corporate office.
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Client: Magnox Electric Limited

Challenge: To meet government
standards and deadlines for decom-
missioning of nuclear sites, Magnox
Electric was required to separate into
two Site License Companies — each
with its own infrastructure and applica-
tions — in a timely and secure fashion,
with minimal downtime.

Solution: A separation plan co-devel-

oped with CSC, which migrated servers,

data and applications while keeping
services running smoothly. Magnox
Electric’s data center was moved into
a CSC data center.

Results: Higher bandwith, a 50 percent
reduction in costs and a 400 percent
increase in capacity.
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A huge task

A key element of the NDA's strategy is to introduce competition
into the UK civil nuclear industry, to stimulate improved perfor-
mance and bring in new ideas and experience. As a Site License
Company (SLC) to NDA, Magnox Electric Limited was required
to separate into two companies — Magnox North Limited and
Magnox South Limited — each assuming management of five
of the 10 sites previously managed by Magnox Electric.

The separation of Magnox Electric into the new SLCs entailed
massive changes at many levels — including organization, pro-
cesses, infrastructure and applications — that would affect all
of Magnox Electric’s activities and its 5,000 employees.

The NDA imposed a timeline for completion that Magnox Electric
had to meet without compromising safety or operations. Magnox
Electric took overall charge of the program, but needed a partner
to handle separation of the infrastructure and applications, and
who would be able to minimize downtime and meet the stringent
security requirements laid down by the Office for Civil Nuclear
Security (OCNS).

Given the sensitive nature of the industry, Magnox Electric could
not risk disruption to operations during the project. Regulations
governing the nuclear industry meant that safety, security and

data integrity could not be compromised, and that the resulting
infrastructures had to meet OCNS accreditation standards. And
in order to get paid, Magnox had to meet the NDA’s deadlines.

Magnox chose CSC to handle the infrastructure and applica-
tions separation, based on our experience of working in the
highly regulated nuclear industry and our record of meeting
security standards and deadlines. Magnox also required CSC to
interact with its in-house IT teams, and to carry out the program
of work within the overall framework of the organizational
separation program.

The CSC solution

Magnox Electric was already familiar with CSC’s in-depth
knowledge of its operations and our experienced personnel.
As a result of our long-term outsourcing relationship with
former parent company BNFL, we were already managing the
Magnox Electric infrastructure and most of its applications.
This existing working relationship enabled a fast startup, shaving
six months off project duration.

CSC and Magnox Electric first defined the project, worked
through the specification and carried out a detailed cost analysis,
ensuring that business issues were clearly understood and
translated into an appropriate technical implementation.

During the planning and design phase, CSC accommodated
many of the changes and additions requested by Magnox.
Our technical teams worked overtime as they migrated servers,
data and applications while keeping services running smoothly.

Security was paramount to this project. CSC ensured that data
integrity was maintained, and that the two separate networks
we created for Magnox North and South were kept secure.

A key element of the separation project was the creation of
a new CSC-managed data center for Magnox North, located
within an existing CSC data center. More than 50 new servers
were installed, and significant amounts of Magnox data was
encrypted, copied onto physical media and moved, meeting
strict OCNS guidelines for data handling.

Once separated, the two networks and the CSC infrastructure
had to be OCNS-accredited. As Magnox North was the first
SLC in the UK to be accredited under the new format, it had
to work with the OCNS to ensure that processes were in line
with OCNS guidelines.

Our consultants guided and collaborated with Magnox through
this crucial work stream. Governance was a key to the project’s
success. By tightly coupling our governance structures — aligning
project roles and responsibilities, project plans, risk and security
management — and by instituting joint steering groups and
jointly executing the project, we were effectively able to func-
tion as a unified project team. This ensured timely delivery
against each stage of the project plan, and efficient handling
of issues as they arose.

Tangible business results

The CSC solution has enabled Magnox North and Magnox
South to operate as separate entities, each with its own OCNS-
accredited network and CSC support infrastructure. The NDA
has thus been able to continue pursuing its competition schedule,
which involves putting SLC management contracts out to tender
by new parent companies.

The separation into Magnox North and Magnox South caused
little or no disruption for the 5,000 end users, even though
the project touched every aspect of the infrastructure. Critical
Magnox applications, such as the Fuel Monitoring System that
keeps track of the location of all fuel, were migrated with
minimum outage, ensuring that Magnox could continue with
business as usual.

Rather than building a data center from scratch, Magnox North
chose to locate it within a CSC data center, saving £200,000 in
setup costs, and reducing annual related costs by over 15 percent,
equivalent to £50,000 a year. By sharing CSC Internet connec-
tivity at the data center, Magnox North is benefiting from higher
bandwidth and cost reductions of 50 percent. A new remote
access system has grown capacity by 400 percent — without
increasing costs.

PHIL A. MULDOON is program manager for CSC’s Civil Nuclear
Account in the UK.
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THE GREEN CORNER

As a global company, we take the impact
our 92,000 employees have on the envi-
ronment seriously. While some skeptics
view “Going Green” campaigns as a passing
trend, we're firm believers in finding ways
to reduce our environmental footprint.

Our GreenWay program launched earlier
this year and encompasses all of the sus-
tainability efforts taking place throughout
our global operations. While there is a
great deal of work ahead to make CSC a
Greener company, the program has been
well-received in countries like Australia,
where cutting-edge efforts to reduce
the carbon footprint of more than 3,000
CSC employees have been underway
since 2007. In fact, the Australian team
has been a great support for developing
our global program.

Green vision

In Australia, efforts are underway to meet
a vision of reducing our CO2-equivalent
(CO2-e) emissions by 25 percent from
2007 levels by 2010. In just over a year,
CSC Australia is well-positioned to meet
this goal, after becoming one of the few
IT outsourcing organizations in Australia
to have been awarded an I1SO14001 certifi-
cation in 2008.

The accreditation required assessing all
our activities and processes that have an
impact on the environment and ensuring
appropriate controls are in place to reduce
or eliminate these impacts. In addition,

32 CSC WORLD | JULY 2009

CSC AUSTRALIA

BUILDING A CULTURE OF SUSTAINABILITY

restrictions on business travel and expand-
ing use of video conferencing dropped
associated COz-e emissions by around 17
percent last year.

At data centers in Australia, we investi-
gated energy savings from virtualization
and consolidation opportunities, powered
off and removed all redundant equipment.
And, at one center, we installed rainwater
tanks to supplement air conditioning
chiller water. But challenges continue as
we strive to satisfy society’s demands for
reduced emissions, while also meeting the
needs of clients in our growing business.

“Determining the right measure for data
center energy improvements is one of the
biggest challenges facing the IT industry,”
says Anthony Ogilvie, environmental
sustainability lead for CSC Australia. “We
are working on the right measure for us in
a collaborative manner with our internal
business units and, as importantly, with
our clients.”

Work on the ground

None of these efforts would be possible
without our dedicated employees in
Australia who participate in online Ideation
and training events to develop our cor-
porate Green IT point of view and speak
as subject matter experts at events for IT
customers and groups across the country.

At our Australian facilities, CO2 emissions
are lowered by setting bathroom lights on
10-minute timers at offices where natural
light is available, installing meeting room
motion sensors and reprogramming
lighting schedules on local Building
Management Systems to reduce energy
consumption.

Additionally, we conserve resources at
our sites through reprogrammed filtered
water units to reduce the amount of
energy used for heating and cooling.
We've also installed eco-friendly kitchens

by Candace Labelle

and bathrooms, which save the water
equivalent of two million cups of coffee
per year, and low-flow faucets that reduce
flow on average from 17 liters to 1.7 liters
per minute.

By installing low-voltage lights in foyers
and meeting rooms, we're saving 796
kWh per year — the energy equivalent

to doing over 3,000 loads of laundry.
And the Nortel IP Telephony system was
installed at our Melbourne sites after
substantial CO» savings were achieved
at five other sites. We predict we’ll save
106 tons of CO2 over five years from our
Melbourne installation alone.

“CSC has made a long-term commitment
to the environment in which we believe
our actions need to speak louder than our
words,” says Wayne Banks, vice president
of Finance & Administration in Australia.
“The GreenWay committee has worked
hard to be noticed by the rest of CSC
globally with the message that the envi-
ronment and sustainability is not just a
part of one department’s remit — it’s the
responsibility of each of us.” ©
CANDACE LABELLE is program director
for CSC GreenWay.

LOOKING AHEAD
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About CSC
The mission of CSC is to be a global leader in providing technology enabled
business solutions and services.

With the broadest range of capabilities, CSC offers clients the solutions they
need to manage complexity, focus on core businesses, collaborate with partners
and clients, and improve operations.

CSC makes a special point of understanding its clients and provides experts
with real-world experience to work with them. CSC is vendor-independent,
delivering solutions that best meet each client’s unique requirements.

For more than 50 years, clients in industries and governments worldwide have
trusted CSC with their business process and information systems outsourcing,
systems integration and consulting needs.

The company trades on the New York Stock Exchange under the symbol “CSC.”
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