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2012 MEDIA GUIDE

Relationships start somewhere. Word-of-mouth referrals from a trusted colleague are best, yet introductions often occur within other business settings. When 
E&P readers engage with the publication or one of its online derivatives, they are thinking about their business.

Why? Because for more than 85 years, E&P and its predecessor publications have cultivated a global reputation for delivering pertinent, timely information
about oil & gas technologies and business practices. With a focus on exploration, drilling, and production technology and management, E&P provides 
critical information, the relevant, real-world content that energy industry professionals use to meet their goals.

There is no better, more credible environment for your company to “meet” new prospects with its advertising messages.

What makes E&P your best choice?
Experienced editorial team – Experienced E&P editors bring diverse, informed perspectives to their tasks. These are disciplinary specialists, professional
journalists, backed by a well-trained, seasoned support staff.  Together they gather, analyze and produce useful information appropriate to the channel,
whether it’s the monthly print magazine, the weekly e-newsletter, the web site or a topical supplement. Our team of editors, designers, IT professionals, 
production and circulation managers and others has been recognized with more than a dozen major awards over the past 9 years.

In-depth information – E&P reports on operator solutions, exploration activity, drilling and completion technologies, production enhancement techniques
and unconventional resources, on land and offshore, in every edition, enhanced by topical cover stories and focused regional reports.  

Unmatched reach – Every information channel has its own unique audience, but E&P is distinguished by the quality of its readers and viewers. For instance,
although others have larger circulations outside North America, Hart Energy distributes more print copies inside the national oil companies than any other
industry publication.

Because every company, 
even yours, benefits from 

new customer relationships.

For the most accurate and up-to-
date information visit us online at:

Why advertise 
in E&P magazine 

and EPmag.com?



33,504 64.9% North America
5,430 10.5% Asia
5,649 10.9% Europe
2,090 4.0% Africa
2,315 4.5% Middle East
1,750 3.4% South America

832 1.6% Asia Pacific
121 0.2% Caribbean

51,648 Total Subscribers

* BPA Statement – June 2011
** Signet Ad Study of E&P Subscribers, May 2011

*** Signet Ad Study of E&P Subscribers, February 2011

51,648 Total Subscribers*

33%
30-59 minutes

23%
Less 

than 30 
minutes

28%
1 - 2 

hours

11%
2 - 3 

hours

5%
3 hours
or more

70 minutes
Average time spent reading E&P **

CIRCULATION

12,497 24.2% Major Integrated Oil and Gas

19,895 38.5% Independent Oil and Gas Producer

3,601 7.0% National/State Oil Company

35,993 69.7% Operators

5,660 10.9% Consultants or Consulting Firms

3,770 7.3% Drilling and Main Contractors

12,149 4.2% Integrated Service Companies

2,849 5.5% Service Companies

1227 2.4% Educational Institutions, Government Agencies

51,648 Total Qualified Circulation*

Industry Business Classifications E&P subscribers are influential.
E&P subscribers involved in recommending, specifying, approving, or
purchasing any of the following products or services: ***

Exploration, seismic equipment services 55%

Drilling contractor services 37%

Formation evaluation services/well logging 60%

Well completion services/cementing equipment & services 41%

Surface production equipment & services 38%

Downhole production equipment services 37%

Computer software 42%

Consulting engineering services 33%

Involved in one or more 97%

Job 
Function*

40%
Engineering and 

Production

33%
Executive

Management
25%

Exploration-Related
Functions

2%
Other

Functions

69.7%
Operators*

38.5%
Independent Oil 

and Gas Producer

24.2%
Major Integrated

Oil and Gas

7.0%
National/
State Oil 

Company

Time spent
reading 
E&P



2012 EDITORIAL CALENDAR

January
Ad Closing: Dec. 9, 2011

Materials Due: Dec. 14, 2011

March
Ad Closing: Feb. 10, 2012

Materials Due: Feb. 17, 2012

April
Ad Closing: Mar. 9, 2012

Materials Due: Mar. 16, 2012

May 
Ad Closing: April 12, 2012

Materials Due: April 18, 2012

June
Ad Closing: May 11, 2012

Materials Due: May 18, 2012

February
Ad Closing: Jan. 13, 2012

Materials Due: Jan. 18, 2012

OPERATOR
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Cost & Risk 
Management
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COMPLETIONS

PRODUCTION
ENHANCEMENT
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IADC World 
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Resource

Development

Advances in Processing
& Interpretation

Logging & Formation
EvaluationMarine SeismicFrontier Exploration4-D SeismicReservoir 

Characterization

High Pressure/
High Temperature Directional DrillingDeepwater Rig 

AdvancesLand Rig AdvancesDrill Bit Technology

UNCONVENTIONAL Permian Basin Mississippi LimeInternational ShalesHaynesvilleCanada ShalesBakken

OFFSHORE Floating Production Advances in 
Mooring SystemsRiser TechnologyService & Supply 

VesselsDeepwater AdvancesSubsea Technology

IN EVERY ISSUE

REGIONAL
REPORT China South America

Gulf of Mexico 
Technology & 

Regulatory Update
IndiaWest AfricaMiddle East

COVER STORY Technology Transfer Downhole Systems
& Tools

Deepwater
Challenges/SolutionsRisk OwnershipDrilling

Advances/RecordsEmerging Plays

Surface Systems
and Solutions

Testing/Production
Management

Sand/Water 
ManagementSubsea TechnologyArtificial Lift

Fluids
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July
Ad Closing: June 12, 2012

Materials Due: June 20, 2012

September
Ad Closing: Aug. 14, 2012

Materials Due: Aug. 17, 2012

October
Ad Closing: Sept. 10, 2012

Materials Due: Sept. 19, 2012

November
Ad Closing: Oct. 12, 2012

Materials Due: Oct. 16, 2012

December
Ad Closing: Nov. 9, 2012

Materials Due: Nov. 12, 2012

August
Ad Closing: July 13, 2012

Materials Due: July 18, 2012

Cost & Risk 
Management
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SEG

Adipec

IADC

PETEX
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Arctic Technology
Conference
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ManagementOperating EfficiencyEnvironmental
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Improvement
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Looking for ways to expand your brand message?
Reach 35,000+ viewers of E&P magazine online in a more timely manner by adding digital elements to your
campaign that spark interaction and reinforce brand awareness.

Already advertising in E&P magazine? Extend your print campaign with measured deliverables. See how many
times your message is viewed or clicked and, through our lead generation campaigns, get the names of those
interested in doing business with your company. Ask us how to maximize your brand message in 2012 with our
digital products!

Digital Display Ads
Strengthen your brand by placing your digital display ad with
EPmag.com. It's the publication’s online community — and it
reaches more operators than any of its competitors.

Digital display ads link directly to your website, increasing traf-
fic to your site and enabling readers to take action with a click
of their mouse. Ads can be animated, so you are no longer re-
stricted to static images! 

Available positions include:
1. Expandable ads 990w x 40h px (closed) 160h px (opened).

Investment: $4,500 per month (frequency discounts apply)
2. Medium rectangle ads 300w x 250h px. 

Investment: $4,000 per month (frequency discounts apply)

E&P Buzz e-Newsletter
Each week, the E&P Buzz reaches a
global audience and draws qualified
prospects to EPmag.com with relevant,
compelling content. Coverage includes
exploration, drilling, production and off-
shore insights from the oil and gas in-
dustry's leading editorial team.

Specs: 145w x 145h px — or 145w x
290h px (for an additional investment)
Investment: $2,500 net per week 
(frequency discounts apply)

Monthly Unconventional e-Newsletter 
NEW FOR 2012! This monthly e-newsletter focuses
exclusively on one unconventional resource 
play each month, including updates on rig 
counts within the play. Plays to be featured in 
2012 include the Utica, Marcellus, Eagle Ford, 
Niobrara, Permian and more. Content for each
edition is developed by our award-winning team
of editors, based on top-performing articles from 
UGCenter.com.

Specs: 145w x 145h px — or 145w x 290h px 
(for an additional investment)
Investment: $2,500 net per month

Contextual Ads  
NEW FOR 2012! Contextual advertising units are triggered, keyword-
specific ads delivered as hyperlinks within an article or generated search
results. These keywords are served up alongside the latest news and 
information delivered by EPmag.com. As an advertiser, you select key-
words relevant to your business. Each time these keywords are displayed,
either within search results or within an actual article link, they appear as
blue hyperlinks. When a member of our online community interacts 
with one of these hyperlinks, a contextual ad displays. Each user then
has options to interact with the advertising in different ways:

• 3 “sponsored” article links (for which you specify link structure)
• A banner ad across the entire top position 
• Detailed contact information along with links

35,000 unique visits per month
48,000 total visits per month

90,000 total page views per month

68% 
E&P companies

7% 
National 
and State 

oil companies

5% 
Pipeline, refining 

or gas processing
companies

4% 
Governmental agencies/

legal/policy, financial
services/banking, etc.

16% 
Service 

and Supply 
companies

EPmag.com Subscribers



Webcasts 
Traditional Webcast: Promoted through channels such as e-newsletters, websites, e-blasts and
more. Hart Energy can provide an editorial moderator. Traditional webcasts are an effective
means to create thought leadership and generate valuable leads. 
Investment: ≈ $12,000 to $15,000 net

Trade Show Webcast: Hart Energy produces industry events throughout the year, including our
successful DUG™ conference series. Trade show webcasts take place at the event. As an adver-
tiser, reach a captive, in-person audience as well as viewers around the world.
Investment: ≈ $25,000 to $30,000 net

Petroleum Club Breakfast/Lunch Event: Similar to the trade show broadcast, this webcast will be
co-branded and promoted extensively via Hart Energy media channels. This increases atten-
dance for the live, in-person event, and reaches others in their offices around the globe. Addi-
tionally, we have the ability to host these broadcasts in most cities in the U.S. 
Investment: ≈ $35,000 to $50,000 net

Cost variables for trade show webcasts and Petroleum Club events include audience size and whether the event is live-streamed
or promoted as an archive.

Weekend Careers Roadblock  
Is your company seeking new employees from E&P, service and supply companies or other
areas to fill open positions within your organization? Use Hart Energy's weekend roadblock
ads to reach our online community when they are actively searching — over the weekend!
Investment: $4,500 net per site per month

iPad/iPhone App  
NEW FOR 2012! Get E&P magazine on your iPhone or iPad! In addition to the print magazine
content, this application features iPad/iPhone-exclusive material such as extra editorial,

videos and more. Since print ads will not automati-
cally appear in this application, take advantage of
additional visibility on this growing medium via dig-
ital advertising!
Specs: iPhone 356w x 480h px, iPad 1024w x 768h px
Investment: $2,900 net per month (minimum three
consecutive months)

This app is complimentary to the E&P community and will be pro-

moted extensively across several channels in 2012. Analytics for your

ads also will be provided as a complimentary service. Need cre-

ative assistance? Hart Energy can help. Contact us for details.

White Papers  
White papers offer a great
opportunity to showcase
thought leadership and
provide an effective lead-
generation tool. Whether
you have an existing
white paper or need as-
sistance, E&P magazine
can help producing one
and promote your white
paper to our online com-
munity. As part of your
white paper promotion,
you will receive promo-
tional support across all E&P products, including (but not limited to)
EPmag.com and our e-newsletter products.

NEW FOR 2012! Custom search promotion – each time a member of
our community searches for a relevant topic or when specific keywords
populate, a text promotion will appear above that article.



Hart Energy works with you to create comprehensive, authoritative reports on new technology, historic field
developments, or timely business issues — whatever helps you reach your target prospects within the E&P
and Oil and Gas Investor audience:  50,000+ industry professionals across 143 countries. Draw upon expert
editorial analysis from the editors of E&P to add relevant context for your specific marketing or investor 
communications initiatives.

Field Development Reports
Documenting historic projects, commissioned by the field’s operators, and supported by all parties involved,
Field Development Reports provide an effective means to inform a broad audience, from industry experts to
government officials, about the accomplishments and capabilities each team member contributed. Often
these reports serve as special commemorative publications for significant milestone events.

Exclusive Single-Sponsor Supplements
Leverage the impact of in-depth editorial reporting to position your company as a thought leader in its discipline or to reinforce its role as an industry leader. 
Exclusive supplements can provide persuasive, cost-effective collateral material to support your marketing programs.  

Multi-Sponsor Special Reports
These publications allow companies and their venture partners to get prime exposure to the energy industry and investment community while distributing the cost
of the project. Special Reports offer an effective way to position new technologies and expertise with your target audience.

E&P Daily News
Respected industry conferences (like SEG and EAGE) and exhibitions rely on the E&P team to produce daily newspapers at their events. Distributed to attendees,
through targeted mailings and via email, “show dailies” offer excellent opportunities to showcase your company and its technology at the right time and in the right
place. Direct event attendees to your exhibit – or simply use effective, on-site and online channels to reach these specialized audiences.

UNCONVENTIONAL
PLAYBOOK SERIES

SUPPLEMENTS

E&P 
DAILY NEWS

By Rebecca Torrellas, Managing Editor, E&P

A
tendees who visited for SEG’s last 

conference

just a fe
w months ago may be thinking this is

just another trip. Not exactly.

The goal was to create equipment that could

operate at te
mperatures above 302˚F (150˚C) and

pressures exceeding 30,000 lb (207 MPa). In addi-

tion, the equipment can acquire accurate data at

400ft (122m) per second—double the acquisition

rate of its p
redecessor. This system is id

eal for

brownfield redevelopment, hostile environments

and ultra-deep water.

This system can transmit LWD data both

electromagnetically and with traditional mud

pulse—something not seen elsewhere today.

Data ca
n even be collected when drilling mag-

netic tra
nsmission works even when the mud is

not circu
lating, which allows for significant rig-

time savings in that pertinent mechanical and

positioning information can be transmitted dur-

ing pipe connections. All data tra
nsmitted in real

time are also stored in Data can even be col-

lected when drilling magonboard memory for

retrieval back at the surface. 

Get closer to the wellbore 

The new LWD system has made it possible for oper-

ators to tap previously unreachable resources. One

Middle Eastern client experienced this first hand.

The client wanted short-rad
ius wells that would

enter the target formation much closer to the verti-

cal wellbore; they also counted on short-rad
ius tech-

nology to help avoid problem formations. Using the

new system, the operator was able to produce addi-

tional reserves, increase ultimate recoveries, drill

what was considered “undrillable” and extend the

OTC Brasil 2011 Conference & Exhibition

BRASIL   PREVIEW

DAILYNEWS

A time to work and play

The SEG Conference will be packed with attendees, exhibits and technical information.

See Work continued on page 7  >>

By Rebecca Torrellas, Managing Editor, E&P

Two years ag
o the beautiful beaches of Miami,

Fla., brought more than 1,400 attendees to

IADC. About the same number is expected this

year as 
IADC returns to Florida but in a now

setting familiar t
o SEG: Disney World, home to

the Magic Kingdom, Epcot Center, Animal

Kingdom, Hollywood Studios, Universal Studios,

Sea World and numerous other tourist at
trac-

tions. 
• Last November, 

• SPE had its ATCE conference 

• in Anaheim, Calif., w
here 

Disney Land is lo
cated. According to SPE,

attendees are more likely to bring spouses and

children to conferences in a tourist-destination

city such as Orlando, with its great entertainment

options and access to beautiful beaches. 

IADC had record-setting attendance of 2,100

in 2007 at it
s conference in Amsterdam, The

Netherlands, where the conference is held every

other year. With more than 90 exhibitors signed

New System

Features 

Expanded

Capabilities

Service package is specifically designed for

oil and gas fields.

See Work continued on page 7  >>
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 CONFERENCES
Insiders’ Perspectives on the Industry
When you examine and compare conference venues, one thing becomes crystal clear: No one understands the oil and gas industry like Hart Energy. Year after year,
the quality presentations, the executives who speak, and the high-level audience on-hand to listen, set Hart Energy conferences apart from the rest.

Quality is evident in Hart Energy’s successful DUG™ conferences. Entering its 7th year, DUG™ events continue to break their own attendance records. In 2011, Hart 
Energy events had almost 14,000 registered attendees. That’s positive testimony to both the growing significance of shale gas/shale oil plays in the U.S. and to the 
Hart Energy conferences team’s ability to deliver high-quality experiences.

Sponsorship and Exhibit Opportunities
There is no better way to extend your brand, meet new prospects and cultivate customer relationships than doing it face-to-face. Hart Energy conferences’ sponsors
and exhibitors tell us they prefer our events over all others. Shouldn’t you find out what these events can do for your company?

Pittsburgh, PA | March 19-21, 2012
David L. Lawrence Convention Center

marcellusmidstream.com

3rd Annual Marcellus Midstream 
Conference & Exhibition

Dallas, TX
September 5-6, 2012

The Ritz Carlton
adstrategiesconference.com

11th Annual 
A&D Strategies and 

Opportunities Conference

Houston, TX
June 6-7, 2012

Omni Houston Hotel
energycapitalweek.com

5th Annual 
Energy Capital 

Conference & Exhibition

Pittsburgh, PA | Nov.13-15, 2012
David L. Lawrence 
Convention Center

dugeast.com

4th Annual DUG™ East
Conference & Exhibition

San Antonio, TX | Oct. 14-16, 2012
Henry B. Gonzalez 
Convention Center
dugeagleford.com

3rd Annual DUG™ Eagle Ford
Conference & Exhibition

Fort Worth, TX
April 23-25, 2012

Fort Worth Convention Center
dugconference.com

7th Annual DUG™ 
Conference & Exhibition

Denver, CO
May 14-16, 2012

Colorado Convention Center
hartduo.com

3rd Annual DUO™ 
Conference & Exhibition

From the producers of the DUG™ conference series

Calgary, AB | June 18-20, 2012
The Calgary TELUS

Convention Centerr
dugcanada.com

1st Annual DUG™ Canada
Conference & Exhibition



DIRECT MARKETING
Reach the Right Decision-Makers
When you need to launch new products, find new customers, promote an event, or drive
traffic to your web site or trade show booth, reaching the right decision-makers is 
critical to your success. You can depend on pre-qualified lists from a trusted, respected
source – Hart Energy and E&P magazine.

The E&P subscribers list holds the names and postal and/or email addresses for 
executives, managers and engineers throughout the petroleum industry. These are 
important decision-makers inside virtually all the state-owned National Oil Companies
(NOCs), the International Operating Companies (IOCs), the independent operators —
and the service companies, too.

The cumulative Hart Energy database is even larger, offering a vast resource that 
covers the entire industry, from upstream to midstream to downstream operations –
worldwide.

Support Any Direct-Marketing Initiative
Look to Hart Energy’s direct marketing capabilities when you seek to:

• Make major company announcements
• Enter new markets
• Launch new products or services
• Generate new sales leads

• Promote your trade show participation
• Understand business needs via research
• Attract attendees to your own events
• Drive traffic to your web site

Co-branded E-Mail Campaigns – Targeting Made Simple
Get you organization’s name, brand and solution messages noticed – and opened – by
leveraging the equity in the E&P brand. You provide the content and the E&P team will
produce and deliver the co-branded email.

• Reach 8,000 subscribers who best match your target
• $3,500 flat-rate per e-blast
• Daily exclusivity

Everything Else You Expect and Need
You can tailor each list to the geographic and demographic variables best suited to
your message. All transmissions are completed by Hart Energy and include multi-part
HTML/text, A/B splits, and basic campaign reports for two tests.

Database Opportunities

POSTAL
E&P 41,800 names

$200/M

Oil and gas 106,365 names
executives/managers $200/M

Oil and gas engineers 38,160 names
$200/M

E-MAIL
E&P 27,530 names

$445/M

Oil and gas 55,540 names
executives/managers $445/M

Oil and gas engineers 24,499 names
$445/M

Selections

State/City $10/M Business $10/M

Title $10/M Country $10/M

Additional services

Personalization $10/M Pass-along $50/M

Link tracking $25/M HTML design $150/M

Text-only design $100/M

(M = 1,000)



DIRECT MARKETING REPRINTS & RESEARCH

Advertising Research Services
For maximum geographic market detail, E&P offers readership
studies four times each year — in February, May, September and
November — to gauge reader response to your advertising.   

This research:
• Measures extent of ad exposure

• Provides qualitative feedback from readers — impressions 
of the ad, your company and other verbatim comments

• Provides quantitative comparison with other ads in the 
same issue.

• Allows you to test the impact of different ads.

Studies are conducted. These unbiased, third-party studies pro-
vide candid and spontaneous evaluations of your advertisement.
Studies tell you what the industry thinks about your ad, your prod-
ucts, your company, and even your competition. You can rely on
this analysis to refine your marketing messages to produce more
leads and sales.

Readership Research Studies are a valuable FREE service
to our advertisers.

Reprints and Copyright Licenses
Turn good press into effective marketing pieces with E&P reprints! Whether your company was featured in an 
article or one of your colleagues contributed as a guest writer, you may purchase reprints or licensed PDF files for
your own use.  

The pages of E&P provide exceptional exposure to oil and gas industry professionals who rely on E&P for relevant
content.  Get maximum leverage from your company’s appearance in the magazine by distributing reprints
(printed or digital) to your own prospect list.

E&P custom reprints reproduce the published article and complement its presentation with E&P cover artwork,
your own advertising and other options. Traditional paper reprints usually require 10 days’ production time; 
licensed, screen-resolution PDF files suitable for email and web site posting are typically delivered within two busi-
ness days.

Color displaysThe importance of data presentations cannot be over-

stated. Two issues should be raised: why inversions, and

why such strange color combinations? Inversion displays

are always preferable to reflectivity presentations, which

today remain the dominant format. A single key advan-

tage favors inversion, especially for carbonate reservoir

regimes. In many instances, hydrocarbon-filled porosity

is signaled by an interval velocity drop. This can usually

be identified with ease for most reservoirs, consolidated

or unconsolidated, carbonate, clastic, or even unconven-

tional. Also, HPR inversion is a “composite” dis-
play. It is a blending of a simple trace integration

and a coarse interval velocity model developed
from very detailed moveout velocity information.

No information from well logs is used in produc-

ing these displays. Hence, these inversion dis-
plays treat hydrocarbon indications in both high

and low acoustic impedance circumstances with-

out bias. With an effective use of highly contrast-

ing colors, visual dynamic range is extended
significantly, 20-fold or more for conventional
black and white presentations, and fivefold or
more as compared to typical color data displays.

Such displays look more like geology.  The Austin Chalk and Eagle Ford
In the 1980s, the Austin Chalk was a common
exploration play over a fairly large swath of
Texas. Production from this objective was typi-
cally quite prolific but short-lived, often deplet-
ing in just a few months but producing good
economic returns nevertheless. Horizontal
drilling technology was evolving and growing in its use

and sophistication. Wavelet processing with dense, high-resolution velocity

work indicated three Chalk members. The lower member

has the highest velocities, and the middle member has

the lowest values. The velocity drops in each member

could be readily recognized individually. Velocity drops

in the high velocity and very consistent Buda could also

be noted. Using information like this, dozens of Austin

Chalk wells were successfully drilled with vastly improved

economics as the vertical position within the section and

lateral extent of the porosity developments were visible

and known in advance. Holographic imaging and inversion was performed in

2011. As before, velocity variations within the Chalk are

visible. The Buda, Del Rio, and Georgetown below also

are readily recognized. It’s important to note that syn-

thetic seismograms cannot be used to make effective ties

because of their restricted frequency content and inabil-

ity to track the imaged detail.In these images, the Austin Chalk is quite different

and shows what appear to be several cycles of reefing.

Two separate reefs are positioned on a discernible slope

change on the Eagle Ford. Chalk velocities are at about

6,710 m/sec (22,000 ft/sec) in the lower members but

only 4,730 m/sec (15,500 ft/sec) in the upper cycles,

which possibly may be detrital material. These are still

significantly above the velocities characteristic of the

shales at this depth. 

The two reefs are related by an atoll feature with a

very distinct geometry. Such an environment can

explain the cycles of possible detrital material seen

above the harder Chalk. Within the body of the reef

itself, velocities as low as 5,185 m/sec (17,000 ft/sec)

can be seen.
A standard seismic data presentation of the parent

data does not readily identify the reefs – a composite

inversion is required. The two reefs would certainly not

be readily identified even in the conventional presenta-

tion of the HPR data. Another view of the same composite inversion cube

focuses on the Eagle Ford formation. The trends can be

mapped and are conformable with the regional dips.

Fracture imaging has not been attempted, but the HPR

image data would characterize fractures more effectively

than conventional presentations. Most typical attribute

calculations may be applied to this improved data.

ADVANCES IN SEISMIC
PROCESSING AND INTERPRETATION

A close-up of the previous figure shows the Eagle Ford interpretation.

© HART ENERGY  | 1616 S. VOSS, STE. 1000, HOUSTON, TX 77057 USA  | +1 713 260 6400  | FAX +1 713 840 8585

January 2012   |   EPmag.com

There is an industry-wide awareness of the importance

of carbonates in the commercial development and

production of hydrocarbons. Yet there is a mystique

about them that arises partially from the nature of their

genesis and also from their higher velocity/density nature

(even when geologically young), which has always made

their seismic imaging a bit more challenging. Many

advances address these issues, in particular, better and

higher resolution processing and improved seismic data

presentations. Most recently, replacing standard signal

processing methods by holography has produced highest

possible resolution (HPR) seismic imaging. 

Ground rules for HPR

In conventional seismic imaging, four “ground rules”

exist: There is a propagating waveform, all boundaries are

sharp and well-defined, reflections are “scaled” copies of

that waveform that broaden with reflection time as higher

frequencies are lost, and so resolution decreases with

reflection time. In holographic imaging, the counterparts

are quite different. There is no propagating waveform;

there is only propagating wave energy, and its frequency

does not really matter —holographic images can be

formed using a single frequency. Boundaries now are

viewed as having realistic geologic properties. Low-energy

boundaries such as shale/shale contrasts can have fre-

quencies in the hundreds of Hz, while higher energy

shale/sand boundaries top out at 60-160 Hz. Even higher

energy reefal environments typically reach only 40-90 Hz.

Modest as these limits seem, they are 3-5 times the values

attained by standard signal processing approaches.

An important corollary of HPR is that since any single

frequency or range of frequencies can form the image, the

loss of resolution with increased reflection time is far less

pronounced. It diminishes somewhat as the imaging curves

that need to be applied become less appropriate approxi-

mations to the real physics, and the requisite velocity infor-

mation also is less precise. Bandwidths typically used for

seismic acquisition offer quite robust holographic imaging.

Revealing the secrets 

of carbonate formations

A holographic approach to imaging promises to solve the mysteries of carbonate reservoirs.

Dr. Norman S. Neidell and James Charuk, 

Starboard Energy

This image shows a conventional display of the South Texas holo-

graphic imaging. (Images courtesy of Norman Neidell)

A line in the conventional display (bottom) is compared to a

composite inversion (top).
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Meritorious Engineering Awards (MEAs)
After nearly 40 years, E&P’s Special Meritorious Awards for Engi-
neering Innovation remain the petroleum industry’s oldest and
most widely respected awards. The MEAs are truly the “Oscars” of
oil and gas engineering, annually honoring the best tools and
techniques for finding, developing and producing hydrocarbon
resources.

MEA entries are judged on their game-changing significance,
both technically and economically. Experienced industry per-
sonnel from around the world make up the distinguished panel of judges. All come from
engineering, scientific or technical backgrounds and bring extensive knowledge of the
categories they are asked to judge.

As custodians of the MEA tradition, Hart Energy and E&P magazine work diligently to 
ensure winners are selected strictly on merit. It should be noted these awards are given 
to technologies, not to companies. There is no cost to enter.

We invite you to enter the 2012 awards competition. Visit EPmag.com/mea
for more information.

Awards are presented each May at the Offshore Technology Conference
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