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Continuous improvement

When a company continually improves 
its processes the benefits are both 
tangible and intangible

Applying this model to CI, in the learning 
phase a range of business optimisation ideas 
are gathered from within the business and 
other sources. During the focus stage these 
optimisation candidates are prioritised in terms 
of the business strategy. In the alignment 
phase project teams scope out the work plan, 
milestones, potential risks and deliverables 
of each project, based upon all available 
information. A detailed recommendations report 
is subsequently produced, including relevant 
estimates, calculations and detailed design data.

Once the optimisation recommendations are 
approved, the relevant technical or support 
departments begin to execute the initiatives. 
The original project teams are responsible for 
tracking actual efficiency against the planned 
efficiency of the initiative, and also for capturing 
the lessons learned for future project teams. 
This isn’t the end, of course, as improvement 
is continuous and the cycle starts again. 

Implementing a major change initiative 
such as CI is not without its challenges. Often, 
process owners react negatively, perceiving 
any proposed changes as threats. Yet these 
individuals can be effectively turned round 
to work as catalysts for creativity, which 
helps in the propagation of a CI culture. In 
fact this can a very clear indicator of the 
effectiveness of a company’s CI efforts.

Implementing CI at RasGas
As a world-class global energy supplier, RasGas 
is always striving for excellence. Two years 
ago it took the initiative to embed a culture 
of continuous improvement throughout its 
operations. The programme was adapted 
to suit the operational needs of each group. 
Taking the Subsurface Group as a case study, 
the first steps were to set up a CI team and 
initiatives were adopted and put into practice 
and then the benefits were measured. 

The first task in implementing CI was to 
identify candidates for process improvement. 
At RasGas ideas came from a wide range of 
sources – including first-hand knowledge 
from within the Subsurface Group; experience 
of other business operators, and lessons 
learned from safety, health, environment and 
quality-related incidents and shutdowns.

An example of a candidate for technical 
optimisation is the initiative to minimise gas 
flaring and optimise conservation practices. 
This initiative is intended to optimise well 
completion procedures and practices 

to minimise offshore gas flaring during 
well stimulation and clean-up, without 
compromising on data acquisition and quality. 

 An example of business optimisation is the 
development of contractor performance-based 
incentive scheme. The scheme developed 
follows the ‘win-win’ concept, wherein the 
contractor is rewarded for increased and 
measurable performance. Such a scheme with 
forward control is a viable ‘win-win’ proposition 
both for RasGas and its contractors. 

The Subsurface CI initiatives database was 
developed as a tool for gathering and storing 
CI ideas and to provide tracking and status 
reports for the originators and implementers 
of the CI initiatives. Both technical and 
business process-related initiatives were 
registered in the database and prioritised for 
implementation over a two-year period.

Overcoming barriers
Initially there were a number of challenges  
facing the Subsurface CI team, including  
a lack of expert resource, functional overlap 
within the organisation, cultural resistance 
to change, information barriers and the 
intangible nature of some of the CI benefits.

It was important for the CI team to 
convey an independent perspective that 
would alleviate the feeling of encroachment 
in the business of other Subsurface Group 
functions. A strong technical background 
supported with business knowledge was also 
necessary to bridge the team’s predominantly 
non-technical work to a highly technical 
environment. The problem was addressed by 
a global recruitment drive, supported with 
a clearly defined job description for each 
position, which succeeded in manning 80 per 
cent of the positions in the CI Department. 

Middle management commitment was 
demonstrated through the formation of a 
steering committee consisting of all department 
managers. This formed the vital link between 
senior management and the implementers of 
CI initiatives. The steering committee selected 
the projects for optimisation, approved the 
resource commitments, monitored regular 
progress and updated the senior management. 
It also formed and approved the focused 
multi-functional, multi-departmental project 
teams who were vital to ensure operational 
optimisation in the Subsurface Group in 
both planning and execution phases.

With the long-term success of the CI process  

measured by the ability to track and evaluate 
the effectiveness of improvement initiatives, 
the Subsurface CI initiatives database helped 
to resolve any information barriers.

Changing the day-to-day culture in the 
Subsurface Group was perhaps one of the 
biggest hurdles to be successfully crossed.  
A number of non-traditional key performance 
indicators (KPIs) provided an insight into the 
quality of work-life benefits of CI. These 
included peer recognition, success in training 
new recruits and/or contractors, successful audit 
appraisals and the number of process review 
initiatives successfully undertaken by the process 
owners themselves as a result of their initial 
reactionary response to organised CI efforts.

Subsurface CI successes
(ongoing as well as completed initiatives)
Technical optimisation 
• perforating efficiency improvement study
• �minimise gas flaring and optimise 

conservation practices
• ��optimise pre-platform well 

testing and re-entry
• �optimise initial platform 

development scenario
• �optimise well information 

summary, document compilation 
and approval process

• �RasGas participation in early 
platform design concepts

• �early identification of poor 
reservoir performance

Business optimisation  
• �development of contractor 

performance incentive scheme
• �RasGas Elements of Excellence 

implementation for Subsurface Group
• �Subsurface Group information 

security process and guide
• �management of change process
• �review of shorebase (drilling 

equipment, warehouse and logistics) 
processes and workflows

• �Subsurface Group overall lessons  
learned process

• �development of mentoring 
programme objectives

• �recognition and reward 
procedures/programmes
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Powering the  
21st century

As well as unprecedented challenges, the current global 
financial turbulence presents exciting opportunities.  

At CERAWeek 2009 RasGas told the world’s leading industry 
players how LNG will help shape our energy future

CERAWeek 2009



The special focus of this year’s CERAWeek conference left no doubt about 
the seriousness of the challenges facing the energy industry: “Risk and the 
rebuilding of confidence: energy strategies for a turbulent economy”. 

Each year the highly regarded international conference, organised by 
Cambridge Energy Research Associates, brings together the world’s leading 
oil and gas industry experts to discuss topical issues affecting all aspects 
of the energy industry. The conference and related events provide a unique 
insight into the choices faced by decision-makers in every sector.

Held 9–13 February in Houston, USA, CERAWeek 2009 was as pertinent 
as ever. Over the four days nearly 2,000 delegates listened to more than 
150 leading industry executives, policy makers, the CERA team, and 
experts from across the energy spectrum. The impressive line-up was 
led by Saudia Arabia’s HE Ali Al Naimi, Minister of Petroleum and Mineral 
Resources, and the former Chancellor of the Federal Republic of Germany, 
Gerhard Schröder.

As Qatar’s leading supplier of liquefied natural gas (LNG), RasGas was 
represented at the Global Gas Day part of the programme on 11 February. 
Hamad Rashid Al Mohannadi, Managing Director – CEO, was one of the key 
speakers and urged delegates to take a long-term view on energy supply, 
stressing the alignment of producer and consumer interests. His presentation, 
LNG Development and Supply Diversification, began by contextualising 
RasGas’ early development in the 1980s and 1990s, which at that time 
focused on traditional markets in Asia, with long-term contracts for LNG 
offering an alternative to oil and a secure supply. Since 2000 development 
has focused on growing a global portfolio, extending LNG supply further 
afield to customers in Europe and North America, with improved terminal 
access and abundant storage, and more flexible supply contracts. 

Both consumers and producers benefit from this diversification strategy. 
For consumers LNG provides an alternative energy that is a good fit in 
their sustainable energy mix portfolio. It diversifies supply sources and 
encourages terminal and pipeline development. Diversification is also 

CERAWeek 2009
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supported by government policy and regulatory support. For producers 
continued investment, including developing new technology and extending 
infrastructure investment downstream, is essential for diversification. It 
also involves close dialogue with governments, regulators and customers. 
“The financial crisis has had a negative effect on many global markets and 
energy demand has also experienced these effects,” said Mr Al Mohannadi. 
“Though the current market volatility may lead to a question of near-term 
demand, we believe the long-term energy supply still remains a great 
concern for many consuming nations. On the positive side of the spectrum, 
LNG is one of the most environmentally friendly and efficient fossil fuels. 
Its development is crucial in meeting the current and future global demand 
and in enhancing energy security.”

As part of the RasGas presentation, Mr Al Mohannadi put into 
perspective the scale and speed of Qatar’s North Field development, since 
the world’s largest non-associated gas field (900 trillion cubic feet) was 
first discovered in 1971. Within 20 years commercial development had 
started, and by 2008 North Field gas production stood at 9 billion standard 
cubic feet per day (bscfd). By 2013 this figure is expected to reach close 
to 24 bscfd. The key to this remarkable success story, said Mr Mohannadi, 
is integration across the LNG value chain – from reservoir and production 
to liquefaction, shipping and construction of the receiving terminal. 

However, there are still tough challenges ahead for both producing and 
consuming nations. Despite the current economic downturn, growth is 
forecasted in energy demand over the long term. Government policy and 
regulations will be required to support energy supply diversification, and 
there will be a constant pressure to address climate change by reducing 
emissions. New technology will be needed to expand economic energy 
sources, as well as continuous investment to support future demand.

RasGas is committed to global LNG supply and plans to meet the 
forecasted growth in demand through investments in new production 
capacity. It constantly pursues value chain integration to capture cost 
efficiency and continues to develop a diverse customer base and flexible 
portfolio as well as building the infrastructure. Its global distribution network 
is capable of moving LNG across regions to meet customers’ needs.

“In Qatar, as a leading supplier of liquefied natural gas, RasGas has been 
gearing up to meet the growing global demands in all aspects of the LNG 
chain. Currently as a nation we are operating a total of eight LNG trains with 
a production capacity of 30 million tonnes per year,” said Mr Al Mohannadi. 
“We are leading the challenge with over 45 million tonnes of LNG expansion 
capacity under development and it is expected that around the end of the 
decade Qatar’s total capacity will reach 77 million tonnes per annum – 
representing almost 30 per cent of the global LNG supply.”

“LNG is one of the most environmentally 
friendly and efficient fossil fuels.  
Its development is crucial in meeting  
the current and future global demand 
and in enhancing energy security” 
Hamad Rashid Al Mohannadi, Managing Director – CEO



Corporate Social Responsibility

28 RasGas MAGAZINE

A longer term view

When times get tight companies are tempted 
to cut their CSR budgets – and environmental 
targets, charity partnerships and community 
initiatives fall by the wayside. Can CSR survive –  
or even thrive – in a recession?

Global economic downturn, credit crisis, 
recession – whichever way you look at it, 
business confidence around the world is 
undermined and pressures on company budgets 
are mounting. As businesses find themselves 
in alien territory, these are testing times 
for Corporate Social Responsibility (CSR) 
strategies. A new report by the consultancy 
Corporate Citizenship suggests that CSR is 
one of the first areas to suffer in a recession. 

There’s no doubt that the current global 
economic climate is making businesses think 

twice about spending money on anything but 
essentials to their business. Some companies are 
reported as cutting their corporate philanthropy 
funding by up to 40 per cent from last year, while 
others are reducing their CSR-focused staff as 
part of company-wide redundancy programmes. 

Charities rely hugely on corporate donations, 
but these are related to company successes. 
When businesses are making redundancies or 
shutting down operations, it’s hard for them 
to justify philanthropic giving. Yet charities 
and social and environmental projects suffer 

doubly in a recession. A recent survey of 
charity chief executives by the UK Charities Aid 
Foundation (CAF) revealed that 72 per cent 
have seen demand for their services increase 
at the same time as their running costs are 
rising and their CSR funding is being reduced. 
Charitable projects can potentially be sidelined 
when the financial plug is pulled. According to 
media reports, American investment banks 
were until recently among the most generous 
supporters of local charities in the City of 
London. Now caught at the centre of the credit 
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crisis, these once-wealthy financial institutions 
are reining back their charitable programmes. 
The CAF survey found 88 per cent of charity 
chief executives expected their income to drop 
significantly as the financial crisis tightens its grip.

A targeted approach
While some cuts in CSR budgets are inevitable 
in a recession, companies can maintain their 
commitment by reviewing their approach to 
giving. More than ever company boards will need 
to be convinced that CSR is an investment, not 
expenditure. They will be looking for clear returns 
on CSR investments and projects that deliver 
the most value for money. For some companies 
it may mean moving from a generalised ‘blanket’ 
approach to a more targeted spend on one 
or two specific issues. There will also need to 
be better measurement of the outcomes and 
impacts of those projects. Boardrooms are 
more likely to continue funding CSR if they 
can see tangible benefits for the company and 
communities. Adopting a highly targeted approach 
like this helps to ensure the most effective 
use of whatever CSR budget is available. 

A recession also provides an opportunity for 
companies to leverage greater non-financial 
resources. Experience has shown that just 
handing over money to support charities isn’t 
as effective as helping people to build their 
own livelihoods by giving them the skills and 
education they need. This is the approach that 
RasGas takes. As a company, it has always 
strongly believed in investing in the communities 
in which it operates. Its extensive CSR 
programme was conceived to help transform 
different aspects of Qatari society under its four 

cornerstone approach: community, environment, 
education and health, including sport. The 
premise is that by helping people becoming 
more self-sufficient and making communities 
more sustainable, the programme will deliver the 
greatest long term returns. At times of global 
recession, there’s an urgent need for companies 
to show that CSR can produce these returns.

Proactive, not reactive
RasGas also believes in engaging its own staff 
to make a difference. The RasGas employee 
volunteer and ‘pay forward’ initiatives (where 
beneficiaries of sponsorship work together 
to share skills and experience) are a key part 
of its CSR programme. For any company, 
involving staff in employee volunteer 
programmes can act as a powerful and 
uplifting motivating tool during recession. 

There are steps that charities and recipients 
of CSR support can take too to help ensure they 
continue to receive support. The CAF survey 
revealed that 77 per cent of charities have 
ramped up their fundraising activity and 63 per 
cent have increased their grant applications.  
As well as profile-raising awareness campaigns, 
charities and voluntary projects gain credibility in 
the eyes of existing and potential CSR investors 
if they are able to provide constructive and 
detailed analysis of their activities and spending. 

Good for business
Many companies still operate under a PR model 
of CSR, viewing it as little more than something 
‘nice to do’ and restricted to when times are good. 
This makes it highly vulnerable to upsets in the 
economy. CSR-related cutbacks start to make 

the news in a downturn, because newspapers 
are hungrier than ever for copy that sells.

But when a company evolves its social 
strategy CSR can actually drive the business, 
contributing to the organisation’s financial 
success as well as its corporate image. 

In times of economic uncertainty it is more 
urgent than ever to communicate effectively 
with stakeholders. A recession is an opportunity 
to gain trust. Of course the state of the global 
economy impacts on people’s behaviour, but 
this is always a short-term trend. In contrast, 
the decisions they take about what company 
to work for, invest in or buy from are based 
on more complex, long-term criteria. In this 
way CSR can actually help a company to 
thrive in an economic downturn, by enhancing 
customer loyalty and employee retention. For 
this to happen, a company needs to address 
social issues that are relevant to its business 
values, activities and competitiveness. 
Only then can CSR add value both to the 
organisation and society as a whole.

The energy to develop
There are many reasons why the world’s 
economy has taken a dive of late but they all 
highlight the need for responsible, sustainable 
business practice. Too many organisations have 
been more concerned with profiteering than on 
balancing profit with social and environmental 
targets. The global crisis has proved that 
CSR isn’t a ‘nice-to-do’, it’s a necessity.

CSR provides a sustainable, efficient and 
effective framework for doing business that is 
now more important than ever. When others are 
cutting back on CSR pledges, a company that 
can show it treats it customers, suppliers and 
business partners fairly, even when times are 
tight, helps bank goodwill for the future. That is 
why RasGas is pursuing a robust CSR strategy – 
developing skills, operating responsibly, reducing 
environment impact and working with the 
local Qatari community. Building a sustainable 
business in this way is an eloquent example of 
‘the energy to develop’ in everyday action.

The global crisis 
has proved that CSR 
isn’t a ‘nice-to-do’, 
it’s a necessity

Corporate Social Responsibility
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