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DOING THE WORK  
THAT’S FUELING AMERICA
Chesapeake Energy Corporation is the second-largest producer of natural gas, a Top 15 producer of oil and natural  

gas liquids and the most active driller of new wells in America. We’re a proud leader in unconventional exploration,  

which is yielding a revolution in natural gas liquids, spurring significant growth in America’s industrial economy.  

From creating jobs to producing the energy our nation needs, we’re Fueling America’s Future® like never before.
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GROWING UP IN THE SUBURBS OF HOUSTON IN THE 1980s 
AND 90s, NICK DELL’OSSO DID NOT EXPECT TO END UP WORKING 
IN WHAT WAS THEN AN AILING OIL AND GAS INDUSTRY. Today that 
has all changed, and the Houston native is making his mark in the industry as Executive 
Vice President and Chief Financial Offi cer of Chesapeake Energy Corporation.

“I grew up very close to the refi ning and petrochemical complexes in Pasadena, 
Deer Park and Texas City.  As a result, most of the people I 
knew that were involved in the energy industry were more 
downstream focused than exploration and production,” 
Dell’Osso said.  “I never thought I’d be involved the way I 
am in the upstream part of this industry.”  

After graduating from Boston College in 1998 with 
a degree in economics, a desire to be closer to home 
encouraged Dell’Osso to consider opportunities in the 
energy industry and led to enrollment in the School of 
Business at the University of Texas, where he earned an 
MBA degree in fi nance and accounting.

“At that time, in 2003, the energy industry had become 
an exciting place to focus,” Dell’Osso said.  While working 
as an energy investment banker with Jefferies & Co., he was assigned to work on VPPs 
(volumetric production payments) for Chesapeake, meeting several of the company’s 
executives, including Aubrey McClendon, CEO; Marc Rowland, then CFO; and Doug 
Jacobson, Executive Vice President – Acquisitions and Divestitures.

“I thought it was great to get assigned to work with Chesapeake,” Dell’Osso recalled.  
“It was an exciting company – interesting, and very active, with a huge asset base that I believed would create value for years to come.  I really enjoyed it.” 

In August 2008, Dell’Osso came on board as Vice President – Finance of Chesapeake Energy Corporation and Chief Financial Offi cer of the company’s wholly 
owned midstream affi liate, Chesapeake Midstream Development (CMD). 

“By the end of August when I arrived, our stock was headed down – along with gas prices and the rest of the market,” he said with a smile. “And by October, 
we were waist-deep in the crash of 2008.  That was obviously a challenging beginning, but it has been a dream job for me.”

In November 2010, he moved into his current position as CFO where he has been an integral part of the company’s industry-changing transactions including 
joint venture partnerships and VPPs.  He also has served on Chesapeake’s hedging team with Aubrey and Jeff Mobley, which has achieved realized gains of $8.4 
billion since 2006 and $1.5 billion since he became CFO. In addition, Dell’Osso has led the initial public offerings of the company’s midstream affi liate, Chesapeake 
Midstream Partners, L. P. (CHKM), and Chesapeake’s Granite Wash Trust (CHKR).  In June 2011, he was named to the board of directors of CHKM, the master limited 
partnership created by Chesapeake and Global Infrastructure Partners in 2009, in which Chesapeake owns an approximate 46% stake.  Dell’Osso also serves on 
the boards of FTS International (30% Chesapeake owned), Twin Eagle Energy Management (30% Chesapeake owned) and Junior Achievement of Oklahoma City 
and has served on the advisory board of the Broach Foundation for Brain Cancer Research in Houston.

Dell’Osso is quick to explain that his responsibilities extend beyond the balance sheet.  “My job is not just crunching numbers, sitting in the offi ce doing 
historical reports,” he noted.  “My job is proactive, focused on working with Aubrey, Steve Dixon and others in developing and executing our business strategies, 
such as deleveraging and switching our production focus from natural gas to liquids.”

The pace and variety of his Chesapeake activities keep Dell’Osso constantly on the move.  He admits that he particularly enjoys the company’s commitment 
to growing demand for natural gas.

“I believe this will benefi t us tremendously as a company,” he asserted. “But it will also make things better for the economy, our country and much of the 
world. I really enjoy the thought of working toward something that has such far-reaching benefi ts.”

EXECUTIVE PROFILE

“MY JOB IS PROACTIVE, FOCUSED 
ON WORKING WITH AUBREY, 
STEVE DIXON AND OTHERS IN 
DEVELOPING AND EXECUTING OUR 
BUSINESS STRATEGIES, SUCH AS 
DELEVERAGING AND SWITCHING 
OUR PRODUCTION FOCUS FROM 
NATURAL GAS TO LIQUIDS.”

Nick Dell’Osso
Executive Vice President and 
Chief Financial O�  cer
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CHESAPEAKE ENERGY CORPORATION 
(NYSE: CHK) is the second-largest producer 
of natural gas, a Top 15 producer of oil and 
natural gas liquids and the most active driller 
of new wells in the U.S. Headquartered in 
Oklahoma City, the company’s operations 
are focused on discovering and developing 
unconventional natural gas and oil � elds 
onshore in the U.S. Chesapeake owns leading 
positions in the Barnett, Haynesville, Bossier, 
Marcellus and Pearsall natural gas shale plays 
and in the Granite Wash, Cleveland, Tonkawa, 
Mississippi Lime, Bone Spring, Avalon, 
Wolfcamp, Wolfberry, Eagle Ford, Niobrara 
and Utica unconventional liquids-rich plays. 
The company has also vertically integrated 
its operations and owns substantial 
midstream, compression, drilling, trucking, 
pressure pumping and other oil� eld service 
assets directly and indirectly through 
its subsidiaries Chesapeake Midstream 
Development, L.P. and Chesapeake Oil� eld 
Services, L.L.C. and its a�  liate Chesapeake 
Midstream Partners, L.P. (NYSE:CHKM).
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IN WHAT WAS THEN AN AILING OIL AND GAS INDUSTRY. Today that 
has all changed, and the Houston native is making his mark in the industry as Executive 
Vice President and Chief Financial Offi cer of Chesapeake Energy Corporation.

“I grew up very close to the refi ning and petrochemical complexes in Pasadena, 
Deer Park and Texas City.  As a result, most of the people I 
knew that were involved in the energy industry were more 
downstream focused than exploration and production,” 
Dell’Osso said.  “I never thought I’d be involved the way I 
am in the upstream part of this industry.”  

After graduating from Boston College in 1998 with 
a degree in economics, a desire to be closer to home 
encouraged Dell’Osso to consider opportunities in the 
energy industry and led to enrollment in the School of 
Business at the University of Texas, where he earned an 
MBA degree in fi nance and accounting.

“At that time, in 2003, the energy industry had become 
an exciting place to focus,” Dell’Osso said.  While working 
as an energy investment banker with Jefferies & Co., he was assigned to work on VPPs 
(volumetric production payments) for Chesapeake, meeting several of the company’s 
executives, including Aubrey McClendon, CEO; Marc Rowland, then CFO; and Doug 
Jacobson, Executive Vice President – Acquisitions and Divestitures.

“I thought it was great to get assigned to work with Chesapeake,” Dell’Osso recalled.  
“It was an exciting company – interesting, and very active, with a huge asset base that I believed would create value for years to come.  I really enjoyed it.” 

In August 2008, Dell’Osso came on board as Vice President – Finance of Chesapeake Energy Corporation and Chief Financial Offi cer of the company’s wholly 
owned midstream affi liate, Chesapeake Midstream Development (CMD). 

“By the end of August when I arrived, our stock was headed down – along with gas prices and the rest of the market,” he said with a smile. “And by October, 
we were waist-deep in the crash of 2008.  That was obviously a challenging beginning, but it has been a dream job for me.”

In November 2010, he moved into his current position as CFO where he has been an integral part of the company’s industry-changing transactions including 
joint venture partnerships and VPPs.  He also has served on Chesapeake’s hedging team with Aubrey and Jeff Mobley, which has achieved realized gains of $8.4 
billion since 2006 and $1.5 billion since he became CFO. In addition, Dell’Osso has led the initial public offerings of the company’s midstream affi liate, Chesapeake 
Midstream Partners, L. P. (CHKM), and Chesapeake’s Granite Wash Trust (CHKR).  In June 2011, he was named to the board of directors of CHKM, the master limited 
partnership created by Chesapeake and Global Infrastructure Partners in 2009, in which Chesapeake owns an approximate 46% stake.  Dell’Osso also serves on 
the boards of FTS International (30% Chesapeake owned), Twin Eagle Energy Management (30% Chesapeake owned) and Junior Achievement of Oklahoma City 
and has served on the advisory board of the Broach Foundation for Brain Cancer Research in Houston.

Dell’Osso is quick to explain that his responsibilities extend beyond the balance sheet.  “My job is not just crunching numbers, sitting in the offi ce doing 
historical reports,” he noted.  “My job is proactive, focused on working with Aubrey, Steve Dixon and others in developing and executing our business strategies, 
such as deleveraging and switching our production focus from natural gas to liquids.”

The pace and variety of his Chesapeake activities keep Dell’Osso constantly on the move.  He admits that he particularly enjoys the company’s commitment 
to growing demand for natural gas.

“I believe this will benefi t us tremendously as a company,” he asserted. “But it will also make things better for the economy, our country and much of the 
world. I really enjoy the thought of working toward something that has such far-reaching benefi ts.”
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THE PLAY: 
WOLFBERRY

ly a manufacturing process in the Wolf-
berry, building facilities cheaper and keep-
ing lease operation expenses lower.”

An interesting aspect of the develop-
ment is the vertical well design that bores 
through as many as three distinct but 
comingled formations.

“THESE ARE VERTICAL WELLS,” said David 
Godsey, Geoscience Manager – Permian 
District, Western Division.  “They are drilled 
through sands, shales and carbonates to 
produce.  Altogether, we have resources 
in a thick sequence – about 2,500 feet – so 
verticals actually have greater contact than 
horizontals in this play.”

The wells are completed by hydraulic frac-
ture stimulation, using up to 10-stage fracs.  
One of the Wolfberry team members likened 
them to horizontal wells standing on end.

Brian Chenault, Asset Manager – Perm-
ian, said, “Our greatest challenge here is op-
timizing the fracs through the different lay-
ers, because each layer needs a customized 
process.  So we have to vary our sand con-
centrations and proppant sizes.”

IN THE PAST, the company has purchased IN THE PAST, the company has purchased IN THE PAST
water for drilling and completions from pri-
vately owned shallow freshwater wells and 
hauled it in by truck, or purchased it from 
the city of Midland’s municipal water sys-
tem. Now the company plans to begin tap-
ping the Santa Rosa zone, about 1,500 feet 
deep, to access water.

“The Santa Rosa zone has naturally 
brackish water that is not suitable for drink-
ing but is usable for industrial and agri-
cultural use,” said Chenault. “We plan to 
convert some old played-out wellbores, 
recompleting them into the Santa Rosa to 
access that water.  This project promotes 
environmental conservation and is an eco-
nomic success.”

WELL SPACING IS ANOTHER KEY to success 
in the Wolfberry, and it often varies from 
one area to another, depending on reservoir 
properties and drilling and completion costs. 
Well spacing is determined by several factors, 
but it ultimately comes down to the combina-

tion of well performance (EUR) and capital 
required to drill and complete the wells. 

“We started here in the Spraberry with 
80-acre spacing,” Stratton noted.  Now we 
are downsizing to 40 acres.”

Bruce Escovedo, Resource Devel-
opment Manager - Western Reservoir 
Engineering, agrees that spacing is 
critical in this prolifi c play. “Going to 40-acre 
spacing will give us more than 200 addition-
al locations.  We probably will eventually 
get to 20-acre spacing, which will give us yet 
another 400-500 locations.”

Reservoir engineers like Escovedo study 
the EUR and monitor each well to see how 
to most effectively optimize profi tability.

“WE MONITOR the recovery and reservoir 
pressure at each incremental downspac-
ing to judge to whether the incremental vol-
umes we are recovering are unique to that 
wellbore or acceleration from surrounding 
wells,” Escovedo said.  “We do this by moni-
toring the productivity and reservoir pres-
sure of both the new and existing wells for 
signs of interference, by cross checking the 
volumetrics and fl uid behavior of the res-
ervoir, and by constantly monitoring how 
much each of these wells costs (currently 
about $2.4 million), because the more we 
much each of these wells costs (currently 
about $2.4 million), because the more we 
much each of these wells costs (currently 

are able to economize costs, the more re-
coverable volumes come into play at ac-
ceptable rates of return.”

The vast number of oil and gas oppor-
tunities beneath its dusty surface make the 
Permian Basin unique.

WHAT MAKES THE PERMIAN SO SPECIAL?
“It’s so large, prolifi c and complex,” Strat-

ton answered with a thoughtful look, “more 
than any other area.  There is so much data 
to absorb, analyzing everything to fi nd the 
best use of your time and capital – to get 
that edge.  We have the Wolfberry, Avalon, 
Bone Spring and other plays out here – 
some vertical, some horizontal, all different.  
And you want to understand each of those 
plays the way people in other operating ar-
eas have learned to know just one.”

Regardless of which play they are devel-
oping, the men who work in Chesapeake’s 
West Texas team fi nd the Permian Basin a 
never-ending challenge and delight.
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IT MAY NOT LOOK LIKE PARADISE 
TO EVERYONE, BUT TO AN OIL 
MAN, THE PERMIAN BASIN HAS 
TO EVERYONE, BUT TO AN OIL 
MAN, THE PERMIAN BASIN HAS 
TO EVERYONE, BUT TO AN OIL 

BEEN THE GARDEN OF EDEN FOR 
MAN, THE PERMIAN BASIN HAS 
BEEN THE GARDEN OF EDEN FOR 
MAN, THE PERMIAN BASIN HAS 

ALMOST A CENTURY.  Holding to a 
long tradition of development, the Permian 
Basin of West Texas is the largest oil-produc-
ing basin in the U.S. – and today, arguably 
the hottest in the 
world.  And the 
good times just 
keep coming, as 
the region is now 
home to one of 
the nation’s most 
active multizone plays, the Wolfberry.  In 
the past 12 months more than 10,000 wells 
have been drilled in the Permian, with 
3,500 of those in the Wolfberry play.

THE WOLFBERRY is a combination of sev-THE WOLFBERRY is a combination of sev-THE WOLFBERRY
eral stacked formations that extend down-
ward from the Spraberry through the Dean 
Sand and fi nally through the Wolfcamp, 
from 8,200 – 11,000 feet below the surface 
of the eastern Permian in an area called 
the Midland Basin.  Estimates for the Wolf-
berry’s potential yield range as high as 
2 billion barrels of oil, depending on well 
spacing and oil prices.

Chesapeake’s Wolfberry operations are 
focused in the Mabee/University develop-
ment area about 20 miles north of Midland, 
Texas.  The company currently has 172 
Wolfberry wells producing more than 5,000 
barrels of oil per day (bo/d) and 10,000 
thousand cubic feet of natural gas per day 
(mcf/d). In 2011 Chesapeake drilled 50 Wolf-
berry wells, and now runs three rigs with the 
goal of drilling 60 additional wells this year. 

“Most of our Wolfberry wells have ini-
tial production of about 120 bo/d, with 
typical estimated ultimate recovery (EUR) 
of around 110,000 barrels of oil equiva-
lent (boe), producing over 20 to 30 years,” 
said Jay Stratton, District Manager – Perm-
ian.  “They are not huge wells but they are 
steady, and they are repeatable.  It’s defi nite-

HOTSPOT IN THE 
PERMIAN BASIN 

 IN THE By
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ESTIMATES FOR THE 
WOLFBERRY’S POTENTIAL 
YIELD RANGE AS HIGH AS 
2 BILLION BARRELS OF 
OIL, DEPENDING ON WELL 
SPACING AND ECONOMICS. 
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A rig drilling the Mabee K-5 is 
visible through a pumpjack 
on its sister well, the Mabee 
K-3, in Martin County, Texas.

THE COMPANY CURRENTLY 
HAS 172 WOLFBERRY WELLS 
PRODUCING MORE THAN 
5,000 BARRELS OF OIL PER DAY 
(BO/D) AND 10,000 THOUSAND 
CUBIC FEET OF NATURAL GAS 
PER DAY (MCF/D).

BUILDING WIN-WIN 
RELATIONSHIPS
SHARED RESPECT FOR THE LAND FORMED A BASIS 
FOR SOLID FRIENDSHIP BETWEEN MICHAEL “DOC” 
WEATHERS AND MARK MABE.  Weathers is Senior 
Geologist and Energy Representative for University Lands for 
the University of Texas (UT) Systems.  Mabe is Completions 
Superintendent in Chesapeake’s Midland, Texas, � eld o�  ce.
The University of Texas Systems owns mineral and surface 
rights to more than 2.1 million acres in 19 West Texas counties, 
and last year it earned almost $1 billion for the Permanent 
University Fund, which is the third-largest endowment in the 
U.S. and the nation’s largest public endowment fund.  Money 

from the fund sup-
ports nine universi-
ties and six health 
institutions run by 
the UT systems, as 
well as a number of 
universities and in-
stitutions run by the 
Texas A&M systems.
“We carry a lot of 
clout on right-of-way 
and easements for 
gathering lines and 
roads,” Weathers 
said.  “We’re hard 
bargainers but we’re 
not greedy.  We have 

some great oil and gas operators out here, but I don’t have any 
company more responsive as a steward of state lands than 
Chesapeake.  And we have found that Mark Mabe is a man of 
his word. That’s how it has to be in the oil patch.”
Mabe, who works almost daily with Weathers and his orga-
nization, agrees.  “We pay a price to work with the Universi-
ty Lands people, but we get fair dealing with them, and they 
trust us to uphold our obligations and treat the land as if it 
were our own.”
Chesapeake’s Midland team has built and refurbished main 
roads through the University Lands area, as well as hundreds 
of miles of lease roads.  It has installed speed bumps on the 
20-mile-per-hour properties, replaced cattle guards to protect 
livestock and provided 5-day-a-week maintenance to even 
out ruts and wear to the caliche-based roads that carry heavy 
equipment and water through the � eld.
Weathers and Mabe have become fast friends because they 
have the same goal – to protect property while developing 
energy assets.

and easements for 
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roads,” Weathers 
gathering lines and 
roads,” Weathers 
gathering lines and 

said.  “We’re hard 
bargainers but we’re 
not greedy.  We have 
bargainers but we’re 
not greedy.  We have 
bargainers but we’re 

some great oil and gas operators out here, but I don’t have any some great oil and gas operators out here, but I don’t have any 
not greedy.  We have 

some great oil and gas operators out here, but I don’t have any 
not greedy.  We have 

company more responsive as a steward of state lands than company more responsive as a steward of state lands than 
some great oil and gas operators out here, but I don’t have any 
company more responsive as a steward of state lands than 
some great oil and gas operators out here, but I don’t have any some great oil and gas operators out here, but I don’t have any 
company more responsive as a steward of state lands than 
some great oil and gas operators out here, but I don’t have any 

A roadside meeting brings together Cheasapeake 
Construction Superintendent Jimmy Morris 
with Mark Mabe, Completion Superintendent, 
and Doc Weathers, Senior Geologist and Energy 
Representative for University Lands.
and Doc Weathers, Senior Geologist and Energy 
Representative for University Lands.
and Doc Weathers, Senior Geologist and Energy 

Photography by David McNeese
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THE PLAY: 
WOLFBERRY

ly a manufacturing process in the Wolf-
berry, building facilities cheaper and keep-
ing lease operation expenses lower.”

An interesting aspect of the develop-
ment is the vertical well design that bores 
through as many as three distinct but 
comingled formations.

“THESE ARE VERTICAL WELLS,” said David 
Godsey, Geoscience Manager – Permian 
District, Western Division.  “They are drilled 
through sands, shales and carbonates to 
produce.  Altogether, we have resources 
in a thick sequence – about 2,500 feet – so 
verticals actually have greater contact than 
horizontals in this play.”

The wells are completed by hydraulic frac-
ture stimulation, using up to 10-stage fracs.  
One of the Wolfberry team members likened 
them to horizontal wells standing on end.

Brian Chenault, Asset Manager – Perm-
ian, said, “Our greatest challenge here is op-
timizing the fracs through the different lay-
ers, because each layer needs a customized 
process.  So we have to vary our sand con-
centrations and proppant sizes.”

IN THE PAST, the company has purchased IN THE PAST, the company has purchased IN THE PAST
water for drilling and completions from pri-
vately owned shallow freshwater wells and 
hauled it in by truck, or purchased it from 
the city of Midland’s municipal water sys-
tem. Now the company plans to begin tap-
ping the Santa Rosa zone, about 1,500 feet 
deep, to access water.

“The Santa Rosa zone has naturally 
brackish water that is not suitable for drink-
ing but is usable for industrial and agri-
cultural use,” said Chenault. “We plan to 
convert some old played-out wellbores, 
recompleting them into the Santa Rosa to 
access that water.  This project promotes 
environmental conservation and is an eco-
nomic success.”

WELL SPACING IS ANOTHER KEY to success 
in the Wolfberry, and it often varies from 
one area to another, depending on reservoir 
properties and drilling and completion costs. 
Well spacing is determined by several factors, 
but it ultimately comes down to the combina-

tion of well performance (EUR) and capital 
required to drill and complete the wells. 

“We started here in the Spraberry with 
80-acre spacing,” Stratton noted.  Now we 
are downsizing to 40 acres.”

Bruce Escovedo, Resource Devel-
opment Manager - Western Reservoir 
Engineering, agrees that spacing is 
critical in this prolifi c play. “Going to 40-acre 
spacing will give us more than 200 addition-
al locations.  We probably will eventually 
get to 20-acre spacing, which will give us yet 
another 400-500 locations.”

Reservoir engineers like Escovedo study 
the EUR and monitor each well to see how 
to most effectively optimize profi tability.

“WE MONITOR the recovery and reservoir 
pressure at each incremental downspac-
ing to judge to whether the incremental vol-
umes we are recovering are unique to that 
wellbore or acceleration from surrounding 
wells,” Escovedo said.  “We do this by moni-
toring the productivity and reservoir pres-
sure of both the new and existing wells for 
signs of interference, by cross checking the 
volumetrics and fl uid behavior of the res-
ervoir, and by constantly monitoring how 
much each of these wells costs (currently 
about $2.4 million), because the more we 
much each of these wells costs (currently 
about $2.4 million), because the more we 
much each of these wells costs (currently 

are able to economize costs, the more re-
coverable volumes come into play at ac-
ceptable rates of return.”

The vast number of oil and gas oppor-
tunities beneath its dusty surface make the 
Permian Basin unique.

WHAT MAKES THE PERMIAN SO SPECIAL?
“It’s so large, prolifi c and complex,” Strat-

ton answered with a thoughtful look, “more 
than any other area.  There is so much data 
to absorb, analyzing everything to fi nd the 
best use of your time and capital – to get 
that edge.  We have the Wolfberry, Avalon, 
Bone Spring and other plays out here – 
some vertical, some horizontal, all different.  
And you want to understand each of those 
plays the way people in other operating ar-
eas have learned to know just one.”

Regardless of which play they are devel-
oping, the men who work in Chesapeake’s 
West Texas team fi nd the Permian Basin a 
never-ending challenge and delight.
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IT MAY NOT LOOK LIKE PARADISE 
TO EVERYONE, BUT TO AN OIL 
MAN, THE PERMIAN BASIN HAS 
TO EVERYONE, BUT TO AN OIL 
MAN, THE PERMIAN BASIN HAS 
TO EVERYONE, BUT TO AN OIL 

BEEN THE GARDEN OF EDEN FOR 
MAN, THE PERMIAN BASIN HAS 
BEEN THE GARDEN OF EDEN FOR 
MAN, THE PERMIAN BASIN HAS 

ALMOST A CENTURY.  Holding to a 
long tradition of development, the Permian 
Basin of West Texas is the largest oil-produc-
ing basin in the U.S. – and today, arguably 
the hottest in the 
world.  And the 
good times just 
keep coming, as 
the region is now 
home to one of 
the nation’s most 
active multizone plays, the Wolfberry.  In 
the past 12 months more than 10,000 wells 
have been drilled in the Permian, with 
3,500 of those in the Wolfberry play.

THE WOLFBERRY is a combination of sev-THE WOLFBERRY is a combination of sev-THE WOLFBERRY
eral stacked formations that extend down-
ward from the Spraberry through the Dean 
Sand and fi nally through the Wolfcamp, 
from 8,200 – 11,000 feet below the surface 
of the eastern Permian in an area called 
the Midland Basin.  Estimates for the Wolf-
berry’s potential yield range as high as 
2 billion barrels of oil, depending on well 
spacing and oil prices.

Chesapeake’s Wolfberry operations are 
focused in the Mabee/University develop-
ment area about 20 miles north of Midland, 
Texas.  The company currently has 172 
Wolfberry wells producing more than 5,000 
barrels of oil per day (bo/d) and 10,000 
thousand cubic feet of natural gas per day 
(mcf/d). In 2011 Chesapeake drilled 50 Wolf-
berry wells, and now runs three rigs with the 
goal of drilling 60 additional wells this year. 

“Most of our Wolfberry wells have ini-
tial production of about 120 bo/d, with 
typical estimated ultimate recovery (EUR) 
of around 110,000 barrels of oil equiva-
lent (boe), producing over 20 to 30 years,” 
said Jay Stratton, District Manager – Perm-
ian.  “They are not huge wells but they are 
steady, and they are repeatable.  It’s defi nite-
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ESTIMATES FOR THE 
WOLFBERRY’S POTENTIAL 
YIELD RANGE AS HIGH AS 
2 BILLION BARRELS OF 
OIL, DEPENDING ON WELL 
SPACING AND ECONOMICS. 

  2

The Play Spring 2012

A rig drilling the Mabee K-5 is 
visible through a pumpjack 
on its sister well, the Mabee 
K-3, in Martin County, Texas.

THE COMPANY CURRENTLY 
HAS 172 WOLFBERRY WELLS 
PRODUCING MORE THAN 
5,000 BARRELS OF OIL PER DAY 
(BO/D) AND 10,000 THOUSAND 
CUBIC FEET OF NATURAL GAS 
PER DAY (MCF/D).

BUILDING WIN-WIN 
RELATIONSHIPS
SHARED RESPECT FOR THE LAND FORMED A BASIS 
FOR SOLID FRIENDSHIP BETWEEN MICHAEL “DOC” 
WEATHERS AND MARK MABE.  Weathers is Senior 
Geologist and Energy Representative for University Lands for 
the University of Texas (UT) Systems.  Mabe is Completions 
Superintendent in Chesapeake’s Midland, Texas, � eld o�  ce.
The University of Texas Systems owns mineral and surface 
rights to more than 2.1 million acres in 19 West Texas counties, 
and last year it earned almost $1 billion for the Permanent 
University Fund, which is the third-largest endowment in the 
U.S. and the nation’s largest public endowment fund.  Money 

from the fund sup-
ports nine universi-
ties and six health 
institutions run by 
the UT systems, as 
well as a number of 
universities and in-
stitutions run by the 
Texas A&M systems.
“We carry a lot of 
clout on right-of-way 
and easements for 
gathering lines and 
roads,” Weathers 
said.  “We’re hard 
bargainers but we’re 
not greedy.  We have 

some great oil and gas operators out here, but I don’t have any 
company more responsive as a steward of state lands than 
Chesapeake.  And we have found that Mark Mabe is a man of 
his word. That’s how it has to be in the oil patch.”
Mabe, who works almost daily with Weathers and his orga-
nization, agrees.  “We pay a price to work with the Universi-
ty Lands people, but we get fair dealing with them, and they 
trust us to uphold our obligations and treat the land as if it 
were our own.”
Chesapeake’s Midland team has built and refurbished main 
roads through the University Lands area, as well as hundreds 
of miles of lease roads.  It has installed speed bumps on the 
20-mile-per-hour properties, replaced cattle guards to protect 
livestock and provided 5-day-a-week maintenance to even 
out ruts and wear to the caliche-based roads that carry heavy 
equipment and water through the � eld.
Weathers and Mabe have become fast friends because they 
have the same goal – to protect property while developing 
energy assets.
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A roadside meeting brings together Cheasapeake 
Construction Superintendent Jimmy Morris 
with Mark Mabe, Completion Superintendent, 
and Doc Weathers, Senior Geologist and Energy 
Representative for University Lands.
and Doc Weathers, Senior Geologist and Energy 
Representative for University Lands.
and Doc Weathers, Senior Geologist and Energy 
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CHESAPEAKE ENERGY 
MARKETING, INC. (CEMI) (1995) 
handles oil, natural gas liquids and 
natural gas marketing, price struc-
handles oil, natural gas liquids and 
natural gas marketing, price struc-
handles oil, natural gas liquids and 

turing and nomination services
natural gas marketing, price struc-
turing and nomination services
natural gas marketing, price struc-

CHESAPEAKE MIDSTREAM 
DEVELOPMENT (2002) provides 
gathering and compression services 
to move the product into pipelines

*MIDCON COMPRESSION (2008) 
provides gas compressor equipment 
and related services

*COMPASS MANUFACTURING
(2008) supplies gas compressor pack-
ages and related equipment to MidCon 
Compression and Chesapeake

*NOMAC DRILLING (2001) 
provides drilling services to Chesa-
peake and third-party clients

*NOMAC SERVICES (2011) 
delivers integrated directional 
drilling, mud logging, geosteering 
and geotechnical services 

*PERFORMANCE TECHNOLOGIES 
LIMITED (PTL) (2011) provides 
pressure pumping for hydraulic 
fracturing completions

*THUNDER OILFIELD SERVICES 
(2011) formed to hold Chesapeake’s 
trucking, tool rental and excavating 
service businesses

*HODGES OILFIELD TRUCKING
(founded in 1932, acquired in 
2006) o� ers heavy hauling and rig 
transportation
OILFIELD TRUCKING SOLUTIONS
(2010) provides water transfer services 
in the Marcellus and Utica shales and 
hauls crude oil in the Eagle Ford Shale

*GREAT PLAINS OILFIELD RENTAL 
(2006) supplies tools and services, in-
cluding drill pipe, drill collars, tubing, 
BOPs and frac tanks

*KEYSTONE ROCK AND 
EXCAVATION (2010) sup-
plies gravel and aggregate

*Included in Chesapeake 
Oil� eld Services, L.L.C. (COS)

PRODUCING OIL AND NATURAL 
GAS REQUIRES MANY STEPS BE-
TWEEN DRILLSITE CONSTRUCTION 
AND SELLING PRODUCTION DOWN 
THE PIPELINE.  CHESAPEAKE’S 
FIELD SERVICE AFFILIATES PRO-
VIDE THE COMPANY CONTROL 
OVER THE ENTIRE PROCESS. WE 
HAVE LISTED THEM BELOW AND 
INCLUDED THE YEAR IN WHICH WE 
FOUNDED OR ACQUIRED THEM:
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company refocuses on liq-
uids-rich production.

“We can shift rigs from 
one place to another,” Win-
chester noted.  “We just 
moved four rigs from the 
Barnett Shale straight into 
western Oklahoma as part 

of our natural gas to liquids 
strategy.  Most independent 
operators would have to 
break, renegotiate or replace 
contracts to do that, as 
well as pay rig-moving fees.  
But since Chesapeake is 
vertically integrated, we can 
move rigs wherever they 
are needed.”

Dixon agreed that com-
pany-owned service and 
equipment providers have 
become key factors in 
the company’s operational 
excellence. 

“Our vertically integrat-
ed structure allows us to be 

a fi rst mover, to mobilize 
and ramp up activities in 
the shortest time possible,” 
Dixon explained.  “Also, we 
have been able to maintain 
leadership in horizontal 
drilling and new technol-
ogy, buying fi t-for-purpose 
equipment required to 

launch new operations 
quickly and get the very 
best from our operations.

“Another advantage of 
vertical integration is that 
it allows us to set our own 
very high safety and envi-
ronmental standards,” he 
continued.  “That actually 
reduces our liability, be-
cause we have more control 
over our own companies 
than we have over third-par-
ty vendors.  We can control 
procedures and training 
more effi ciently and consis-
tently, so we can ensure we 
are meeting regulations.”

Although vertical inte-
gration can be expensive 
to implement, it offers fi -
nancial advantages by re-
ducing the uncertainty of 
using outside vendors and 
services, and by gaining 
higher public market val-
uation for assets.  Chesa-
peake Midstream Partners 
L.P. (NYSE:CHKM), which 
IPO’d in August 2010, con-
tains valuable natural gas 
gathering, compression, 
processing and treatment 
assets that had not been 
not fully refl ected in Ches-
apeake’s stock price.  By 
placing them into a master 
limited partnership with 
Chesapeake as a sponsor-
ing partner owning 46%, 
Chesapeake was able to 
monetize those assets, gain 
higher market valuation for 
midstream cash fl ows, re-

duce infrastructure delays 
and capture midstream 
profi ts – all while providing 
an attractive investment 
opportunity for CHKM unit-
holders and Chesapeake’s 
shareholders.

“The ramp-up speed af-
forded by our vertical inte-
gration has also been a key 
element in completing our 
numerous joint venture part-
nerships,” said Dixon. “Joint 
ventures require a rapid rate 
of return based on how fast 
we can convert our partner’s 
investment into production 
and cash fl ow.  Because 

they know we can come 
through and execute these 
aggressive activity ramp-
ups, companies are comfort-
able partnering with Chesa-
peake in these historic joint 
ventures.”  

The success a company 
achieves through vertical 
integration is predicated by 
its scale, utilization and or-
ganization.

“It is hard to make ver-
tical integration work in a 
small company running 10 
to 15 rigs,” Winchester said. 
“But when you run more 
than 150 like Chesapeake, 
you have the critical mass 
necessary to make it work – 
and we’re committed to do 
two-thirds of our fi eld ser-
vices in-house.”

Dixon agreed, adding, 
“We’ve been so successful 

with vertical integration be-
cause of the size of our 
operations and our high 
activity level. Our vertically 
integrated units are nearly 
100% utilized.”

Strong management 
teams and effective com-
munications are also pre-
requisites for vertical inte-
gration success, accord-
ing to Dixon. 

“We have excellent 
management teams in all 
our service affi liates,” he 
said. “They are also good 
communicators, which 
leads to operational effec-
tiveness and continual pro-
cess improvements.”  The 
groups hold weekly meet-
ings between the drilling 
team, Chesapeake Oilfi eld 
Services and Chesapeake’s 
operating leadership teams.

Chesapeake plans to 
take the concept of vertical 
integration even further.

“Our integrated systems 
ensure better training and 
cross-training, but we can 
up the game,” Dixon assert-
ed.  “One of our goals is to 
professionalize the rigsite.  
That will make the future 
better for employees of the 
integrated units, because 
we can offer our service 
employees better oppor-
tunities and a career path 
they’ve never had before.”

Many of those employ-
ees will soon be part of a 
new entity: COS, which is 
currently building its man-
agement team while ready-
ing for an IPO in 2012.  As its 
new CEO, Winchester has 
confi dence in Chesapeake’s 
vertically integrated struc-
ture and the future of COS.

“You learn to succeed 
by a combination of expe-
rience and necessity – and 
our service units have both 
of those,” he said.

“CHESAPEAKE IS THE MOST 
VERTICALLY INTEGRATED 
INDEPENDENT EXPLORATION 
AND PRODUCTION COMPANY 
IN THE NATION. ULTIMATELY, 
IT IS THE KEY TO OUR 
SUPERIOR PERFORMANCE.” 

CHESAPEAKE AFFILIATES 
WORK TOGETHER FROM 
SPUD TO FIRST SALES
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          of high-
tech drilling and production 
techniques such as horizon-
tal drilling and hydraulic 
fracture stimulation. 

Such technologies are 
capital intensive to develop 
– and service intensive to 
execute.

To manage its rapid-fi re 
growth and control the capi-
tal demands of new technol-
ogies, Chesapeake started 
moving toward a vertically 
integrated structure in 2001 
by owning many of the busi-
nesses that provide servic-
es or equipment needed to 
produce natural gas and oil.  
Today, Chesapeake owns 
one of the nation’s largest 

oilfi eld service companies 
while most of Chesapeake’s 
peer companies have to 
purchase 100% of those ser-
vices or equipment from 
outside vendors.

“Chesapeake is the 
most vertically integrated 
independent exploration 
and production company 
in the nation,” said Steve 
Dixon, Executive Vice Presi-
dent – Operations and Geo-
sciences and Chief Operat-
ing Offi cer. “Ultimately, it is 
the key to our superior per-
formance – we’ve seen that 
over and over again.”

A company-owned 
chain of 12 service and 
supply affi liates operates 
upstream from the natural 
gas and oil Chesapeake pro-
duces, providing signifi cant 
benefi ts in cost and quality 
control, timeliness and fl ex-
ibility.

“When Chesapeake 
needs to quickly ramp up 
an area, as we did recently 
in the Utica Shale, our ver-
tically integrated structure 
allows us to make and exe-
cute decisions very quickly 

– without broadcasting our 
moves to the competition.  
That keeps our edge on the 
next big deal,” said Jerry 
Winchester, Chief Executive 
Offi cer of Chesapeake Oil-
fi eld Services (COS). 

Operating fl exibility is 
equally important as the 

WHAT IS ...
AN “INDEPENDENT” 
OIL AND GAS COMPANY? 
An exploration and produc-
tion company that receives 
nearly all of its revenues 
from natural gas and/or 
oil production at the well-
head, with no signi� cant 
re� ning or retail operations. 
(Examples: Chesapeake 
Energy Corporation, Sand-
Ridge Energy Inc., Anadarko 
Petroleum Corporation, 
Devon Energy Corporation) 
A MAJOR OIL COMPANY? 
A company engaged in the 
exploration and production 
of oil and gas that also has 
signi� cant activity in oil 
re� ning, retail marketing 
and transportation. 
(Examples: Exxon Mobil 
Corporation, ConocoPhillips, 
Royal Dutch Shell, BP)IN
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THE PROCESS: 
STREAMLINING FIELD OPERATIONS

TURNING UNCONVEN-
TIONAL RESERVES INTO 
ECONOMICALLY VIABLE 
PRODUCTION REQUIRES 
A FULL TOOLBOX
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handles oil, natural gas liquids and 
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natural gas marketing, price struc-
turing and nomination services
natural gas marketing, price struc-

CHESAPEAKE MIDSTREAM 
DEVELOPMENT (2002) provides 
gathering and compression services 
to move the product into pipelines

*MIDCON COMPRESSION (2008) 
provides gas compressor equipment 
and related services

*COMPASS MANUFACTURING
(2008) supplies gas compressor pack-
ages and related equipment to MidCon 
Compression and Chesapeake

*NOMAC DRILLING (2001) 
provides drilling services to Chesa-
peake and third-party clients

*NOMAC SERVICES (2011) 
delivers integrated directional 
drilling, mud logging, geosteering 
and geotechnical services 

*PERFORMANCE TECHNOLOGIES 
LIMITED (PTL) (2011) provides 
pressure pumping for hydraulic 
fracturing completions

*THUNDER OILFIELD SERVICES 
(2011) formed to hold Chesapeake’s 
trucking, tool rental and excavating 
service businesses

*HODGES OILFIELD TRUCKING
(founded in 1932, acquired in 
2006) o� ers heavy hauling and rig 
transportation
OILFIELD TRUCKING SOLUTIONS
(2010) provides water transfer services 
in the Marcellus and Utica shales and 
hauls crude oil in the Eagle Ford Shale

*GREAT PLAINS OILFIELD RENTAL 
(2006) supplies tools and services, in-
cluding drill pipe, drill collars, tubing, 
BOPs and frac tanks

*KEYSTONE ROCK AND 
EXCAVATION (2010) sup-
plies gravel and aggregate

*Included in Chesapeake 
Oil� eld Services, L.L.C. (COS)

PRODUCING OIL AND NATURAL 
GAS REQUIRES MANY STEPS BE-
TWEEN DRILLSITE CONSTRUCTION 
AND SELLING PRODUCTION DOWN 
THE PIPELINE.  CHESAPEAKE’S 
FIELD SERVICE AFFILIATES PRO-
VIDE THE COMPANY CONTROL 
OVER THE ENTIRE PROCESS. WE 
HAVE LISTED THEM BELOW AND 
INCLUDED THE YEAR IN WHICH WE 
FOUNDED OR ACQUIRED THEM:
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company refocuses on liq-
uids-rich production.

“We can shift rigs from 
one place to another,” Win-
chester noted.  “We just 
moved four rigs from the 
Barnett Shale straight into 
western Oklahoma as part 

of our natural gas to liquids 
strategy.  Most independent 
operators would have to 
break, renegotiate or replace 
contracts to do that, as 
well as pay rig-moving fees.  
But since Chesapeake is 
vertically integrated, we can 
move rigs wherever they 
are needed.”

Dixon agreed that com-
pany-owned service and 
equipment providers have 
become key factors in 
the company’s operational 
excellence. 

“Our vertically integrat-
ed structure allows us to be 

a fi rst mover, to mobilize 
and ramp up activities in 
the shortest time possible,” 
Dixon explained.  “Also, we 
have been able to maintain 
leadership in horizontal 
drilling and new technol-
ogy, buying fi t-for-purpose 
equipment required to 

launch new operations 
quickly and get the very 
best from our operations.

“Another advantage of 
vertical integration is that 
it allows us to set our own 
very high safety and envi-
ronmental standards,” he 
continued.  “That actually 
reduces our liability, be-
cause we have more control 
over our own companies 
than we have over third-par-
ty vendors.  We can control 
procedures and training 
more effi ciently and consis-
tently, so we can ensure we 
are meeting regulations.”

Although vertical inte-
gration can be expensive 
to implement, it offers fi -
nancial advantages by re-
ducing the uncertainty of 
using outside vendors and 
services, and by gaining 
higher public market val-
uation for assets.  Chesa-
peake Midstream Partners 
L.P. (NYSE:CHKM), which 
IPO’d in August 2010, con-
tains valuable natural gas 
gathering, compression, 
processing and treatment 
assets that had not been 
not fully refl ected in Ches-
apeake’s stock price.  By 
placing them into a master 
limited partnership with 
Chesapeake as a sponsor-
ing partner owning 46%, 
Chesapeake was able to 
monetize those assets, gain 
higher market valuation for 
midstream cash fl ows, re-

duce infrastructure delays 
and capture midstream 
profi ts – all while providing 
an attractive investment 
opportunity for CHKM unit-
holders and Chesapeake’s 
shareholders.

“The ramp-up speed af-
forded by our vertical inte-
gration has also been a key 
element in completing our 
numerous joint venture part-
nerships,” said Dixon. “Joint 
ventures require a rapid rate 
of return based on how fast 
we can convert our partner’s 
investment into production 
and cash fl ow.  Because 

they know we can come 
through and execute these 
aggressive activity ramp-
ups, companies are comfort-
able partnering with Chesa-
peake in these historic joint 
ventures.”  

The success a company 
achieves through vertical 
integration is predicated by 
its scale, utilization and or-
ganization.

“It is hard to make ver-
tical integration work in a 
small company running 10 
to 15 rigs,” Winchester said. 
“But when you run more 
than 150 like Chesapeake, 
you have the critical mass 
necessary to make it work – 
and we’re committed to do 
two-thirds of our fi eld ser-
vices in-house.”

Dixon agreed, adding, 
“We’ve been so successful 

with vertical integration be-
cause of the size of our 
operations and our high 
activity level. Our vertically 
integrated units are nearly 
100% utilized.”

Strong management 
teams and effective com-
munications are also pre-
requisites for vertical inte-
gration success, accord-
ing to Dixon. 

“We have excellent 
management teams in all 
our service affi liates,” he 
said. “They are also good 
communicators, which 
leads to operational effec-
tiveness and continual pro-
cess improvements.”  The 
groups hold weekly meet-
ings between the drilling 
team, Chesapeake Oilfi eld 
Services and Chesapeake’s 
operating leadership teams.

Chesapeake plans to 
take the concept of vertical 
integration even further.

“Our integrated systems 
ensure better training and 
cross-training, but we can 
up the game,” Dixon assert-
ed.  “One of our goals is to 
professionalize the rigsite.  
That will make the future 
better for employees of the 
integrated units, because 
we can offer our service 
employees better oppor-
tunities and a career path 
they’ve never had before.”

Many of those employ-
ees will soon be part of a 
new entity: COS, which is 
currently building its man-
agement team while ready-
ing for an IPO in 2012.  As its 
new CEO, Winchester has 
confi dence in Chesapeake’s 
vertically integrated struc-
ture and the future of COS.

“You learn to succeed 
by a combination of expe-
rience and necessity – and 
our service units have both 
of those,” he said.

“CHESAPEAKE IS THE MOST 
VERTICALLY INTEGRATED 
INDEPENDENT EXPLORATION 
AND PRODUCTION COMPANY 
IN THE NATION. ULTIMATELY, 
IT IS THE KEY TO OUR 
SUPERIOR PERFORMANCE.” 

CHESAPEAKE AFFILIATES 
WORK TOGETHER FROM 
SPUD TO FIRST SALES
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          of high-
tech drilling and production 
techniques such as horizon-
tal drilling and hydraulic 
fracture stimulation. 

Such technologies are 
capital intensive to develop 
– and service intensive to 
execute.

To manage its rapid-fi re 
growth and control the capi-
tal demands of new technol-
ogies, Chesapeake started 
moving toward a vertically 
integrated structure in 2001 
by owning many of the busi-
nesses that provide servic-
es or equipment needed to 
produce natural gas and oil.  
Today, Chesapeake owns 
one of the nation’s largest 

oilfi eld service companies 
while most of Chesapeake’s 
peer companies have to 
purchase 100% of those ser-
vices or equipment from 
outside vendors.

“Chesapeake is the 
most vertically integrated 
independent exploration 
and production company 
in the nation,” said Steve 
Dixon, Executive Vice Presi-
dent – Operations and Geo-
sciences and Chief Operat-
ing Offi cer. “Ultimately, it is 
the key to our superior per-
formance – we’ve seen that 
over and over again.”

A company-owned 
chain of 12 service and 
supply affi liates operates 
upstream from the natural 
gas and oil Chesapeake pro-
duces, providing signifi cant 
benefi ts in cost and quality 
control, timeliness and fl ex-
ibility.

“When Chesapeake 
needs to quickly ramp up 
an area, as we did recently 
in the Utica Shale, our ver-
tically integrated structure 
allows us to make and exe-
cute decisions very quickly 

– without broadcasting our 
moves to the competition.  
That keeps our edge on the 
next big deal,” said Jerry 
Winchester, Chief Executive 
Offi cer of Chesapeake Oil-
fi eld Services (COS). 

Operating fl exibility is 
equally important as the 

WHAT IS ...
AN “INDEPENDENT” 
OIL AND GAS COMPANY? 
An exploration and produc-
tion company that receives 
nearly all of its revenues 
from natural gas and/or 
oil production at the well-
head, with no signi� cant 
re� ning or retail operations. 
(Examples: Chesapeake 
Energy Corporation, Sand-
Ridge Energy Inc., Anadarko 
Petroleum Corporation, 
Devon Energy Corporation) 
A MAJOR OIL COMPANY? 
A company engaged in the 
exploration and production 
of oil and gas that also has 
signi� cant activity in oil 
re� ning, retail marketing 
and transportation. 
(Examples: Exxon Mobil 
Corporation, ConocoPhillips, 
Royal Dutch Shell, BP)IN
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THE PROCESS: 
STREAMLINING FIELD OPERATIONS

TURNING UNCONVEN-
TIONAL RESERVES INTO 
ECONOMICALLY VIABLE 
PRODUCTION REQUIRES 
A FULL TOOLBOX
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Even though Chesapeake started op-

erations in West Virginia in 2005 through its 
$2.2 billion acquisition of Columbia Natural 
Resources (CNR), it wasn’t until the company 
drilled Marcellus wells in the West Virginia 
panhandle and southwest Pennsylvania 
in 2007 that it discovered the land was rich 
in wet gas. At the time, the company was pri-
marily looking to develop the assets recently 
acquired from CNR with its fi rst operations 
focusing on the Victory Field in Wetzel 
County. With the initial success of wet-gas 
development in the Victory Field, Chesa-
peake began strategically pursuing leasing 
opportunities beyond the Victory Field and 
set its targets in the surrounding area.

One such opportunity was an October 
2010 acreage trade with Range Resources in 
the West Virginia panhandle through which 
Chesapeake acquired approximately 47,000 
acres ripe with natural gas liquids in Ohio, 
Marshall, Brooke and Hancock counties. But 
time was not on Chesapeake’s side, because 
many of the leases on the newly acquired 
acreage were on the verge of expiration. It 
took a concerted team effort to save them. 

“We were in a serious time crunch,” 
explained Chesapeake District Landman 

Bryan Lohoff. “Approximately 50% of the 
Range leases were going to expire in 2011 
with roughly 25% expiring in the fi rst half of 
the year. We essentially had a few months to 
start operations and save the leases.”

It wasn’t as simple as setting up shop. 
There were many 
challenges in-
cluding diverse 
topography, nav-
igating around 
coal mine opera-
tions, obtaining 
state permits and 
complying with 
atypical lease 
provisions, in addition to constructing drill-
ing pads. Meanwhile, other energy compa-
nies began circling like vultures, negotiating 
top leases with landowners whose contracts 
were approaching expiration. 

Chesapeake employees managed to 
start operations in late December on the 
Esther Weeks and Glenn Didriksen pads – 
just in time to save these valuable leases. 
Once these properties were held by produc-
tion (HBP), the competition dwindled. 

THE MARCELLUS SHALE IS A NATURAL GAS-RICH ROCK FORMATION THAT RUNS BELOW WetWetWetTHE MARCELLUS SHALE IS A NATURAL GAS-RICH ROCK FORMATION THAT RUNS BELOW WetWetWetPARTS OF THE APPALACHIAN MOUNTAINS IN THE EASTERN U.S. SOME AREAS OF THE 
MARCELLUS GAS PLAY PRODUCE DRY GAS THAT IS PRIMARILY METHANE. HOWEVER, 
THE NATURAL GAS UNDER OHIO, MARSHALL, BROOKE AND HANCOCK COUNTIES IN WEST WetWetWetTHE NATURAL GAS UNDER OHIO, MARSHALL, BROOKE AND HANCOCK COUNTIES IN WEST WetWetWetVIRGINIA IS RICH WITH VALUABLE NATURAL GAS LIQUIDS. 

LIQUIDS-RICH NATURAL 
GAS IS DRIVING ACTIVITY IN THE 

MARCELLUS SOUTH DISTRICT

WITH THE INITIAL 
SUCCESS OF WET-GAS 
DEVELOPMENT IN 
VICTORY, CHESAPEAKE 
BEGAN STRATEGICALLY 
PURSUING LEASING 
OPPORTUNITIES BEYOND 
THE VICTORY FIELD.

Photography by David McNeese

(Continued on page 8)



The Play Spring 2012

WetWetWetGasGasGas7By
 La

ua
ra 

Ba
ue

r

Ron Fletcher, Dave Clark and Doug Ron Fletcher, Dave Clark and Doug Ron Fletcher, Dave Clark and Doug 
Fortney, left to right, are pictured Fortney, left to right, are pictured Fortney, left to right, are pictured 
on Nomac Rig #290, as they drill on Nomac Rig #290, as they drill on Nomac Rig #290, as they drill 
for liquids-rich wet gas in the West for liquids-rich wet gas in the West for liquids-rich wet gas in the West 
Virginia Panhandle.Virginia Panhandle.Virginia Panhandle.

The Play Spring 2012

THE PLAY: 
MARCELLUS SHALE

6

WetWetWet
Even though Chesapeake started op-

erations in West Virginia in 2005 through its 
$2.2 billion acquisition of Columbia Natural 
Resources (CNR), it wasn’t until the company 
drilled Marcellus wells in the West Virginia 
panhandle and southwest Pennsylvania 
in 2007 that it discovered the land was rich 
in wet gas. At the time, the company was pri-
marily looking to develop the assets recently 
acquired from CNR with its fi rst operations 
focusing on the Victory Field in Wetzel 
County. With the initial success of wet-gas 
development in the Victory Field, Chesa-
peake began strategically pursuing leasing 
opportunities beyond the Victory Field and 
set its targets in the surrounding area.

One such opportunity was an October 
2010 acreage trade with Range Resources in 
the West Virginia panhandle through which 
Chesapeake acquired approximately 47,000 
acres ripe with natural gas liquids in Ohio, 
Marshall, Brooke and Hancock counties. But 
time was not on Chesapeake’s side, because 
many of the leases on the newly acquired 
acreage were on the verge of expiration. It 
took a concerted team effort to save them. 

“We were in a serious time crunch,” 
explained Chesapeake District Landman 

Bryan Lohoff. “Approximately 50% of the 
Range leases were going to expire in 2011 
with roughly 25% expiring in the fi rst half of 
the year. We essentially had a few months to 
start operations and save the leases.”

It wasn’t as simple as setting up shop. 
There were many 
challenges in-
cluding diverse 
topography, nav-
igating around 
coal mine opera-
tions, obtaining 
state permits and 
complying with 
atypical lease 
provisions, in addition to constructing drill-
ing pads. Meanwhile, other energy compa-
nies began circling like vultures, negotiating 
top leases with landowners whose contracts 
were approaching expiration. 

Chesapeake employees managed to 
start operations in late December on the 
Esther Weeks and Glenn Didriksen pads – 
just in time to save these valuable leases. 
Once these properties were held by produc-
tion (HBP), the competition dwindled. 

THE MARCELLUS SHALE IS A NATURAL GAS-RICH ROCK FORMATION THAT RUNS BELOW WetWetWetTHE MARCELLUS SHALE IS A NATURAL GAS-RICH ROCK FORMATION THAT RUNS BELOW WetWetWetPARTS OF THE APPALACHIAN MOUNTAINS IN THE EASTERN U.S. SOME AREAS OF THE 
MARCELLUS GAS PLAY PRODUCE DRY GAS THAT IS PRIMARILY METHANE. HOWEVER, 
THE NATURAL GAS UNDER OHIO, MARSHALL, BROOKE AND HANCOCK COUNTIES IN WEST WetWetWetTHE NATURAL GAS UNDER OHIO, MARSHALL, BROOKE AND HANCOCK COUNTIES IN WEST WetWetWetVIRGINIA IS RICH WITH VALUABLE NATURAL GAS LIQUIDS. 

LIQUIDS-RICH NATURAL 
GAS IS DRIVING ACTIVITY IN THE 

MARCELLUS SOUTH DISTRICT

WITH THE INITIAL 
SUCCESS OF WET-GAS 
DEVELOPMENT IN 
VICTORY, CHESAPEAKE 
BEGAN STRATEGICALLY 
PURSUING LEASING 
OPPORTUNITIES BEYOND 
THE VICTORY FIELD.

Photography by David McNeese

(Continued on page 8)



EXPANDING PIPELINE AND 
PROCESSING INFRASTRUCTURE
It’s one thing to secure assets and produce them, but being 
able to transport them to market and secure the valuable 
liquids upgrade is a critical step in the process and a big 
part of an area’s value. According to Adam Wilson, Manager 
– Gas Sales for Chesapeake Energy Marketing, Inc. (CEMI), 
there are a lot more logistics and economic considerations 
when producing wet gas versus dry gas. 
“The pipeline and processing infrastructure in the area 
didn’t exist a few years ago to handle the current volume 
of wet gas, so we had to work with various service providers 
to � nd ways to get our gas gathered and delivered to a 
processing plant,” Wilson explained. “With more and more 
operators moving into the area, capacity in processing 
plants has been scarce, but Chesapeake has continued to 
drive the development of more pipelines and plants, and 
the infrastructure is � nally taking o� .”
CEMI and Chesapeake Midstream (CMD) have been 
aggressively pursuing development by securing contracts 
for processing, fractionation and natural gas liquid (NGL) 
transportation as well as pursuing rights of way and 
permits for pipeline infrastructure. Additionally, CMD is 
working on three compressor stations that will come on 
line over the next year.
The � rst station, the Sand Hill, is expected to be up and 
running in June and able to move 50 million cubic feet/
day (mmcf/d). The second station, Battle Run, is slated for 
October and will be capable of 90 mmcf/d. The Bu� alo 
station will come on line in the � rst quarter 2013 with 
90 mmcf/d of capacity.
“Over the next year Chesapeake will be able to move more 
than 200 million cubic feet a day from the panhandle, in 
addition to 225 million cubic feet per day from Victory,” 
said Wilson. “This should end any curtailments and allow 
midstream and marketing to stay in sync with the rate of 
upstream operations.” 
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 EXAMPLE REVENUE DRY GAS WET GAS  WETTER GAS
 STREAMS  WELL WELL WELL
Wellhead Gas Rate, MMCF/day 4.0 4.0 4.0
Gas Revenue (after shrink), $/day $13,000 $12,900 $12,300
Oil Ratio, bbls of Oil/MMCF 0 10 10
Oil Rate, bbls of Oil/Day 0 40 120
Oil Price, $/bo $80 $80 $80
Oil Revenue, $/Day $0 $3,200 $9,600
NGL Rate, bbls of NGL’s/day 0 180 260
NGL Price, $/bbl NGL $65 $65 $65
NGL Revenue, $/day $0 $11,700 $16,900
Total Revenue, $/day $13,000 $27,800 $38,800

CHESAPEAKE COULD FOCUS ON 
OPERATIONS AND SECURING 
ACREAGE WITH LESS CONCERN 
ABOUT OTHER OPERATORS DRIVING 
UP PRICES FOR LEASES. These fi rst 
wells also helped convince mineral owners that 
Chesapeake would actually drill and produce wells, 
which would secure royalty income for them. 

“We worked at it from every angle to save these 
leases. It was teamwork and planning at its fi nest,” 
explained Mike Cervantes, Chesapeake Geoscience 
Manager – Marcellus South District. “Getting these 

two wells drilled was a 
huge lift to the extended 
team in Oklahoma 
City as well as in West 
Virginia.”

In December 2010, 
Chesapeake also signed 
the Dale Sampson Land-
owner Group and ac-
quired an additional 
9,000 acres in Ohio and 
Brooke counties. Then 
in January 2011, Chesa-

peake signed the Donegal Landowner Group, which 
included approximately 13,000 net acres in Wash-
ington County, Pennsylvania, adjacent to Ohio and 
Brooke counties. These additions further solidifi ed 
the company’s acreage block. The Range acreage 
trade and these two large landowner groups made 
the entire region more valuable to Chesapeake. 

“When you have a large contiguous block of 
acreage, you are able to plan development more 
effi ciently, eliminating the potential for waste. The 
team was successful in saving so many leases from 
expiration because the acreage blocks 
were largely intact,” Lohoff explained.

Since December 2010, the Marcel-
lus South team has HBP’d approximately 
47,000 net acres by drilling 64 wells using 
six rigs in Marshall, Ohio and Brooke coun-
ties. Chesapeake currently has six rigs op-
erating in the West Virginia Panhandle, 
which includes the Victory Field and acre-
age extending north into Brooke County. 
By June, the company plans to have at least 
six rigs drilling in this region as develop-
ment continues to be driven by expiring 
leases and the value of wet gas.  

“As we shift our focus away from dry gas assets, 
we’ll keep trying to grow production in liquids-
rich plays. The increase in rate of return can be 
signifi cant,” Cervantes added.
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(Continued from page 6)

Focused on the job, Floorman Nick 
Hartley on Nomac Rig #25, right, 
and Driller Jesse Bailey, above left, 
on Nomac Rig #290.

THE VALUE OF WET GAS
Wet gas, also known as liquids-rich gas, contains heavier hydrocarbons referred to 
as natural gas liquids (NGLs).  Wet gas is produced the same way as dry gas, but its 
end products and byproducts have a wide range of uses beyond heating and power 
generation.  At current natural gas and oil prices, wet gas is a much more valuable 
product than dry gas for these reasons:
■ Currently, domestically produced dry natural gas can only be sold in the U.S., while 
natural gas liquids may be converted into products that trade in the global market.
■ NGL byproducts compete directly with crude oil byproducts in the production of many 
everyday products including plastics, cosmetics and motor fuels.
■ Because NGLs compete in crude oil markets, their price tends to be tied more closely 
to the price of crude.  For example, a barrel of propane sells for 60-75% of the price of a 
barrel of West Texas Intermediate crude.
Higher oil rates produced at the wellhead and higher NGL rates produced from gas 
plants can signi� cantly increase total daily revenue from a single well.  The table 
below shows examples of how wet gas well production can triple the revenue 
compared to dry gas well production without any associated liquids.
IN EARLY 2012 CHESAPEAKE ANNOUNCED ITS INTENTION TO REDUCE ITS DRY GAS OPERATIONS IN 
RESPONSE TO THE LOW PRICE OF NATURAL GAS. THIS MEANS ALLOCATING APPROXIMATELY 85% OF ITS 
2012 TOTAL NET OPERATED DRILLING CAPITAL EXPENDITURE TO LIQUIDS-RICH PLAYS.

peake signed the Donegal Landowner Group, which 

 COMPONENTS % OF CRUDE
  PRICE
Ethane 20 - 50
Propane 60 - 75
i-Butane 60 - 80
n-Butane 60 - 80
Natural Gasoline 80 - 90

HOW NGLs ARE TIED TO 
THE PRICE OF CRUDE

 EXAMPLE REVENUE DRY GAS WET GAS  WETTER GAS
 STREAMS  WELL WELL WELL
Wellhead Gas Rate, MMCF/day 4.0 4.0 4.0
Gas Revenue (after shrink), $/day $13,000 $12,900 $12,300
Oil Ratio, bbls of Oil/MMCF 0 10 10
Oil Rate, bbls of Oil/Day 0 40 120
Oil Price, $/bo $80 $80 $80
Oil Revenue, $/Day $0 $3,200 $9,600
NGL Rate, bbls of NGL’s/day 0 180 260
NGL Price, $/bbl NGL $65 $65 $65
NGL Revenue, $/day $0 $11,700 $16,900
Total Revenue, $/day $13,000 $27,800 $38,800
Based on ethane rejection
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Turning to the right – Hybrid PDC bits 
allow Chesapeake and other operators 
to chew through rock at record rates as 
the industry works to produce America’s 
energy resources.
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“THE SCIENCE AND TECH-
NOLOGY BEHIND DRILLBITS 
HAVE COME A LONG WAY, 
AND AS THE MOST ACTIVE 
DRILLER IN THE NATION, 
WE’RE HELPING TO TAKE IT 
EVER FURTHER.”

OF THE TRADE
TOOLS
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THE TECHNOLOGY: 
BUSINESS END OF THE DRILLSTRING

Used to create the wellbore that brings natural 
gas and oil to the surface, the drillbit is the fi rst piece 
of equipment to come into contact with underground 
formations. But just as no two formations are created 
equally, neither are any two types of drillbits. 

“It is a lot like wood-carving tools,” said Rene St. 
Pierre, Vice President – Drilling in Chesapeake’s North-
ern Division. “The principal is the same – to turn a block 
of wood into a fi nished product, to bring 
natural gas or oil to the surface – but, you’re 
not going to use the same tool to carve a 
baseball bat that you would a table leg. And 
we don’t use the same type of drillbit to get 
gas out of the Marcellus Shale in Pennsyl-
vania that we would use to get oil out of the 
Anadarko Basin in Oklahoma.”

To make sure a drillbit can address the 
unique challenges presented by each for-
mation, manufacturers not only create bits 
out of various materials, but they also offer a 
wide range of models that can be tweaked 
to fi t a client’s specifi cations. With so many 
choices and factors, picking the right drill-
bit takes a team effort. 

“When selecting a drillbit, it’s really 
important to get a good idea of how it 
should perform,” said St. Pierre. “To 
do this, we look at existing bit records, 
which are like a performance his-
tory. Who else has used the bit and 
where? How has it been done in the past under 
similar conditions? Were there any issues or 

problems that slowed drilling?”
Manufacturers can take this information along 

with open hole logs of offset wells in the area, and 
enter it into custom software programs to determine 
rock compressive strength and ultimately predict what 
type of bit should work best. This high-tech process 

also allows manufacturers and operators to work 
together to make modifi cations before a bit is 

created to optimize performance. 
Thanks to these efforts, Chesapeake has en-

joyed tremendous success with hybrid polycrys-
talline diamond compact (PDC) bits. Designed 

with industrial diamonds to provide a continuous 
scraping motion, the bits can cut through much 
stronger rock, such as that found in shale formations.

“At one time PDC bits were considered unique, but 
they’re much more widely used now. As a result, they 
have come down in price and aren’t much more expen-
sive than the traditional tungsten carbide bits,” said St. 
Pierre. “Not to mention that they are reparable so you 

get a much longer life out of a single bit.”
Saving on replacement expenses isn’t the only way 

PDC bits are helping Chesapeake stay in the black. 
When paired with the right downhole motor, these bits 
can reach what is known as the optimal rate of pene-
tration and stay in the hole much longer, allowing for 
a quicker lateral kick-off. The quicker the kick-off, the 
quicker drilling crews can reach the well’s total depth 

and ultimately, the sooner the well can be-
gin producing. 

“If you pair the right bit with the right 
motor, drilling is as smooth as churning but-
ter,” said Dave Bert, Vice President – Drilling 
in Chesapeake’s Eastern Division. “When 
it’s like that, you don’t have to worry about 
tripping pipe as much because you need to 
repair or replace the bit so it really speeds 
up the process. Not to mention it’s safer for 
the crew because fewer men are needed on 
the fl oor when the drillbit is running.”

Bert is quick to add that no matter how 
effi cient you 
think you are, 
thanks to new 
technology 
there is always 
room for im-
provement. 

“What was 
considered per-

fection in terms of effi cien-
cy and speed 10 or even fi ve 
years ago wouldn’t be con-
sidered very good now,” 
he said. “The science and 
technology behind drillbits 
have come a long way, and 
as the most active driller in 
the nation, we’re helping to 
take it ever further.”

With almost three times 
as many drilling rigs run-
ning as its closest competi-
tor and a reputation as an 
industry pioneer, Chesa-
peake is the ideal testing 
ground for manufacturers 
to fi ne-tune their tools. The company is currently 
working on projects such as developing a self-sharpen-
ing bit and a proprietary design to allow even deeper 
and faster drilling.

ASK ANY CRAFTSMAN WHAT THE MOST IMPORTANT FIRST STEP IS FOR 
A JOB AND HE OR SHE WILL TELL YOU IT’S SELECTING THE RIGHT TOOLS. 
DRILLING NATURAL GAS AND OIL WELLS IS NO DIFFERENT. AND NO TOOL 
IS MORE IMPORTANT THAN THE DRILLBIT.  

WHAT IS A DRILLBIT?
A DRILLBIT IS THE PIECE OF 
EQUIPMENT LOCATED AT THE TIP 
OF THE DRILLSTRING BELOW THE 
DRILL COLLAR AND PIPE. Designed 
with sharp teeth made out of various 
materials, the bit rotates to cut through 
underground rock and sediment layers. 
In the early 1900s, the drillbit was 
spun using livestock and a wooden 
wheel. Now, a motorized rotary table 
is connected to a square-shaped hollow 
stem called the “kelly.” The kelly is 
connected to the drill collar, which 
puts pressure and weight on the bit 
to turn it at a high rate of speed. 
Drilling mud then � ows down through 
the pipe and out of the bit to lubricate 
the process and remove cuttings (pieces 
of crushed rock and soil) from the 
wellbore. 
A single drillbit can be used to drill 
a well or multiple bits can be used due 
to variations in rock formations.
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Anadarko Basin in Oklahoma.”

To make sure a drillbit can address the 
unique challenges presented by each for-
mation, manufacturers not only create bits 
out of various materials, but they also offer a 
wide range of models that can be tweaked 
to fi t a client’s specifi cations. With so many 
choices and factors, picking the right drill-
bit takes a team effort. 

“When selecting a drillbit, it’s really 
important to get a good idea of how it 
should perform,” said St. Pierre. “To 
do this, we look at existing bit records, 
which are like a performance his-
tory. Who else has used the bit and 
where? How has it been done in the past under 
similar conditions? Were there any issues or 

problems that slowed drilling?”
Manufacturers can take this information along 

with open hole logs of offset wells in the area, and 
enter it into custom software programs to determine 
rock compressive strength and ultimately predict what 
type of bit should work best. This high-tech process 

also allows manufacturers and operators to work 
together to make modifi cations before a bit is 

created to optimize performance. 
Thanks to these efforts, Chesapeake has en-

joyed tremendous success with hybrid polycrys-
talline diamond compact (PDC) bits. Designed 

with industrial diamonds to provide a continuous 
scraping motion, the bits can cut through much 
stronger rock, such as that found in shale formations.

“At one time PDC bits were considered unique, but 
they’re much more widely used now. As a result, they 
have come down in price and aren’t much more expen-
sive than the traditional tungsten carbide bits,” said St. 
Pierre. “Not to mention that they are reparable so you 

OF THE TRADE
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Turning to the right – Hybrid PDC bits 
allow Chesapeake and other operators 
to chew through rock at record rates as 
the industry works to produce America’s 
energy resources.
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“THE SCIENCE AND TECH-
NOLOGY BEHIND DRILLBITS 
HAVE COME A LONG WAY, 
AND AS THE MOST ACTIVE 
DRILLER IN THE NATION, 
WE’RE HELPING TO TAKE IT 
EVER FURTHER.”

OF THE TRADE
TOOLS
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Henry Latimer, Supervisor in Chesapeake’s Land 
Department, has been honored with Chesapeake’s 
H.E.L.P. Champion award for his dedication to the Boy 
Scouts of America’s Last Frontier Council.

Last year Latimer logged 877 volunteer hours with 
the scouts, but his involvement in the organization 
began long before 2011.  He became a Cub Scout at 7 
years old, a Boy Scout at 11 and attained the rank of Ea-
gle Scout at 15.  His three sons followed in his footsteps, 
all earning scouting’s highest honor – Eagle Scout.  As 
a volunteer, Latimer has served as a den leader, assis-

tant scoutmaster, scoutmaster, and associate advisor 
for the Eagle Chapter of the Order of the Arrow. 

“I have been fortunate to have been involved in 
scouting for more than 20 years,” said Latimer. “I have 
had the chance to see young boys develop lifelong 
skills and become true leaders in our community.”

Chesapeake’s H.E.L.P. Champion award recog-
nizes an employee or group who embodies a sincere 
spirit of volunteerism and inspires others to embrace 
the company’s culture of building better and stronger 
communities. The winner is selected by a company-
wide employee committee.

Along with a H.E.L.P. Champion trophy, Latimer re-
ceived $1,000 to donate to the charity of his choice. Not 
surprisingly, Latimer’s donation went to the Boy Scouts 
of America Eagle Chapter of the Order of the Arrow.

A family tradition, Kevin, Kyle, Henry and Hank Latimer, 
from left, wear Eagle Scout regalia.

MORE THAN 100 OHIOANS WENT 
HOME WITH JOB OFFERS AFTER 
ATTENDING A CHESAPEAKE OPEN
HOUSE IN JANUARY.  More than 300 people 
attended the event in Canton, Ohio, to apply for 
jobs with the company’s affi liates Oilfi eld Trucking 
Solutions, Great Plains Oilfi eld Rental and Hodges 
Trucking Company.

“To make 102 job offers during a fi ve-hour 
event speaks volumes about the opportunity here in 
Ohio,” said Keith Fuller, Chesapeake Director – 
Corporate Development.

The event followed a similar open house held 
by another Chesapeake affi liate, Performance 
Technologies, which expects to hire between 100 
and 150 people this spring.

UTICA SHALE DEVELOPMENT 
PRESENTS JOB OPPORTUNITIES  

Increased political support and 
private investment have made natural gas 
a viable automotive fuel alternative with 
large growth potential.  With more than a 
100-year supply of natural gas in the United 
States and an average price per gasoline 
gallon equivalent of $1.00 to $2.00, the fuel 
is plentiful, affordable and domestic. 

Currently the fuel tank on a com-
pressed natural gas (CNG) vehicle is its 
most expensive single component.  To 
reduce costs while increasing perfor-
mance, Chesapeake is joining forces with 
3M to design, manufacture and market a 
broad portfolio of CNG tanks for use in the 
United States transportation market.  Less 
expensive tanks will facilitate greater mar-
ket adoption of CNG as an alternative 
automotive fuel source. 

3M will manufacture the tanks, which 

will be designed and certifi ed by Hyper-
comp Engineering, Inc. of Utah.  3M 
expects the tanks to be available for sale 
during the fourth quarter of 2012. 

Chesapeake has pledged an initial 
$10 million toward design and certifi ca-
tion services, market development sup-
port and a commitment to use the new 
tanks for its corporate fl eet conversion to 
CNG.  The company’s investment will be 
provided by Chesapeake NG Ventures 
Corporation (CNGV), which has commit-
ted $1 billion over the next 10 years to help 
fund various initiatives to increase de-
mand for natural gas. 

“This partnership brings together two 
leading companies from different sectors, 
both committed to advancing the natural 
gas transportation fuel market,” said Au-
brey K. McClendon, CEO of Chesapeake.

CHESAPEAKE, 3M JOIN FORCES TO DEVELOP LOWER-
COST, HIGHER-PERFORMANCE CNG FUEL TANKS

HENRY LATIMER IS HONORED AS 
A GOOD SCOUT – AND A LIFELONG 
CHAMPION OF LEADERSHIP
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Job creation in action at the 
Performance Technologies open house.

For the fi fth consecutive year, FORTUNE magazine 
named Chesapeake to its list of “100 Best Companies to 
Work For®.”  The company moved up 14 spots on the 2012 
list to be ranked #18, the highest listed Oklahoma-based 
employer and the top ranked natural gas and oil producer.  
In addition, among companies with more than 10,000 em-
ployees, Chesapeake moved up to the #5 spot. FORTUNE 
specifi cally noted Chesapeake’s high-paying career op-
portunities and employee perks and benefi ts as reasons 
for the company’s strong showing in the annual list. 

“It is Chesapeake’s goal to be the most competitive 
employer in both our industry and the country,” said Martha 
Burger, Chesapeake Senior Vice President - Human & 
Corporate Resources.  “The benefi ts we offer, in addition to 
our outstanding career opportunities, allow us to recruit and 
retain top talent.  Chesapeake’s employees are the driving 
force behind the success of our company.” 

In 2011, Chesapeake added new benefi ts for its 
employees, including a state-of the-art, 63,000-square-foot 
child development facility in Oklahoma City, three full-time 
chaplains available to all employees and a comprehensive 
pregnancy wellness program for expectant mothers in all 
of the company’s operating areas. 

FORTUNE chooses the 100 Best Companies to Work 
For® by partnering with the Great Place to Work Institute® to 
conduct the most extensive employee survey in corporate 
America . Entrants also submit a culture audit, explaining the 
company’s benefi ts, incentive programs and other perks.

CHKINSIDECHKINSIDECHK
A closer look at Chesapeake’s people and progress

is designed and published each quarter by the Corporate Development 
Department of Chesapeake Energy Corporation, P.O. Box 18128, Oklahoma 
City, OK  73154-0128. Telephone 405-935-4761
Email the editor, Cheryl Hudak, at publications@chk.com. 

“The Play” is online at www.chk.com under Media Resources.
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OUTSTANDING CAREER OPPORTUNITIES AND TOP 
BENEFITS PROPEL CHESAPEAKE TO A NEW HIGH RANKING 
IN FORTUNE®  BEST COMPANIES TO WORK FOR LIST.

Celebrating success, Chesapeake 
employees congratulate each 
other with a party. Below, Aubrey 
McClendon and Martha Burger salute 
the company’s 13,000 employees.

This publication includes “forward-looking statements” within the meaning of Section 27A of the Securities Act of 
1933 and Section 21E of the Securities Exchange Act of 1934. Forward-looking statements are statements other than 
statements of historical fact and give our current expectations or forecasts of future events. They include estimates of 
natural gas and oil reserves and resources, expected natural gas and oil production and future expenses, assumptions 
regarding future natural gas and oil prices, planned drilling activity, drilling and completion costs and anticipated asset 
sales, projected cash � ow and liquidity, business strategy and other plans and objectives for future operations. 
Although we believe the expectations and forecasts re� ected in these and other forward-looking statements are 
reasonable, we can give no assurance they will prove to have been correct. They can be a� ected by inaccurate 
assumptions or by known or unknown risks and uncertainties. Factors that could cause actual results to di� er materially 
from expected results are described under “Risk Factors” in our 2011 Form 10-K � led with the U.S. Securities and 
Exchange Commission (SEC) on February 29, 2012. These risk factors include the volatility of natural gas and oil prices; 
the limitations our level of indebtedness may have on our � nancial � exibility; declines in the values of our natural 
gas and oil properties resulting in ceiling test write-downs; the availability of capital on an economic basis, including 
planned asset monetization transactions, to fund reserve replacement costs; our ability to fund capital expenditures, 
replace reserves and sustain production; uncertainties inherent in estimating quantities of natural gas and oil reserves 
and projecting future rates of production and the timing of development expenditures; our ability to generate pro� ts or 
achieve targeted results in our development and exploratory drilling and well operations; leasehold terms expiring before 
production can be established; hedging activities resulting in lower prices realized on natural gas and oil sales, the need 
to secure hedging liabilities and the ability of counterparties to satisfy their obligations to us; drilling and operating risks, 
including potential environmental liabilities; changes in legislation and regulation adversely a� ecting our industry and 
our business; general economic conditions negatively impacting us and our business counterparties; oil� eld services 
shortages, pipeline and gathering system capacity constraints and transportation interruptions that could adversely 
a� ect our cash � ow; and losses possible from pending or future litigation. 
We caution you not to place undue reliance on these forward-looking statements, which speak only as of the date of this 
publication, and we undertake no obligation to update this information. We urge you to carefully review and consider the 
disclosures made in our Annual Report on Form 10-K and our other � lings with the SEC that attempt to advise interested 
parties of the risks and factors that may a� ect our business. 
Questions about property acquisitions, sales, leasing or royalty owner concerns? Call the Chesapeake 
Contact Center toll-free at 877-CHK-1Gas. The Contact Center is open Monday through Friday from 8 a.m. 
to 5 p.m. Central Standard Time.
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production can be established; hedging activities resulting in lower prices realized on natural gas and oil sales, the need 
to secure hedging liabilities and the ability of counterparties to satisfy their obligations to us; drilling and operating risks, 
including potential environmental liabilities; changes in legislation and regulation adversely a� ecting our industry and 
our business; general economic conditions negatively impacting us and our business counterparties; oil� eld services 
shortages, pipeline and gathering system capacity constraints and transportation interruptions that could adversely 
a� ect our cash � ow; and losses possible from pending or future litigation. 
We caution you not to place undue reliance on these forward-looking statements, which speak only as of the date of this 
publication, and we undertake no obligation to update this information. We urge you to carefully review and consider the 
disclosures made in our Annual Report on Form 10-K and our other � lings with the SEC that attempt to advise interested 
parties of the risks and factors that may a� ect our business. 
Questions about property acquisitions, sales, leasing or royalty owner concerns? Call the Chesapeake 
Contact Center toll-free at 877-CHK-1Gas. The Contact Center is open Monday through Friday from 8 a.m. 
to 5 p.m. Central Standard Time.
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oil adjacent to the 
Quail North natural 
gas compression 
facility in Martin 
County, Texas, in 
the Permian Basin.

Captured in mid-
stroke, a Chesapeake stroke, a Chesapeake stroke, a Chesapeake 
pumpjack produces 
oil adjacent to the 
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DOING THE WORK  
THAT’S FUELING AMERICA
Chesapeake Energy Corporation is the second-largest producer of natural gas, a Top 15 producer of oil and natural  

gas liquids and the most active driller of new wells in America. We’re a proud leader in unconventional exploration,  

which is yielding a revolution in natural gas liquids, spurring significant growth in America’s industrial economy.  

From creating jobs to producing the energy our nation needs, we’re Fueling America’s Future® like never before.
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