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HepaBHO Bbl BCTYynunu B AONXHOCTb reHepasibHOro
AnpekTopa «bawHedTb - CepBUCHbIE AKTUBDI».
KakoBbl cTpaTermyeckue Lenu v 3agaym KomnaHuu,
1 Kak Bbl nn4yHo BuguTe ceba B ponu reHepasibHOro
AnpekTtopa?

CepBUCHbIE aKTWBbI, ELLIE HEAABHO MpUHAOIEXKaBLUNE
BalHeh™ npeacTaBnsatoT COO0M KOMMaHUM MPaKTUHECKM
MOJSIHOMO CMNEKTPa YCnyr Ans HeOTIHOM 1 ra30BoM
VHAOYCTPUN — 3TO U BypeHME 1 CTPOUTENBCTBO CKBaDKVH,

1X OBCNY>KNBaHWSA 1 PEMOHTA, MEXaHOCEPBICA,
MEXaHN3MPOBaHHOWM A06bIHM, HEPTAHOrO MaLLMHOCTPOEHMS,
TpaHcnopTa U CTPOUTEIbCTBA HEPTEMPOMbICIIOBOW
MHpacTpyKTypbl. AGK Crctema, Kak HOBbI akLIMOHED
3TOro Gr1sHeca BUANT BbICOKWIA MOTEHLMAN pocTa 1
pa3BUTVSA AHHOrO CErMeHTa. 3AeCh Mbl ABVPKEMCS MO
MOOENM, BOCMPUHATOM BObLLEN YacTbio MHAYCTPUN, rae v
[000bIBarOLLME KOMMAHWM 1 BU3HEC, X OOCY>KMBAOLLIAIA,
pa3BuBaroTCst 6onee aPHEKTVBHO ABUrasChb HE3aBMCMO
opyr ot gpyra. Mosi nepeooyepeHast 3aaada — BbICTPOUTb
MPOMECCUOHANBHBIV 1 MPO3PaUqHbIN BUSHEC POCCUMCKOrO
mMacLTaba, paboTaroLLIA Ha LUIMPOKIA KPYT KITMEHTOB.
CnenytoLLen 3apader byaoeT TEXHONOrNYECKOE U
reorpaduHeCcKoe pas3BUTE HE OrPaHNYEHHOE PaMKamm
POCCUINCKOrO PbIHKA.

C Kakumu TpyaHocTAMM Bbl cTankuBaeTechb, 6yayym
reHepasibHbIM AMPEKTOPOM, U KaK Bbl yny4waete
KoMnaHuio?
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You have recently been appointed as CEO of
Bashneft Oilfield Services, BOS - what are the
strategic aims and objectives of the company and
your role as the CEO?

Service Assets, which was only recently owned by Bashnett,
is a service company offering almost an entire range of
services for the oil and gas industry including drilling, well
construction, maintenance and repair, mechanical service,
artificial lift, equipment manufacturing, transport and
construction of field infrastructure. Sistema JSFC, as a new
stockholder of this business, envisions a lot of potential for
growth and development of this segment. We are using
an accepted model whereby the extracting companies
and the corresponding service businesses are developed
more efficiently by each one operating independently. My
priority today is to establish a professional and transparent
business in Russia to meet the needs for our wide range of
customers. My next challenge will be to ensure technological
development and geographical expansion within the Russian
market and internationally.

What are the key challenges that you are facing as
CEO and what are you looking to improve within the
company?

The center stage asset for any services business is of
course human resources. The major task is to change
stereotypes and thinking approaches. Up until now,
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[NaBHbIM aKTVBOM CEPBWNCHOIO BU3Heca ABNAETCA
4YeNoBEYECKMIN pecypc. ITO OCHOBHOE. [epBolt rnaBHOM
3a[a4en ABNFETCA USMEHEHNE CTEPEOTUMOB 1 METOA0B
MblILLEeHWA. [Jo CEroAHSALLHErO HallM KOMMaHUM no
CBOEW CyTU BbInn opraHn3aLvsMm Mo UCTIONHEHWIO

TEX UM WHBIX 3afa4. 3afad, KOTopble Nepeq Hamm
cTaBuna poauTensckas HedTsaHas KoMnaHng. Tenepb
Mbl [OMKHbI CTaTb HEYTEra30BbIM CEPBUCOM, MNABHOM
OTNHUTENBHOW YEPTON KOTOPOWM SBASIETCS HE MPOCTO
YMeHMe NpodeccnoHanbHO peLlaTh NoCTaBNeHHbIe
3afa4n, a yMeHve oymaTb Hamepeq 1 CO34aBaTtb
TEXHNYECKIE N OMEepPaLVIOHHbIE PELLIEHNST TEX MPOBMEM, C
KOTOPbIMW HaLLl 3aKa34MK CTOJIKHETCA 3aBTpa.

3710 TPebyeT BONBLLIOO NEPEOCMbBICIEHNS, U3MEHEHWIA
CTUNS MbILLNEHVS W KyNbTYPbl BeAeHWs 6naHeca. Mbl
OOJSDKHbI HAYHUTECA 3apabaTbiBaTb 60SbLLE Yeped
co3paHune bonee ahEKTUBHBIX N LIEHHBIX PELLEHNIA
ON1s KnneHTa. ViHeIMu cnoBamu, fenast Hallero KnMeHTa
bonee boratbiM/ Mbl Byaem 3apabaTbiBaTb DOSbLLE NS
aKkumoHepa.

MOHSATHO, YTO AaHHOE M3MeHeHWe NoTpedyeT 6ObLLON 1
CNaXKeHHOW paboTbl BCErO MHOMOTLICAYHOrO KOIEKTVBA,
Ha BCEX YPOBHSIX.

Tenepb BHCA nosnHocTbIO He3aBUCUMAaA KOMMaHusA,
Kakue 3TO gacT npeummMmyLiecTsa B pa3Butum?

Kak Mbl FOBOpWN BblLLE, faHHOE pagneneHre busHeca,
HanpaBneHHOe Ha pasfeneHne Tpyaa, cCnocobcTeyeT
KOHUEHTPaLIMN KaXKAOro Ha OCHOBHOM BUMAe
neatensHocTu. [JobbiBatoLLas KOMNaHNsa 3aHMaETCA
006bl4el 1 NepepaboTKon, HedpTecepBMcHasd co3aaeT
NHCTPYMEHT U TEXHONOMNYECKME PELLEHNS A1 MEPBOW.
W Ta n gpyras paboTatoT B KOHKYPEHTHOM PbIHOYHOM
cpene, Bbibupas ansa cedbsa Hanbonee BepHble BU3HEC
peLleHns. 30ecCb AOCTUratTCsa ABe OCHOBHbIE

3a0a4m — 0obbiBatoLLasd CO3AaeT BOKPYr cebsi pbIHOK
YCYT 1 NOMb3YETCS UM MO Mepe HeOBXOANMOCTH,

a HehTecepBMCHasA NOy4aeT BOSMOXKHOCTb
aviBepcudmrKaLmm, pacnpeneneHns puckos 1 6onee
YCTON4YMBOrO Pa3BUTUS.

TpaauumnoHHo knueHTom BHCA 6bina bawHedTb:
a KakK Bbl NnaHupyeTe pacllMpATb KIMEHTCKYIO U
06beKkTHYI0 6a3y, U Kakue o6beKTbl Bam Hanbornee
npusnekartesibHbl?

Ha, balHedTb 1 Bbina 1 ocTaeTcs ANsi HaC OCHOBHbBIM
KITMEHTOM, 1 Mbl ByfieM npunaratb BCe yCUns, YTobbl
yaep>x1BaTb 3TV No3uLmn. 3To ByAET BO3MOXKHbBIM
TONBbKO Yepes ynyylleHne ahPeKTUBHOCTY COOCTBEHHOM
pPabOoTbl U NPEANOXEHNS BCe BO1ee MHTEPECHbIX
TEXHOJIOTMHECKNX 1 OPraHN3aLMOHHBIX peLleHni. [pn
35TOM Mbl PaCCHMTBIBAEM Ha aKTUBHbIA POCT OOGHEMOB
pPaboTbl AN APYrMX KOMMAHWIM HALLEN MHOYCTPUN.
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our companies quintessentially represented a number

of organizations handling tasks established by our

parent oil company. Now we are to become an

oilfield service company aimed not just at meeting
established objectives, but also at thinking ahead to
create engineering and operational solutions for the
challenges our customers may face tomorrow. This

will require a great deal of reconsideration, a change of
approach and an adjustment of business culture. We
need to learn to earn more by creating more efficient and
valuable solutions for the customer. In other words, we
will create savings for our customers by earning more for
our shareholders. It is clear that such change will require a
great deal of well coordinated operations on all levels from
our numerous teams.

With BOS now being a completely independent
company, what competitive advantages will this
create for the company to move forward?

As mentioned earlier, such business sharing aimed at
diversifying labour promotes concentration and keeps
everyone focused on their core activities. The production
company handles extraction and processing, and the oilfield
services company concentrates on engineering solutions
to help this. Both companies work in a competitive market
environment that will help us to choose correct business
solutions. Therefore, two goals are achieved — the production
company creates a services market around itself and utilizes
it so far as necessary, and the Qilfield Services Company
has the opportunity to diversify, manage risk and aim for
sustainable development.

Traditionally BOS’s main client has been Bashneft,
but what are your plans to increase your client base
and operating areas and which areas are you looking
to target?

Yes, Bashneft has been our main client and we will

make all our efforts maintain this relationship, including
improving our work and offering the latest engineering
solutions. This is also true of other companies in our
industry, and this competition will ensure that, as a whole,
we move forward.

Our company also has aggressive targets for the external
growth and we are also planning active geographical
expansion. These include the main oil and gas regions, i.e.
Western and Eastern Siberia, Far North and certainly the
Volga-Ural region where we traditionally work.

BOS is a service company specializing in several
key areas, including on-shore drilling and well
workovers, but what other services do you offer?
What are BOS’s key service strengths?

Drilling and well workovers are ones of the most
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Y KOMMaHWW arpeccyBHble NfaHbl BHELLHEro pocTa.

MbI MNaHMpyeM TakxKe akTUBHYIO reorpan4eckyto
3KCMaHcKo. 9TO BCe OCHOBHbIE HEITEra3oBble PErvoHbI
— 3anagHas n BocTtouHas Cubupb, KpanHuin Cesep, 1,
KOHEYHO ke, Bomkeko-YpanbCKnin pernoH, B KOTOPOM
Mbl TRAOVILIMOHHO TPYOUMCS.

BHCA aBnAetcA cepBUCHOW KOMMaHUEN,
cneuvanusnpyrowencA B HECKOJIbKUX KJTHOYEBbIX
obnacTAx, BKnto4aa 6eperosoe 6ypeHue u
KanuTanbHbIA PEMOHT CKBaXXWH, a Kakue elle
ycnyru Bel npeanaraete? KakoBbl CUJIbHbIE
KJiroyeBble cpepbl 06¢cny>xmBaHua?

BypeHne 1 peMOHT CKBaXKMH
— 3TO, KOHEYHO OHN N3
Hanbonee pas3BUTbIX BMOOB
OEeATENbHOCTY HaLLIMX
KoMnaHwu. Ho aTo ganeko
He BCe, YTO Mbl YMEEM.

Kak 5 y>ke roBopusi, Mbl
Takxxe NpPou3BOaMM U
obcnyxmMBaem cpeacTea
MEXaHN3VNPOBAHHOW JOObI4M
1 NOAAEPXKaHWSA NNacToBOro
OaBNeHns, Mbl CO30aeM
BECb CMEKTP Ha3eMHOMN
NHPACTPYKTYPhI, Y Hac
60bLLON NOrUCTUYECKO-
TPaHCNOPTHbIN 60K.

Mbl ymeeM Bce 3TO Aenatb
npoeccnoHanbsHO, HaOEXHO
N HEAOPOrO.

Ho B Haluem cnydae 6onee
B&XHbIM SABNSIETCA HE TO, YTO
Mbl y)Ke Oenaem, a To, YTo
Mbl ByieM Jenatb 3aBTpa.
3aBTpa Mbl BbIpacTeM B
OMBEPCUMDULMPOBAHHYIO
CEPBUCHYO KOMMaHWIO C LLIMPOKOM MPOAYKTOBOM
JIMHEMKOW, C MOCTOSIHHO Pa3BMBatOLLENCS
npodeccmnoHanbHOM KOMaHOoM, CNOCOOHOW co3aaBaTh
HOBblE TEXHOJIOTMYECKNE PELLIEHMS. TakoBa cTpaTervs
HalLero passuTus.

[oBopA 0 npepnaraembix BaMmu ycrnyrax B obnactu
6ypeHus, paccKkaXxute Ham O BalleMm rnapke 6ypoBbiX
YCTaHOBOK U ero MowHOCTAX. KakoBbl Balwuu nsaHbl
no moAepHU3aLMu napkKa u NpUobpeTeHno HOBbIX
6ypoBbix?

foBOpSA 0 HaweMm (hoTe 060PYAOBAHNUSA HY>KHO B
NePBYIO 04epPenb YNOMSHYTh, YTO Mbl YTBEPAWIN

n npucTynmunm K NCNoJIHEHNKO MaCcCMpPOBaHHOIO
TEXHNYECKOIrO NMEPEeBOOPYXXEHUA N MOAEPHU3ALNN.
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developed activities within our company, for sure, however
it is far from being all that we can do. As | have already
said, we manufacture and service equipment for artificial
lift and pressure maintenance as well. We also build a
whole range of surface infrastructure and have a large
logistical and transportation unit. We can do all the above-
mentioned work in an expert, reliable and economical
way. But in our case, what we will do in the future is

more important. We will become a diversified services
company offering a wide product range, a company with
a continually developing professional team being able to
create new engineering solutions. That is the strategy for
our development.

Regarding your drilling
services, describe your
current drill rig fleet and
its capabilities? What
plans do you have for
modernizing your rig
fleet and also for the
purchase of new rigs?

When speaking about

our fleet of equipment, it

is important to mention

that our upgrade and
modernization program

has been approved and

is due to be implemented
over a 3 year period.

This program will ensure
upgrade of our fleet and
tools to meet today’s market
standards. The program
includes the purchasing and
commissioning of a number
of new tools and equipment.

How do you see the
regions drilling fleet
generally developing in the near to long-term? And
where do you see BOS in the future within this market?

Because of the continually complicated drilling conditions
that the industry is facing, our focus is on increasing capacity
and mobility of our fleet. Our modernization program has
been specifically designed to meet these challenges. We wiill
increase the capacity of our rigs, become more mobile, and
adapted to use the latest technologies. In short, we should
be able to drill faster and construct more complicated wells.

How do you see the Russian Oilfield Service market
developing over the coming years?

When working on our development strategy, we analyzed
the market and studied its movement and development.
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[Mporpamma paccy1TaHa Ha Tpu roga, B TedeHue
KOTOPOW Becb hnoT 060pya0oBaHNSA U MHCTPYMEHTa
OyneT OOHOBNEH 1 MPUBEOEH K CEMOOHALLIHUM
cTaHgapTaM pbiHka. [JaHHas nporpamMmMa Takxe
npennonaraeT 3akyn 1 BBeAeHWe B CTPOW 60/bLLIOro
KOJIM4ecTBa HOBOIrO 060pYy0BaHNS.

Kakum Bbl BuguTe passutue permoHasibHOro
napka 6yposoro o6opynosaHuA B obLiem B
KpaTKOCPOYHOM U [OSITOCPOYHOM nnaHax? U kakoe
mecto BHCA Bbl oTBeaeTe B 6yayuiem Ha 3ToMm
pbiHKe?

B cBeTe NOCTOAHHO YCNOXHAKOLLMXCS YCNOBUA BypeHs
OCHOBHOW TpeH[, pa3BuUTust DypoBOro cermeHTa
HanpaBneH Ha yBenn4eHne rpy3onoqbeMHOCTA U
MOOUBHOCTU C CUSbHBIM YKITOHOM B TexHosorum. Ha
COOTBETCTBME AAaHHOMY TPeHOy CrpOeKTpoBaHa 1
nporpamma mogepHusaumn BHCA. Hawwm ctaHkmn gomKHbI
B UTOre cTaTb 60nee MOLLHbIMU, Bonee MoBUIbHBIMN

1N aganTUPOBaHHbIMM K MCMONb30BaHNo 6os1ee
COBEPLUEHHbIX TeXHOMOMA. OOHNM CIIOBOM, Mbl AOSMKHbI
ObITb CNOCO6HbI BbICTPEe BypUTb 1 CTPOUTL BCe Boee
CIIOXKHbIE CKBaXKMHbI.

Kakum Bbl BuAUTE poCCUNCKUA PbIHOK cepBuca Aane
Hed)TerazoBoro rnpombicna B 6yaywem?

PaspabaTtbiBas cTpaTermo pa3BuTnsa Mbl O4eHb
CepbEe3HO MOAOLLUNN K U3YHEHWIO CTaTyca pbiHKA U
OBWXXEHWIO ero pasuTtus. CerogHst Mbl HAXOOMMCS B
dhaze cTabuneHoro pocta. B cpegHecpoyHOM nepuoae
TPEX-NATU NET Mbl HABNOAAEM BCE OOBEKTUBHbBIE
NpeanochbiNkK s COXpaHeHWst JaHHOro TpeHaa.
[Nocne aTOro MHAYCTPUS OomKHa OyoeT BOUTU B

dasy aKTMBHOIO TEXHONOM4YECKOro pasBuTus. Bee
obopyaoBaHME 1 BCE TEXHONOTMM ByayT MEHATHCSA

Ha 6onee MOBUbHbIE 1 aBTOHOMHbIE PELLIEHNS.

STO0T TpeHa byaeT AMKTOBaTbCH 3KOHOMUYECKUMM
npanBepamy. BONbLIMHCTBO U3 CEMOOHALLHVX PELLEHNN
OyaeT CANLIKOM FPOMO3OKUMM U 3aTpPaTHbIMW Mpu
NCNONb30BaHNN B yAaneHHbIX, TPYAHOOOCTYMHbIX U
reoNIOMMHYECKM CIIOXHbIX YCNOBUSIX. Halua nHaoycTpus
npocTo ob6si3aHa co3fgaBaTb 60/1ee Nerkmne u
yrnpaBfsieMble PELLEHUS.

ABnAeTcA nu BONpoc 4Yen0BEYECKOro

pecypca 6onee BaXKHbIM A/1A permoHasibHbIX
CEepPBUCHbIX KOMMaHWW UNu AJ1A permoHarnbHbIX
HedTenobbiBaloWMXx KomnaHuin? Yro Bbl
AymaeTte no nosoay Poccuiickoro npogusnbHoOro
ob6pasoBaHuA B He(hTerazoBom obnacTtn? Kakosa
€ro poJsib B COBPEeMEHHOM pbiHKe?

Yxe ynomuHan Bbille. s Hac BOMPOC KadecTsa
4E/I0BEYECKOro Pecypca YpessblvaliHO BaXkeH.
HeBO3MOXXHO peLlaTh CNOXHbIe 3aJa4M He pa3BuBas
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We are currently operating in a growth market,

and we envisage this continuing for the next 3 - 5
years, followed by a stage of active engineering and
development, with most equipment being replaced
with more mobile and independent solutions. These
trends will be dictated, of course, by economic
drivers. The majority of today’s solutions will be too
bulky and inefficient, when coming up against remote,
difficult to access geological conditions.

Is the issue of HR of more importance to regional
service companies or regional operators?

And what are your thoughts on Russian O&G
Universities, and how they work within this
market?

As | discussed earlier in the interview, the issue of
human resources is extremely important to us. It is
impossible to solve intricate tasks without increasing
the proficiency level of the whole team. Companies
within this sector are guided by their own priorities
and solve these issues the way they see fit.

The significance of a professional school, of
course, is extremely high. We are speaking about
vocational schools, colleges as well as universities.
It is a pleasure to see that after so many years of
recession the majority of schools nowadays have
received a new impulse of development. Obviously,
the results as of today are still not satisfactory. The
level of complexity in tasks and technologies is
growing rapidly; in its current shape the professional
school cannot develop in the same dynamics. Just
like the oil industry is regenerating currently, the
educational sector is yet to find new tools, methods
and principles of education.

YPOBEHb MpodeccrnoHannama Bcem komanabl. Camum
KOMMaHUM MHOYCTPUN PeLlaroT AaHHble BOMPOCHI,
Ka)K,EI,bII7I Mo-CBOEMY, KTO KaK BNONT N KaK YMeET,
PYKOBOACTBYSCb CBOUMM NPpUopUTETaMM.

EcTecTBEHHO, YTO POSb NPOPECCMOHANBHOW LLUKOSbI
4Ype3BbIHaHO BbiCOKa. Mbl FOBOPVM U O LLIKOMaXx, U O
Konnemxax, 1 06 yHueepcuteTax. [NpusaTHO BUOETb, YTO
nocne MHOMMX NET 3acTOost OOMBLUNMHCTBO LLUKOM CErOOHS
MOJyHYNI0 HOBbIM UMMYNbC Pa3BUTUS. 11, KOHEYHO Xe,
TOroQ, YTO MPOUCXOAMNT CEroaHs AaNeKo He OOCTaTO4HO.

YpoBeHb 3a0a4 1 TEXHOSIOMUIA CTPEMUTENBHO PacTeT U
B CErOAHSALLHEM COCTOAHUM LLIKOJIa NMoka He CnocobHa
pa3BMBaTLCS B TAKOWM XXE AMHaMMKe. TOYHO TakKe Kak
CEerofHsi NepepoXXaaeTcs «HeTAHKa», LWKOMa SOSKHA
HalTN HOBblE MHCTPYMEHTbI, METOAb! U MPUHLAMI
0by4eHus.
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