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Some of  these may be difficult to comprehend 
especially if  you want to convince investors, and 
data visualization companies can help you do this 
by presenting your information in an engaging 
way. 

4. State which data visualization types you 
need based on categories

After you present the information to be 
visualized, you need to decide which categories 
you want to include in your infographics. 

For example, you want to place percentages 
of  oil and gas retrieved per location. The data 
visualizers may be able to include a chart that 
shows each location as a bar that rises up and 
down depending on the percentages they yield 
over an annual period. 

Additionally, you can also create data visualization 
by making cycle charts that show how you start 
an oil and gas research venture. You can make 
use of  this chart to help explain your ventures to 
potential investors more efficiently. 

5. You can also create your own simple 
data visualization through the use of  data 
visualization software

Additionally, there is also data visualization 
software that you can use to help you create 

graphics for the information you placed. Izenda, 
a business analytics platform, helps create data 
visualization for your company using quick and 
efficient analytic results based on the data you 
wish to present. 

Data visualization software is one of  the 
quickest and most accurate ways to help make 
comprehensive infographics for your business. 
It incorporates the use of  machine learning 
and other automated processes to fill in your 
company’s needs. 

Another benefit of  data visualization software is 
its consistent use of  systems to interpret data. 

The problem of  doing data visualization 
manually is the potential for human error. When 
you deploy software, there is a lesser risk to create 
errors, and the outputs are done in a consistent 
quality. 

6. Your infographic is ready to use in reports, 
blog posts, conventions, seminars, and other 
meaningful purposes

After getting the output of  your desired data 
visualization source, you can now use these 
graphics for many purposes. 

The most common uses of  data visualization 
are by presenting them in reports. Most of  these 

reports are presented to investors and venture 
capitalists. It is important to pitch ideas efficiently 
if  you are constantly looking for partnerships in 
your business. 

Presenting the information in a vague manner is 
detrimental to your stakeholder’s comprehension, 
thus making them uninterested with your 
business pitches. 

Data visualization is a powerful tool that can 
help your oil and gas company grow. Not only 
will it help you easily access the information that 
you need, you will also gain better experiences 
in presenting pertinent information for people 
who might be interested in networking with your 
business. 

Lee Nagel is the Vice President of  Izenda. 
He is responsible for marketing Izenda’s 
products and services for many corporate and 
industrial businesses. He is the expert in creating 
opportunities for Izenda to reach the global 
market, coordinate with companies, present 
Izenda’s goals in conferences, as well as creating 
demand for business analytics. Mr. Nagel has an 
entrepreneurial and determined spirit, and he is 
known for his vast experience in helping Fortune 
500 companies to succeed. 
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The Oilfield Auction Culture  
By Josh Robbins

For years, the option to sell your oil and gas 
property was to bring it to auction. The mentality 
is that with more bidders, the better price you 
receive for your property. Also, the auction 
company marketed the auction, so all you had to 
do was bring the information about your wells, 
geographic area, etc. And for the last 40 years, this 
has been the primary way to buy and sell wells.

This has built an oilfield auction culture that, from 
the outside looking in, looks backwards. As a 
company focused on off-market deals, we go right 
to the source. We find exactly what we are looking 
for and want to know if  the operator would be 
interested in selling. The current culture forces the 
operator to, instead of  talking with the interested 
party, to see how many other parties are interested 
in the same property. In real estate terms, that’s 
like someone coming to your door and offering 
you money for your house and you calling a realtor 
to put it on the market. You add in fees, time and 
may not get any more money for the property (or 
could end up losing the deal entirely).

As we visit with different companies and 
individuals, we hear the same problems at every 
meeting: “We see all of  the same properties that 
appear on these bid sites, but those properties 
aren’t what we are looking for. And, on the off  
chance they are, we have to fight with 25 other 
companies to get the property. We refuse to 
overpay for assets, so we end up losing out on 
these opportunities. How can we find oil and 
gas properties that fit our acquisition profile, and 
not have to worry about our competition forcing 
the price up? How can we build our company 
operations without spending hours in data rooms, 
only to find that the property we want has a low 
NRI or astronomical expenses?”

This auction culture is slowly dying. The people 
that are transacting aren’t going through this 
bidder process, they are finding a way around it. 
In the same way that “roaming charges” was a fee 
based service – many of  the millennial readers 
won’t even recognize that term – the “online 

marketing” of  your property 
via email blast is slowly 
becoming a service that no 
one sees value in. 

As we enter into Q4 of  
2018, the trait that will 
define the quarter (and 
2018) will be: steady. In 
quarter three we saw deal 
flow increase tenfold. However, the majority of  
these deals have been sitting on a shelf  since the 
first quarter of  2015, waiting patiently for the 
price of  oil to rise. These deals will continue to 
splash around, but the targeted acquisitions will be 
the cash flowing assets with development upside. 
Those won’t be marketed, or on any bid sites. 
Those you have to uncover. And in this healthy 
2019 market, you’ll be able to transact consistently. 
You just have to have the right team finding those 
off-market deals. 

Josh Robbins




