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What is EnergyNet?

EnergyNet is an easyo-use oil and gas propertyauction and
negotiated sale service that facilitates the sale of producing working
Interests (operated and nonroperated), overrides, royalties, mineral
Interests, and nonrproducing leasehold. Most of the properties we sell
are located in thelower 48 United States and typically range in value

from $1,000 to $50MM.

Using aninternet platform , EnergyNet allows buyers the flexibility

and convenience of conducting their due diligence and placing bids

online. EnergyNet is aontinuous marketplace , with transactions
going on everyday.

In simple terms, EnergyNet strives tachieve the highest prices
while providing atimely sale for oil and gas properties byexposing
them to the widest possible national audience of accredited
buyers.
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The Science of the Deal

1. Current OIl and Gas Transaction Metrics

2. Components of the Deal
3. Considerations when Selling Assets

4. Negotiation Theory / Auction Game Theory
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EnergyNet Upcoming Sales
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What is EnergyNet?

24[7/365
Oil and Gas Property

Marketplace
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Current Market Transaction Metrics

35,000+ Properties Sold on EnergyNet
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*Darker green notes a higher concentration of properties sold



EnergyNet Market Metrics: WI 7 20:1 $/BOE/D

July 2010 June 2011 EnergyNet Operated Workihmerests /
Non-Operated Working Interests Metrics Trend
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EnergyNet Market Metrics: Rl z 20:1 $/BOE/D

$MM/BOE/D

July2010- June 2011 EnergyNet Royalty &
Overriding Royalty Interests Metrics Trend
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Working Interests (Operated & Non-Op): 20:1
Q320107 Q2 2011

waiple | SEMIPS | B0l | viowers

g?ivogr'ti ';‘;Z) to sale) Lot Per Lot
Appalachian $43,687 28.68 25.94 788 189 26 6
Ark-La-Tex $64,859 40.34 37.67 997 185 29 7
Gulf Coast $60,740 34.25 31.96 683 152 29 8
Michigan Basin $46,318 41.89 36.22 573 150 19 5
Mid-Continent | $79,157 45.61 49.20 768 172 31 6
Permian $84,047 54.84 51.27 1074 222 34 7
Rockies $64,667 43.14 46.23 979 157 34 9
South Texas $78,999 42.01 71.75 532 143 17 5
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Royalty & Overriding Royalty Interests: 20:1
Q320107 Q2 2011

CF Multiple | CF Multiple | AV9-# Avg. # Avg. # Avg. #

(Avg. 6 mos. (Last month prior | Views Per Viewers Bids Per Bidders

prior to sale) to sale) Lot Per Lot Lot Per Lot
Appalachian $178,506 101.05 103.07 1429 215 81 11
Ark-La-Tex $207,926 94.46 103.45 628 134 48 12
Gulf Coast $174,099 73.92 79.00 806 151 53 12
Michigan Basin | $171,443 90.42 96.03 757 136 65 13
Mid-Continent $224,899 88.14 97.38 910 191 48 12
Permian $224,781| 108.84 106.71 1076 191 49 13
Rockies $236,164 104.30 111.28 1025 186 60 12
South Texas $223,104 84.84 104.56 625 177 51 12
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Key Components
of the Deal




Key Components of the Deal

Understand the Offering

Preparation of Buyer Due Diligence Materials
Exposure to the Marketplace / Marketing
Buyer Due Diligence / Feedback Loop
Competitive Function / Ask for Offers

Negotiation

N o O A~ W D PE

Closing the Deal
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Considerations when Selling

Importance of Exposure

F More exposure creates more competition resulting in higher net
proceeds to the seller.

F Simultaneouslyexpose the property to buyers, rather tharsequentially
offering it to one buyer, then the next.

Z Be prepared to answer thequestions:O( T x | AT U AOQUAOO C
package? How many times did they review it? How many buyers made offers?
What was the makeOD T £ OEA AOUAOO OEAO OAOEA
F Typically the best deal for a buyer is to submit an unsolicited offer and it

be accepted.ThesA | | Fe€ddutoomeEO OEA | OEAO AT A 1 A&
highly competitive auction/negotiated sale process.
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Considerations when Selling

Importance of Competition

A A myth exists regarding the ease at which it is to findn
aggressivebuyer willing to pay a premium and do it by yourself,
sequentially, rather than simultaneously.

AOAT I A ITEEA OEA AI 1 OOA T £# OEA b
you typically leave money on the table.
A Conventional wisdom says the operator of a working interest,

ORRI or royalty interest is the logical buyer. This is typically not
correct.
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Access to the Marketplace

1,000 Buyers
EnergyNet Reaches All Well Known Buyers

A Top 250+ Public E&P Companies
A Top 250+ Private E&P Companies

AOOEOAOA wWNOEOU " AAEAA
ASPOOOAAI -, 060

15,500 Buyers

EnergyNet Also Reaches All Less Known Buyers

A Regional O&G Companies

A Royalty Aggregators
A Investor Groups / Institutions / Funds

A High Net Worth Individuals
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Considerations when Selling

We like to describe the makeup of the EnergyNet bidder
universe using the iceberg as an analogy. Tiap 4 categoriesof
buyers are your namebrand companies. They have long
histories, lots of employees, huge market caps, they are making
headlines with big acquisitions, divestments onew discoveries,
but they only represent a fraction of the companies buying
assets.

Thereis an unseen market of aggressive and active buyers.
The number of possible buyers increasesexponentially for deals

selling for $50MM and belowand that is the competition and
exposure EnergyNetries to harness.
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Considerations when Selling

Describe theAssets (Fullyand Completely)

Active and aggressivéuyers in the market areimpatient8 4 EAU AT 16 O
their time trying to help sellers fix their incomplete offerings--- they move on
to the next deal.

Puttogether a comprehensive set of buyer due diligence materials before you
start. Revenue and expense data, master well list with API #s and decimal
interests, ownership/land data, production data,engineering, geology, maps,
plats.

It is important to have the due diligence materials iraformat that can quickly
be disseminated to interested buyers. This could be physical data room, a hard
copy bound book, a flash drive or GIRom, or a webbased platform.

Our ideal/goal at EnergyNets to create a data room that is SO thorough and
complete that a buyer can review it satisfy all of their due diligence
requirements and be the winning buyer without everhaving to pick up the
phone.
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Considerations when Selling

Control the Parameters of the Sale

Createas few variables to the sale as possible in order to maximize
competition for it.

Showpotential buyers how you will convey the property to them if a
deal is made.

Let buyers know ahead of time what effective date you will want for
the transaction.

Setexpectations for closing and when you will expect the funds.
Avoid complicating the sale with different options for offers, funding,

closing, conveyances, etc. You want the offers that you receive to be
as close to appledo-apples as possible.
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Considerations when Selling

The Sum of the Parts i1s Greater than the Whole

Thereis always a debate within E&P companies whether to sell a group of properties
as a package or break them up into their component pieces.

We firmly believe and have empirical evidence to prove that the sum of the parts is
indeed greater than the whole.

We never want to exclude buyers fronparticipating in the bid processfor assets they
want to buy. Thepyramid of money has a very small number at the very top and very
large number at the bottom We try to harness that competition.

Since EnergyNehandles2000+ dealsa year, itdoes not slow our processf we turn a
$50MM geographically scattered package into 26ansactions,if it will get the
seller a higher net result.
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Chevron Case Study

Chevron

=
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Chevron Case Study

ChevronEnergyNetProperty Sales: June 200B3April 2011

Auction Lots Sold
2,069
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