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Seven Lakes Technologies sat down with 

Rick Hatcher Ex-CIO of Whiting Petroleum 

to discuss his firsthand experience of 

evaluating software vendors the SaaS 

way and what value oil operators can 

achieve by following this model.  



So Rick, what is unique about the Oil & Gas industry in terms of how 

they make their buying decisions? 

            Oil & Gas in particular focuses on supply chain and strategic sourcing in 
the field at an operational level. For that reason, larger operators have a 
Procurement department that largely drives the Request for Proposal (RFP) 
process.  Procurement sets the standard for the rest of the company. Their 
focus is on multi-bid, multi-vendor. That originally was the case at Whiting as 
well.  

Tell me more about how Whiting began the process of purchasing the 

SaaS way.  

            Whiting had invested in a field ticketing system that was SaaS. And the 
Director of Procurement realized that he could get a pilot up and running and 
get it in the hands of the stakeholders for feedback much more quickly to 
determine if a solution is working. It gave him confidence to pursue this 
approach further and begin realizing the benefits of doing it this way. 
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How did Procurement then initiate this conversation with you? 

             We originally looked at what we were out in the field and calculated what 
it was costing us to not do anything. It was clear there were savings that could 
be captured by making the change to invest in a SaaS solution. And he actually 
opened up my eyes to the SaaS approach of buying and the financial impact 
that it has. 

Why do you feel that the Oil & Gas industry still largely utilizes a RFP 

heavy process?  

             Many operators may not have as much experience purchasing the SaaS 
way because the industry has been undeserved in this area. So they’re not 
aware that there’s a different way to buy and the benefits of doing so.   
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Can you expand on your perspective of how you differentiate the 

SaaS way of buying vs RFP? 

             I think back to my Development days with the Waterfall and Agile 
methodologies. I look at the RFP process much like the Waterfall process. With 
Waterfall I had to gather all of requirements upfront, get everything completely 
together and sign off before I could take the next step. 

With Agile, I do some of the general items upfront. And immediately start 
developing and getting something in front of my users to get feedback right 
away. Instead of waiting until the very end and then finding out it doesn’t work. 
There’s a certain set of features that have to happen no matter what. It’s about 
speed to get a solution with these must have features in front of users.  

With SaaS I get a working product into my user’s hands within days or weeks to 
determine if this vendor is someone I want to work with or rule them out.  
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Why is it so critical for Oil Operators to change the way they buy 

now?  

               Today’s world will not allow someone six months to a year to get a 
solution. Everything is driven by value. You need to start capturing those 
savings as soon as possible. If you go through the RFP process, you’re not going 
to have a solution up and running until much later down the road. Whereas you 
can do a 2-3 week check on the vendor and reduce the risk.  

At the end of the day, a RFP process is an evaluation of determining which 
vendor you want to work with. And I can get to that decision faster using the 
SaaS way of buying. 

So it’s about getting to that confidence that you’ve made the right 

vendor selection faster?  

              Yes, there are some aspects where the boxes need to be checked. You 
can get those done and having only spent 2-3 weeks on evaluating versus 
months.  
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Who within the organization would be most motivated to drive a 

change in the way of buying? 

         It comes down to who is going to most value in those savings. If a 
Production Director knew they would solve a problem in a faster way, they 
could serve as that champion of a change. Ultimately, everyone has a piece in 
it. If I’m responsible for certain area of the business and I can get value quicker 
and save money, that’s the driver. There’s no inherent value of a long process 
to get there. In fact, I want that done as fast as possible. I’m focused on the 
savings. That to me is worth the risk of making the change.
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How would you differentiate between a SaaS vendor and one 

offering on-premise solutions?  

             It doesn’t make sense to compare them together. They bring different 
things to the table. What differentiates one vendor from another is the 
transparency, the trust and the confidence that they are a partner.  

That’s what really impressed me with Seven Lakes years ago when we started 
using their JOYN product. When we had problems and issues Seven Lakes was 
there to help us. They were attentive to hearing our feedback about what 
needed to be created, fixed or enhanced. Most of the items were resolved 
within days.  

It comes down to which vendor do I want to partner with and who has the 
innovation.  

At the end of the day, if I have the right team, I can sleep well at night 
knowing that any issues that may arise we can handle them.  
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For more information about Seven Lakes Technologies and their true SaaS solution visit joyn.ai 


