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7. Expert Opinion          
 

7.1 CompactGTL           

Mr Iain Baxter is the Director of Business Development at CompactGTL. Prior to joining 

CompactGTL he was Business Director at Advantica Ltd (formerly British Gas).  CompactGTL is a 

specialist gas-to-liquids company, focussing on oil field developments. Mr Baxter was interviewed 

by visiongain in October 2012, and visiongain would like to thank him for his insightful comments. 

 

7.1.1 Commercial Use Of CompactGTL Technology     

Visiongain: Are your catalysts in commercial use? 

 

Iain Baxter: They are in use on our commercial demonstration plant, which is in Aracaju North 

East Brazil.  It was a project funded 100% by Petrobras.  The contract was signed in July 2008 with 

a value of $45 million. The plant continues to operate today and has now been operating for over 

20 months.  After 12 months of operations, which was January of this year, Petrobras went public 

with the news that they had approved and qualified the technology for commercial deployment in 

Brazil.   

 

Visiongain: Can you anticipate where commercial deployment might be in the next 2-3 years.  

 

Iain Baxter: For commercial deployment of our technology the main target markets are Russia; 

CIS; the African continent, particularly West Africa offshore; South East Asia; Latin America and 

deepwater Gulf of Mexico.  We are currently running feasibility studies with a number of clients – 

they are all under NDA – for projects of various scales, both onshore and offshore in those regions.  

 

Visiongain: Just to clarify, have you been looking at East Africa? 

 

Iain Baxter: Not so much.  We were recently in Tanzania, but the focus there is more on gas 

prospecting.  Our technology is best suited to enabling the clients to access oil field developments 

by giving them the ability to deal with relatively small volumes of associated gas.  This is a small 

modular technology, so if you have a gas resource or a high flow rate gas play, this is not always a 

good route to monetise it on a standalone basis. 
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7.1.2 Preferability Of CompactGTL Technology      

Visiongain: What makes your catalysts preferable over your competitors?  

 

Iain Baxter: We do not pick out the catalyst on its own; this technology is dependent on the 

catalysts that have been developed concurrently with our reactor designs.  The catalysts and the 

reactors have to be married together for this to work – this is a fundamentally different technology 

to what you see in the large-scale conventional GTL plants. Our catalysts are in the form of coated 

metallic foil inserts, which are inserted into plate and fin heat exchanges and those heat 

exchangers form the structure of our reactor; so it is fundamentally different to the conventional 

technology that you see deployed by Shell and Sasol.  There is nothing really special about the 

catalysts performance, per se; it is the marriage of the catalyst with the reactor design. Johnson 

Matthey exclusively manufactures all our catalysts; we have been in joint development with them 

over the last 5 years.   

 

7.1.3 CompactGTL Supply Chain        

Visiongain: Is it correct that, with your partnership with Kawasaki, that your supply chain is now 

complete? 

 
Iain Baxter: Absolutely, yes.  Kawasaki Heavy Industries take the reactor units that are 

manufactured by Sumitomo Precision Products and they manifold them together – package them 

together – into the commercial modules that will go out to the plants.  Our supply chain partners are 

exclusive and this has enabled us to ensure their full commitment to the business, to investing in 

the manufacturing capacity that will ultimately satisfy our clients. 

 

7.1.4 CompactGTL GTL Facility OPEX       

Visiongain: What is the OPEX for your plant? 

 

Iain Baxter: As a very rough guide – and projects vary depending on location, scale and nature, 

offshore, onshore and so on – about $15 per barrel of syncrude produced. 

 

7.1.5 CompactGTL Competitors        

Visiongain: Who do you view as your main competitors? 

 

Iain Baxter: We do not have competitors at the moment.  Because there is no other company that 

has a full small scale modular GTL process demonstrated from start to finish.  The Upstream 
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industry simply will not buy in to new technology until they have witnessed it working with their own 

eyes or there is a demonstrable track record.  There is a company that has made some headway in 

small-scale Fischer-Tropsch technology development, which is Oxford Catalysts/Velocys.  We do 

not have any competitors providing a complete modular GTL solution, particularly to go offshore, 

because offshore you do not have the option of using, for example, conventional reforming 

technology and marrying that up with modular FT.  That is not feasible offshore.  

 

7.1.6 Potential of Associated and Stranded Gas For GTL    

Visiongain: What would you estimate the value of associated gas – flared and stranded gas – to 

be? 

 

Iain Baxter: 73 billion barrels of oil, waiting to be accessed: 73 billion barrels of potential oil 

extraction globally that is being held up or delayed as a result of companies not being able to deal 

with the associated gas.  This is in remote locations or deepwater locations where, if you were to 

go after those fields, you would not be able to start a new flare, it would be very expensive to re-

inject – some deepwater re-injection well completions come at a very high cost; these are oil fields 

that are difficult to develop. In some cases, there are existing developments that are already in 

production, but where the production is being shut in or capped; again as a result of not being able 

to deal with the excess gas that would result if you tried to increase the oil production.  

 

7.1.7 Flared Gas Regulations         

Visiongain: With increasing regulations worldwide for flared gas, for example Nigeria, do you think 

that this really opens the door for flared gas exploitation by modular GTL?  What do you think the 

story is here? 

 

Iain Baxter: I think that there are clearly commercial and political tensions that arise as the 

governments look to try and implement legislation. You have this tension between the regulator 

and the need of the country to carry on utilizing its natural resources and deriving taxes or profit oil.  

Where modular GTL can really make an impact though is new fields.  It is genuinely difficult 

wherever you go to start a new field operation where continuous flaring would form part of the 

development plan: that is almost impossible now. The World Bank is helping in developing 

countries because it has a mantra via the global gas flaring reduction forum.  This makes them very 

reluctant to help with financing where there is flaring involved or where there is not enough effort 

going into flaring reduction.  

 



                                                                                                                                                             Page 126 

  

www.visiongain.com 

The Gas-to-Liquids (GTL) Market  
2013-2023  

7.1.8 Valuation of Stranded and Associated Gas Markets    

Visiongain: You were really confident on your 73 billion barrels of oil figure – can you expand on 

your method for obtaining this figure? 

 

Iain Baxter: Absolutely. The original study was done by Wood Mackenzie in 2009. We 

commissioned it with them as a screen of their database.  Subsequent to that, we asked Fugro 

Robertson to analyze that data in more detail, get the perspective of the oil companies and then 

give us their view.  They arrived at the 73 billion number, which is obviously broken down by region 

and so on.  The biggest market by numbers is fairly obvious, it is Russia.  Russia and CIS are the 

biggest market opportunities in terms of volume; so many fields are spread about, miles from 

anywhere, with no infrastructure and the Russian government are increasing the political pressure 

on APG utilisation. 

 

7.1.9 Areas for Growth in the Gas-to-Liquids Market     

Visiongain: You mention the CIS and Russia; beyond the USA, are these the regions that you 

would focus on for growth in the GTL industry?  As a whole, not just from small-scale modular 

units, where do you think the GTL industry is going to be expanding? 

 
Iain Baxter: As a whole, I can see why Shell and Sasol are now studying big plants in the USA.  

Elsewhere, I think you still need special circumstances to align to really give the partners the 

incentive to make the investment and take the risk.  You can see that in Uzbekistan.  There you 

have a special situation.  It is a double land-locked country.  They have got a lot of gas and hardly 

any oil domestically. It would appear to be a perfect fit for the country. So there is a very special set 

of circumstances that all come together to justify that project.  Personally, and I am not an expert in 

conventional GTL, but I find it very hard to see other big projects outside of North America.   

 

7.1.10 Constraints on the Gas-to-Liquids Market     

Visiongain: So, despite perception changing projects like Pearl GTL, you still think that there are a 

number of constraints on GTL. What do you think the main ones are?  

 
Iain Baxter: You need a special set of economic, technical and local factors to all align to make a 

GTL project investment attractive and sufficiently de-risked.  I think that it is very hard to come 

across areas and locations where all those factors all align. 
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7.1.11 Drivers for the Gas-to-Liquids Market      

Visiongain: If you were to have to pick out two or three main drivers for the GTL industry, what 

would be the ones that would jump out for you? 

 

Iain Baxter: For the mainstream GTL? 

 
Visiongain: Feel free to split it up into modular and mainstream.   

 

Iain Baxter: The drivers for our market are that oil discoveries are increasingly being made in more 

remote locations; locations that are difficult to access, in deeper water, that are pre-salt – not just in 

Brazil, but you have got the pre-salt in South West Africa and offshore Namibia also.  It is this need 

to access new oil resources and new oil production that is going to be the driver for our business.  

For mainstream GTL it is the abundance of gas; gas is clearly a lot more abundant than oil and we 

keep discovering more of it, the shale plays and so on.  In macro terms that must mean that prices 

are set to be depressed, in turn creating more of an incentive for GTL. 

 

7.1.12 Investment in Liquefied Natural Gas versus Gas-to-Liquids   

Visiongain: Why do you think, therefore, that we are still seeing people stumping for LNG over 

GTL when there is such a big price differential.   

 

Iain Baxter: The LNG prices are quite healthy, particularly in Asia.  You have got economies like 

Japan that suck in LNG, which are dependent on it.  There is a big worldwide infrastructure in place 

to transport LNG around, so it is a commodity market. 
 

  


