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Venues for CAPLA courses are sponsored by companies who support our Adopt-a-Course program. We would like to
thank our ongoing sponsors in this program. Without you we wouldn’t be able to offer these great courses. If you or
your company would like to be a part of or obtain more information about the Adopt-a-Course program, please contact
matt@caplacanada.org for program details.

CAPLA 2015 COURSE CALENDAR

Please continue to watch the website and e-Bulletins for updates.

Date

Time

Course Name

Jan 28

8:30am - 4:30pm

Show Me the Money Part 1: Optimizing Freehold & Overriding Royalties

Jan 29

8:30am - 3:30pm

Analyzing Contracts

Feb 3

8:00am - 4:30pm

Rocks, Records, Contracts & Reserves

Feb 5

8:00am - 4:30pm

Oil Sands/Heavy Oil Essentials

Feb 12

8:30am - 4:30pm

Aboriginal Awareness

Feb 26

8:30am - 4:30pm

The Why, How and What of Energy Asset Management

Feb 26

8:30am - 4:30pm

Saskatchewan Regulations and ISC Updates

Mar 3

8:30am - 4:30pm

Administration of ERCB Directive 56

Mar 11

8:30am - 12:00pm

Notice of Assignment (NOA) - Novice

Mar 17

8:30am - 4:30pm

Administration of Freehold Mineral Rights

Mar 19

8:30am - 4:30pm

Show Me the Money Part 2: Optimizing Operational Revenue & Expenses

Mar 27

8:30am - 4:30pm

The Complete Professional

Mar 31

8:30am - 4:30pm

Reclamation: Unlocking the Mystery

Apr 1

8:30am - 12:00pm

Notice of Assignment (NOA) - Advanced

Apr 16

8:30am - 12:00pm

Introduction to the Oil Sands

CAPLA 2015 PROFESSIONAL DEVELOPMENT & EVENTS CALENDAR
For times and locations, please check the CAPLA website.
Jan 27

Lunch ‘n Learn: Prairie Sky Fee Lease

Feb 3

Lunch, Learn, LEAD!: Leading for Collaboration and Engagement of Your Team

Feb 24

Lunch ‘n Learn: Updates to the 1997 CAPL Farmout & Royalty Procedure and the 2007 CAPL
Operating Procedure

Mar 10

Leadership Breakfast Series: Faith Wood - Bullying: A Cure for Willful Blindness

Mar 17

Lunch ‘n Learn: Topic To Be Announced

Apr 29 & 30 CAPLA Conference 2015
May 12

Leadership Breakfast Series: Lisa Holden Rovers, Topic To Be Announced

May 14

CAPLA AGM & Awards Luncheon

May 26

Lunch ‘n Learn: Topic To Be Announced

Jun 2

Lunch, Learn, LEAD!: Stop Doing It All Yourself

Jun 18

CAPLA Pre-Stampede Event
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President &
CEO Message
From Round Tables to Ethics Training,
CAPLA Enjoyed a Productive Fall Season

C

APLA has had a productive fall season, with several
successful initiatives that we invite you to explore in
the pages of this edition of NEXUS.
TABLE TOPICS

Over 800 people responded to an online survey circulated
in August. This level of participation is an incredible
reflection of our members’ dedication to CAPLA and their
interest in its future.

In September, CAPLA invited CAPL to co-host a well obligations round table in Calgary. This information exchange
attracted 109 industry representatives who share a concern about the complexities associated with jointly-owned
wells when there are live abandonment and/or reclamation obligations but no active mineral rights. (Read more
about this session on Page 6.)

It has taken us some time to review and think about all
of the ideas and feedback you provided. As a Board, we
feel we need more time to decide what the next steps
should be. We will continue to keep you informed about
developments in this important decision. If you have any
questions, please contact our CEO, Cathy Miller, at cathy@
caplacanada.org.

CAPLA held another round table discussion, this one on
rental allocations, in October. About 45 CAPLA members
shared how their companies allocate annual lease rentals
amongst working interest parties.
These sessions followed CAPLA’s first regulatory round
table in May, with representatives from Alberta Energy
Regulator, the Alberta Policy Management Office and
Alberta Energy. (See Page 5 of the September 2014 NEXUS.)
Encouraged by the response to these interactive sessions,
we plan to offer more round table sessions to discuss
emerging issues in land. Please let us know if you would
like to suggest a round table topic or help organize these
sessions. Stay tuned for more information in 2015.
ENERGY MINISTER SPEAKS TO CAPLA
CAPLA was very pleased to present Alberta’s new Energy
Minister Frank Oberle as October’s Lunch ‘n Learn speaker.
We appreciated Mr. Oberle’s willingness to meet with us
during his first month on the job. Thank you to everyone
who attended the session. Making connections with senior
levels of government helps elevate the profile of land and
of CAPLA. (You can read more about Mr. Oberle’s speech
on Page 5.)
CAPLA’S PROPOSED NEW NAME
As you may know, the CAPLA board launched a
conversation earlier this year about the possibility of
changing the name of our association. We want to sincerely
thank our members for contributing to this discussion.
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ETHICS TRAINING PROGRAM IS A HIT
Our ethics program is one of the greatest success stories
of 2014. The Board launched the program in January,
offering free ethics training sessions to CAPLA members
to mark our 20th anniversary. The two-part course has
been met with rave reviews and over 200 members have
already completed it.
The ethics course is now a requirement for new CAPLA
members and recommended to all of our current members.
It goes hand-in-hand with a new code of professional
conduct that all members are now asked to read and
agree with before applying for membership or renewing
a membership.
Response to the course, developed and led by Dr. Gary
Lepine especially for CAPLA, has been very positive.
Evaluation comments range from “Gary is a wonderful
presenter who manages to keep everyone engaged!” to “It
got me thinking about why I do things, my interactions
with people and what I consider ethical,” and “This can be
applied in your personal and professional life.”
The CAPLA Board of Directors is very excited to announce
that the ethics training program will be offered free of
charge to current CAPLA members again in 2015! Our
Board is thrilled to be able to continue to invest in our
members in this meaningful way.
In conclusion, on behalf of the CAPLA Board and staff, we
wish you a very happy and relaxing holiday season. On to
new adventures in 2015!

n

SOCIAL LICENSE KEY TO RESOURCE
DEVELOPMENT: ENERGY MINISTER
By Ivo Hula, Land Consultant

“O

ur threat is not running out of resources.
Our threat is running out of the social
license to access those resources.”

This was the main message of Alberta’s new energy minister
Frank Oberle, who spoke at CAPLA’s October 2014 Lunch ‘n
Learn at the Calgary Petroleum Club.
Premier Jim Prentice appointed Mr. Oberle energy minister
in mid-September. Prior to his energy portfolio, he was the
minister for aboriginal relations and sustainable resource
management. From 1988 to 2004, Mr. Oberle was a
management forester and senior forestry adviser.
At the Lunch ‘n Learn, his first speech to an oil and gas
audience, Mr. Oberle expanded on his objective as Minister:
the need to communicate Alberta’s environmentallyresponsible energy development to the world.
“As the Premier ( Jim Prentice) likes to say: if you are in the
energy business, you are in the environmental business,” Mr.
Oberle said. “To be in those two businesses, we have to
understand the balancing act between responsible land use
and energy development, or any resource development.
“In order to keep its social license (to develop resources),
Albertans cannot simply be leaders in resource development,
although they are; we must also lead the world in
environmental protection,” said Mr. Oberle.
In a post-speech question and answer session, Mr. Oberle
expanded on his view of “social license” to exploit oil and gas.
“Our focus will be on the broader social license of assuring
the general population that we have struck a balance, that
we are managing those environmental issues carefully, that
we are managing those issues while developing our natural
resources, and making sure that our products are accepted
in markets around the world.”
Mr. Oberle told reporters his department has a support role
in promoting market access for Alberta oil and gas, but it is
the Premier who is leading the charge with the international
and intergovernmental relations and aboriginal relations
portfolios.
“We must set goals for the performance of our (energy) system
from a carbon point of view and from an environmental
point of view. Renewable energy can and must play a role in
the reputation management of this province.”

The Hon. Frank
Oberle, Albera’s
Minister of
Energy, spoke
to a CAPLA
audience in
October.
recent his appointment to the energy portfolio has been.
However, it is clear that at this time, Mr. Oberle’s focus is on
a broad policy of social license and reputation management,
or reputation enhancement. He would like to evolve Alberta’s
position on resource development. Can we say he is focused
on the forest, not on the trees (pun intended)?
____________

n

Mr. Oberle provided a letter with answers to some of the
questions presented by CAPLA members at the Lunch ‘n
Learn. See his letter at http://www.caplacanada.org/files/
MinisterofEnergyLetterNov2014.pdf.

CAPLA OFFICE MOVE
The CAPLA office has been relocated in
our current building.
Our new address is First Street Plaza,
Suite 620, 138 4th Avenue SE
Calgary, AB T2G 4Z6

At the Lunch ‘n Learn, Mr. Oberle begged to be excused from
answering any specific or technical questions, stating how
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Article
Round Table Tackles Well Obligations Issue
By Andrew Lynch, Land Consultant

L

and industry representatives tackled an emerging issue related to jointly-owned wells at a lively
round table discussion hosted by CAPLA and CAPL September 15 in Calgary.

In her introductory remarks, CAPLA President Cathy Lotwin
brought the purpose of the gathering quickly into focus.
“Our topic . . . is the management of well obligations without
active mineral rights,” she said. “While the issue is not new,
it is certainly creating a much bigger issue for many of our
companies, perhaps as the result of more A&D activity and a
dramatic increase in abandonment and reclamation activity,
among other things.”
The meeting’s discussion leader, Jim MacLean (author of two
recent articles on this subject as it relates to the Operating
Procedure Term clause, previously published in NEXUS and
The Negotiator), described what he saw as the participants’
role and the outcome they should work towards.
“We’re here today for a process of information gathering:
firstly, to validate the degree to which you perceive this as an
issue, and secondly, to explore the depth to which this issue
is affecting all of us,” Jim said.
“We want a sense of whether there is the energy to take what
we learn today, and turn it into something that will make a
radical difference in the way our industry does its business,
for our mutual gain.”
Jim said that the common theme in all versions of the
Operating Procedure is that it does not terminate until
there are no joint lands held and there is a final settling of
accounts among parties – and this cannot possibly occur
while reclamation obligations remain outstanding.
He added that the focus of the discussion should not be
the “whack-a-mole” two to five percent of post-reclamation
certificate wells that somehow reappear as problems, but
rather what to do when a property expires containing wells
without reclamation certificates, especially as this relates to
companies as either Operator or Non-Operator.
THE ROUND TABLE
With a facilitator at each table using a question guide to keep
things on track, this gathering of 109 company land people,
major land systems providers and provincial government
representatives then turned into 17 separate round table
meetings, each airing their experience and points of view
about dealing with abandoned/unreclaimed wells.
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Round table members were asked to address two general
questions: “What Is” - as in, ‘Is there a problem and how big
of a problem is it?’ and “What Can Be” - as in, ‘What would
be a good process to manage wells that do not have mineral
rights?’
“WHAT IS” OR IS THERE A PROBLEM?
Typically, round table participants felt this is a major issue.
However, differences came to light in the ways companies
manage the problem.
In a summary of her group’s comments, Lynn Gregory,
Manager, Contracts and Land Administration at Velvet
Energy, noted that some companies terminate contracts
when all mineral rights under them have expired. In that
case, a contract would end its administrative life as far as the
contracts minerals groups are concerned, and surface would
be largely left alone to handle the reclamation.
Other companies who keep the contract alive would require
some kind of feedback from the surface group if and when
a reclamation certificate was acquired, Lynn said. She noted
that large companies tend to have an “entire well life cycle
process,” while smaller companies usually have a more
informal process, doing their best to communicate with
those who know the answers. Companies who opt not to
terminate may change the active contract status to something
like “well reclamation liability” to show they may not have
associated active minerals, she said.
Lynn said there is a greater due diligence process in A&D
now. Many companies are going beyond just running an
active land schedule, to the extent of going into the well
module to find the wells and associated contracts in the area,
and running inactive land schedules from the database to see
if they might have an abandonment/reclamation obligation
that would show up on the minerals database, even though
it is inactive.
Lynn also noted that in the background of this use of
land systems data, was the question of the quality of that
data. If previous companies have deleted inactive lands, it
is questionable whether a Purchaser would know about
inherited liabilities, or perhaps the previous company
actually could provide the Purchaser with an inactive lands
data dump, but the Purchaser has chosen not to take it on.

As to file retention, Lynn mentioned many companies are
now scanning files. In the case of stored hard copies, she
said file retention can run anywhere from seven years to
indefinitely, with retention reviews occurring according to
a particular company’s policy – keeping in mind that long
term storage costs have to be a consideration. On the well
file side of things, Lynn said that file accessibility may be
more problematic on newer digitized files, compared to, for
example, finding an AFE from an older hard copy well file.
Round table participants generally recognized that nonoperated wells posed a major challenge due to gaps in
information flow from Operators, with some commenting
specifically about not being informed about well reclamation
status. On the land systems side, a large number of companies
said they kept the contract alive in their system until the well
reclamation was complete, using existing system functionality
to create a “wellbore only” or “waiting on reclamation” split.
Participants also said they are increasingly aware of the
influence of expired mineral rights with unreclaimed wells
when making a 4A or 4B NOA election.
Some other points that came up in the table discussions on
company processes revealed that:
•

Company size can determine well management
processes, with smaller companies often having easier
access to information because of the land department’s
closer proximity to surface and operations staff.

•

Some participants will investigate why they are receiving
NOA’s for terminated files, rather than simply rejecting
them.

•

Some participants said that on receipt of well reclamation
certificates, their surface group sends out a formal
notification to all internal stakeholders.

•

One participant said that their company meets annually
to discuss the reclamation report.

“WHAT CAN BE” OR HOW TO BETTER MANAGE WELLS
THAT DON’T HAVE MINERAL RIGHTS
Participants expressed a desire for Operators to notify
Non-Operators of any outstanding reclamation obligations
at the time when all mineral rights under a given contract
have expired. This would serve as a reminder for them to
keep their files active until all reclamation certificates are
received. The general view was that the Operator should be
sending these certificate copies to Non-Operators as they
are received, but nevertheless Non-Operators should still be
proactive about this process.
In the area of acquisitions and dispositions, there was
recognition of the need to be as precise as possible about
the well schedule. In relation to this, when there is a mix
of live mineral rights and drilled expired rights, participants
felt that some education was required to alert users of the

need to understand whether to go with a 4A or 4B NOA,
depending on whether the drilled expired rights are going
(4A) to the Seller or staying (4B) with the Vendor.
Other comments showed concerns about possible conflicts
between termination clauses in head agreements with
the Term clause in the Operating Procedure. There was
recognition that industry needs to improve its internal
processes and an acknowledgement that most systems
seemed to offer sufficient functionality to meet user needs.
Overall, participants confirmed that there are major potential
areas of opportunity to enhance communication with
surface/environment, and with Non-Operators.
THE END OF THE BEGINNING
At the meeting’s end, the overall feeling was one of
accomplishment and that a big step forward had been taken.
“As much as I was aware that this is a very important issue,
I think this meeting certainly brought it home,” said CAPL
President Michelle Radomski. “We need to find an industry
coalition to make sure that we can all manage our liabilities
more efficiently, if nothing else, and certainly make sure our
paperwork on the A&D process is a lot more effective.”
Michelle thanked CAPLA “for recognizing the importance of
bringing our associations together for the purpose of tackling
these very important issues that are so much bigger than any
of us, or our associations.”
In a post-meeting interview, Jim MacLean expanded on what
Michelle had to say. “When Cathy Miller and I first discussed
the possibility of having a round table on this topic, we were
unsure what the degree of interest would be. The response
of the participants, the buzz in the room during the table
discussions and the quality of the discussions all significantly
exceeded my expectations,” he said.
“This initial exploratory discussion has greatly increased
industry’s general awareness of this emerging issue, and
created a platform that can be used for a more detailed
review and the completion of some tangible products. The
session also reinforced to me the potential power of the
round table tool as a vehicle to discuss emerging issues,
particularly for issues in which there is an opportunity for
CAPLA and CAPL to collaborate.”
CAPLA’s Chief Executive Officer Cathy Miller is in complete
agreement about the round table’s future utility. “CAPLA is
very interested in this interactive format where industry is
solving its own issues. We foresee doing more and more of
this type of activity, to lift the professionalism of members
and look for solutions to issues within our industry.”
____________

n

A full summary of the round table discussions and a list of
participants have been posted on www.caplacanada.org.
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Article
Upgrading to a “Smart Phone”
The Update to the 1997 CAPL Farmout & Royalty Procedure
By Jim MacLean, Manager, Mineral Land Asset Management, Talisman Energy

T

he 1997 CAPL Farmout & Royalty Procedure became
widely accepted in 1998, and has fundamentally
changed the way in which our industry has
documented earning agreements. Users found that the
document: (i) reduced the cycle time and effort required
to complete appropriate documentation; (ii) focused
negotiations on key business components of transactions;
(iii) streamlined administrative processes, while increasing
document and data integrity; and (iv) resulted in resources
being focused on additional value creation opportunities.
We distributed a package of materials to industry in late June
respecting our work on an update to the 1997 CAPL Farmout
& Royalty Procedure. The package included an annotated
copy of the updated draft, an overview document and a
matrix that identified all material changes and the rationale
for each change. The supporting overview and matrix
elaborate on the changes in the update document in a user
friendly format, and offer readers a context that will simplify
their review effort significantly.

with the document, subtle cracks in the foundation that
warrant repair to avoid larger problems later on, legal and
regulatory developments and, of course, changes in the way
that our industry conducts its business.
The major pending upgrade to the 1997 CAPL Farmout &
Royalty Procedure is driven by a number of diverse factors.
These include:
•

learnings from our experiences with the 1997 document,
particularly with respect to Article 3.00 for “straight up”
earning transactions;

•

the need to address specific issues associated with
evolving business needs (e.g., the “shale revolution”
and the greater frequency of horizontal wells, the need
for royalty allocation processes for horizontal wells
straddling Royalty Lands and other lands, changes to
drilling density rules, more complex transactions, a much
greater use of “straight up” earning structures, more
transactions in areas with multi-zone potential, many
more partial interest farmouts and the potential for an
increased frequency of re-entry transactions because of
the likelihood of greater challenges in obtaining surface
access);

•

legal influences (i.e., court cases and other changes in the
legislative and regulatory environment), notwithstanding
that there have been very few cases to date on the 1997
document;

•

changes required because of completion of the 2007 CAPL
Operating Procedure and the changes contemplated in
the current initiative to update that document;

•

the use of “plainer language” principles to simplify the
presentation of the content and to use a more modern
drafting style in order to facilitate a more confident use
of the document by a broad range of users;

•

a major expansion of the annotations as a reference tool
for users of all experience levels, given the demographic
challenges that our industry will be facing as the baby
boomers begin to retire; and

•

the ability to increase the breadth and depth of coverage
to an extent not feasible in the 1997 document, given

IT’S WORKING WELL, SO WHY CHANGE IT?
Based on the major ongoing positive impact of the 1997
CAPL Farmout & Royalty Procedure and the degree to
which it has generally held up well, this raises the obvious
question of why we would want to make significant changes
to something that has been working well when there is no
strong user outcry for change.
The answer is actually the same as for any project of this
type. The essence of our industry is that it is built on a
foundation of continuous change, and the nature of these
documents is that agreements using them will remain in
effect well into the future.
This realization requires us to balance our respect for the
past with both an objective assessment of the needs of today
and a prudent vision for the needs of tomorrow. It also
requires us to place significant trust in the judgment of those
closest to the applicable document because of the unique
insights that these “programmers” have on the applications
they have created.
The degree to which a significant “renovation” of one of our
core documents is required will be a function of a number of
factors. These include the age of the document, experiences
8
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the sensitivity to length at that time because we knew
that there would be challenges in obtaining industry
acceptance of the initial 1997 document.
BUT IT’S SO MUCH LONGER!
The length of the draft will initially be a concern to many.
It is important to put this concern in context, though, as we
believe that users have much clearer answers on their issues
than had previously been the case. As I like to say, we are
giving users a more complete “car manual” that will enable
them to manage issues much more efficiently, effectively and
independently than would otherwise be the case.

As users routinely include a schedule of elections in their
Agreements, rather than the actual CAPL document, we
believe that the benefits of enhanced coverage and clarity in
this new “car manual” more than offset any negative impact
of the increased length in practice.
SOME CONCEPTS CAN HELP YOU ADDRESS
ISSUES TODAY
There are many provisions in the draft update that can be
of immediate benefit to users in their efforts to attempt to
resolve existing disputes or to prepare new agreements.
Examples of these include:

The inclusion of headings for every Subclause increases the • various modifications to Article 3.00 to address such
length of the document incrementally, but offers users much
topics as: (i) difficulties in commencing operations;
greater context on the provisions and allows users to find the
(ii) the interrelationship between “Complete, Cap and
applicable provision much more easily. Similarly, the subdivAbandon,” the obligation to evaluate the Test Well to
ision of longer provisions into smaller “bites” through the
the Farmor’s reasonable satisfaction and zonal testing recreation of extra Subclauses and
quirements; and (iii) the finality
Paragraphs materially enhances
of the Farmee’s well evaluathe readability of the document
tion obligations in a multi-zone
The length of the draft will
for users.
operating environment;

“

initially be a concern to many

The addition of new content has
•
various modifications to
. . . We are giving users a more
also increased the breadth and
Article 5.00 to address such
depth of content materially for
complete “car manual” that will topics as: (i) Royalty Wells that
the benefit of all users, by ofstraddle Royalty Lands and
enable them to manage issues
fering what we believe are reaother lands; and (ii) optionsonable solutions to reasonably
much more efficiently, effectively ality to allocate costs through
foreseeable problems. Some
the First Point of Measurement,
and independently than would
provisions were expanded maincluding special provisions reotherwise be the case.
terially to address recognized
specting the handling of frac
issues, such as Clauses 1.02,
water during the initial cleanup
3.01, 3.02, 5.05, 6.02, 6.06, 8.01
period;
and 9.03. New provisions were added to address other emerging issues, including the addition of functionality to address • the inclusion of modifications to Clause 6.06 to address an
additional well in the same formation as the productive
horizontal wells, Test Well Programs, Re-entry Programs, the
BPO Earning Well;
potential elimination of separate trust agreements relating
to typical earning agreements, royalty allocations respecting
horizontal wells drilled partially on Royalty Lands and partial • a major expansion to the acquisitions that are exempt
from the Area of Mutual Interest requirements of Article
interest farmouts. As shown in Addendum III at the end of
8.00;
the annotated draft, the shift of new procedural content to
the document admittedly adds length to the CAPL document,
• modifications to Clause 9.03 to offer optionality for the
but actually simplifies finalization of the Head Agreement.
provision of well information from additional Royalty
Wells to the Farmor;
There has also been a major expansion to the annotations
in ways that will benefit users of all experience levels with
respect to both new agreements that use the updated
Farmout & Royalty Procedure and older transactions. The
annotations include information on the evolution of the
Clauses as a reference tool when considering issues under
current and older agreements, together with an examination
of the relevant case law. A special area of focus of particular
potential benefit to users was the inclusion of ideas that
might be considered by negotiators and contracts personnel
when structuring new transactions using either the new
document or the 1997 version.

•

the inclusion of a new Article 10.00 that addresses the
possibility that the Farmor may hold less than a 100%
Working Interest with other third parties under an
existing agreement;

•

a new Clause 16.02 that adds mutuality to the Reserved
Formations Article by having obligations flowing back
to the Farmout Lands from the applicable Reserved
Formation parties;

•

modifications to Article 18.00 to offer functionality
NEXUS – December 2014
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restricting drilling during the earning phase and for the
circumstance in which a party other than the Operator/
Farmee retains responsibility for ongoing administration
of the Title Documents; and
•

an expansion to the miscellaneous annotations at the
end of the document that outline certain circumstances
in which it may be appropriate to deviate from the
provisions of the Farmout & Royalty Procedure.

PARALLEL PROJECT TO UPDATE 2007 CAPL
OPERATING PROCEDURE
To optimize alignment between this document and the
Operating Procedure in the future, we are proceeding in
parallel with a modest update to the 2007 CAPL Operating
Procedure that will be completed early in 2015.

The primary motivation for this update is to make substantive changes to offer greater functionality for horizontal wells
BUT SOME THINGS REMAIN THE SAME
in the context of an increasing number of “long reach wells”
on resource plays. Many of these changes are included as
The document continues to be designed to provide a platform enabling provisions to minimize the need for consequential
that allows the parties to focus on the business issues changes in the document if the parties were to create custom
associated with the particular transaction, without attempting provisions in their Agreement in due course to address such
to pre-structure the business components of the transaction. matters as multiple well drilling or completion programs
and specialized provisions adAs shown in the sample
dressing the development of
agreements in Addendum III to
well pads. These changes offer
the document, the document
Our intention is to complete
a more appropriate foundaaddresses
the
procedural
the document in 2Q2015, so that tion for complex shale projects
elements that do not vary
without attempting to predict
users will have the benefit of the
materially in agreements in a
or prescribe detailed project
way that enables the parties
document for the 2015-16 winter specific development processto complete their documents
es that are more appropriately
drilling season.
efficiently and effectively, while
left for the parties to negotiretaining full control over the
ate in their particular circumbusiness variable elements of
stances.
Given the reality that industry
their transactions.
will be using the final version of
The other proposed changes
OUR ASK OF YOU
this document in due course, it is are typically very specific, minor adjustments to the applicThe initial industry draft was
mutually beneficial for a critical
able provision or the related
issued in June. Our intention
annotations. They have been
mass
of
industry
to
invest
time
in
is to complete the document in
included to reflect experien2Q2015, so that users will have optimizing the document during its
ces to date with the document,
the benefit of the document for
initial
stages.
intervening legal decisions
the 2015-16 winter drilling seaand the desire to minimize the
son.
number of corporate preference type changes being proGiven the reality that industry will be using the final version posed by industry for typical transactions.

“

of this document in due course, it is mutually beneficial for
a critical mass of industry to invest time in optimizing the
document during its initial stages.
Your feedback on the document during its early stages will
help us enhance the quality of the document materially and
use project resources much more efficiently. More importantly,
it will shorten the cycle time to project completion and
facilitate a timely and orderly transition to the new document
for the collective benefit of our industry.
Obtaining familiarity with the document in the near-term also
better enables users to understand and address issues with
your current agreements and positions users to apply the
document more quickly following completion.
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To attempt to simplify the review effort significantly, we have
presented the proposed changes in a table format in the
context of the corresponding provisions in the 2007 document, with an identification of the specific proposed change
through underlining or strikethrough text. The actual changes are actually much more modest than what may first appear when you print the table because of the presentation of
the changes within the existing provisions and the inclusion
of the rationale for each change.
Proceeding with an updated version of the CAPL Operating
Procedure in parallel with the project to update the 1997
CAPL Farmout & Royalty Procedure will optimize the
alignment between the two documents. One of the other
anticipated benefits of this is that it will also help facilitate
a smooth transition directly from the 1990 document into
the modestly updated 2014 CAPL Operating Procedure for

users that have yet to embrace the 2007 CAPL Operating
Procedure.
Our expectation is that the quality of the two updated CAPL
documents resulting from the current initiatives will be such
that future modifications to each document will be much
more modest than the “extreme home makeovers” of the
1990 CAPL Operating Procedure and the 1997 CAPL Farmout
& Royalty Procedure. This conclusion is reinforced when one
looks at the relatively modest modifications being proposed
to the 2007 CAPL Operating Procedure.
IN THE WORDS OF WAYNE GRETZKY
When Wayne Gretzky was a boy, he would spend a lot of
time practicing hockey with his dad, Walter.
Whenever Walter asked, “Where do you skate?”, Wayne
consistently replied, “To where the puck is going, not where
it’s been.”
We can learn something from that simple story.
Our business continues to evolve in significant ways, and our
agreements need to evolve with the needs of the business.
Ultimately, this reflects the reality that our agreements revolve
around the business needs, not the other way around.
The updates to the CAPL Farmout & Royalty Procedure
and the CAPL Operating Procedure are instruments of

opportunity. They allow us to embrace the changes inherent
in our business and, to at least some degree, anticipate
those changes and facilitate them in a way in which we are
proactive, rather than reactive. However, we can only optimize
our gains if we collectively recognize this opportunity and
seize it.
As proud as I am of the 1997 CAPL Farmout & Royalty
Procedure and the enhanced efficiencies it has provided
to our industry, the reality is that it is analogous to a 2004
Blackberry.
It is now time to make a step change and move to a “smart
phone” that offers much greater functionality, that honours
the past by building on the prior, solid foundation of work
and that addresses the biggest fear of users by being intuitive
in use.
We look forward to working with you as our journey with
these documents moves to its next phase. Together, we can
truly make a difference to our companies, our profession
and our industry.

n

Jim MacLean is a long-time member of CAPLA’s Advisory
Council and a regular contributor to NEXUS. He is the
principal draftsman of the 1990 and 2007 CAPL Operating
Procedure and the 1997 CAPL Farmout & Royalty Procedure,
and chair of a committee currently working to update those
documents.
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Article
How to Master the Art of Networking
By Mandi Zatyko, NEXUS Editorial Committee Member

W

henever someone says they are networking, the inevitable conclusion some will draw is the
person is looking for a job (or a better one). While networking can help in getting a job, it
is not interchangeable with the job search.

Networking has more to do with building and strengthening relationships.

“Networking is an ‘art of attraction’,” says Debbie Degenstein,
President of Pinnacle Consulting Services Inc. “It’s letting
people into your life you want to associate with and put
your name with.”
“It is a mutually beneficial activity where you create or utilize
the opportunity to listen and learn from others, and to share
your experiences,” adds
Karen Richards, Word of
Mouth Marketing Strategist with Mount Royal
University (MRU).
Debbie has built her career by networking for 30
years, which is helpful to
her company that places
land administrators into
oil and gas companies.
Karen is responsible for
elevating MRU’s brand
through social media,
advocacy and word-ofmouth channels as well
as developing curriculum
and teaching at the university’s Faculty of Continuing Education. Both agree there is more to networking
than elevating a career.
“Benefits of networking include job opportunities, opportunities to connect with other people in the industry who can
assist with questions, troubleshooting, etc., creating friendships, and giving back to the community and industry,” says
Janice Redmond, Business Development/Project Manager
with Action Land & Environmental Ltd.
Networking is a prominent part of her job, and as Networking
Chair for the 2015 CAPLA Conference, she will be responsible
for organizing networking events at the end of each day’s
classes and speakers.
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“What I love most about networking is helping others
grow their own network. It’s not just about my network.”
Networking can be done in person at events like CAPLA’s
Holiday Celebration or on-line through such sites as
LinkedIn™ or Twitter. However, one method of building a
network is not necessarily better than the other.
“Actually, electronic and
in-person networking are
very similar in nature,”
says Karen, who was invited by the Social Media Committee to present Leveraging LinkedIn
to CAPLA members in
June. “I often use inperson networking as
the guiding principle for
on-line: the etiquette you
would use when meeting
someone in person at a
networking event should
be the same when connecting on a platform
such as LinkedIn.”
“The electronic ways of connecting are great,” says Debbie.
“It’s fast, easy and fits in with our modern connected world.
The problem is when electronic means take over for personal
one-on-one connections. (I feel) connecting on the Internet
is best as a supporting tool for networking in person – not a
replacement for it.”
“I use electronic networks to keep in touch with connections I
have made in person,” says Joshua Lewis, Asset Abandonment
Coordinator with ConocoPhillips. He started his career by
meeting an individual working in the land asset management
industry for coffee, which led to a coffee meeting with
someone else. Which led to another coffee meeting, and
another. His numerous coffee meetings prompted him
to volunteer for CAPLA’s Social Media Committee. A job

opportunity then arose shortly after he attended a CAPLA
event and got to know the person he sat beside. “I tend
to learn much more about someone when I meet them for
coffee as opposed to messaging (electronically) back and
forth.”

“In some industries, people come from all over to networking
events (only) every year or two,” adds Debbie. “In our
industry, we have the opportunity to meet a wide range of
people within our industry and form exceptionally good
working relationships.”

“I think both can be integrated in every networking
experience,” says Karen. “Both show a genuine desire to
meet others and share experiences and opinions.”

CAPLA’s professional development events and educational
sessions help members establish and bolster connections.

“Networking only works when you follow up, regardless
of how you begin,” adds Janice.
Those shy or nervous about meeting new people likely find
electronic networking less stressful and may be prone to
talking only to familiar people when attending an industry
function in person. That tendency could limit what they get
out of going to the event.
“It’s networking because working relationships are being
strengthened,” says Joshua. “However, I think getting to know
new people, given the opportunity, is equally as important.”
“There is nothing wrong with talking to co-workers or other
well-known colleagues, but what value do you get out of
continuously talking to the same group of people?” asks
Janice. “The purpose is to network, to grow.”
“If that was all you did at an event, you would be missing
the greater benefits,” says Debbie. “One of the best ways to
make sure that this doesn’t happen is to set a goal to meet
(say) three new people. If you go into the event with that
firmly in mind, it will happen and easily.”
Novice networkers may hesitate to approach a group of
people because they feel they might be interrupting.
“There is always an uncomfortable element to networking
events, but you have to ‘push through’ these so you can
find value,” advises Karen. She recommends attending the
function with a work colleague so there would be a support
system to reconnect with in between meeting new people.
“Either way, you can approach a group of people that are
in conversation with a smile (or approachable behaviour),
listen if someone is in mid-conversation and, as soon as
the opportunity presents itself, introduce yourself by name
and company and shake hands. Engage in the conversation
by referring to what they were speaking about when you
arrived or ask a question related to the event or industry.”
Networking in the land industry is unique.
“I know networking in our industry is different,” says Janice.
“We have so many avenues to network. With the amount
of events, and the amount of different organizations that
encompass land asset management, we are very fortunate to
have the many opportunities that we do to network with a
large amount of people involved in every facet of land asset
management.”

“CAPLA’s volunteer appreciation event, volunteering on a
committee, the Pre-Stampede Party, the Lunch ‘n Learns,
educational courses – they’re all ‘network’ offerings,” says
Joshua. “(Taking advantage of them) is a great way to grow
your network, strengthen relationships and perhaps learn
something you didn’t know before.”
“Any CAPLA offering that allows you to engage in discussions
with other people, to me, is networking, whether it is sitting
in a course beside someone you don’t know and engaging
in a small conversation or by attending a function with
200 people,” says Janice. “We are very fortunate to have
the opportunities we do to create relationships within
our industry. Taking advantage of these will always lead
you to create opportunities for yourself personally and
professionally.”
“I have seen just how powerful the art of connection is,”
adds Debbie. “Networking is not one thing. During your
career, you will go through various stages of networking
development, adding new skills and talents.”
“Networking is what you make of it,” concludes Janice. “You
can choose to go to events and meet new people, or continue
to talk to the same group of people. Step out of that comfort
zone. Without taking advantage of these opportunities, you
never know what could be.”

n

WHEN IT COMES TO NETWORKING:
•

Dress appropriately for the setting.

•

Have business cards handy to give out.

•

Be respectful and genuinely listen to those
with whom you interact.

•

Follow up with people of interest as soon
as possible with a brief call or e-mail, or
connect with them on LinkedIn™ or Twitter
with a personalized note indicating how you
met.
DON’T . . .
•
Be obnoxious or embellish your abilities.
•
Force a conversation to go in a certain
direction.
•
Enter a conversation with the sole intent of
landing a job.
•
Discuss your company’s private business.
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Article
Notice of Assignments:
To Be or Not To Be Effective on This Day!
By Michelle Radomski, Vice President Land, Range Royalty Management Ltd.

T

here has been much debate and debacle over the old party under the Agreement as provided for in Clause
the years related to accounting adjustments 3.01 of the Assignment Procedure.
for the period between the Transfer Date and the WHAT IS THE BINDING DATE
Binding Date of a Notice of Assignment (NOA).

There are two schools of thought:
1.

On and after the Binding Date, the Assignee becomes
the recognized party to the Master Agreement with
respect to any and all matter or thing occurring or
accruing beyond the Transfer Date, which by definition
means “the effective date of the transfer of the Assigned
Interest.” Very important to note that it is not defined as
the date of the transfer (in other words the closing date);
but, instead, that date the transfer was made effective
(sometimes also called an adjustment date).

2.

Alternatively, the Transfer Date has no application
with respect to the Third Party; and, all matter or thing
which accrued prior to the Binding Date is for the
Assignor’s account and any adjustments related to the
period between the Transfer Date and Binding Date
are to be settled between the Assignor and Assignee.
After all, Clause 8 of the Notice of Assignment states
“. . . In addition, Assignor and Assignee agree that they
shall be solely responsible for any adjustment between
themselves with respect to the Assigned Interest as to
revenues, benefits, costs, obligations or indemnities
which accrue prior to the Binding Date” – but wait, this
will be addressed below!

THE ACT OF NOVATION
It is of fundamental importance that everyone remembers
a NOA is not a stand-alone document and that its use,
application and effect are dictated by the Assignment
Procedure. It is also equally important to remember that
the NOA is a contractual instrument, instituted by Industry
in substitution for the assignment and novation agreement
(A&N), but which still results in the act of novation. This
means “the act of those concerned parties agreeing that their
mutual agreement has been replaced by a new one among
differing parties”; and, in the case of a NOA, this occurs as
of the Transfer Date when the old party is discharged from,
and the new party assumes all, the rights and obligations of
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To determine which, if either, of the two above approaches
is correct, let’s first determine exactly, “What is the Binding
Date?” By definition under the Assignment Procedure, it
means “the first day of the second calendar month following
the month in which the Notice of Assignment is served.”
Quite simply, it is an administrative trigger date at which
time the NOA becomes effective against all the Third Party;
so, in other words, the act of novation is then deemed to
have occurred as of the Binding Date. But, remember, the
act of novation occurring on the Binding Date is different
than the date the Third Party have then been deemed to
have agreed that the novation (substitution of the parties) is
effective, being the Transfer Date. The Binding Date of a NOA
is therefore no different than the date that all counterpart
pages had been signed and distributed to the parties to an
A&N, requiring all the third parties to then recognize the
Assignee as the correct party to that agreement from and
after the effective date stipulated in the A&N.
THINGS YOU SHOULD KNOW ABOUT THE TRANSFER
DATE
Before even beginning to address the effect of the NOA on
Third Party, there are a few other things to be considered by
the Assignor and Assignee when establishing the Transfer
Date to be stated in the NOA as the effective date or
adjustment date versus the closing date of the transaction,
when risk, possession and title are actually transferred,
assigned and conveyed, most notably:

1. Purely from a legal and contractual perspective, the
effective or adjustment date is the date the parties have
agreed (interparty) to adjust revenues and expenses
(and occasionally risk) back to the date the cash or bona
fide value to be given to the Assignor for the Assigned
Interest at closing was determined; so, use of the effective
or adjustment date as the Transfer Date is not a big deal
for revenues and expenses. However, the subsequent
effect of Clause 3.01 upon the Third Party is to have the
Assignee then responsible for any of the interim period
liability (e.g., court action, taxes, facility fire) from the

effective or adjustment date forward, not the closing
date forward. Notwithstanding that Clause 3.02 of the
CAPL Property Transfer Procedure deems “benefits,
obligations and risks” back to the Effective Date, this
may not always be the agreed upon arrangement in a
different form of purchase and sale agreement between
an Assignor and Assignee.

2. To the contrary, based on the “matching principle” of

respect to the joint account held with the Third Party for
those foregoing reasons. Insofar as there may be an unusual
event requiring a risk adjustment, the indemnification and
subordinate auxiliary conveyance document provisions of a
typical purchase and sale agreement would likely cause this
to become a vendor-purchaser action, regardless of which
party the Third Party may look to hold liable under the
Agreement.

accrual accounting, where one tries to match costs and
expenses to the associated revenues and periods of
time, it is quite logical and much more practical to link
the cash flow (revenues-expenses) to the incremental
risk associated with the generation of that cash flow,
and therefore use the Effective or Adjustment Date as
the Transfer Date in the NOA, for the following reasons:

WHAT HAPPENS PURSUANT TO THE ASSIGNMENT
PROCEDURE

•

Clause 2.05 says, “An assignment of an Assigned Interest
shall . . . be effective against Third Party on the Binding
Date.”

-

•

Clause 3.01 states that following the Binding Date:

-

the Assignee would have likely had the opportunity
to conduct due diligence and conditionally
walk away from closing the transaction (e.g. “no
substantial damage” condition) if they were not
prepared to take the Assigned Interest on an “as is”
basis;
the maintenance of business provisions in a
purchase and sale agreement typically provide the
Assignee with influence over operations during the
interim period;

-

this date is usually linked to a production month
vs. a closing date that is other than the first day of
a given month and seeing odd adjustments as a
consequence;

-

it mitigates rework on documents when the
closing date changes even a day (a very common
occurrence);

-

it encourages shorter interim periods due to the
operational risks; and

-

the Canada Revenue Agency’s tax
requirements can be managed
suitably through a tax adjustment
provision (also the CRA is not
requiring tax adjustments and
allowing the purchaser to include
sale proceeds in its income where
the effective date and closing date
are in the same calendar month).

The Assignment Procedure provides as follows:

-

Assignor has transferred, assigned and conveyed
. . . to Assignee as of the Transfer Date;

-

Assignee shall replace Assignor as a party to the
Agreement . . . on and after the Transfer Date;

-

Only in so far as Third Party are concerned, (i)
Assignee shall assume and be bound by, observe
and perform all terms, obligations and provisions
in the Agreement . . . [and] shall assume and be
entitled to all rights, benefits and privileges under
the Agreement . . . on or after the Transfer Date,
and (ii) Assignor shall retain and be entitled to all
rights, benefits and privileges under the Agreement
. . . prior to the Transfer Date;

-

Third Party . . . [and] Assignee . . . (i) releases
and discharges Assignor from the observance and
performance of all terms and covenants . . . and all
obligations and liabilities which arise or occur on

In any event, despite Industry seeming to
understand and accept that risk, possession
and title doesn’t actually pass until the
closing date pursuant to most purchase
and sale agreements, everyone seems to
be using the effective or adjustment date
as the Transfer Date in their NOA, as with
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or after the Transfer Date under the Agreement;
and (ii) does not release and discharge Assignor
from any obligation or liability which had arisen or
accrued prior to the Transfer Date;
-

In all matters relating to the Assigned Interest
subsequent to the Transfer Date and prior to the
Binding Date, Assignor acts as trustee for and duly
authorized agent of Assignee; and

-

The Agreement shall continue in full force and
effect from and after the Transfer Date with
Assignee made a party thereto . . . subject to Clause
3.01(d), being that above provision for the Assignor
to have acted as trustee for the Assignee.

continuing education

Build Your
Career
100+ Programs in
Oil & Gas, Business
and Technology

CAPPA, Oil & Gas Office Administration,
Petroleum Joint Venture, Petroleum Land
Administration, Petroleum Land Business,
Project Management, Supply Chain
Management, Contract Management...

•

Clause 3.03 says, “Assignor and Assignee shall be solely
responsible for any adjustments between themselves
with respect to the Assigned Interest as to revenues,
benefits, costs, obligations or indemnities which accrue
prior to the Binding Date.”

So, now let’s take a look at the situation from two very
different points in time – prior to and subsequent to the
Binding Date.
PRE-BINDING DATE (NOVATION HAS NOT OCCURRED)
Until novation occurs on the Binding Date, the Assignor
remains the recognized party to the Agreement and has the
right and duty to act as trustee and duly authorized agent of
the Assignee for all matters relating to the Assigned Interest
subsequent to the Transfer Date and prior to the Binding
Date.

Jeff, Leadership Development
Why MRU’s Continuing Education?
• Learn tomorrow’s skills today
• Connect with industry professionals
• Small class sizes, big ideas
• Flexible schedules - fast track, online, classroom

It is not a reasonable expectation that once revenues, costs
and expenses are booked as actuals or accruals to a JIB
account for any given accounting month prior to the Binding
Date, that the Third Party accounting groups would be
expected to go back and reverse any payments or charges to
the Assignor related to the accounting months between the
Transfer Date and the Binding Date.
Therefore, pursuant to Clause 3.03, the Assignor and
Assignee are instead responsible to account for any
adjustments between themselves for any revenues, benefits,
costs, obligations or indemnities attributable to the Assigned
Interest after the Transfer Date which are for the Assignee’s
benefit and which were accrued to the Assignor’s joint
interest billing ( JIB) account prior to the Binding Date.

HAS OCCURRED)

• Workplace learning

POST-BINDING DATE (NOVATION

*Ask about company training

Beyond the Binding Date, this date no longer has any
application or relevance – it was simply the trigger date at
which time the act of novation occurs and become binding
on all the parties. The Assignee is now the recognized party
to the Agreement with respect to all matters pertaining to
the Assigned Interest from the Transfer Date onwards. The

mtroyal.ca/conted
403.440.6875
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trustee, agency and adjustment provision in Clauses 3.01(d)
and 3.03 took care of the interim period issues as between
the Assignee and Assignor. At this point in time, the Assignor
has been released and discharged from, and the Assignee
has assumed all the obligations, liabilities, rights, benefits
and privileges under the Agreement on and after the Transfer
Date. The Assignor no longer has the ability to act as the
trustee and duly authorized agent of the Assignee.

2. Once the Binding Date is attained, and novation occurs,

Accounting for actual revenue payments is often several
months behind the production accruals; so, it is not a
reasonable expectation for the Assignor to continue to
receive JIB’s well beyond the Binding Date for production
months occurring several months in advance of the Binding
Date and relating to revenues, costs and expenses accruing
on and after the Transfer Date. The Third Party has been
deemed to have already agreed that these accruals rightfully
belong to the Assignee by virtue of the act of novation. This
practice may also further complicate the final settlement of
accounts between the Assignor and Assignee commonly
occurring 180 days after closing in most purchase and sale
agreements.

It is also important to remember that, subsequent to
the Binding Date, it is all about determining when the
rights, benefits, liabilities or obligation accrued under the
Agreement, not when the accounting is done. To illustrate,
an error discovered for the January-March period that is
discovered in October should be sent to the Assignor, not
the Assignee, as the issue is one that pertains to the period
prior to the Transfer Date.

So what about Clause 8 of the Notice of Assignment? Although
this clause fails to reference the Transfer Date, it cannot
be read and interpreted independent of the Assignment
Procedure. The beginning of Clause 8 actually reads, “This
Notice of Assignment shall become binding on all parties
to the Master Agreement on the . . . (Binding Date).” So,
when taken in context with the Assignment Procedure and
the act of novation, the later part of this clause, which says,
“In addition, Assignor and Assignee agree that they shall be
solely responsible for any adjustment between themselves
with respect to the Assigned Interest as to revenues, benefits,
costs, obligations or indemnities which accrue prior to the
Binding Date,” can be reasonably interpreted as intended
only to apply to that Pre-Binding Date period of time, before
novation occurred, when the Third
Party were not required to recognize
the Assignee.
NOVATION BY EXAMPLE
Using an example in which the NOA
has a Binding Date of September
1 and a Transfer Date of April 1,
the following accounting practice
would apply:

1. For the accounting months preceding the September 1 Binding Date, the Third Party continues to deal with the Assignor,
and the Assignor and Assignee
make the applicable adjustments amongst themselves.

the Third Party is to deal directly with the Assignee for
all matters accruing to the Assigned Interest for any and
all production months after the April 1 Transfer Date.

3. For any rights, benefits, liabilities or obligation accruing
to the Assigned Interest prior to the Transfer Date, the
Third Party is to deal directly with the Assignor.

In summary, the Binding Date is only that date on which
the Third Party must change its records to reflect the new
party to the Agreement. At that date the Third Party has
agreed to substitute the Assignee in place of the Assignor
with respect to all matters under the Agreement from and
after the Transfer Date.
Therefore, the first school of thought is the practice dictated
by the Assignment Procedure and the legal act of novation
and should be accepted and followed by Industry.

n

____________
The author extends credit and thanks to Paul Negenman,
Jim MacLean and Lynn Gregory for their initial input, which
resulted in much of the content and concepts presented in
this article.
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Legacy Leaders
Legacy Leaders:
Kevin MacFarlane

sands groups at Suncor. Over time, I developed a special
rapport with the land negotiators as they put together their
contracts. I prided myself in being a lawyer who helped
them accomplish their goals rather than being perceived
as a roadblock to success. At that time, I also took on a
long term teaching role, both with other lawyers in the
landman program at Mount Royal College (as it was then
called) and later with Landman Bill Webb through the first
seven years of the University of Calgary’s petroleum land
program. As a result of these leadership opportunities, I
felt just as comfortable within the land community as I did
with other lawyers.
I joined Petro-Canada’s legal department in 1988, where
my work was focused to a large extent on land acquisition
and disposition activity. I was pleased to continue my
work with land professionals when I was asked to lead
the land department for Western Canada in 1991. Over
the next two decades, this role expanded my exposure
to people in the minerals, surface, joint ventures and
production accounting worlds, which culminated in my
participation in the development of SAIT’s Energy Asset
Management program through CEAMS.
TELL US ABOUT YOUR MOST IMPORTANT “AHA”
MOMENT AS A LEADER
One event in particular truly shaped my leadership style.
When a process improvement was brought forward early
in my formal role as a leader, I implemented it without
consulting the many people that might be affected. As
word spread of “that stupid decision made by the new
manager,” I knew that my credibility as a leader had been
seriously damaged. I quickly reneged on my decision and
delayed further action until all relevant parties had been
properly consulted.

Kevin MacFarlane has been a CAPLA member for
more than 17 years and currently serves on the
Advisory Council. In 2013, he was honoured with
a CAPLA President’s Award in recognition of his
contributions to the association over a sustained
period of time.
DESCRIBE YOUR LEADERSHIP JOURNEY
Leadership is about providing guidance to someone as
they find their own direction. I felt fortunate to practice
this type of coaching starting early in my legal career.
As a young lawyer at Bennett Jones, I was exposed to
many men and women who were masterful at guiding
their clients as they found their way to great success in
business.
In 1983, I decided to leave private practice to join the
small legal group that supported the resources and oil
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This lesson taught me that leadership is not simply about
implementing rules and directing others; it was my role
to guide the group in developing a consensus on how to
move forward. From that point onwards, I made it my goal
in every situation to develop consensus among members
of the department as well as the groups we supported.
Although this was sometimes quite time consuming, this
strategy always paid dividends in terms of the trust and
ongoing communication it established among all members
of the team.
WHAT IS THE MOST IMPORTANT ASPECT OF
LEADERSHIP?
The most important aspect of leadership is to look for
potential in the people you are working with and help
them recognize and leverage it for themselves. Team
effectiveness is largely dependent on the extent to which
a group’s members encourage each other. As a result,
leadership can be exhibited by people in many different

roles. In my experience, the best decisions are always
made when people feel free to express their opinions
and truly listen to each other. In any situation, a leader’s
primary goal is to enable their team to function to its
greatest capacity by ensuring that personal insecurities do
not prevail over pursuit of the common good.
I’ve worked for a Vice-President who was particularly
masterful at facilitating discussions so that everyone felt
they had contributed to the results. Often a whiteboard
was used to collect ideas and come to consensus on the
best approach. This visibly demonstrated that all voices
had been heard and fully considered before decisions
were presented further up the corporate ladder. This is
what effective leadership is all about.
WHAT MYTHS WOULD YOU LIKE TO DISPEL ABOUT
LEADERSHIP?
It is a misconception that leadership involves a “dictator”
who stifles dissent and keeps everyone on the team in
line. This type of approach is rarely effective. When we
alienate those with the potential to create value, they will
disengage from the productive and creative behaviors
which high performance land asset management requires.
Fortunately, in my experience this leadership style is not
common within our profession. Perhaps that is because
of the high level of coordination and collaboration it
requires.

n

ETHICS

TRAINING
PROGRAM

2015

The Board of Directors is once again offering ethics
training courses free-of-charge to CAPLA members in
2015. Read more on the CAPLA website.
CAPLA Ethics Course
PART 1

CAPLA Ethics Course
PART 2

Jan 8 8:30am - 12:00pm

Jan 8 1:00pm - 4:30pm

Feb 5 8:30am - 12:00pm

Feb 5 1:00pm - 4:30pm

Mar 5 8:30am - 12:00pm

Mar 5 1:00pm - 4:30pm

Apr 2 8:30am - 12:00pm

Apr 2 1:00pm - 4:30pm

May 7 8:30am - 12:00pm

May 7 1:00pm - 4:30pm

Jun 4 8:30am - 12:00pm

Jun 4 1:00pm - 4:30pm

New members are required to complete CAPLA Ethics
Course Part 1: Professional Ethics within six months and the
CAPLA Ethics Course Part 2: Professional Practice within 12
months to keep their membership in good standing. Existing
members, although not required to take the courses, are
strongly encouraged to do so.

‘Tis the season for savings,
on acquisition & asset management software!

LandRite

iLand

Contact us today to learn more.
P: 587.952.8000

|

E: info@divestco.com
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Leadership
How to Follow Through When Motivation Wanes
By Lisa Holden Rovers, Leadership Coach and Trainer

T

here is a distinct difference between
motivation and discipline. When we begin
something new and exciting, we think
thoughts like: “This is going to be great! I am looking
forward to this.” Eventually, the results don’t come
quickly or we realize how much work it will take
and we become fickle. Our motivation wanes.
The reality is, when we set our sights on a goal, there will
be times when we just don’t feel like doing what needs to
be done.
Jim Rohn stated, “Motivation is what gets you started. Habit
is what keeps you going.” In other words, when motivation
fails you, disciplined habit can save you. Think about this for
a moment. Even when you desire some end result, you don’t
always want to do the work it will take to get you there.
But, if you do the thing, and make it a disciplined habit, you

see the results from your effort and this motivates you to
continue on.
Set yourself up to ride the motivation wave.
When motivation peaks, set yourself up for success. Create
small actionable habits so that on days when you’re less
than enthusiastic, you will make good decisions to move
forward toward your goal.
For example, when I was completing my Masters degree,
I was enthusiastic about what I would learn and excited
to get started. To visualize success, as corny as it sounds,
I stuck 12 small Post-It notes that represented each course
in the program on my bookshelf. They provided the visual
motivation to show progress towards my goal. I also carved
out time in my calendar to dedicate to the program study
– this created a disciplined habit. Although there were days
when I didn’t follow through fully on my habit, for the most
part I did, and I achieved my goal but not without a lack of
motivation at times!
To boost my motivation, after I completed each course,
I took a Post-It note off my bookshelf and celebrated my
success with a ‘Happy Dance.’ As I saw each Post-It note
disappear, my motivation increased where, quite frankly, it
had waned.
As Van Gogh said, “Great things are not done by impulse,
but by a series of small things brought together.”

Work with a company that’s on your side and unlock
your true business potential.
Premier, Professional and High
Performance Land Staff.
Deadline Driven, Competent
and Capable Support.
Temporary or Permanent.

Contact Jaguar Land Today.
403-718-0525 jaguarland.ca
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It wasn’t impulsive moments of inspiration that helped
me achieve that three-year goal. Those little Post-It notes,
combined with a daily one- to two-hour study habit, led me
to successfully complete my program.
What goal have you set for yourself or your team? How
can you set up your environment for success so that on
days when you’re less than enthusiastic about doing what
is needed to accomplish your goal, you will make the smart
choice and follow a disciplined habit?
____________

n

Lisa Holden Rovers, MSc, CHRP, PCC, is an internationally
certified leadership coach and trainer who helps small to
mid-sized businesses and non-profit organizations grow
great leaders. Find out more at workplacematters.ca.
Lisa presented Five Secrets to Leading the Next Generation
of Workers at CAPLA’s November Leadership Breakfast.
Check the CAPLA website for information about the 2015
Leadership Breakfast series.

CAPLA
NOMINATIONS FOR
CAPLA VOLUNTEER
AWARDS NOW OPEN
Do you know an outstanding CAPLA
volunteer? We invite you to submit
nominations for the following awards:
• Rising Star Award
• Outstanding Volunteer of the Year 		
Award
• President’s Award
Award criteria and a link to the
nomination forms are available at
www.caplacanada.org/awards.aspx.
Nomination deadline is April 7, 2015.
The 2015 CAPLA AGM and Awards
Luncheon will be held on May 14 in
Calgary.

Volunteers Honoured at Appreciation Event
Jennifer Potter of the Member Services Committee (l), Drew Dureault of
the Events Committee (c) and Gwen Johnston of the CAPLA Conference
Committee (r) joined about 80 fellow volunteers at CAPLA’s 2014 Volunteer
Appreciation Event in October. Our volunteers enjoyed mingling at The
Libertine Public House in downtown Calgary, where they were showered
with gifts, door prizes and the appreciation of the Board of Directors. Do
you have some time to devote to a CAPLA committee next year? Check
the website for more information.
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Nourish
Snowshoeing All About Fun, Fitness and Friends
By Cathy Miller, CEO, CAPLA

I

remember the first time I went out
snowshoeing. I had heard from friends that
it was a fabulous winter activity but I was
very uncertain – would it really be fun? Was I fit
enough? What equipment did I need and would
I be able to rent the right equipment? Where
should I go?

In the end, my first time snowshoeing was a great
experience and now I cannot imagine getting through
an Alberta winter without snowshoeing. Snowshoeing is
super easy and it is all about FUN, fitness, friends, and
fresh air. All you need is snow, snowshoes, a positive
attitude and a sense of adventure! Ski poles are optional.
To make your snowshoeing trip fun, be sure to gather
some of your friends and family together or consider
joining a snowshoeing class or club where you will make
new friends. In the Calgary area you might try the Calgary
Ski Club, the Calgary Outdoor Club or the University of
Calgary.
It will probably be best to start with an easy trip. To ensure
that it is something that is going to work for your fitness
level, think about the distance and elevation. On your first
trip out, it may be better to find a location that has a clearly
defined trail. You can make your snowshoeing adventure

Cathy Miller, CAPLA’s CEO, can’t imagine getting through
winter without snowshoeing.
easy or challenging depending upon the location you
choose (distance and elevation), your group’s fitness level,
and the intensity (speed and distance covered) of your
plan.
If you are one of the people for whom
the word “snowshoe” conjures up a vision
of those great big beaver tail snowshoes
made out of wood and rawhide, you will
be happy to know that technology has hit
snowshoes in a big way. Snowshoes these
days are high-tech and light weight. They
are easy to attach to your hiking boots or
snow boots and easy to maneuver around
in. The first couple of times out you may
want to rent or borrow a pair. Renting
is easy, inexpensive, and will give you
an opportunity to try out a couple of
different styles before you purchase your
own. You can expect to pay about $12
to $20 for snowshoes or a snowshoe
package that would include snowshoes,
poles and possibly gaiters too.
When you do move on to purchasing
your own snowshoes, there are a number
of considerations. You can get a great
pair of snowshoes for between $90 and
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about $300. If you are planning on snowshoeing often
and through rugged terrain, you may want to purchase
something higher quality that will be more durable
and will last a good number of years. The right size
of snowshoe is dependent upon your weight plus the
weight of your pack. If you will be snowshoeing off
track in deeper snow you will probably want a wider
snowshoe with more surface to keep you up on top of
the snow. When you go in to try some snowshoes be sure
to wear the boots and the type of socks you would wear
to snowshoe. If you are going to snowshoe on terrain that
has a lot of elevation you will want to be sure that the
“claws” or “crampons” are big and sturdy. The claws on
your snowshoes will help to pull you up a hill and will
keep you from slipping on the way down. I recommend
that you go to an outdoor specialty store where the
salesperson will be able to provide you with some good
advice on your purchase.

NOURISH NIBBLES

Where to go? We are so lucky to live in Canada with
so many beautiful trails and lots of snow. If you live in
Calgary, you will have easy access to wonderful choices
in West Bragg Creek, Kananaskis, Canmore and Banff.
When you are snowshoeing, more snow means more fun
so get out to the mountains if at all possible. To keep you
and your friends safe, it is always a good idea to check
the avalanche risk with Avalanche Canada.
I hope you will give snowshoeing a try and that I will run
into you out on one of the trails this winter!

n

Calgary Ski Club
www.calgaryskiclub.org

Calgary Outdoor Club
www.calgaryoutdoorclub.com

University of Calgary
https://www.ucalgary.ca/ActiveLiving/
registration/Browse/All/Snowshoeing

Avalanche Canada
www.avalanche.ca

SYNERGY LAND SERVICES LTD.,

is a full-service land broker, with its head office in
Calgary and branch offices in Fort St. John, St. Albert,
Fort Macleod, Regina, Brandon and Cambridge.
Company partners Bill Giese, Keith Turner and
James McCorquodale, along with their management
team and skilled staff work together at every level
to coordinate client projects in all aspects of the
oil and gas industry, power, renewable energy,
highways and telecommunications sectors.
Please contact us for more information about
our service offerings and how we can assist with
your upcoming projects.

Pursuing Perfection
www.synergyland.ca

| 1.877.961.LAND (5263)

Synergy2013_CAPLNegotiatorAd7.25x4.75.indd 1

2013-08-19 1:38 PM
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CAPLA Committees
Leadership Forum Continues Successful Series
By Yvette Miller, Co-Chair, CAPLA Leadership Forum

T

he Leadership Forum’s
primary deliverable in
2014 was a continuation of the very successful
Leadership Breakfast Series.
The sessions were held at the
Calgary Petroleum Club and
the format remained the same
– an early morning breakfast
followed by an extended presentation period with an opportunity for networking. The
sessions, focusing on leadership skills and issues, were
well attended and this year
58 members attended all four
sessions and received a Certificate of Completion at the final session held in November.
In 2014 the Leadership Forum
introduced mini-round table
sessions for formal leaders to
discuss and share challenges,
experiences and learnings.
Congratulations to CAPLA members who attended all four Leadership Breakfast
The Lunch, Learn, LEAD!
sessions in 2014 and received a Certificate of Completion in November.
session provides a great
opportunity to develop your
leadership skills and network with your peers. Valuable which increases the value you bring to your company. We
tips, tricks and ideas were taken away on Navigating always welcome your feedback and suggestions. Please
Generational Expectations, Engaging and Motivating Your feel free to contact any member of the Leadership Forum
Team and Tips for the Time-Crunched Manager.
at any time.
The Legacy Leaders column in NEXUS features the personal
stories of exceptional leaders within our profession. The
column is intended to inspire our readers, raise the profile
of land asset management and leadership in land, and
provide information and guidance to our membership in
relation to their own leadership style.
We continue to showcase leadership articles in the NEXUS
magazine that provide valuable information and insight
into a variety of leadership challenges and techniques
that motivate, energize and support us in our professional
and personal leadership roles. If you have ideas on topics
for leadership articles or have someone in mind that you
wish to be featured in the Legacy Leaders column, please
contact a Leadership Forum member or the CAPLA office.
Our ultimate goal is to support you, the leaders of land
asset management, by advancing your leadership skills

24 CAPLA – Canadian Association of Petroleum Land Administration

Presently, the Leadership Forum is comprised of twelve
individuals who have a variety of supervisory, mineral
lease, mineral contract and surface land skills and
experience:
Adam Wolfenden, Talisman Energy Inc.
Ann Dyck, Devon Canada Corporation
Carla Kruschel, ARC Resources Ltd.
Cathy Miller, CAPLA
Dayna Morgan, Britt Land Services
Jeff Bryksa, Crescent Point Energy Corp.
Jessica Dixon, LandSolutions LP (Calgary)
Linda Bernier, Independent
Linda Bigelow, Harvest Energy Corp.
Lori Robertson, Penn West Exploration
Norine Miller, Encana Corporation
Yvette Miller, Cenovus Energy Inc.

n

(l-r) Christine Dombroski, Shell; John Wallace, NuVista;
Co-Chair Andrea Janska, Paramount Resources; Alex Big
Plume, Devon; Charlene Misurelli, EAM (Energy Asset
Management); Co-Chair Tomiji Okamura-Sinclair, Shell.
Missing from photo: Marzena Wojcik, Cenovus.

Subcommittee Improves
A&D Courses and Content
By John Wallace, Former Co-Chair, A&D Subcommittee

A

s a subcommittee to the CAPLA Education Development
Committee (EDC), the A&D Subcommittee works to
improve CAPLA’s education offerings, as they pertain to
A&D. We do this by striving to increase and improve the
A&D related courses, educational events, online content
and articles offered by CAPLA.
The subcommittee has a good mix of employees and
consultants; management and staff; representatives from
large, mid-sized and small companies; and surface, mineral,
and contracts experience. The A&D subcommittee meets
the third Tuesday of every month at various locations.
In 2014, the subcommittee worked on the development of
a Surface A&D course, which is anticipated to be ready
for delivery by the beginning of 2016. The subcommittee
delivered the Surface Due Diligence in A&D session at
CAPLA Conference 2014. In addition, the subcommittee
reviewed all A&D-related CAPLA courses offered in 2013
to ensure that these remain relevant and current to our
membership, as well as maintaining the A&D portion of
the Resource Centre on CAPLA’s website.
If you are interested in joining this or any education
subcommittee, please contact Cathy Miller at CAPLA.
The A&D subcommittee would particularly welcome any
volunteers who wish to assist in the ongoing development
of our Surface A&D course.

n

PRIVATE SPACE FOR 300 PEOPLE!
TEAM BUILDING | STAFF SOCIALS
CLIENT APPRECIATION | CORPORATE BUYOUTS
CHRISTMAS PARTIES | STAMPEDE PARTIES

Visit thelibertine.ca for more information!
223- 8th Avenue S.W. | Calgary, AB | 403.265.3665
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CAPLA Committees
Committee Launches
Mentorship Program
By Alixandra Eltom, Co-Chair, Mentorship Development
Committee

T

he CAPLA Mentorship Development Committee has
had a very exciting 2014 with the formal launch of the
CAPLA Mentorship Program.
After completing a successful pilot program in 2013 and
gaining invaluable knowledge from the participants’
feedback, the 2014 launch was a success. The Mentorship
Committee continues to support the mentors and mentees
in all aspects of their relationship as well as collect
feedback from the participants in order to make the
Mentorship Program as strong and successful as possible
for the CAPLA membership of today and for the future.
None of this would have been possible without an
incredibly strong committee comprised of:
Andrea Louise-Martyn, Cenovus Energy Inc.
Anthony Ghitter, Consultant, Ellisboro Energy
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Deb Watson, Nexen Energy ULC
Katerina Gilbert, Nexen Energy ULC
Kimberley Campbell, Paramount Resources Ltd.
Nicole Brock, CNRL
Veronica Hetherington, Sphere Energy Corp.
Co-Chairs Jacquie Seper, Gemini Corporation and
Alixandra Eltom, Progress Energy Canada Ltd.
The committee has a good mix of representatives from
large, mid-sized, and small companies, with surface,
mineral, and contracts experience. The Mentorship
Development Committee meets the first Thursday of every
month at various locations in downtown Calgary.
If you are interested in joining the Mentorship Development
Committee, please contact Cathy Miller at CAPLA. If you
are interested in becoming a mentor or mentee within the
CAPLA Mentorship Program, please fill out the application
form on the CAPLA website located under the Mentorship
tab.

n

The committee will be recruiting new mentors and mentees
in early 2015. This is your chance to get involved! For more
information, please contact Alixandra or Jacquie.

Volunteer Spotlight
CINDY GANONG: A Sense of Accomplishment
a place where members can expand their knowledge,
experience and hone skills all while having fun and
building relationships,” says Carla Bruce, who first worked
with Cindy on the 2006 CAPLA Conference. “She is always
willing to help and it’s important to her that CAPLA be
successful. She loves being a member of CAPLA and what
it represents in the industry.”
Tiffany Fink and Susan Bayly agree with Carla. Tiffany
has worked with Cindy on the Events Committee since
2009. Susan has served with Cindy on the Conference
Committee since 2012.
“I think she dedicates a lot of time and energy to CAPLA,
and she has for a long time. Cindy values CAPLA,” says
Tiffany. “She is so wonderful to be around – she has a love
for life that I just can’t get enough of. Cindy is also willing
to help with any task, and has great ideas and suggestions
which make her invaluable to our committee.”

Cindy Ganong
By Mandi Zatyko, NEXUS Editorial Committee Member

C

indy Ganong believes she has gained confidence
and a sense of accomplishment outside of the usual
day-to-day work accomplishment from being a CAPLA
volunteer, and would volunteer more if she could.
“I’ve gained relationships and organizational skills.
CAPLA offers a chance for people entering the industry
to network,” she says, also citing CAPLA membership
comradery, strong role models and the chance to be
a role model and mentor. “I have made some amazing
friendships and developed other relationships that have
enhanced my life and career.”
Cindy joined CAPLA in 1996 after being in the land asset
management industry for seven years. Her first CAPLA
volunteer opportunity was in 2002 when she joined the
Conference Committee. While she has since volunteered
on over a half-dozen committees, including serving as a
CAPLA director for a term, she continues to volunteer on
the Conference Committee. This year, she will serve as the
conference’s Exhibitor Chair.
“I can’t think of an instance where I wasn’t happy or
pleased that I volunteered for CAPLA,” she says.
“Volunteers donate their time and effort to causes they
believe in, and I believe Cindy wants to make CAPLA

“She is a supportive and helpful committee member who
also happens to be a lovely person,” adds Susan, co-chair
of the 2015 Conference Committee. Susan recalls how
Cindy’s experience with the conference was especially
invaluable when, last year, the new chairs asked her to
sit on the committee in an advisory capacity. “She quietly
watched us plan the conference, interjecting when
necessary but letting us run the show. Her presence was a
bit of security for those of us new to the job.”
“I think Cindy continues to demonstrate unsurpassed
leadership, dedication and enthusiasm for CAPLA,” says
Carla. She remembers being drawn to Cindy’s enthusiasm
and energy when she was new to the industry, and the
2006 CAPLA Conference Committee was her first volunteer
opportunity with CAPLA. “Cindy made me feel welcome
and took me under her wing.”
Carla and Cindy eventually became co-chairs of the 2013
CAPLA Conference, and Carla recalls their synergy. “We
played to each other’s strengths and helped each other
get through the sticky parts. She gave me the confidence
to speak publicly in front of 350 people at the conference.
I have made a friend in Cindy and I look forward to our
future CAPLA volunteer endeavours together.”
Becoming involved with CAPLA as a volunteer is something
Cindy strongly encourages.
“I would say join as soon as you can – even if it’s a
personal out-of-pocket expense, which I know can be
hard to swallow, but it’s worth the investment,” she says.
“Getting to know your peers before they are truly your
peers is advantageous and rewarding!”

n
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Volunteer Spotlight
JOHN WALLACE: Taking Pride in Land and CAPLA
John Wallace

in land administration,” says Tracey Stock, who has known
John since 2010 when they both volunteered on the A&D
Subcommittee. “He has broad experience and is able to
objectively articulate views that look at big picture issues
facing land administration.”
Cathy Miller, CAPLA’s Chief Executive Officer, agrees with
Tracey. “John is very well organized and an inspiration
to other committee members. As a committee member,
he often contributes a slightly different point of view to
discussions that is very welcome.”
“He helps land professionals manage difficult but necessary
trade-offs in making business choices that achieve results
in a timely fashion,” adds Tracey. “John creatively blends
desktop technology and proven administration methods
to achieve amazing results.”
There have been many times where John was happy he
had volunteered for CAPLA. He especially recalls the 2014
CAPLA Conference where Ian Clark presented a session
on core concepts in surface due diligence.

By Mandi Zatyko, NEXUS Editorial Committee Member

J

ohn Wallace volunteers for CAPLA to stay informed and
contribute to the land asset management profession.

“I am proud to be in land administration,” he says. “I
would like to be a good steward (of the industry), grow
and be a resource.”
His career in land started in April 2006 when he worked
for Apache Corporation in their file room. He went on to
become a Contracts Analyst and Senior Lease and Contracts
Analyst with Apache. Presently he is the Manager, Lease &
Contracts with NuVista Energy Ltd.
The decision to join CAPLA once he was in the industry
was immediate. “I joined as soon as I could,” he says.
“Probably the first day I was eligible.”
His first CAPLA volunteer opportunity was with the A&D
Subcommittee of the Education Development Committee
(EDC) in 2010. He eventually co-chaired the subcommittee
before stepping down to assume the role of chair for the
EDC. He says his decision to first join the subcommittee
was motivated by a need to discover more about the
industry.
“Volunteering is a great way to contribute and learn at the
same time,” he says.
“John has a quick wit and passionate enthusiasm for
sharing his knowledge and helping raise professionalism
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“Ian did a great job giving an overview of the surface A&D
process,” he says. “To be a part of the development and
see the session to fruition, to hear the feedback – it was a
rewarding experience. A lot of time went into it, but it was
worth it to come off so well.”
“John is a dedicated volunteer and has advanced
significantly within CAPLA in the last few years, moving
from committee member to co-chair of the EDC A&D
Subcommittee, and to co-chair of the EDC,” says Cathy.
“He demonstrates great leadership within CAPLA.”
“There are many wonderful CAPLA volunteers, and John
stands among them,” adds Tracey. “Perhaps he can be
singled out for the example he shares in being a CAPLA
volunteer while advancing his career from entry-level
analyst in 2006 to manager in 2011.”
John says there is a lot to like in volunteering for CAPLA.
“CAPLA is a very well-run organization with lots of thought
put into its goals and an unusually high participation rate
by membership,” he says. “I like the people I volunteer
with and I like the fact I’m meeting so many people
knowledgeable about land.”

n

____________
Do you know an outstanding CAPLA volunteer? Nominate
them for a Volunteer Spotlight. Contact Communications
Specialist Katherine Matiko at katherine@caplacanada.org
with your suggestion.

CAPLA CONFERENCE
CALGARY, ALBERTA

HMA Land Services is now RPS HMA.
At RPS HMA we place significant value on
developing and maintaining excellent
relationships with our clients and industry
partners. Our team is dedicated to providing
the same level of professional service,
reliability and expertise that our clients have
come to expect from us.
Pipeline  Exploration & Production ( E&P)  Telecom  Power

APRIL 29 & 30, 2015
PLEASE SAVE THE DATE

Toll Free (866) 412-5263

www.hmaland.com | www.rpsgroup.com

LAND AND ENVIRONMENT
GO TOGETHER LIKE
COMMON AND SENSE.
The experts in Land Acquisition offer Environmental Services as well.
Makes perfect sense to us. An A to Z solution that is far more efficient and
effective, making your life so much easier. For expert land management
and environmental services - call 1-866-834-0008 or visit
landsolutions.ca and relax.
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CAPLA Committees
Volunteer Records Project
Ready for Your Input
By Candace Bakay, Co-Chair, Volunteer Records Project

D

uring a discussion at an Awards Committee meeting a
few years ago, it was noted that CAPLA had very few
records of its volunteers, making it difficult to determine
who amongst our numerous volunteers would qualify for
an award. Other than those volunteers who were extremely
visible and at the forefront of representing the association,
very little was known. We needed to find the volunteers
who were quietly working behind the scenes to further
the association’s impact on land asset management and
the energy industry.
It was decided that CAPLA could only benefit from a
dedicated database that would build those records, and
then a look at the present: how are we keeping the
records today and what should we be doing differently?
Today’s decisions will also be made with an eye on the
future: how can we maintain records so that our history of
extremely valuable volunteer service is not lost?

FOR 30 YEARS...
ENERGY IN NEGOTIATING
PROVEN SUCCESS FOR BUSINESS, L AND + THE COMMUNIT Y

■■ Negotiating +
administering
surface rights
■■ Acquisitions + divestment
■■ Administration
outsourcing + data entry
■■ Freehold mineral
leasing + Crown landsales
IN CALGARY

403 243 5518
mslland.ca
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Volunteer Records Project Committee members (l-r) Susan
Spratt, Candace Bakay, Cathy Miller, Haley Smith, Penny
Jones, Stacy Reagh. Missing from photo: Ty Eisner, Diana
Klaassen
I think this is a fantastic project and hugely valuable to
CAPLA as it will help us recognize the work our volunteers
have done – and continue to do – as well as assist us in
doing a better job of thanking them.
We have used the historical list of the Board of Directors as
our primary guide, combing through hundreds of NEXUS
issues and preparing a database in an Excel format. We
are also looking at the possibility of merging our current
membership system with the Excel database in hopes of
ensuring a simple way of tracking and maintaining our
volunteer member information.

We have taken our task as far as we
can without your help.
In the next few weeks, we will be e-mailing the information
we have collected to our volunteers, requesting that you
verify and update all information pertaining to your
history of volunteering with CAPLA. We will also be
posting a list of volunteers by year and committee. If you
can add to or clarify any of this information, it would be
most appreciated. We believe that our CAPLA committee
members will be able to recall who they were working
with during their volunteer time and can play a significant
role in helping us with updating the records.
Please stay tuned for further information about this
valuable initiative.

n

Thank you to members of the Volunteer Records Project
Committee: Candace Bakay (Co-Chair), Talisman
Energy; Susan Spratt (Co-Chair), Independent; Haley
Smith, Talisman Energy; Ty Eisner, Talisman Energy;
Penny Jones, Husky Energy; Diana Klaassen (Recorder),
Independent; Cathy Miller, CEO, CAPLA; and Stacy
Reagh, Events Coordinator, CAPLA.

Our Sponsors
Thank You to our 2014
Adopt-a-Course Sponsors

Thank You to the Sponsor
of CAPLA’s 2014 Holiday Celebration

Geologic Systems
Cenovus Energy Inc.

THE KEY TO HAPPINESS IS
DISCOUNTS OF UP TO

PennWest Exploration

ON YOUR AUTO

25

%

INSURANCE

Pengrowth Energy Corporation

Members of CAPLA could save on insurance with BrokerLink. For starters, you
could get a 15% discount just for being a CAPLA member and save another
10% by bundling home and auto policies together.

To learn more, or to see if you qualify for preferred discounts, call:

1.855.771.9438
brokerlink.ca
Subject to policy conditions and exclusions. Insurance products provided by Novex Group Insurance. Services available in Alberta through Canada Brokerlink Inc. ™ BrokerLink is a trademark of Canada Brokerlink Inc. ©
Copyright 2013 Canada Brokerlink Inc. All rights reserved. Certain conditions apply to all discounts.

Thank You to the Sponsors of CAPLA’s 2014 Volunteer Appreciation Event
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Warning: Our data has gone mobile
(You may never return to the office)

Now, get geoLOGIC’s value-added data almost any place, any time,
any way you want it. Available through gDCweb on your tablet,
smartphone or computer.
With 30 years of data experience behind it, gDC is the source for high
quality, value-added well and land data from across Western Canada and
the Northern United States. Another plus – our data is accessible through
an expanding range of industry software utilizing our own easy-to-use
gDC GIS and our geoSCOUT software.
View, search, import and export well, land and production data,
documents, logs and more from almost anywhere. For more information
visit our website at www.geoLOGIC.com

Leading the way with customer-driven data, integrated software
and services for your upstream decision-making needs.
geoSCOUT | gDC | petroCUBE at www.geoLOGIC.com

