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CAPLA 2011 Course outLine

Venues for the CAPLA courses are sponsored by an 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 on the Adopt-a-Course program, please 

contact judy@caplacanada.org for program details.

Date Time Course Name Address
February 1 9:00am - 4:00pm Saskatchewan Land Registry SAIT

February 2 9:00am - 4:00pm Saskatchewan Land Registry SAIT

March 11 9:00am - 4:30pm Contract & Business Law Devon Canada Corp.

March 16 8:30am - 4:30pm Professionalism & 7 Habits - Modules 5 - 7 Cenovus Energy Inc.

April 8 8:30am - 12:00pm Notice of Assignment - Advanced Devon Canada Corp.

May 3 8:30am - 4:30pm Acquisitions & Divestments Pengrowth Corp.

May 5 7:45am - 9:00pm Oil & Gas Essentials Canmore/Calgary Field Trip leaves from Glenmore 

Park - WeasleHead 

parking lot

October 3 8:30am - 4:30pm Know What you Own: The ABC’s of DOI’s - 

Advanced

Devon Canada Corp

2011 CAPLA SPRING EVENTS CALENDAR
For a full events list, please check the CAPLA webpage at www.caplacanada.org

FEBRUARY

10 ......... Lunch ‘n Learn

MARCH 

10 ......... Lunch ‘n Learn

15 .........A Taste of Europe

APRIL

7 ...........Awards Luncheon/AGM

13&14 ...  P&NG Info Exchange 

MAY

18&19 ...Conference

12 ......... Lunch ‘n Learn

JUNE

14 ......... Lunch ‘n Learn

23 ......... Pre-Stampede Party
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2010 - A Great Year for 
CAPLA!
By Linda Westbury and Cathy Miller

It seems like the year has just flown by and it is hard to believe 

that we are reaching the end of 2010!  It has been a very busy 

year for CAPLA and we are pleased to report it is a year 

filled with great success!  Our association’s success is a result 

of many members and staff all working together with one 

goal in mind – building CAPLA’s strength as a membership 

organization that is well respected and delivers good value 

to its members. The contributions of time and energy from 

our volunteers and supporters - large and small – made the 

difference.  Whether you contributed by volunteering your 

precious time; attending the CAPLA conference; instructing 

a CAPLA course; enrolling in CAPLA courses; participating 

in CAPLA events; renewing your membership; completing 

our surveys and/or giving us your opinions: we want to say 

a big “thank you” to all of you!

Everyone’s combined efforts throughout the year enabled 

us to build stability in our membership, our finances and 

in the services that we deliver to CAPLA members.  Most of 

our decisions this year were based upon the feedback that 

we received from our membership in the Member Survey 

that was sent to members on April 30, 2010.

HERE ARE SOME OF THE GREAT 2010 HIGHLIGHTS:

We re-structured our Education areas creating links 

between Certification, Conference, Education Delivery 

and our newly formed Education Development 

Committee (EDC). We have had good success recruiting 

members onto the EDC sub committees and they are 

now ready to roll up their sleeves. In the upcoming year, 

these volunteers on the mineral, surface, contracts and 

A&D sub committees will focus on reviewing the current 

courses and developing new course offerings.  We are 

also very pleased to announce that Darlene Belland, with 

Arsenal Energy, has recently accepted the Board position 

as Director of Education.

We made special annual requests for sponsorship this year 

and we would like to thank Cenovus Energy Inc., Encana 

Corporation, ConocoPhillips Canada Resources Corp. and 

Talisman Energy Inc. for their confidence in CAPLA and their 

very generous support.

The support received in sponsorship and our success with 

events enabled us to make really good progress on building 

CAPLA’s operating reserves. In 2011, we will establish the 

parameters for a new Education Development Reserve Fund.

We sold out the 2010 CAPLA Conference and have made a 

decision to offer CAPLA members an annual conference 

beginning in 2011.  We have a strong conference committee 

who have been working hard on all of the details for the 

CAPLA Conference 2011, – Engage, Educate and Energize!  

Mark your calendars for May 18 and 19, 2011 – details will be 

available soon.

Our first CAPLA Annual Awards Luncheon was a huge 

success.  It felt good to honour CAPLA members who have 

contributed their expertise to CAPLA and to the Petroleum 

Land Asset Management.  The stars of our first Awards 

Luncheon included: Verna Moodie, Independent, CAPLA 

Lifetime Member Award; Linda Westbury, ConocoPhillips 

Canada Resources Corp. and Lynn Gregory, Independent, 

President’s Awards; Deborah Godfrey, TAQA NORTH Ltd., 

Outstanding Volunteer of the Year Award; Autumn Wilton, 

Shell Canada, Rising Star Award; Leslie Guba and Linda 

Kopitoski, Myra Drumm Student Achievement Award.  

We were also very pleased to honour the companies who 

were the first to receive our CAPLA Champion Awards: 

Encana Corporation, Explorer Software Solutions Ltd and 

Pinnacle Consulting Services Inc.

Planning is already well underway to the 2011 CAPLA Awards 

Luncheon which will be held on April 7, 2011.

CAPLA Lunch’n Learns have been gaining momentum 

throughout the year with the recent session on Segregation 

Cathy Miller,
CEO

Linda Westbury,
President

President & 
Ceo MessAge
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attracting the highest participation with a sold out crowd 

of 160.  We will be continuing with similar “hot topics” 

throughout 2011.  If you have ideas and suggestions for 

topics you would like to see presented please contact 

Cathy Miller or Judy Uwiera in the CAPLA office.

Our Adopt-a-course program is a major success and we are 

sincerely grateful for the tremendous response we received 

from so many corporations.  This single step made a dramatic 

difference to the overall management of our expenses 

while allowing us to provide cost effective programs for 

our members. The membership continues to benefit from 

this strong corporate support today.  Our thanks go out 

to: Talisman Energy Inc., Devon Canada Corporation, BP 

Canada, Pengrowth Corporation, Husky Oil Operations 

Limited, Pandell Technology Corporation, and Cenovus 

Energy Inc.

We are thankful once again this year for the on-going 

advice and counsel we receive from the members of the 

CAPLA Advisory Council: Brenda Allbright, Linda Bernier, 

Jonathan Chapman, Craig Johnstone, Kevin MacFarlane, 

Jim MacLean, Bonnie-Lynn McLaren, Gary Montgomery, 

Jay Park and Ron Vermeulen.

Our Leadership Forum (formerly Leadership Committee) 

also had a very productive year and you can read the 

details in this issue of NEXUS in the article titled “CAPLA 

Leadership Forum”.

With all of these success stories our ranks of volunteers 

have also expanded.  CAPLA volunteers are the best!  

CAPLA would not exist and we would not be celebrating 

a successful year were it not for the vast knowledge and 

experience, the energy and enthusiasm that our volunteers 

bring to CAPLA every day.  Thank you!

It is great to be moving into 2011 in a stronger position, 

with a solid and well defined work plan for the upcoming 

year.  We will be providing you with additional details on 

our strategic plan in the next edition of NEXUS. Thank you 

once again for your support.

Wishing you a safe and happy holiday season!  n

For land acquisition done 
right, count on 

the experts.

providing you with professional, timely 

service and accurate paperwork.

landsolutions provides the highest quality 
of service and discretion in securing 
timely access to surface and mineral land. 
our depth of expertise, knowledge of 
current land issues, and our ability to 
develop a strong rapport with landowners 
routinely put us ahead of the pack. With 
unparalleled knowledge, expertise and 
attention to detail, we will ensure a 
successful land management program.

This Land,
was made for you and me.

land acquisition & ManageMent

WWW.landsolutions.ca

please call 1-866-834-0008 to learn more about 

our services.
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CAPLA  
Lunch ‘n Learn
Marion Leonardo 
Director of Government Relations - AB

On Thursday September 23rd, 2010 representatives from 

the Department of Energy presented a Road Allowance 

Lunch n’ Learn at the Chamber of Commerce.  This CAPLA 

event was a huge success with 130 members/non members 

in attendance.

This is a very important subject for the oil and gas industry 

as it could result in a trespass situation if the appropriate 

authorizations are not in place prior to drilling, testing or 

producing in a Crown statutory road allowance.

CAPLA

THE CANADIAN LANDSCAPE COLLECTION | fine photography by Steve Speer 
 [t] 403.263.1515      www.fourbyfive.com

Rhapsody in Blue, Big Hill Springs by Steve Speer
4x5 Ektachrome

For those members who could not attend the Lunch n’ Learn 

event the presentation is available on the Department of 

Energy at http://www.energy.gov.ab.ca/Tenure/975.asp.

Also, further information is available in Information Letter # 

2003-05 and Road Allowance FAQ’s are available at http://

www.energy.gov.ab.ca/Tenure/1091.asp.

CAPLA would like to thank Grace Matias, Manager, Well 

Administration and Offsets, Lisa James and Vicki Stone, 

Senior Well Analysts, Well Administration and Offsets for 

delivering this important information. n

Nexus is YOUR 
magazine…

Send them to us!

All published questions will receive a gift!

Please email us at: NEXUS@caplacanada.org to submit your thoughts
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CAPLA 
Leadership Forum
By Lori Robertson, Penn West Petroleum Ltd.

“What is a leader?” The CAPLA Leadership Forum endeavors 

to address this question within the framework of its mandate 

which ultimately focuses on current Leaders of Surface and 

Mineral Land Asset Management (“Leaders”).  A leader 

is someone who guides and inspires others towards the 

accomplishment of a collective goal, mission or vision. It is 

more than just a position of power – it is the power to use 

your knowledge and experience in order to inspire others 

to make a positive impact on the world around them – in 

our context, the bottom line of our respective oil and gas 

companies. A leader can be a manager – but a manager 

isn’t always a leader.

In March, 2008 the initial CAPLA Leadership Round Table 

provided an opportunity to come together as Leaders and 

gather information and data in order to identify areas of 

importance in respect to their roles and responsibilities as 

Leaders. They were looking for a forum for developing a 

sense of community, of belonging to a group of people 

with similar interests, problems, issues and goals. They 

were looking for a way to initiate the implementation of a 

Leadership program that would support the development 

of self awareness, ethics and competencies which would 

allow them to achieve as Leaders.  They were looking for 

information, resources and support that would help them 

grow and excel in their roles as Supervisors, Managers 

and/or Team Leads.

The following is the specific list of ‘hot topics’ the Leaders 

wanted to see addressed in the spring of 2008 (in order of 

importance as per the Round Table summary):

• Mentorship

• Motivational Speakers/Books/Videos

• What Value Land Asset Management Provides

• Lunch and Learns for Leaders only

• Web Based Precedents/Practices/Procedures

• Directory of Leaders

• Bridging Gap/Learning other Disciplines

•  Networking Sessions with Speakers from Related 

Disciplines

The outcome of the Round Table was the formation, in 

the summer of 2008, of two committees that 

would identify and implement strategies to 

address and support what the Leaders had 

identified, including the list of hot topics... 

The Leadership & Community Development 

Committee and the Knowledge Sharing 

Committee worked throughout the remainder 

of 2008 to identify their individual mandates 

in order to provide leadership skills, 

knowledge and awareness to our Leaders.

The first priority for both committees was the 

Leadership Summit to be held in the spring 

of 2009. With the downturn of the economy 

in mid 2008, the planned  two day Summit in 

CAPLA
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Kananaskis was almost cancelled however, in May, 2009 the 

Leadership Summit entitled “Leading Asset Management” 

was presented in downtown Calgary – a successful, one day 

conference where Leaders came together for networking and 

to learn more about Asset Management. It focused on the 

importance of Leaders and their respective companies being 

able to break down the silos in managing and administrating 

its assets; how Leaders need to lead organizations beyond 

functional groups, business units and/or 

corporate groups in order to find efficiencies 

and leverage opportunities so that every 

dollar goes further. Attendees also heard 

about the Seven Habits of Highly Effective 

People* - another valuable tool by which a 

Leader may create an environment where they 

and their teams may perform to full potential. 

Most importantly, the Summit provided a 

venue for interacting with peers, to share 

leadership experiences and discuss current 

business issues, opportunities and leadership 

challenges in a non threatening environment.

By the fall of 2009, it became apparent 

that, in order to better support our Leaders, 

one committee would utilize the time and talents of its 

volunteers much more effectively than two committees. 

The Leadership Committee was forged out of various 

members of both previous committees. This committee 

continues to work through the list of wants that the Leaders 

generated at the 2008 Round Table.

•  A Leaders page was launched on the CAPLA website. On 

a go forward basis, this Webpage will be dedicated to 

providing an accessible, central location for Leaders to 

find information and/or connect with one another.

•  Lunch n Learns for Leaders have been introduced. 

To date, there have been two sessions: the first was 

a presentation about CEAMS and the second was a 

presentation regarding “The Cost of Bad Behavior” in the 

workplace. Both sessions provided useful information 

and were well attended.

•  An initiative to update members’ status as Leaders through 

their CAPLA profile was undertaken. This is an initiative 

where we hope that members take responsibility for 

ensuring their individual profile is appropriately up to 

date. Through this initiative, the Leadership Committee is 

better able to target the Leaders with ongoing information 

regarding leadership skills.

•  Preliminary work has been carried out in relation to a 

Leadership Mentor Program.

•  Another Round Table was held for Leaders in October 

this year. Approximately forty Land Asset Management 

leaders attended the morning work session to discuss 

and provide the tools necessary in order to put together 

a presentation template that would discuss the value that 

Land Asset Management provides to our companies.

Boreal Land Services Ltd
Is a full service land & regulatory consulting company comprised
of highly knowledgeable professionals & support staff. Since
inception in 1992, Boreal Land has provided comprehensive
land services to their clients & prides itself on an exceptional
reputation. Visit www.borealland.ca for information on their
full service specialties:

• Oil Sands Exploration
• Conventional Oil & Gas
• Freehold Acquisitions
• First Nation Consultation
• EFR’s (Environmental Field Reports)
• Enhanced Approval Process Applications
• Crown Reclamation Inspections & Certification
• AOA’s (Area Operating Agreements)
• CPP’s (Caribou Protection Plans)
• Acquisition of all 3rd party agreements

Boreal Land
Boreal Land Services Ltd. |  780 417.4678 |  www.borealland.ca
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Overall, the session was well received – facilitators and 

attendees were fully engaged with the topic with a lot of 

lively discussion happening throughout the conference 

room. The morning ended with an abundance of 

information and ideas that the Leadership Forum will pull 

together to provide the framework for the template.

The Leadership Committee has recently been renamed 

the “Leadership Forum” to better reflect what it represents 

and provides to the membership. The Leadership Forum is 

presently composed of nine individuals who have a variety 

of Supervisory, Mineral Lease, Mineral Contract and Surface 

Land skills and experience. Our purpose continues to be to:

•  Provide a forum for current Leaders in Land Asset 

Management to elevate the awareness of Land Asset 

Management within our companies;

•  Provide tools/products/services that 

help Leaders communicate with staff, 

management and external stakeholders 

about the value that Land Asset 

Management provides to the corporate 

strategy and plan;

•  Provide supportive network for current 

Leaders in the form of roundtable 

discussions, informative sessions, 

leadership development sessions, bi-

annual Summit and social events;

•  Provide Leadership Development 

sessions that could include CAPLA 

volunteers to develop their leadership 

skills;

•  “Build a critical mass” of Leaders that 

can speak passionately about Land 

Asset Management and be recognized as 

leadership role models.

Our ultimate goal is to support you, the 

Leaders of Land Asset Management and 

increase the value you bring to your 

company. We welcome your input and 

suggestions and should you wish to sit on 

the Forum or volunteer on a shorter term 

basis please contact CAPLA for further 

information.

The Jaguar Land Group specializes in the 
following land administration capacities:

•  Trust to Corp. Conversions

•  Acquisitions and Divestitures (pre-closing,  
 closing & post-closing)

• Data Integration & Land System 
 Conversions

• Due Diligence

• Contract, Mineral & Surface Land 
 Maintenance

• Project Management 

• Mentoring

Our goal is to assist your organization in 
meeting its objectives for completion of 
land administration work, on time and 
on budget.

Jaguar Land Group Ltd.

P: (403) 718-0525
F: (403) 264-0703

Website:
www.jaguarland.ca

435950_Jaguar2.indd   1 11/10/10   2:43:10 PM

LIST OF MEMBERS

ANGELA Van Unen Cenovus Corporation

CATHY Lotwin Talisman Energy Inc.

DAYNA Morgan Britt Land Services

JEFF Bryksa Suncor Energy Services Inc.

KIRSTIE Egan Crescent Point Energy Corp.

LINDA Bernier EnCana Corporation

LORI Robertson Penn West Petroleum Ltd.

SHERRY Batke EnCana Corporation

T.CATHY Miller CAPLA  n
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PNG Tenure 
Business Process 
Review Project
by Lori Enns, Director –  
PNG Tenure Operations, Alberta Energy

Alberta Energy’s Petroleum and Natural Gas Tenure Branch is 

reviewing its processes in a tenure Business Process Review 

(BPR) project. The primary purpose of this project is to 

develop efficiencies in petroleum and natural gas (PNG) tenure 

processes , decrease administrative complexity for industry 

and the department, and increase continuations automation.

The last major review of overall tenure processes occurred 

in 1998, with the last targeted review affecting sales and 

registration processes in 2006. Industry strongly supported 

and participated in all those reviews. Since 1998, numerous 

changes to the business - both for industry and government 

- have taken place. It’s probably safe to say that the business 

has gotten more complex over time so the Tenure Branch, 

together with industry, has determined that now is the time 

to review our processes again.

This project will be split into three phases.

Phase 1 was a discovery phase to summarize “As-Is” 

business processes and rules and identify and document 

potential efficiencies.

In Winter 2009, the Tenure Branch held a scoping meeting 

with the Tenure Industry Advisory Committee (TIAC). This 

committee has representatives from the Canadian Association 

of Petroleum Landmen (CAPL), Canadian Association of 

Petroleum Producers (CAPP), Canadian Association of 

Petroleum Land Administrators (CAPLA), Small Explorers and 

Producers Association of Canada (SEPAC) and the Energy 

Resources Conservation Board (ERCB) as well as department 

representatives. TIAC meets quarterly to discuss tenure-

related issues and concerns.  Through a series of meetings 

with a TIAC sub-committee, “As-Is” modelling of current 

Department of Energy  and industry business processes 

were broken down into key processes and sub-processes 

and opportunities for changing these processes identified, as 

follows:

•  Primary lease continuation (with and without application) 

processes, including Sections 15, 16, 17, Section 8(1) 

(h) processes (these are names of processes that refer 

to specific continuation or extension provisions under 

those sections of the Petroleum and Natural Gas Tenure 

Regulation of the Mines and Minerals Act); and

• Cancellation processes.

ArtiCLe
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Phase 1 was completed in May 2010 with “As-Is” process 

models for industry and the department.  The next two 

phases of the project will be timed approximately as follows:

• Phase 2 will begin Fall 2010 and end in March 2011; and

• 3 will begin in Spring 2011 and end by December 2011.

Phases 2 and 3 are in the planning stages but could be 

subject to change (e.g., some items may be deleted, others 

may be added, the timing may change, etc).

Phase 2 is where a review of the “In-scope” process and 

regulation changes identified during Phase 1will be completed.  

Continuations and cancellations business processes were 

generally the improvement opportunities identified in Phase 

1.  They can be organized into three categories: 1) Changes 

to business processes; 2) Automation; or 3) Regulatory/

Legislative Changes.

The following tenure processes will be reviewed:

• All lease continuations processes;

•  Initial term licences – validity, validation and grouping of 

initial term licences;

• Automation (e-continuations);

• Offsets; and

• Vested wells.

The following processes will be out of scope:

• Freehold Mineral Tax, which has recently been reviewed;

•  PNG sales, which were fully reviewed when they were 

moved to a web based process;

• Trespass;

• Oil Sands;

• Coal and Other Minerals;

• ERCB policies and legislation.

Phase 2 will involve industry using members appointed by 

Tenure Industry Advisory Committee and recruited from 

industry associations, that include: PNG industry, PNG industry 

associations (CAPL, CAPP, CAPLA, SEPAC) and the ERCB.  

Current regulations will be reviewed to ensure they remain 

relevant and to determine if new or amended regulations 

are required.  Processes will be updated to improve their 

effectiveness, simplify and reduce administration while still 

fulfilling the department’s mandate of managing petroleum 

and natural gas for the benefit of Albertans.

PNG Information 
Exchange 2011 – 
Book the Date!!
by Marion Leonardo  
Director, Government Relations (Alberta)

The dates have been finalized for the 2011 PNG Information 

Exchange.  The format is changing and the event will 

be held over two days.  The Ministries from Alberta, 

British Columbia and Saskatchewan have confirmed their 

attendance and the PNG Information Exchange Committee 

is in discussion with the following Government Agencies 

for their attendance:

Indian Oil and Gas Canada

Manitoba Crown

Federal Crown

Canada-Nova-Scotia Offshore Petroleum Board

Government t of North West Territories, Industry, Tourism 

and Investment

We are also in discussion with a contact in the United States 

to attend and bring information to our members regarding 

the management of land/minerals in the US.

The dates for the event are scheduled for April 13th and 

14th, 2011.

It is going to be an exciting two days and the PNG 

Information Exchange Committee, which includes CAPLA 

and CAPL members are working to meet the needs of our 

Industry.  n

Phase 3 will update old processes and implement new 

processes, including electronic delivery, where viable, and 

changes to regulations and legislation.

If you have any questions, please contact:

•  Brenda Allbright; Branch Head - PNG Tenure;  

780-422-9393; 

•  Lori Enns; Director - PNG Tenure Operations;  

780-427-3607;

•  Angela St. Jean; Manager Continuations 1; 

780-422-9435; or

•  Donna Crawford; Manager Continuations 2; 

780-427-8933.  n
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to provide a business perspective to technical or operational 

opportunities. Working closely with their technical 

counterparts, those in Land play a key role in the formulation 

and implementation of strategies designed to meet the 

corporate objectives. In addition, there is the responsibility 

to enhance the value of the asset while minimizing liability 

through the implementation of sound business practices.

The definition is flexible enough that regardless of your 

specific function in Land, there is an expectation that you 

are there to create, enhance and maintain value.  Whether 

it is the negotiation of an agreement, the acquisition of a 

surface lease, the drafting of a complex contract or ensuring 

the system meets the needs of the corporation, all of these 

done properly make your function not only important but 

strategic to the direction and ultimately the success of the 

Company.  Those Companies that do not have a structure 

that supports the full potential of Land to deliver value are 

at a competitive disadvantage to those that do.

It is the writer’s belief that Land should function as a 

coordinated team and that to be most effective, all functions 

within land need the support of each other.  As a corporate 

officer or manager, if you can’t rely on your staff to make 

good business decisions or the land system to deliver 

current and accurate data then you can’t expect your staff 

to deliver optimum value. In a former life, I advised staff 

that their importance and the value they had within the 

Company, was totally a function of how well the overall 

Department performed.  In short, if we couldn’t get access 

to a well location, it was irrelevant as to how good the deal 

was or how well it was reported or documented.

So let’s look at the various models for Land today.  In general, 

the 10-80-10 rule applies.  For those in the top 10%, Land is 

represented and has a voice at the corporate table.  This is 

either through a Land Manager or VP of Land.  This individual 

is responsible for the entire Land function and ideally is an 

experienced and qualified land professional.  In some cases 

his or her staff, may work within asset teams or business 

units but the responsibility for policy related to land, process, 

procedure, education and advancement lies within the Land 

The Perception of 
Land – An Opinion
by Gary Montgomery, P. Land 
CAPLA Advisory Council Member

Recently I was asked to give a short talk to members of 

CAPLA on the value of Land Asset Management.  The topic 

centered on how Land and the various functions within 

Land are perceived within our industry.

Dependent on your corporate structure, the perception of 

how Land is valued will vary with the Company.  Further 

on you will see that there are three or more distinct 

perceptions that are a direct result of the current structure 

of the Land Department.  It is that structure which has the 

greatest impact on our ability to affect perception of Land.

Unfortunately there is a view in some corporate entities 

that the Land Department and more specifically Land 

Administration is undervalued, not appreciated and not seen 

by Senior Management as having any strategic importance.

On the other side, greater than eighty percent of 

Companies, regardless of corporate structure, view Land 

and the functions within Land as key to their success.  

They understand the importance of sound economic 

deals, the ability to gain surface access together with 

effective administrative procedures and systems that report 

accurately on the state of the land asset.

To answer the question as to how Land is perceived, it is 

important to note that we are talking about the people who 

comprise the discipline and how they are seen… or not 

seen, to add value.

Land has been defined as a group of individuals, responsible 

for the acquisition, administration and disposition of mineral 

and /or surface rights. The function of a Land Department is 

FeAture
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Manager’s or VP’s function.  The Land Department is seen 

as a professional body and comfortable knowing that their 

contributions and skills are recognized as essential to the 

Company.  Staff development is both apparent and expected. 

The Team emphasis is effective business practices gained 

through the acquisition of knowledge and skill together 

with cross area and /or discipline training. It is this group 

where it is most evident that Land plays a strategic role in the 

formulation and implementation of corporate exploration or 

exploitation objectives. It is also the group where Land and 

the functions within it, consistently add the greatest value.

For the group in the next 80%, Land is most often separated 

by function.  In most cases the different functions report 

to non-land professionals, who are technical leaders or 

business unit managers.  Rather than an experienced land 

professional, these technical leaders are then responsible 

for their land staff’s training and advancement in a set of 

skills they themselves were not trained for.  Here the surface 

function often, reports, not to a land professional but rather 

to an individual in Operations. In some cases Administration 

will report to another discipline and mineral negotiators 

are separated from both administration and surface.  In 

this group, Land is still seen as an important component 

to the Company and in most cases the Company actively 

supports the continuing education and development of the 

staff. However while the land functions are still seen as 

essential, it is clear that the emphasis has switched more 

to a service model.  The main difference between this and 

the former group is that Land is not represented nor has 

a voice at the corporate table. As a result Land’s strategic 

role in exploration or exploitation is more restricted to the 

role of specific mineral negotiators.  Accordingly Land’s 

ability to meet its full potential in adding value in each of 

the functions is minimized.

For the last 10% the corporate perception supports the 

concept that Land is neither critical nor strategic. This 

group is small but the leaders are easily identified as being 

technically or financially oriented with little value given to 

the value of interpersonal skill or inter-corporate relations.  

While there is an acknowledgment that the Company needs 

good records and surface access is important, the functions 

of land are seen totally as clerical. Investment of capital for 

training is marginal and advancement opportunity is normally 

minimal. Here not only are the land administrative and 

surface functions not valued, it extends to the negotiators.  

Their business acumen is not seen of value and they become 

simply couriers of messages, with little input into corporate 

strategy or direction.

For further information or a product demo; please contact:

John Pullar (403) 571-5250 or Ken Holmes (403) 571-5259

800, 734 – 7th Avenue S.W.    Calgary, AB T2P 3P8

www.explorersoftware.com

CS*EXPLORER
The most USED computerized Land 

System in the Oil & Gas Industry.

Add-Ons
CS*WellUtilities
CS*JointInterest
CS*LandSales

Services
Consulting
Product Support
Training
Client Support
CS*Exchange (for A&D)

Accounting Integration
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Earlier it was mentioned that the perceptions of how the 

functions within Land were valued was dependent on the 

structure or model your corporation utilizes.  From above 

you can see there are three or more distinct corporate 

perceptions as to the value of Land.  The question is 

what model does your Company utilize and do you want 

to change that perception?  If so then it is important to 

understand the history of how we got here.

 In the early to late sixties, Land Departments of most of the 

major and a number of intermediates had lawyers or similar 

professionals as officers, managers or negotiators.  This in 

essence gave them intellectual parity with their technical 

brethren.  Hence these Departments become those in the top 

tier of Land in the industry. It also made it less likely that the 

technical or operational types had any substantive influence 

over the process, policy and procedures developed to 

manage the land assets. During this period, Land was seen 

as a credible contributor to the aspirations of the Company

Unfortunately over time and partly as a result of the down 

turn in industry back in the 70’s and 80’s the requirements for 

Officers or Land Managers changed.  In short, this function 

partly because of what was perceived to be a lower educational 

standard but more specifically because of behavior, allowed 

the profession to slip from being recognized as a strategic 

entity with a distinct place at the corporate table to simply 

a necessary service.  Instead of reinforcing the concept that 

land delivered value by providing a business perspective to 

technical opportunities many Land Managers were denied 

seats at the corporate table, 

thus diminishing their 

influence and subsequently 

lands role in the corporate 

structure.

My advice to individuals 

that find themselves in the 

middle group of the above 

mentioned land structures, 

is that if you don’t have a 

land representative, then 

you need to find a technical 

person who will champion 

your cause at the corporate 

table.  This is critical because 

if you want to change the 

perception that currently 

exists, then you need to 

have a representative that 

believes in you and your cause and is willing to lend his 

or her support until such time as you are able to be that 

representative.

As an observation, whatever the existing perception of 

Land, Land Administration or Surface is in your Company, 

you are an owner of that perception!  Your knowledge, skill 

and behavior all are contributing factors on how you and 

your team are seen, both corporately and within industry.

So what does this mean?  The issue is still one of perception.  

In every other industry discipline there is a prescribed body 

of knowledge that an individual must have to be a member 

of that discipline or profession.  Our technical associates 

look at land and for many, they do not see someone well 

versed in a body of knowledge or having to be re-certified 

or even having any continuing education requirements.

Accordingly some just assume that because they are “better 

trained in their field of expertize” that those in the land 

functions don’t have the potential to excel in their field.

If the objective is to change the perspective and to be seen 

by your technical associates as professionals  adding value, 

then we as a body, must take the steps necessary to enable 

others to see us in that role.

At first this will be accomplished by individuals within a 

function. To be acknowledged as adding value you need 

to be seen as having the education and skills to create 

it. To be successful you need to develop and implement 
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those skills consistently over time. It will take the leaders 

in these functions to see the need and engage in change. 

These individuals leading by example will then create 

opportunities for others and bring a new corporate 

awareness as to the value of that function.

With the advent of CAPL’s professionalism program in the 

late eighties, it was suggested that in today’s technical and 

credential-oriented world, that it was no longer sufficient 

to be just experienced nor is it acceptable to just rely on a 

formal education.  It is a combination of both experience 

and education which ultimately determines society’s 

perception of our professional credibility.

While the word professional may infer a certificate on the 

wall, the reality is the word should reflect a personal attitude 

or state of being. It is important to note that professional 

attitude, regardless of education is only verified by conduct. 

A true professional has proven ability in his or her area of 

expertize, peer group acceptance, a desire to improve and 

pride in themselves and the product they produce.

As Land is often seen as the window into a Company it is 

important that those in land, regardless of their specific 

function, remember that as corporate representatives, their 

behavior, knowledge and skills will affect on how others see 

your Company.

If we want the image of a professional then ask the 

question.  Are you currently professional in your conduct, 

speech, dress and personal development?  Ask the next 

question first of yourself and then others.  What will it take 

to improve the current perception?

The following are several points you might wish to consider.  

Ironically some of these came from notes from a seminar in 

1966 where Landmen were reviewing their image.

• Learn to accept responsibility and make better decisions ;

•  Be a pro-active problem identifier and either implement 

or offer solutions;

•  Take an interest in understanding the needs and 

objectives of the Company;

•  Understand the motives or objectives of corporate 

competitors or partners;

•  Implement strategies that will make your function more 

effective and efficient;

•  Enhance your knowledge and skills in your field of 

expertize;

• Keep current with the latest information or technology;

•  Improve your contact base within the Land industry and 

within other disciplines; 

•  Hold yourself and others accountable for actions and 

more importantly for in-action;

•  Consider the image you present as a leader, to your 

staff, the Company and to industry;

• Foster a positive, creative and innovative environment;

•  Develop a personal five year career plan that 

incorporates new skills; 

•  Focus on accomplishing both your short and long term 

objectives;

•  Acknowledge your staff’s success, promote continuous 

learning;

•  Reflect a positive personal attitude and a pro-active 

interest in your career development;

•  Listen and be more responsive to the needs of those 

around you and

Dependent on the structure and your ability to work within 

it, find ways where the accomplishments of your team can 

be acknowledged  by others and celebrated internally

In summary, the current perception or image of your function 

or that of Land Asset Management is in your control.  As 

mentioned, you are the owners of that image and it is your 

responsibility to ensure it reflects positively on both you and 

your team. If it doesn’t then it is your responsibility to effect 

the changes necessary to improve it.  n
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Insight from the 
CAPLA Advisory 
Council - Part 1
by Terry Wray  
NEXUS Editorial Committee Member

At every stage of our lives, we all seek guidance.  We wish 

to stand on the shoulders of those who’ve gone before us, 

so we can see farther.  We gather a circle of people we trust 

and respect and call upon them when our path is unclear.  

CAPLA is fortunate to receive guidance and assistance 

from an excellent group of people who are members of the 

CAPLA Advisory Council.

I recently had the pleasure of interviewing some of the 

members of the Advisory Council to gather their thoughts on 

topics of interest to myself and my fellow CAPLA members.

I asked the council members what they felt was the biggest 

change they’ve seen in Land Administration, besides 

technology.  Bonnie-Lynn MacLaren, an independent 

Land Administrator with over 25 years of experience in 

Land, says that she’s seen a big difference in the level of 

responsibility that is placed upon us.

“Land Administrators today are truly part of the entire land 

team and are responsible for some very important and 

critical areas of Land Administration.  When I started, we 

didn’t have the same responsibilities and accountability.  It 

is so good to see Land Administrators being given more 

opportunity and recognition.”

Jonathan Chapman, VP of CAPLA from ‘93 thru ‘97 and 

President of Legacy Land and Title, echos Bonnie-Lynn’s 

observation and elaborates.  “One of the substantial changes 

in Land administration has been the rise of its contribution 

FeAture
and its profile in the industry. Formalized education 

programs, standardization of agreements, streamlining 

of administrative processes and the increased level of 

interaction with regulatory bodies are just a few of the 

substantial changes that have occurred. These have largely 

been the result of having CAPLA acting as a sponsoring 

agent for change and as a home for new administrative 

initiatives. The connections between operations, land 

negotiations and administration have never been closer as 

the technology used to manage these functions continues 

to break down the traditional silos of expertise.”

Jim MacLean, Manager of Mineral Land Asset Management 

at Talisman Energy, reminds us how it used to be.

“When I began my career, the ideal Land Administrator 

closely followed prescribed processes, procedures and 

precedents. Independent thinking was not particularly 

encouraged (and often frowned upon).”

Jim believes there have been five fundamental changes 

since the early 1980s. “The first of which is an emphasis on 

independent thinking, critical analysis of existing processes 

and a shift to a more value-added role, which began in the early 

1990s, in step with technology advances and staff reductions.  

I continue to see this shift moving along a continuum from 

Land Administration to Land Asset Management.

The second has been the shift from simple, lease-driven 

land information systems to more robust, contracts 

driven, integrated systems. This has shifted the Land 

Administration role from data entry to data analysis. The 

potential evolution to “work flow” tools could take this to 

a completely different level.

The third has been the evolution of acquisition and divestiture 

activity from what was initially perceived as a temporary late 

1980s fad into an ongoing critical business strategy. This has 

had a profound impact on the skill-sets required in Land.

The fourth has been the creation of CAPLA which 

has provided an opportunity for us to contribute in a 

very different way to regulatory change initiatives and 
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enhancements to work processes.  CAPLA will also be a 

visible champion in advancing the evolution from Land 

Administration to Land Asset Management.

The fifth is that our industry has become increasingly 

complex in terms of the legislative and regulatory regimes, 

the nature of our operations and the changes in our 

agreements. This trend is not going to be reversed.  While 

our industry continues to explore initiatives to enhance 

efficiency, the reality is that the business and regulatory 

regimes will drive the land business, not the other way 

around.  Land Administration/Land Asset Management 

must recognize and embrace change.”

As we’re all aware, our industry is currently facing some 

major challenges.  I wanted to know how our Advisory 

Council thought Land Administration would be affected, 

should oil & gas prices remain at or near their current 

levels for another year or two.

Brenda Allbright, Director of P&NG Tenure Operations 

for the Alberta Department of Energy, says diversification 

is key. “Demand will be high for those who are experts in 

all aspects of land administration and those who have a 

broad experience”.

Jonathan Chapman pointed out some causes of the current 

challenges.  “The revised royalty regime in Alberta, and 

softer pricing, prohibited a rapid return to the 2004-2006 

levels of activity, and has had a dampening effect on A&D 

and conventional operations. However, other provinces 

evidenced substantial increases. For example; the sale of 

Crown petroleum and natural gas rights in Saskatchewan 

continued its steady climb from earlier in 2009 with its 

April 2010 sale bringing in $190.1 million in revenue, the 

second-highest total for an April land sale in that Province.”

He observes increased A&D activity being part of our new 

reality.  “While some are taking a “wait and see attitude”, 

A&D activity has continued.  This is evidenced by Crescent 

Point Energy’s purchase of assets from Penn West Energy 

Trust, and Talisman Energy’s recent divestitures”.  “...

there’s an even greater need to poise land administration 

processes to capture these opportunities as quickly as 

they arise.”

Jim MacLean talked about the effect on Land Administration 

directly.  “...it could see employers vulnerable to the attrition 

of strong performers”.  He feels that the current trend 

“could have a large impact on the surface group because 

of the impact of lowered activity levels”, however, “the 

mineral side is much more closely linked to the number of 

active files in the system.”  But, he says, “There will always 

be a home for a knowledgeable person with very good 

intangibles, a positive reputation and a good network.”  

Like Jonathan, he expects A&D activity to increase, but 

cautions that “A&D work is a high stress, schedule driven 

environment that isn’t for everyone.”

Part II of this article will continue in the March issue of 

NEXUS magazine where we will hear what CAPLA Advisory 

Council Members have to say about how CAPLA members 

can add more value for their corporation; their advice to 

people who are relatively new to Land Asset Management 

and how to get the most out of your CAPLA membership.

More complete bio’s for the Advisory Council are 

available on www.caplacanada.org under About CAPLA, 

Advisory Council.

Terry Wray is the Product Manager for GeoNexus, a leading 

Land Administration system, built by Calgary-based Pandell 

Technology Ltd.  n
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As a CAPLA member, save up to an additional 15% on 
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Freehold Mineral Tax Team Wins GOLD!
Please join us in congratulating the Freehold Mineral Tax Team on receiving the Gold 2010 Premier’s Award of Excellence. 

We had one CAPLA member on the team, Lynn Martin. Lynn was instrumental in bringing our Industry processes and 

inefficiencies to the table in order to build a system that would meet the needs of Industry and Government.

CAPLA would also like to congratulate Brenda Curle, Susan Haselgruber and Brenda Ponde, Department of Energy, the 

Team Leaders of the Project on their Gold!

FeAture
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ROFR’S
by Candace Bakay – Talisman Energy

Note this article refers only to a disposition of interest under 

an A&D transaction.   Entering into a farmout or another type 

of Joint Venture Agreement with underlying ROFR’s requires 

a different analysis that is beyond the scope of this article.

Let’s assume that your employer has decided to rationalize 

the assets, you’ve pulled your schedule, looked at your 

obligations and are now facing numerous contracts with 

ROFR’s attached.  If you’re like most people in land admin, 

the questions that follow are what do I have, where do I start 

and, last, but certainly not least, is there any exception that 

applies for this particular case that eliminates the obligation 

to comply with the ROFR obligation?

The answers to these and many more questions can be 

found in your operating agreement. Unfortunately, you 

need to be very careful in your review, as the specific ROFR 

obligation can vary significantly between an older pre-CAPL 

agreement, a 1974 or 1981 CAPL Operating Procedure and 

the 1990 and 2007 CAPL Operating Procedures.

CAPL AGREEMENTS

All CAPL Operating Agreements contain an election under 

the Disposition of Interest clause whereby the parties 

to the agreement have elected to require consent to any 

dispositions and where such consent cannot be unreasonably 

withheld (election “A”) or the parties have placed a ROFR 

on the Contract (election “B”) whereby the parties to the 

agreement must provide each third party the right to pick up 

their proportionate share of the interest you are disposing of 

in circumstances in which an exemption does not apply to 

the particular transaction.

1971  Clause 2601 addresses 
Dispositions of Interests

1974, 1981, 1990, 2007  Clause 2401 addresses Disposition 
of Interests

How do I determine if a ROFR must be issued?

The 1971 CAPL Operating Procedure does not allow for 

exceptions when it comes to issuing ROFR’s.  If you are a 

Working Interest Owner, or in a Convertible Royalty Position 

(possibility that you may become a Working Interest Owner), 

you must comply with the terms listed in the Operating 

Procedure when it comes to issuing ROFR’s.

The 1974 CAPL Operating Procedure allows for specific 

exceptions under Clause 2402 (a) (b) and (c).  The exceptions 

cover assignments made by way of security; assignments to 

“Affiliates” or by way of merger/amalgamation of the assignor 

with another company, or when the assignor is disposing of 

substantially all of their property in the province/territory 

where the lands are situated.

The 1981, 1990 and 2007 CAPL Operating Agreements provide 

exceptions as found in the 1974 CAPL Operating Agreements. 

However, they also provide under Clause 2402 (d) an exception 

whereby if the total net acreage attributed to the ROFR under 

the particular Operating Procedure is less than 5% (10% in the 

case of the 2007 CAPL Operating Procedure) of the total net 

acreage attributed to the disposition an exception is granted 

and a ROFR does not need to be issued. Notwithstanding the 

presentation of this exception in these documents, you must 

also recall that there is also case law that offers protection to 

the affected third parties if a disposing party tries to structure 

its transaction to defeat a ROFR by not acting in good faith 

with respect to the ROFR. A disposing party, for example, 

that purports to expand its real transaction to include a block 

of 15 sections of totally unrelated expiring lands 200 miles 

away from the real transaction lands to fall within the scope 

of the 5% exception could find itself in dire legal straits in due 

course if and when this action is discovered. (See the Alberta 

Court of Appeal decision of Chase Manhatten Bank of Canada 

v. Sunoma Energy Corp.)

Although your agreement may have a CAPL Operating 

Procedure attached, you still need to be careful!! There 

are numerous CAPL Operating Procedures that have been 

amended on the actual document itself. One of the larger 

ArtiCLe
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companies, for example, had the practice of amending 

Clause 2402 of the 1981 CAPL Operating Procedure to 

delete the 5% exception entirely. You will need to open the 

Operating Procedure attached to the Contract and carefully 

review each of the relevant clauses.

OTHER AGREEMENTS – Other older agreements do not 

always address what happens if a party to the agreement 

wishes to dispose.  Those that do often include provisions 

that are not particularly clear, particularly with respect to the 

outcome in the pre and post earning scenarios. Each contract 

must be reviewed in order to determine what obligation 

lies within the agreement.  Look for clauses relating to 

Disposition of Interests, Alienation, etc.  Remember, unless 

amended in writing and signed by all parties, the obligation 

within the agreement must be adhered to.

SEGREGATION

Segregation applies to all ROFR lands.  If there is a difference 

in interest or third parties in any portion of the lands 

governed by the contract, a separate ROFR Notice must 

be issued for each set of third parties and interests. This is 

because the segregation provision of the CAPL Operating 

Procedure (clause 1501 of the 1971 document and clause 

1301 of the 1974, 1981, 1990 and 2007 documents) state that 

each segregated block is treated like a separate Operating 

Procedure for this purpose. One of the implications of this 

that is not widely appreciated is that the creation of separate 

notional Operating Procedures under the segregation clause 

results in each split being treated like a separate Operating 

Procedure when assessing if the 5% net acres exception 

applies. This is because the segregation clause creates an 

either or outcome. We either have segregation or we don’t; if 

we do, a separate notional Operating Procedure necessarily 

applies for all purposes, not for selective purposes.

TANGIBLES/INTANGIBLE SPLITS

The allocation of value to tangible or intangible property 

is normally set out in the Purchase and Sale Agreement.  

Please be cautious when allocating these values on your 

ROFR notice.  If the lands on the notice being issued contain 

no tangible property (i.e., wells, pipelines, facilities, etc.) all 

of the value must be allocated to the land.

COUNT DOWN

The ROFR period starts the day after delivery of the ROFR Letter, 

and expires according to the ROFR period.  If a response to the 

ROFR is not received by this date, the third party is deemed 

to have waived their right to elect to purchase under the 

terms of the agreement.  Please be cautious when it comes to 

delivering ROFR notices.  It is worth the extra expense to have 

proof of delivery on all outgoing ROFR notices.  If you have 

not received a response from your third party and the election 

period has expired, a phone call to the third party stating the 

election period has expired and the company is now listed as 

deemed to have waived and requesting a signed copy of the 

ROFR waiver helps to keep the contract records clean.

Also ensure that you close the transaction within the 

period prescribed by the applicable contract. The period 

to complete the transaction is 60 days following the expiry 

of the 20 day notice period under a 1974 and 1981 CAPL 

Operating Procedures, and it is within 150 days following 

issuance of the ROFR notice under the 1990 and 2007 CAPL 

Operating Procedures. Any ROFR waivers you have in hand 

evaporate and you have to start the process all over again in 

the absence of further waivers if you are trying to close even 

two days after expiry of that prescribed period.

Similar considerations apply if you have renegotiated 

your P&S Agreement to provide the purchaser with more 

favourable terms than represented in your ROFR notice.

SILENT PARTIES

Any time there is a silent party to a contract which contains 

a ROFR, there is probably an obligation that has not been 

fulfilled in the past. Notwithstanding that problem, Industry 

has inherited numerous contracts where prior owners have 

not complied fully with the contractual terms.

As it should not be the intent to sidestep any obligation under 

a contract, a prudent way to handle these situations where the 

Silent Party is disposing might be to have the ROFR obligation 

acknowledged and provide the third parties the opportunity 

to exercise on a ROFR for the new transaction issued jointly 

by the Silent Party and their Trustee (recognized party).  n
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In spring 2010, the Tenure Industry Advisory Committee and 

the Alberta Chamber of Resources helped circulate an online 

survey to gather input from their members.  Over 280 surveys 

were completed.  In July 2010, an industry workshop was held 

with the Industry Working Group comprised of self-identified 

members from the Canadian Association of Petroleum Land 

Administration, the Canadian Association of Petroleum 

Producers, the Canadian Association of Petroleum Landmen, 

the Small Explorers and Producers Association of Canada and 

the Alberta Chamber of Resources to validate the survey results 

and to discuss potential options for improvement.  Feedback 

and advice received through these forums has helped Alberta 

Energy better understand industry’s experience with the 

current system and opportunities for improvement.

Over the coming months, Alberta Energy will be preparing 

a recommendations report for consideration by the 

Government of Alberta.  A final report is anticipated by March 

2011.  System improvements resulting from the Surface 

Subsurface Review will support the implementation of 

regional plans developed under the Land-use Framework.  

For more information about the Surface Subsurface Review 

please contact Amanda Spyce with the Environment and 

Resource Services Branch, Alberta Energy 

(780-472-8980 or amanda.spyce@gov.

ab.ca).  n

Surface Subsurface 
Review
by: Audrey Murray 
Branch Head, Environment and Resource Services

Alberta Energy, on behalf of the Government of Alberta, is 

leading a review of the current system for providing surface 

considerations to industry prior to the public offering of 

Crown mineral rights.  This work, dubbed the Surface 

Subsurface Review, was identified as a provincial policy 

gap under the Alberta Land-use Framework.

The project is looking at ways to ensure that appropriate and 

meaningful information about surface and environmental 

considerations is available to industry prior to the public 

offering of Crown mineral rights.  Over the last several months, 

Alberta Energy has been working with partner ministries, 

industry, and municipal associations to identify challenges 

with the current system and opportunities for improvement.
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Evolution of Land 
Administration
by: Helen Klein, B.Comm, P.Land, CPLCA 
Independent

As I ponder the evolution and changes that I have seen 

in land administration, from my early days at Dome 

Petroleum (1976) where I held several roles from Land 

Analyst to Supervisor of Contracts to my most recent 

employer, Talisman (2010), where I was both Manager of 

Contracts and Land Administration and Manager of Land 

A&D, I am surprised at the number of changes that indeed 

have occurred.  In fact, the more I pondered, the more 

comparisons and contrasts came to mind!

One area that sits at the forefront of my mind is 

continuations.  How can I forget the time when one of 

the land administrators at Dome forgot to deliver a land 

continuation before the expiry date and as a consequence, 

lost their job?  Today, the consequence is less drastic, as 

the Crown (Alberta Energy) provides for a $5000 penalty 

if the continuation application is missed.   Although the 

safety net is there, I know that land administrators take this 

to heart and feel like they have dropped the ball if they 

ever receive a notice that extension was not applied for 

and $5000 would be required to continue the lands.  One 

thing about continuations and expiries that hasn’t changed 

is that it is still difficult to obtain recommendations from 

the technical teams.  I have seen different processes put 

in place over the years, from different colored expiry 

sheets to on-line access to expiries but no matter how it is 

packaged, the recommendations are still difficult to come 

by until close to the expiry date.

I have seen vast improvements in technology, particularly 

in how we manage and analyze our land data.  There 

were no land system vendors in the late seventies, rather 

each company created and looked after their lands with 

internally developed applications.  Land systems at that 

time were “lease driven” or from the perspective of each 

lease held by the company.  What this meant, in contrast 

to today, if there was a change of party to an operating 

agreement, we had to first figure out which leases were 

governed by that agreement and then each of those leases 

had to be updated to reflect the change of parties.  So much 

different than today’s contract driven system where the 

contract is updated and the changes are “driven” to each of 

the respective leases.

I also see how more effectively we use the information in 

our land systems today.  I recall a time back at Dome when 

I wanted to learn something new and my manager Don 

offered to teach me how to write scripts.  I recall his first 

assignment was to write a script that queried for all lands 

that fell within a certain township (that wasn’t really the 

example, but it was something to that effect).  I remember 

saying to myself (and this was after I had at least ten years 

of land experience) “why would anyone want to know 

this?”  Now, as a manager responsible for over 4000 land 

contracts and 14,000 mineral files, I would regularly want 

to analyze some aspect of the company’s land holdings.  

Queries such as “where do we have rights in the Montney 

formation”, “what agreements do we have with Canadian 

Natural”, “how many Joint Operating Agreements do we 

have”, to list only a few, are common place.  The breadth 

and depth of information that we can extract from our 

land system has the possibility to take us as far as our 

imagination will allow.  At Talisman, we were utilizing our 

geospatial group to draw boundaries around our lands, list 

the leases within those boundaries and then we were able 

to prepare land schedules using that list by utilizing the 

power of our land information and land systems.

We definitely have a lot more tools at our fingertips that 

have made us more efficient.  We can view our maps on-line 

with such tools as Accumap with our own company lands 

layered on top, compared to going to the map room to 

view the extent of our land holdings.  We have easy access 

to well information compared to sorting through “PIX” 

cards to obtain the information.  We have easy access to 

ArtiCLe
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Certification:  
Your Checkpoint 
Opportunity
Certification Designation Recipients (as of October 2010)

•   Penny Ann Jones,  CPLCA

•   Helen Klein,  CPLCA

•   Barbara Logan,  CPLCA

•   Carolyn MacDonald,  CPLCA

•   Fawn Murphy,  CPLCA

•   Marnie Robinson,  CPLCA

•   Betty Yearwood,  CPLCA

•   Janet Bellis,  CPLCA

•   Karen Layton,  CPLCA

•   Maureen A. Moore,  CPLCA

•   Rhonda E. Martin,  CPLCA

•   Susan E. Lewis,  CPLCA

•   Kathy L. Bonham-Curtis,  CPLCA

•   Mary-Beth Walsh,  CPLCA

•   Sherry Batke,  CPLCA

•   Tammy Freeman,  CPLCA

•   Maureen Phillips,  CPLCA

•   Beverly Robertson,  CPMA, CPLCA

•   Barbara Bogart,  CPLCA

•   Michelle Gibson,  CPLCA

•   Shelley Pickett,  CPMA

•   Brenda Adams,  CPMA

•   Linda Kriff,  CPMA, CPLCA

•   Roxanne Reimer,  CPMA

•   Dianne Farrish,  CPLCA

•   Marcia A. Ward,  CPLCA

•   Elizabeth C. Waters, CPLCA

•   Shawna R. Braun, CPLCA

•   Nicky C. Cook, CPMA

Why not suggest to your supervisor that you use the CAPLA 

Certification Program as your “Checkpoint Opportunity” 

on your path to continued career success!

We Have 
Certification Lift 
Off…
The CAPLA Certification Committee is thrilled to announce 

the Surface Certification Exam has finally ARRIVED!  We 

are very pleased to advise that we have some enthusiastic 

candidates registered to test their skills and write the first 

exam to be held Saturday, November 20th, 2010 at OLDS 

College Calgary Campus.

We look forward to offering the opportunity to CAPLA 

members to write the exam and will keep potential 

candidates apprised of the scheduled dates and times of 

future Surface Certification Exams. n
CAPLA Certification Committee 

amalgamation and name changes with EnerLink, compared 

to binders holding paper copies of corporate changes.

The rental payment process is another area that has 

benefitted by technology.  At Dome, the rental requirements 

for each lease were documented on separate cards and 

kept in a large file drawer.  These cards were the source for 

generating rental cheques.  Compare this to today where 

our land systems and accounting systems are so integrated 

that by performing a set of processes in the land system, 

the rental cheques and invoices are generated through the 

accounting applications.  Even the payment of rentals has 

become less labor intensive as processes have been built 

to eliminate sending rental cheques by registered mail.  

Paying Alberta and B.C. Crown rentals has also become 

stream-lined with their new billing processes.

So yes, there have been lots of changes and I could keep 

writing about more.  We have become far more efficient as 

our work has become more complex.  It is inspiring to see 

that we, as integral members of our organizations, have been 

part of the development and implementation of solutions 

that have made our work more efficient and effective.  I 

feel proud that I have been instrumental in many of these 

initiatives in the organizations I have worked for.
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CAPLA MAKES HOUSE CALLS

In these economic times, it is important to get the 

most value out of your training dollars. Have you ever 

considered purchasing a specific CAPLA course and run 

it in-house? 

There are many benefits to in-house training:

•	 	Only	your	organization’s	employees	are	in	attendance	

•	 	Topics	relating	to	your	organization	can	be	discussed	

in detail 

•	 	Many	courses	can	be	tailored	to	suit	your	needs

•	 	Employees	 are	 in	 their	 own	 building	 --	 easier,	 

less downtime

If you would like more details or are interested in 

purchasing a course, please contact Judy by email at 

judy@caplacanada.org or by phone at 403-452-6591.

Thursday,
April 7, 2011

Nominate someone today!

For nomination details go to 
the CAPLA website  

and click on CAPLA Awards

sPonsor ProFiLes

CAPLA AwArds

Cenovus Energy is a Canadian, integrated oil company. It is 

committed to applying fresh, progressive thinking to safely 

and responsibly unlock energy resources the world needs. 

Operations include oil sands projects in northern Alberta, which 

use specialized drilling methods, and established natural gas and 

oil production in Alberta and Saskatchewan. The company also 

has 50 percent ownership in two U.S. refineries. 

Working with CAPLA allows Cenovus to facilitate the ongoing 

professional development of people in administration, contract 

analyst and asset management roles in the upstream oil and gas 

industry, as well as enhancing individual skills development and 

ensuring people have access to the latest information as industry 

issues grow more complex.

www.encana.com

We build confidence in our industry.
One professional at a time.

Encana is a leading North American natural gas producer that 
is focused on growing its strong portfolio of prolific shale and 
other unconventional natural gas developments, called resource 
plays, in key basins from northeast British Columbia to east Texas 
and Louisiana. A pure-play natural gas company, Encana applies 
advanced technology and operational innovation to reduce costs 
and maximize margins. The company believes North American 
natural gas is an abundant, affordable and reliable energy supply 
that can play a significantly expanded role in serving the continent’s 
growing energy needs while enhancing environmental performance 
and generating economic growth. By partnering with employees, 
community organizations and other businesses, Encana contributes to 
the strength and sustainability of the communities where it operates. 

Encana also strives to make a difference for our colleagues in the 
natural gas industry by supporting organizations such as the Canadian 
Association of Petroleum Land Administration (CAPLA). We know 
personal success translates to business success and we support:

•	Enhancing	individual	skill	development	and	technical	expertise	
•	Accessing	the	latest	industry	information,	and
•	Developing	educational	resources	and	tools	


