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As many of you know, CAPLA has implemented an Adopt-A-Course program. This program allows companies within the 

industry to partner with us to provide classroom space.

If you or your company would like to be a part of Adopt-A-Course, please contact judy@caplacanada.org for recognition 

and program details.

Date Time Course Name Address

April 6 8:30am - 4:30pm Acquisitions & Divestments 2100, 222 3rd Avenue SW

April 13 9:30am - 4:30pm Contract & Business Law 2000, 400 3rd Avenue SW

April 20 8:30am - 4:30pm Acquisitions & Divestments 2100, 222 3rd Avenue SW

April 21 8:30am - 4:30pm ERCB D56 707 - 8th Avenue SW

May 11 8:30am - 12:00pm Notice of Assignment - Novice 101 - 6th Avenue SW

May 18 9:00am - 4:00pm CAPL Operating Procedure - a 5000 Foot 

Overview

Bankers Hall Auditorium 

888 - 3rd Street SW

June 1 7:45am - 9:00pm Calgary Canmore Field Trip North Glenmore Park

June 10 8:30am - 4:30pm Analyzing Contracts Bankers Hall Auditorium 

888 - 3rd Street SW

June 17 9:00am - 4:00pm Reading Survey Plans Workshop 2000, 400 3rd Avenue SW

2010 CAPLA SPring EvEntS CALEndAr
For a full events list, please check the CAPLA webpage at www.caplacanada.org

CAPLA 2010 Course outLine

MArCh
22 Lunch ‘n Learn - What is a Well

23 A Taste of Europe

APriL 
12 CAPLA Awards Luncheon

22 P&NG Info Exchange

MAy
5 & 6 Conference 

17  Lunch ‘n Learn – Leadership Series –  

The Cost of Bad Behavour

26 Golf Clinic (Beginners)

JunE
2 Golf Clinic (Driving Range & Putting)

3 Golf Clinic (Short Game & Putting)

8 Golf Clinic (Hooks, Slices & Sand Traps)

9 Golf Clinic (On Course – 4 holes)

10 Golf Clinic (Beginners)

14 Golf Tournament

21 Lunch ‘n Learn - TBA

24 Pre-Stampede Party – Flames Central
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CAPLA is on the 
Road to Success!
By Sherry Batke and Cathy Miller

Thank you!  As a CAPLA member you have played a part 

either directly or indirectly in supporting CAPLA on its 

Road to Success!

2008 and 2009 were difficult and challenging years for CAPLA.  

As we reported to the members last year – when CAPLA’s 

membership grew dramatically it caused CAPLA to experience 

significant spending increases during 2007 and 2008 which 

depleted our cash resources.  Then the global economy 

changed and CAPLA revenues in all areas were reduced. This 

resulted in financial difficulties for our organization.

We were fortunate that we read the warning signs in time 

and made a number of changes to put CAPLA back on 

the Road to Success such as: shifting from a “hands on” 

management board to a governance board and hiring a full 

time CEO to manage the operations of our organization.

Working with the Board of Directors, our new CEO, Cathy 

Miller reviewed our finances, policies and procedures then 

immediately put plans in place to reduce the on-going 

operational costs.  Our belt tightening took many forms: 

we relocated our office from Sunlife Plaza to First Street 

Plaza; we reduced our salary budget by asking our staff 

members to accept a reduced work week; we decided to 

close down our education centre and we incorporated 

advertising into our NEXUS magazine.

Our old website and custom software were becoming very 

expensive while they were more and more unreliable and were 

no longer meeting our needs. We made a decision to move to 

an “off the shelf” product that would advance with technology 

and would give us control over future costs.  We experienced 

the usual difficulties with new technology but thankfully most 

of the bugs are now out of the system and we can look forward 

to more and more improvements in the future.

Our Committee Chairs graciously accepted the moratorium 

that we placed on all committee spending – and we will 

continue with these rules throughout 2010.  We also asked 

our facilitators and instructors to consider volunteering 

their time or reducing their honourariums, and thankfully, 

many of them did just that.  We have developed a stringent 

cost analysis that is applied to each course and event we 

offer to ensure that we always recover our direct and 

indirect costs.  Lookbacks are reported to the board on all 

of the events we operate.

The biggest step we took by far was when we asked our 

members and their corporations to step up and assist 

with Adopt-a-Course.  And we are sincerely grateful 

for the tremendous response we received from so many 

corporations.  This single step has made a dramatic 

difference to the overall management of our expenses 

Cathy Miller,
CEO

Sherry Batke,
President

President & 
Ceo MessAge
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while allowing us to provide cost effective programs for 

our members – and we thank everyone for the part you 

played to make this happen!

The CAPLA Board has been diligent in establishing policies 

and guidelines to ensure that we move forward in an 

effective and efficient way. We must rebuild our operating 

reserves to make certain that CAPLA remains strong and 

stable in the future.

Where does that leave us today?  We know that the economy 

still has a long way to go to recovery and we must continue 

to be very cautious.

For example – we reconnected with many talented 

and experienced individuals in our industry. We have 

reactivated the CAPLA Advisory Council a group of high 

level industry leaders who have provided solid advice and 

guidance to our Board of Directors.  We recruited key board 

members with specific skills such as strategic planning and 

development of educational programs.  You can also look 

forward to learning more in the upcoming months about our 

restructuring of CAPLA Education to include: Bonnie-Lynn 

McLaren as a Board Member with the Education Portfolio, 

an Education Development Committee, the Certification 

Committee and the Education Delivery Committee.

CAPLA Education Team 

Board Member 
Education Portfolio 

Education  
Development  

Chair(s) 

Certification  
Program 
Chair(s) 

Education Delivery 
Chair(s) 

Education  
Development  

Team 

Certification 
Committees Facilitators 

We have planned our upcoming conference carefully.  This 

year’s event “Unlocking the Value of Land Administration” 

is a one day conference repeated on two days so that we 

can accommodate a total of 400 participants.  The focus of 

the sessions is delivery of practical and applicable sessions 

that will build skills and knowledge resulting in a direct 

positive impact on you and your employee’s productivity. 

We have also decided that part of our Road to Success 

should include celebrating the amazing and talented 

individuals who work in Petroleum Land Administration 

and the companies who demonstrate leadership while they 

support and recognize the value of Land Administration. 

We are very pleased to be organizing our first annual CAPLA 

Awards Luncheon which will be held on April 12 at the 

Calgary Chamber of Commerce.  This will be a celebration 

that you won’t want to miss!

So once again we want to thank everyone and we look 

forward to the CAPLA membership working alongside the 

Board and staff as we continue to learn and grow together." n
CAPLA extends sincere appreciation to the following 

Adopt-a-Course Sponsors who have been instrumental in 

CAPLA’s Road to Success!

Boreal Land Services Ltd
Is a full service land & regulatory consulting company comprised of 
highly knowledgeable professionals & support sta�. 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)

• AOA’s (Area Operating Agreements)
•   Crown Reclamation Inspections & Certification

• CPP’s (Caribou Protection Plans) 
• Acquisition of all 3rd party agreements 
• Completed client, fi eld & audit land packages

Boreal Land Services Ltd. | 780 417.4678 | www.borealland.ca

440726_Boreal.indd   1 8/18/09   3:17:23 PM

BP Canada

Canadian natural resources 
Limited

Cenovus Energy inc.

ConocoPhillips Canada 
resources Corp.

devon Canada Corporation

EnCana Corporation

Explorer Software Solutions

husky Oil Operations

Miller thomson LLP

nAL resources Ltd.

Pandell technology 
Corporation

Pengrowth Corporation

Suncor Energy inc

talisman Energy inc.
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CAPLA Certifica-
tion Program
thE StAtE Of thE trAnSitiOn

By Glen Sveinson, Co-Chair CAPLA Certification Committee

When Kevin MacFarlane (committee chair from the 

inception to 2009) wrote of the history of this committee in 

2008, he referred to entering a “steady state” mode. What 

does this state look like now? What will it look like in the 

future?

Of course our focus would change. The initial focus was on 

producing the bank of exam questions. In effect, we were in 

product development mode. The impending completion of 

the bank of exam questions for the Surface Administration 

Certificate will mark the end of the product development 

aspect of the project. Certainly, that is not to imply that the 

exam questions would be static. The question banks for 

all three categories will need to be updated regularly to 

keep current with an ever changing industry. What it does 

mean is that the focus shifts more to encouraging CAPLA 

members to take advantage of the benefits of Certification. 

Continual review of the Certification process itself is 

required to find and implement efficiencies and to remove 

obstacles that might discourage those wishing to take 

up the challenge. The decision last year to remove the 

requirement for sponsors was an example. 

Moreover, integration with other CAPLA initiatives will 

need to be reviewed and pursued to take advantage of any 

synergies. 

One purpose of this article is to remind our membership of 

the Certification exams and to encourage writers to come 

forward. We are looking for more than that. We are looking 

for your ideas on how to shape the upcoming “steady state”. 

If you had thought about writing but decided against it, we 

would like to know of the obstacle so it can hopefully be 

removed. Let us take this thought one step further, had you 

thought of joining the committee in some capacity to shape 

the upcoming “steady state”? 

While a transition to a “steady state” may be an ending but 

it also marks a beginning. 

As part of this beginning, a successful and well received 

Lunch ‘n Learn session for the Mineral Certification 

Roadmap was held in January which will be the template 

for future presentations. One adaptation will be an in-

house version for any companies desiring one. 

More information can be found on the CAPLA website. The 

new beginning has begun. n

CAPLA

Farmouts. Sales.  
Opportunities.

PNG Exchange is a web-based service for landmen and 
oil and gas professionals looking to acquire or dispose of 
properties. PNG Exchange benefits companies by allowing 
users to customize their property postings, while reaching the  
maximum number of interested parties in the marketplace.

With over 200 properties already posted, it is the quickest 
and most cost-effective way for disposing and acquiring 
parties to connect. Check us out today.

Find out more by contacting Christian Lindved-Jensen at
403 462 8057 or christian.lindved@pngexchange.com.
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Leading the Way
Many of today’s managers and supervisors long for the days 

where they spent more time “doing” and saw the tangible 

results of their effort. Unfortunately that “doer” attitude can be 

counter-productive as the industry works towards establishing 

effective and sustainable Energy Asset Management. 

Breaking down the functional silos between the various 

Energy Asset Management groups takes courage, vision 

and determination. It is time that Energy Asset Management 

managers and supervisors step out of their comfort zone 

of “doing” what has always been done and boldly start 

building a bridge to eliminate the knowledge, process 

and communication gaps that undermine the effective 

management of our corporate energy assets. Change is not 

easy and its results are not always tangible, however, change 

is the work of leaders. The greatest obstacle in building 

that bridge is often a lack of leadership. In today’s current 

economic climate it is so easy and tempting to return to what 

we know and what is safe, however, now is the time to set a 

new direction and to inspire others to follow.

Where do you start? Leadership activities are often what 

we do if we have time left over from our management 

duties, so the first thing is to make leadership a priority. 

It has been recommended that, as a manager, at least 30% 

of your time should be spent on leadership activities. You 

are probably thinking -- I don’t have that kind of time 

available. This is where self awareness plays a critical role 

in effective leadership. If you analyze how you spend your 

time, there are substantial parts of every day when your 

decisions about what you do, in what order, and for how 

long, are up to you. You set those priorities yourself. The 

more senior you are, the more choice you have about how 

to allocate your time. Leadership is a conscious choice.

If you make the choice and commitment to become a 

leader in moving your company towards truly effective 

and sustainable Energy Asset Management, a suggested 

approach that has been found to be very effective and 

pragmatic in building a foundation for your leadership style, 

is called the Five Practices of Exemplary Leadership® and 

was developed by James M. Kouzes and Barry Z. Posner.

The five practices are:

Model the Way

Clarify values by finding your voice and affirming shared 

ideals. Set the example by aligning actions with shared 

values.

Inspire A Shared Vision

Envision the future by imagining exciting and ennobling 

possibilities. Enlist others in a common vision by appealing 

to shared aspirations.

Challenge The Process

Search for opportunities by seizing the initiative and 

by looking outward for innovative ways to improve. 

Experiment and take risks by constantly generating small 

wins and learning from experience.

Enable Others to Act

Foster collaboration by building trust and facilitating 

relationships. Strengthen others by increasing self-

determination and developing competence.

Encourage the Heart

Recognize contributions by showing appreciation for 

individual excellence. Celebrate the values and victories by 

creating a spirit of community.

The book “The Leadership Challenge”; will provide more 

detail about each of the 5 practices.

Copyright © 1984-2007 James M. Kouzes & Barry Z. Posner 

All Rights Reserved  n

ArtiCLe
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NALTA 
Conference 
September 2009
By Bev Curley

Last September I had an opportunity to attend the National 

Association of Lease and Title Analysts (NALTA) Annual 

Conference, as the CAPLA representative.  The NALTA 

conference was held September 16 – 18, 2009 in Scottsdale, 

Arizona.  The conference theme was “Prospecting for 

Knowledge in the Desert Sun”; this theme was evident 

throughout the conference.  Every part of this conference 

was top notch; whether it was the seminar options, the 

speakers, the accommodation, the organizing committee 

or the social events; all was done with class and style.

The President’s Welcome Reception was held on the first 

night.  I felt honoured to have been invited to this prestigious 

event.  I was immediately welcomed to the conference and 

was introduced to several people.   The reception started 

with an incredible authentic Mexican buffet, which was 

followed by speeches from various NALTA executive and 

Board Members. The evening continued with visiting, 

networking and of course, a bit of “electric slide” on the 

dance floor.  Those NALTA folks can dance!

The next day was the start of the official conference.  There 

were approximately 500 delegates from across the United 

States in attendance.  The attendance was down a bit 

this year as some companies who would normally send 

delegates were unable to participate this year, due to the 

poor economic conditions occurring in the United States.

On the second day, I was invited to sit at the VIP table at the 

luncheon; again, quite an honour; particularly when I found 

myself seated next to an FBI special agent.  He was one of 

the featured speakers leading the seminar, “White Collar 

Crime in the Oil and Gas Industry”.  During the luncheon, I 

was introduced to the audience as a special guest of NALTA.  

I was asked to take the podium and say a few words; I 

must add this was completely unexpected.  I thanked the 

executive for the invitation to their conference and for the 

hospitality that I had been shown.  I complimented them 

on their conference and invited everyone to come “up 

north” and attend our conference.  I also mentioned that 

the 103°F temperature was certainly unfamiliar but very 

welcomed.  Thank goodness for air conditioning!  

There were so many interesting and diverse seminars to 

choose from.  The seminars I attended included:  

• Take Life by the Helm

• Rocky Mountain Development

• White Collar Crime in the Oil & Gas Industry

• Effective Presentations & Interactive Skills

• Alternative Energy

• There are no Cookie Cutter Farmouts

• Case Law Updates

• Due Diligence A-Z

• Oil and Gas Prices

All of the seminars I attended were led by very qualified 

and extremely thought-provoking speakers.  I found them 

all to be very interesting.

The final day continued with more interesting seminars 

and the awards luncheon.  A short reception followed the 

afternoon education sessions.  After many good-bye hugs and 

email address exchanges, people started their journey home.

This was truly a wonderful experience.  There are many 

people and organizations to whom I want to send my 

sincerest thanks.  First, to NALTA and their executive for 

the immeasurable hospitality; secondly, to the CAPLA 

Board for the opportunity and their support and finally, 

a big thank you to Williams Energy (Canada), Inc. (my 

employer) for their support and encouragement.  I would 

definitely encourage any CAPLA member that has a similar 

opportunity to attend the NALTA conference, to do so.  You 

won’t be disappointed.  n

ArtiCLe
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Unlocking the  
Value of Land  
Administration
Please join us for the 2010 CAPLA Conference on either 

Wednesday May 5th or Thursday May 6th, at the Ramada Inn 

in Downtown Calgary. We are offering you, the Member, a 

one day conference that you can take either on May 5th or 

May 6th. (The majority of the sessions will be the same for 

both days, the keynotes may change.)  The details of each 

day will be available on the web when registration opens.

Be sure to watch for the Early Bird Registration, scheduled 

to open on March 1. This year we are accepting 200 

registrations for each Conference date. 

Be sure to secure your spot early as space is limited!

Your registration fee for this years Conference includes:

- Morning breakfast with a guest speaker

- Your choice of education sessions

- Buffet lunch with a guest speaker

- Networking opportunities

- Exhibitors booths

We look forward to seeing you there!

Sincerely,

The 2010 CAPLA Conference Committee

ArtiCLe

Does your company have the expertise to evaluate the risk 
options presented in CAPL Section 3.11?  
See our article in this issue of Nexus. 
Where others see risk, we see opportunity.

Marsh Canada Limited 
Suite 1100, 222 - 3rd Avenue S.W. 
Calgary, Alberta  T2P 0B4 
403 290 7900 | www.marsh.ca | www.marsh.com

PETROLEUM SECTOR  
RISK ISSUES ARE SELDOM
BLACK AND WHITE
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Price Determinants 
in Alberta Surface 
Compensation
By Bill Marriott

Surface access payments in Alberta are apparently out of 

control. Despite the lowest drilling levels in nearly 20 years 

and despite decreases in all other finding and development 

costs, surface access payments reached all-time highs in 

2009. Because companies place a high priority on the 

timely execution of their drilling programs, the longer 

term implications of single “expediency” surface payments 

are often ignored. This is about to change. Increasingly, 

corporate management is noticing the doubling of 

individual lease rents at rent review time. Also, in this 

lower commodity price environment, the 15-20% per acre 

increase in annual rental budgets is no longer acceptable. 

The question is: What is causing this phenomenon and can 

it be changed?

hOw Big iS thE iSSuE?

Those who are active in the Surface function are well aware 

of the increasing surface payments for the areas in which 

they work. When all these areas are aggregated we can see 

the extent to which the province as a whole is experiencing 

a serious cost escalation. The data source for this article is 

the Surface Land Compensation Database, which contains 

information on over 32,000 Alberta surface leases. Over 

5,800 new takings on well sites are included in the analysis 

spanning mid 2004 to mid 2009 (complete data for the latter 

part of 2009 has not been received). In aggregate, first year 

(initial consideration) $ per acre payments rose 63% over 

this 5 year period while $ per acre rentals increased 44% 

(see wdmarriott.com to review the numbers in detail). All 

of the component parts (e.g. land value, adverse effect, 

etc.) of the first year payment and annual rental increased, 

although at different rates. Further, the worst performing 

years were 2008 and 2009, both with increases in excess 

of 15%. To put some perspective on this, the surface costs 

on a 100 well drilling program with an average 4 acre lease 

have increased about $500,000 over the last five years. The 

annual rental budget for 1000 wells has increased by about 

$1.1 million. If we extrapolate this over the entire province 

then we are talking about tens of millions of dollars in 

yearly increases.

whAt iS CAuSing thE ExCESSivE  
COSt ESCALAtiOn?

Generally, any annual double-digit percentage unit cost 

increase over an extended period is a cause for concern, 

unless there is a valid and excusable explanation. The 

most common explanation attributes the large increases 

to high levels of industry activity. Simply put, when the 

industry is in hurry to drill then a premium is paid to get 

on the land quickly. Thus, the exceptionally large increases 

in recent years are a direct result of higher activity levels. 

The only problem with this argument is that conventional 

drilling has been in secular decline for the past five years. 

According to the ERCB, conventional (non oil sands) 

drilling actually peaked in 2005 at 18,279 wells. 2006 

had 16,319 wells followed by 12,444, 10,656 and 4,555 

in 2007, 2008, and 2009 respectively. This represents an 

astounding 75% decline in drilling and yet industry paid 

nearly 65% more for surface access. There does appear to 

be a relationship between activity levels and surface costs 

but it is exactly the opposite of the one used to explain 

increasing costs – the lower the activity levels the higher 

the costs. Clearly, activity levels, by themselves, are not 

the main force driving the escalation in access costs. The 

explanation is far more complicated.

whAt iS AdEquAtE COMPEnSAtiOn fOr  
SurfACE ACCESS?

Although recent surface payments have increased far above 

anything experienced in the last two decades, are they too 

high? This is a difficult question as there is no market for 

FeAture
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surface rights where willing buyers and willing sellers can 

meet to competitively determine `fair market value`. It is 

also difficult because we need to make some sort of moral 

or ethical judgement as to what is right, or just or fair. Such 

a judgement cannot be made in a vacuum but rather needs 

some sort of a valuation framework or set of principles. 

Luckily, the Surface Rights legislation in all four western 

provinces provides that framework. All four provinces 

have decided that it is in the public interest to develop 

their oil and gas resources. At the same time they have set 

out the principles for ‘fair and equitable’ compensation for 

the rights that must be surrendered by surface owners. (In 

fact, the Saskatchewan and Manitoba legislation explicitly 

state that the purpose of the legislation is to ensure ’just 

and equitable’ compensation). While the four Acts have 

different categories in their frameworks, they all try to do 

the same thing; attach a monetary value to the right given 

up by the land owner. In all four cases, the monetary value 

of the right is related to two factors; (1) the underlying real 

estate value of the land, and, (2) the value of the unique 

impacts of the extraction project on the surface owner. 

So, while there is no competitive market to objectively 

determine fair compensation, the legislation points 

explicitly to the factors that should attract compensation 

(e.g. land value, nuisance, inconvenience, noise, etc.) and 

to objective proxy markets (e.g. real  estate, agricultural 

production) that can be used to value these factors. Finally, 

it is significant that none of the governments have set overall 

statutory compensation rates. Rather, they acknowledge 

that it is better for the two parties concerned to sit down 

and negotiate a mutually advantageous amount based on 

the variability of the factors affecting the land owner and 

the variability in the proxy markets. The question remains; 

has following the principles and framework in the Alberta 

Surface Rights Act resulted in the recent extraordinary 

surface payments? In other words, have changes in the 

proxy markets been driving prices? Or have the factors 

affecting the land owners become more onerous (e.g. has 

visiting with land agents become more of a nuisance) or is 

there some other cause?

ALBErtA COMPEnSAtiOn CAtEgOriES

While the Act is likely intentionally vague on the weighting 

or even the use of the compensation factors, the industry 

has come up with standard categories usually referred to a 

the ‘heads of compensation’ and an approach that is used 
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in virtually all lease negotiations. The government through 

the Surface Rights Board has acknowledged the validity of 

the framework which it uses in it’s decisions. Further, other 

Alberta government agencies describe the framework 

in documents advising the agricultural community how 

to negotiate with land agents. The following summary is 

taken directly from the Alberta Government website in the 

document call `Negotiating Surface Rights`.

“Determining Compensation - Your negotiations will include 

the issue of compensation paid to you for inconvenience 

and losses due to the well site. If you and the company 

cannot agree on compensation, the company can apply to 

the Surface Rights Board for a Right-of-Entry Order (see “If 

Lease Negotiations Fail: Right-of-Entry Process” below).

The compensation payment considers the following aspects 

when using the Surface Rights Board as an arbitrator: 

1.  Entry Fee: The entry fee is equal to $500 per acre of land 

granted to the company, to a maximum of $5,000. For 

example, if the company needs a 4.25-acre site, the entry 

fee would be: 4.25 acres x $500 = $2,125. The $5,000 

maximum applies when the area is 10 acres or larger. If 

the area is less than one acre, then the fee is that fraction 

of one acre x $500. The minimum entry fee is $250, paid 

when the area is half an acre or less. 

2.  Land Value: Usually the value of the land leased to the 

company is determined by the price expected if the land 

were sold on the open market by a willing seller to a 

willing buyer at the time when the lease was prepared or 

the Right-of-Entry Order issued. The value is also based 

on the highest approved use (agricultural, industrial, 

residential) for the land. The per acre value for the well 

site is determined by dividing the value of the titled unit 

by the number of acres required. 

3.  General Disturbance (Initial Nuisance, Inconvenience 

and Noise): This payment is for nuisance during the first 

year of the lease. For example, in the first year you will 

likely have to spend time dealing with the company’s 

representatives and surveyors, preparing documentation, 

negotiating with the company and/or seeking advice 

from government agencies or lawyers. There may also 

be noise and inconvenience related to construction. The 

company should pay reasonable compensation to you for 

nuisance. Keep a record of all time spent, phone calls 

made and expenses incurred. 

4.  Loss of Use of the Land: The company pays an annual 

compensation for your loss of the normal use of the well 

site area during the well site’s life. The amount should 

approximate the value of the gross annual production 

reasonably expected from the area. To calculate the 

amount, you can use the greater of yield and price 

averages from the past five years, or today’s street price. 

For example, assuming canola production at 35 bushels 

per acre on a well site and access road occupying four 

acres, the loss would be 4 x 35 = 140 bushels. At $8.50 per 

bushel, the total annual loss would be $1,190. Because 

you are asked to agree on losses for the next five years (see 

“Five-year Review” below), consideration should be given 

to future prices. 

5.  Adverse Effect: This payment is related to your 

inconvenience, nuisance and extra costs on the rest of the 

quarter section where the well site is located. For instance, 

farming around the well site may require constantly 

turning corners, which can cause overlaps, extra strain 

on machinery, soil compaction, loss of seed and grain, 

and extra field and labour costs. Other factors related to 

adverse effect can be noise, dust, odour, additional traffic 

on the land, and proximity to a residence or farm site.

Available in April 2010, CHINA, Guangdong Province, Portfolio, is a hard cover 
photography book which focuses on the people and landscapes in and around Nam On 
Village; a 300 year old farming village in south-central China. Photographer, Steve Speer 
stayed in the village in October 2007 and March 2008 and the images in this book are the 
result those trips. Details regarding the launch for his new book will be available on Steve’s 
web site - www.fourbyfive.com.

Steve Speer - photographer  |  www.fourbyfive.com

CHINA
GuanGdonG Province, Por tfolio  |  Steve Speer
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6.  Other Relevant Factors: If there are other considerations 

specific to your situation, include them when negotiating 

compensation.

The company must pay the first-year compensation – the 

total for the above six considerations – before doing any 

work on your land. Every year after the first year, the 

company pays compensation for the loss of use of the land 

and adverse effect (items 4 and 5).”

EditOriAL COMMEnt On thE frAMEwOrk

Even if we accept the underlying principles of this 

framework and before looking at the application of it, this 

approach to compensation is clearly very generous for the 

land owner because industry traditionally has made all 

these components additive. First, the Entry Fee is a statutory 

payment made only in Alberta and is absent in the other 

three provinces. Second, additional compensation is paid 

in an amount equal to an outright purchase of the land. 

Third, the land owner is paid additional compensation 

merely for engaging in the negotiations (an odd definition 

of nuisance). Forth, in addition to essentially purchasing 

the land outright, more compensation is paid equal to any 

forgone gross revenues of the surrendered land. Fifth, if 

the remaining agricultural activities are impacted in any 

way, further additional payments are made. In practice, this 

approach leads to surface lease term payments anywhere 

from 5 to 7 times the agricultural real estate value of the 

land.

‘LAnd vALuE’ vS. rEAL EStAtE PriCES

Land Value is the fastest growing of the four compensation 

categories, rising 136% over the past ten years and 87% 

over the past five. Table 1 shows the changes over five 

years in the $/ac. data on the Land Value component paid 

in surface compensation versus prices in the proxy market 

- agricultural real estate prices. The first and most alarming 

observation on this data is the premium that the industry 

pays over real estate prices. The second alarming feature 

is that this premium is growing larger over time. In 2004, 

the premium for Land Value over real estate prices was 

$229/ac. or 28%. Five years later in 2009, this premium 

had grown to $782 or 65% (it is probably more since real 

estate prices declined in 2009). The premium has grown 

an astounding 242% in five years. What is clear from this 

analysis is that there appears to be a complete disconnect 

between what is paid for Land Value in a surface lease and 

the corresponding real estate prices. What is especially 

worrisome is that this disconnect is growing over time.

Table 1

‘LOSS Of uSE’ vS. grOSS fArM rECEiPtS

Loss of Use is the second fastest growing of the four 

compensation categories, rising 83% over the past ten years 

and 42% over the past five. Figure 2 shows a comparison of 

the Loss of Use component paid in surface compensation 

versus prices in the proxy market – gross farm receipts. 

Once again, as for Land Value, there is a premium paid 

over actual farm receipts that has not been below about 

55%. In 2008, when grain prices spiked upward, Loss of 

Use kept pace, but in 2009 when grain prices fell the Loss 

of Use just kept going upward. So the premium now is over 

100%.

Table 2

To better understand what is happening over time, Figure 

1 shows a comparison of the Loss of Use $/ac. payments 

presented as an index versus a commodity food price index. 

The latter index captures changes to agricultural production 

values. The first observation is how closely the two indices 

track in the early part of the period. Loss of Use lags the 

Land Value vs. Real Estate Prices ($/ac.)

Mid Year 2004 2005 2006 2007 2008 2009 % change

Land Value 1061 1142 1322 1417 1699 1983 87
Real Estate * 832 923 982 1151 1201 1201 44
Premium 229 219 340 266 498 782 242
% Premium 28 24 35 23 41 65

* 2009 estimated

	  

Your Northern Land Specialists

Ph. (780) 831-0230
Cell. (780) 831-6653
Fax (780) 831-0231

#201 - 11205 - 98th Ave.
Grande Prairie, AB  T8V 5A5

www.peacecountryland.com
email: brent@peacecountryland.com

Brent Opdahl
General Manager

439307_Peace.indd   1 8/6/09   9:14:27 PM
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more volatile swings of the food index but eventually they 

come closer together. In the latter part of the period the 

wild fluctuations in food commodity prices are not closely 

matched by the Loss of Use. Nonetheless, at the end of the 

period the Loss of Use index appears to be heading down.

Figure 1

	  
‘gEnErAL diSturBAnCE’ vS. induStry  
COnSuLtAtiOn COStS

General Disturbance is the third fastest growing of the four 

compensation categories rising 44% over the past ten years 

and 24% over the past five. This category along with Adverse 

Effect are the most subjective and do not have any real world 

proxy markets to value the components. Presumably, there 

are objective units to measure the amount of nuisance and 

inconvenience that each well uniquely attracts. These units 

of measure can then be multiplied by the price of nuisance to 

come up with the appropriate dollars to be paid in each case. 

But seriously, the government document sited above seems 

to indicate that the landowner should be compensated for the 

number of hours spent inconvenienced by the negotiations. 

However, no rate of pay is specified. With the 2009 average 

of $1650 General Disturbance per well site and the average 

Alberta wage rate of $25/hr., 66 hours to negotiate a lease 

seems somewhat excessive. Even at $100/hr., two full days of 

negotiating seems like a lot.

What is more relevant is the amount of time and expense 

the industry spends consulting with the community and 

ensuring that impacts to both the surface owner and the 

surrounding communities are kept to a minimum. Industry 

consultation efforts to obtain ‘non-objection’ plus the 

increasing use of directional and pad drilling, continue to 

reduce the noise and inconvenience to landowners. Based 

on this alone, the payments to landowners for General 

Disturbance should be decreasing not increasing. 

‘AdvErSE EffECt’ vS. LAnd uSAgE

Adverse Effect is the slowest growing of the four compensation 

categories rising 34% over the past ten years and 18% over 

the past five. As with General Disturbance, directional and 

pad drilling has virtually ensured that all locations cause the 

least physical disruption of 

any attendant agricultural 

activities. Thus it is especially 

confusing why the industry 

continues to pay Adverse 

Effect even when there is 

no agricultural activities 

(e.g. Bush) on the remaining 

land. Table 3 contrasts the 

payments for Adverse Effect 

with the agricultural usage of 

the land. The next surprise is 

that there is so little variation 

in the payments between 

Pasture, and Cultivated, 

when surely, the disruption 

costs on grazing are much 

lower than those for 

cultivation.



15NEXUS – March 2010

Table 3

	  

why ArE ALBErtA SurfACE COStS Out  
Of COntrOL?

The preceding analysis allows us to conclude that it is not 

the principles and framework in the Alberta Surface Rights 

Act that have resulted in the recent extraordinary surface 

payments. In fact, if actual agricultural real estate prices 

were consistently used for Land Value, this alone would 

reduce the cost per (4 ac.) well site by over $3000 or nearly 

25%. The following is my best guess at an explanation.

It appears that a parallel ‘market’ has evolved in which the 

values in the framework are determined not by the proxy 

markets implicit in the Act, but rather by what the values 

were for the last lease that was negotiated. Thus the marginal 

lease determines the value of the next lease. This gives rise to 

appeals to ‘comparables’ as the mechanism for determining 

what is ‘fair and equitable’. Indeed, comparables and the 

‘pattern of dealings’ are the primary mechanisms that the 

Surface Rights Board uses to pronounce its compensation 

decisions ‘fair and reasonable’. However, this still doesn’t 

explain why values are increasing so dramatically. Clearly, 

not everyone is using comparables to set compensation; 

someone is leading these payments upwards.

This brings us back to the expediency argument. While 

the overall pace of drilling has slowed, there is still a 

limit to how long companies will wait to drill. In Alberta, 

obtaining an Entry Order from the Surface Rights Board is 

time consuming and expensive process. It is often easier 

and cheaper to simply raise the offer and then average the 

increase over the heads of compensation categories. Thus, 

“last year’s exception is this year’s minimum” becomes a 

common complaint amongst land agents. While that single 

rogue payment may seem like an exception within the 

company, it then becomes the benchmark for the next 

lease taken in the area, and will no doubt show up at the 

next Surface Rights Board hearing. And of course, the land 

owner just down the lane who is negotiating his rentals will 

also appeal to this new ‘accepted’ level of compensation. 

While land agents gamely make the argument that a single 

exception doesn’t set a new precedent it nonetheless exerts 

an upward and inexorable force in all future negotiations.

CAn Anything BE dOnE?

While the situation seems to be a bit bleak, analysis of 

the data over the last ten years shows many areas where 

the industry has returned to the fundamental principles 

inherent in the Act and historically practiced by land 

agents. However, it will take a clear policy statement on 

compensation by corporate management and the will to 

carry out that policy once the going gets tough.  n
Bill Marriott is the President of William D. Marriott & 

Associates Ltd. and has been the administrator of the 

Surface Land Compensation Database for the last 15 years.

For a free insurance quote, contact us today. 

Special Home and Auto insurance rates available for CAPLA members 
exclusively through Canada Brokerlink.

Visit us at 100, 4124 - 9th Street SE, Calgary, Alberta or online at
 www.brokerlink.ca for an office near you.

HOME & AUTO 
INSUR ANCE PROGR AM

(866) 432-8555       (403) 209-6300
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def: LandSolutions Inc., company:
1. the acknowledged experts in land acquisition, land Management, and Public involvement 
for the petroleum and renewable energy industries, power generation, transmission and public 
infrastructure providers;  2. providers of expert management of large or small projects, with 
complex or simple solutions;  3. an experienced team that works with a well established client-
driven process—ensuring unparalleled results over the full range of land services;  4. count on 
landsolutions: the experts.

land acQuisition & ManaGeMent

def: LAND, noun:  
1. any part of the earth’s surface not covered 
by a body of water; 2. an area of ground with 
specific boundaries; 3. rural or farming areas, 
as contrasted with urban areas

def: SOLUTION, noun:
1. the act of solving a problem, question, etc.; 
2. the state of being solved; 3. an explanation 
or answer; 4. the process of determining the 
answer to a problem, or the answer itself

def: EXPERT, noun:  
1. a person or company who has special skill or knowledge 
in a particular field; specialist; authority; 2. a person or 
company who has achieved such a rating; 3. possessing 
special skill or knowledge; trained by practice; skillful and 
skilled; 4. pertaining to expert work; expert advice
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CAPL OPErAting PrOCEdurE (2007)

Clause 3.11 –  
Insurance and How 
It Affects You
by Jennifer Davis, Vice President, Marsh Canada Lim-
ited and Don Bartier, Land Administration Manager, BP 
Canada Energy Company

In the fall of 2009, the Canadian Association of Petroleum 

Land Administration (CAPLA) held its first Open Forum. At 

this event, the initial topic for discussion was one suggested 

by the Land Manager of an active explorer who expressed 

the need to review Clause 3.11 Insurance of the Canadian 

Association of Petroleum Landmen (CAPL) Operating 

Procedure. Insurance can be a subject that is generally 

not well-understood and 

subsequently lead to 

questions and delays when 

finalizing an operating 

agreement or a farm-

in contract. As such, BP 

Canada Energy Company 

and Marsh Canada Limited 

(BP’s insurance broker 

and a leading risk advisor 

serving North American 

energy clients) delivered an 

Open Forum presentation 

to review Clause 3.11, to 

discuss the insurances 

required under this clause, 

and outline the factors that 

could influence a company’s 

choice of insurance options 

under this clause.

Prior to 1971, there was no model for a Canadian operating 

procedure and insurance was addressed on a contract-

by-contract basis—usually in the body of the operating 

agreement. In 1971, the CAPL published their first Operating 

Procedure where Clause 3.11 outlined the mandatory 

insurance the operator was to provide, and further stated 

that “each party hereto shall be responsible for insuring its 

own interest with respect to physical damage to property, 

loss of income and any (other) insurance.”

The CAPL 1974 Operating Procedure revised Clause 3.11 

to state:

•  Aircraft insurance is mandatory (if aircraft are used in 

operations); and

•  The operator is required to provide evidence of 

insurance, if requested.

In 1981, the CAPL again revised Clause 3.11 and introduced 

the following choices:

•  Alternate (a): Specified insurance will be purchased by 

the operator for the joint account; and

•  Alternate (b): Operator will buy only the insurance needed 

FeAture
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to comply with regulations for the joint account; joint 

operators will purchase additional insurance if they desire.

Since 1981, the Operating Procedure was updated two 

further times with the 2007 version standing as the latest 

revision. (Note:  For simplicity, and unless otherwise stated, 

all references in the article to “Clause 3.11” from this point 

on will mean the 2007 Operating Procedure.) 

Clause 3.11 of the CAPL Operating Procedure stipulates 

the required forms of financial responsibility and insurance 

coverages that contracting parties must maintain for joint 

operations. This means meeting the requirements for 

personnel governed by federal and provincial legislation 

for employment insurance, Canada pension, workers’ 

compensation, and occupational health and safety, and 

secondly, for evidencing financial responsibility via 

insurance policies (amongst other indemnities) required 

by regulation for joint operations.

In Canada, the only insurance coverages which are 

compulsory by legislation are:

•  Workers’ compensation (which is handled by the 

provincial governments);

•  Motor third-party liability in respect of bodily injury and 

property damage;

•  Aviation liability for commercial and private aircraft;

•  Obligatory passenger liability insurance for passenger-

carrying marine craft (except small vessels); and

•  Professional indemnity insurance for insurance brokers 

and architects.

Source: Axco Insurance Information Services Ltd.

Beyond the regulated insurance in Clauses A and B, Clause 

3.11 C outlines the required insurance contracting parties 

must provide to meet CAPL guidelines. This is either through 

prescribed policies (Alternate (a)) for the benefit of the parties 

to the joint operations, or by each party bearing responsibility 

for their own participating interest (Alternate (b)).

The insurance under Alternate (a) requires the operator to 

obtain the following coverages for exposures pertaining to 

the joint operations:

Automobile Liability – $5,000,000 per occurrence limit 

covering bodily injury, death, and property damage. There 

is compulsory legislation in all provinces for motor third-

party liability in respect of bodily injury and property 

damage. The minimum liability limits are $200,000 in all 

provinces (except Quebec where the limit is $50,000 for 

property damage only). Depending on the province in 

which the vehicles are registered, the insurance may be 

procured either through the provincial government program 

or through private insurance carriers. Notably, British 

Columbia, Saskatchewan, Manitoba, and Quebec regulate 

auto insurance through their provincial governments.

Commercial General Liability (CGL) – $5,000,000 per 

occurrence limit covering bodily injury, death, and 

property damage. In addition, numerous policy coverages 

are specified that must be included within the CGL policy. 

Although most are fairly standard, you should review your 

current CGL insurance policy with your insurance broker 

to make sure it is compliant with the CAPL requirements 

should you choose Alternate (a).

Aircraft Liability – $10,000,000 per occurrence limit covering 

bodily injury, death, and property damage. The limits for 

aircraft liability insurance are set by Transport Canada in 

Section 6.02 of the Canadian Aviation Regulations and are 

based on number of passengers and aircraft weight. There 

are separate policies that are purchased for non-owned 

aircraft that primarily address exposures from chartering 

aircraft that you do not own or operate.

Alternate (b) allows more flexibility in how a party takes 

care of its interest, either through insurance or other risk 

transfer mechanisms, such as a captive insurance program 

or self-insurance. The decision to opt for Alternate (b) 

would depend on a number factors, including:

• Your partners;

• The stage of your company’s growth and development;

•  The ability of your company’s balance sheet to absorb a 

loss; and

•  Your corporate risk philosophy and its level of 

sophistication.

When finalizing a land agreement, what factors should 

you consider if your negotiator asks about your company’s 

preference for insurance? Based on the above, here are 

some questions you may want to consider:

-  What is the directive of our board of directors on 

insurance?

-  Who are the partners in the agreement? Do we have 

concerns they can survive a disaster?

-  What is the cost of purchasing insurance—for my 

company and for my partners?

-  Can I handle administering insurance for the joint account?

- If I am a non-operator, am I buying insurance anyway?

-  Who is the operator? Am I concerned about their financial 

viability?
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- Can I bear a loss on my balance sheet?

-  Do I want to expose my insurance program to joint 

venture losses?

To further illustrate how either Clause 3.11 Alternate (a) or 

(b) could apply, here are brief case studies illustrating the 

insurance practices of two local companies:

1.  Large Multinational Exploration and Production 

Company (“BigCo”)

-  Self-insured: Studies show, over time, this can be a 

cheaper alternative than buying insurance, provided 

the firms employ a comprehensive risk management 

program; 

-  Contracts in place require some insurance for the joint 

account where BigCo is both an operator and non-operator;

-  Regulations do require the purchase of some level of 

insurance; and

- BigCo’s preference is Alternate (b) on new contracts.

Bigco’s corporate insurance practice is to:

-  Buy insurance to meet regulations as well as for Alternate 

(a) contracts;

- Bill the joint account accordingly; and

-  Pay operator billings where BigCo is non-operator for 

Alternate (a) contracts.

2. Unnamed Start-Up (“NewCo”)

-  20 producing wells, 15 operated (7 Alternate (a)), 5 non-

operator (all Alternate (a));

-  NewCo has limited financial capability and as a 

consequence its policy is to insure all insurable risks;

-  Purchase insurance through Alternate (a) per corporate 

risk philosophy to mitigate insurable risks with insurance, 

and meet regulations and contracts;

-  Preference is Alternate (b) on new non-operated 

contracts and Alternate (a) on NewCo contracts:

 o  As operator – NewCo will accept Alternate (a) as this 

will dilute its  insurance expense by allocating to 

partners;

 o  As Non-Operator – NewCo is already buying insurance 

on all wells that exceeds the mandatory insurance 

levels described in CAPL Clause 3.11, so there’s no 

need to have partners duplicate coverage and incur 

added insurance costs through Alternate (a); therefore, 

NewCo selects Alternate (b) and insures its interest in 

its own current insurance program; and

 o  “Special Partners”, such as friends of company President 

who aren’t conversant with the oil and gas industry and 

its risks, participate in some wells and NewCo agrees to 

insure these partner interests through Alternate (a).

NewCo’s insurance practice is to:

-  Purchase insurance for NewCo’s interest in all operations, 

including those it operates and those that are partner 

operated;

-  Bill insurance to the joint account where applicable 

(based on allocation of property tax valuations); and

-  Side Deal – Purchase insurance for President’s friends 

who are participating directly in an exploratory well, but 

the joint operating agreement has Alternate (b).

There are many variables involved in deciding which 

insurance Alternate is right for your company, and the 

answer often is not readily apparent. Care must certainly 

be taken in meeting the regulated insurance requirements 

and then selecting the insurance Alternate that best fits 

your company’s financial and risk profile.

Marsh Canada will be scheduling an additional Open 

Forum on CAPL Clause 3.11 in the near future and hopes 

that you will attend to review this topic further with us.  n
Marsh, the world’s leading insurance broker and risk 

advisor, has more than 23,000 employees and provides 

advice and transactional capabilities to clients in more 

than 100 countries. 

The case studies contained herein are for illustrative 

purposes only and should not be relied upon as 

governing any specific facts or circumstances. All policy 

terms, conditions, limits, and exclusions are subject 

to individual underwriting review and are subject 

to change. Marsh cannot provide any assurance that 

insurance can be obtained for any particular client or 

for any particular risk.

Your Northern Land Specialists

Ph. (780) 831-0230
Cell. (780) 831-6653
Fax (780) 831-0231

#201 - 11205 - 98th Ave.
Grande Prairie, AB  T8V 5A5

www.peacecountryland.com
email: brent@peacecountryland.com

Brent Opdahl
General Manager
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CAPLA Makes 
House Calls
Did you know that CAPLA has expanded their course 

delivery options to include in-house delivery?  Companies 

who are looking for opportunities to expand the knowledge 

base of their employees at a point in time or to develop 

a common understanding across departments will benefit 

from courses that CAPLA is now delivering onsite.

Judy Uwiera, CAPLA’s Manager of Programs and Events, 

cited two factors that motivated CAPLA to expand their 

course delivery method to include onsite training.  Courses 

were consistently being filled early by companies who 

have large numbers of employees, which made it difficult 

for some of the smaller companies to access spaces.  

Also, there was a growing need for a more personalized 

approach that allowed companies to tailor courses to their 

specific needs and to provide a forum for discussion of 

proprietary company information.

The onsite delivery of CAPLA courses was launched in 

2009 and feedback has been positive.  Don Bartier, Land 

Admin Manager at BP Canada, responded to the feedback 

from both Accounting and Land to bring in the Contract 

and Business Law course.  “The onsite delivery of this 

course provided an effective and economical way to bring 

staff from two departments together to develop a common 

understanding around agreement provisions.”   The course 

was tailored to include BP-specific examples, confidentiality 

was maintained, and interdepartmental mingling were some 

of the advantages to this mode of delivery.

From an employee perspective, interacting and discussing 

common issues between co-workers or staff from other 

departments is critical to promoting understanding and 

cooperation.  How many times have you heard the comment 

“They just don’t know what they are doing in that department!”  

Often it is the communication piece around common issues 

that creates the misunderstandings.  Participating in a course 

together can be the catalyst to move everyone to the point of 

saying “Now I see where they’re coming from!”

Encana’s large employee base was a key motivating factor 

for them to consider hosting the Administration of Freehold 

Mineral Rights course at their downtown offices in 2009 

and again in 2010.  Linda Bernier, Team Lead, Mineral 

Land Asset Management acknowledged that “Doing this 

course onsite made perfect sense for us from an economic 

perspective, and allowed our staff to get together and share 

knowledge and discuss common issues as well.  We plan 

on bringing more courses inhouse in the future.”

This mode of course delivery opens up other possibilities such 

as partnering with another company who you do business 

with on a regular basis.  The opportunity to learn together and 

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

•  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_Jaguar.indd   1 8/7/09   5:17:03 PM

to discuss common issues can go a long way to improving 

processes and increasing efficiencies.  CAPLA provides the 

instructor and course materials; companies provide the venue 

and all other requirements. 

Each of the courses that CAPLA offers is available for onsite 

delivery and can be tailored to your company’s needs.  Judy 

Uwiera will work with the key contact from your company 

to discuss any content requirements, set a date for the 

course, book the instructor and arrange for delivery of the 

course material.  If you are interested in booking a course, 

please contact Judy at 403-452-6591 or via e-mail at judy@

caplacanada.org and she will be happy to answer any 

additional questions you may have about the program.  n
Wendy Walker 
Land Business Analyst, BP Canada

2010 Png infOrMAtiOn ExChAngE

The 2010 PNG Information Exchange will 

be held on Thursday, April 22nd, 2010 at 

the Telus Convention Centre.  CAPLA and 

CAPL will be hosting the event and we can 

confirm that Government representatives 

from the provinces of Alberta, British 

Columbia and Saskatchewan will be 

attending.

Registration will open at the beginning 

of March and the related topics for each 

province will be confirmed at that time.

CAPLA AgM And ELECtiOnS

Mark your calendars. The CAPLA Annual 

General Meeting will be held on Monday 

April 12 in conjunction with the First 

Annual CAPLA Awards, from 11:30 to 1:30 

at the Calgary Chamber of Commerce.

We would like to encourage you to put 

forward nominations for the 2010/2011 

Board of Directors.  Stay tuned for more 

information on positions available, the 

nominations process and nominations 

forms which will be included in upcoming 

e-Bulletins and on the CAPLA website 

www.caplacanada.org.

did yOu knOw

The Oil and Gas Titles Branch of the BC Ministry 

discontinued mailing the Advance Lease Expiry Notices as 

of January 1, 2010.  Upcoming title expiries can be accessed 

through the BC ePayments system.

Issuance of Shallow Rights Reversion Notices will not begin 

until April, 2011.  An Information Letter will be published 

by the Alberta Department of Energy regarding this process 

in March, 2010.
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CAPLA wOuLd LikE tO thAnk Our SPOnSOrS A thE CAPLA/irwA/CAPL 

winE tASting EvEnt

PLAtinuM SPOnSOrS

gOLd SPOnSOrS

integrity Land inc., Britt Land, Synergy Land, and Altus geomatics

CAPLA wOuLd LikE tO thAnk Our SPOnSOrS At thE CAPLA CELEBrAtES yOu  

And thE hOLidAyS EvEnt

PLAtinuM SPOnSOr

gOLd SPOnSOr

CAPLA wOuLd LikE tO thAnk Our AdOPt-A-COurSE SPOnSOrS

sPonsor thAnk You
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sPonsor ProFiLes

www.encana.com

We build confidence in our industry.

One professional at a time.

EnCana Corp. is a leading North American unconventional 

natural gas and integrated oil company which produces 

the energy that communities use across Canada and the 

United States. By partnering with our employees, community 

organizations and other businesses, we contribute to the strength 

and sustainability of the communities where we operate.

EnCana also strives to make a difference for our colleagues in 

the oil and 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 

• Access to the latest industry information, and 

• Access to educational resources and tools

As a global energy provider, BP and its 

employees recognize the importance 

of education. BP believes that the best 

way to support education is to support 

teachers, as BP does with its “A+ for 

Energy” program, as well as supporting 

industry associations who set and 

maintain standards of professionalism.  

The A+ for Energy program was developed by BP to recognize 

teachers for innovation and excellence in teaching energy 

and/or energy conservation. BP awards up to $500,000 in 

grants, scholarships and educational materials to Alberta 

Kindergarten to Grade 12 teachers for classroom, after-school 

and extra-curricular projects focused on energy and/or energy 

conservation.  Visit www.aplusforenergy.ca for further details.

BP is honoured to partner with CAPLA in the Adopt-a-Course 

program to support CAPLA’s unique role in providing timely 

and relevant training to land professionals.  BP is proud to 

be associated with CAPLA and CAPLA’s efforts to raise the 

standard of training to our land professionals, and to certify the 

practitioners in our land profession.

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.




