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CAPLA has implemented an Adopt-A-Course program.  The 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 the Adopt-A-Course program, please contact judy@caplacanada.org 

for program details.

Please note the course schedule is subject to change.  For a complete and up to date list, check the CAPLA website at 

www.caplacanada.org

Date Time Course Name Address
September 21 8:30am - 4:30pm Administration of Royalties BP Centre

September 22 8:30am - 4:30pm Acquisition & Divestments Pengrowth Corporation

October 14 8:30am - 4:30pm Third Party Surface Agreements
Pandell Technology 

Corporation

October 18 8:30am – 4:30pm Administration of BC Mineral Rights BP Centre

October 19 8:30am - 4:30pm ERCB D56
350 - 7th Avenue SW 

First Canadian Centre

October 27 8:30am – noon Negotiations
Pandell Technology 

Corporation

November 5 8:30am - 4:30pm Know What You Own: ABC’s or DOI’s - Advanced Cenovus

November 9 8:30am - noon Rights of First Refusal
Pandell Technology 

Corporation

November 16 8:30am - 4:30pm Administration of Freehold Mineral Rights BP Centre

November 18 8:30am - 4:00pm RECLAM Cenovus

November 30 8:30am - noon Notice of Assignment - Advanced
Pandell Technology 

Corporation

2010 CAPLA EVENTS CALENDAR 
Sponsorships are available for all events.  If you or your company would like information on sponsorships, please 

contact judy@caplacanada.org  Please note that event dates are subject to change.  For a complete and up to date list, 

check the CAPLA website at www.caplacanada.org 

CAPLA 2010 Course outLine

SEPTEMBER
23 Lunch ‘n Learn – Road Allowance

OCTOBER
07 Oktoberfest (IRWA/CAPLA)

19 Leadership Round Table

25 Lunch ‘n Learn – Segregation

NOVEMBER
10 Fun Casino Night 

15 Lunch ‘n Learn (TBA)

DECEMBER
2 Christmas Cheer
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The 2010 CAPLA 
Member Survey
By Linda Westbury and Cathy Miller 
September 2010

One of the ultimate goals of the CAPLA Board of Directors 

is to enhance CAPLA memberships and make them more 

valuable to our members.

To enhance our memberships, we have to understand the 

wants and needs of our membership – what are the benefits 

that are most important to you; where are we doing a good 

job; where do we need to improve or expand what we are 

providing? One of the tools that we are finding very helpful 

to gather member’s opinions is the surveys we have been 

conducting. Surveys tell us about the changing needs of our 

members and help us to keep a pulse on the industry. The 

information that we gather from surveys is now being used in 

building our short term and our long term strategies.

CAPLA started using surveys in June 2009. We have conducted 

pre and post surveys on the CAPLA conference with our full 

membership and also with a special survey sent to managers and 

supervisors. We used a survey to shape our first Surface Land 

Summit and to determine the framework for the Leadership 

Round Table that we will be conducting this October. We have 

solicited feedback through surveys on the PNG Info Exchange 

and on our Open Forums. We have also initiated a survey 

system to evaluate all of our courses and events.

WE HAVE DISCOVERED THAT CAPLA MEMBERS ARE 
VERY VOCAL AND YOU REALLY LIKE TO GIVE US 
YOUR OPINIONS. AND WE THANK YOU FOR THAT!

In this report, we would like to give you some specific 

feedback on the Member Survey that arrived in your email 

on April 30, 2010. We want to let you know about some areas 

that have already changed and others that will be changing as 

a result of the feedback and comments you provided.

WHAT YOU HAD TO SAY!

The Member Survey was planned to provide information to 

the CAPLA Board of Directors for their strategic planning 

session which began in early June and will be completed this 

fall. In terms of comments provided, this was by far the best 

survey we have done to date and we greatly appreciate all of 

our members that took the time to give us your thoughts.

On the survey we asked a variety of questions about CAPLA, 

CAPLA memberships and what is important to you. Course 

offerings received the highest response as an important 

CAPLA benefit followed closely by the CAPLA Roster and the 

CAPLA Job Board. Members also indicated that an opportunity 

to network with their peers is important.

	  

We were pleased to see that 79.4% of our members rated our 

customer service as good, very good or excellent -- thank you!

You also told us that we need to do a better job of informing the 

membership about our committees and their mandates. The 

scores in this area ranged from highs of 63% of the respondents 

that felt they understood the mandate of the NEXUS 

Committee and 61% understanding the Board of Directors to 

a low of only 26% of our respondents acknowledging that 

they understand the Relations Committee.

Cathy Miller,
CEO

Linda Westbury,
President

President & 
Ceo MessAge
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When we asked about areas that needed improvement or 

expansion we received a lot of very good feedback. Course 

offerings once again took the lead as the area that needed the 

most attention followed closely by the CAPLA Roster and the 

Job Board. It is really great that our CAPLA members took the 

time to provide a lot of detail on what they liked and what 

wasn’t working for them. CAPLA members also provided a 

wealth of suggestions and recommendations for courses, 

lunch’n learns, future conferences and summits.

	  

WHAT HAVE WE ALREADY DONE WITH YOUR  
FEEDBACK?

You confirmed for us that education and our course offerings 

are a priority in terms of value and also in terms of requiring 

attention. We are very pleased to advise the membership 

that Kerrie Etson from Hunt Oil Company of Canada Inc. has 

agreed to join our board and lead our Education Strategy. We 

also created a new structure for Education that will ensure that 

all of our educational activities: course development, course 

delivery, conference and certification will be linked together 

creating greater synergy and therefore better outcomes in the 

future.

With this new structure, we have recently established an 

Education Development Committee. The committee is co-

chaired by Lois Pozzobon, Suncor Energy Inc, and Darlene 

Belland, Arsenal Energy Inc, and they are currently recruiting 

volunteers to set up four sub committees: Mineral, Surface, 

Contracts and A&D. The sub committees will have two 

primary responsibilities 1) a complete and comprehensive 

review of the current course offerings and 2) to determine the 

course offerings that are required by our membership in each 

area and to develop or secure them. We expect that the sub 

committees will be up and running by October 2010.

The sub committees will work with the comments, suggestions 

and concerns that members provided through the Member 

Survey. They will also be conducting a more specific and 

detailed survey of CAPLA members educational needs later 

this fall. The sub committees will also be exploring the gaps 

in our Education delivery including adding more course 

offerings for senior people who already have a significant 

depth of knowledge and more course offerings in both A&D 

and in surface.

The Education strategy is a long term project and the 

committees we are striking now will likely remain as 

permanent and core to our association in the future.

If you are one of the individuals who provided extra 

information on what course offerings you would like to see 

in the future, you may want to consider stepping forward and 

volunteering on the Education Development Committee and 

sub committees. Please contact the CAPLA office for more 

information.

What else have we done? We have renamed the Relations 

committee -- the Government Relations Committee and we 

will be including an article in the December issue of NEXUS 

magazine that will talk about the structure of Government 

Relations, who the key volunteers are, info on the specific 

committees and what their goals are.

The Advisory Council also scored fairly low with 31% of 

the membership indicating that they understood their 

mandate. You can look for an article providing details on the 

outstanding individuals who are members of our Advisory 

Council and how they contribute to CAPLA in an upcoming 

issue of NEXUS magazine.

HOW WILL YOUR COMMENTS CONTINUE TO 
SHAPE OUR PLANS FOR THE FUTURE?

We will continue to improve all of our deliverables to 

members: course offerings, the website, the roster, the job 

board and networking opportunities – including some 

networking at low cost or no cost.  And we will continue our 

communications to members.

You can expect to see more surveys in the future and we 

urge you to take the time to give us your thoughts. CAPLA is 

your association – your comments are important and will add 

value to CAPLA memberships for everyone.  n
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CAPLA Q&A
CAPLA is very fortunate to have a group of dedicated volunteers who provide support and assistance through the 

CAPLA Knowledge Bank.  The Knowledge Bank volunteers have significant understanding and experience in spe-

cialized areas and are willing to help other CAPLA members via email or phone. Q & A is a new regular feature in 

NEXUS magazine. The questions you submit are answered by one of our great Knowledge Bank Volunteers.

When verifying Land information is it ever acceptable to rely on the quick to pull up land system or should I be 

pulling the physical file in every case?

When verifying land information it is imperative that the file be pulled and a quick review be done of the information 

needing to be verified.  Unfortunately, too often information is inputted into the electronic land system incorrectly.  

I have seen leases where lands and/or rights are inputted incorrectly and I have seen contracts inputted by someone 

not understanding the “deal”.  A land person cannot rely on the electronic land system for absolute certainty unless 

they have inputted the information themselves and remember the deal and/or the file.  Some companies are working 

diligently at “cleaning up” their files with a view to rely on the accuracy of the information in their electronic land 

system.  However until and unless your company has “cleaned up” all its files in the system it is not safe to rely with 

certainty on that information.  Exceptions to this are those files and areas where you do work on a day to day basis 

and you know “the deal”.  You also know the information to be correct because you have verified it before.

Special thanks to Wendy Bursey of Harvest Operations Corp. and all of the Knowledge Bank Volunteers!

Q

A
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CAPLA 
Champion Awards 
Recognizing Corporations
by Wendy Walker 

CAPLA honoured the contributions of the above three 

corporations by awarding each a CAPLA Champion Award 

for 2009.  This award recognizes monetary or in-kind 

partnerships/sponsorships with CAPLA, as well as support 

for employee volunteer time on committees and in leadership 

roles.  To provide an opportunity for companies of all sizes 

to be recognized, contributions are reviewed by the CAPLA 

Awards Committee and prorated based on the number of 

corporate members and the percentage of volunteers.

Corporate involvement with CAPLA has been in place 

since its inception in 1993.  All three corporations have 

been involved in various capacities since that time and 

continue to be strong supporters of CAPLA and its many 

initiatives.  In 2009 Encana sponsored the Leadership 

Summit, Surface Land Summit, Christmas Cheer and 

Adopt-a-Course Program.  Pinnacle was a sponsor of the 

Leadership Summit and the Surface Land Summit and 

Explorer was a sponsor for the Golf Tournament and the 

Adopt-a-Course Program.   In addition, employees from 

each of these companies are encouraged to volunteer with 

CAPLA as part of their professional development, to learn 

new skills and to expand their networks.

Linda Bernier, Team Lead - Mineral Land Asset Management, 

accepted the Champion Award on behalf of Encana.  Linda 

is a founding member of the CAPLA Board of Directors 

and has been an active volunteer since that time.  She is 

currently a member of the CAPLA Advisory Council and 

the CAPLA Leadership Committee.  “I was thrilled to have 

Encana and our staff recognized for our ongoing

support of CAPLA.  We have many staff that are members 

and many volunteers as well.  CAPLA does an excellent 

job of supporting the careers of those involved in Land 

Administration by providing development opportunities 

whether it be through training or volunteer participation.  

We see the value CAPLA brings to the Industry and to our 

staff.”

Encana has been a generous sponsor of many CAPLA 

events, has provided excellent volunteers and has 

contributed expertise to many Industry initiatives, 

including AB e-Transfers and BC e-Payments.  Encana’s 

involvement in these and other Industry initiatives provides 

an opportunity for volunteers to participate in decision-

making and process improvement, both with Industry and 

within their own companies, and to develop relationships 

that will be beneficial in the future.  Benefits to employees 

include the opportunity to develop new skills such as 

chairing committees, writing proposals, public speaking 

and influencing.

John Pullar, President, Andy Clennett, Vice-President and 

Glenn Jones, Vice-President accepted the Champion Award 

on behalf of Explorer Software Solutions Ltd.  John stated that 

“Explorer was very honoured to be recognized.  Explorer 

has been involved since CAPLA’s inception.  We have 

always thought that support in education, membership and 

monetarily are important to the professional associations 

involved with our Industry.  Explorer does this corporately 

and encourages its employees to be involved.”

ArtiCLe
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CAPLA’s recognition at this year’s Awards Luncheon 

acknowledged the important role that companies such 

as Explorer play through their ongoing contributions to 

professional associations.   Sponsorship dollars have a direct 

benefit to Explorer employees and other Land Administration 

professionals by allowing CAPLA to expand their course 

offerings and reduce event costs.  In addition, the Luncheon 

provided a networking opportunity and visibility for the 

contributions that companies make to CAPLA.

Deb Degenstein, President, was “shocked and surprised” 

to have her company, Pinnacle Consulting Services Inc., 

nominated for the Champion Award.  She was also very 

proud to have both her son and daughter attend the Awards 

Luncheon where her company was recognized. Deb is a 

long-time volunteer with CAPLA and currently participates 

on the Industry Relations Committee and the Surface Land 

Administration Advisory Committee.  In speaking with Deb 

it was clear that she is an avid ‘ambassador for CAPLA”, 

encouraging everyone she comes into contact with to 

become a member and to volunteer! 

Deb loves to network and attends most CAPLA functions 

and events.  She mentors and encourages those she meets 

to do the same.  Involvement and visibility are the keys to 

success in the Oil and Gas Industry and CAPLA provides 

many venues for members and prospective members to 

participate.  Through Deb’s contacts with those seeking 

employment in Industry, Deb takes the opportunity to 

actively promote CAPLA’s role in professional development, 

career advancement and networking.

Congratulations to the 2009 Champion Award recipients!  

CAPLA is proud to recognize the contributions of Encana, 

Explorer Software Solutions Ltd. and Pinnacle Consulting 

Services Inc. for their ongoing support and contributions.

If your company would like more information on becoming 

a sponsor/partner with CAPLA, or on any of the volunteer 

initiatives that your employees could be involved in, please 

contact Cathy Miller or Judy Uwiera at the CAPLA Office.  n

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 & Certi�cation

• 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
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Energy Asset 
Management 
The Skills and Knowledge 
to Compete
By David Klug

The current reality facing the energy industry is requiring 

companies to re-evaluate the way they conduct their 

business.  Revised royalty programs, high costs, and the 

growing shift towards more complex unconventional 

resource plays means that companies must take a more 

complete view of their overall operations to increase 

efficiencies across departments, minimize costs and 

maximize revenues.

Individual departments within companies have to work 

more closely with their colleagues from other groups and 

are having to share accountability for overall performance 

rather than work simply within their own 

traditional areas of responsibility.  This 

new way of doing business is becoming 

the norm, especially if companies 

want to maximize their success in a 

very competitive environment.  This 

comprehensive approach to disciplines 

such as production and operations 

accounting, mineral and surface land, 

well management and joint venture is 

increasingly being referred as energy 

asset management.

This new approach to business requires 

employees with an educational 

background that combines all of these 

disciplines and an understanding of 

how they work together in the context of exploration, 

development and production.  After more than five years 

of work, The Centre for Energy Asset Management Studies 

(CEAMS) successfully introduced a diploma program in 

Energy Asset Management (EAM) at SAIT Polytechnic.

Many of the students in the first cohort of the EAM program 

are heading back into the classroom this fall after spending 

the summer months working with a variety of energy 

companies.  Marzena Wojcik worked with Cenovus this 

summer and has no doubt that the EAM program at SAIT 

positioned her for a summer job that will not only help 

her with her second year studies but will also position her 

as a prime candidate for employment when she enters the 

work force full time. “The EAM program has given me a 

broad perspective on the interconnected issues that energy 

companies deal with on a daily basis” says Wojcik.  “At 

Cenovus, I’ve been rotated through a number of different 

departments all related to energy asset management so I’m 

able to use what I’ve learned in school but I’m also getting  

some valuable exposure to the practical application of my 

studies in a variety of different areas which will help me 

in my second year of the EAM program but also when I’m 

ready to join the workforce.”

FeAture

cont’d on page 19
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FeAture

Is Segregation of 
Land Interests 
Causing You Grief?
By: Michelle Radomski

Soon after the introduction of the 1993 CAPL Notice of 

Assignment Procedure, the CAPLA organization (Canadian 

Association of Petroleum Land Administration) recognized 

that Industry was faced with a major challenge when trying 

to serve a notice of assignment (“NOA”) to third parties 

for the disposition of segregated interests under our land 

agreements.

Segregation of land interests has been the outcome of 

prolific acquisition and divestiture activity, and Industry 

has held contradictory viewpoints regarding which parties 

are to be served with a NOA.

✜ Those that have an interest in the lands assigned, or

✜  Those that have an interest in all lands subject to the 

agreement

This has resulted in parties rejecting, or requesting revisions 

to, a NOA that lists a third party having no interest in the 

lands being assigned, or conversely if such a third party 

is missing.  As a result, there has been a huge waste of 

administrative effort, cost and delay in getting a new party 

recognized when having to amend and re-serve a NOA 

or in having to track changes to third parties for lands in 

which a party holds no interest.

The Segregation Committee was formed by CAPLA in 

1995 to evaluate the administrative inefficiencies and the 

business consequences associated with the segregation 

of parties’ interests under agreements and to recommend 

improved ways for Industry to administer its agreements 

when land interests become segregated.

The result of this undertaking by the Segregation 

Committee is a comprehensive package of information, 

procedures and guidelines, proposed to help Industry 

adopt a specific code of conduct (called the “Segregation 

Protocol”) for serving notices of assignments where 

land interests have become segregated.   The sooner all 

companies adopt and consistently follow the Segregation 

Protocol for serving notices of assignment, the faster they’ll 

see a significant reduction in administrative effort spent 

on tracking unrelated third party interests and recycling 

rejected notices.

The Segregation Protocol as proposed is included 

in this issue of the NEXUS, and the accompanying 

literature, procedures and guidelines to assist Industry in 

implementing the Segregation Protocol into its business 

practices can be found on both the CAPL website (under 

the Landman Support, Standard Forms section) and the 

CAPLA website (under the Resource Center, Contracts 

section).  Any comments and feedback should be directed 

to Michelle Radomski as directed in the Notice to Industry 

by November 1, 2010.  Subject to potential modifications 

and further review resulting from any comments received 

by that date, it is anticipated that the finalized draft of the 

Segregation Protocol will be posted to these websites by 

December 1, 2010, for formal adoption by Industry.

Notwithstanding the need to put some form of process in 

place to formalize the Segregation Protocol as provided 

above, it is important to note that the Segregation Protocol, 

as currently drafted, has already been introduced to a wide 

representation of companies in Industry for preliminary 

review.  To date, key representatives from the following 

companies have indicated they will be recommending 

their company adopt the business practices as proposed 

in the Segregation Protocol:  ExxonMobil, Talisman, 

EnCana, Cenovus, Apache, Bonavista and Shell.  With 

the overwhelming positive comments and endorsements 

received to date, the Segregation Committee does not 

anticipate any material changes in finalizing the Segregation 

Protocol as currently proposed; and, therefore, we 

encourage all companies who like what they see to not wait 
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any longer and to start adopting these practices immediately 

and to encourage their partners to do the same.

Michelle Radomski 
Chairman, CAPLA Segregation Committee

The Segregation 
Protocol
Version:   CAPLA 2010

Notwithstanding anything to the contrary contained in 

an agreement, including its schedules, or otherwise in 

contravention of any contract or common law: 

1.  When any portion of the lands governed under an 

agreement ceases to be owned between the same 

parties or in the same percentages of interest, each 

such portion shall be called a “Segregated Block”.  For 

purposes of Clause 2, so long as all the lands under an 

agreement continue to be held by all the parties to the 

agreement in the same interests, all the lands will be 

considered as one Segregated Block.

2.  When any notice of assignment (“notice”) is required 

to be served under an agreement with respect to the 

assignment of a party’s interest in a Segregated Block, 

such notice shall name, as the Current Third Party to 

Master Agreement, and be served only to those parties 

having an interest in that Segregated Block to which 

the notice pertains.

3.  Notwithstanding Clause 2, if a party is disposing of 

its interests in more than one Segregated Block under 

an agreement, it may serve a single notice for the 

disposition of its interests under all of those Segregated 

Blocks if: (i) it is disposing of an interest under all of 

such separate Segregated Blocks that, when combined, 

cover all of its interests under that agreement; or (ii) that 

party identifies clearly in the notice each Segregated 

Block to which the notice pertains and the interest 

being assigned in each such block.

4.  It is the intent of this protocol, that by a party adopting 

and following this protocol, it is agreeing that it will 

have no cause to reject any notice served in accordance 

with Clause 2 and 3 if, in all other respects, it has been 

served in accordance with and in the form required 

by the provisions of the agreement or its schedules, 

as is applicable; and, any such notice shall have full 

effect under the agreement as if otherwise served to all 

parties to the agreement.

5.  Except to the extent of the foregoing modification to 

the naming and the service of a notice to the parties, 

the CAPL 1993 Assignment Procedure remains in full 

force and effect and the terms and conditions thereof 

are to be complied with in all other respects and the 

form of the Notice of Assignment attached as Appendix 

“A” thereto is not to be otherwise modified by any party 

serving a notice.  n

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
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Acquisitions & 
Divestments  
Inter-Relationships:
A Railway tour into…The 
Twilight Zone.
A satirical commentary by Curt Hamrell

Hi, welcome to the final frontier of what is known as 

Acquisitions and Divestments or A&D – You are about to 

enter … the A&D Twilight Zone.

The conductor blows the horn for the second and final 

time, “last call…all aboard”, as the locomotive train’s 

engine slowly fires up on all cylinders. We climb on board 

and walk the narrow aisle lined with curious passengers. 

My seating arrangement is near the window at the back of 

the first passenger cabin. I promptly sit into my designated 

soft and cushy A&D seat. The mega-black beast-like mass 

of steel churns its way out of the terminal gathering speed 

on the solid tracks, the train now is distancing itself from 

the packed train station. It feels refreshingly good to be 

FeAture
on the A&D train one more time. We are about to take the 

pleasant but challenging journey through the long and 

winding pathway of Acquisitions and Divestments. My 

inner voice re-assures me that I will enjoy this A&D ride. We 

are prepared and ready for the usually unforeseen journey 

of A&D trials and tribulations. There will be some hills and 

valleys with many intermittent stops and a few bumps and 

obstacles along the way however we will overcome and 

hope to have solutions of sweet smelling A&D remedy 

at our finger tips. We are the A&D department within an 

intermediate oil and gas company selling properties we 

consider uneconomical and non-core. But like a garage 

sale, one’s junk is another’s jewel. Our A&D mission is 

to close the deal and take the cash consideration from 

the Sale so the company can direct it towards a potential 

acquisition or unconventional resource play. This sale will 

help our team add value to the company’s bottom line.

Many points of interest will be seen and viewed along the 

twilight zone. We plan to pass through the various stages of 

the asset deal of the pre close, the close and post close. We, as 

the Vendor, will enter and make visits to departments that are 

affected from this transaction starting from the effective date 

of the Sale to the time where the future Purchaser becomes 

a recognized party of the many types of documents and 

agreements. The morning mist and billowing storm clouds 

are rolling in to the lush green valley, I stick my head out the 

window to get a better view of the upcoming station, and a 

gust of wind nearly knocks my hat off, “hey we’re here!” It’s 

time to roll up my sleeves. The locomotive’s engine sounds 

get lower and comes to a screeching halt as we arrive at our 

first stop at A&D Station #1.

STATION # 1 CONFIDENTIALITY AGREEMENT (CA)

The A&D team jumps out quickly and rounds up their 

assigned Confidentiality Agreements (CA’s). Until we get 

them signed and back on board the train is at a stand still. 

The CA will protect our assets during the transition as well 

as safeguard any potential Purchasers.

Back on board, the A&D locomotive gathers steam as it 

advances to our second stop at A&D Station #2.



13NEXUS – September 2010

STATION # 2: PRE-CLOSE - SCOPING:

A package is assembled for our operations team to review.  

They will assign an approximate value to the lands. Physical 

and Virtual Data Rooms are set up for potential Purchasers to 

review all assets of the sale including the lands and interests. 

In some cases, a Third Party, acting on our behalf as Vendor, 

organizes potential Purchasers and assigns each to their 

specific data room. While we are here we provide an update 

and answer the many questions regarding the assets such as 

geology, accounting, land, operations and environment.  All 

the offers are reviewed by the A&D Analyst assigned to the 

specific property. A package is assembled for our operations 

team to review. They will assign an approximate value to 

the lands. Based on the economics, we identify the offers 

which we will evaluate further. The engineer takes the offer 

and may evaluate against the reserves, the geologist takes 

the offer and may evaluate against future drilling events and 

Land assesses the title. While the low offers are rejected and 

replied to by letter. The team consults and agrees to move 

ahead with the offers we have.

The A&D Train moves ahead in record time to A&D Station # 3.

STATION # 3 LETTER OF INTENT (LOI)

We stop briefly as a package of documents is handed to our 

car. Inside are the Letters of Intent (LOI) which our mineral 

Area Landman negotiated and drew up. An authority sheet 

has been circulated and signed off by the Team Manager, 

Production Engineer, Accounting, Land and Marketing. 

It’s rare to have complete schedules attached to the LOI. 

Some items on the Land Schedule are later verified such 

as revised lands, mineral rights, wells or batteries that 

may be added at a later date upon formalizing the P&S 

Agreement; however, the effective date and conditions 

are entered at this point. All incoming offers are reviewed 

by the Management/A&D Analyst assigned to the specific 

property. Based on the economics, Vendor identifies 

the offers which we will evaluate further. The engineer 

takes the offer and may evaluate against the reserves, the 

geologist takes the offer and may evaluate against future 

drilling events and Land assesses the title; the low offers 

are rejected and replied to by letter. The team consults and 

agrees to move ahead with any prospective offers.

The A&D Train pulls into Station #4 for an overnight stop 

and an opportunity to refuel.

STATION # 4 PENDING DEAL SUMMARY 

The central hub for the A&D Train, as we pull in the inter-

office memo goes out to various departments letting them 

know what information we will need from them this time 

around. For them it is the start of the process but they will 

be in close contact with us until we finish this ride. 

As I step off the train, I am immediately approached by 

representatives from three of the teams I was hoping to 

see. The first points to some boxes nearby and identifies 

himself as part of the operations team. Included are all 

the records pertaining to the field office including a list of 

supplies, vendor contracts, and licences pertaining to the 

field office. He then motions to the pile sitting beside the 

boxes which I had missed on first glance. It contained a 

number of rolled maps and surveys and a small package 

likely containing a data stick with the electronic versions. 

The three quickly explain that the Geo could not wait for 

my arrival.

The second person is from the Surface team. They quickly 

hand me a summary of environmental concerns for the 

area and the actions taken to date. They also provide me 

with the necessary conveyance documents for the wells 

and Surface Agreements.

Design Services available
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The last person is the representative for the accounting 

department. They hand me another data stick and start 

to explain that it contains up-to-date reports on the 

accounts for wells, lands, and royalties. It also contains 

everything paid and invoiced for processing, marketing, 

transportation. She then gives me a quick update on the 

potential purchasers and hands me a short summary on 

each outlining each company’s ability to pay for the asset. I 

thank them each in turn and move on to find my room and 

get a good night’s sleep.

As I approach my room I see two more individuals waiting 

for me. Both have serious looks on their faces so I begin 

to worry. They are here to give me an update on Mineral 

Lands for the sale. My concern quickly dissipates as the 

one that is a lawyer assures me that everything is in order 

and that there are no outstanding legal proceedings on this 

one. I let out a sigh of relief as the land representative hands 

me everything from a rental calendar and expiry report to a 

list of the Agreements still outstanding for execution. They 

leave abruptly heading back to prepare the files for the 

final transfer to the purchaser. I take the opportunity to 

steal inside and get some well earned sleep.

Just before dawn, a notice slides under the door, it is an 

update from the Internal Auditors. Included is their Tax 

Assessment for the property and a note saying that there 

were no Freehold lands to worry about for Freehold Mineral 

taxes. Everything seems to be falling into place now. 

As I am heading back to the train, I get side tracked by the 

Joint Venture group. The Senior JV Analyst corners me and 

casually asks when I would like them to send 

over all the files, motioning to a stack of paper 

files. The schedule of CO&O’s and Units is 

ready as well they explain. They hand me a 

couple more documents and I move on to 

catch the train.

Just before we leave I send out the Pending 

Deal Summary with the various schedules 

which have been gathered so far. Each team 

will review it and make sure that nothing for 

their area has been missed.

The A&D train has crossed bridges over lakes 

and streams and travelled through tunnels 

and climbed over jagged and towering 

mountains until it settles into Station # 5.

STATION # 5: PURCHASE AND SALE AGREEMENT:

As soon as I arrive I head to our legal team to finish the work 

on the Purchase and Sale (P&S) Agreement. I have my draft 

with the Purchasers comments ready for their review. We 

make a few minor changes and our legal advisor accepts 

the clauses we built in with agreement with our Purchaser.

While I finish up the revised P&S, the Purchaser is completing 

the Due Diligence by reviewing all of our agreements and the 

various schedules. Reports are routed to us to pass on to each 

department to resolve any concerns.

Before long I receive the deficiency list from the Purchaser. 

Included is a deadline to attempt to cure title and respond 

back to the Purchaser. “Take it or leave it” is one approach 

or we can attempt to place a value on the property where 

the deficiency cannot be cured, and a deduction to the 

Purchase price to appease the Purchaser for the loss. The 

deficiencies clause is now handled and resolved subject to 

the P&S agreement.

The Engineers review the Right of First Refusals and 

monetary values which are placed by the Purchaser. Based 

on the Engineers analysis we negotiate with the Purchaser 

until a value is chosen which we all can agree upon. I 

return to find my team has checked for ROFRs on all 

agreements and facilities. We send out our ROFR’s to Third 

Parties promptly so as not to impact our Closing which is 

fast approaching.

With our waived and exercised ROFR’s in hand, we reboard 

the train and begin to prepare mentally for the next stop. 
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The A&D train is traveling through some torrential rain 

but maintains its pace and now winds its way down into 

Station # 6.

STATION # 6 CLOSING:

I start to fidget as I see the next station looming in the distance. 

Time for the closing, I think to myself and let out a sigh.

Once at the station, I gather up my agenda to finalize our 

deal with the Purchaser. In the agenda I place a number 

of documents that are ready for signing by both the 

Purchaser and ourselves as Vendor. It is at this point that 

the final discussions around Operations, Minerals, Surface, 

Facilities, Joint Venture and anything else going with 

this sale will take place. If everything is in place, as I am 

confident it is, we should be on the fast track to Post Close 

by this afternoon.

Our hard work has paid off and everything is quickly 

signed. We get our “ya ya’s out” and do a celebratory 

circle dance with our team. This climaxes the deal; a 

signed cheque in exchange for the properties! Both we as 

Vendor and our Purchaser become eager to move on to the 

next project as soon as we can tie up the few remaining  

loose ends.

The A&D train is now on cruise control as we meander 

through the flat grain fields and fenced pastures. We arrive 

right on schedule as the big dark steel machine reaches its 

final destination at Station #7.

STATION # 7 POST CLOSING:

We pull into the final station and I hand off the rest to our 

post close tracker who will keep a record of the activity 

after the deal has been completed and help with any 

outstanding issues or concerns from any of the departments. 

The post close tracker will handle everything right up to 

when the Purchaser is a recognized party into the many 

agreements and documents which may take months until 

all documentation is followed up and finalized between 

the Vendor, the Purchaser and the current Third Parties. 

Transmittal letters are sent around which may include 

revisions to the ancillary documents. Discussions may 

range from working with an internal Auditor, i.e. pay taxes 

on pipeline, ensure any compliance issues are taken care 

of, or with the ERCB regarding licensing, facilities, etc. 

until all is assigned to the Purchaser.

Our train has ridden through A&D passages of various 

departments of a company at a very high level for this 

commentary. We’ve made some department pit stops for 

a quick overview of what is involved from the beginning 

to the end of the lengthy journey that may take months 

to complete. Our A&D visit into the twilight zone of the 

company and its inter-relationships will have unexpected 

starts and stops along the way to get the deal completed. As 

a Vendor it is crucial to know your assets and to be familiar 

with what departments are affected in the deal. It is vital 

to ensure you have the proper input and the expertise and 

that everything is in fact sold as planned. An effective A&D 

player will combine team skill and effort with individual 

skill and effort. Each department specializes in its own 

areas of expertise and this will have either direct or indirect 

input by a rationalization as a Vendor or as a Purchaser. We 

hope you’ve enjoyed you’re journey through……. the A&D 

Twilight Zone.  n

CAPLA WOULD LIKE TO THANK THE 

2010 CAPLA CONFERENCE INSTRUCTORS

Al Kimmel – Understanding Geology

Claudette Shaw – Accounting & Land

Colin McKinnon – AFE’s

Connie Sin, Lauree Owchar, Trish Kudelik – Life Cycle 

of a Well

Curt Hamrell – A & D

Darlene McLaughlin – Day to Day Tasks

Garth Roberts, CSP – Keeping Good Morale

Ron Vermeulen & Karen Pugsley  - Dusting off Old 

Surface Agreements

Kristan Nielson – Running Effective Business Meetings

Linda Matthie – Joint Venture Agreements

Mike Dawson – Why Unconventional?

Roger Thomsen, P.Eng – Reserves, Lands Role
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The Three “R’s” – 
Recruitment, 
Retention, and 
Recognition
By: The Member Services Committee

The Member Services Committee underwent a 

restructuring in 2009. With the addition of three new 

Committee Chairs, and two new Committee members, the 

Member Services Committee has been refocused on three 

elements: Recruitment, Retention, and Recognition of 

CAPLA Members. The Member Services Committee now 

consists of the following volunteers: Garrett Laudel (Co-

Chair), Jason Peacock (Co-Chair), Brad Reynolds (Co-

Chair), Bonnie Cox, Craig Stayura, and Rob Gacek. The 

volunteers on this committee have various backgrounds, 

experience levels, and job roles and each brings a 

unique and valuable perspective to the Committee. 

With the support and encouragement of Cathy Miller, 

the Committee has undergone significant changes and 

identified areas for improvement.

One of the key initiatives undertaken by the Committee 

has been to focus on the recruitment of new members. 

With up to one third of current members retiring in 5 – 10 

years, it is important for CAPLA to focus on the recruitment 

of new members to the Association. The Member Services 

Committee has undergone various initiatives, including; 

attracting more students and recent graduates, increasing 

CAPLA’s exposure through its dynamic website, and a 

Membership Drive launching in 2010, which are all intended 

to keep CAPLA’s membership levels growing. Approaching 

previously untargeted groups, such as Petroleum Land 

Management (PLM) students at the University of Calgary is 

an opportunity for CAPLA to gain new membership. In that 

regard, on February 3, 2010, Tamara McDonald (VP Land, 

Crescent Point Energy Corp.) made a presentation to the 

PLM students on behalf of CAPLA. During this presentation 

the students were provided with NEXUS Magazines, student 

membership applications, as well as information on the 

benefits of CAPLA Membership. Similarly, Rob Gacek 

gave a presentation to students at SAIT at the close of the 

winter semester. This presentation covered the benefits of 

membership, the Myra Drumm Award, and CAPLA’s role 

within industry.

With an ever changing economic climate it is important 

to understand the needs of current members and the 

benefits that those members desire. Retention of current 

members is a goal of the Member Services Committee in 

2010. In that regard, our corporate discounts program 

has been examined, to help create better relationships 

with CAPLA’s current corporate partners, and identify 

what future partnership opportunities are available to 

increase membership value.  CAPLA currently offers 

an array of membership discount benefits including 

financial services, banking, insurance, recreation, and 

restaurants.  The CAPLA Membership Services Committee 

is always searching for new corporate partners to increase 

CAPLA’s profile in the community and increase the value 

of CAPLA membership.  CAPLA has also been actively 

engaged in market research to help the Committee better 

understand member needs and ultimately exceed member 

expectations.  Member feedback on all facets of CAPLA’s 

activities has been an integral part of this committee’s 

evolution over the past year.

CAPLA could not exist without its loyal members and 

dedicated volunteers. Therefore, CAPLA has continued 

in its efforts to recognize member’s achievements and 

commitment. The first annual Awards Luncheon held on 

April 12, 2010 was a great success and was the perfect 

opportunity to recognize the hard work and dedication of 

various volunteers. In addition to the volunteer awards, 

winners of the Myra Drumm award were recognized at this 

Luncheon. Linda Kopitoski (SAIT) and Leslie Gurba (Mount 
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Royal University) were the 2010 Myra Drumm Recipients. 

Linda graduated with excellent marks from SAIT’s Urban 

Aboriginal Oil & Gas Administration Program and received 

the John Belgrave Award in 2009 for the help and support 

she offered to other students in her program. Leslie Gurba 

graduated from Mount Royal University’s Petroleum 

Land Contract and Administration Foundation Certificate 

Program with exceptional grades. Her strong interpersonal 

skills and volunteering background combined with superb 

grades made Leslie an excellent candidate for the Myra 

Drumm Award. Both of these individuals possess a strong 

desire to learn and have shown a great enthusiasm for 

CAPLA and the petroleum land administration profession. 

The recruitment of individuals such as these as new 

CAPLA Members is vital for the Association’s longevity and 

continued success.

Going forward into the remainder of 2010 and onto 

2011, the Committee is looking at initiatives to enhance 

the recognition of CAPLA members, provide increased 

membership benefits, and various other ways to improve 

the Association. As stated previously, the new focus of 

the Member Services Committee is towards recruitment, 

recognition, and retention of CAPLA members. Should 

you have any suggestions with respect to enhancing 

any of these three categories, please feel free to contact 

CAPLA, where questions and comments will be forwarded 

appropriately.

Garrett Laudel, ConocoPhillips; Brad Reynolds, Cono-
coPhillips and Jason Peacock, Zargon Oil & Gas currently 
share the Chair duties of the CAPLA Member Services Com-
mittee.  n



Why Zebras Don’t 
Get Ulcers
By: Gary Lepine, Concord Professional Development

In some ways we humans are a lot like other animals, but 

in at least one significant way we are not; apparently zebras 

do not get ulcers while we do.

In 1994 Robert Sapolsky wrote a book called, “Why Zebras 

Don’t Get Ulcers”.  The book was updated in 2004 and is 

now in it’s 3rd edition.  In that book Sapolsky deals with 

the issues of stress, stress-related diseases, and coping.  

The basic premise is this.  Zebras face two kinds of very 

stressful situations; acute physical crisis and chronic 

physical challenges.  An example of the first situation 

would be when the zebra is peacefully minding its own 

business grazing on lunch when a lion jumps out at it also 

looking for lunch.  At that moment the zebra, and the lion 

to some extent, are under 

stress and have choices 

to make.  The zebra must 

decide to stand and confront 

the attacker or run like crazy, 

options that have classically 

been described as the ‘fight 

or flight’ response to stress.  

(The lion has already made 

the decision to fight, but if 

the zebra gets away it must 

also decide whether it has the 

ability, stamina, etc., to chase 

it and for how long, which 

can be stressful for the lion.)  

An example of the second 

situation might be if a drought 

occurs and the zebra has to 

wander for miles and miles 

every day looking for suitable and adequate food.  The 

same situation can apply to the lion if there is a shortage 

of edible prey and it also has to spend excessive amounts 

of time and energy looking for dinner, or finds itself in a 

prolonged chase across the savannah.

In both scenarios there is stress and both the zebra and the 

lion (and animals in general) are physically able to cope 

with and handle this kind of stress.  In this way we are like 

the zebra and the lion.  We can also find ourselves in acute 

physical crisis or facing a chronic physical challenge and 

in both cases while we may experience significant stress, 

as a general rule our bodies were designed to be able to 

handle it.

Where we differ from zebras and lions is in the area of 

our mental make-up, or what Sapolsky calls “psychological 

and social disruptions”.  As near as we know the animal 

kingdom does not spend a great deal of time worrying 

about what might happen to them, only what is happening.  

Humans on the other hand are very good at worrying about 

what might happen.  In fact many of us excel at it.
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Somewhat dependent upon personality of course, most of 

us are quite good at imagining what stress might be inflicted 

upon us in the future.  And what has been discovered is 

that even anticipating stress triggers the same chemical 

response in our bodies as the actual event does.  In other 

words, we do not even have to actually experience the 

stressor, we simply have to think we might experience it 

and our bodies are already responding!

What is important about this, is that our bodies were not 

designed to handle this kind of low grade, persistent, 

emotional or psychological stress, and the consequences of 

living this way over a longer period of time are significant.  

According to Sapolsky, some of those consequences 

include ulcers, heart disease, high blood pressure, fatigue, 

certain forms of diabetes, memory loss and other decreased 

brain function, sleep deprivation, depression, and even 

certain forms of cancer.  In the workplace, this kind of 

stress can have other consequences such as absenteeism, 

increased conflict with co-workers, and loss of job morale 

and productivity.

Obviously this is not encouraging news, but the problem 

does not have to be overwhelming.  Perhaps there will always 

be a certain measure of stress in life and the workplace, but 

there are a number of things that can be done to lessen 

that stress and its results.  For example, in the workplace, 

clearly defined and understood expectations along with a 

tangible connection between effort and reward or results, 

are two great places to start.

I believe that one of the greatest pleasures we get in this 

life is being able to “work” at something we truly enjoy.  

That may sound like something of a dream, 

but perhaps it does not need to be as hard 

as we think.  Creating places of work where 

people really want to be may take an 

investment of time, energy, and resources, 

but the overall benefits to personal and 

organizational health are well worth that 

investment.  n
Gary Lepine has provided sessions for CA-
PLA at the 2010 Conference and a Lunch’n 
Learn.  You can reach Gary at glepine@
concordpd.ca; www.concordpd.ca
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Energy Asset Management … cont’d from page 9

Cory Owens is also in the EAM program and has been 

working with PennWest this summer.  “Before starting 

the EAM program, I had absolutely no exposure to the oil 

and gas industry”, says Owens.  “The program has really 

brought me up to speed quickly so that I’ve been able to 

actually work on substantive issues like road use, third 

party and proximity agreements and really understand 

how they impact the overall business of the company.”

A comprehensive approach to energy asset management is 

being adopted by many successful industry players in their 

ongoing strategies to maximize efficiencies.  In particular, 

small and medium-sized energy companies will be able to 

realize the potential of employees with a broad skill-set 

and who can be effective in roles with a variety of EAM-

related responsibilities. The EAM program will produce 

graduates and summer students who are well placed to 

help companies effectively manage their energy assets.

CEAMS will be hosting an industry information breakfast 

on September 22.  Invitations will be sent out in the coming 

weeks and we would be pleased to have you join us to 

learn more about the EAM program and how graduates 

can become a valuable addition to your companies’ teams.  

Visit www.ceams.org for more details.  n
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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
• Access to the latest industry information, and
• Developing educational resources and tools 

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.


