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

CAPLA 2016 COURSE CALENDAR

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

Date

Time

Course

Feb 3

8:30am - 3:00pm

Analyzing Contracts

Feb 23

8:30am - 4:00pm

CAPL Operating Procedures - A 5000 Foot Overview

Feb 24

8:30am - 4:00pm

Dealing with Difficult People

Mar 2

8:30am - 4:30pm

Acquisitions & Divestments: The Long & Winding Road

Mar 3

8:30am - 4:00pm

Administration of the Alberta Energy Regulator (AER) Directive 56

Mar 17

8:30am - 12:00pm

Notice of Assignment (NOA) - Novice

Apr 25

8:30am - 12:00pm

Notice of Assignment (NOA) - Advanced

CAPLA 2016 PROFESSIONAL DEVELOPMENT & EVENTS CALENDAR
For times and locations, please check the CAPLA website.
Jan 21

Leadership Networking Event

Jan 28

Lunch ‘n Learn: Surface Rights Board

Feb 25

Lunch ‘n Learn: That’s a Wetland? The New Alberta Wetland Policy as Part of the Water Act

Mar 8

Leadership Breakfast: Dan Gaynor – Leading Through Stormy Seas

Mar 15

Lunch ‘n Learn: TBD

Apr 14

Lunch ‘n Learn: TBD

May 12

CAPLA AGM & Awards Luncheon

May 17

Leadership Breakfast: Grant Ainsley – Talk Like a Leader

LENDING A HAND IN LAND SESSIONS
For times and locations, please check the CAPLA website.

Date

Time

Session

Dec 15

9:00am - 10:00am

Legal Check-in

Dec 17

11:45am - 1:00pm

Career Coaching Session: Interviews – Questions, Negotiating

Jan 7

11:45am - 1:00pm

Career Coaching Session: Marketing Plan: Target Role, Target Company,
Approach, Value Proposition

Jan 21

11:45am - 1:00pm

Career Coaching Session: Onboarding

Jan 26

11:30am - 1:00pm

Rentals – Let’s Get These Rentals Paid

Feb 4

11:45am - 1:00pm

Career Coaching Session: Open Forum - Q&A
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President &
CEO Message
CAPLA Shows Innovation During Challenging Year

A

s 2015 draws to a close, we look back at a
challenging year for both CAPLA and the oil and
gas industry in Canada. Due to the current slump
in oil and gas prices, many of our members have lost
their jobs or are coping with increased workloads and
uncertainty within their companies.
Here at CAPLA, we are striving to find a balance between
delivering benefits to our members and maintaining fiscal
stability for our organization. We too have experienced
a decline in revenue this year, and as a result have
reduced our staff team by two positions. As well, we have
cancelled next year’s conference in order to maintain
a balanced budget. The conference will be offered
again in 2017, as it remains a cornerstone of CAPLA’s
education program. We hope to deliver some aspects of
the conference in innovative, cost effective ways, so stay
tuned for announcements about upcoming professional
development opportunities in land.
Although our membership renewals, enrolment numbers
and sponsorship levels have dipped this year, CAPLA is still
in a good financial position thanks to ongoing support from
our members and corporate sponsors such as Talisman/
Repsol, Crescent Point Energy and LandSolutions. Special
thanks to geoLOGIC solutions for sponsoring our 2016
Lunch ‘n Learn series. We will continue to support our
members by providing innovative and relevant programs
and services in the years to come.
We have been very pleased with member response to
“Lending a Hand in Land,” a series of free or low-cost
educational and networking sessions designed to help
members refresh their skills or keep in touch with
industry even if their professional development or training
resources are limited or non-existent. By delivering value
during challenging times, this program is helping CAPLA
members stay engaged with our association and one
another.
So far, we have offered a wide range of sessions, from
career, personal and legal coaching sessions to software
training and technical mini-courses in surface or mineral
land. Thank you to everyone who has stepped forward
to voluntarily lead these sessions. We could not offer
them without the support of members who are taking this
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opportunity to share their expertise and experience with
other CAPLA members. Thanks also to Talisman/Repsol
and McAra Printing who have kindly provided sponsorship
support for Lending a Hand in Land.
Please check our website at caplacanada.org/lending-ahand-in-land to sign up for an upcoming session. If you
have a suggestion for a session, or would like to lead
one, please contact Matt Worthy, our Programs and Events
Manager, at matt@caplacanada.org.
MEMBERSHIP BENEFITS
Just as a friendly reminder, here is what you receive for
your $175 annual CAPLA membership fee:
•

Access to CAPLA’s Job Bank: Make a smart career
move or recruit the best candidate for your land
department.

•

E-Bulletins and NEXUS magazine: Your inside
track to the latest land information.

•

Member event pricing: CAPLA events are
informative, enjoyable and affordable.

•

Ethics training – free of charge! The CAPLA
Board is investing in you as a land professional
by offering two half-day ethics courses, valued at
$175 each, free-of-charge.

•

Courses designed just for you: Build your
knowledge and advance your career by taking a
CAPLA course.

•

CAPLA Certification: Build your confidence
and gain industry recognition by successfully
completing the mineral, contract or surface
exam.

•

Mentorship Program: Enjoy a mutually-beneficial
professional relationship with a new colleague.

•

See and be seen on CAPLA’s online member
directory: Build your network of land associates.

•

Knowledge Bank: Contact any of our Knowledge
Bank volunteers to guide you through
new territory or help solve that tricky land
conundrum.

•

A members-only online Resource Centre.

n

Article
HOW TO SET UP AS A LAND CONSULTANT
By Tracey Stock PEng, Legal Counsel

D

uring this period of industry stress, many land
professionals are exploring alternatives, searching
for new opportunities, and feeling uncertain and
confused. It’s hard.
Long memories may believe that times in the oil patch were
worse in the 80’s and 90’s. There were hard times back then.
But, Stats Canada data shows that in the late 80’s and all
through the 90’s Alberta’s unemployment rate in the upstream
energy sector averaged 6.4%. In 1992 it went as high as 8.4%.
From 2000 to 2014 it averaged 3.8%, but spiked in 2009
during the great recession at 7.8%. In May 2015 it swelled to
more than 11%. Memories can be
misleading.
Land professionals are resilient –
responding to tough times with
creativity and perseverance. In
some cases this may be opening
an Okanagan winery. Others may
go on an academic upgrading adventure. Many look at consulting.

A proprietorship may operate using a trade name and may
choose to give the name some protection by registering it
with corporate registry for a small fee. Trade names cannot
include any of the words, “Ltd.,” “Inc.,” “Corp.,” “Limited,”
“Incorporated,” or “Corporation.” These are exclusively
reserved for corporate names.
Naming a corporation requires a NUANS (Newly Upgraded
Automated Name Search) to show that the name is available.
It costs about $50. Corporate names must be distinct not only
in text, but also as to how it sounds. This avoids marketplace
confusion. For example, CB Consulting Inc. and See-Bee
Consulting Inc. would be in conflict. If your proposed name
is not unique, you need to do another NUANS. If you don’t
name your corporation, the
default is that the corporation
will go by a number such as
123456 Alberta Ltd. In the end,
average set-up cost is probably
around $1200.

“Land professionals are

resilient – responding to
tough times with creativity
and perseverance. In some
cases this may be opening an
Okanagan winery. Many look
at consulting.”

Consulting lets employers access
skills on a short-term basis with
minimal obligation. It offers land
professionals flexibility and the opportunity to gain exposure to several work environments. A discussion about how
to open a consulting business may be helpful and this article
provides some basic information.

Operating as a consultant provides the option to offer
services as a sole proprietor or as a corporation. It’s an
important distinction for reasons that, among many things,
concern law and taxation.
PROPRIETOR OR CORPORATION: For some, the debate
between incorporating or not is about cost. Setting up as a
proprietor feels like a bargain and feels simple. However, as
with most things, it may not be the bargain you expected
and may not be as simple as you thought.
A proprietor avoids the cost of incorporating. Incorporation
of a private corporation (no publicly-traded shares) costs
anywhere between about $500 and $2000, depending on
whether it’s named, has more than one shareholder, includes
a unanimous shareholder agreement, or has a complex
structure. This includes a $250 disbursement to corporate
registry.

You can incorporate yourself, or
specialty firms can assist. However, law firms offer the most
comprehensive service, including unanimous shareholder
agreements, and best value.

OPERATING COSTS: The basic annual cost of operating
a corporation starts with filing the $50-ish annual return
and completing the annual general meeting records in the
minute book either yourself or by having a law firm do it for
about $275. A proprietorship doesn’t have annual returns or
a minute book.
Alberta corporations are taxed at 15% federally and 10%
provincially. Proprietorship taxation is based on personal
rates. Corporate bank accounts often have higher service
charges than the personal account that a proprietor may
use. However, most banks offer small business plans that
may rebate all, or most, of these charges. The typical $200
Workers’
Compensation
Board
(WCB) account premium and
CAPLA
OFFICE
MOVE
accounting costs are about the same for both proprietorship
CAPLA office
has been
and The
corporations.
However,
there relocated
is more tointhe difference
our
current
building.
between a corporation and a proprietorship than the cost of
set-up
and
operations.
Our
new
address is First Street Plaza,
Suite 620, 138 4Ath Avenue
SEis just you. You’re out in
PROPRIETORSHIP:
proprietor
Calgary,
AB T2G
the market
selling
your4Z6
services and getting paid. The money
you collect is immediately part of your personal income and
is reported and taxed as personal income. You can deduct
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reasonable current expenses you pay to earn business
income, including GST on the expenses. You cannot deduct
personal expenses and must separate them from business
expenses. It’s suggested that you open a separate personal
account for your business. It helps separate the two.
Keep all your receipts and if a receipt isn’t clear about what
it’s for be careful to write a note on the back, especially
for restaurant/entertainment. Note who you were with,
their relationship to you, and what you discussed. Also, you
cannot claim expenses you incur to buy capital property –
any depreciable property that is eligible for a capital cost
allowance deduction and any property that would result in a
capital gain or loss if you sold it.
As a proprietor you sign contracts and make marketplace
commitments in your own name. This exposes you to
personal liability so it’s wise to carry higher liability insurance.
Discuss your needs with an insurance agent and be sure they
understand that you’re looking for commercial cover.
If your proprietorship gets into financial trouble, Alberta isn’t
a bad place to go bankrupt. Its Civil Enforcement Act has
some limits on what can be seized. You’ll get to keep food
for yourself and your family for one year; necessary clothing,
household furnishings and appliances up to $4,000; one
motor vehicle valued up to $5,000; tools of your trade that
you use to generate income up to $10,000 (but this doesn’t
include a computer); and equity in your principal residence
(including one that is a mobile home) up to $40,000. Not
bad. In other provinces you could lose everything.
CORPORATION: A corporation is a separate legal entity
with all the legal rights, powers, and privileges of a natural
person. It has its own finances, tax obligations, contracts
and marketplace profile. It offers shielding against lawsuits

as the plaintiff takes action against the corporation and
not necessarily against the individual(s) who own the
corporation. The corporation can also go bankrupt without
its owner going bankrupt.
You may incorporate provincially or federally. The choice
depends on how and where you plan to conduct business,
and can be a complex analysis. However, as a rule-of-thumb,
petroleum land consultants will want to be an Alberta
corporation and won’t need to register in other provinces
as an extra-provincial corporation. An Alberta corporation
is a less expensive process and avoids the cost of annually
producing audited financial statements and the need for
naming in English and French.
A corporation is able to claim expenses incurred to buy
capital property. As with any business, keep all your receipts
and, if a receipt isn’t clear about what it’s for, be careful to
write a note on the back. For restaurants/entertainment, note
who you were with, their relationship to you, and what you
discussed.
Many land consultants operate as one-person corporations.
The consultant owns 100% of the shares of the corporation
and is its sole director and officer. The corporation goes out
into the marketplace and enters into business contracts in its
own right. It hires an employee – usually the same person
who is its sole shareholder, director, and officer – to do the
work. The corporation may hire others too. Sometimes this is
a family member who handles invoicing and bookkeeping.
The corporation then issues payroll to the employee(s)
and remits Canada Pension Plan (CPP) contributions,
Employment Insurance (EI) premiums, and income tax to
the Canada Revenue Agency (CRA). The corporate employer
is also responsible for the extra cost of its own matching
contributions for CPP (1x) and EI (1.4x).
A corporation is able to declare a bonus
to its employee(s). This is another form
of payroll and is subject to CPP and EI.
However, after all taxes and payroll are
paid, a corporation is also able to declare a
dividend on its shares. This is another way
to transfer funds out of a corporation and
into private hands and enjoys preferred tax
treatment.
It’s important to go through the payroll,
bonus, and dividend process and also to
maintain the corporation’s minutes of its
director(s) and shareholder(s) decisions,
and to file its annual return with Alberta
Corporate Registry. Otherwise, the CRA may
determine that a closely-held corporation
is a sham. Failing to file the annual return
will also lead to the corporation eventually
being struck.
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EMPLOYMENT CONTRACT: To help establish and document
the relationship between the consulting corporation and its
employee (land consultant), it’s helpful to draft and sign
an employment contract. This will describe the anticipated
work of the employee as a land consultant and document
the anticipated salary that the corporation will pay to the
employee. It’s good practice for the corporation’s copy of the
contract to be kept in the minute book.
UNANIMOUS SHAREHOLDER AGREEMENT: Even though
land consulting corporations are often one-person operations, it’s good practice to have a unanimous shareholder
agreement (USA). This may seem strange when there’s only
one shareholder, but it’s driven by section 120 of the Alberta Business Corporations Act which limits the capacity of
a director or officer to participate in any decision that has a
material impact on them, personally. In a one-person corporation, there is a material conflict all the time when it hires its
director/officer as its employee to do land consulting work.
Fortunately, Section 120(10) says these limits are, “subject to
any unanimous shareholder agreement.” So, a USA is used
to empower the sole director/officer to act lawfully for their
own benefit as an employee of the corporation. The need
to have a USA elevates the cost of incorporation a bit, but it
really is a must-have.
CORPORATE STRUCTURE: Incorporation also facilitates
the design of a corporate structure that includes family
members or anybody else you may choose. Shares in one
or different classes can be issued to as many as 50 people.
Different dividends can be declared for different classes. This
allows corporate profits to be distributed as desired. Newlyannounced personal income splitting provisions cover part
of this opportunity, but management of corporate structure
is far more flexible, may include extended family and nonfamily members, and is probably less vulnerable to shifting
political winds.

CANADA REVENUE AGENCY AND ALBERTA FINANCE,
CORPORATE ACCOUNTS: As an incorporated consultant,
you’ll need to open a CRA corporate account and an account
with Alberta Finance. These are the accounts to which you
pay corporate taxes. In the first year of operation you won’t
need to make any remittances. However, after the first year,
the corporation may need to make monthly remittances to
CRA. Your accountant will be able to give specific advice on
how this works.
CANADA REVENUE AGENCY, PAYROLL ACCOUNT: Incorporated consultants will need to open a CRA payroll account. This is the account that receives monthly payroll remittances for source deductions and corporate contributions
made when the corporation pays its employee(s) including:
(i) income tax, (ii) CPP, and (iii) possibly EI as, in some
circumstances, self-employed individuals may be eligible
for certain EI special benefits by contributing to the plan.
Your accountant will be able to give specific advice on how
source deductions and EI work. Note that the corporation
must have a TD1 tax form on file for each employee.
EMPLOYEE OR INDEPENDENT CONTRACTOR: Another
concern is that the CRA may deem that a petroleum land
consultant is an employee regardless of the contractual
status between the consultant and their client, or whether
the consultant operates as a proprietor or corporation. The
distinction matters to CRA because the employer of an
employee is responsible for deducting payroll taxes. The
client of an independent contractor is not.
Figuring out whether or not a land professional is an
employee or an independent contractor is not straightforward. CRA sets out a two-step test. Step 1 is about intent
and the language difference is subtle. To quote CRA, “Did
the two parties intend to enter into a contract of service
(employer-employee relationship) or did they intend to
enter into a contract for services (business relationship)?”

CANADA REVENUE AGENCY, GST ACCOUNT: As a proprietor or incorporated
consultant, most petroleum land consultants will need to open a GST account
with the CRA. It’s necessary if you anticipate that your total worldwide taxable supplies (eg. gross land consulting income)
exceeds $30,000 in the current calendar
quarter and over the preceding four consecutive calendar quarters. This is not the
whole story, but if your circumstances are
not those of most land consultants it may
get complicated. More information is available at http://www.cra-arc.gc.ca/tx/bsnss/
tpcs/gst-tps/rgstrng/menu-eng.html or by
consulting your accountant. The GST account number must be included on your
invoices.

NEXUS – December 2015

7

In the latter case, a land professional is engaged to perform
services as a person in business on their own account. Step 2
sets the two alternatives apart. It asks seven questions:
1. what level of control the payor has over the
worker’s activities;
2. whether the worker provides the tools and
equipment;
3. whether the worker can subcontract the work
or hire assistants;
4. the degree of financial risk the worker takes;
5. the degree of responsibility for investment and
management the worker holds;
6. the worker’s opportunity for profit; and
7. any other relevant factors, such as written
contracts.
It’s helpful to look at each of these questions separately.
TEST FOR INDEPENDENT CONTRACTOR:
Control: Control is the ability, authority, or right of a
payor (employer/client) to exercise control over a worker
(employee/consultant) concerning the way the work is done
and what work will be done. For example, if you hire a
painter to paint the outside of your house, you don’t expect
to control exactly how the work is done. You select the colour
and quality of the paint; after that, the painter is essentially
free to do the work anyway they feel is right.

Control isn’t always that easy to determine. Professionals
bring expertise and specialized training to their work and
may need little or no specific direction in their daily activities.
CRA focuses on the payor’s control over the worker’s daily
activities and the payor’s influence over the worker. The key
is whether the payor has the right to exercise control, not
whether the payor uses that right. In land administration,
the payor usually has detailed controls in place to ensure
that land data is entered into the land system in a consistent
and meaningful fashion. However, the payor probably has
no control over the processes used to analyze and resolve a
lease or contract issue. But, the question doesn’t stop there.
CRA also looks at whether the worker needs permission
to work for other payers while working for the first payor;
whether the payor determines what jobs the worker will
do; and whether the worker receives training or direction
from the payor on how to do the work. These all go toward
establishing that overall work environment between worker
and the payor is one of subordination. A self-employed worker
usually works independently within a defined framework;
has no one overseeing their activities; is free to work when
and for whom they choose; may provide services to more
than one payor at the same time; can accept or refuse work
from the payor; and the working relationship between payor
and worker does not present a degree of continuity, loyalty,
security, subordination, or integration.
Tools and Equipment: In this category, CRA anticipates
that in a business relationship, self-employed workers will
supply their own equipment such as computers, pens,
notebooks, etc. Self-employed workers also provide their
own workspace; although there is allowance for workers
to be on the employer’s site when accessing proprietary
information and materials such as land files. This allowance
also includes access to a payor’s proprietary land data in its
land system which allows a land consultant
to use a payor’s computer on its site.
Subcontracting Work or Hiring Assistants:
CRA expects that a self-employed worker
can subcontract or hire assistants and the
payor has no say in whom the worker hires.
This helps determine a worker’s business
presence because subcontracting work or
hiring assistants can affect chances of profit
and risk of loss. Self-employed workers will
not receive any benefits from the payor
and they will advertise and market their
own services. A self-employed worker does
not need to complete the work personally.
They can hire someone else to do the work
or help complete it and pay the costs for
doing so. Employees can’t.
Financial Risk: Usually, employees do
not have any financial risk. They have no
financial liability if they don’t fulfil contract
obligations. The payor’s usual recourse
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is simply to let the employee go. Their expenses are
reimbursed, and they do not have ongoing fixed operating
costs. An independent contractor has financial risk because
they perform a substantial amount of work from their own
workspace and can incur losses when paying fixed costs,
even if work is not currently available. An independent
contractor is hired for a specific job rather than an ongoing
relationship, and do not receive any protection or benefits
from the payor. They also advertise and actively market
their services by having things such as business cards and a
website. Both employees and independent contractors may
be reimbursed for business or travel expenses.
Responsibility for Investment and Management: An independent contractor has a significant capital investment, may
have staff to hire, manage and pay, and establishes a business presence. Being incorporated is part of a capital investment and part of establishing a business presence. Heaped
together, this is evidence of business operations and supports the view that a business relationship exists between
the independent contractor and the payor. An employee has
no capital investment in the business and does not have an
independent business presence.
Opportunity for Profit: An independent contractor has
receivables and expenses and can make a profit or incur
loss. This shows they control the business aspects of services
rendered, and that a business relationship likely exists
between the worker and the payor. Normally, employees
do not have the chance of a profit and risk of a loss, even
through their remuneration can vary depending on the terms
of the employment contract. For example, employees with a
productivity bonus clause can increase their earnings based
on their output. But, CRA does not view this as a profit as
it is not the excess of receivables over expenses. Employees
may have expenses directly related to their employment
such as automobile expenses, board and lodging costs.
Normally, expenses would not place employees at risk of
incurring a loss because it is unlikely the expenses would be
in excess of their remuneration. Employees may also share
in employer profits through an incentive program, but they
do not share in the employer’s losses.
An independent contractor has the chance of profit or risk
of loss because they have the ability to pursue and accept
contracts as they see fit. They can negotiate the price for
services, and have the right to offer those services to more
than one payor. They are free to increase their income and/
or decrease expenses in an effort to increase profit. The
method of payment may help to determine if the worker
has the opportunity to make a profit or incur a loss. In an
employer-employee relationship, the worker is normally
guaranteed a return for the work done and is usually paid
on an hourly, daily, weekly or other regular basis. Similarly,
an independent contractor may be paid hourly. However,
when a worker is paid a flat rate, it is a clearer indication
that a business relationship exists – especially if the worker
incurs expenses in performing the services.

Written Contracts: The existence of a written contract may
provide some evidence of the intention of the parties. This
has more relevance under the Civil Code in Quebec, but may
provide some support in other provinces. Still, the degree of
control, autonomy, responsibility, and risk form the basis for
CRA’s analysis.
Ruling: If you’re uncertain about whether or not CRA will
interpret your status, you can request a CRA ruling. If you
have a payroll account and are registered on My Business
Account, you can use the “Request a CPP/EI ruling” service
at www.cra.gc.ca/mybusinessaccount. Or you can send a
letter to your nearest CRA office.
ALBERTA WORKERS’ COMPENSATION BOARD: It’s not
necessary for a one-person consulting business to have an
account with the Alberta WCB. It becomes necessary if the
business has employees who are not owners of the business,
but that’s beyond the scope of this article. More importantly,
it’s become common for oil and gas companies to require
that all contractors have WCB accounts in good standing.
Otherwise, the oil and gas company is responsible for
unincorporated consultant’s WCB coverage and, if injured
on the job, the consultant may be able to sue the oil and
gas company. It’s especially onerous because section 24(4)
of the Workers’ Compensation Act (Alberta) says that, “If the
personal injury or death of a worker… occurred during the
course of the employment… it is presumed that it arose out
of the employment.”

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

Toll Free (866) 412-5263

www.hmaland.com | www.rpsgroup.com
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Opening a WCB account is simple. It can be done online
at http://www.wcb.ab.ca. As a one-person operation, you’ll
be taking out personal coverage. It provides (i) no fault
coverage; (ii) protection against loss of employment income;
and (iii) lawsuit protection. If your injury is work-related,
you’re eligible for benefits regardless of whether negligence
was a factor. Disability benefits are based on 90 per cent
of your net income, or the amount of coverage purchased,
subject to the maximum amount of coverage allowed under
the Alberta Workers’ Compensation Act (currently $95,300 in
2015).

business licence in Calgary. Outside Calgary, you should
check with your local municipal government, but generally
the activity of a business consultant will not require a
business licence.

If a workplace injury or illness happens, you’re protected
from lawsuits from other people covered by WCB. Cost
will vary based on the amount of coverage you purchase
and the industry you’re in. The minimum annual premium
on a WCB account is $200. Experience suggests that land
consultants can anticipate a low premium as petroleum
land consulting is low risk industry. However, be cautious
about the word “petroleum” and reference to the oil and gas
industry. These are red flags that may trigger an assumption
that your work sometimes includes visiting rigs and oilfield
facilities. Premiums for oilfield workers are much higher than
for office workers. Talk to a WCB representative to clarify
that your role does not involve going out to the field.

DISABILITY INSURANCE: In addition to protection against
loss of employment income provided by personal WCB
coverage, consider taking out disability insurance from a
private insurer. Note that if you’re incorporated and you have
your corporation pay this premium, any benefits you receive
during a period of disability will be taxable income. If you
pay the premiums out of your personal after-tax income, the
benefits are tax free. Consult with a financial planner to be
sure that the net income will be sufficient for your needs
either way.

MUNICIPAL BUSINESS LICENCE: The business of a
petroleum land consultant does not require a municipal

HEALTH INSURANCE: As a self-employed person, whether a
proprietor or corporation, consider taking out supplementary
health insurance. It’s offered by several private insurers. A
common example is Alberta Blue Cross which administers
Alberta government-sponsored supplementary health benefit
programs.

GENERAL COMMERCIAL LIABILITY INSURANCE: Like
WCB, it’s not necessary for a land consulting business to
have general commercial liability insurance. There’s low
probability its activity will incur liability for damages to
persons or property. However, it offers some security and,
like WCB coverage, it has become common for oil and gas
companies to demand that all contractors have at least $2
million general commercial liability cover. For land consulting
work, you may find these policies have an annual premium
ranging between about $800 and $1200. Shop around and,
again, be cautious about the word “petroleum” and reference
to the oil industry. Be honest. It’s true that you are working
in the oil and gas industry, but be sure your agent and the
underwriter know your work doesn’t involve going out to
the field.
WEB PRESENCE: Consider registering a domain name for
your business and using it for email and a webpage that
details your experience, qualifications, and expertise. You
may also consider registering on the professional networking
site, LinkedIn.
SUMMARY: The bottom line is that you can operate as
a consultant either as a proprietor or as the employee of
your own corporation. It’s a personal choice. Both forms
are vulnerable to CRA tests about the employer-employee
relationship. Being a proprietor is less complex and less
expensive, but offers no legal protection in the marketplace
and less flexibility about how income is divided. Incorporation
has higher start-up costs, but basic ongoing costs are low
and its legal shielding and income flexibility are attractive
features.

n
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Does Your Land Consultation Business
Have the Right Insurance?
By BrokerLink
Did you know that many land consultants who are
hired as independent contractors may be excluded
from their hiring company’s insurance policy?
As a land consultant, it is important to ensure you
have the right insurance coverage to protect yourself
against any lawsuits resulting from the work you
conduct.
There are several important coverage types you
should be aware of.
Commercial General Liability protects you against
lawsuits brought against you or your business for any
damage you may cause to a person or property at
any location. It does not protect you against lawsuits
related to advice given or actions recommended to
clients or individuals.
In contrast, Professional Liability covers financial
loss a client or landowner may suffer from
following advice you provide. If you are evaluating

contracts and advising landowners, or if you
are recommending a course of action, then you
may be sued for the advice you provide. Errors
and Omissions is an important coverage for any
consultant.
Legal Expense Insurance can cover costs for
legal actions, for or against you, when it is not the
responsibility of your general or professional liability
insurance provider to provide assistance. This can
include contractual disputes, employment disputes
or tax disputes. While Legal Expense coverage is not
meant to reimburse a settlement against you, it can
provide protection against some of the costs incurred
in a legal dispute.
Each business is unique and therefore requires
unique coverage consideration. At BrokerLink, our
experienced and knowledgeable brokers can help
you properly protect your business against the
exposure it faces.

n

LAND AND ENVIRONMENT
GO TOGETHER LIKE
COMMON AND SENSE.
The experts in Land Acquisition offer Environmental Services as well.
Makes perfect sense to us. An A to Z solution that is far more efficient and
effective, making your life so much easier. For expert land management
and environmental services - call 1-866-834-0008 or visit
landsolutions.ca and relax.
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Article
The Importance of Self-Leadership, Part 2
Part 1 of this article was published in the September 2015 issue of NEXUS. It provided a context for the emerging
business theory of “followership.” It also introduced one of the major followership patterns originally outlined in
Robert E. Kelly’s 1988 Harvard Business Review article on followership, in which followership was presented in
the dimensions of critical, independent thinking and active performance.
By Jim MacLean, Manager, Mineral Land Asset Management, Talisman/Repsol

K

elly’s work was built upon by William E. Rosenbach, Thane S. Pittman and Earl H. Potter III in their article “What
Makes a Follower” in Contemporary Issues In Leadership, 7th Ed (2012).

POLITICIAN

PARTNER

•

Pays more attention to managing
relationships than performance of the
tasks

•

Have the competence and commitment for
the assigned task, while being attentive to
relationships and collaboration

•

Keen sense of group dynamics that can
be helpful to leaders

•

•

Can allow defined aspects of the job to
slip − a particular problem when others
rely on them for performance of their
assignments

Emphasis on understanding and sharing the
goals of the leader and using this understanding
to focus their own efforts

•

Ongoing development of positive relationships
across organization through interfaces

•

Understand how to advance ideas

•

This quadrant tends to be occupied by
individuals with a history of high performance
and the experience to see the larger context

•

A quadrant to which all followers can aspire by
being more aware of their behaviours

•

Can become Partners by recognizing
the need for greater balance between
relationships and performance of the
tangible aspects of their defined role

SUBORDINATE

CONTRIBUTOR

•

Employee focused on following direction

•

Works hard and known for quality of work

•

No expectation for leadership in this role

•

Thinks the job through using expertise

•

Typically limited commitment to
either high performance or building
relationships

•

Interpersonal dynamics of the workplace
typically not of particular concern

•

More valued in a work unit with a lot of
top down direction in which obedience
is expected

•

May choose not to share knowledge or expertise

•

•

Often a somewhat disaffected follower
who is not interested in giving anything
extra

Can move into the Partner quadrant by being
more aware of the importance of relationships
and modifying behaviours accordingly

•

Might also mitigate any gap in this area by
restructuring the duties somewhat to emphasize
the aspects on which they perform well and
minimizing some of the relationship components

LOW

RELATIONSHIP INITIATIVE

HIGH

They examined followership behaviours, and concluded that differences in outcomes were based on two behavioural
dimensions − a commitment to high performance and a commitment to developing effective working relationships.
They identified four types of followership roles from that analysis that are summarized in the diagram below:

LOW

PERFORMANCE INITIATIVE
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HIGH

Using this analysis, Partners offer the best of both of these
dimensions through their commitment to high performance
and the creation and maintenance of positive relationships,
particularly with their leader. In that article, the authors
present the opinion that there are four differentiators for
each of the Performance Initiative and the Relationship
Initiative, as noted below:
PERFORMANCE INITIATIVE ATTRIBUTES
(a) Doing the Job: The commitment of a follower
to do a good job varies across the spectrum, from
going through the motions/doing the minimum
required to retain their position, to trying to do
a good job, to setting standards for themselves in
which they strive to perform at the highest level
in what they do. Those on the latter part of the
spectrum tend to take great pride in what they do
because they see their work as part of who they
are, rather than just something that they do.
(b) Working with Others: The commitment of a
follower to work well with others varies across
the spectrum, from not being able to work well
with others, to being largely indifferent about the
value of relationships because of a preference
to work alone, to working well with others, to
regarding all interfaces as an opportunity to build
relationships for the task at hand, as well as for
the future.
(c) Self as a Resource: To what degree do followers
regard themselves as organizational resources and
try to maintain a healthy work-life balance? The
degree to which there is a risk in this area will
be a function of the other levels of commitment
of the employee, such that the risks tend to be
greater on the right side of the Performance
Initiative spectrum.
(d) Embracing Change: The willingness of a
follower to embrace change varies across the
spectrum, from active or passive resistance,
to doing the minimum necessary to effect the
change, to looking at change objectively on
merit and participating actively in any required
implementation, to being proactive in seeking out
improvement opportunities.
RELATIONSHIP INITIATIVE ATTRIBUTES
(a) Identifying with the Leader: Some followers
make limited efforts to understand the leader’s
perspective. Others do what they can to help the
leader succeed. Partners tend to believe that there
is a shared responsibility for the creation of a good
relationship between the follower and a leader.
(b) Building Trust: Some followers take the
initiative to perform in ways that are intended in
part to instill confidence and trust by the leader.
Other followers do not regard this as particularly

important. The latter are not positioned to help
leaders as much as they otherwise might be, such
that the interface is suboptimal to what it could
be.
(c) Courageous Communication: Followers will
have different levels of comfort in being the
bearer of bad news. The greater the level of
trust between the leader and the follower, the
more comfortable the follower will be in sharing
information openly. This will be more likely
insofar as the leader has developed a culture that
facilitates open communication.
(d) Negotiating Differences: The stronger the
relationship between the follower and the leader,
the more likely they are to be able to talk through
any differences.
WHAT KIND OF FOLLOWER ARE YOU, AND HOW IS
SIDNEY CROSBY AT ALL RELEVANT TO THIS?
One of the responsibilities of a leader is to help those
they lead to lead themselves more effectively. Leaders
who are “caring leaders” are more likely to create a work
environment that enhances the ability of followers to
optimize their contributions and personal satisfaction.
It does not follow from this, however, that followership
is a leader driven process in which the leader guides and
directs the follower. That perspective is overly simplistic,
as it does not consider the shared responsibility of the
follower to make conscious choices about the manner in
which he or she will contribute to the organization.
In this regard, one of the greatest gifts we can ever give to
ourselves is to make a choice to become more self-aware.
This requires us to go outside ourselves and look back
in at what we see very objectively by asking ourselves
questions such as the following:
•

What are the things that I do well?

•

What am I proud of in the way that I perform
my role?

•

How do my contributions make a difference?

•

What are the things that I don’t yet do as well
as I need to in my role, what am I going to do
about them and how can my leader assist me?

•

To what degree do I demonstrate initiative in
my duties?

•

What is my typical response to change?

•

How well do I work with others?

•

How good is my relationship with my leader, and
what is my part in enhancing that relationship?
. . . continued on Page 14
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MEET the

KNOWLEDGE
PRO
ROVIDERS

SELF-LEADERSHIP
. . . continued from Page 13

Knowledge Providers respond to inquiries and share
their expertise in order to support other CAPLA
members. We are pleased to introduce two of our
dedicated Knowledge Bank volunteers. (To see
the full list of Knowledge Providers, go the CAPLA
website and look for “Knowledge Bank” under the
Resources tab.)

Sadly, the paradox about our reluctance to become
more self-aware is that we are missing the opportunity
to celebrate the attributes and contributions of which we
should be proud and also limiting our ability to explore
the boundaries of our own potential.

JERRY L. McISAAC, CPLCA
Contracts Landman
Husky Energy Inc.
Jerry.McIsaac@huskyenergy.com
(403) 513-7820
Area of Specialty: Mineral
Contracts
Over the past 25 years, Jerry
has gained extensive knowledge
in acquisitions, divestitures and the unraveling and
reorganizing of the land contract side of the business
that results from these activities. Jerry challenged the
Certification Exam and was accredited the CPLCA
designation. She has been a Knowledge Provider
since 2012 and is currently a volunteer for the
CAPLA Mentorship Program and the Abandoned Well
Committee. She is currently employed with Husky
Energy Inc. as a Contracts Landman and welcomes
any queries you may be struggling with regarding
Mineral Land.
INGRID HALL
Road Use Coordinator
Independent
ingrid.hall@gmail.com
(403) 923-8296
Area of Specialty: Road Use
Most of Ingrid’s career in the oil
and gas industry has been dealing
with Road Use Agreements.
Her passion for road use and
helping others led her to be a part of the CAPLA
Mentoring Program, as well as the committee which
created the 2005 version of the CAPLA Master Road
Use Agreement. She also helped on the Olds College/
CAPLA Committee to create road use questions for
the certification exam. Ingrid will be part of the 2015
Master Road Use Agreement Project Team. She has
been a Knowledge Provider since 2005.
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I’ve yet to meet anyone who is entirely comfortable with
that type of self-examination, largely because it takes us
well outside our comfort zone.

I like to refer to sports when engaged in personal
development discussions with others because some of
the most self-aware people in the world are elite athletes.
A Sidney Crosby, for example, is very self-aware of the
things that he does well, the things that he doesn’t yet do
as well as he needs to and what he is going to do about
the latter. His willingness to look at what isn’t yet (a belief
in what can be, versus a “weakness”) is not a sign of
weakness, but the ultimate sign of strength.
The choice of most elite athletes to become very selfaware is one of the key attributes that makes them great
at what they do. Similarly, those you most respect in the
workplace are probably very self-aware, whether they are
conscious of this or not.
The sacrifices required are such that few of us have any
aspiration to be the Sidney Crosby of our workplace. Each
of us, though, has the ability to look at ourselves through
a different lens to see how we can become a better player
for the team, irrespective of our role. This investment
in ourselves offers significant ongoing benefits over the
longer term for which we are the primary beneficiary.
Notwithstanding the labels the literature may put on
leadership and followership, the reality is that optimized
personal performance requires each of us to demonstrate
behaviours that are consistent with those of leaders. This
is because our own self-leadership is at the foundation of
our performance and the way in which our career unfolds.
Nothing in this article is going to make today’s “worst of
times,” 2014’s “best of times.” It can, though, potentially
help make the “worst of times” less “worse” than what
otherwise might be the case.

n

Read both Part 1 and Part 2 of this article on the CAPLA
website at caplacanada.org/followership.

Article
THE NATIONAL ENERGY BOARD AND LAND MATTERS
By Anne-Marie Erickson, Technical Leader, SocioEconomic, National Energy Board

T

he National Energy Board (NEB) is Canada’s federal
pipeline regulator. It holds pipeline companies
accountable for building and maintaining pipelines
in a way that is safe and protects the environment. The
NEB is also responsible for regulating power lines, energy
development, and energy trade in the Canadian public
interest.
The NEB regulates approximately 73,000 km of pipelines
and 1,400 km of power lines across Canada. Although
attention is often focused on the NEB’s assessment of
major project applications, the NEB regulates over the full
lifecycle of projects – from design to abandonment.
Throughout this lifecycle, there are four primary times
when companies will interact with the public, landowners
and aboriginal groups:
NEW PROJECT APPLICATIONS

The NEB does not have the authority to determine
compensation for the acquisition of land rights.
Compensation claims for land use or for damage resulting
from construction are handled by the federal Minister of
Natural Resources.
RIGHT OF ENTRY
If the company and a landowner do not reach a land
agreement, the company may apply in writing to the NEB
asking for a right-of-entry (ROE) order. A ROE would
allow the company to immediately enter the lands subject
to terms and conditions specified by the Board.
The company then has the right to enter the lands for the
purposes stated in the order, such as construction of a
new pipeline or facility or to repair an existing pipeline.

n

For more information, please visit www.neb-one.gc.ca.
Anne-Marie Erickson is a member of the CAPLA Regulatory
Committee (CRC).

For new pipeline and power line projects, companies
are required to provide information on land matters,
including a description and rationale for the proposed
route of a pipeline, a description of the land rights to
be acquired, and the land acquisition process. The Board
considers land matters when determining if a project is in
the Canadian public interest.
DETAILED ROUTE
For projects that require a certificate, such as pipelines that
are over 40 km long, the company cannot construct the
project until it has applied for and received NEB approval
of the exact route. If a certificate is issued, the company
is required to file its Plan, Profile, and Book of Reference
with the NEB, which includes detailed drawings of the
pipe’s exact location within a right of way.
A person whose lands are crossed by the pipeline or who
thinks their lands may be adversely affected by the route
of the pipeline can file an objection to the proposed route.
The Board will then hold a detailed route hearing to hear
the concerns raised.
LAND ACQUISITION
Land agents or other company representatives obtain land
rights through a land acquisition agreement that allows the
company to build and operate its pipeline or workspace
on the lands. Land acquisition agreements, including the
amount of compensation, are negotiated between the
company and individual land owners, but must comply
with section 86 (Acquisition of Lands) of the NEB Act.
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CAPLA Committees
CRC Promotes Open Communication with Regulators
By Linda Kriff, Co-Chair, CAPLA
Regulatory Committee

T

he CAPLA Regulatory Committee
(CRC) was formed in May 2013.
Our mandate is to ensure that
CAPLA maintains a positive working
partnership with industry regulators,
working to build and maintain open
and honest communication for the
exchange of ideas on how we can do
business better.
We are proactively engaging government and regulatory groups, rather
than being reactive in our response
to industry changes. The committee works with regulators to organize
events as the opportunities arise, provide/organize feedback to the regulators, recruit and select
CAPLA representatives for all regulatory committees, and
make sure that the CAPLA membership is kept informed
on regulatory changes, both current and proposed.
The CRC is comprised of 14 members with a variety of
skills and experience:

Linda Kriff, Senior Land Analyst, Husky Oil Operations Limited (CoChair)
Geoff Thiessen, A&D Coordinator, Crescent Point Energy Corp. (CoChair)
Cathy Miller, CEO, CAPLA
Jillian Bollinger, Associate, Norton Rose Fulbright Canada LLP
Michèle Bowland, Business Analyst (Land), geoLOGIC systems ltd.
Alyssa Bruce, Lead, Mineral and Surface Administration, Strategic Oil
& Gas Ltd.
Liz Dell, Supervisor, Land Administration, Alberta Land & Lease Ltd.
Jackie Djuranic, Land Analyst, Torc Oil & Gas Ltd.
Anne-Marie Erickson, Technical Leader, Socio-Economic, National
Energy Board
Valerie Farmer, Land Analyst, TransCanada Pipelines Limited
Carolyn Hogan, Land & Regulatory Administrator, Independent
Mary Lee Keith, Surface Land and Contracts, Independent
Allison Khubyar, Senior Surface Land Coordinator, Crescent Point
Energy Corp.
Wayne Thompson, Stakeholder & Aboriginal Engagement Advisor,
Critical Management Resources

On May 29, 2014, the CRC hosted a highly-successful
regulatory roundtable with representatives from Alberta
Energy Regulator, Alberta Policy Management Office,
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Front row (l-r) Wayne Thompson, Linda Kriff (Co-Chair)
Back row (left to right) Cathy Miller, Carolyn Hogan,
Anne-Marie Erickson, Michèle Bowland, Valerie Farmer,
Alyssa Bruce, Mary Lee Keith. Missing: Geoff Thiessen (CoChair), Liz Dell, Allison Khubyar, Jillian Bollinger, Jackie
Djuranic
Alberta Energy, and CAPLA. The focus of the roundtable
was to open the lines of communication. This format
allowed for the open exchange of ideas and feedback
from all the participants. (See article in September 2014
NEXUS.)
To elevate and create a better understanding of land
asset management for regulators, we prepared a short
PowerPoint presentation entitled “Petroleum Land
Administration Overview.” The first presentation was
on April 21, 2015 to Alberta Energy Regulator. The
presentation was well received by those in attendance and
the committee is looking forward to future opportunities
to share the important role our members have in industry.
One of the most recent endeavours of this committee is
a new NEXUS column called Regulatory Refresh that will
highlight upcoming regulatory changes along with short
“Did You Know?” features, a chance to learn more about
those regulatory groups and the people who work in
them. This column will be premiering in the next issue
of NEXUS.
We are currently compiling a list of all regulatorybased committees within CAPLA and outside regulatory
committees with CAPLA representatives to ensure that
CAPLA is well represented and that regulatory information
is circulated out to all the membership.

n

Leadership
LEADERSHIP FORUM: Lead, Learn and Network

(Back Row l-r) Linda Bernier, Adam
Wolfenden, Norine Miller, Jessica
Dixon, Deb Watson, Brittney Bichel
(Seated) Cathy Miller, Ann Dyck
Missing – Carla Kruschel, Linda
Bigelow, Dayna Morgan, Leslie
Bommer
By Ann Dyck, Co-Chair, CAPLA Leadership Forum

W

hat can one say about 2015? It was a year of
extremes. A year with lots of changes. But we
once again proved that we are adaptable and
that we work together to find solutions. Some days it can
all be a bit overwhelming, but then I remember that we
are not in this alone. That other members share the same
types of experiences. That is why the CAPLA Leadership
Forum is such a strong advocate for bringing people
together to network and learn.

If you have ideas on topics for the leadership sessions and
articles or have someone in mind that should be featured
in the Legacy Leaders column, please contact any member
of the Leadership Forum.
Finally, I would like to thank all of the past and present
members of the CAPLA Leadership Forum. They are
critical to the success of our organization.
Current members are as follows:
Carla Kruschel, ARC Resources Ltd.		

In 2015, the Leadership Forum continued to offer two
successful series. The first was our four-part Leadership
Breakfast learning series. These breakfast sessions are
an affordable way to sharpen your skills. This year we
covered topics on Willful Blindness – a Study on Corporate
Bullying, Leading with a COACH Approach, The Key to
Team Development and Frontline Leadership.

Cathy Miller, CAPLA 			

The second series consisted of three roundtable lunch
sessions. Topics covered were Leading for Collaboration
and Engagement, Stop Doing it All Yourself and Leading
through Turbulent Times. These sessions continue to be a
great place where leaders come together to network and
share their ideas.

Adam Wolfenden, Talisman Energy Inc.

The Legacy Leaders column in NEXUS continued to
showcase the experiences and ideas of our land leaders.
Thank you to those Legacy Leaders who shared their
insights and inspiration. We also continue to submit
interesting leadership-based articles to NEXUS. These
articles are meant to address topical issues and provide
tips that support ongoing professional growth.

Dayna Morgan, Britt Land Services		
Linda Bernier, Independent 			
Norine Miller, Ember Resources Inc.		
Jessica Dixon, LandSolutions LP 		
Linda Bigelow, Harvest Energy Corp.
Leslie Thomas, TransCanada Pipelines Limited
Deb Watson, Nexen - CNOOC Limited
Brittney Bichel, NuVista Energy Ltd.

n
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CAPLA Committees
CEDC Unveils Royalty Allocation Lease Amending Agreement
By Tim Laws, Co-Chair,
Contracts Education
Development Committee

T

he Contracts Education
Development Committee
(CEDC) has just unveiled
its new Royalty Allocation
Lease Amending Agreement on
the CAPLA website. This agreement is available for download
by CAPLA members in a Microsoft Word format. It is located
on the Contracts web page under the Resources tab. (http://
caplacanada.org/resources/
resource-materials/contracts/)
This agreement was created to
divide the production from a
particular well among the mineral leases in which it resides.
It is straightforward and easy
to understand so freehold lessors with perhaps limited
experience with legal documents would feel comfortable
executing. This is not an agreement to be set up as a new
contract file in your land system. It is an amendment to
the lease, would be filed with the lease and only a new
well-specific sub would need to be created in your land
system.
This document essentially pools the lessor interests for
a specific horizontal well. A contract would be needed
to pool the working interest among the working interest
owners or if a contractual royalty was present on a portion
of the lands (unless the GOR is governed by the new 2015
FO and Royalty Procedure). In Alberta, if a horizontal well
crosses a Crown/Freehold boundary then a Production
Allocation Unit Agreement would be necessary (see http://
www.energy.alberta.ca/Tenure/894.asp) but the RALAA
could be used in all other situations.
The CEDC hopes the CAPLA membership will review this
document and send any comments or revision requests
to me at timothylaws2590@gmail.com. This document
dovetails nicely with the Horizontal Well Pooling
Agreement which is also available for download on the
Contracts web page under the Resources tab.
In the near future, we will also be posting an NCC Pooling
Agreement and a Joint Operating Agreement which
will utilize the 2007 Operating Procedure. We welcome
comments and revision requests on these documents also.
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(Front l-r) Valerie Mitchell, Tim Laws, Charlene Misurelli,
Valerie Wade (Back) Bruce Jamieson, Tom Cooper
Missing: Scott Nalder
As you can tell, we are slowly generating and posting
precedent agreements which utilize the most current
industry standards. Our goal is to act as agents of
change to help the practices of land asset management
professionals evolve along with the rest of the industry.
If anyone wishes to become more comfortable with the
2007 Operating Procedure, I suggest looking at the slide
show presentation “June 2011 Lunch ‘n Learn – Why You
Should Be Much More Afraid of the 1990 than the 2007
CAPL Operating Procedure,” located in Contracts under
the Resources tab of the CAPLA website.
We are also looking for new members for our Contracts
committee. Being on the committee allows you to have
first-hand experience with current issues in our industry.
Whether you are a seasoned professional who wishes to
have your say or a budding junior who wishes to listen
and learn, being on the committee has many things to offer
besides raising your professional profile. Any interested
parties may contact CAPLA or me directly.

n

CAPLA
CAPLA OFFERS FREE OR LOW-COST SESSIONS TO MEMBERS

LENDING
A HAND IN LAND

C

APLA is taking an innovative approach to sagging
oil and gas prices by offering free or low-cost
professional development sessions to its 2,400
members.
“We recognize that many of our members have been laid
off recently,” said CAPLA CEO Cathy Miller.
“In addition, most companies have severely curtailed their
training or professional development budgets, so some
members no longer have the funds to attend our regular
courses and events.”
CAPLA is working with members, corporations and
partners to offer “Lending a Hand in Land,” a series of
events designed to keep members in touch with industry
while honing their skills for the future.
“Lending a Hand in Land is about more than skill
development – it’s about supporting one another during
tough times,” Cathy said. “This program encourages our
members to work together to keep everyone’s spirits up.”
Most sessions in the series are held over the lunch hour,
at the CAPLA office or in the boardrooms of supportive
corporations in downtown Calgary.
Members with skills or knowledge to share are encouraged
to volunteer their time to lead the sessions, and participants
are asked to bring their own lunch and beverages.
Cathy said the program would not be possible without the
support of CAPLA’s members and corporate partners.

CAPLA had one of its best turnouts for a Lending a Hand in
Land session on October 27. More than 55 people attended
“How to Be a Productivity Ninja” at Devon Energy. Thank
you to Devon and to Jill Mallet from Think Productive
Canada who conducted the session.

CAPLA AWARDS 2016
The CAPLA Awards ensure
that worthy individuals working in land
receive the recognition they deserve.
The awards also honour the outstanding
land community and the professional
endeavours that strengthen our discipline.
As a CAPLA member,
you can nominate someone
for the following awards:

“Land professionals and our partners in industry are
voluntarily sharing their skills, knowledge and resources
with others through this initiative, which we greatly
appreciate,” she said.

President’s Award
Outstanding Volunteer Award
Rising Star Award

Check the CAPLA website for a full schedule of Lending
a Hand in Land sessions, or contact Programs and Events
Manager Matt Worthy at matt@caplacanada.org for more
information.

Nomination deadline: March 11, 2016
Awards Luncheon: May 12, 2016

n

Read more at caplacanada.org/capla-awards
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Nourish
Outdoor Activities Can Help Beat the Winter Blues

By Lisa Janzen, NEXUS Editorial Committee Member

W

inter is a harsh fact of life in Canada, but it
doesn’t have to keep us locked in our homes
hibernating and dreading going outdoors.

According to Canada’s Physical Activity Guide, adults
should be accumulating between 30 and 60 minutes of
moderate physical exercise daily – and that doesn’t change
during the winter.
There are many benefits to maintaining a fitness regime
during the winter months. For those who are job hunting
or employed but trying to do more with less, an exercise
program can help keep the mind sharp, improve mood,
increase energy levels and help with sleep.
Many outdoor winter activities can keep you on that
fitness track. All it takes is a little creativity and knowing
how to dress for the outdoor climate.
Every province has its share of festivals, carnivals, ice
carving contests and polar bear swims. But if you’re
looking for something a bit easier on the pocket book and
less crowded, consider these often overlooked activities.

because it’s low impact and it also improves balance and
coordination.
A well-known place for ice skating in Canada is the Rideau
Canal in Ottawa. It starts at the foot of the Parliament
Buildings and you can skate along almost eight kilometres
of ice.
Calgary’s Bowness Lagoon is another popular outdoor
skating option. Most Canadian cities and rural areas have
a variety of indoor and outdoor public skating areas.
SNOWSHOEING
Those who have trouble maintaining balance on skates
can try strapping on a pair of snowshoes. This winter
activity is gaining in popularity across Canada.
Easy-to-use accessible snowshoes have opened up a
whole new world of winter, from snowshoe trail centers at
ski areas and local parks to quiet hiking trails and distant
snow-capped mountains. Snowshoeing is one of the least
expensive of winter sports with the equipment costing
less than 20 percent of alpine skiing equipment.
Here are a few quick facts about snowshoeing:

ICE SKATING

•

Ice skating – whether indoors or out – is a fantastic
way to get some exercise and have fun with friends and
family. As a physical fitness activity, it is easy on the joints

Modern snowshoes are safe, simple, and
user-friendly.

•

Snowshoeing allows access to winter’s
hidden landscape.
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•

Snowshoeing is a rich, rewarding social
activity that combines, fitness, outdoors and
friends.

Some key facts about staying active in winter:
•

Outdoor activities help relieve stress and
contribute to an overall healthy well being.

•

Being outdoors for at least part of the day
helps reset circadian rhythms (circadian
rhythms refer to your unique body rhythms of
waking and sleeping in sync with the rising
and the setting of the sun).

•

Balances hormones and promotes weight loss.

•

Raises metabolism to compensate for your
body adjusting to temperature.

CROSS COUNTRY SKIING

•

According to Canadian Cross Country there are over 500
cross-country ski areas in Canada and, like snowshoeing,
once you have the equipment it’s free.

An excellent way to strengthen your heart year
round as well as increase respiratory response.

•

Exposure to nature areas increases positive
emotions while negative emotions decrease –
even those winter blahs.

•

Snowshoeing offers highly effective fitness,
burning 420-1000 calories/hour depending
on terrain, weight and speed.

•

Snowshoeing is a low-impact sport that’s
great for recuperation or non-impact strength
building.

•

Once you have the gear, it’s free – your
snowshoes are your ticket to winter fun.

Roughly two million Canadians participate annually; crosscountry skiing has no limit regarding age, region, gender
or conditioning level. It’s easy to learn and its benefits
for health and fitness are fantastic. Regardless of whether
cross-country skiers pursue competition or just personal
enjoyment, each skier belongs to a “community” in which
a love of the sport is the common denominator.
A quick search online will provide anyone interested in
pursuing the sport with an amazing variety of ski trails in
all of the Canadian provinces.

Outdoor activities can give people a wonderful sense of
connection to the environment. The benefits of natural
light and fresh air serve to not only improve physical
health but also spiritual and emotional health. There is an
innate connection to the environment that begins to occur
when the body is exposed to the elements. Being outdoors
in the winter is simply invigorating and revitalizing.

n
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Article
Saskatchewan Introduces Online Tenure Services
By Danette Flegel, Director, Process Renewal and
Infrastructure Management Enhancements (PRIME)
Project, Saskatchewan Ministry of the Economy

requests to bidding, invoicing and publishing the results,
replacing today’s paper intensive process.

t probably doesn’t come as any surprise that citizens
and industry prefer to conduct their business with
government online. Need an example? According to the
Canada Revenue Agency, a whopping 82% of Canadians
filed their 2014 income tax returns electronically.

I

“Online land sales offer industry flexibility and control,”
says Mahnic. “All of the information for a parcel is available
at their fingertips. Plus, they can edit bids right up to
the closing of the sale, submit multiple bids on multiple
pieces of land or add bonus bids, with a few clicks of the
mouse.”

Saskatchewan’s oil and gas industry is no different. Like
many taxpaying Canadians, the oil and gas industry is
looking to interact with government through online selfservice channels for standard activities and transactions.
Industry also wants more control of, and access to, the
information they provide to the province.

Crown sales are a detailed process with checks and
balances to ensure fairness and, importantly, confidentiality
of bids. That’s why the Ministry is transitioning the land
sale process to IRIS’s Petroleum Tenure module in phases.
The sale taking place on April 12, 2016, will be the first
Crown sale conducted completely through IRIS.

“The Government of Saskatchewan recently launched an
integrated information system that offers companies in the
business of petroleum tenure the ability to do just that,”
says Paul Mahnic, Acting Executive Director, Lands and
Mineral Tenure at the Ministry of the Economy.

Automating much of the annual lease continuance process
through IRIS will also save industry and the Ministry
an enormous reconciliation effort, to adjust over and
under payments. Instead of annual rental invoices being
generated in February, to be paid by April 1 each year,
before the disposition hectares and rights have been
potentially modified by the lease continuance process,
invoices will be issued in IRIS during the month the
disposition actually reaches its anniversary date. So these
dispositions will be assessed and billed on actual annual
rental and expenditure amounts.

“The Petroleum Tenure module was implemented into the
Ministry’s Integrated Resource Information System (IRIS)
in November and, along with it, a whole slew of online
self-service activities that make tenure transactions quick
and easy,” says Mahnic.
“IRIS validates a number of regulatory requirements
through online disposition, acquisition and administration
applications,” says Mahnic. “That means straightforward
day-to-day transactions can be completed online without
Ministry staff intervention. IRIS really enables industry
to do their activities with government efficiently, so they
can get on with the business of researching and acquiring
lands of the next big play.”
For instance, among other things, industry can manage
and administer their Crown dispositions on IRIS, including:
•

Register instruments against a disposition,
including builder’s liens

•

Search dispositions and instruments

•

Apply to transfer disposition ownership

•

Apply to change a designated representative

•

Apply to surrender dispositions

•

Obtain invoices for tenure-related activities

•

Obtain prior and final lease continuance
reports, effective April 2016

But IRIS’s pièce de résistance is that Crown land sales will
soon be conducted completely online, from parcel posting
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Although the majority of Crown oil and gas dispositions
issued by Saskatchewan’s Ministry of the Economy are
through public offerings, there are a number of nonadvertised dispositions created upon application by
industry, including lease of spaces, negotiated leases,
helium exploratory permits, and other dispositions created
through a government Order in Council. Industry can now
go online and apply for:
•

Negotiated leases: Provided the applicant has
leased the freehold mineral rights, industry
can apply for a negotiated lease to complete
a drainage unit within a small area (less than
16 hectares) of Crown land.

•

Lease of spaces: Upon approval for a
disposal/injection or storage project, a Crown
disposition may be applied for to grant the
holder the use of the subsurface spaces.

•

Helium and associated gas permits and
leases: Industry may apply for a disposition
permitting exploration for helium and
associated gases.

Another advantage of offering self-service for regularly
performed activities is that the Ministry’s petroleum tenure
team can provide individualized service to clients with
more complex and challenging policy issues. The Ministry
has established support areas whose sole purpose is
to assist industry with regulatory questions. Petroleum
Tenure Services is available from 8:00 am - 5:00 pm (CST)
each business day to provide guidance and assistance with
any tenure questions industry may have. The Ministry also
has a service team dedicated to handling IRIS technology
questions.

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

“Increasing
efficiency
through
streamlined
and
modernized petroleum tenure services, technology
systems and regulations are key to Saskatchewan’s
long-term economic growth,” adds Mahnic. “A reliable
petroleum tenure management system, like IRIS, and its
related business processes are critical to the advancement
of the province’s economy, and generating wealth for
Saskatchewan’s citizens. Tenure is the cornerstone of oil
and gas exploration; if tenure fails to deliver a reliable
and stable business environment, the impact on drilling,
production and revenue is direct and measurable.”

■■ Negotiating +
administering
surface rights
■■ Acquisitions + divestment
■■ Administration
outsourcing + data entry
■■ Freehold mineral
leasing + Crown landsales
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For more information on IRIS, check out www.
saskatchewan.ca/IRIS. You can reach Petroleum Tenure
Services at 1-844-787-8695 or petlands@gov.sk.ca. For
Energy and Resources Billing and IRIS Technical support
contact 1-844-213-1030 or er.support@gov.sk.ca.

IN CALGARY

403 243 5518
mslland.ca

YOU HAVE A LOT ON YOUR MIND – WE CAN HELP

With extensive experience in the oil and gas sector and a strong energy regulatory practice,
our Calgary office is perfectly positioned to assist Western Canada’s energy industry.

Jason Paton

Randy Madsen

Paul Negenman

Jay Lalach

Bernadita
Tamura-O’Connor

#1 regional law firm in Alberta, British
Columbia and the territories, Canadian
Lawyer magazine.
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Volunteer Spotlight
ANGELA MARTIN: Recognizing Outstanding Volunteers
By Mandi Zatyko,
NEXUS Editorial
Committee Member

“It is so exciting to be a part of a committee that recognizes
outstanding volunteers so that CAPLA will continue to
thrive − because of its volunteers,” she says.

ngela
Martin
is proud to be
associated with
CAPLA because of what
it offers to its members
and volunteers.

Angela brings a steadfast thoroughness to the committee,
says Sherry Batke, who served on the Awards Committee
in 2012/2013. “She represents not just those valuable
administrative skills but holds the context of them at a
higher level. By taking what is considered “housekeeping”
type of duties/roles on a committee, she became more
than just a valuable member around the table − she
became the memory, knowledge bank and sustainability
and governance officer of the committee.”

A

“CAPLA promotes the
importance of land asset management in the
industry, and allows for
excellent relationshipbuilding opportunities,”
she says. “It is a highlyrespected professional association that genuinely desires
to help all its members grow in their professional personal
journeys and goals.”
Angela has been in the land asset management industry
for eight years. Five of those years were with a small oil
and gas company doing mineral, contract and surface
administration before CAPLA
existed. She joined CAPLA in
2011 when she returned to
school and attended the SAIT
land administration program.
She went on to win the Myra
Drumm Memorial Student
Achievement Award in 2012.

Lynn Gregory, who also worked with Angela on the
Awards Committee in 2012, agrees with Sherry.
“Angela is very organized, and knowing we could count
on her to accurately summarize the discussions, decisions
and action items kept all of us accountable,” Lynn says.
“She was an asset to the group, willing to accept additional
tasks; always pleasant and friendly, capable and thorough.”
Sherry believes Angela has proven invaluable to the
committee. She recalls an instance where a committee
timeline originally presented
as an eight-foot-long bar
graph was translated by
Angela into a one-page
checklist.

“CAPLA is a highly-

For the past three years, she
has worked with Husky Energy as a mineral land analyst.

respected professional
association that genuinely
desires to help all its members
grow in their professional
personal journeys and goals.”

In the past, Angela has
been involved with different
causes, from organizing school graduations to canvassing
for the Heart and Stroke Foundation. She says it was her
fantastic experience with the 1988 Calgary Winter Olympics that gave her the “volunteer bug.”
After joining CAPLA, she wanted to become more involved
in the association. Her first volunteer opportunity arose
when she became a member of the 2012 CAPLA Awards
Committee as its recorder. She has remained with the
committee, acting as its minute recorder for the first three
years before assuming the co-chair position for the 2015
year.
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“It was eventually further improved by another committee
member, but it took a lot of
courage to take that monster
and chew it down to a onepage document,” she says.
“She recognized the value,
was the original improver
and, by having it at our meeting on a regular basis, established it into the committee as
a meeting standard.”
Volunteering has its rewards, and Angela says she will
continue to volunteer for CAPLA.
“Meeting with and getting to know wonderful people
within the industry has a definite benefit,” she says, adding
that she has also gained confidence from being a CAPLA
member and volunteer. “When forced to stretch oneself
and contribute to a committee and association, confidence
will naturally grow.”

n

Volunteer Spotlight
TRACEY STOCK: Believing in CAPLA’s Vision
By Mandi Zatyko, NEXUS Editorial Committee Member

A

n active community volunteer since grade school,
Tracey Stock has contributed countless hours of
volunteer service in different ways for causes he
believes in. He believes in CAPLA.
“I have always believed volunteering is important,” he says.
“I believe in CAPLA’s vision to be the leading Canadian
professional association for land administration, analysis
and land asset management in the energy sector. Being a
volunteer lets me meet terrific people, and is challenging,
interesting and fun.”
Tracey has been in the land asset management industry
since 1992 when he was first engaged as a land consultant
with Norcen Energy Resources Ltd. In 1995, he became
a member of CAPLA and joined the Surface Land
Administration Advisory Committee shortly afterwards.
Subsequent to this volunteer opportunity, Tracey has gone
on to become prominently involved with many CAPLA
initiatives and committees. In addition to developing
questions for certification exams and speaking at Lunch
‘n Learns, Leadership Breakfasts, CAPLA conferences
and Lending a Hand in Land
sessions, he has written several
articles for NEXUS. He has also
served as chair of the A&D
subcommittee of the Education
Development Committee (EDC)
and as a member of the EDC.
Since 2012 he has been on
CAPLA’s Board of Directors,
until recently holding the dual
positions of Treasurer and Vice-President.

a lawyer and engineer,
and that he teaches
courses at the University
of Calgary, Mount Royal
University and APEGA
in addition to his
volunteer activities for
CAPLA.
“Tracey has been involved with CAPLA for
many years. He is an
outstanding supporter,”
she says. “We know
that when we go to him
with a request, he will
always do his best and
deliver on more than
we would imagine.”
Cathy calls Tracey a “CAPLA star. We recorded his Lunch ‘n
Learn presentation in 2012 on Dissolutions Receiverships
and Missing Lessors and provided it via YouTube. He’s
had over 300 views.”

“I like to help people laugh
at some very dry material in
the middle of a work day.”

“I try to pitch in whenever asked,” he says.
Yvette Miller, President of CAPLA Board of Directors,
has worked with Tracey since 2013 when she first joined
the board. She says Tracey has a vast knowledge base,
is thoughtful, listens to all ideas presented and shares a
perspective which is often different than those already
provided. “Tracey gives his time willingly and generously
all in an effort to make a difference, whether it is to help
educate members or advance CAPLA’s vision to elevate
its profile through his work on the board,” she says. “He
brings a high level of professionalism and commitment,
legal and financial knowledge, and, dare I say, passion to
the board.”
CAPLA CEO Cathy Miller agrees with Yvette, calling Tracey
an “amazing” man as she refers to his achievements as

She says the association is
thrilled that Tracey has been
increasing his involvement,
which has tremendously benefited membership. “He is a
great presenter − he makes
even the most detailed presentations interesting, and finds
humour in every subject.”

“I enjoy speaking at Lunch ‘n Learns,” says Tracey. “It gives
me an opportunity to help people laugh at some very dry
material in the middle of a busy work day.”
Being a CAPLA volunteer allows Tracey to enjoy the friendly
collegiality, sharing and support between members.
“Volunteering does add time management challenges to
an already busy schedule, but the professional and social
rewards make it very worthwhile. For me, the gain is
all about excellent relationships with lots of wonderful
people.”
He also would like to encourage all those excellent land
administrators and analysts experiencing employment
challenges in these tough economic times to hang on.
“Stay connected to your profession through CAPLA, keep
putting yourself out there. Be among the first to come
back.”

n
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Article
BOOST YOUR CAREER:

“Land” Your Next Job with LinkedIn

By the CAPLA Social Media Committee

W

hen it comes to ‘land’ing that perfect job,
seekers may want to look beyond the traditional
resume. An April 2015 article on Workopolis
entitled “The top three things that employers want to
see in your social media profiles” suggested that 44% of
surveyed employers used social media to find their new
hires. As social media evolves, so do the methods used
in getting one’s name recognized by potential employers.
LinkedIn is the perfect tool for job seekers and career
networkers alike. However, how do you maximize your
LinkedIn profile to boost your career and stay a step
ahead of the competition?
The first step is to get social media savvy. We found that
one of the best ways to do this is to check out profiles
of other professionals in the industry – be sure to look
for complete profiles. Check out two of our Social Media
Committee member profiles as examples:
1.

Audrey Atkins (www.linkedin.com/in/
audreyireneatkins)

2.

Kimberly Severson (www.linkedin.com/in/
kimberlyseverson)

If you have little to no social media experience, consider
taking a crash course such as one of the over 40 how-to
videos offered on Podium (hootsuite.com/podium); many
of these videos are free for beginners to advanced users.
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Next, build your profile. Think of your LinkedIn profile
as an extension of your resume. Just as you would keep
your resume current, it is equally important to keep your
LinkedIn profile current.
The more complete your profile is, the more likely you
are to be seen and considered by potential employers and
recruiters. This is your platform to shine, show off your
experience and skills, and present yourself professionally.
Some things to ask yourself when completing your profile:
•

Is my profile picture current and professional?

•

Are my work history, education, skills and
volunteer experience accurately represented?

•

Is my summary compelling?

•

Have my skills been endorsed by others in my
industry? And do I have recommendations?
Forbes suggests a minimum of five
recommendations. If connections are taking
the time to recommend you, be sure to return
the favour.

•

Is my profile viewable to others outside of my
connections? A potential employer or recruiter
cannot consider you if you do not set your
profile to public.

•

Have I listed any special projects and linked

those who may have helped on that special
project?
•

Is my profile being viewed? How often? And
who is viewing it?

•

What is my profile strength?

These are just some of the questions to ask yourself when
completing your profile. LinkedIn makes it very easy to
maintain a current and comprehensive professional profile,
network with industry peers and boost productivity all at
the same time.
With your profile polished and professional, now it’s
time to discover how to get it noticed by those you
want to view it. First, you need to become ‘plugged in’
and there are many ways to achieve this. One way our
committee suggests is to be an information sharer – get
active in industry specific LinkedIn groups such as the
“Canadian Association of Petroleum Land Administration
(CAPLA)” group. Do not be afraid to use this as a vehicle
to ask industry-related questions, share your knowledge
and experience with others, and even post an article of
interest. Be sure to keep all your postings professional
and relevant.
Another committee recommendation is to connect with
other LinkedIn users. Some experts warn to connect only
with those people you have met in person. However, do
not be afraid to reach out to others in the industry through

mutual connections or sending a message introducing
yourself and asking if you may connect with them, much
as you would introduce yourself if you were to attend an
industry event. Do not forget to utilize people that you
already know (and are connected to) in order to help you
connect with other professionals and get your name in
front of key industry decision makers.
LinkedIn’s development capabilities have come a long
way since its inception in 2003, and so too has the way
LinkedIn is used by businesses, recruiters, job seekers
and professionals around the world. LinkedIn is not just
another networking platform – used effectively it can be a
powerful tool in elevating a professional’s career.
In addition to using this tool as a virtual resume, it can aid
in boosting your productivity by keeping you connected
with your peers. It simplifies business-to-business
communications by finding people you need, quickly.
Social media equips professionals with the ability to share
knowledge and industry articles/resources, encourage
personal, knowledge-based growth, and even find a
mentor. It is our hope that these tips will help you realize
the business potential of social media tools and how they
can enhance productivity and, by maximizing your profile,
put the ‘Link’ back in LinkedIn.
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Thank You to our 2015 Adopt-a-Course Sponsors
Cenovus Energy Inc.
geoLOGIC systems
ConocoPhillips Canada
PennWest Exploration
Pengrowth Energy Corporation
Nexen Energy ULC
Devon Canada Corporation
Special thanks to Nexen for ongoing support of CAPLA’s Ethics Program.
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Knowledge has
TO BE improved,

CHALLENGED,
AND INCREASED
constantly,
OR IT vanishes.
Peter Drucker

Power your upstream decision-making with
customer-driven data, integrated software
and services from geoLOGIC.
At geoLOGIC, we help turn raw data into actionable knowledge. That’s a
powerful tool to leverage all your decision making, whether it’s at head
office or out in the field. From comprehensive oil and gas data to mapping
and analysis, we’ve got you covered. Get all the knowledge you need, all in
one place with geoLOGIC.
For more on our full suite of decision support tools, visit geoLOGIC.com

geoSCOUT

|

gDC

Upstream knowledge solutions

