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W hat if the 130 million tonnes of CO2 emitted 
annually by Alberta’s oil and gas industry was 
viewed as an economic opportunity rather than 

a problem to be managed?

Alberta’s carbon advantage

This is a question increasingly being asked by Alberta’s research community and 
technology start-ups as the province looks to meet new provincial climate change 
regulations while federal regulations continue to be developed. 

Last month two new efforts were announced to turn CO2 from a waste product 
into new revenue streams. 

The first effort has the federal and provincial governments each granting up to 
$10 million for the construction of a test facility at the 860-megawatt Shepard Energy 
Centre. Shepard will make available between one and 25 tonnes/day of CO2 to the 
Alberta Carbon Conversion Technology Centre (ACCTC) for finalists competing in the 
$20-million NRG COSIA Carbon XPRIZE to test their technologies for converting CO2 
emissions into valuable products at near-commercial scale. The ACCTC will be owned 
and operated by InnoTech Alberta, a subsidiary of Alberta Innovates.

The Canada’s Oil Sands Innovation Alliance (COSIA) announcement followed 
the reveal of the four second-round finalists in a similar competition, the $35-million 
Emissions Reduction Alberta Grand Challenge: Innovative Carbon Uses. Each finalist 
in that contest will receive up to $3 million to accelerate their technologies, and one 
team will receive an additional $10 million to help commercialize in 2019. The ACCTC 
will also be available to those teams to test their technologies.

Aside from the environmental benefits of cutting greenhouse gases, the use of 
CO2 to create new products could be an economic windfall. Some analysts are esti-
mating the global market for carbon-based products could reach US$1.1 trillion by 
2030. The carbon market could make inroads into including fuels, chemicals poly-
mers, industrial products, construction materials and agricultural products.

Alberta is well positioned to take advantage. The province has large single-source 
carbon emitters in the oilsands and power sectors already providing a ready source 
of raw material. It has the engineering and technical know-how in all the markets 
above. And with the new carbon taxes, it has the motivation to turn a cost into a new 
revenue stream.

The province is seeing the birth of an emerging new sector in the development 
of new technologies that utilize CO2 as a feedstock, says Dan Wicklum, the chief 
executive of COSIA. “What we are doing here is moving into the solution space for 
the global issue of emissions reduction, one of the biggest challenges of our time,” 
he says.

Making it happen, however, is going to take a big time investment in time and 
money. Opportunity is knocking. The question is, are we going to answer the door?

DARRELL STONEHOUSE | EDITOR
DSTONEHOUSE@JWNENERGY.COM 

frontlines
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In this issue of Oilweek, we are 
introducing our new augmented 
reality (AR). 

Now you can go beyond the  
story and enjoy great videos, 
amazing photo galleries and 
extended content.

Wherever you see the JWN AR 
icon in the pages of Oilweek, you can 
use the free app to scan the page 
and access more interactive content.

Follow the instuctions, then go to 
page 25 to try it out!

LOOK FOR  
THIS ICON

DOWNLOAD 
THE FREE 

JWN AR APP

SCAN THE PAGE EXPLORE THE 
INTERACTIVE 

CONTENT

1 2 3

Focusing on industry success in the new 
normal of $50 WTI, this Oilweek special 
report is a comprehensive reference tool 
that will stay on the desks of the peo-
ple running oilsands projects, investing 
in the industry, governing its perform-
ance, and innovating to reduce costs 
and environmental footprints to enable 
future growth. 

Be sure to grab your copy of Saving Wood Buffalo: The extraordinary sto-
ries of ordinary people who fought and beat the Fort McMurray wildfire 
dubbed the Beast—a stunning account of the inferno that ripped through 
Fort McMurray last year. 

With 156 pages of incredible photography and more than 60 per-
sonal accounts from the firefighters, police, industry workers and locals 
who battled the blaze, evacuated the city and are rebuilding in the 
aftermath, Saving Wood Buffalo marks a historic Canadian event. 

Order your copy at savingwoodbuffalo.ca, and $10 from the sale of 
each book will go to the Fort McMurray Firefighters’ Relief Fund.

The perfect addition to any bookshelf

COMING

IN JUNE

A packed house was 
on hand for the 2017 
Explorers and Producers 
Association of Canada 
Awards in March. The 
winners were Modern 
Resources (top private 
emerging producer), 
Yangarra Resources 
(top public emerging 
producer), Tamarack 
Valley Energy (top junior 
producer) and Peyto 
Exploration (top interme-
diate/senior producer).

2017 EPAC Awards
PLUS:

Oilsands special report

Sign up for weekly oilsands and energy tech innovation e-news
In addition to jwnenergy.com’s free daily oil and gas e-news, you can now register for weekly emails rounding up the latest 
news, data and analysis focused on heavy oil and oilsands and energy tech innovation. Find out more at jwnenergy.com. 

AUGMENTED REALITYNEW!
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13-14 June 2017
SPE Workshop: Enhancing Life Cycle 

Costs of Thermal Wells Through 
Drilling and Completions

15 June 2017
SPE Workshop: Life Cycle Asset 

Management for Unconventional 
Field Development

Upcoming SPE Canada Events and Training Schedule
Month Event Location

24-28 Apr 2017 Training Course: Evaluation of Canadian Oil and Gas Properties Calgary, AB

8-12 May 2017 Training Course: Unconventional Resource Assessment  
and Valuation

Calgary, AB

16-18 May 2017 Training Course: Well Test Interpretation Calgary, AB

19-23 Jun 2017 Training Course: Evaluation of Canadian Oil and Gas Properties Calgary, AB

26-27 Sept 2017 SPE Workshop: Production Forecasting for Heavy Oil  
and Unconventional Resources 

Calgary, AB

18 Oct 2017 SPE Workshop: The Duvernay Calgary, AB

24-25 Oct 2017 SPE Workshop: Well Integrity Life Cycle Management  
for Subsea Field Development

St. John’s, 
NL

7-8 Nov 2017 SPE Workshop: The Montney Play Calgary, AB

28-30 Nov 2017 SPE Thermal Well Integrity and Design Symposium Banff, AB

BMO Centre at Stampede Park, Calgary    |    Held alongside the Global Petroleum Show

For more information about SPE Canada events visit: www.spe.org/canada

EARLY BIRD  
REGISTRATION  
is available through 
31 MAY 2017

SPONSORSHIP 
OPPORTUNITIES  
available for both 

workshops.  

SPE WORKSHOPS



Alberta could find itself becoming an inter-
national hub for CO2-conversion technology with 
the federal and provincial governments each 
pitching in $10 million for a new test facility. 

The Alberta Carbon Conversion Technology 
Centre (ACCTC) will be built at the province’s 
largest natural gas–fired power plant, the 
860-megawatt Shepard Energy Centre in south-
east Calgary. The facility will provide up to 25 
tonnes/day of CO2 for the finalists in the NRG 
COSIA Carbon XPRIZE.

The ten finalists to be announced early next 
year will be able to use the facility to test their 
inventions at a near-commercial scale. If suc-
cessful, the technologies would create clean 
fuels, building materials and consumer prod-
ucts—all from CO2.

Alberta leading the  
CO2-conversion 
charge

The ACCTC’s design and construction will 
be led by members of Canada’s Oil Sands 
Innovation Alliance (COSIA) and owned and 
operated by InnoTech Alberta, a subsidiary of 
Alberta Innovates.

Eight COSIA members—Canadian Natural 
Resources, CNOOC/Nexen Energy, Cenovus 
Energy, ConocoPhillips Canada, Devon Energy, 
Imperial Oil, Suncor Energy and Royal Dutch 
Shell—also partnered with NRG Energy to offer 
the lucrative XPRIZE.

“We have some of the brightest minds 
on the planet competing in the NRG COSIA 
Carbon XPRIZE, working on technologies the 
world needs to lower emissions. The ACCTC 
will be one of the few places in the world where 
carbon-conversion technologies can be tested 
at a real-life scale,” says Dan Wicklum, COSIA’s 
chief executive.

With the XPRIZE and the related test facil-
ity, the province is gearing up for the birth 
of an emerging sector using CO2 as a feed-
stock. And it’s a sector that holds tremendous 

promise for both new business opportunities 
and lowered emissions. 

In a November report, A Roadmap for the 
Global Implementation of Carbon Utilization 
Technologies, CO2 Sciences says products cre-
ated from the greenhouse gas could net 
US$800 billion to US$1.1 trillion by 2030 and cap-
ture more than 10 per cent of CO2 emissions in a 
year. To get there, the report notes, conversion 
technologies need to be funded, and both the 
XPRIZE and the ACCTC are steps in doing just that.

“The technology centre here and the sister 
centre on a coal-fired power plant in Wyoming 
are really the only places on the planet that 
are going to be driving rapid innovation 
forward, enabling those innovators, those 
technologies, those engineers, those brilliant 
people to show and prove that we are making 
this [research and development] possible,” 
says Paul Bunje, principal and senior energy 
and environment scientist with the XPRIZE 
Foundation. “This is going to be the hub of 
something truly transformative.” 

SOURCE: C02 SCIENCES

Chemicals
 ∂ Preservatives (formic acid)
 ∂ Medicinal
 ∂ Antifreeze (ethylene glycol)
 ∂ Carbon black

Agriculture & food
 ∂ Algae-based food or animal feed
 ∂ Microbial fertilizer
 ∂ Biochar, bio-pesticides, bio-cosmetics

Polymers
 ∂ Polyurethene foams
 ∂ Polycarbonate (glass replacement)
 ∂ Acrylonitrile butadiene styrene

Fuel
 ∂ Synthetic (methanol, buta-

nol, natural gas, syngas, etc)
 ∂ Micro-algae fuel
 ∂ Macro-algae fuel

Construction materials
 ∂ Cement and concrete
 ∂ Asphalt
 ∂ Aggregate
 ∂ Timber/super hardwood

New Materials
 ∂ Carbon fiber
 ∂ Carbon nanotubes and fullerenes
 ∂ Graphene

Industrial gas & fluids
 ∂ Enhanced oil recovery
 ∂ Enhanced coalbed methane recovery
 ∂ Enhanced water recovery
 ∂ Power cycles
 ∂ Semiconductor fabrication

Seven 
potential 
products 

using CO2 as 
feedstock
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Though there may be many commonalities 
between the Canadian and U.S. oilfield ser-
vices markets, there are also major differences, a 
recent gathering in Calgary heard from experts 
who work on both sides of the border.

“There is definitely a culture difference, and 
there is a difference in geology when you cross 
the border,” said J.P. Bauman, principal at Altira 
Group. “What we have learnt over time is that 
the border is real, whether it is physical or not.”

So how can Canadians prepare for this cul-
ture shock? Here are four things to consider.

DO THE RESEARCH
“The U.S. market is incredibly complex, and 
you have to figure it out,” says Jonathan Rhone, 
president and chief executive officer at Axine 
Water Technologies. “Without doing that 
background and talking to literally hundreds 
of customers, you are going to get killed down 
in the U.S. You see it over and over again with 
Canadian companies.”

EMBRACE THE AMERICAN-NESS
Being “too Canadian” can be problem when 
you’re south of the border. “When you are 
going down to a U.S. market, you need to be 
more American than they are in their market,” 
says Art Robinson, founder and partner at 
Archer Capital Partners. “A lot of that has to 
do with really understanding what is going on, 
hiring the right people and sponsoring the local 
baseball team.”

KNOW THE NOMENCLATURE
“If you come in, and you know petroleum 
engineering and operations, but you are using 
a different language, then that is a bit of a 
red flag to those folks. You certainly have to 
understand how people talk about developing 
and producing their wells. Make sure you 
are always speaking the same language as 
them,” says Alex Robart, managing director of 
Unconventional Capital.

HIRE THE LOCALS
Just as with moving to a new region in Canada, 
hiring people who know the area and the market 
is of utmost importance. “It’s more important 
than sales, and it’s more important than any-
thing to know those environments, know how to 
procure the equipment you need and know how 
to insure yourself properly,” says Robinson. 

Canadian service and supply companies are expecting 2017 to be a bit of a rebound out 
of their worst year in decades—if they can find enough workers.

“It’s amazing how quickly things have changed, and we’re now in a situation where on 
any given day, we either don’t have enough people or enough equipment,” Brad Fedora, 
the president and chief executive officer of Canyon Services Group, told a conference 
call for the fourth quarter of 2016.

Having enough experienced workers is a growing issue for all service and supply 
companies in the country, agrees Mark Salkeld, the president and chief executive offi-
cer of the Petroleum Services Association of Canada. Companies are working to keep 
the workers they have while hiring and training as many newcomers as they can, some 
of which are brand new to the industry.

Over the last two years, many oilfield workers abandoned oil and gas and escaped the 
province to head back home. Fernando Aguilar, the president and chief executive offi-
cer of Calfrac Well Services, estimates the industry lost 200,000–300,000 employees. 

“You have lost one-third…. They’re not interested in working in an industry that has 
been releasing them and treating them like it has in the last two or three years,” he says.

Some won’t ever be lured back in, but if prices stabilize for long enough, others 
might be convinced. 

“There’s a bunch of people that left the industry that are highly disillusioned that are 
saying, ‘If I’m going to give up my steady, though lower-paying, job, I have to know that 
there’s steady work available or I’m not coming back,” Garnet Amundson, president and 
chief executive officer of Essential Energy Services, told his company’s fourth-quarter 
conference call.

Another option companies are exploring is recruiting rookies to then train in all things 
oil and gas. “We are finding there are not enough ready-to-work people so we are train-
ing and developing new-to-industry or new-to-Essential people, which takes additional 
training time,” said Karen Perasalo, vice-president of investor relations at Essential Energy.

The problem is everyone is scrambling for employees at the same time. 
“It’s not just Canyon trying to staff up,” Fedora said. “It’s every one of our competi-

tors as well and the drilling companies, et cetera. Everybody across the industry has 
been trying to staff up at once.”

So companies might have to stretch their creativity to attract potential workers. 
Essential Energy has been working to attract candidates through a number of differ-
ent channels, including radio ads and referral bonuses. Some companies are setting 
up training schools and holding job fairs across the country. Many are promising raised 
wages, guaranteed hours, retention bonuses and comfortable camp accommodations.

Workers are most concerned about the level of compensation and the amount 
of hours they are guaranteed, said Ben Owens, an analyst at RBC Capital Markets. In 
other words, workers want stability, which can be difficult to deliver in this industry. It 
may be that nothing but time will be able to persuade workers back into the fray, and 
some companies are optimistic it will.

“Now that we have had six months of positive momentum in the pressure- pumping 
business and once we get breakup behind us, we think those people will return to the 
oilfield,” said Fedora. 

Labour shortage plagues 
service and supply

JOBS SLOWLY RETURNING TO ALBERTA INDUSTRY AFTER A DISTASTROUS 2016
SEASONALLY ADJUSTED (000S)

February 2017 January 2017 February 2016 

Forestry, fishing, mining, oil and gas 142.3 141 148.4

Utilities 20.2 19.7 21

Construction 241.4 242.1 259.8

Manufacturing 108.6 105.7 125.4

SOURCE: ALBERTA LABOUR

2

3

1

4

Four things 
to consider if 

planning to expand 
to the U.S.
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In 2011, the International Energy Agency (IEA) pre-
dicted natural gas could account for more than 
25 per cent of global energy demand by 2035, 
in part because it could be the vital bridge for a 
carbon-reliant economy in a decarbonized world. 
Now, approximately one-quarter of the way into 
that timeline, it doesn’t seem to be coming true. 

“This golden age of gas has not really mate-
rialized, and six or seven years later, we are still 
looking for it, and there is a glut that is emerging in 
the energy market,” Antoine Halff, the IEA’s former 
chief energy analyst, told the Canadian Energy 
Research Institute’s 2017 Oil & Gas Symposium.

“The argument of gas as a bridge fuel is increas-
ingly challenged,” said Halff, who is now a senior 
research scholar at Columbia University’s Center 
on Global Energy Policy. “Particularly the idea that 
gas is a natural complement to renewables—that 
gas can easily help renewables get integrated to 
the grid and deal with the intermittency of normal 
energy production—that argument…is becoming 
less compelling all the time.”

That’s partly due to improvements in tech nology 
that enable more sophisticated management of 
the intermittency of renewables, such as the use 
of solar to offset wind energy and batteries that 
better store energy. 

“Coal technology also is improving, and the 
most sophisticated coal-fired power plants now 
are much more adept at ramping up or down with 
the flexibility to increase or decrease their rates 
as the intermittence of renewables requires,” said 
Halff. “Gas is challenged on all these fronts, and 
policy has not always been supporting it.”

Gas is being squeezed out of the equation. 
There’s less public support for natural gas over 
concerns about fracking, and policy isn’t helping 
like analysts thought it might. 

“In general,” Halff said, “carbon-pricing princi-
ples would normally support the gas market, but 
it has not really worked because carbon prices 
need to be higher.”

Approximately 20 countries around the world 
have carbon-pricing policies, “but in 75 per cent 
of those countries, the price is under $10/ton, 
and that’s not really sufficient to move the nee-
dle,” he said.

But there is hope. In the U.K., the higher car-
bon price has successfully been pushing coal out 
of the market, benefiting natural gas. There is also 
strong demand for gas from countries that the IEA 
didn’t expect, like Egypt and Pakistan, mostly due 
to floating regasification, a new flexible and low-
cost technology, said Halff. 

No golden age 
of gas…yetNsolv in situ recovery technology ready to 

cross valley of death to commercialization

THE NSOLV PROCESS

Oilsands reservoir

Warm solvent vapour

Solvent + partially upgraded oil product

Heater Solvent supply
 vessel 

Solvent purifier

Separator

Upgraded oil

Cap rock

INJECTION WELLS

PRODUCTION
WELLS

Nsolv has proven its warm solvent flood 
oilsands recovery technology works and 
could save the industry cash and reduce 
greenhouse gas emissions, but the com-
pany needs help to face down its next 
step: going commercial.

Nsolv previously received fund-
ing from government agencies, 
including $10 million from Emissions 
Reduction Alberta (formerly the Climate 
Change and Emissions Management 
Corporation) and $15 million from 
Sustainable Development Technology 
Canada. But it needs more. Much more, 
according to the company.

“In the technology space, you need 
small amounts of money to test things in 
the lab, and as you move closer toward 
commercialization to technically prove 
things out, the cost goes up,” says Joe 
Kuhach, Nsolv’s chief executive officer.

“We’re now at the biggest chasm 
that there is. We’re technically proven 
and ready to go from a commercial 
standpoint, but getting over that barrier 
to commercialization, that’s the biggest 
cost investment, and that’s arguably 
where you need the most help. That’s 
where lots of technologies die,” he con-
tinues. “I don’t think that’s going to 
happen to us, but I think we’re delay-
ing a lot of the benefits that we could 
be reaping today by getting this tech-
nology now…. At some point you’ve got 
to start betting on the winners.”

Nsolv estimates a greenfield com-
mercial 10,000-bbl/d project using its 
technology would cost $350 million in 
total. In today’s market, that’s a tough sell.

“We just don’t see prices quite where 
they need to be for those folks that are 
somewhat risk-averse but yet willing to 
try something new,” Kuhach says. “They 
are very eager to be first to be second.”

Kuhach says he’d like to see the prov-
incial government do something similar 
to what it did for SAGD in the mid-1980s 
when it invested $135 million to construct 
the Underground Test Facility.

“We would really like to see govern-
ment step in at this point and say that 
they are serious not only about creat-
ing the challenge for industry to become 
a lower-carbon business but also help-
ing, finding ways now to reinvest some of 
that money that’s going to be collected in 
ways that can help the industry survive, 
can help Canadians be employed and 
generate economic value for all of us,” 
Kuhach says.

He thinks Nsolv’s technology would 
be worth the investment.

“The government made some huge 
investments in SAGD, and they paid 
off very well,” he says. “To be honest, I 
think Nsolv is an opportunity like that. 
It’s really taking things to the next step 
in what I believe would transform the 
industry into being more environment-
ally and economically sustainable.” 

SOURCE: NSOLV
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Thanks in no small part to a shift from coal, the long-term outlook 
for LNG in China and Southeast Asia is bright, creating a window 
of opportunity for Canadian exports, according to experts speak-
ing over Canadian Energy Research Institute’s two-day Oil & Gas 
Symposium in March.

China burns approximately four billion tonnes/year of coal. If even 
four per cent of that was replaced with natural gas, it could gener-
ate an extra 100 million tonnes of LNG demand, said Geoffrey Cann, 
a consulting partner at Deloitte Canada. “All it takes are very small 
adjustments to national government policies and programs related to 
carbon on a global level, and the natural gas industry has a very, very 
bright future,” he said.

In mainland China, that shift might already be underway. But it 
might not be as great for LNG as some hope, according to Cecilia Tam, 
a special adviser at the Asia Pacific Energy Research Centre. “I think 
this is already quite clear in terms of government policy, such as tar-
gets for gas consumption. Now, whether new gas supply will be in the 
form of LNG, domestic production or piped gas, I think you’re going to 
see a mixed bag,” she said.

“There are definitely already clear signs today that that market is 
going to be happening, but being able to quantify it is tough,” she con-
tinued. “Everyone is trying to figure out that question.”

Cann also acknowledged the market is changing. “There are whole 
new business models opening up,” he said. “Canada may be caught in…
thinking about LNG a bit too narrowly.” 

But Cann and Tam both suggested that Canadian LNG has some 
advantages over its competitors, particularly the U.S. For one, Canada 
is closer to Asia. Despite the Panama Canal opening for large-scale 
LNG tankers, U.S. exporters still need to pay to pass. 

“Canada has an inherent, permanent, long-term shipping advan-
tage until geologic plates move the United States closer to Asia, which 
won’t happen in my lifetime,” Cann said.

Canada also has abundant gas resources in B.C. and Alberta. 
“Montney gas is rich and appeals to LNG buyers,” said Robert 

Dakers, the commercial director for LNG Canada.
But the biggest issue for Canadian suppliers happens before the 

LNG even has a chance to leave the country. Pipeline and plant costs 
are higher in western Canada than in the U.S. Gulf Coast, Dakers said. 
Tam also said Canada’s stricter regulatory environment plus a carbon 
price at both federal and provincial levels means competition in prices 
alone may not be the best arena for Canadian LNG developers.

“I think that’s going to be the main challenge for Canada,” she said. 
“I think Canada also needs to be able to compete in providing addi-
tional security, which a lot of Asian customers are looking for.”

LNG projects must learn how to compete at current low prices, 
according to Yuji Kakimi, president of JERA, in an interview before his 
presentation at the CERAWeek conference. “Last year’s sport prices 
ranged from around $5 to $10/mmBtu, and we have to have projects 
that are economical even at the low end of those prices.

“Otherwise the expected golden age of LNG in the mid-2020s 
may not come because it is questionable whether developing and 
emerging nations would significantly increase LNG purchase if the 
prices keeps rising,” he said. 

Canadian LNG 
opportunities coming CANADA’S LNG PLANS 

There are 20 LNG export pro-
posals in B.C. at various stages 
of development as of February 
2017. Only Woodfibre LNG has 
announced it will move forward 
on its facility, representing 
$1.6 billion in new investment 
and hundreds of jobs.

PROPOSALS
Aurora LNG 
Proponent: Nexen Energy, INPEX, 
JGC  
Location: Digby Island
Cedar LNG 
Proponent: Cedar LNG Export 
Development 
Location: Kitimat
Discovery LNG 
Proponent: Rockyview Resources 
Location: Campbell River
Grassy Point LNG 
Proponent: Woodside Energy 
Location: Grassy Point
Kitimat LNG 
Proponent: Chevron Canada, 
Woodside Energy International 
(Canada)  
Location: Kitimat
Kitsault Energy  
Proponents: Kitsault Energy  
Location: Kitsault
LNG Canada 
Proponent: Shell Canada, 
PetroChina, Korea Gas, Mitsubishi  
Location: Kitimat
New Times Energy 
Proponent: New Times Energy  
Location: Prince Rupert area
Nisga’a LNG    
Proponent: Nisga’a Nation 
Location: north of Prince Rupert
Orca LNG  
Proponent: Orca LNG  
Location: Prince Rupert
Pacific Northwest LNG 
Proponent: PETRONAS, JAPEX, 
PetroleumBRUNEI, Indian Oil, 
Sinopec, Huadian 
Location: Lelu Island, District of 
Port Edward
Prince Rupert LNG  
Proponent: Shell Canada 
Location: Ridley Island

Steelhead LNG: Malahat  
Proponent: Steelhead LNG, Seven 
Generations Energy 
Location: Saanich Inlet
Steelhead LNG: Sarita   
Proponent: Steelhead LNG, Seven 
Generations Energy 
Location: Sarita Bay
Stewart Energy LNG  
Proponent: Canada Stewart 
Energy Group  
Location: Stewart
Triton LNG  
Proponents: AltaGas, and 
Idemitsu Canada  
Location: Kitimat and Prince 
Rupert are under consideration
Watson Island LNG 
Proponent: Watson Island LNG  
Location: Prince Rupert
WCC LNG  
Proponents: ExxonMobil Canada, 
Imperial Oil 
Location: Prince Rupert
WesPac LNG* 
Proponent: WesPac Midstream  
Location: Tilbury Island, Delta
Woodfibre LNG Project 
Proponent: Woodfibre LNG  
Location: Squamish
 *This facility is undergoing 
an expansion. WesPac LNG is 
proposing to export supply 
from the facility following the 
expansion project.

In addition to the export pro-
jects, there are four domestic 
LNG facilities operating or pro-
posed in the province.
AltaGas 
Proponent: AltaGas  
Location: throughout northern 
B.C.
Ferus 
Proponent: Ferus  
Location:  Fort Nelson
Mt. Hayes Natural Gas Storage 
Facility 
Operator: FortisBC 
Location: Ladysmith
Tilbury LNG  
Operator: FortisBC 
Location: Tilbury Island, 
Delta 

SOURCE: GOVERNMENT OF B.C.
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Ready to export? 

Alberta Export 
Expansion Package 
The Government of Alberta is 
supporting more Alberta companies 
to export to new international 
markets with several new programs. 

If you're looking to explore new business opportunities around 
the world, we can help. The Export Support Fund provides 
up to $20,000 to cover costs associated with entering new 
markets, such as marketing and attending 
international trade shows. 

Need help deciding? 
Set your business up for success with an international market 
entry strategy. The Export Readiness Micro-Voucher 
Program offers up to $5,000 in funding for export experts to 
create your strategy. 

Apply now 
For more information on these programs and to apply, visit: 
jobsplan.alberta.ca 

Montney operators continue drilling longer wells with more frac 
stages to coax out more resources from the play straddling the 
Alberta-B.C. border. 

Paramount Resources is focused on getting the most out of its 
remaining 158 sections of Montney land and will adopt a new well 
design that Jim Riddell, the company’s president and chief execu-
tive officer, calls transformational. 

“As most of the industry had, we realized back in 2014 and 2015 
that drilling longer wells, doing bigger fracs, and making wells 
much tighter-spaced was a recipe for better wells and values,” he 
told a recent CIBC investor conference.

Instead of drilling a one-mile horizontal with 20 frac stages at 
60 tonnes each, Paramount recently drilled a two-mile horizontal 
with 50 fracs at 100 tonnes each. “The first chance we got to show 
the new well design, we placed four times the frac intensity in a well 
compared to what we were doing before,” Riddell explained.

NuVista Energy is focused on the Wapiti area south of Grand 
Prairie and is also planning longer wells and higher frac intensity.

“When we go forward, we expect double the length and 
double the production, but it so happens these wells have outper-
formed even that,” Jonathan Wright, the company’s president and 
chief executive officer, told the conference. 

Not only are they going longer, but they’re also going longer 
with denser fracs, much like Paramount. “We’re going from about 
100 metres to about 50 metres based on the results we’ve had so 
far,” Wright added.

“To the extent that these little experiments—going longer and 
denser with the fracking—work perfectly, then we would end up 
exceeding our annual plan, and…we would end up with more pro-
duction,” he said. “That’s one lever that will happen through the 
year as we evaluate the results of these wells, and if we end up out-
performing, then we have that happy choice.” 

Montney wells 
continue getting 
longer, more 
productive

BIGGER WELLS, MORE FRACS PAY OFF FOR NUVISTA ENERGY

Well Raw Gas 
(mmcf/d)

Condensate 
(bbls/d)

Total sales 
(boe/d)

Bilbo Typecurve* 5.8 435 1,361

Bilbo 8-25-65-6W6 11.2 1,646 3,278

Note: Based on field-estimated production data.
*Typecurves are based on NuVista’s internal best estimates

SOURCE: NUVISTA ENERGY

COSSD.COM | 1.800.563.2946

“We put a call tracking number in our 
advertisement in the COSSD, and were 

amazed at the results!”  
— John & Scott, owners,  
Empire SCBA & Supplies
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“In 1980…my dad’s government introduced a policy called the 
NEP, the National Energy Program. It lasted until 1985, and it 
didn’t work. It was a failure. It didn’t mean to be, but it ended 
up being the wrong policy at the wrong time.”

“We’re on our way to getting three new pipeline projects 
under way, which will help connect Canada’s oilpatch 
with energy markets around the world…. I make no bones 
about it: we’re very proud of this. It’s progress. It’s 
important.”

“In Canada, we know all about preparing for winter and for 
the long cold nights. So when we go camping…we light our 
campfires before the sun goes down, but that doesn’t mean 
we’re anti-daylight. It’s exactly the same with energy: innovat-
ing and pursuing renewables isn’t somehow in competition 
with those traditional resources. It’s common sense. It’s wise 
preparation for the future.”

“We would not be on this path, not even close, had we as 
a government not insisted that environmental protection 
and resource development go hand in hand. Our immedi-
ate predecessors tried a different route for 10 years—to 
ignore the environment. It didn’t work any more 
than the NEP of the 1980s worked…. In the 21st cen-
tury, Canadians will not accept that we have to choose 
between a healthy planet and a strong economy.”

If you haven’t figured it out by now, 
Prime Minister Justin Trudeau 
is a fan of integrating energy and the 
environment. At IHS Markit’s CERAWeek 
energy conference in Houston in March, 
Trudeau outlined his thoughts on this 
concept, while also addressing some 
old western Canadian wounds inflicted 
decades ago by his father, former prime 
minister Pierre Trudeau. 
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ANY SIZE. ANY LENGTH.
ANYWHERE.

Trenchless solutions from the sharpest minds in the business!

Calgary (403) 269.4998  Edmonton (780) 960.6037
www.directhorizontal.com

The worst is over. 
Or is it?  
Find out why Canada’s 
oilfield sector is cautiously  
optimistic that 2016 marks 
the end of the downturn.

Download the 
complete report at 
reports.jwnenergy.com.

JWN and partner Grant Thornton LLP 
surveyed 372 service and supply sector 
leaders to get their views on how the 
sector performed financially in 2016 
and how 2017 would play out.

We also dug deeper into strategies 
companies can pursue to maintain or 
grow market share with insight from 
industry workshops and JWN’s suite of 
trusted data intelligence products.

All of this data and intelligence can 
be found in the Service & Supply 2017 
Outlook Report. 

Download our latest report—the Service 
& Supply 2017 Outlook Report—to get an 
insider’s view of what lies ahead in 2017.



YEARS
LATER
Every year, the Alberta Energy 

Regulator releases its annual ST98: 

Alberta’s Energy Reserves and 

Supply/Demand Outlook. This year’s 

report looks forward to 2026 and 

paints a picture of rising production, 

prices and revenues but tight capital 

spending going forward.

PRODUCTION

In situ 1,334.7 2,170.4

Mining 1,117 1,621.1

Production 441.1 412.8

Wells brought on 645 1,725

Production 291.9 250.7

Wells brought on 875 1,745

Ethane 225.4 224.1

Propane 152.5 169.5

Butanes 93.8 98.9

Pentanes plus 201.4 257.4

2016 2026

CAPITAL EXPENDITURES

2016

Conventional
oil & gas

$10
billion

2026

Conventional
oil & gas

$16.7
billion

+67%

Conventional oil 
and gas spending 
is expected to rise, 
if only slightly, as 
producers develop 
areas that generate 
positives returns in a 
shorter time frame.
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Bitumen

Natural gas

Natural 
gas liquids

VALUE OF PRODUCTION

PRICES
WTI

(US$/bbl) $43.32 $83.26

Canadian Light 
Sweet (C$/bbl) $53.95 $95.51

WCS
(US$/bbl) $29.48 $65.78

AECO
(C$/gj)

$2.05 $4.38

Henry Hub
(US$/mmBtu) $2.41 $4.35

+92.2%

+77%

+123.1%

+113.7%

+80.5%

2016 2026

Crude oil

2016  $36 billion

2026  $106.7 billion
+196.4%

2016  $7.5 billion

2026  $14.3 billion
+90.7%

2016  $7.5 billion

2026  $13 billion
+73.3%

2016  $4.9 billion

2026  $13.4 billion
+168%

2016

Oilsands

$16
billion

2026

Oilsands

$12.1
billion

-24.4%

Oilsands spending, 
on the other hand, is 

expected to slowly 
drop as producers 
continue to defer 
projects, reduce 

costs and focus on 
sustaining capital.
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SOURCE: ST98: ALBERTA’S ENERGY RESERVES AND SUPPLY/DEMAND 
OUTLOOK, ALBERTA ENERGY REGULATOR
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If your industry news is coming from a live news feed or from content 
aggregators, it’s probably common knowledge.

The Daily Oil Bulletin (DOB) provides in-depth, original content and 
energy intelligence that gives you a competitive edge, including:

Exclusive 
reports

Project 
leads

Extensive 
databases

INFORMATION THAT GIVES YOU AN EDGE
start a trial now on dailyoilbulletin.com/freetrial

with exclusive reports, extensive data and project updates
GO BEYOND THE HEADLINES

Choose from daily emails

Morning Briefing

Breaking news alerts

Noon-hour Today’s  
Headlines

Market Briefing
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Fewer 
bells and 
whistles
SAGD players work to 
drive down well pad costs

BY JIM BENTEIN
AND DEBORAH JAREMKO

On the road to globally competitive new in situ 
oilsands projects in a market where WTI hovers 
around US$50/bbl, smaller well pads are a crit-
ical incremental step to drive down costs at SAGD 
developments. 

Producers are already moving on smaller sus-
taining well pads and throwing around what’s 
possible, building the lessons that will help the 
industry move forward with lower-cost greenfield 
facilities in the future.

“While SAGD is still relatively immature, the 
industry has made great strides in improving its 
understanding of reservoir performance. As such, 
new SAGD project designs will likely be more 
streamlined and require fewer ‘bells and whistles,’” 
CIBC analysts Arthur Grayfer, Mark Zalucky and 
Trevor Bryan wrote in a research report released 
in January.

“New developments will have smaller central 
processing facilities, sustaining pads with less 
metal, fewer valves, less instrumentation and 
greater automation, which will all serve to lower 
costs. These new designs will be relatively low 

risk and will begin to be implemented on the next 
phase of greenfield developments, likely later this 
decade (slimmer sustaining pads have already 
started to be implemented by industry).”

Suncor Energy, Cenovus Energy and 
ConocoPhillips Canada have all made recent 
statements about the success of their well pad 
reduction programs. 

ConocoPhillips has a line of sight to a 50 per 
cent reduction in well and pad costs through 
standardized designs, executive vice-president 
Al Hirshberg told the company’s annual investor 
day in November 2016.

The most dramatic improvements so far have 
been realized in well pad surface facilities, he said.

“We’re using a process called zero-based 
design. We question the need for every compo-
nent in the design, and we get rid of it if we don’t 
need it for a safe, environmentally sound or reli-
able operation,” Hirshberg said.

“As we move from the previous design…to the 
current design, the footprint and height of the 
facility have been reduced dramatically, driving 
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down the amount of structural steel, pip-
ing and electrical components required. 
This has been amazing progress by our 
Surmont team—but they are not done 
yet. They still have some more ideas, and 
they are well advanced to drive down 
costs even further.”

Cenovus Energy also uses zero-based 
design for its well pairs and pads. Every 
line item is fair game for review each time 
a project is executed.

The first redesigned well pad began 
construction in the third quarter of 2016, 
Cenovus says.

The company expects the new 
approach will result in overall cost sav-
ings of 35–50 per cent, including 40–60 
per cent reductions in materials and a five 
to 20 per cent drop in well pad surface 
footprint.

Suncor also says its greatest well pad 
cost reductions have been realized in sur-
face facilities. Before its new pad design 
program, facilities accounted for 47 per 
cent of cost. Using its new design, which 
has been developed with Wood Group, 
Suncor says overall well pad costs are 
expected to drop by up to 50 per cent.

This includes dramatic reductions 
in engineering hours, field construction 
hours and manual valves.

“SAGD is still a fairly new technology, 
but has now matured to the point that 
design and specification of its component 
parts can be effectively standardized,” 
says Dean Piquette, well pad program 
director in Wood Group’s Calgary office.

“Prior to 2014, a large part of the in-
dustry still believed that one of the keys 
to success was in ‘build-to-suit’ design, 
with all of the associated costs. Wood 
Group is proving that the benefits do not 
outweigh the costs and that a simpler, 
standardized design is the key.”

Ongoing sustaining well pad de-
velopment is estimated to account for 
two-thirds of a SAGD project’s overall 
costs, and Wood Group isn’t the only 
supplier working to get in on the action.

Privately owned BlueSteam WellPad 
Solutions is one of the lesser-known play-
ers in the well pad space, but its eight 
principles have extensive SAGD design 
and operations experience, stretching 
back to 1998.

BlueSteam, like its competitors, takes 
a standardized design approach to well 

the piping designer and piping stress engineer 
requires skillful innovation to enable the main pro-
cess headers on the well pad to expand and move 
independently, without restraint,” Webber says.

When that is achieved, the requirements for 
structural steel, piling and piping are dramati-
cally reduced, which leads directly to reduced 
fabrication and construction costs, according to 
BlueStream.

“We spend more money on instrumentation, 
but the amount of money saved on pipe, steel 
foundations and the footprint of the package are 
each greatly improved,” Webber says.

Ashley Leroux and Chad Hadler of Integrated 
Thermal Solutions (iTS), a subsidiary of Tundra 
Process Solutions, are also veterans of the SAGD 
sector who have been focused on cost reduction.

“We were leading innovation during the pilot 
days, at the beginning of the SAGD industry,” says 
Hadler, iTS director of technical services.

While iTS hasn’t yet built a next generation 
well pad, they say interest in the firm’s “bolt-in-
and-bolt-out” manufactured model is high.

“We’ve been asked to become involved in five 
projects at various stages; planning, brownfield 
and greenfield,” Leroux, president and chief exec-
utive officer, says.

The company’s approach is based on the sim-
ple premise that “90 per cent of the cost is spent 
on procurement, fabrication and construction, so 
our fabricators and constructors played a large 
role in the design,” Hadler explains, adding that 

Extended-reach horizontals 
help cut SAGD cost
BY DEBORAH JAREMKO

Twelve Canadian football fields—that’s the equivalent horizontal length of record-breaking 
SAGD wells that Cenovus Energy completed at its Foster Creek project last year. 

The four extended-reach wells average 1,605 metres in horizontal length.
Just a few years ago, average SAGD wells were half as long, Cenovus director of subsur-

face engineering Jason Abbate describes on the company’s website.
“Our ability to drill wells that run more than 1.6 kilometres through our oilsands reservoirs 

really push the bounds of what our industry has traditionally been able to do,” Abbate says.
“We can now use fewer wells and surface facilities to access the same amount of oil, 

which helps to reduce our environmental footprint and could significantly cut our costs.”
Cenovus is targeting sustaining capital costs at its SAGD projects of $7/bbl, which it esti-

mates that it achieved in 2016, according to its most recent corporate update. The company 
expects to spend $7.25/bbl on sustaining capital in 2017.

This is down significantly from 2014, when sustaining capital costs were about $14/bbl, 
and $10.50/bbl in 2015.

Cenovus says longer-reach horizontal well pairs have contributed to the savings. So have 
drilling times that are up to 30 per cent faster, well pads that are 35–50 per cent smaller in 
size and cost, enhanced start-up procedures, better conformance with inflow/outflow con-
trol devices and improved liners, and future wedge or infill wells.

pad development and is targeting surface facility 
infrastructure reductions, but with a key difference.

President Tim Webber and civil, structural, 
architectural lead Dave Vrkljan say the company’s 
inclusion of continuous emulsion metering in its 
design helps distinguish it from the competition.

“BlueSteam’s approach has been to create 
a standardized design that covers the majority 
of SAGD wellpair production/injection process 
envel opes in the province,” Webber says.

“The design incorporates continuous emul-
sion metering, which is a unique attribute as far as 
BlueSteam is aware, in the well pad design arena. 
By doing so, the test separator and its associated 
piping can be eliminated.”

BlueSteam’s approach, initially developed in 
2010 in response to a technological gap identified 
by SAIT instructor Russ Ritchie, evolved because 
Ritchie wanted to address the limitations and 
problems caused by having a test separator in 
SAGD well pad design.

Although the use of a test separator is still the 
standard in SAGD design, some metering alter-
natives to its use have been successfully applied.

When test separators are included, there is a 
requirement for significant structural steel and 
piping loops to accommodate thermal expansion 
forces, as the test separator is heated up to 200 
degrees Celsius. The resulting stresses in piping 
and vessels must be accommodated in the design.

“When the test separator concept is replaced 
with continuous emulsion metering, the job of 

oilsands
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the iTS system results in pads that don’t need to 
be redesigned every time, overtime costs are not 
required and engineering costs virtually go away.

iTS is also targeting reductions in subsur-
face costs through its dual parallel row drilling 
technology.

“It allows the operators to drill in multiple dif-
ferent directions from the same surface location,” 
says Leroux. “It increases the reservoir coverage 
by 300 per cent.”

With fewer wells needing to be drilled, hun-
dreds of millions of dollars in costs can be saved.

“Everyone is focusing on well pad design, but 
you also need to take a more global approach to 

drilling and completions and infrastructure that 
goes with the well pad,” says Leroux.

The approach should stretch the lifespan of a 
SAGD well pad, keeping the facilities and infra-
structure fully utilized, since it allows for a wider 
area to be developed.

“They can sweep the reservoir from existing 
locations,” says Leroux.

Because a wider area of the reservoir is 
accessed, the surface facilities don’t need to be 
as large.

“We can help operators save 60 per cent of 
the wellhead and infrastructure footprint needed 
for a project,” Hadler adds.

Wood Group also has extensive SAGD 
and in situ oilsands experience, includ-
ing long relationships with Canadian 
National Resources, Cenovus Energy 
and Suncor Energy.

Piquette describes the company’s 
standardized well pad design approach 
as “industry proven.”

The 2017 model of the approach, 
which has been implemented at Suncor’s 
Firebag facility, offers significant cost 
and operability improvements over 
previously installed pad infrastructure, 
Piquette says.

Previously producers might have 
spent $100 million on a large well pad. 
Wood Group believes it can slash that 
down to between $25 million and $30 mil - 
lion for a 10 well pair pad. And it has 
found a way to reduce the direct facility 
module costs of each well pair to around 
$1.5 million. 

One key is that it has reduced the 
footprint of the well pads by substantially 
reducing the module count. By doing 
that, significant cost savings are realized 
as less earthwork needs to be prepared, 
the regulatory process is streamlined and 
many other costs are stripped away.

Piquette says the previous approach 
used by owner companies to well pad 
development essentially involved an 
“over-engineered” design.

For instance, previous well pads were 
designed to operate for 30 or more years 
instead of the more common 12–15 year 
life cycle. Previous pad designs required 
27 modules to make a pad, but with the 
Wood Group approach, that has been 
reduced to six modules per pad. Piping 
and instrumentation has been cut sub-
stantially as well.

In the same way that no Ford F-150 
model suits all, the company is developing 
a next generation well pad for SAGD pro-
ducers with slant wells that are inspired by 
the company’s global experience design-
ing facilities for offshore and subsea.

Wood Group, which has built a proto-
type well pad facility at a site in Calgary, 
continues to make subtle changes 
to its design and the interaction with 
the wellhead as part of its continuous 
improvement approach. For example, by 
optimizing the valves and cable trays, it 
saved an additional $300,000 from the 
previous design. 

Historical
pad design

New pad
design

Pad facilities

Drilling

Gathering and power lines

Completions

Logistics

Commissioning
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Most well pad cost reductions coming from facilities

10,000

8,000

6,000

4,000

2,000

0
Field

construction 
hours

Engineering 
hours

Reduced engineering and 
construction hours

250

200

150

100

50

0
Number 

of manual 
valves

Reduced number of 
manual valves

SOURCE: SUNCOR ENERGY

47%

oilsands

MAY 2017  |  JWNENERGY.COM   21



Steam generators

Natural gas 
combustion turbine & 

electric generator

SAGD oilsands wells and plant

Alberta electrical grid

Electricity used in operations

Excess electricity

Steam

Exhaust heat

Natural gas

Two for one
Oilsands cogeneration could 
be a low-cost greenhouse
gas slayer

BY MAURICE SMITH

An advanced shutdown of Alberta’s coal 
power plants and build-up of cogeneration 
in the oilsands to provide new power to the 
grid could lead to earlier reduction in the 
province’s greenhouse gas (GHG) emissions.

And if the GHG credits earned were then 
applied back to the relatively carbon inten-
sive oilsands producers supplying the cogen, 
they could essentially bring down their emis-
sions profile to match that of conventional 
oil production, according to David Layzell, 
director, Canadian Energy Systems Analysis 
Research (CESAR) Initiative.

Speaking at the Canadian Energy 
Research Institute Oil & Gas Symposium in 
Calgary, Layzell said cogen could also be 
expanded in such a way that it backstops 
renewables such as wind. And even after add-
ing the cost of new transmission lines, it could 
lead to cheaper power bills for consumers.

Expansion of cogen, used extensively as 
part of the oilsands production process, not 
only beats coal in terms of reduced GHG emis-
sions, but would create more emissions savings 
than the current expected alternative—more 
natural gas power plants.

The savings largely come down to effi-
ciencies. The worst offender, coal, wastes 
about 65 per cent of the heat it creates 
when burned. Natural gas–fired genera-
tors like combined cycle, considered the 
gold standard in thermal generation, are not 
necessarily much more efficient, wasting 
up to 50 per cent of their thermal energy, 
said Layzell, who is also a professor in the 
department of biological sciences at the 
University of Calgary.

Natural gas cogeneration plants used in 
the oilsands in effect use the thermal energy 
they create twice—to produce steam, prima-
rily for use in SAGD bitumen production, and 
to drive generators to produce electricity, 
creating thermal efficiency levels of over 70 
per cent.

“We throw away in our electricity gen-
eration anywhere from 50 to 65 per cent, 
sometimes even higher, of the energy in the 
fuel—all of this is dumped as waste heat. And 
a few hundred kilometres away, we go around 
and burn more fuel in order to generate the 
heat that we need in order to run our SAGD 
operations,” Layzell said. “We could inte-
grate our power generation into our oil and 
gas operations and improve both, and signifi-
cantly reduce greenhouse gas emissions.”

The province has mandated that coal, 
which produces about half the prov-
ince’s electricity, be phased out by 2030, 
replaced largely by a target of 30 per cent 
renewable power combined with new nat-
ural gas–fired generation.

“SAGD offers a made-in-Alberta oppor-
tunity for transforming our energy system 

with existing technologies by integrating 
electricity generation on a provincial-wide 
scale with SAGD. Now is the time to look 
at this because Alberta is on the cusp of a 
major transformation in the structure of [its] 
electricity generation system.”

While waste heat is a fact of life for 
thermal power production, Alberta is 
uniquely positioned to take advantage of 
the massive quantities it produces to use as 
a feedstock for processes such as oilsands 
production.

“In virtually all jurisdictions, there is 
no industry that could possibly use the 
amount of heat that we throw away from 
thermal power generation. But Alberta is 
different. Alberta is a thermal province, 
we have huge thermal energy loads, espe-
cially in the form of SAGD. And indeed if 
one has a thermal load—a demand for high 
temperature heat—there is a possibility of 
increasing the overall efficiency of the fuel 
energy use to 70 or 75 per cent.”

A standard 33,000-bbl/d SAGD facil-
ity could efficiently use all the heat from 
two 85-megawatt gas turbines, utilize 15–20 

COGENERATION PROCESS
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megawatts of electricity required for SAGD 
operations and put the rest on the grid, 
Layzell said.

CESAR examined three scenarios for 
early phase-out of coal power generation in 
two reports published last fall. One scenario 
sees combined cycle natural gas plants take 
up most of the slack, reducing emissions 
by 147 million tonnes (including 28 million 
tonnes saved through renewables), and two 
envision cogen expansion displacing coal, 
reducing emissions by 162 million to 170 mil-
lion tonnes.

Further, in one of the latter scenar-
ios, cogen facilities are run at less than full 
capac ity “so they can become the backup 
for the renewables on the grid, so we don’t 
need to develop near as many single-cycle 
turbines,” Layzell said.

“When we use SAGD cogeneration 
instead of natural gas combined cycle, we 
get the advantage of additional greenhouse 
gas emission reductions because we are 
using our fuel more efficiently.”

While the majority of the GHG emis-
sions reductions associated with early coal 

retirement—84 per cent—is derived from a 
cleaner grid, the 16 per cent that could be 
attributed to greater efficiency in the oil-
sands is what is most meaningful for the 
province, he pointed out.

If the grid-related GHG reductions are 
assigned to the bitumen produced via 
heat from cogen, the emissions profile of 
bitumen could be brought down to a level 
equivalent to or lower than conventional oil, 
Layzell said. “If the oilsands companies can 
move beyond regulation in emissions reduc-
tions, perhaps they should be able to get 
some of those credits.

“The oilsands production’s carbon inten-
sity is much more important to Alberta 
and to the social licence than the carbon 
intensity of electricity production. Nobody 
sitting in coffee shops in Toronto, Montreal, 
Washington or New York is worrying about 
the carbon intensity of the Alberta grid—they 
are concerned about the carbon intensity of 
our oilsands production.”

In his recommendations to the province, 
he said it should require all new base load 
power generation capacity to be at least 

68 per cent efficient and allow companies 
that achieve early coal retirement to assign 
“beyond regulation” GHG emissions reduc-
tions to their production.

“This is an opportunity that, if policies 
were set up to move in this direction, we 
not only reduce our greenhouse gas emis-
sions by lower than is currently regulated, we 
could buy time for the oilsands producers to 
develop innovative new technologies. And 
we provide a source of electricity in the oil-
sands region that could actually feed those 
technologies,” said Layzell.

“We are an unusual province in having 
such a thermal industry and it seems to me 
as an energy system analyst and modeller, 
it’s crazy that we would allow our power gen-
eration to be throwing away so much heat 
when we could use it in other places.”

Asked if the provincial government was 
receptive to the idea, Layzell said he has had 
some discussions and “there has been some 
interest,” though it is occupied right now in 
dealing with changes within the energy sec-
tor with the capacity market.

“Part of the issue is, I think the govern-
ment would like to keep its arrangements 
with industry sectors in [electricity and 
oilsands] silos. What we are saying is, if 
you really want to deal with really think-
ing transformatively about energy systems 
change, you have got to break down the silos 
between industry sectors, especially when 
the waste product of one sector is a feed-
stock for another.”

He added, “I think it is fair to say that 
some of the large power generators in 
the province are nervous about what we 
are saying because this will come in with 
another competitor within market. Some 
of the oilsands companies are big enough 
that they could actually implement and 
develop large scale cogen on their own and 
that would bring more generators into the 
Alberta marketplace. So they are nervous, 
but they also see it as an opportunity of 
maybe partnering with oilsands operators 
and getting ahead of the game.” 

ANNUAL GENERATION CAPACITY BY TECHNOLOGY
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The last two years have seen 
western Canada’s oil and gas 
workforce whither away as 

the investment drought forced 
both operators and service 

companies to hack back their 
operations to survive. 

But, despite the climate of 
uncertainty pervading the 

industry, work continued and 
people built careers and hunted 

for opportunities. 

The 11 members of this year’s 
Rising Stars class have survived 

the downturn. That is an 
accomplishment in itself, but 
more than just survive, they 
have thrived, and they have 

positioned themselves to help 
lead the industry as it moves 

into a slow recovery. 

And that is worth celebrating.  

RISING STARS 

CLASS OF 2017 

PUT DOWN ROOTS 

IN AN UNCERTAIN 

ENERGY CLIMATE

GREEN 
SHOOTS

BY R.P. STASTNY

PHOTOS BY COLIN WAY
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The 2017 class of Rising Stars: (standing left to right) Adam Douglas, project engineer, 
Fluor Canada; Joel Heal, manager of business development, Catch Engineering; 
Tulika Gupta, production planner, Suncor Energy; Ryan Haughn, vice-president of 
investments, Stream Asset Management; Kelcie Miller-Anderson, founder, MycoRemedy; 
Brendan Boyle, director of service delivery and engineering, Vintri Technologies; (sitting 
left to right) Dan Reid, partner and manager of corporate development, Panoptic 
Automation Solutions; Michael Geddes, owner and corporate development, Zimco 
Instrumentation; Kevin Jagger, manager of NGL market development, Pembina 
Pipeline; (missing) Ryan Townend, owner and chief executive officer, William Joseph 
Communications; Shawn Kirwan, president, Elite Integrity Services

Try out 
JWN’s new 
augmented 

reality feature! 
Download 

the free JWN 
AR app to get 

started and 
discover more 
about 2017’s 

Rising Stars. For 
more detailed 
instructions, 
see page 7.
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Seven years of technology development is culminating this summer for Kelcie 
Miller-Anderson in actual fieldwork. She’s putting myco-remediation to work on 
two contaminated mine sites in Alberta and Ontario. After that, she plans to take 
her company, MycoRemedy, into the oil and gas industry. 

But, ultimately, Miller-Anderson wants to launch a non-profit organization that 
delivers myco-remediation to wherever it is needed, particularly to developing 
countries that may lack the resources and high environmental standards that 
Canada has for cleaning up industrial contamination.  

At 22 years of age and just finishing her last year of university, Miller-Anderson 
is the youngest 2017 Rising Star, but she has already attracted a lot of attention. 
In November, she presented to the senate’s standing committee on Energy, the 
Environment and Natural Resources on how her technology could make oil trans-
portation safer. She was included in Next Canada’s entrepreneurship program The 
Next 36. She has collected several science and innovation awards and has been 
recognized in various magazine lists of talented and notable people. 

“Growing up, I was one of those annoying kids who was always asking ques-
tions,” she says. 

By good fortune she had parents who didn’t see that as annoying and put 
her into a science school that promoted enquiry-based learning. It was there— 
actually, it was in her back alley—that she noticed dandelions growing through 
the asphalt and stopped to wonder how they could grow in places that are toxic to 
most plants. 

“So I became really curious about how dandelions do it,” she says.
Her research led her to understand the symbiotic relationship between dan-

delions and a fungus that accumulates in their roots. The fungus enables the 
absorption of nutrients that aren’t normally accessible to a plant.

In her early experiments, she tried to make soybean plants grow in oilsands 
tailing material. They wouldn’t. But, by extracting the fungus from the dande-
lion root and inoculating the soybean plants with it, the soybean plants were 
able to grow.  

“But the technology I use now is actually mycelium, the vegetative part of the 
fungi,” she says.

Certain organisms occurring naturally in soils can feed on contaminants, such 
as hydrocarbons. So over time, contaminated soils reclaim themselves, and there 
is current research in Alberta and Saskatchewan looking to accelerate this natural 
process with food for the soil that will spur faster growth of these microorgan-
isms. Introducing mycelium to contaminated soils has the potential to radically 
cut the time needed for organism-based remediation from years to just 21 days, 
according to her lab results.

“Not only is [myco-remediation] low cost, it’s completely natural and in situ. It 
works quickly and doesn’t have to be removed because it only offers further ben-
efits to the soil and helps to re-establish the local bacterial communities so that 
you can have bio-remediation occurring naturally and symbiotically with other 
species,” she says. 
In her journey to launch MycoRemedy, Miller-Anderson has taken every public-
speaking opportunity offered to her with the aim of inspiring youth to become 
environmental stewards and citizen scientists. 

“I don’t think all the solutions we will need in the future are going to come 
from the minds of traditional scientists,” she says. “Curious and passionate citi-
zens are going to solve some of those problems.”

KELCIE MILLER-ANDERSON
FOUNDER // MYCOREMEDY

Education:
B.Sc. in environmental earth  

science, University of Alberta

Favourite charities:
Alberta Emerald Foundation,  

Calgary Youth Science Fair 

If not for your career, what would 
you be doing:
I discovered my passion for remediation 

when I was 15, so I can’t imagine myself 

doing anything else. If start-up life didn’t 

keep me so busy, you’d probably find me 

volunteering at some sort of conservation 

project somewhere warm!

Best advice received:
“Imagination is more important than 

knowledge.” This quote by Albert Einstein is 

the piece of wisdom I always like to keep in 

mind. It reminds me that age, background 

or experience aren’t the only factors when it 

comes to innovation.

Favourite past-time:
Fly-fishing on the Bow River with my dad

Favourite movie:
The Lorax

Other passions:
My work has given me an amazing platform 

to be able to help foster innovation in the 

next generation, so speaking to youth 

and the community about innovation, the 

environment and science has become one of 

my favourite ways to spend my time. 
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During the downturn, Dan Reid had to reign in his enthusiasm when calling cli-
ents because he knew not everyone would appreciate hearing about how good 
things were going for Panoptic Automation Solutions:

Reid: “Hey, how’s it going?”
Client: “Oh, you know. It’s been tough. You?”
Reid: “Terrific! Our revenues are up 322 per cent from two years ago. We made 
PROFIT’s Startup 50 ranking of Canada’s top new growth companies. And, on 
a personal note, I’m now a partner in the biz and an Oilweek 2017 Rising Star. 
Anyway, enough ’bout me. Let’s talk about automation.”
OK, Reid would never say something like that—he’s one of the most consider-

ate guys you will meet—but the reality is the downturn opened some doors that 
otherwise would have been shut.

“A couple years ago, companies were too busy. If it’s not broken, why fix it? 
Now they’re forced to watch the bottom line. They’re open to new ideas. So com-
panies like us are coming in and helping them figure out ways to improve their 
results through automation,” he says. 

Examples of these technology solutions include enabling producers to control 
their plants remotely, thereby reducing field staff requirements, or collecting and 
interpreting oilsands data aimed at predictive maintenance that actually antici-
pates breakdowns rather than simply reacts to them. 

“You even see it in McDonald’s automating these days with their new order-tak-
ing capability. Everyone is looking at cutting costs through automation,” Reid says. 

Being a good listener and problem-solver makes Reid an ideal interface 
between commercial and technical teams. He’s a people person, and community 
service runs in his blood. Raised by a father who is a firefighter and a mother who 
is a nurse, Reid joined the Youth Volunteer Corps when he was 15. Later, he drew 
on his love of sports and coached for the Calgary PeeWee Football Association. 

More recently, the Branch Out Neurological Foundation has also become an im-
portant part of his life. 

“I have a twin brother, whose fiancée, Crystal, founded the Branch Out 
Neurological Foundation, which just hit its $1-million milestone last year in the 
summer. Crystal’s one of the most inspirational people I’ve ever met,” Reid says. 

Two years ago, Reid also became involved in the Rotary Flames House, a chil-
dren’s hospice next to the Alberta Children’s Hospital in Calgary.

“I don’t know exactly what got me in there, but I know what keeps me going 
back,” he says. “The first time I went after my orientation, I was there for four 
hours, and I didn’t think about work or anything stressful in my life. Essentially, I 
just played with kids and helped the nursing staff take care of them. 

“I’m a very high-strung, anxious person, but when you’re working with some-
body who is terminal, you’re so emotionally involved with that individual and 
their family, that you don’t have time to think about your problems. Even though 
you don’t get to leave [your emotional involvement] at the hospital, and you take it 
home with you, it’s a constant reminder to always be grateful.”

DAN REID
PARTNER & MANAGER, CORPORATE DEVELOPMENT // PANOPTIC AUTOMATION SOLUTIONS

Education:
Instrumentation Engineering 

Technology diploma, Southern Alberta 

Institute of Technology, 2007

Favourite charity:
Rotary Flames House

First job:
Canyon Technical Services

If not for your career, what would you 
be doing:
Having only known the bustle of a 

downtown metropolis, I’ve recently 

thought it would be fascinating to 

study meditation with Tibetan Buddhist 

monks, the opposite of how I currently 

live—kind of like Bruce Wayne did but 

without the violence. 

Best advice received:
Pick a lane. So much time is wasted on 

hesitation.

Favorite past-time:
The family has a place in B.C. where 

we all meet up every summer. As we 

all grow older and careers and families 

get busier, there’s always a place to go 

back to that reminds me of a simpler 

way of life. 

Favorite movie or book:
Hook, The Power of Myth by Joseph 

Campbell and Bill Moyers

Other passions:
Growing up, I was always fascinated with 

insects, arachnids and other invertebrates. 

It’s a hobby that I never grew out of. I used 

to collect tarantulas and had some beau-

tiful spiders from all over the world.  
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Education:
B.Sc., University of 

Calgary; M.D., University 

of Alberta; MBA, 

Queen’s University

Favourite charities:
Brown Bagging for 

Calgary’s Kids, Ronald 

McDonald House 

Charities, The Mustard 

Seed, motionball

First job:
McDonald’s 

If not for your career, 
what would you be 
doing:
A Wall Street investment 

banker

Favourite past-time:
Travel

Favourite movies:
Scarface, 300, Old 

School, Rocky 

I-IV, Swingers, The 

Boondock Saints
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As an emergency medicine and trauma spe-
cialist, Mike Geddes has been healing people 
and saving lives in Calgary hospitals for 
the past five years. It’s work he loves—real 
problems, real consequences and making a 
difference in people’s lives.  

But there’s another side to Geddes. His 
13 years of university education includes an 
MBA, which he earned while in his fourth 
and fifth years of residency. As far as he 
knows, he’s the only one to have done that 
at Queen’s University.

“Some people thought I was crazy, trying 
to do them at the same time,” he says. “It was 
a rough 24 months, but with the shift work in 
ER and trauma, I was able to do classes dur-
ing the day. I literally ran from the hospital 
to class in my scrubs and back—there were 
definitely some naps in there too. I did the 
finance track and loved it.”

Geddes traces his passion for busi-
ness back to conversations with his 

father around the dinner table. Later, 
as a medical student, he was further 

spurred to study business when he 
saw the disconnect between medi-
cine and business. (Side note: if you 
get a chance, ask Geddes about pub-
lic healthcare as a cornerstone of 
Canadian identity and where it’s 
heading.)

“But I also didn’t want to be hand-
cuffed to one career for my entire life. 

Medicine provides smiles and victories at 
the end of the day, and I hope I have a lot of 
years left [doing that]. But I also would like 
to try a lot of different things and see where 
my career path takes me,” he says. 

In February 2016, one of those paths 
brought Geddes to the oilpatch. Five years 
of vetting some 300 companies—50 of them 

in depth—culminated in the purchase of a 
40-year-old family business that offers top-
shelf products, from pumps and valves to 
gauges and tubing. 

“The company has an extensive customer 
base and a fantastic senior management 
team,” Geddes says.

Geddes bought the company with his 
brother, and coincidentally, their father 
used to sell one of Zimco’s pump lines 36 
years ago.

Zimco was exactly what Geddes was 
looking for, and judging from at least one 
anonymous Zimco employee, the new own-
ers are exactly what the company needed: 
an infusion of new blood with a new vision 
for its future. 

“We’re finishing our rebrand and web-
site,” Geddes says. “We’ve overhauled all 
the IT systems and launched an inventory-
management system. We’re in the process 
of doubling our sales team. We hired a top-
notch controller from a half-a-billion-dollar 
company, and we’re looking to open a satel-
lite office in Edmonton or northern Alberta. 
It’s been a busy 10 months, but all these 
things are part of pushing to the next level.”

There’s no doubt in Geddes’ mind that 
the market will support Zimco’s ramp-up. 
The oil and gas market “always comes back,” 
he says. “And when it does, we’ll be ready.”

After years of being “married to the hos-
pital” and more recently working hard to 
prepare Zimco for the future, Geddes says 
his personal life is now a priority. 

Besides saving lives for a living, he also 
dedicates time to the community by vol-
unteering with Ronald McDonald House 
Southern Alberta and Brown Bagging for 
Calgary’s Kids, charities he wants to make 
part of Zimco’s company culture. 

MICHAEL GEDDES
OWNER & CORPORATE DEVELOPMENT // ZIMCO INSTRUMENTATION
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Education:
B.Comm., McGill University, 

2006

Favourite charities:
Branch Out Neurological 

Foundation, Kids Help 

Phone

First job:
Financial adviser’s assistant 

at Dundee Wealth

If not for your career, what 
would you be doing:
I would definitely like to 

coach high school football. 

My strongest mentors and, 

in fact, first bosses were my 

football coaches, and I’d like 

to return the favour.

Best advice received:
I’ve received two pieces of 

advice that have stuck with 

me: Don’t count the days, 

make the days count; and to 

be successful, know some-

thing or someone no one 

else knows.

Favourite past-time:
Travel

Favourite book:
The Last Lecture by Randy 

Pausch

Other passions:
Reading, tinkering on home 

improvement projects, and 

hide-and-seek with my son

In just four years in oil and gas, Kevin Jagger has been instrumental to Pembina 
Pipeline’s securing of $300 million in royalty credits under the Alberta gov-
ernment’s Petrochemicals Diversification Program, which levels the global 
petrochemical playing field and makes it possible for Pembina and its Kuwaiti 
partner, Petrochemical Industries Company, to build a $4-billion integrated 
 propane-to-propylene and a propylene-to-polypropylene facility in Alberta. 

It’s a big deal for Pembina, and it’s a big deal for Alberta, creating thousands of 
jobs. Together with Inter Pipeline’s facility, which received $200 million in royalty 
credits for a propane-to-propylene plant, Pembina’s project represents an im-
portant expansion of Alberta’s petrochemical industry, which has been entirely 
ethane-based until now, into propane-derived plastics. Western Canada’s oil and 
gas producers will also benefit because, currently, propane is mostly stranded 
and, consequently, undervalued.

Jagger is no stranger to setting his sights on big prizes and putting in the effort 
to make it happen. Effort on the field got him a football scholarship to McGill 
University. A commerce degree landed him in Citigroup as an analyst. Seven-day 
work weeks earned him success, promotions and recognition—until he “kind of 
lost the plot.”

“I stayed at the office for three nights straight,” he says. “My wife—my girlfriend 
then—emailed me saying something like, ‘I thought I knew what your job was, but 
obviously, I don’t. Are you a heart surgeon? Are you Jack Bauer? If so, it makes sense 
that you stay at the office for three nights. But if you’re not, I don’t know what you 
think you’re so important on that you cannot come home to sleep.’”

Point taken. 
At 25, Jagger’d spent four years in banking, and he was feeling the effects of the 

desk job. He re-evaluated and decided to become...an Olympic speed skater. 
No seriously. 
“In Olympic sports, some of those athletes are 35 and at the top of their sport,” 

he says, recalling his rationale. 
So he started training seven hours a day and skated with four year olds, then 

10 year olds and then 18 year olds. He gave himself four years. He worked up to the 
Canada Cup circuit and made the North American Championships, but he fell short 
of the Olympics. He had knocked off 14 of the 15 seconds he needed to realize his 
Olympic dreams, but that second would have taken another decade to shed. 

For Jagger, his Olympic journey had been as important as the goal. He talks 
about that in a TEDx talk. He also wrote a blog during his training, called Long 
Track Long Shot, that became the platform for his sponsorships, fundraising and 
speaking engagements, which more than covered his expenses as an athlete. 
Sharing his insights into fundraising with athletes is his way of giving back. 

“Charities and not-for-profits are businesses. They just have a different man-
date,” he says. “Don’t look for donations or handouts. Instead of asking for a $100 
donation and saying thank you, if you can make them an annual sponsor, you’re 
setting up an annuity for yourself.

“Think of it as a business proposition. Sponsoring companies should get a 
return on their investment…. It costs $300/month to put your name on a bus 
bench. So you need to be more marketable than a bus bench. If you can do that, 
you get $3,600/year. So are you involved in their annual barbecue? Are you giving 
them updates on how your season is going? Are you giving them what they expect 
for that money?”

KEVIN JAGGER
MANAGER, NGL MARKET DEVELOPMENT // PEMBINA PIPELINE
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Despite much-improved oil prices, the oil and gas recovery is still tentative, and 
some producers continue to face a scarcity of capital. Ryan Haughn may be able 
to help. 

“There’s an interesting play for private equity right now in western Canada,” 
says Haughn, currently the vice-president of investments at Stream Asset 
Management. “There’s no scarcity of resources. The question is, how do you 
develop them when banks pull back their lending?”

Low oil prices brought in a massive retraction in bank-lending over the last 
two years, and some banks completely left the oil and gas space. That created an 
opportunity for private equity firms like Stream to step in as alternative lenders. 
Two years ago, Stream opened its doors and launched a niche-oriented fixed-
income debt product.

“First-mover advantage in identifying that gap in the market and capitalizing 
it was a massive thing for us,” Haughn says. Access to capital is better now, but 
some producers are still out in the cold. Some have fallen out of favour with the 
banks undeservedly. 

“Their reserves are still there and are extremely economic. So, while the cost 
of capital is a little bit steeper with a private equity firm, the returns are there to 
make it hold,” Haughn says. 

As a senior member of a small team, Haughn had a key role in structuring 
some $400 million of investments. It was exciting for Haughn to take on so much 
responsibility because of his relatively young age but also because he was working 
without a safety net. 

“In a bank, if the oil and gas group does well that year but mining and another 
groups don’t, the bank can share that across the platform. But this is more of the 
entrepreneurial greenfield operation, so you don’t have that sort of insulation. 
Your success isn’t overshadowed as it would be potentially at a bank, and that 
drives collective motivation in the firm,” he says.

Today, investment banking seems like a natural fit for Haughn, but he came 
to it through a series of turns. Describing himself as a soccer bum in high 
school, he grew up in Halifax and went to Dalhousie University, where he ini-
tially studied kinesiology.

He continued to play soccer for the full four years of his studies, but instead of 
continuing on his trajectory towards a medical career, his interests turned toward 
business. After graduating, he went to Carlton University in Quebec to do an MBA 
in finance, which opened up numerous career paths. 

All the big opportunities were either in Toronto or Calgary. Calgary won out, 
and that, invariably, led to oil and gas. He joined CIBC in its oil and gas lending 
group. A year later, he joined CIBC’s equity research group. It was a steep learning 
curve, he says. 

One of the things he learned along the way was how small the business 
community is in Calgary and the importance of philanthropy among many 
company cultures. 

“Particularly in the [downturn], it’s impressive to see people step forward and 
extend help where they can,” he says. 

Stream’s success has allowed it to contribute to various philanthropic programs. 
Personally, Haughn has been involved with Special Olympics Calgary for four years 
now. He has helped the not-for-profit in fundraising and building awareness, and he 
is advocating for making the charity a group initiative at Stream.

Education:
B.Sc., Dalhousie University, 

2007; MBA, Carleton 

University, 2009; Chartered 

Financial Analyst program, 

CFA Institute, 2014

Favourite charities:
motionball, Special 

Olympics Canada 

Foundation

First job:
Bartender

If not for your career, 
what would you be doing:
Living in Nova Scotia

Best advice received:
Relax

Favourite past-time:
Cycling

Favourite movie:
Tin Cup

Other passions:
I’m a proud member of 

the Rotten Lobster Race 

Team, an official Alberta 

Bicycle Association club 

founded on the principles 

of exercise, adventure and 

community.

RYAN HAUGHN
VICE-PRESIDENT, INVESTMENTS // STREAM ASSET MANAGEMENT
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Hard work tempered by a philosophy of putting people before profits defines how 
Shawn Kirwan builds his company, spends his time outside of work and balances 
those responsibilities with raising a family. 

While in school, as soon as Kirwan was old enough to work, he found him-
self a part-time job. That early exposure gave him a sense for what makes a good 
workplace. By the end of high school, he knew he wanted to be in some form of 
construction, so he took civil engineering technology at SAIT and found a job 
with a fabricator of oil and gas industry field tanks. 

Over the next eight years as its general manager of sales and contracts, he 
more than tripled the company’s gross sales to $108 million from $30 million. If 
it weren’t for a change of ownership, he might still be there. But the new private 
equity owner group changed the dynamic of the company, and more impor-
tantly, it “didn’t treat people the way I would have liked to see,” says Kirwan.

So he left and joined his friend’s scaffold company. There, he expanded the 
focus from commercial and residential sales to include oil and gas and, again, tri-
pled the gross revenues. 

When Kirwan got the opportunity to build his own field tank fabrication and 
repair company with two business partners in 2010, he jumped on it. When Elite 
Integrity Services was launched, it was doing just repairs, but just a year later, 
it was already building storage tanks. Since then, it has built more than 50 new 
tanks and performed hundreds of repairs. It employs 16 full-time staff across 
Alberta and has about twice as many contractors. Today, Elite is a “mid-eight- 
figure” revenue company.

“What sets us apart is that we’re small and we’re able to provide customer ser-
vice,” says Kirwan. 

That means treating people well. Building long-term relationships, listening 
and responding with innovative ideas are all part of Elite’s success. 

A flagship repair that exemplifies these values was a recent floor repair on 
a 110-foot-diametre tank. “The tank had an internal floating roof—to contain 
vapour—that also needed repairs. Timelines were tight. Budgets are always a con-
cern. So we did an engineered lift to take the floating roof out and set it beside the 
tank, allowing crews to work on the roof and the floor in unison,” Kirwan says. 

While this approach incurred an upfront $160,000 lift, it saved the client 40 per 
cent in costs and fulfilled his schedule. 

As for community work, Kirwan’s motivation comes down to setting a good 
example for his three children. So he helps coach his kids’ sports teams, sup-
ports employee charity initiatives at work and sits on the boards of the Calgary 
Petroleum Curling Club, his condo business centre and The Bee Plan.

The Bee Plan is a charity that co-builds permanent homes with victims of nat-
ural disasters, typically in remote poverty-stricken areas where the government 
has failed to provide adequate assistance. 

“My very close friend started The Bee Plan,” Kirwan says. “He was a fortunate 
guy who came from humble beginnings, worked very hard and went all over the 
world for Chevron. He was able to retire pretty much before he hit 40 and decided 
he wanted to be a philanthropist for the rest of his life.”

As a family, the Kirwans have donated both time and money to The Bee Plan. 
The charity expects to return to the Philippines for a second phase of construc-
tion and help to build another 12 homes to house 40–50 people.

SHAWN KIRWAN
PRESIDENT // ELITE INTEGRITY SERVICES
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Education:
Civil Engineering Technology 

diploma, Southern Alberta 

Institute of Technology, 2000; 

General Management 

certificate, University of 

Calgary, 2005; API 653 

Inspector certificate, American 

PetroleumInstitute, 2012

Favourite charity:
The Bee Plan

First job:
Line cook at A&W 

If not for your career, what 
would you be doing:
Dragons’ Den. I’ve always loved 

the concept. So many good 

people have great ideas and 

concepts but are unable to get 

their product or service to market. 

I think it would be enormously 

rewarding to help others fulfill 

their dreams in business.

Best advice received:
My mother reiterating the golden 

rule daily: “Do onto others as 

you’d have done to you.” Simply 

put: if you want respect, be 

respectful. Lead by example. Be 

proud, but humble.

Favourite past-time:
Spending time with my three 

children. My two eldest are 

currently in hockey and ringette. 

Lots of time at the rink watching 

them grow, develop, create 

friendships—very fulfilling.

Favourite book or movie: 
Good to Great: Why Some 

Companies Make the Leap…

And Others Don’t by Jim Collins, 

Gladiator 

Other passions:
I took an assistant coaching role 

with my son’s hockey team this 

year. To watch a group of kids 

learn from one another and 

grow together as a team over 

the course of a season under the 

direction of the coaching staff 

was incredibly rewarding. 
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Like others before her who have cast off the traditional constraints placed on 
women, Tulika Gupta is helping pave the way for women in the oil and gas in-
dustry. The 20-something has already set a number of firsts.

She was the first woman in her family to pursue engineering, the first woman 
from the University of Toronto to be chosen for Next Canada’s entrepreneurship 
program The Next 36, and the first woman to advise an executive vice-president 
at Suncor Energy. Gupta started in this role when she was just 23 years old and 
drew on her information-technology expertise to crunch data and find cost-sav-
ing opportunities across Suncor’s major projects. 

“That was quite a transformative experience for me because I gained so much 
confidence interacting with these leaders,” she says. “It gave me an insight into 
how a leader thinks, especially someone who is very strategic and big picture 
about the business.”

Gupta also helped Suncor improve its cost efficiencies and save jobs during 
the downturn by designing and implementing an online platform where employ-
ees could submit sustainable business improvement ideas directly to senior 
leadership. This initiative identified approximately $100 million in cost savings. 
It also helped lower Suncor’s carbon footprint and enabled its leadership to spot 
talented individuals. 

Gupta’s efforts have been recognized with numerous academic and industry 
achievement awards, and she has been included in a number of magazine lists of 
notable and talented people. 

“I think I’m driven by challenge,” she says of her motivation. 
Along with a touch of defiance: While at the University of Toronto studying 

computer engineering, everyone’s dream was Silicone Valley. It was Gupta’s as 
well, but then her family moved to Alberta, and during her visits home, she would 
talk with her dad, a Suncor employee, about billion-dollar oilsands projects and 
the industry’s need for young people. She shared that with her peers, who starting 
warning her about Fort McMurray being a small and cold town. Rather than put 
her off Alberta, those comments only reinforced her interest in taking a job in the 
oilsands with Suncor as a cost engineer at the Voyageur upgrader project. 

Their warning “almost became a reason to go there,” she says with a laugh.
Similarly, Gupta doesn’t allow anything to straightjacket her personal choices 

and interests. Some of these include kickboxing, blogging, scuba diving and medi-
tation. She is a prize-winning painter. She is a certified master of Reiki, a Japanese 
energy healing technique. She is the Miss India-Canada 2016 second runner-up. 
And this fall, she’s heading back to school for her MBA. And she won’t be attend-
ing just any school; she’ll be at the Harvard Business School. 

Coming from India, where her mother wasn’t allowed to pursue science or 
engineering because she is a woman (but she did get her PhD in Hindi), the 
empowerment of women and diversity are big themes in Gupta’s community 
work. She encourages women to pursue their dreams, especially in unconven-
tional fields. 

At Suncor, she is part of the Women’s Diversity Initiative, and she started a 
program called Women in the Spotlight, highlighting women doing a great job 
at Suncor. 

Outside of work, she’s involved with Technovation, a program that invites 
teams of girls from all over the world to learn and apply the skills needed to solve 
real-world problems through technology.

TULIKA GUPTA
PRODUCTION PLANNER // SUNCOR ENERGY 

Education:
B.A.Sc. in computer engineering, 

University of Toronto, 2012; MBA, 

Harvard Business School, starting 

fall 2017

Favourite charities:
They all do great work for great causes; 

hence, I can’t pick favourites.

First job:
Facilities operations intern at Suncor 

If not for your career, what would 
you be doing:
I would be a philosophy writer and a 

motivational speaker.

Best advice received:
Time is precious. Take care of your 

time or someone else/others will. 

Favourite past-time:
Abstract painting (with music playing in 

my ears) 

Favourite movie:
Shawshank Redemption 

Other passions:
Blogging, photography, cricket, 

scuba diving, kickboxing, meditation, 

spirituality and travel
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Some consider sales a steppingstone in their careers. Those with a 
knack for it, like Joel Heal, consider it a profession in its own right, 
one he wouldn’t trade for anything. 

Last year, Heal jumped on board at Catch Engineering. His good 
friends own the company, and Heal is showing his stripes by exceeding 
sales targets. 

But as much as Heal loves sales, he didn’t set out to be a salesman. 
After high school, he became an apprentice electrician and worked for 
his dad in Red Deer, Alta. He was opening a Calgary office as a jour-
neyman when he was invited on a golf trip to Las Vegas and ended up 
golfing with the general manager of electrical distributor Westburne. 
The manager asked Heal if he had ever considered a career in sales. 
Heal hadn’t. In fact, the idea of hocking wire and conduit to electri-
cians didn’t hold much appeal. But that wasn’t what the manager was 
offering. 

“He said, ‘Oh no, we have professional sales people who call on [engi-
neering, procurement and construction companies] and the big end 
users.’ I thought, ‘Okay, that sounds interesting,’” Heal says.

At about the same time, his dad sold the electrical business, so 
Heal joined Westburne. Eight months later, he was offered a position 
as a strategic account manager to handle the company’s Shell Canada 
account, and eventually, he went to Roxtec in search of a more dynamic 
sales role. 

So what did the manger of Westburne see in Heal when he tapped 
him for sales?

“I don’t know. Maybe just that I can talk to anyone. At that time, I 
was probably the youngest guy on that golf trip, but I was able to find 
some common ground with everyone,” Heal says.

That ease of finding common ground is behind Heal’s vast network. 
So is hockey. He plays a lot of it—three times a week in a noon league 
with ConocoPhillips, on Fridays with Canadian Natural Resources and 
in his own league. He scrolls in his phone to a picture of a bunch of guys 
in hockey gear on Lake Louise with Victoria Glacier in the background.

“This year, we took some clients for a weekend to play hockey on 
the pond,” he says.

With his young family, Heal is rebalancing his personal and work 
lives and his involvement in the community. He has helped out with 
KidSport, a national not-for-profit that provides financial assistance to 
help get kids into sports, and the Building Up Successful Youth (BUSY) 
Foundation..

BUSY was founded in 2012 by Heal’s brother Ryan in memory of their 
younger brother, Tyler, who died seven years ago in June. The non-profit 
focuses on providing young people a leg up with networking, mentoring 
and bursaries. 

“As things settle down, I plan to jump back into BUSY,” Heal says. 
No pun intended.

JOEL HEAL
MANAGER, BUSINESS DEVELOPMENT // CATCH ENGINEERING

Education:
Red Seal Journeyman 

Electrician certificate, Red 

Deer College, 2004

Favourite charities:
BUSY, KidSport 

First job:
Grocery bagger at 

Save on Foods in Red Deer

If not for your career, 
what would you be doing:
If I didn’t get into a career of 

sales, I would still be on the 

tools servicing the oil and 

gas industry.

Best advice received:
Always be true to who you 

are. Lead, don’t follow, but 

lead with humility.

Favourite past-time:
Golf 

Favourite movie or book:
Step Brothers, Playing with 

Fire by Theoren Fleury and 

Kirstie McLellan Day 

Other passions:
As I have gotten older, the 

passions in my life other 

than work are my fam-

ily and friends. I wouldn’t 

be who I am or where I am 

without them.
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Brendan Boyle’s work with Vintri Technologies is making pipelines safer and more reliable. 
God knows the industry can use all the help it can get these days when pretty much every 
pipeline project proposal is in the cross hairs of a protest group. 

Boyle joined Vintri as a mechanical engineer; however, this start-up operation focused 
on collecting and managing validated pipeline data, so he also wears a lot of other h ats. 
Vintri’s early product offerings had Brendan travelling around the world to facilitate product 
adoption at leading pipe-coating plants and made him a subject matter expert in software 
integration for the pipeline-manufacturing industry.

Then, while heading up Vintri’s business development efforts, he solidified anchor 
relationships with Canada’s two largest pipeline operators. At the end of 2016, he signed 
the company’s first non-midstream client, expanding the company’s reach within the 
energy market. 

Boyle has since delegated business development to a new team member and shifted 
gears to head up new product development, advancing the technology to increase system 
integration and improve overall pipeline project quality. 

So, for a mechanical engineer, Boyle has an impressive grasp of information technology.
“The data behind pipeline assets is becoming almost as important as the assets them-

selves,” Boyle says. “The data is what pipeline companies rely on to operate and maintain 
their assets.”

Collecting data has always been a big part of a pipeline company’s business, but most of 
that has traditionally focused on operations, such as throughput volumes and pressures. 
What Vintri focuses on is the actual assets themselves, “essentially the digital twin of what 
you have buried in the ground—who made the steel, what it was pressure-tested to, who 
welded it into a pipeline using which procedures and so on,” Boyle says. 

This information comes from a wide variety of sources, so the challenge for the mid-
streamer is collecting and managing the data. Accessible, standardized and audited data 
effectively allows companies to make better decisions about operating and maintaining 
their pipelines. And, in some U.S. jurisdictions, maximum allowable operating pressure 
rules might require this data for vetting in order to operate at full capacity. Without it, pipe-
line pressures might have to be dialled back, adversely impacting throughput and profits. 

“Wearing all the different hats in this organization—such as business development, sales 
and marketing, product development on the software and technology side—has been mind-
blowing for me,” Boyle says. 

Like many high school students who decide on engineering because of love of cars or air-
planes, Boyle’s early interests are reflected in some of the jet engine design courses he took 
at Queen’s University. But when he returned to Alberta in 2007, a booming oil and gas in-
dustry quickly pulled him in, and there are no regrets on his part. 

A large part of Boyle’s community work revolves around promoting entrepreneurship 
and business. He sits on the Calgary Chamber of Commerce’s Environment and Natural 
Resources Committee, which is developing policy on behalf of Calgary businesses. He is also 
involved with Junior Achievement, a non-profit group that teaches young people about free 
enterprise. 

When he can, he also helps out in the local homeless shelter. 
“My parents are role models in terms of being involved in the community,” Boyle says. 

“My mom in particular is active in different [philanthropic] activities.”

BRENDAN BOYLE
DIRECTOR, SERVICE DELIVERY AND ENGINEERING // VINTRI TECHNOLOGIES

42   MAY 2017  |  JWNENERGY.COM



Education:
B.A.Sc. in engineering, 

Queen’s University, 2007

Favourite charity:
Volunteering at a 

drop-in centre

First job:
Bartender, of course!

If not for your career, 
what would you be doing:
A middle-aged push to 

make the Flames! Actually, 

though, if not for my career, 

I likely would have tried to 

get involved somehow in 

professional sports; they’ve 

always been a huge passion 

of mine.

Best advice received:
Find a gap in an industry 

and build something 

great there.

Favourite past-time:
Love to play hockey, 

volleyball, slo-pitch

Favourite movie:
Caddyshack, by a long shot

Other passions:
I’ve always been a big 

sports guy. Love the com-

petition and the comradery 

of playing team sports 

with friends. My fiancée 

and I also love to travel as 

much as we can. Seeing 

new places and immersing 

ourselves in the culture is 

something we love to do.

rising stars

MAY 2017  |  JWNENERGY.COM   43



Stepping out of your comfort zone can lead to good things—even if it’s more of a 
push, as it was when Adam Douglas was offered the opportunity to run Fluor’s 2013 
United Way campaign in Vancouver. He wasn’t too keen on being in the spotlight. 

“I preferred to just go about doing my technical work, doing a good job and get-
ting the reviews based on that,” says the Fluor project engineer, who describes 
himself as “painfully shy” during his school years. 

But Fluor wanted him to manage the campaign, and Douglas didn’t decline. 
As it turned out, he loved the experience. He led a 30-person fundraising team, 
or gan ized charity events and made peace with public speaking. The campaign 
broke past participation records, and the money rolled in—$180,000—at a time 
when Vancouver’s mining industry was “staring at the cliff.” People were worried 
about their jobs and hesitant to give to charity.

Suddenly, Douglas was getting noticed at Fluor. He was brought onto a de-
velopment track for future business leaders. To instill a global perspective, the 
program rotates candidates through various assignments, often overseas, for six 
to eight years. 

Moving around isn’t a problem for Douglas. His career has already taken him 
from Newfoundland to B.C., with plenty of stops in between—Sudbury, Ottawa, 
Fort McMurray and now Calgary since 2015. It wasn’t how he envisioned his career 
unfolding while he was growing up on a southern Ontario farm across the river 
from the Motor City and dreaming of becoming an automotive engineer. But the 
2008 mining boom was hard to resist when he graduated. 

From hard-rock mining he transitioned to oil and gas when Fluor sent him to 
Shell’s Albian Sands. 

“Oilsands mining and hard-rock mining aren’t all that different,” he says. “But 
one of the coolest things was that I saw a lot of people up in Fort McMurray that 
I had already worked with before on other construction sites in other parts of 
Canada—about eight of them I’d worked with in Newfoundland.”

This focus on people has a lot to do with Douglas’s success within Fluor. 
It fuels his continued involvement with the United Way and his support of 
Ancoura, a not-for-profit that provides a nurturing environment for adults living 
with a mental illness. 

Since relocating to Calgary, he’s become a founding member of the Calgary 
Homeless Foundation’s Development Advisory Committee, working to identify 
new revenue streams and attract a younger generation of supporters. 

Douglas has also brought together his passion for community service and engi-
neering by initiating a Fluor–Hull Services partnership that is building a passive 
solar greenhouse addition to Hull’s Calgary campus. Hull provides progressive 
behavioural and mental health services for children and families. This project 
should be finished by this summer and will provide fresh produce for meals and 
serve as a therapeutic garden.   

Reflecting on his journey, Douglas says, “If I hadn’t jumped on that [original 
United Way] campaign, I would be in a completely different place in my life today.” 

ADAM DOUGLAS
PROJECT ENGINEER // FLUOR CANADA

Education:
B.Eng. in mechanical 

engineering, McMaster 

University, 2008

Favourite charities:
Calgary Homeless 

Foundation, Hull Services, 

United Way

First job:
Ran the auto parts desk 

and warehouse for the 

Canadian Tire in  

Forest, Ont.

If not for your career, 
what would you be doing:
If I didn’t end up going to 

university, I would have 

stayed in Sarnia, Ont., 

on the family farm. I was 

against that idea as a teen-

ager, but the older I get, the 

more I feel that I’d be just 

as happy. 

Best advice received:
My first supervisor at Fluor 

told me, “You’re doing a 

great job. You just need to 

get older.” This feedback 

helps me keep in perspec-

tive that you don’t build 

credibility overnight. You 

need to demonstrate com-

mitment and skill over the 

long run.

Favourite past-time:
I love to hike, run, golf  

and curl.

Favourite movie or book:
Mission Impossible, For 

Whom the Bell Tolls by 

Ernest Hemingway

Other passions:
I’ve always loved building 

and fixing things. I enjoy the 

challenge of figuring out 

how things work and how 

to make them, and I find 

it very rewarding to enjoy 

something you’ve made or 

designed yourself. It’s also a 

great excuse to go out and 

buy new tools. 
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Smart strategy, innovation, on-the-mark creative—it’s what you would expect 
from an advertising agency. Add top-shelf talent and a tattooed chief executive 
officer who rides a Harley Road King, and you’re dealing with a pretty cool outfit. 
But what lands key accounts like the Alberta Jubilee Auditoria and Shell Canada at 
William Joseph Communications is an unwavering focus on business results. 

“It’s not really about ‘Look at this pretty award-winning creative.’ It’s more 
‘What are your business goals? How are we going to outline these marketing 
strategies with this creative to achieve those goals?’” says Ryan Townend, chief 
executive officer of William Joseph. 

Chalk up that real-world approach to Townend being a Saskatchewan farm boy 
who often sold his lunch on the school bus to turn a dollar. He studied commerce 
in university and spent the early part of his career in newspaper advertising and 
print media sales before launching William Joseph.  

That launch came 15 years ago after he was called into the boss’s office. 
Townend and his colleague in print sales brought their coffees, expecting a brief 
chat about an account. An even briefer chat followed: “Well, thanks for working 
for us, and have a great day.” 

“What the hell just happened?” Townend said to his buddy on a street corner 
while opening their severance packages. “I looked at mine, and it was terrible,” he 
recalls. “I looked at his, and it was pretty good. We always talked about doing an 
agency, so we said, ‘Let’s do it!’”

From that Thursday to the following Monday, William Joseph was born. It grew 
from those humble beginnings into a diverse team of industry experts in two 
offices in Calgary and Saskatoon. 

The bulk of William Joseph’s work is oil and gas, helping companies share their 
stories with stakeholders through strategic marketing initiatives. As the world 
skews toward digital advertising, it’s tempting to follow the herd, Townend says. 
But he has a word of warning: “If you’re trying to keep up with the Joneses, it only 
works if the Joneses know what they’re doing. So don’t fall victim to fads and 
trends,” he says. “Content is king. It’s about telling compelling stories and edu-
cating the public about your product or service…. Be true to business acumen. 
Sometimes old-school principals still work.”

One old-school principle that doesn’t go out of style and still makes good business 
and personal sense is setting down roots in a community through charitable work. 
Townend has volunteered and fundraised for a number of causes over the years, but 
helping with the Petroleum Services Association of Canada’s annual Stars and Spurs 
Gala is a personal favourite. His agency re-brands and markets it each year.

William Joseph also helps with various other causes. For Kids Cancer Care, it cre-
ated a unified campaign, tying together all of Canada’s cancer charities under one 
initiative. Its Raw Power of Marketing program provides a $15,000 each year grant to 
help an entrepreneurial firm in Alberta and Saskatchewan with their marketing. 

“I know that would’ve been so beneficial for me to help grow our business,” 
Townend says. “The life of an entrepreneur is a lot of ups and downs. What I appre-
ciate about living in Alberta is that sense of community, people rallying together, 
helping each other get through the tough times and celebrating our wins together.”

RYAN TOWNEND
OWNER & CHIEF EXECUTIVE OFFICER // WILLIAM JOSEPH COMMUNICATIONS

Education:
B.Comm., 1999

Favourite charity:
I get to work with a lot of amaz-

ing charities that make the world 

a better place. STARS holds a 

special place in my heart, per-

sonally. The work they do in our 

community is outstanding.  

First job:
Dishwasher at the Wadena 

Atrium Inn Restaurant

If not for your career, what 
would you be doing:
I love to educate, inspire and 

entertain people, so profes-

sor, motivational speaker or talk 

show host!

Best advice received:
Keep the faith. You have to 

believe that great things are 

about to happen, so keep going.

Favourite past-time:
Hanging at home with my dogs

Favourite book:
Oh, the Places You’ll Go! by 

Dr. Seuss (or the latest issue of 

William Joseph’s magazine)

Other passions:
I really love what I do and would 

consider my career my number-

one passion. I love motorcycling 

in the summer and travel to 

sunny destinations in the winter. 
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BEHIND THE SCENES

Despite the economic 
climate, Oilweek’s 11 
Rising Stars embody the 
perseverance, innovation 
and leadership to survive 
and thrive in a downturn. 
Together, they represent 
the industry’s future.

The 2017 Rising Stars photo shoot 

took place in the Calgary Zoo’s 
ENMAX Conservatory, which 

provided a lush background 

for the honourees. Oilweek 

would like to thank the zoo for 

graciously hosting both the shoot 

and cocktail party.

Above, Kelcie Miller-Anderson 
poses for the camera.

Shooting in the humid, tropical 

climate of the conservatory 

provided a respite from the late 

winter weather. 

Above, Tulika Gupta poses 

against the greenery.
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BIG  deal
Talk about a homegrown success story. 

From its humble beginnings as a small 
shallow-gas producer in 1988, Canadian 
Natural Resources has ridden the ups and 
downs of price cycles, growing through well-
timed acquisitions and building on those 
assets to become Canada’s largest oil and gas 
producer by volume.

And with its latest acquisitions of Shell’s 
and Marathon Oil’s oilsands assets announced 
in March, Canadian Natural has entered the 
big leagues, becoming the 17th-largest public 
oil and gas producer in the world by produc-
tion and 14th-largest by reserves. 

The $12.7-billion deal, subject to regu-
latory approval, sees Canadian Natural 
acquiring 70 per cent of the Athabasca Oil 
Sands Project (AOSP), including 70 per cent 
of the Scotford Upgrader, and additional 
working interests in other producing and 
non-producing oilsands leases.  

The deal, which is expected to close in 
mid-2017, will add approximately 195,000 
bbls/d of upgraded crude from the AOSP and 
13,000 bbls/d of bitumen from Shell’s Peace 
River properties to Canadian Natural’s current 
production. Combined with its 2016 average 
production of around 806,000 boe/d, the 
company will be producing more than one 
million boe/d when the deal closes. 

DEAL PROVIDES STEADY CASH FLOW, 
OPERATIONAL EFFICIENCIES 
Steve Laut, Canadian Natural’s president, 
says that, while he doesn’t see crossing the 
one-million-boe/d milestone as significant, he 
believes the deal will be transformational for 
Canadian Natural. 

“As we’ve said probably for the last 10 
years, we’re not afraid to do acquisitions if 
they fit and make sense and add value. I think 
in this case it’s clearly a unique opportunity 
where we can leverage Shell’s expertise  

Canadian Natural’s buyout of Shell 
oilsands assets marks a milestone 
for the company and Canada’s 
oilsands industry

BY DARRELL STONEHOUSE
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experience—clearly Shell’s a world-class 
leader in terms of refining and upgrading—
and leverage our experience and, more 
importantly, the economies of scale in having 
two mines and what we can gain on inventory 
management and a number of other things to 
be more effective and efficient,” Laut 
explains. 

In recent years, the company has been 
focused on transitioning its asset base toward 
long-life, low-decline-rate production that 
requires minimal sustaining capital to maintain 
production and provides steady cash flows.

“This transaction is significant for 
Canadian Natural as it increases the reliability 
of underlying sustainable cash flows associ-
ated with oilsands as demonstrated by our 
Horizon operations,” Laut says. 

He also believes the deal will help with 
Canadian Natural’s other major focus: driv-
ing down costs by improving operating 
efficiencies. 

“In today’s $50 world, you need econ-
omies of scale, and by having two mines 
working together, we’ll be able to achieve 
that. It makes the viability and longevity of all 
the assets stronger as we go forward,” Laut 
says, adding that the transaction will allow 

The assets acquired by CNRL 
The Alberta Oil Sands Project (AOSP) and related unde-
veloped leases and infrastructure, located 60 kilometres 
north of Fort McMurray with 70 per cent working in-
terest, include:

•  THE MUSKEG RIVER MINE: Current production ca-
pability of 154,000 bbls/d of gross dry bitumen with 
proven reserves of 1,563 million barrels (gross) and 
total estimated resource of 4.2 billion barrels with  
75 per cent of resource with TV:BIP of 10 or less

•  THE JACKPINE MINE: Current production capability 
of 126,000 bbls/d of gross dry bitumen with proven 
reserves of 2,127 million barrels (gross) and total esti-
mated resource of three billion barrels with 75 per cent 
of resource with TV:BIP of 10 or less

both Canadian Natural and Shell to focus on 
their operational strengths. 

“Canadian Natural will capture increased 
efficiencies and economies of scale with two 
mine sites, Horizon and Albian, and Shell 
will be able to leverage their top-tier global 
refining expertise with greater synergies cre-
ated between the upgrader and refinery at 
Scotford,” he explains.

Canadian Natural also saw the deal as a 
chance to acquire production and reserves at 
a lower cost and lower risk than developing 
other existing opportunities. Analysts esti-
mate the cost of the AOSP assets is about 40 
per cent less than what it would cost to build 
the mine and upgrader. 

“It cost us less than it cost to build 
Horizon,” Laut says of the deal.

 “Unlike a greenfield development, 
there is no execution and construction risk 
or delays,” adds Corey Bieber, Canadian 
Natural’s chief financial officer. 
 
Potential for future growth
But that doesn’t mean there isn’t significant 
upside embedded in the deal. 

There is opportunity for growth in the 
mining operations with the Jackpine Mine 

expansion, which has regulatory approval for 
100,000 bbls/d of production capability. 

Other longer-term in situ projects, such 
as the 94 per cent working interest in Namur 
and the 100 per cent working interest in 
Birchwood area assets are complementary to 
existing Horizon oilsands leases, providing for 
future opportunities in the Athabasca area.

Then there are the Peace River assets. 
Canadian Natural is acquiring 100 per cent 
working interest in the Peace River and Cliffdale 
in situ operations, which are together currently 
producing approximately 13,800 bbls/d, with 
further opportunities to develop. Other assets 
include the Carmon Creek thermal project asso-
ciated with the Peace River complex, which will 
be reviewed for future development. 

While Shell has been struggling to develop 
the Peace River oilsands for decades, if 
Canadian Natural can find a way to produce it, 
the asset could be a game changer. 

Shell’s Peace River discovery well was 
drilled in 1951. Starting in 1962, the company 
developed and tested various schemes to 
produce bitumen from this difficult reservoir. 
Production began at the Peace River pilot in 
1979, and it lasted until 1994. The small com-
mercial-scale Peace River expansion project 

•  THE JACKPINE MINE EXPANSION: Regulatory approv-
als for a 100,000-bbl/d expansion with total estimated 
resource of 2.9 billion barrels with 70 per cent of 
resource with TV:BIP of 10 or less

•  Access to firm service agreement on Corridor Pipeline: 
a 42-inch dilbit line from the mines to the upgrader, 
a 24-inch diluent line from the upgrader to the mines 
and two 20-inch product lines from the upgrader to the 
Edmonton common carrier pipeline hub

•  THE AOSP UPGRADER and related infrastructure, 
located at Scotford, Alta., roughly 50 kilometres 
north of Edmonton with 70 per cent working interest, 
including:

  o  Non-operated working interest in 300,000 bbls/d of 
upgrader capability

  o  THE QUEST CARBON CAPTURE AND STORAGE PROJECT: 
Capable of sequestering 1.1 million tonnes/year of CO2
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 o  Scotford Shared Facilities (excluding any interest in 
the Shell Scotford Refinery and Shell chemicals plant)

Other oilsands leases in the deal include:
•  100 per cent working interest in Peace River Complex/

Carmon Creek thermal in situ operations and related 
infrastructure, currently producing 5,400 bbls/d from 
the Bluesky and Gething formations and with proved 
reserves of 14 million barrels and resource of 420 mil-
lion barrels

•  100 per cent working interest in the Cliffdale heavy 
oilfield, currently producing approximately 8,400 
bbls/d from the Bluesky and Gething formations via 
primary production techniques with proved reserves of 
31 million barrels

ACQUISITION ASSETS PRICE YEAR PRODUCTION - LIQUIDS (bbls/d) PRODUCTION - GAS (mmcf/d)

Sceptre Resources
Alberta, 
Saskatchewan

$654 million 1996 13,500 65

BP Amoco
Bonnyville, Wabasca, 
Nipisi

$1.6 billion 1999 24,000 18

Ranger Oil
U.K., West Africa, west-
ern Canada

$1.04 billion 2000 58,000 123

Rio Alto Exploration Northwestern Alberta $1.4 billion 2002 11,000 425

Anadarko Alberta, B.C. $4.1 billion 2006 9,300 358

Devon Alberta, B.C. $3.1 billion 2014 22,800 385

Apache Deep Basin $374 million 2014 1,500 101

Shell/Marathon Alberta oilsands $12.7 billion 2017 208,800 N/A

•  Operated 100 per cent working interest in 54,200-acre 
Pierre River oilsands lease

•  Operated 64 per cent working interest in 18,300-acre 
Saleski oilsands lease

•  Operated 94 per cent working interest in 25,900-acre 
Namur oilsands lease

•  Operated 100 per cent working interest in 13,300-acre 
Birchwood oilsands lease

•  Non-operated 40 per cent working interest in 84,100-acre 
Ells River oilsands lease

•  Access to various technologies acquired and developed in 
conjunction with the acquired assets in perpetuity (a fee will 
be paid to Shell during the first seven years of operation)

Canadian Natural has a history of big aquisitions
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began production in 1986 and was decommissioned in 2001. Both of 
these projects used vertical wells and the pressure cycle steam drive 
recovery mechanism.

Shell has also tried horizontal wells of various configurations— 
including soak radial, tuning fork, haybob and single-laterals drilled from 
pads. Various thermal recovery techniques were tested, including SAGD, 
cyclic steam stimulation, steam drive and solvent-assisted steam drive.

Finally, after decades of pilot-scale and small commercial-scale pro-
duction, the company began construction on what was to be its first 
large-scale development at Peace River—the Carmon Creek project, 
which was to be built in two 40,000-bbl/d phases.

But in late 2015, amid the collapse of global oil prices, Shell halted 
construction of Carmon Creek and wrote down the reserves. But the 
resource remains in place, with Shell previously booking 418 million bar-
rels of proved reserves at Carmon Creek. 

Canadian Natural is also looking at downstream expansions as a 
result of the takeover. 

“Over time, opportunities will be explored to increase the capacity 
of the upgrader so that more barrels of bitumen which are produced in 
Alberta will be upgraded in Alberta,” adds Laut. 

A history of adding value
Given Canadian Natural’s long history of acquiring under-developed or 
undeveloped assets, often near existing assets, and then successfully 
growing them, it isn’t out of bounds to expect the company will do the 
same with the assets outside the AOSP acquired in the Shell deal.

It did it with its takeover of BP’s heavy oil and oilsands assets in 
1999. The three key pieces of that deal were the Bonnyville and Pelican 
Lake heavy oil assets and the Mic Mac oilsands lease. 

In 1999, the Wolf Lake and Primrose assets near Bonnyville were 
producing around 30,000 bbls/d of oil. Today, 18 years later, they are pro-
ducing around 100,000 bbls/d, and there are plans for future expansion. 

Canadian Natural was already active at Pelican Lake when it added the 
BP assets in 1999. Total production including the BP assets at the time was 
27,000 bbls/d. Today, the company is producing around 48,000 bbls/d.

The Mic Mac oilsands was an undeveloped property in 1999. It is now 
the site of the Horizon oilsands project with February 2017 average pro-
duction of over 202,000 bbls/d.

Oilsands consolidation becoming a Canadian story
Canadian Natural’s acquisition of the Shell and Marathon assets are 
steps in the consolidation of oilsands assets that began to gain steam 
when oil prices crashed in late 2014. 

When this deal closes, three companies—Canadian Natural, 
Suncor and ExxonMobil-majority-owned Imperial Oil—will dominate 
oilsands production.

With the addition of the AOSP assets to Canadian Natural’s produc-
tion, the three companies produced more than 1.6 million bbls/d in the 
fourth quarter of 2016, 67 per cent of the oilsands’ total production of 
2.4 million bbls/d.

The deal also marks another step in the retreat of international oil 
companies from oilsands investment after a rush into the play for much 
of last decade. Shell, Statoil and Murphy Oil have all recently sold off 
oilsands assets, while Canadian companies like Canadian Natural and 
Suncor have been willing buyers. 

“It’s probably because Canadians understand the basin best. They 
know how they can grind out better value and get effectiveness and 
efficiencies,” says Laut. “They recognize the opportunities of economies 
of scale. And we’re probably more committed.” 

The sale of Shell’s oilsands assets isn’t a 
signal that the global supermajor plans 
on retracting from Canada or that the 
oilsands are out of favour with large 
international entities, Shell Canada’s top 
official said in March.

“What does this mean for Shell 
Canada? Shell has operated in Canada 
for 107 years, and we plan to continue 
our presence as one of Canada’s larg-
est integrated energy companies with 
more than 4,000 people,” Michael 
Crothers, Shell Canada president and 
country chair, told a media confer-
ence call. 

“We have many robust businesses 
here across Canada that are not 
impacted by today’s announcements 
and in which we continue to invest. 
This includes our strong and rapidly 

growing shales business built around the Montney and Duvernay 
built on a foundation of Foothills sour gas,” he continued.

Crothers added that Shell’s integrated Canadian business 
model, which also includes a downstream business anchored 
by refineries near Edmonton and Sarnia, Ont., and a network of 
1,200 retail sites throughout Canada, is still vital and thriving.

“As well, we’re still remaining as operator of the Scotford 
Upgrader and Quest [Carbon Capture and Storage] project. We 
can maximize returns and protect the value chain of our com-
petitive downstream business in Canada,” he said.

However, Crothers was non-committal when asked if Shell 
plans on shedding any more of its Canadian asset base. “We 
don’t want to talk about any potential other acquisitions or 
divestments, but I can tell you that we’re continuing to invest in 
Shell Canada,” he said.

“We have a very robust business in terms of our shales in and 
around the Montney in B.C. and around the Duvernay near Fox 
Creek in Alberta, and we’ve just finished a major de-bottlenecking 
at our refinery for fuels at the hydrocracker,” Crothers added. “So 
we’re very positive about the shales and longer-term opportun-
ities in our remaining business, which is very large scale. 

“We have over 4,000 people. We have a very diverse and inte-
grated business that cuts across chemicals, refining, upstream, 
lubricants and retail fuels, so we’re a very strong player in the 
[Canadian] scene and will continue to be.”

Crothers noted the deal is in line with, and in support of, 
Shell’s current global $30-billion divestment program.

“For us, this is really about our global portfolio and trying to 
make a change, which we think is in the best interest of [an] 
equitable portfolio to accelerate cash flows and take the returns 
and redeploy them in businesses where we think we can get a 
global competitive scale and also improve our balance sheet,” 
he said, adding that the transaction contributes US$7.25 billion 
net to the divestment goal of $30 billion.

Crothers said the oilsands are a tremendous resource that 
has been a tremendous asset for his company. “But going for-
ward, we’re trying to simplify and refocus our portfolio in the 
aftermath of the BG acquisition. We think this is the right move.”

Shell not leaving Canada

Michael Crothers, 
president and country 
chair, Shell Canada
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The landscape is defi nitely changing for the oil and gas sector, and that means fi nding new solutions to 
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businesses in the service and supply sector meet hundreds of different challenges—and thrive. We can 
help you determine the best strategies for your business to adapt and grow in today’s changing market—
and long into the future.

With an 
experienced 
guide.



Amid a state of fragile optimism that the oil and gas industry may be emerging from 
its worst downturn in a generation, JWN and partner Grant Thornton have solicited the 
opinions of service and supply sector professionals for an insider’s view into what lies 
ahead through 2017.

Undoubtedly, 2016 will go down in history as one of the harshest in the careers of most 
in the oilpatch as the price of crude oil bottomed out in the first quarter at under $30 
WTI. The collapse in the price from over $100 WTI as recently as 2014 had a devastating 
impact on the industry, one in which downsizing and layoffs also peaked in the midst of 
budget cutbacks and cancelled projects. Those circumstances were abundantly clear in 
the 2016 Service & Supply Outlook Report released one year ago, when a sense of gloom 
pervaded the outlook of the majority of respondents.

In this report, we sought to gauge the opinions of oil and gas professionals at a time 
when the price of oil has stabilized in the $50 range and many producers gingerly begin 
to raise their capital spending budgets. We wanted to determine the full extent of the 
increase in expectations for the coming year and to dive more deeply into what it means 
for various subsectors of the industry—who stands to benefit most, and who faces con-
tinued challenges going forward.

We began our investigation with a comprehensive survey of 372 professionals spanning 
the breadth of the industry, from oilfield services/field operations and ex ploration and 
development to transportation, distribution, construction management, instrumentation, 
manufacturing and maintenance. 

We further subdivided the results by the size of the organizations, in terms of revenues 
and employee numbers, taking into account all those from small independent oilfield com-
panies to large multinational corporations. And we extracted more insight by approaching 
respondents to interview from various departments and levels in order to gain a balanced 
and comprehensive sample of opinions and perceptions.

We gathered assessments, looking both forward and backward, to learn from both 
how the industry coped with last year’s nadir in the sector and how it intends to benefit 
from the apparent stabilization of prices going forward. Our first year-over-year results 
also provide a new level of insight as we are able to make comparisons with prior-year 
assessments and predictions.

This year’s survey also takes a deeper look at how companies are managing rapid 
change in the service market. This includes continuity planning in an era of major changes 
in staffing, how service companies are collaborating with others in the supply chain, and 
how they are managing technology disruptions.

In addition, JWN and Grant Thornton conducted two inspired conversation workshops—
one in Edmonton and one in Calgary—with industry participants to gain individual insights 
into what lies ahead from those most closely plugged into the sector.

What emerged is what we believe to be a comprehensive and statistically accurate 
portrayal of the state of the service and supply industry as perceived by its leading deci-
sion makers as we enter a guardedly optimistic period in the year ahead.

Service and supply outlook
survey introduction
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Message from Grant Thornton

The sentiment coming from today’s oil and gas market is much 
more optimistic than it was one year ago. However, this doesn’t 
mean service and supply companies are ready to return to the 
oil heydays of the past. If there is one thing that has been learned 
through the downturn, it’s that oilfield services companies have 
to find a way to operate with less dependency on the price of oil 
and gas to find long-term success. 

Our Grant Thornton team works with businesses involved 
in all aspects of this sector to help them strengthen their 
business operations and capitalize on opportunities. We are 
committed to the oilfield services industry and are deeply 
invested in finding solutions to help companies align with the 
climate’s new normal.

Our partnership with JWN has provided us with an oppor-
tunity to merge the strong capabilities of their intelligence 
group with the bench strength of our experienced business 
advisers to create this second annual outlook for the oil and 
gas service and supply sector. This in-depth report not only 
shares the outlook for the industry, but also highlights the 
crucial points businesses should focus their attention on to 
adapt business practices to succeed in a changed environ-
ment. It provides valuable insights to help businesses develop 
effective strategies to ensure they can remain strong and 
seek opportunities regardless of where oil and gas prices go. 

In 2016, we released a report entitled Building a culture 
of collaboration: Redefining best practices in the O&G industry, 

which featured ideas on how to embrace collaboration as 
a way to combat pricing pressures, to improve people 
management and to run leaner. Now, just over a year later, 
our research is showing that the idea of collaboration is 
starting to take hold in the industry, yet there are still 
many companies struggling with adapting and innovating 
their practices.

The data that follows came directly from the source—
those businesses that have survived the low oil price reality 
of the past two years and are embracing the fundamental 
change required to be a service and supply company of the 
future. The general feeling is one of cautious optimism about 
the future. Companies are innovating, focusing on efficiency 
and considering expansion—but these possibilities only ex-
ist with a sound strategy in place.

We heartily congratulate those businesses that have 
survived—your tenacity, creativity and resilience deserves 
to be celebrated—and we join you in moving forward with 
cautious optimism.

We sincerely hope that within this report you are able 
to draw insights and ideas for what your organization can 
consider to align with a new normal. The oil and gas world as 
we know it has changed and only those service and supply 
companies who think long term, embrace innovation and 
collaboration, adapt and evolve will become stronger and 
push through future boom/bust cycles.  

Jeremy Fearnley
Northern Alberta Leader, 
Oil & Gas

Robert Finnigan
Southern Alberta Leader,  
Oil & Gas
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2017 service and supply outlook

Outlook brightens
After bottoming out at the start of 2016 at below $30/bbl, the 
crude oil price had firmed up to over $50 by year’s end and 
was largely forecast to increase gradually through 2017. While 
still far short of the price peaks in the $90–$100 range seen in 
the years leading up to 2014, the upward forecast along with a 
slight rebound in natural gas pricing has been met with a level of 
optimism not seen since mid-2014.

Staff reductions less likely
The first green shoots of a recovery do not let companies off the 
hook when it comes to cost discipline in the historically high-cost 
Western Canadian Sedimentary Basin. Rather, companies need to 
position for a recovery that may or may not materialize in 2017.

While the smallest companies (10 or fewer employees) may have 
been least likely to hire or lay off employees in 2016, smaller 
companies with less than $5 million in revenue appear to be run-
ning out of alternatives to control/reduce costs in 2017. Perhaps 
due to having fewer opportunities for rationalization of services 
and products compared to larger organizations, this group ranks 
highest in eyeing reductions in compensation (17 per cent of 
respondents) and middle of the pack in terms of possible layoffs 
(18 per cent) as cost-control measures in 2017.

Mid-sized companies, however, are less likely to target compen-
sation reductions this year, but carry more weight in requesting 
existing suppliers to cut their costs, passing cost-cutting mea-
sures down the line.

The largest companies, with revenues over $100 million, generally 
look to staff-related cost reductions to the same degree as the rest 
of the industry. But with more variety of products and services, 
they have a greater opportunity to rationalize those areas than their 
smaller counterparts. Of the top four cost- control measures, 
rationalization of services and products was the only one to increase 

rather than decrease in priority year over year. Perhaps surprisingly, 
the largest companies do not appear to be placing much emphasis 
on getting their suppliers to lower costs, a category they led in last 
year’s analysis. This could be due to the fact many suppliers have 
indicated that, after two years of sustained cost cutting, they simply 
can’t go any lower.

HOW WILL YOUR ORGANIZATION TRY TO CONTROL/REDUCE COSTS IN 2017? JWN AR enabled.  
See page 7 for details.
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EXPECTED CHANGE IN REVENUE (2016-17 VS. 2015-16)

2017 REVENUE OUTLOOK BY SUB-INDUSTRY (PERCENTAGE)

Industry to return to growth mode
The first evidence of sentiment for at least modest recovery this 
year is reflected in the 62 per cent of respondents forecasting their 
revenues will grow in 2017, compared to just 25 per cent last year. 
The sense that the worst of the downturn is over is seen in the sizable 
drop in those respondents predicting deep revenue cuts of over 20 
per cent, from 39 per cent in 2016 to just nine per cent in 2017. The 
new optimism is tempered, however, with forecasts of only moder-
ate revenue growth, with 36 per cent of respondents sitting in the 
one-to-10-per-cent range, rather than a return to the rapid growth 
seen in the lead up to the 2014 price plummet.

The most bullish groups from a company-size perspective are mid-sized 
organizations with $21 million to $50 million in revenue, as well as those 
with $51 million to $100 million in revenue. These companies would 
have enough size to provide scale while having the ability to provide 

services with smaller company agility. They also have the potential for 
an increase in revenue in the event of a sale, due to their attractiveness 
as acquisition targets. 

EPCM Instrumentation
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Maintenance Manufacturing Oilfield 
services/

field operations
TransportationExploration 

and
development

Distribution

-20% to -11% -10% to -1% 0% 1% to 10% 11% to 20%< -21% 21% >

The sentiment for a moderate recovery in 2017 was backed up by 
the Petroleum Services Association of Canada (PSAC)’s January drilling 
activity forecast, adjusted upward by 23 per cent to 5,150 wells to be 
drilled (rig released) from its original estimate of 4,175 made in early 
November. PSAC said it was observing positive signals through the 
first quarter, including parts of the Canadian oilfield service, supply 
and manufacturing sectors realizing an uptick in activity as oil prices 
recover, resulting in operators increasing their drilling programs.

Leading the sub-industry groups in terms of revenue growth ex-
pectations are the distribution, maintenance and oilfield services/
field operations subsectors, perhaps buoyed by the uptick in drilling 
activity budgeted for by many producers heading into 2017.
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Profitability outlook improves for 2017
The positive outlook for moderate improvements in revenues this 
year carries through to the bottom line with overall 61 per cent of 
respondents expecting some level of profit increase, compared to 
26 per cent forecasting profits to decline in 2017. Year over year, 
there has clearly been a major shift in sentiment—in 2016, just 28 
per cent forecast profits would rise against 63 per cent predicting 
profit losses. The sentiment is particularly apparent in the sharp 

fall in the number of respondents anticipating the deepest decline 
in profits of over 20 per cent, from 25 per cent to eight per cent. 
There is a corresponding 19-percentage-point rise in those expecting 
profit margin increases of one to 10 per cent, portending an end to 
the harshest bloodletting of the past two years. Across the board, 
every subsector sees fewer companies experiencing profit margin 
declines of over 10 per cent, indicating the sentiment is widely shared 
throughout the industry.

Optimists versus pessimists
Based on analysis, there is a positive correlation between 
companies that have indicated a stronger revenue outlook 
in 2017 and whether their organizations sought mergers 
and acquisitions (M&As), private placement and/or initial 
public offering (IPO) activities in 2016. There is also a posi-
tive correlation between companies that indicated a much 
weaker revenue outlook and the likelihood they sought fi-
nancial restructuring, asset divestitures and/or bankruptcy 
protection activities. In other words, those who tended to 
seek M&As and private placements are revenue optimists 
going forward while those who leaned toward financial re-
structuring and asset divestiture are revenue pessimists 
going into 2017.

2017 VS. 2016 CHANGE IN PROFIT
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STRONGER REVENUE OUTLOOK CORRELATES WITH M&A, WEAKER 
OUTLOOK WITH RESTRUCTURING

Asset divestiture, financial restructuring, 
bankruptcy protection activities

Free cash flow the preferred source of funding
Primarily, survey respondents indicated they prefer to 
continue to fund their companies in 2017 from free cash 
flow—internally generated profits after debt servicing—
with private capital a distant second. Companies appear 
to be waiting on capital work projects, preferring to tough 
it out until there is more price and market access clarity 
before investing. Respondents indicated they either aren’t 
planning significant capital works projects and therefore 
won’t need to source capital, or they believe it is a bad time 
to enter the capital markets due to their less stable balance 
sheets and stock performance, as indicated by only 19 per 
cent suggesting they would seek the assistance of financial 
institutions or capital markets. 

35% 35%
57%

68% 63%
49% 57%

65% 65%
43%

32% 37%
51% 43%

< -21% -20% to -11% -10% to -1% 1% to 10%0% 11% to 20% 21% >
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2017 HIGHEST GROWTH POTENTIAL SERVICE OFFERINGS

Maintenance and repair

Small capital projects (e.g. plant 
debottlenecking)

Large capital projects (e.g. market 
access projects, new plants)

Exploration and 
development

Turnarounds

Sustainment capital

Operations

Unsure

Future growth lies in maintenance and repairs,  
operations
Though the price of oil is generally anticipated to continue its 
upward trajectory through 2017, it is not expected to return to 
anywhere near the levels that ignited the oilsands megaprojects 
boom of the early teens any time soon. Those in the industry 
most able to adjust to the new moderate growth reality—
focused on maintenance and repair and operations—are the 
ones most likely to prosper in the near term.

Large capital projects are seen by just 11 per cent of re-
spondents as having the greatest potential for growth in 2017, 
favoured, as would be expected, most highly by representatives 
of the largest companies with the most wherewithal to carry 
them out, at an above- average 17 per cent. Industry-wide, small 
capital projects like plant debottlenecking rank somewhat higher 
at 15 per cent.

While capital expenditures remain in a lull, additional pro-
duction continues to come online as projects started before the 
bust are completed, creating an expanding need for maintenance 
and repairs, selected as the most favourable avenue for growth 
potential at 22 per cent. Operations, the second-highest-rated 
area for growth, sits at 19 per cent. The preference for main-
tenance, repairs and operations represents the closest thing to 
an annuity model of work. Maintenance, repairs and operations 
also represent an investment where companies can cut costs 
and increase productivity going forward. With the days of large-
capital megaprojects largely over for the foreseeable future, 
those organizations that are unable to pivot to the small capital 
and sustainment capital projects risk being left behind.

Foreign market opportunities
Canadian companies aren’t focused on any one specific market 
outside of the U.S. (which 20 per cent selected as their priority 
for international business development, overshadowed only by 
the 27 per cent who have no plans for foreign endeavours), but 
over half of respondents showed interest in pursuing opportun-
ities outside North America. Favourable policy (such as lowered 
trade barriers to Mexico and Iran) and stronger international 
currencies are some of the drivers behind this shift in focus. 
Year over year, the biggest shift was an increased interest in 
Latin America—19 per cent of respondents favoured Mexico, 
South America and Central America this year, compared to 10 
per cent a year ago. 

NOTE: The survey was completed prior to the change in govern-
ment in the U.S., where the new administration has since begun 
enacting new policy intended to foster expansion of the oil and 
gas industry. There are potential positives—such as increased 
access to federally controlled land, corporate tax reductions 
and reduced regulatory intervention—and negatives—such as 
a potential renegotiation of NAFTA, a suggested border tax and 
preference for American products and services—that could come 
into play over the course of the new administration’s mandate. It 
is too early to speculate on the impact of the proposed changes
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8%

9%

11%

11%

15%

19%

22%

2017 MECHANISMS FOR OBTAINING CAPITAL

Free cash flow—
internally generated 

profits after debt 
servicing

Major financial 
institutions

Capital markets

Economic developing 
organizations

Private capital

Unsure

5%

14%

4%

33%

22%

22%

Mid-sized companies with $21 million to $50 million in revenue are less 
likely to obtain capital from free cash flow than both their smaller and 
larger counterparts. One possible explanation is that these companies 
have not generated sufficient free cash flow to fund growth. Other than 
obtaining capital from free cash flow, the smaller companies will rely 
more heavily on private capital and major financial institutions for their 
capital needs, while the largest companies have greater ability to tap 
capital markets and avoid financial institutions.
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2017 INTERNATIONAL GEOGRAPHICAL PRIORITIES FOR BUSINESS DEVELOPMENT

27%
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6% 6%

4%
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7%
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20%

Do not plan to focus on 
business developing 
outside Canada

South America Mexico Europe Asia Central America AfricaMiddle EastU.S. Unsure

Unsure

LNG presents new market opportunity
There is no clear winner when it comes to new energy ver-
ticals for companies to diversify into, which could indicate 
companies already feel they are well positioned in many of 
them or willing to sell widely to any sector into which they 
can make inroads. An overly broad diversification strategy, 
however, risks organizations stretching themselves too thin 
and setting themselves up for failure.

The prospects for new opportunities in an emerging 
liquefied natural gas sector, which was only added to the 
list this year, have immediately reached relatively equal sta-
tus with such well-established subsectors as the oilsands, 
indicating the LNG sector is on the radar among those eye-
ing infrastructure needs should LNG export opportunities 
move forward. Least-favoured refining is already largely 
steady state and does not offer much in the way of new 
opportunities.

Renewables could offer more stability,  
predictability
There is a desire among companies to get involved in 
areas that are not solely resource-based. For instance, 
there is increased interest in areas like renewables (six 
per cent average increase) that are not so directly tied 
to the world commodity markets and have significant 
government-backed investment, as well as guaranteed 
rates and purchase agreements. It could be particularly 
attractive for subsectors with immediately transferable 
technology, such as instrumentation and controls, which 
ranked it most highly. 

2016 VS. 2017 ENTRY INTO NEW ENERGY VERTICALS
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CONTINUITY PLANNING STRATEGIES TO IMPLEMENT IN 2017

Training and coaching
programs

Cross-training of employees in 
business critical roles

Plans to identify, develop and promote 
high-potential employees (e.g. management 

fast-track rotational programs)

We do not currently have 
formal succesion plans

Mentor/mentee programs

The top choice of strategy for continuity planning is fairly evenly split 
with cross-training in business-critical roles edging out training and 
coaching programs as the current strategy and the two switching 
places for planned strategy in 2017. This makes sense as cross-training 
would be a priority during times of downsizing and new training will 
increasingly become a priority if and when industry activity picks up 
again and companies need to rehire. The survey indicated instrumenta-
tion and controls and manufacturing scored the highest in promoting 
cross-training, while exploration and development, which tends to have 
very defined roles within its workforce, was least likely to do so.

Cross-training was also a dominant theme in our workshops, where 
participants said it is a huge priority—even more critical with reduced 
staffing—and stressed that an open attitude to cross-training was 
vital. Others expressed that flexibility, skill set and suitability for cross-
training would be priorities in hiring going forward. Whereas during 
boom times it was all about finding warm bodies to fill vacancies, 
today’s market pivots to hiring those who fit the company culture and 
are open to retraining as roles change. Unsure

CONTINUITY PLANNING STRATEGIES PLANNED IN 2017 BY SUB-INDUSTRY
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Continuity planning picking up pace
It is troubling that, in terms of continuity planning, 18 per cent of re-
spondents indicated their organizations did not have a plan and 15 per 
cent have no intention to implement a plan in 2017. The gap between 
the short-term and long-term needs of companies to plan for continuity 
is widest in the exploration and development subsector, where three in 
10 respondents said their companies have no formal transition plan in 
place. Manufacturing, distribution and EPCM subsectors are furthest 
ahead in having continuity plans in place, with almost 90 per cent of 

respondents pointing to one strategy or another. Looking ahead to 
2017, distribution recorded zero respondents who said their com-
panies have no formal continuity plans, while transportation, as well 
as exploration and development, had high scores of almost a quarter 
of respondents replying they have no succession plans for this year. 
With reductions in employees and prolonged market pressures, it is 
important that planning for business continuity gains awareness in 
2017 as the industry is looking to rebound and competition for labour 
is likely to intensify. 

Continuity planning and
knowledge transfer

EPCM Instrumentation
and control

Maintenance Manufacturing Oilfield 
services/

field operations

TransportationExploration 
and

development

Distribution
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Driving change

GROUPS EXPECTED TO BE INDUSTRY CHANGE 
LEADERS/CHAMPIONS

38%

25%

20%

8%

7%

1%
1% Producers

Government

Industry 
associations

Unsure

Media

Educational institutions

Service and supply 
organizations

DON’T LOSE FOCUS ON COST REDUCTION 
Notwithstanding the sense of confidence unfolding as the indus-
try goes through 2017, service and supply companies have to 
continue to focus on keeping costs down to be able to compete 
in the new normal.

INCREASE COLLABORATION 
Collaboration appears to be taking hold as companies are in-
creasingly seeing the benefits of cooperation both internally and 
with peers, but it remains in the early stages and contains much 
untapped potential.

LEVERAGE TECHNOLOGY THROUGHOUT THE 
ORGANIZATION 
To remain competitive, companies must find ways to up the 
ante on the innovation and development of new technologies 
by investing in research and development, creating a culture 
that celebrates innovation, partnering with start-up incubators 
or accelerators and adopting technology applications from other 
industries.

ADOPT MEASURES TO RETAIN TALENT, PASS ON 
KNOWLEDGE 
In addition to cross-training employees in business critical roles, 
companies should focus on knowledge and skills transference, 
leadership training and mentorship, and attracting millennials 
to the industry and engaging them.

BE ON THE LOOKOUT FOR M&A OPPORTUNITIES, 
ASSET ACQUISITIONS 
Further market consolidation, where it makes sense, can bring 
about greater productivity and further lower costs. Bargains 
are available as overleveraged companies continue to struggle. 

LEVERAGE REGULATORY CHANGE TO DIVERSIFY 
OFFERINGS 
Companies should exploit regulatory change where opportunities 
can be found—such as by leveraging new methane emissions 
and carbon pricing rules—rather than resisting them.

PLAN TO SUCCEED
Having a well thought-out business and financial plan, and using 
it as a living document to regularly track results and make adjust-
ments, is key for success.

RECOMMENDATIONS

The responsibility to drive change falls most heavily on producers (38 
per cent) followed by government (25 per cent) and industry associations 
(20 per cent), with service and supply organizations (seven per cent) ex-
pected to play only a minor role, according to the survey results. Clearly, 
producers that drive investment in the industry and are sensitive to both 
market conditions and government regulation (such as royalty regime, 
pipeline approvals and environmental policy) are considered to be best 
placed to lead the charge in creating a healthier environment for growth.

Senior executives tend to be those most involved with high-level industry 
associations and therefore see them as a prominent conduit to champion 
the industry. The challenge will be making involvement with these associa-
tions more accessible at the grassroots level.  

Among sub-industries, the only outlier on this point is the transportation 
sector, in which half of respondents call on government to drive change 
and just 18 per cent look to producers, perhaps reflecting its sensitivity to 
government regulations and fees, such as incoming carbon taxes. 
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WITHIN MONTHS OF SAUDI ARABIA AND OPEC 
ABANDONING their oil market support mech-
tanisms in the fall of 2014, attention turned to what 
impact the rapidly falling price of crude oil would 
have on mergers and acquisitions (M&A) around 
the world, but particularly in North America and, 
even more specifically, in Canada.

Canadian crude oil producers have long been 
price-takers: they have little power to influence the 
price of oil in Cushing, Okla., let alone London, and 
with limited access to overseas markets, they have 
been tightly tied to the WTI price and burdened 
at times by significant discounts from that North 
American benchmark.

As WTI started to slide, and with it Canadian 
netbacks at Edmonton, speculation began to per-
colate over who would be forced to sell what assets 
to keep the banks happy. But the big consolidation 
never really got rolling, largely because those will-
ing to buy distressed assets didn’t like the asking 
prices from those ostensibly forced to sell dis-
tressed assets.

But now, with crude oil in something of recovery 
mode, the bid-ask spread has narrowed consider-
ably, and once again, speculation is growing over 
consolidation efforts, with 2017 expected to mark 
the start of that particular post-recovery phase.

That’s the essential finding of a recent survey 
of 100 senior corporate executives and invest-
ment bankers by M&A intelligence consultant 
Mergermarket for international legal firm Torys: 
67 per cent of respondents expect an increase in 
the volume of oil and gas M&A activity over the 
next 12 months, while 54 per cent see an increase 
in the value of that activity, with private equity and 
foreign buyers driving much of the increase.

But still, that bid-ask uncertainty persists, the 
Mergermarket survey shows. “One-quarter of respon-
dents believe the market will remain stagnant due to 

a persistent buyer-seller valuation gap, both globally 
as well as in Canada, as many sellers are unwilling to 
dispose of high-quality assets in a lower commodity 
price environment,” reads the analysis.

Senior exploration and production (E&P) com-
panies are seen by 43 per cent of the respondents 
to be driving the M&A bus as they seek growth op-
portunities beyond the drill bit, the survey report 
says, which fits in nicely with what the troubled 
junior producer sector is looking for. 

“On the divestment front, 24 per cent of junior 
E&P companies are expected to focus on a sale or 
merger, likely to senior E&P companies—a comple-
mentary result to that of senior companies wishing 
to grow through acquisitions—and an indication that 
a wave of consolidation might be imminent in the 
market as junior E&P companies struggle with high 
levels of debt and reduced levels of cash flow given 
distressed commodity prices,” says Mergermarket.

Senior E&P companies, the survey says, will be 
most acquisitive in 2017, largely because they’ve 
been able to maintain solid balance sheets and are 
still trusted by lenders, particularly now that prices 
have settled in the US$45–$50/bbl range, and the 
industry seems to have stabilized. 

“If the price holds, debt/equity markets may 
open in 2017,” the Mergermarket report says. 
“Until that happens, banks continue to look to safe 
havens—sustainable, quality players with quality 
assets and firm balance sheets.”

If oil prices don’t hold in that range—and there’s 
no assurance they will if OPEC fails to renew its pro-
duction cuts agreement in May or U.S. shale oil 
output ramps sharply higher—the climate for M&A 
activity will soften, says Neville Jugnauth, a Calgary-
based partner with Torys specializing in M&A. But it 
won’t disappear entirely.

“I don’t think we’ll see a situation that replicates 
where we were before, when there was very little 

Key 
findings 

 ∂ 67% of 
respondents 
believe that M&A 
volume in the 
Canadian oil and 
gas industry will 
increase. Over 
half (54%) said 
the same of value. 

 ∂ Inbound deal 
making from the 
U.S. is expected 
to be a key driver 
of activity levels, 
according to 73% 
of respondents. 
This is closely 
followed by 69% 
of respondents 
believing the 
driver will be 
strong activity 
from Asia-Pacific 
buyers as China 
continues to 
secure energy 
assets abroad. 

 ∂ The top target 
sectors for 
inbound buyers 
are LNG, oilsands 
and offshore oil 
facilities. 

 ∂ Private equity 
firms continue to 
be strong partners 
for Canadian 
oil and gas 
companies. 44% 
of respondents 
say companies 
will look to private 
equity firms for 
financing, in 
particular junior 
E&P companies. 

 ∂ Environmental 
regulations 
loom large as 
a challenge to 
Canadian oil and 
gas companies 
over the next 
12 months, 
says 42% of 
respondents.

TURNING  
THE 

LATEST M&A OUTLOOK FROM TORYS SUGGESTS 2017 
COULD BE A ROBUST YEAR FOR DEAL MAKING

BY DALE LUNAN
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being done,” he says. “Any time there is an event that changes valuations, there 
is a bit of a wait-and-see mentality, but I think the fundamental premise remains: 
over-levered balance sheets and liquidity issues for some and quality names well-
positioned to take advantage of that situation.”

Through the first couple of years of the commodity price collapse, oil and 
gas producers slashed costs on all fronts by shedding workers, cutting salaries 
and selling non-core assets. Now, the survey found, they’re looking deeper and 
focusing on technology as a way to bring additional, long-lasting cost efficiencies 
and environmental improvements.

“Digitalization in the E&P process is making big strides as companies seek to 
maximize efficiency and bend the cost curve,” the survey report notes. “This is 
most often achieved by bringing new technology and intellectual property in-
house through acquisitions.”

The same thinking is driving M&A activity in the oilfield services sector, high-
lighted by Schlumberger’s acquisition last spring of Xtreme Drilling and Coil 
Service’s XSR coiled tubing assets, the survey report says.

About half the survey’s respondents see domestic buyers as being pri-
marily interested in offshore acquisitions, followed by oilsands assets and 
onshore oil. That oilsands interest was highlighted in March when Canadian 

Date of 
announcement Acquirer Target Total cost ($ million)

1 18/01/2016 Suncor Energy Canadian Oil Sands 6,636.31

2 06/07/2016 Seven Generations Energy Paramount Resources 1,927.05

3 20/10/2016 Tourmaline Oil Shell Canada 1,371.37

4 10/06/2016 Teine Energy PennWest Exploration 975

5 27/04/2016 Suncor Energy Syncrude Canada 937

6 17/11/2016 Spartan Energy ARC Resources 700

7 21/06/2016 Birchcliff Energy Encana 625

8 10/05/2016 Whitecap Resources Husky Energy 595

9 14/12/2016 Athabasca Oil Statoil 578

10 27/01/2016 Murphy Oil Athabasca Oil 486

11 02/11/2016 Tamarack Valley Energy Spur Resources 407.5

12 24/02/2016 ARC Financial Boulder Energy 268

13 14/12/2016 PrairieSky Royalty Pengrowth Energy 250

14 02/02/2016 Tourmaline Oil Enerplus 183

15 02/05/2016 Freehold Royalties Husky Energy 165

16 02/11/2016 Canadian Natural Resources Unspecified 158

17 21/03/2016 Unspecified PennWest Exploration 148

18 28/07/2016 ARC Resources Unspecified 148

19 10/06/2016 Unspecified PennWest Exploration 140

20 20/06/2016 Burgess Energy Holdings Athabasca Oil 128.5

Natural Resources acquired a majority stake in Royal Dutch Shell’s 
Athabasca Oil Sands Project for nearly $13 billion. Foreign buyers—
primarily from Asia—will be looking for deals in the LNG space, 
according to 51 per cent of the survey respondents, the oilsands 
and the offshore.

With many Japanese nuclear reactors back online following the 
Fukushima Daiichi disaster, LNG demand there has abated some-
what, and prices have fallen accordingly, leading many proponents 
of Pacific-side LNG projects to reconsider their investments. Still, 
demand from growing economies such as South Korea and China 
“remains a firm long-term proposition,” and Asian interest in buying 
Canadian LNG output remains a factor.

“Despite China’s move from raw material demand to consumer 
goods consumption, the country continues to seek energy assets 
abroad,” the survey report says, citing the long-term offtake agree-
ment signed between the Woodfibre LNG project and China’s 
Guangzhou Gas last May and the acquisition of a 65 per cent stake 
in Husky Energy’s midstream assets by Hong Kong’s Power Assets 
and Cheung Kong Infrastructure. 

Top 20 Canadian Producer M&A deals in 2016
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GORDON JAREMKO is a former editor of Oilweek and 
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CARBON STEW
Dining habits cook up greenhouse gas storm

POLICY FEDS calculations raise doubts about the environmental 
usefulness of carbon taxes. Uncertain data points to a need 
for much further research into the effectiveness of financial 
action as an environmental reform tool, say the researchers.

Levies ranging from US$6/tonne to US$123/tonne 
of emissions would only raise meal costs by 0.2 to five 
per cent. The average increase would be a marginal 1.7 
per cent, which would not likely make a big difference to 
greenhouse gas output.

Changing consumer taste would have larger effects.
A moderate behaviour turn to a model “realistic healthy 

diet”—less meat, fats and sweets and more legumes, nuts 
and seeds—would cut energy use for food by three per 
cent. “This reduction is equivalent to the annual gasoline 
consumption of 3.7 million U.S. vehicles,” says the report.

It would take an extreme switch to an “energy efficient 
diet”—a pescatarian or semi-vegetarian menu that drops 
steak and chicken altogether and piles on beans, nuts, 
fish and eggs—to achieve greenhouse gas cuts on the 
grand scale preached by eco-evangelists. This Spartan-
style diet would cut food-driven carbon emissions by 74 
per cent, equivalent to scrapping 90 million vehicles or 
35 per cent of American cars.

FEDS inspires little comment or publicity from 
environmental factions. The silence is predictable. The 
U.S. research thinks about the unthinkable: serious life-
style changes implied by eco-cleanup ideas as opposed 
to moves on energy corporations that the political left 
and Hollywood demonized long before global warming 
soared to the top of reformer agendas.

The Alberta oilsands industry has no such luck of limit-
ing its debate over its future to neutral specialists. About 
half of potential production growth will be lost unless 
thermal extraction plants curb their appetite for natural 
gas, shows the latest annual supply cost review from the 
Canadian Energy Research Institute (CERI).

Barring a clean up by new technology still in experi-
mental stages, the northern bitumen belt will hit the 
100-million-tonne carbon emissions cap set by the 
Alberta government in 2026, CERI forecasts.

The institute calculates that improving project eco-
nomics in the increasingly efficient industry will enable 
oilsands output to reach 5.5 million bbls/d in 2036, up by 
three million from the current 2.5 million. But the emis-
sions lid stops growth using current methods at about 
four million bbls/d, up only 1.5 million.

For CERI and oilsands operations, the big question is 
whether the bitumen belt’s energy appetite can change 
more easily than the North American diet. 

“Use of fossil fuels to produce the foods and beverages consumed by Americans 
in 2007 accounted for 13.6 per cent of economy-wide CO2 emissions from fossil 
fuels,” says the 90-page document.

“Domestic fossil fuel use linked to U.S. food consumption produced 817 million 
of the nearly six billion metric tons of CO2 emissions economy-wide,” it says.

The role of everyday American grub in the exhaust blamed for global climate 
change is 12 times the current annual oilsands contribution of 70 million tonnes and 
exceeds the Canadian total from all sources of 730 million tonnes.

“The consumption of fossil fuels, nuclear power and renewable energy by the 
U.S. food system was on par, in 2002, with the entire national energy budget for 
India and exceeded the combined energy budgets of all African nations,” reads 
the report.

The report, released this winter, summarizes the results of an epic research 
effort that developed a mammoth scorecard titled the Food Environment Data 
System (FEDS). No Canadian counterpart has surfaced, but the U.S. results are 
food for thought north of the border.

California, with a similar population and standard of living to Canada, blows 70 
million tonnes/year into the FEDS accounts of annual U.S. dietary contributions to 
greenhouse gas emissions—a tie with Alberta’s oilsands exhaust.

The American ledger covers all aspects of food and beverages, from crop and 
livestock production through to processing, packaging, transportation, storage, 
retail and use. The immense information archive enables comparisons of regions 
down to the scale of counties and between types of consumption, such as home-
cooked or restaurant meals.

Of the 817-million-tonne U.S. total yearly emissions tab for eating and drinking, 
332 million came from burning coal, 282 million from natural gas and 202 million 
from oil products. Thermal power generation for electrical equipment accounts for 
57 per cent of food-related energy use.

FEDS also enables an educated guess at the consequences of policy and life-
style changes. “Both the measurement of social costs from fossil fuel use and the 
appropriate mechanism for internalizing this cost in energy markets are the two 
great challenges facing the United States and other nations seeking to reduce their 
carbon emissions,” says the USDA.

On the air-pollution scale, consumers have a counterpart 
to the oilsands, only bigger—much bigger. Call it the 
skeleton in the kitchen.

The United States Department of Agriculture (USDA) 
exposes the startling results of rich eating and drinking habits in 
a report titled The Role of Fossil Fuels in the U.S. Food System and 
the American Diet.

MAY 2017  |  JWNENERGY.COM   67

voices



• Large format print edition

• Point-and-click oil and gas site information 

• Combine several layers to build custom maps

• Two-week free trial

For more information, please call 1.800.387.2446 or visit oilfieldatlas.com.

The Oilfield Atlas is the perfect combination of print 
and digital maps to help you find your way. 

Need some direction?

• Large format print edition

• Point-and-click oil and gas site information 

• Combine several layers to build custom maps

• Two-week free trial

For more information, please call 1.800.387.2446 or visit oilfieldatlas.com.

The Oilfield Atlas is the perfect combination of print 
and digital maps to help you find your way. 

Need some direction?

GeoConvention 2017 is a must-attend event for access to latest innovations in the Geosciences with 
market and business insights, carbon capture advances and personal development 

Keynote Luncheons Include:
Monday, May 15: Mark LaCour and Jacob Corley Pulling Ahead in the Midst of Change
Tuesday, May 16: Jürgen Kraus The Geology of Beer
Wednesday, May 17: Tom Feuchtwanger Chasing Adventure; Circumnavigating Africa Overland

Registration is open, for more information visit www.geoconvention.com



LYNETTE LEFSRUD is the president of Gridstone Marketing. 
Her quarterly column highlights Oilweek Rising Stars.
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MAKING AN IMPACT
Former Rising Star Jonathan Moser tackles 
environmental challenges at Lafarge

different considerations that a non-engineering mind 
can bring to bear.”

As a result, Jonathan is involved in a few initiatives, both 
in his work role and personal life, that align with his values.

The one closest to his heart is the Calgary Region 
Airshed Zone (CRAZ), where he is board director and 
chair of the membership committee.

He got involved with the group because Lafarge is a 
founding member, but he has a personal reason for stay-
ing involved: his wife Cathy has asthma. In the past, the 
family has had to adjust summer travel plans due to for-
est fires and air quality, and it is something that affects his 
family’s daily life.

As a result, late last year, CRAZ partnered with Lafarge 
to reduce emissions through an anti-idling campaign. The 
campaign resulted in a new policy within Lafarge that 
saw the installation of 54 idle-free zone signs at several 
Lafarge plants in Calgary.

Jonathan speaks positively about what the group at 
CRAZ can do going forward. The organization celebrated 
its 10th anniversary on the day I spoke with Jonathan, and 
he wants to continue to spread the word and expand the 
efforts of the group. 

“I’m very proud of the fact that they’ve reached this 
10-year mark,” says Jonathan. “We can do so much more. 
We are hopeful we can elevate [the message] and raise 
some recognition. If we don’t talk about ourselves, no one 
is going to.”

In addition to its education programs, the group has a 
portable trailer that it can take to communities to measure 
air quality and raise awareness about the quality of the air 
we breathe and how our behaviours, such as idling, can 
impact those around us.

Jonathan is also involved in the Carbon Price 
Leadership Coalition—of which Lafarge is a member—and, 
since being promoted to his role as head of his depart-
ment in 2015, he has gotten involved in many more issues 
that have both national and international significance. No 
two days are the same.

As we wrap up our conversation, Jonathan shares with 
me that it’s the strategic and dynamic elements of his 
work that he enjoys most. 

“That is why I like what I do—always working on a dif-
ferent issue within a different product line…with different 
leadership teams and dealing at a high level,” Jonathan 
says. “I try to drive innovation. Just because we’ve always 
done things a certain way, doesn’t mean we need to con-
tinue to do it.” 

Lafarge Canada’s parent company, LafargeHolcim is the world’s 
largest building materials manufacturer with 90,000 employees oper-
ating in 80 countries. With this huge footprint, Jonathan knows that his 
company plays an important part in the environment.

“After water, concrete is the second-most-used substance on 
earth,” Jonathan says, adding that it is something most people don’t 
even think about.

“Just stand at a street corner: you’ve got the concrete under your 
feet, roadway that could be asphalt or concrete, the buildings, stores, 
schools and hospitals all around you that wouldn’t be possible if you 
didn’t have the products that my company makes. There’s a bit of 
pride in that,” he says

Jonathan says that a significant part of his role is to maintain the 
social licence to operate. He shares that LafargeHolcim has an enor-
mous CO2 footprint—they have the second-highest emissions of all 
companies in the world. With that, Jonathan says his job it to speak to 
stakeholders about what the company is doing in this space.

“That is what makes my role challenging. At the end of the day, I 
am the one who has to explain these issues to stakeholders,” Jonathan 
says. “And if we don’t talk about these issues, then other people will.”

With that comes innovation. Lafarge is focusing on new products, such 
as low-carbon cement, that have an instant impact on the environment 
and can reduce the total carbon footprint of a building. The company is 
working to change perspectives and is looking at issues in different ways. 
That gets Jonathan excited about coming to work every day.

“No one does what I do in the company, so the perspective I 
bring can really help open the minds of my fellow executive mem-
bers,” he says. “Things that they haven’t thought of before and 

Meeting Jonathan Moser is a little like meeting a friend 
you never knew you had. 

He is personable and gracious—two key ingre-
dients for what I can imagine is a tough role. 

Jonathan is the head of environment and public affairs at 
Lafarge Canada, so he is at the forefront of stakeholder mes-
saging for the organization. 

BUSINESS
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Utilize an ever-expanding database of oilfield service 
and supply companies (and a powerful set of search filters) 
to access over 13,000 companies in over 1,200 categories. 

COSSD.COM 

Need oilfield services?

S E A R C H  |  C O M P A R E  |  C O N N E C T



DAVID YAGER is a former oilfield service executive who has written extensively 
about oil and gas since 1979 and was the PSAC chair in 2009-10.
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UPITFOS AND THIRTY YEARS 
OF OILFIELD SAFETY PROGRESS 

on a location was properly trained and properly 
equipped. This is when workers first became unable 
to get on a location without appropriate safety tickets, 
orientation and personal protective equipment. Industry-
recommended practices were developed for higher 
risk operations like well testing and pressure pumping. 
What also emerged was the basic minimum standard 
safety program called Certificate of Recognition (COR). 
Responsible operators wouldn’t hire vendors without 
a COR, which forced every company, big and small, to 
ensure safety was a culture, not just a manual. Ongoing 
independent audits were also required. 

Thirty years later, the results have been spectacular. 
According to Alberta’s occupational health and safety 
report for 2015, mining and petroleum development was 
the safest industry in the province. The provincial rate 
for disabling injuries was 2.36. The oilpatch was 0.88. 
The provincial average for lost-time accidents was 1.26. 
Oil and gas reported 0.25, down 96 per cent from 1986. 
“The mining and petroleum development sector con-
tinued to have the lowest lost-time claim rate in 2015 at 
0.25. Provincial and municipal government, education 
and health services had the highest lost-time claim rate 
in 2015 at 1.98,” the report reads.

It was safer in the oilpatch than in the government. 
Industrial sectors with much worse safety perform-

ance than oil and gas, which is everybody, includes 
agriculture and forestry, business personal and profes-
sional services, construction, manufacturing processing 
and packaging, transportation communication and utili-
ties, and wholesale and retail.

What the heck are they doing to each other in the 
offices, plants, stores and warehouses while oilpatch 
crews are working in the field?

What is unique about UPITFOS is this is the only major 
industrial sector that has chosen to develop industry-wide 
standards—above and beyond provincial rules and regu-
lations—that are almost uniform across all locations and 
operations. The only exception is companies that demand 
more, not less.

The result is a safety culture that has evolved to the 
point that a good safety record is a commercial necessity 
if you want to work for the most responsible operators, 
invariably those able to write the biggest cheques.

Despite this compelling data, the oilpatch is still tarred 
with the brush of not working safely enough. But having 
set the standard, it would be nice if our critics could start 
improving their own safety performance. 

In addition to bringing about a devastating oil price collapse, 1986 had been 
a brutal year for accidents and fatalities. There was a terrible condensate explo-
sion on a completion operation near Edson, Alta., leaving several workers with 
severe burns. When the province introduced drilling incentives that expired on 
December 31, a bunch of rigs with green crews went back to work in a hurry over 
the Christmas holidays, resulting in multiple fatalities.

Nowadays every rig that can shut down at this time of year does.
In 1986, the lost-time-accident claim rate was 3.9 per 100 man-years worked, 

13.3 per cent lower than in 1985. But for drilling and service rigs, it was 16 per 100, 
down marginally from 16.4 the prior year. This was after 30 per cent reduction in 
man-years worked because of the oil price slump. You’d think only the best hands 
would be working. Something was seriously wrong.

The minister quickly got everybody’s attention. A good conservative, Dinning 
told this writer at the time he’d rather have industry fix itself than have the gov-
ernment intervene. But if nothing changed, the heavy hand of government 
enforcement was on its way. 

The result a year later was a remarkable report from the Upstream Petroleum 
Industry Task Force on Safety (UPITFOS), tabling 42 recommendations. The task 
force was negotiated then enacted in 1988 by the Canadian Petroleum Association, 
Independent Petroleum Association of Canada, Canadian Association of Oilwell 
Drilling Contractors, Petroleum Services Association of Canada and the Small 
Explorers and Producers Association of Canada. Three decades later, the results of 
UPITFOS are absolutely phenomenal.

What the UPITFOS process agreed upon was, as the Canadian Association of 
Petroleum Producers would write 26 years later, the industry “strongly believes 
that the ultimate responsibility for improved safety performance lies with senior 
management of individual companies in the industry.” This included the oil 
companies, as they had significant influence on the behaviour of their service con-
tractors on location. 

What the participants negotiated and agreed upon was the first set of industry-
wide standards and procedures under which it would operate to ensure everyone 

I t was early 1987 when Jim Dinning, Alberta’s then–minister 
of community and occupational health, blew a gasket and 
started phoning oil company chief executive officers, telling 
them if the oilpatch didn’t clean up its appalling safety record 

on its own, the government would do it for them.

SERVICE & SUPPLY
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Win service contracts using 
Licensee Liability Rating (LLR) data

LLR data helps you identify wells 

that need abandonment, reclamation 

or completion services.

Every subscription to CanOils now 

includes LLR data—including the 

deemed assets, deemed liabilities 

and LLR calculated for every well in 

Alberta, B.C. and Saskatchewan.

To get started with your CanOils subscription 
today, visit canoils.com or call (403) 269-6003.



To celebrate Canada’s 150th anniversary, Oilweek is looking back at key events 
in the energy industry that helped build the great country we have today. We 
will cover one event in each issue of the magazine for the remainder of the year. 

THE BATTLE FOR CONTROL OF 
NATURAL RESOURCES WAS WON 
BY THE PROVINCES IN 1930, BUT 
SKIRMISHES STILL REMAIN

The growing wealth of the resource-producing 
provinces has transformed the country, Bratt says.

“It would be hard to imagine what Canada 
would look like now without the western provinces 
having control over their resources. We are now the 
most decentralized federation in the world.”

That doesn’t mean that control is sacrosanct. 
The federal government has pushed the constitu-
tional barriers often.

The fight over the National Energy Program in 
the 1980s was a conspicuous example of a federal 
government attempt to gain more control over oil 
and gas resources. Bratt argues that the insistence 
that all provinces create carbon taxes of some form 
is another attempt.

Saskatchewan Premier Brad Wall’s government 
views this as an encroachment over provincial pow-
ers over resources, and Bratt believes the province 
would have a chance to win a court fight if the 
choice was made to take it that far. 

While the government of Prime Minister Justin 
Trudeau insists it will not compromise provin-
cial control over mineral rights by demanding the 
imposition of a carbon tax before new pipelines are 
approved, that’s exactly what it is doing.

“Trudeau has been savvy,” says Trevor McLeod, 
director of the Centre for Natural Resources Policy at 
the Canada West Foundation. “It’s a backdoor way 
to affect the development of natural resources in the 
provinces.”

Provincial control over resources continues to 
be a cornerstone of Confederation, having been 
proclaimed again when the Constitution was repa-
triated to Canada in 1982.

Todd Hirsch, chief economist for ATB Financial, 
acknowledges that control over mineral rights has 
helped make Alberta and Saskatchewan wealthy 
provinces, but argues there can be a negative 
aspect to that control.

“As economists, we like to do counter-analysis,” 
Hirsch says. “If the federal government had kept 
control, would the economies be more diversified?”

With royalties from oil and gas having contrib-
uted $15 billion per year to Alberta government 
coffers in the good years (that was down to less 
than $3 billion last year), plus billions in tax rev-
enues, Hirsch says the Alberta economy is so 
strongly tied to the economic benefits from 
resource development that it’s difficult to bring 
about real diversification.  

For western Canadians who believe their 
provinces have often played second 
fiddle to the central Canadian provinces 
that helped form Confederation, the 
history of provincial mineral rights con-
trol in Canada essentially proves they’re 
right, according to one of Canada’s fore-
most political scientists.

Duane Bratt, political science pro-
fessor at Calgary’s Mount Royal 
University, notes that when Alberta and 

Control over mineral rights 
has allowed Alberta and 
Saskatchewan to prosper

Provincialcontrol of
mineral rights

changed
Canada

Saskatchewan entered Confederation in 1905 they 
did so without being granted control over mineral 
rights within their territory.

“That was only given to the established prov-
inces. It was based on [the western provinces’] 
low populations at the time. They weren’t seen as 
equal,” he says, adding that mineral rights control 
was eventually granted in 1930. 

The importance of the decision to grant mineral 
rights to the two provinces, following a dragged out 
battle between the federal government and Alberta 
and Saskatchewan, can’t be minimized, he adds.

It also has more to do with current and future 
energy decisions in Canada than one might think. 

When Confederation was created in 1867, 
mostly through an accommodation between what 
had been Upper Canada and Lower Canada, it 
was based on the perceived need to make French 
Canadians, who mostly lived in what became 
Quebec, feel as much a part of the new union as 
English Canadians in what was to become Ontario, 
Manitoba and the Maritimes.

“The original notion of Confederation was not 
about geography, but centred around language 
and religion,” Bratt says. 

“At the time, many of the major powers, such 
as that over education, were given to the federal 
government.”

Since then, Canada has become a much more 
decentralized nation than was originally conceived.
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SOURCE: ENERGY EFFICIENCY MARKET REPORT 2016, INTERNATIONAL ENERGY AGENCY

numbers Average energy efficiency improvement 
in IEA member countries

14%
between 2000

and 2015

which is enough to power 
Japan for a full year. 

These savings also reduced
total energy expenditure by

in 2015, mostly in buildings
and industry. 

This saved

450
million tonnes of oil 
equivalent in 2015,

US$540
BILLION

The forgotten climate change killer
An often-overlooked key to curbing emissions, efficiency is the only energy 
resource truly accessible across the board. In fact, the International Energy 
Agency (IEA) predicts a formal push toward energy efficiency will be a major 
driver of a global reduction in greenhouse gases between now and 2040. 

Here are a few numbers illustrating its importance.

Global investment in energy-efficient products in 2015

US$221
BILLION

in buildings, including 
appliances and lighting

US$118 BILLION

in transport, including
light-duty vehicles

US$64 BILLION

in industry, including 
energy-intensive industry

US$39 BILLION

+6%
from 2014

greater than 
investment in 
conventional 
power generation

Investment growth was strongest in the buildings sector

+9% from 2014

of all efficiency 
investment in the 
sector was from 
the U.S.
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LEAPING 
LEMURS!
The brand new Land of Lemurs fully immersive 
exhibit opens this summer. Get up close 
to some of the world’s most endangered 
primates and learn how you can help them.



Power your upstream decision-making with 
customer-driven data, integrated software 
and services from geoLOGIC.
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