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Upcoming events 
 
Click Here to Register 
January Luncheon Meeting  
January 14, 2016  
Bella Sera 
Canonsburg, PA 

December 2015 

MLBC 
P.O. Box 955 
Bridgeport, WV  26330 

PRESIDENTIAL ADDRESS 

A rticle IV of the MLBC By-laws states the purposes of the Association: 
 

1. Fostering fellowship among members; 
2. Furthering the landman’s profession through educational activities; 
3. Maintaining a professional and ethical membership; 
4. Impressing upon the membership their role as representatives of the land 

profession in their interactions with the public; and 
5. Providing members with opportunities for community service. 
 
The MLBC Officers, Directors, and committee members have always acknowl-
edged these purposes and have continually attempted to fulfill them.  Of these 
five, there are two that require continued commitment and complete buy-in 
from the membership regardless of whether the MLBC fulfills the purposes…
and those are our role as representatives of the land profession and our inter-
actions with the public and professionalism and ethical behavior.  Not only are 
we representing the land profession, but to the public, we are also a face of the 
energy industry.  An industry that is under frequent scrutiny and measure by all 
levels of government, as wells by certain factions of the public who have a loud 
voice.  As landmen and members of a professional organization we have a re-
sponsibility to the energy industry to conduct ourselves professionally and ethi-
cally, both on and off the clock.  
 
As we wind up this challenging year and venture in to 2016, let’s make a com-
mitment to ourselves, to our employers, to our coworkers, to the public, and to 
the industry we believe in, to be true professionals.  To uphold the AAPL’s Code 
of Ethics and Standards of Practices, to be a voice for our industry, to be proud 
to be a landman, to treat others well and with respect, and to make our mothers 
happy.  Be a leader.  Help your community.  Teach a child.  Make others feel 
brilliant. 
 
Keep in mind that landmen are likely the only “real” people in the industry the 
public will ever meet.  What if every landman in the country presented them-
selves to be as professional as a doctor or college professor?  What if the public 
had a more favorable view of the energy industry because of their interactions 
with a landman?  Could 20,000 AAPL members among 300 million Americans 
really make a difference?   
 
I guess we won’t know ‘til we try. 
 
Have a safe and joyous holiday season. 
 
Aaron R. Yost, CPL 
President 2015-2016 



 

 

T he AAPL is seeking nominations for its annual awards which will be announced at the Annual 
Meeting next June in Orlando. Listed below are the criteria for the awards. If you have nominees 

for the Lifetime Achievement Award,  Landman of the Year, Best Member Communication, Best Director’s 
Communication, or other awards, please forward your nomination, including any relevant attachment or 
resume to the MLBC’s Awards Committee chaired by Arnie Schulberg, aschulberg@schulberglaw.com. 

 
LIFETIME ACHIEVEMENT AWARD  
To be presented to an AAPL member who has honored and distinguished the land profession through demon-
strated leadership, integrity, and his/her contribution to the industry, the community and the profession for 
his/her entire land career.  Current AAPL Officers are excluded from nomination. 
 
LANDMAN OF THE YEAR AWARD   
To be presented to an AAPL member who honored and distinguished the land profession through demon-
strated leadership, integrity, and his/her contribution to the industry, the community and the profession dur-
ing calendar year 2015.  Current AAPL Officers are excluded from nomination. 
 
LOCAL ASSOCIATION OF THE YEAR AWARD   
To be presented to the local association that has achieved the greatest cumulative rating in the following cate-
gories: Best Bulletin/Newsletter, Best Member Communication, and Best AAPL Director’s Communication. 
 
BEST NEWSLETTER/BULLETIN – LARGE ASSOCIATION   
To be presented for the best single bulletin or newsletter published by a local association during the 2015 cal-
endar year whose membership is comprised of more than 250 landmen.  Only the best single example of 
bulletin or newsletter is to be submitted.  No accompanying explanation will be considered. 
 
BEST NEWSLETTER/BULLETIN – MEDIUM ASSOCIATION   
To be presented for the best single bulletin or newsletter published by a local association during the 2015 cal-
endar year whose membership is between 100-250 landmen.  Only the best single example of bulletin or 
newsletter is to be submitted.  No accompanying explanation will be considered. 
 
BEST NEWSLETTER/BULLETIN – SMALL ASSOCIATION   
To be presented for the best single bulletin or newsletter published by a local association during the 2015 cal-
endar year whose membership is comprised of 100 or fewer landmen.  Only the best single example of bulle-
tin or newsletter is to be submitted.  No accompanying explanation will be considered. 
 
BEST MEMBER COMMUNICATION 
To be presented for the best single communication by a member of a local association during the 2015 calen-
dar year.   The communication may be written or oral, but if oral, a written transcript must be submitted.  The 
communication may be to the local association membership, to AAPL   or the industry but must pertain to 
AAPL. The individual must be a member of AAPL for his or her entry to be considered. 
 
BEST AAPL DIRECTOR’S COMMUNICATION 
To be presented for the best single communication by an AAPL Director during the 2015 calendar year.  The 
communication may be written or oral, but if oral, a written transcript must be submitted.  The communica-
tion may be to the local association membership, to AAPL, to the industry or the community, but must pertain 
to AAPL. 
 

 

DESCRIPTION OF AWARDS CATEGORIES 2015 



 

 

 
CONTINUING EDUCATION OPPORTUNITIES 

AAPL offers various educational programs, workshops and regional institutes for 
landmen as well as oil and gas professionals. The association also provides re-
view and testing opportunities for those interested in obtaining RL, RPL and CPL 
certification designations.  
 
January 25  Basics of Geographic Information System 
   Pittsburgh, PA 
 

 

 

BEST PUBLISHED ARTICLE IN AN AAPL PUBLICATION 
To be presented for the best single article by an AAPL member during the 2015 calendar year published in 
the AAPL’s Landman or Landman 2 Magazine.  No formal entry is required as this will be judged using 
2015 AAPL publications. 
 
SPECIAL AWARDS – Multiple awards in this category may be awarded based on merit 
To be presented to the member(s) or group(s) who/which has made an extraordinary contribution to AAPL, 
the land profession, the industry, or the community. May include but is not limited to: 
 

Education – may be presented to a member who has achieved a level of unusual distinction in AAPL’s 
continuing education program as demonstrated by his/her contribution of time and service to the bet-
terment of land professionals. 

AAPL Committee Member Award – may be presented to an AAPL Committee member who has 
greatly exceeded expectations. 

Community Service – may be presented to a member who has contributed greatly toward civic im-
provement in his/her local community. 

Other – may be presented to a member who has achieved unusual distinction or contributed significantly 
to the betterment of land professionals in any other way deemed worthy of recognition. 

DESCRIPTION OF AWARDS CATEGORIES CONTINUED 

AAPL offers three certifications that  are proven to enhance a member's credibility in the industry and to in-
crease earning potential for landmen.  

Certified Professional Landman (CPL) – The highest designation offered in the energy management 
industry, CPL certification is the standard by which landmen demonstrate their comprehensive competence, 
proficiency and professionalism in the landman field. 
 
Registered Professional Landman (RPL) – The mid-level designation offered by AAPL, RPL certifica-
tion distinguishes a landman as knowledgeable, experienced and professional. 
 
Registered Landman (RL) – The initial level of certification, RL certification signifies a fundamental 
knowledge of the land industry as well as a landman’s commitment to furthering their education. 
 
For more information on why becoming a certified landman is important, click here. 



 

 

2015 MLBC Inaugural Charity Clay Shoot Benefiting the           
Paralyzed Veterans of America-WV Chapter 

T he Michael Late Benedum Chapter (“MLBC”) of AAPL has helped take a social gathering intended 
to build camaraderie amongst our membership and turn it into another great charity event. With 

the help of volunteers, sponsors, and our membership we held the 2015 Inaugural Charity Clay shoot on 
October 16th, at Hunting Hills Shooting Preserve in Dilliner, PA. The weather was a perfect brisk fall day, 
which started off with a mini warm up competition hosted by Clear Water Land Services, while refresh-
ments were served by Holland Land Services.  Once everyone had the chance to check in and warm up we 
took a moment to pay tribute while the WVU ROTC Color guard presented the Red, White, and Blue; and 
the anthem played. We took a moment to welcome the veterans who joined us for the day, and then the 77 
shooters hit the course for the afternoon.  

Thanks to the generous support of our sponsors we were able to present paralyzed Air Force Veteran Laura 
Ellington and paralyzed Army Veteran Bob Morrisi with a check for $10,000.  This support will allow the 
Paralyzed Veterans of America (“PVA”) to continue to support their members by ensuring that their mem-
bers receive the health care and benefits they deserve, aid in the search for a truly satisfying career, and 
provide a path to adventure through adaptive sports. I’ve had the pleasure of attending events with some of 
these members and the support we’ve provided is greatly appreciated and will be put to good use. 

Following the shoot we had some time for BBQ, adult beverages, and prizes. Of all the prizes given out that 
day, most of the shooters had their eyes on the Benelli shotgun, which Kevin Uebel won! Congrats! Also, 
raffled off were custom MLBC Top Gun shirts and shooting vests courtesy of Black Bear Customs in Graf-
ton, WV. 

Steve Kennedy took home first place overall, a $150 gift card, and the MLBC Top Gun trophy with a stun-
ning 92! Denny Hagadorn took second place overall and a $100 gift card, and Ryan Mather took Third 
overall and a $50 gift card. Sara Brown took the spot as the top lady overall and a $100 gift card, and the 
high overall team was the split Vantage Energy and Energy Corporation of America team took home $50 
each; they had Steve Kennedy on their team so this is no surprise.  

A special thanks to all of the sponsors whose donations benefitted the PVA and provided the warm up com-
petition, dinner, and refreshment-both on and off the course. Very special thanks to the volunteers, Lori 
Naser, Judy Rastoka, and Tara White, Rich Robb of Vantage Energy, and Rob Lindsey of Clearwater Land 
Services; also, to Aaron Smith of Holland Services for putting on a cornhole competition after the shoot 
which raised additional money that was donated to the PVA. Your help made the event a huge success. 

We are in the process of putting together plans for the 2016 fall charity clay shoot.  Watch for details at the 
beginning of the year and be sure to contact Tara White or Anthony Romeo if you have an interest in get-
ting involved.  



 

 

ETHICS 

WHAT’S FOR DINNER? 
 

Ethics… it’s either very easy or it is a very difficult situation.  Let’s face the facts.  You either have a good eth-
ical “compass” or you do not.  Perhaps you started out with a great moral guide and over the years, you’ve 
slackened your standards until it barely resembles the boundaries you set for yourself in the early part of 
your career.  Morals, values, and ethics are independent, but are nonetheless intertwined, and ethics are 
generated by or based on an individual’s morals and values. 
 
Ethics does not depend upon the situation in which you find yourself, i.e., what is simply best for you, your 
career, or even your family.  Further, ethics are neither dependent upon whether you may get caught, nor 
the fact that others are doing the same thing.  And… the exercise of high ethical standards is not swayed due 
to the risk you might face for standing up for the right thing, or influenced by believing that no one would 
ever know.  
 
The decision to take a kickback from a vendor, to lie to get business done, or to look the other way when you 
know that ethical standards and sometimes, even laws, are being trampled underfoot.  There is no relativity 
in ethical standards and we, in and of ourselves, are not the ultimate judge of our own behavior.  Right is 
right… and wrong is wrong.   
 
This all sounds very good in theory and is indeed a lofty ideal, but how do you live this out in your profes-
sional lives as a land professional?  How do you deal with the unethical practices of others?  What do you do 
if you are in dire financial straits… as some of us find ourselves in during this time of overall industry down-
turn?  The answers are not easy to discuss and they are even more difficult to put into practice if this is not 
already second nature to you.  But there are some ways that you can protect yourself from temptation and 
ensure that your professional reputation remains unsullied.  And that is what we will discuss here.  
 

FIRST THINGS FIRST 

 
It is imperative that you believe that ethics are a necessary and primary factor in your life and your career.  
IF you don’t believe this, you will not live this.  The first parameter of self-protection from failing at main-
taining high ethical standards is to decide exactly what those guidelines are by which you will conduct your 
professional life.  Become extremely familiar with the AAPL Code of Ethics and if anything, make your own 
code more stringent than those.  It is not as hard as it seems.  But, if you do not have a clear idea of what you 
will and will not do before you are tempted or at the very least, faced with a hard or life-changing decision, 
you are setting yourself up for failure when you are caught.  And make no mistake, there are few secrets in 
this world, few ways to hide financial gain, and fewer still are the unethical actions which will not lead you to 
make more unethical decisions.  In short… set your rules and carve them in stone.  Your decisions will be 
easier and once known in your professional life for exercising these standards, you will be less likely to be 
confronted by situations which challenge your integrity or by those whose ethical standards are not of the 
same high caliber as your own.   

 
What is legal may not always be what is ethical, but I have never found what is ethical to ever be illegal.  I 
suppose there could be a circumstance, but I can’t think of one.   
 
REPUTATION – ONE GOOD DECISION AFTER ANOTHER 
You are building a reputation even while you are preparing to be a land professional, and even more so in 
the day-to-day practice of your profession.  Ethics starts with honoring your commitment to your employer 
or your client.  Do you receive full pay for a day’s work?  Then give a full day’s work for the pay.  Would you 
want someone to steal ideas, information, or even office supplies from you if you were the employer?  Of 
course, the answer is no, so don’t do that as an employee or a contractor.  Whether you know it or not, your 



 

 

reputation is built day by day and you can destroy years of good work and a great reputation by one stupid 
(and yes… I mean “stupid” action).  It matters not that others are doing the same thing.  Don’t pad your 
mileage.  Don’t pad your per diem.  Don’t abscond with office supplies.  Don’t cheat on your time entries.  
Don’t lie.  Give a full day’s work for a full day’s pay.  If you do this, I dare say that you will get work when no 
one else can.  I’ve worked with many individuals in the past who went on to head land and legal depart-
ments in other companies and firms.  My reputation for being diligent and honest has probably gotten me 
more work than my reputation for knowledge and expertise.  Trust is what true professionals build and if 
compared to a fortress, it is built one stone at a time, one action at a time, and sometimes, one minute at a 
time.   
 
If you are a contractor or even an employee who has changed jobs, you could be confronted with the situa-
tion where you have data or know information which could benefit your new employer or client.  Can you 
use that information to benefit you and your employer or client without the knowledge of your former em-
ployer or client?  In short…. no, unless there are specific clearances for you to do so.  If it is a competitive sit-
uation, it is not likely that you will receive that clearance.  What if giving information would get you a pro-
motion or a bonus with your new employer or client?  Surely, you deserve that and in fact, it may have been 
why they hired you in the first place…. right?  If your reputation for keeping confidential materials 
“confidential” (another word for ethical behavior), it is not likely that you would be hired by anyone thinking 
they could glean information from you.  Seriously, if I thought I could garner confidential information from 
a land professional, I would also believe that the same individual would sell me out in the future.  It would 
be unethical for me, as an employer or client, to solicit such information and just as unethical for the em-
ployee or contractor to surrender such information.  Ethics is a narrow street and everyone, employee, con-
tractor, client, and employer all should travel the same street.  The fact that some take shortcuts and cheat 
can never be a criterion on which to base or own actions.   
 
Conduct your professional life so that it is known that you cannot be bought.  You’ll have far fewer tempta-
tions if others know that buying your dinners and giving you game tickets does not sway your judgment in 
handing out lucrative work assignments.  In fact, it is far, far better to never accept such “perks” in the first 
place.  When you accept those gifts, the giver may believe that you are under some obligation to him, and 
there just could be the expectation of a “payday” for him or her down the road.  Don’t put yourself in that 
situation.  If you have a business dinner with contractors, buy the dinner yourself.  Never ever give the con-
notation that you owe the contractors or vendors any favors.  While this may sound a bit stringent to those 
of you new to the industry, I can assure you that there really is NO free dinner.  Watch your actions and 
watch the actions of those around you.  Bad company spoils many a reputation.   
 
Another benefit of building and maintaining your reputation as a land professional is that you will be adding 
another layer of value to your knowledge, expertise, and experience.  If you intend, so far as the industry al-
lows, to remain a land professional, that may be the edge that you have over even more qualified candidates 
for assignments with clients or employers.  It is also a value not overlooked by management in promotions.  
Do you keep your mouth shut at the office about confidential matters on which you are working?  Do you 
tend to your business and let others tend to their own business?  In short, can your client or employer trust 
you with confidential matters and to do the jobs assigned to you to the best of your ability?  Maintaining 
confidences is an integral part of becoming management or in garnering promotions in your career.   
 

ETHICS AND THE ECONOMIC DOWNTURN 
Contrary to what the majority of people believe, our ethics are often challenged more during times of eco-
nomic distress than in times of plentiful work.  Companies are having to downsize now and that is a difficult 
situation for the employees, contractors, and for the employers.  Not knowing where the next paycheck will 
come from will often lead to temptations to abandon our ethical standards and sell out for financial gain.  
However, if your foundational decisions on the boundaries of your actions and inactions is well set, you will 
have a firm basis on which to stand.  That does not…. absolutely does not mean that you will be untouched 
by layoffs and economic downturns in our energy industry.  It will mean that you can face whatever happens 
with a clear conscience and a reputation that is intact which will benefit you in your search for new employ-
ment.   



 

 

Stay strong, my friend.  Maintaining a reputation for the exercise of unimpeachable ethics is never easy, but 
I know from watching this industry for over forty years, that maintaining ethical standards is far, far easier 
than the repercussions of abandoning them.  One foolish and thoughtless lapse of ethics can obliterate a ca-
reer that might have otherwise held great promise of immense financial gain and growth in the future.  And 
in very real ways… a sound ethical foundation and practice does put dinner on the table… and with a lot bet-
ter digestion too!   

 

PAULA FLEMING, CPL 
MLBC MEMBER 
 
Note: This is an “op-ed” piece of a generalized nature and may not necessarily reflect the view of MLBC or AAPL; for guidance with a specif-
ic issue, please see the MLBC Bylaws and Code of Ethics found under the “About Us” header at www.mlbc-aapl.org. 

 
 

 
 

MLBC – QUESTIONS FROM THE FIELD 
 

 
Dear Morgan and Andy: 

I have a free gas question.  When we took the lease, the lessor owned the 
surface and the oil and gas, but has since sold off the surface to someone else.  Does the sur-
face owner always get the free gas?  I’m working in Ohio, if that matters.  Thanks – Jay in 
Ohio 

 
Hi Jay  in Ohio – 

As a general rule, if an oil and gas lease provides for free gas, that benefit goes to the surface owner 
and will be considered a covenant running with the surface estate of the leased premises.  The Ohio 
courts have recognized this rule, along with courts from Kentucky, Texas, and West Virginia.  But, 
you should be aware that, on at least one occasion, the West Virginia Supreme Court of Appeals 
held that the free gas benefit belonged to the mineral owner, but in that case, the free gas clause 
specifically said that the gas could be used on or off the leased premises.  Most free gas clauses pro-
vide that the free gas can only come from a well that has been drilled on the leased premises and 
the free gas must be used on the premises too.  So, you should carefully review the language of the 
free gas clause and see if it limits the free gas benefit in the usual way.  If it does, then the free gas 
goes to the surface owner where the well is located.  You didn’t mention whether the well is part of 
the unit that includes multiple leases, but if it is, then the answer might be a bit more complicated.  
Courts in Appalachian Basin have not had the opportunity to consider whether the fact that the 
well is part of a drilling unit makes any difference in determining who gets the free gas, but courts 
in Kansas and Arkansas have held that when you pool or unitize oil and gas leases together into a 
unit, and those leases provide for free gas, each lessor gets free gas, regardless of which tract the 
unit well was actually drilled on.  
 
Morgan Griffith, Esq., RPL  
MLBC Member 



 

 

Important Changes in Litigating Oil and Gas Cases in Federal Court: What the 2015 Amend-
ments to the Federal Rules Mean for Oil and Gas Companies 

By Nicholas Ranjan, Esq., Partner 
David I. Kelch, Esq., Associate 

Law Firm of K & L Gates 
 

Permission to Publish - All Rights Reserved 
 

          

Introduction 

Many oil and gas disputes are litigated in federal court.  This includes many land disputes, including bonus 
payment and fraud claims involving execution of oil and gas leases or claims against landmen and leasing 
companies. In recent years, federal litigation has undergone significant changes in discovery practices and 
rules.  For example, with the increase in electronically stored information, like emails and text messages, 
the federal and local rules have changed to ensure that such electronically stored information, or “ESI,” is 
preserved and disclosed.  The problem that many companies face, however, is that the costs of preserving, 
collecting, reviewing, and producing ESI as part of federal litigation can be extraordinarily high.  This is 
particularly acute in cases against oil and gas companies that involve historical information, payment in-
formation, and large numbers of plaintiffs or claimants (e.g., payment, royalty, class actions, and mass con-
tamination cases).[1]  Similarly, even in “routine” cases—like oil and gas lease disputes—where the collec-
tion of ESI may extend to email accounts and text messages of landmen and other land personnel and 
agents in the field (sometimes on non-company servers), e-discovery costs can be disproportionate to the 
issues at stake.[2] 

The high costs of e-discovery in federal litigation recently spurred the Supreme Court of the United States 
to amend the federal rules in a manner that has the potential to narrow the scope and limit the cost of ex-
pensive e-discovery.  This has the potential of assisting those oil and gas companies that litigate in federal 
court in reducing and managing their defense costs, particularly in this challenging economic environment. 

Below is a summary of the proposed amendments (which would go into effect on December 1, 2015, absent 
congressional legislation opposing or altering them), and the potential effect of the changes on oil and gas 
litigation in federal court. 

Summary of the Amendments 

The proposed amendments can be grouped into three categories: (i) early case management; (ii) propor-
tionality of discovery; and (iii) preservation of ESI.   

The early case management amendments are largely designed to spur “earl[y] and more active judicial case 
management.”[3]  They include an amendment that decreases the deadline to serve a complaint and sum-
mons (from 120 days to 90 days), in order to expedite the start of a case.[4]  They also include changes in 
the sequencing and manner of early conferences with the court, and the manner in which objections to dis-
covery can be stated.[5] 

Of greater consequence, the second category of changes is designed to eliminate disproportionality be-
tween what is at stake in litigation and discovery.  For example, new Rule 26 recognizes that “the costs of 
discovery in civil litigation are too often out of proportion to the issues at stake in the litigation[.]”[6]  With 
that in mind, the new rule limits the scope of discovery to that which is “proportional to the needs of the 



 

 

case[.]”[7]  Importantly, this means that the new Rule 26(c)(1) will be amended to include “the allocation 
of expenses” among the terms that may be included—in other words, if certain ESI must be produced by a 
company, the other side may have to pay for the expense involved. 

The final category of changes is designed to clarify the law regarding the spoliation of discoverable infor-
mation.  The new Rule 37(e)—a complete rewrite of the rule—was developed to “establish[] greater uni-
formity in how federal courts respond to the loss of ESI.”[8]  The new rule only allows serious sanctions for 
spoliation (i.e. the intentional, reckless, or negligent withholding, hiding, altering, or destroying of evi-
dence relevant to a legal proceeding) where the spoliating party “acted with the intent to deprive another 
party of the information’s use in the litigation.” 

A Few Key Effects of the Amendments on Federal Litigation 

The most important effects of the amendments concern those related to the proportionality of discovery 
and preservation of ESI. 

First, the scope of discovery is now limited to that which is “proportional.”  In other words, courts will not 
permit discovery into expensive ESI, without a cost-benefit analysis.   Before initiating discovery, courts are 
likely to hear conflicting estimates of the costs and the benefits of discovery. Using “extrinsic information,” 
such as “whether the requested information was created by ‘key players,’”[9] and evidence samples[10] will 
likely be important to a cost-benefit analysis.  Further, where expensive e-discovery is required from an oil 
and gas company, that company may have the ability to allocate the costs to the other side. 

Second, while it still remains critical to preserve potentially relevant ESI, the new changes to the rules are 
more forgiving when a party has inadvertently failed to do so.  In the past, failure to preserve certain ESI 
could lead to sanctions, including preventing a party from introducing certain evidence or permitting the 
jury to infer an adverse fact simply because evidence was not preserved.  The new rule would appear to 
prohibit such a severe result for inadvertent mistakes. 

*** 

The creative oil and gas litigator will leverage the new changes to the rules so that oil and gas litigation in 
federal court—particularly during the discovery stage—will be more proportional and less costly.  For land-
men and companies in the industry that face litigation that involves ESI (e.g., payment, royalty, class ac-
tions, and mass contamination cases) the changes may be beneficial in managing and defending litigation 
in a cost-effective manner. 

Mr. Ranjan can be reached at nicholas.ranjan@klgates.com. 

Mr. Kelch can be reached at david.kelch@klgates.com. 

Notes:  
[1] In a recent study of Fortune 500 companies, the RAND Institute found that the median total cost for 
ESI production among participants reached the astounding sum of $1.8 million dollars per case.  Nicholas 
Pace & Laura Zakaras, Rand Institute for Civil Justice, Where the Money Goes: Understanding Litigant 
Expenditures for Producing Electronic Discovery, 28 (2012). 

[2] In a “survey of the ABA Section of Litigation, 78% of plaintiffs’ attorneys, 91% of defense attorneys, and 
94% of mixed-practice attorneys agreed that litigation costs are not proportional to the value of small cas-
es, with 33% of plaintiffs’ lawyers, 44% of defense lawyers, and 41% of mixed-practice lawyers agreeing that 
litigation costs are not proportional in large cases.”  See Committee on Rules of Practice and Procedure of 
the Judicial Conference of the United States, Report of the Judicial Conference Committee on Rules of 
Practice and Procedure, at B-6, B-7 [hereinafter Final Report], available at http://www.uscourts.gov/
uscourts/RulesAndPolicies/rules/Reports/ST09-2014.pdf. 



 

 

[3] Final Report at B-11. 

[4] Final Report at B-11. 

[5] Under new Rule 16(b)(1), scheduling conference will not now take place “by telephone, mail, or other 
means[,]” but are likely to be in person.  Additionally, under new Rule 34, objections to discovery requests 
may not be boilerplate, but must be stated “with specificity” and must state “whether any responsive materi-
als are being withheld on the basis of that objection.” 

[6] Final Report at B-22. 

[7] Rule 26 currently allows “discovery regarding any nonprivileged matter that is relevant to any party’s 
claim or defense[.]”  The new Rule 26 limits this general scope to discovery of that which is “proportional to 
the needs of the case[.]” 

[8] Final Report at B-15. 

[9] The Sedona Conference Commentary on Proportionality in Electronic Discovery, 14 Sedona Conf. J. 
155, 166 (2013). 

[10] Id. at 165–66.  

 



 

 

Thoughts on Persevering During the Downturn  
 

“  Always keep your resume updated.”  How many times has a well-intentioned coworker or longtime 
veteran of the oil and gas business said this phrase to you?  I know that I have had that exact sentence 

repeated to me countless times over the years since my transition from the full time practice of law to work-
ing in this business.  It is often said with a smile or a wink and almost always in jest.  Yet, there is a very real 
underlying truth to the phrase isn’t there?  With the recent downturn in the industry, many are either 
searching for work or worrying about the uncertain days ahead.  Yet, there are things that we can do to re-
main active, involved and available to new opportunities.   

Stay involved with the AAPL and your local landman association. 
It is not surprising that both the American Association of Professional Landmen (“AAPL”) and local associa-
tions are seeing a decrease in membership and participation at educational events given the current market 
conditions.  However, it is more important now than ever that we stay involved with these organizations.  
Involvement in both the local and national associations will allow you to continue to network and make valu-
able contacts within the industry.  There is also the opportunity to speak with those who have been in the oil 
and gas business for a number of years.  We can learn so much from those who have survived or even thrived 
during prior downturns.  If you would like to commit to being more involved with our local association, here 
are a few suggestions:  
 Attend our next dinner meeting or educational event.  But, don’t stop there.  Introduce yourself to a 

member of the Executive Committee.  Make your voice heard by letting us know what we can do to help.  
We are here to serve our membership.  

 Volunteer to work registration at a meeting.  This is a wonderful way to meet and greet nearly everyone in 
attendance.  Plus it is one way to be involved with MLBC without requiring a significant commitment of 
your time.  Alternatively, if you are interested in being a more active participant in our events, this is also 
a great option for making yourself and your interest known.  If you would like to volunteer to work regis-
tration at our next event, contact MLBC Executive Director, Tara White at twhite@mlbc-aapl.org.   

 Write an article for the newsletter.  The Newsletter Committee is always looking for quality, timely con-
tributions for the “Takeoff.”  The submission of an article is a great way to highlight your understanding 
of a particular topic while contributing to the knowledge of all of our members.   

 Join a committee.  We have a wonderful variety of talent among our membership.  Your unique skillset 
would likely be a valuable addition to one of our committees.  We are always looking for hard working 
and dedicated members to bring new ideas and insights to our efforts.   Take a moment to review our 
committees http://www.mlbc-aapl.org/officers_committees.php.  If one of the committees is of interest 
to you, please contact the committee chair and express your interest in participating.   

Continue your education.   
Consider taking advantage of this slow down by seeking opportunities to advance your education.  You can 
set yourself apart from the competition by ensuring that you are a well-rounded landman.  There are many 
areas of specialization within the business.  However, it is a great time to expand your horizons and consider 
new opportunities for professional growth.  Maybe you finally have time to:      
 Become a Certified Landman.  The AAPL has several certifications designed to signify the level of skill 

you offer.  Review the requirements for becoming a Registered Landman, Registered Professional Land-
man and Certified Professional Landman at http://www.landman.org/education/certification.  It may be 
the perfect time to pursue one of these designations.    

 Attend an AAPL or MLBC Educational Event.  Did you know that the AAPL is offering a 50% discount on 
educational courses and videos through December 31, 2015?  Additionally, the AAPL has a tuition assis-
tance program which waives the registration fee for AAPL educational events for those who face financial 
constraints due to unemployment or underemployment.  More details concerning the AAPL’s tuition as-
sistance program can be found here http://www.landman.org/education/tuition-assistance.  The MLBC 
is also considering ways to make our events and educational offerings more affordable for our member-
ship.  Stay tuned for an announcement concerning our full day seminar scheduled for March 2016!   



 

 

Thoughts on Persevering Continued  
 

 Take advantage of FREE educational opportunities outside of the AAPL and MLBC’s offerings.  Many law 
firms and other entities offer free subscriptions to their newsletters, email blasts and webinars.  Take ad-
vantage of these opportunities to stay informed and even earn free continuing education credits.                 

Learn something of our history.   
As the MLBC’s Education Chair, I stood up once per month for over 2.5 years and presented a gift to our 
meeting or seminar speakers as our way of saying thanks.  The gift was a book titled “Where It All Began” by 
David McKain and Bernard Allen, Ph.D.  It is a history of the people and places where the oil and gas indus-
try began in our region.  It is a wonderful book.  Sadly, I am quite ashamed to admit that I never read the 
book until very recently.  I could provide a plethora of excuses as to why I never read the book.  I did not 
have time.  I worked for demanding clients.  I was busy reading and replying to 150 emails per day.  But, the 
truth is that I made time for plenty of other things during that time.   
We must be aware of our history to be able to put into proper context where we are now and where we are 
headed.  So, if you find yourself with some additional time, I recommend reading “Where It All Began” or 
one of the many other books dedicated to exploring the history of the oil and gas industry.  You will be a 
more knowledgeable, well-rounded landman for it.  I know that I am.   
 
 
Give back.  
It seems that we are all more focused on giving this time of year.  Even with the challenges that we may face 
in our professional lives, we can be thankful that we are able to give of ourselves and our time to benefit oth-
ers.  This year, the MLBC has remained active in giving back to many organizations including the following:  

Oil & Gas Museum of West Virginia ($22,000) 
WVU Children’s Hospital ($30,000)  
Big Brothers Big Sisters of the Greater Pittsburgh Area ($30,000) 
Paralyzed Veterans of America – WV Chapter ($10,000) 

It is so rewarding to have made such significant contributions to these worthwhile causes throughout the 
year.  It is even more rewarding to know that each of these events started as an MLBC member’s idea which 
was brought to life through the hard work and dedication of our association.  In other words, these successes 
were realized due to the vision of MLBC members just like you!  So, please consider lending a hand for our 
next charity event or fundraiser.  Many of these events require several months of planning and lots of work.  
This could be a wonderful way for you to become more involved with your local association, make valuable 
contacts with fellow MLBC members and give your time to benefit those who need a little help. 
We can persevere through this downturn.  The key is to stay active with the MLBC and AAPL, keep in contact 
with your colleagues and remain open to new opportunities.  And, as always, please let the MLBC Executive 
Committee know what we can do to best serve you!  
 

Christa Dotson, Esq., RPL 
MLBC Sergeant-at-Arms  



 

 

 



 

 

 



 

 

 



 

 

First Name Last Name Employer Member Type 
John  Liggett    Active 
Gavin  Glenn, J.D.  Appalachian Resources LLC   Associate 
Michael  Williams  Honor Resources Company   Active 
Halbert C.  Casey  Independent   Active 
Jeffrey  Kifus  Kifus Land   Active 
Lukas  Kosslow  Range Resources  Associate 
James  Hubert  Rocky Mountain Hydrocarbon, LLC  Active 
Stephen  Perkins  Southwestern Energy  Active 

New MLBC Members – October 2015 
First Name Last Name Employer Member Type 
Benjamin  Grubb    Active 
Michael  Toroain   Honor Resources Company Associate 
Amanda  Hurst    Active 
Lori  Gabeletto    Active 
Kevin  Ellis  Antero Resources  Associate 
Peter  Foley  Appalachian Resources LLC  Active 
Roger  Rorabaugh  DPS Land Services  Active 
Eric  LeBlanc  Forty One Land Company Inc  Active 
Joseph  Oliverio  Honor Resources Company  Associate 
Nathan  Wetzel  Independent  Active 
Tenika   Armstead  National Right of Way  Active 
Tiffany  Prem  Range Resources-Appalachia, LLC  Active 
Dotty  Ritter  Self employed  Active 
Denny Stanhagen Stanhagen Consulting LLC  Associate 

New MLBC Members – November 2015 



 

 

 

  

Platinum $5,000.00 per year 

Benefits of Platinum Sponsor 

● Logo on the corporate sponsor board at every meeting along with the meeting sponsor board.  

● Logo on the back of every Takeoff and the bottom of every membership email.  

● Receive three meeting/dinner passes for each meeting for one year.  

● Receive one free Full Page advertising ad. 

● Receive free Half Page ad in the takeoff per year.  

● Logo on Golf Outing sponsorship boards. 

Gold $2,500.00 per year 

Benefits of Gold Sponsor 

● Logo on the corporate sponsor board at every meeting.  

● Logo on the back of every Takeoff and the bottom of every membership email.  

● Receive one free Half Page advertising ad in the Takeoff per year. 

● Logo on Golf Outing sponsorship boards. 

Silver $1,500.00 per year  

Benefits of Silver Sponsor  

● Logo on the corporate sponsor board at six meetings.  

● Logo on the back of every Takeoff and the bottom of every membership email.  

● Receive one free Half Page advertising ad in the Takeoff per year. 

Bronze $750.00 per year 
Benefits of Bronze Sponsor  

● Logo on the corporate sponsor board at three meetings.  

●  Logo on the back of every Takeoff. 

Advertising in The TakeOff 
Full page ad $500.00 per month   Half page ad $250.00 per month 

Dinner Meeting Sponsorship 

Cost $250.00 per meeting.  Companies will receive advertising at the dinner meeting as well as your logo 
displayed on our website for the month of the meeting you sponsor.  
 
To secure a corporate sponsorship, advertise in the Take-Off, or if you have any questions please contact 
Tara White @ twhite@mlbc-aapl.org.  Please contact Jeremy White at jwhite@eqt.com for dinner meet-
ing sponsorships. 

CORPORATE SPONSORSHIP LEVELS 



 

 



 

 

 
2015-2016 EXECUTIVE COMMITTEE 

 
 
 
President 
Aaron R. Yost, CPL 
Percheron Energy 
aaron.yost@percheronllc.com 
 

 
 

 
 
 
Vice President 
John Kimbleton, CPL 
Latitude Land and Regulatory 
jkimbleton@gmail.com 
 

 
 
 

 
 
Secretary 
Jeremy Preston, RPL 
EQT Production 
jpreston@eqt.com 
 

 
 
 

 
 
 
Treasurer 
Britney Crookshanks, RPL 
Northeast Natural Energy 
bcrookshanks@nne-llc.com 
 

 
 
 

 
 
Sergeant-At-Arms 
Christa Dotson 
EQT Production 
cdotson@eqt.com 
 
 
 
 
 
 
 
 

 
 

 
 
Director 
Anthony Romeo 
Mountaineer Keystone 
aromeo@mkeystone.com  
 
 
 
 
 
 
Director 
Jeremy White, RPL 
EQT 
jwhite@eqt.com 
 
 
 
 
 
 
Director 
Lori Naser 
Oil & Gas Title Abstracting 
Lori.naser@ogta.com 
 
 
 
 
 
 
 
National Director 
Bruce Turner 
Steptoe & Johnson PLLC 
bruce.turner@steptoe-johnson.com 
 
 
 
 
 
 
President Emeritus 
Anthony Farr 
Tioga Resources 
afarr@tioga-resources.com 
 
 
 
 
 
 
Executive Director 
Tara White 
MLBC 
twhite@mlbc-aapl.org  

 



 

 

 2015—2016 COMMITTEE CHAIRS 

Awards    Arnold Schulberg    aschulberg@schulberglaw.com  

Bylaws    Chris Elswick     chris.m.elswick@gmail.com 

Certification    James E. Talkington, Jr., CPL/ESA  jeta@frontier.com 

Education    Mark Mudrick, RPL    mark.mudrick@percheronllc.com 

Ethics    Justin Nixon      jrnixon@eqt.com 

Fall Golf    Steve Carr, RPL     steve.carr@tsdudley.com 

Finance    Jeremy White, RPL     jwhite@eqt.com 

Historian    David Aman     davidaman@consolenergy.com  

Legislative   Steve Perdue     steve.perdue@steptoe-johnson.com 

Marketing    Robert Greiner, RPL   rgreiner@mwlandservices.com  

Membership    Lori Naser      naser.lori@gmail.com  

Directory    OPEN      

Plate Program  Ben King, RPL    benjaminking@suddenlink.net 

Photography    Mike Kalany, RPL     mkalany@eqt.com 

Spring Golf    Jeffrey Junstrom    jjunstrom@tuckerlaw.com 

Scholarship   Justin Nixon     jrnixon@eqt.com  

Sponsorships   Lhag Bowers      lhag.bowers@percheronllc.com 

Website /Job Bank   Jeremy D. Preston , RPL    jpreston@eqt.com 

 
 
Date Location Speaker Topic 
 

January 14, 2016 Bella Sera  TBD  TBD  
 Canonsburg, PA—Luncheon 

 

February  2016 TBD  TBD  TBD   
 Ohio 
 

March 10, 2016 Hilton Garden Inn  TBD  TBD 
 Canonsburg, PA —Seminar 

 

May 13, 2016 Oglebay Resort  Spring Charity Golf Event     
 Wheeling, WV 

 

June 2, 2016 Lakeview Resort  Officer Induction & Awards Ceremony   
 Morgantown, WV 

 

MLBC SCHEDULE 



 

 

Pathway to Professionalism 
Chapter 2  - The AAPL Story.  

 
Originally Published  in the 
American  Association of Pe-
troleum Landman in June 
1985.  

-Remember When Series- 



 

 



 

 



 

 



 

 



 

 



 

 



 

 



 

 



 

 



 

 

 
MEMBERSHIP INFORMATION 

The MLBC membership application is located on the website 
at www.mlbc-aapl.org. Please check your information on the 
website   prior to submitting your renewal.  The MLBC website 
has an updated version of the membership listing.  Please use 
this resource if you can not find yours or others information in 
the directory.  Please report any errors or omissions to Tara 
White at twhite@mlbc-aapl.org. 
 
Notice of the application(s) of all potential Chapter members 
shall be published in the next regularly scheduled monthly 
Chapter “Takeoff” newsletter.  Active members shall have the 
opportunity during for a period of thirty (30) days following 
the first publication to object to the potential members’       
application. Such objections to membership approval may be 
submitted to any member of the Executive Committee and 

shall be in writing. The Executive Committee shall take any such objection under  
counsel in the next regularly  scheduled monthly Executive Committee meeting. A     
decision to accept or reject the membership application shall be determined by a      
majority vote at such  meeting. The Executive Committee shall notify the applicant in 
writing of rejection. 

 
Application for membership in the Chapter shall be subject to the approval by a          
majority vote of the Executive Committee at a regularly scheduled meeting, after the 
aforementioned thirty (30) day newsletter publication period, and shall require the 
signed approval by the acting President of the Executive Committee, as evidence of the 
Committee’s approval. Names of any and all newly approved members shall be read at 
the following regularly scheduled general meeting of the Chapter. 

Michael Late Benedum  

“The Great Wildcatter” 

MLBC WEBSITE 
If you experience any problems using the website or if you have any suggestions, please contact Jeremy 
Preston via e-mail at JPreston@eqt.com. 

 

JOB BANK  
The direct link for MLBC Job Bank is www.mlbcjobbank.com.  If you have any questions, please contact 
Jeremy Preston via e-mail at JPreston@eqt.com. 

 

PHOTO ALBUM 
We would like to share our Photo Album with you to show you what MLBC  has been doing throughout 
the year.  The direct link for MLBC Photo Album is www.mlbc-aapl.org/VPhoto.php. 


