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Disclaimer
This presentation uses real-life examples to provide insight into what 
may or may not be encountered during the course of an actual M&A
transaction.  Use of these examples outside of this context could prove 
to be harmful to company’s treasury. 

Company names have been removed to avoid accusations of using this 
forum as unsolicited advertising and also to protect the identities of any 
guilty or innocent parties.  Because we do not want to offend anyone, 
every effort has been taken to avoid using examples from any of our 
competitors.  If you recognize an example from a previous mandate 
from any other agent please notify them and let them know that they 
should be proud that Sayer mentioned them in a public presentation.  

All references to gender are intended to be universal.  For example 
he=she, she=he, him=her, her=him, what’s mine is mine, what’s yours
is ours, etc.

The opinions presented are those of the presenter but please direct 
critical comments elsewhere.   I am easily offended.
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The Buyer’s Point of View
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Trying to Sell a Customer Something 
He Doesn’t Want to Buy

ISSUE

A salesman trying to sell the customer something that 
the salesman wants to sell rather than something that 
the customer wants to buy.

INSIGHT

It is the customer’s money, damn it!  Let him spend it 
on something that he wants to buy or he will go 
somewhere else to buy it.  
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Trying to Sell a Customer Something 
He Doesn’t Want to Buy

“The best way to fail in an attempt to 
sell something is to try to force a 
customer to buy something that he 
does not want to buy along with the 
item that he really wants to buy.  He will 
put little value on the unwanted item.  

This item could have positive value in 
someone else’s opinion.”
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or, More Simply Put …
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Trying to Sell a Customer Something 
He Doesn’t Want to Buy

ISSUE

A salesman trying to sell the customer something that 
the salesman wants to sell rather than something that 
the customer wants to buy.

EXAMPLE

If you go into a fine clothing store looking to buy a shirt 
and the salesman tries to sell you a shirt, pants, jacket 
shoes … … … you might just go to the store next dooor
to buy what you really wanted, a shirt.  
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Buying a Shirt
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Buying a Shirt
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How is this Different?
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Trying to Sell a Customer Something 
He Doesn’t Want to Buy:  M&A Analogy

ISSUE

Many vendors want to sell many diverse assets as 
part of one package.

INSIGHT

The sum of the parts is almost always greater than 
the whole.

A party looking for assets in one part of the basin will 
possibly put a premium on these assets; however, 
the same party, forced to also include assets outside 
of its core area, will place a discounted value on the 
unwanted assets.
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Trying to Sell a Customer Something 
He Doesn’t Want to Buy:  M&A Analogy
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Trying to Sell a Customer Something 
He Doesn’t Want to Buy:  M&A Analogy

INSIGHT

The subject asset package includes assets from 
southern Alberta to NE British Columbia.

In NE BC, the assets include horizontal drilling 
potential on a resource play.  The southern Alberta 
assets include one section of land with 2WS infill 
drilling potential.

It is unlikely that one party would want both assets.
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Trying to Sell a Customer Something 
He Doesn’t Want to Buy:  M&A Analogy
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Trying to Sell a Customer Something 
He Doesn’t Want to Buy:  M&A Analogy
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Trying to Sell a Customer Something 
He Doesn’t Want to Buy:  M&A Analogy

INSIGHT

The asset package has been broken up into several 
area packages with a more geographical focus, 
however; there is still a diversity to the assets in 
spite of the commonality of areas.

The following example shows how the assets differ, 
even byproperty, likely attracting different potential 
purchasers for different reasons, highlighting the 
idea that “the sum of the parts is often greater than 
the whole .”

Note the diversity in the Karr package alone, making 
it a candidate to be sold to two purchasers.
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Trying to Sell a Customer Something 
He Doesn’t Want to Buy:  M&A Analogy
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Trying to Sell a Customer Something 
He Doesn’t Want to Buy:  M&A Analogy
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Trying to Sell a Customer Something 
He Doesn’t Want to Buy:  M&A Analogy
ISSUES

A vendor and/or an agent trying to sell the customer 
something that they want to sell him rather than 
something that he wants to buy.

Trying to sell the customer more than what he wants to 
buy because you want to sell these items.

INSIGHT

It is the customer’s money, damn it!  Let him spend it 
on something that he wants to buy or he will go 
somewhere else to buy it.  There is lots of product 
available in the market.  

There is a great chance to realize higher proceeds by 
“busting up” the asset into smaller parts, within reason.
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It takes Special Parties
to Handle Large Packages

COPYRIGHT TIME INC.

Photos courtesy of
LIFE Magazine
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The Seller’s Point of View:
Private Companies

Financing tombstones courtesy of PI Financial
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Insight into Private Company 
Transactions

ISSUE
Valuation.

INSIGHT
Most private companies do not know how to properly 
value themselves for a financing.

Many want to get full value for their shares and 
issue equity at a high price.
Publicly traded peers receive significantly lower 
valuations.

This comes back to haunt them when they enter into a 
sales transaction.

Public companies cannot purchase on that 
valuation metric.
Other privatecos will not pay full value.
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Insight into Private Company 
Transactions

ISSUE
Valuation.

INSIGHT
Most private companies do not know how to properly 
value themselves for a sales transaction.  

EXAMPLE
In Q1 2004 a privateco did a financing, issuing shares at 
$0.40/share.  

Later in Q1 the company was sold for 1.5X P+P @ 10%
but the price was only $0.34/share, 15% below the most 
recent issue price!

Management had grossly overestimated the value of the 
company when issuing equity.
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LAND “Our undeveloped land 
is worth at least as much as the 
industry average, if not more.”

SEISMIC “We have spent 
millions on seismic and we 
expect to get paid for it.”

RESERVES “Our evaluators were way too conservative,
so we have internally assigned reserves to this land
based upon the offsetting pool.”

RESERVES & LAND “What do you mean we can’t add undeveloped land value
to these lands which we had internally assigned probable reserves to?”

STAFF & FURNITURE “You will need all of our staff. 
We have nice desks and a fully furnished office.”

TAX POOLS “You should add value to our pre-tax NAV to account for our tax pools.”
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The Seller’s Point of View:
Public Companies

ISSUE

Valuation.

INSIGHT

Many public companies, in selling non-core 
assets, expect to get a valuation consistent with 
their market metrics.

No public company is trading for a metric based 
upon the value of its non-core assets.

Many public companies read “the headlines” of 
big M&A deals and mistakenly believe that their 
non-core assets are worth as much as the gems 
that company’s have issued news releases on.



PADA Presentation
October 12, 2010

© Sayer Energy Advisors 2010

Opposite Points of View:
Ongoing Operations

ISSUE

Operations that are ongoing during a sales 
process or at the time of sale.

INSIGHT

Well drilling at time of sale.

If the well hits big, the vendor will want to be paid 
more for it.  The purchaser will say he assumed it 
would hit and that he already factored that into 
his price.

If the well misses, the purchaser will possibly try 
to get a price reduction, claiming that he factored 
success into his price.
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Opposite Points of View:
Ongoing Operations
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Buyer’s & Seller’s Point of View:
LLR, ARO

ISSUE
Many vendors want to include substantial liabilities 
along with the producing assets.

INSIGHT
Purchasers are getting more selective as 
government regulations are getting tougher and as 
clean-up costs are increasing.

Many asset packages include more liabilities than 
assets, creating LLR issues for many small 
purchasers.

The cold hard reality is that companies may be stuck 
with cleaning up their own back yard – the days of 
offloading these to unsuspecting buyers are long 
gone.
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Buyer’s & Seller’s Point of View:
Handling Tight Holes, Seismic

ISSUE

Use and misuse of confidential information.

INSIGHT

Vendor must protect contractual obligations to 
suppliers and partners.

- cannot show tight hole information without 
approval of partner
- purchaser may be active in the area and 
therefore loathe to execute an Area of 
Exclusion Agreement

New “understanding” regarding handling of trade 
seismic data and interpretations created from same.
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Buyer’s & Seller’s Point of View:
Handling Tight Holes, Seismic
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Buyer’s & Seller’s Point of View:
Handling Seismic

ISSUE

APEGGA is working on a Guideline for Ethical Use 
of Geophysical Data – First draft was prepared in 
January 2010.

INSIGHT

These guidelines clearly spell out criteria for 
handling of seismic data and “geophysical data 
derived products” – i.e. maps.
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Buyer’s & Seller’s Point of View:
Handling Seismic
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Buyer’s & Seller’s Point of View:
Handling Seismic
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Buyer’s & Seller’s Point of View:
ROFRs

ISSUE

Use and misuse of ROFR valuations.

INSIGHT

Vendor must honour its contractual obligations to 
partners.

- contract is between vendor and its 
partners, NOT the purchaser and the 
vendor’s partners
- vendor must make sure to stated ROFR 
values are reasonable, or it risks being sued 
under its JOA



PADA Presentation
October 12, 2010

© Sayer Energy Advisors 2010

The Buyer’s Point of View:
Foreign Companies

Buyers are showing up in Calgary from all 
around the world.

Word is out that our banks are secure and 
as a result there is strong interest from 
around the world for Canadian oil and 
natural gas properties, large and small.

Country Sayer has done business with

Country active in Canadian oil patch
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Purchase of Maxhamish Field
by Korean Company … Why?

ISSUE

Recent purchase of Maxhamish, B.C. Field
- 20 MMcf/d or 1,200 boe/d of natural gas

purchased for $152 million by Korean Company

INSIGHT

Why did they buy the property?
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Purchase of Maxhamish Field
by Korean Company … Why?
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Why Buy B.C. Natural Gas?

Proposed Kitimat, B.C. LNG terminal
Destination of LNG tankers leaving Kitimat?
Korea, Japan, China
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Why Buy B.C. Natural Gas?
Maxhamish
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Recent “Rush” of Foreign Buyers

ISSUE
Recent rush of buyers from China, Korea, etc.

INSIGHT
These buyers have varying agendas.

Do not assume anything about what they want to 
buy.
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Unlikely Buyers?
There is a lot of money
in the hands of many
individuals in places like China.

Many of these people were born at 
night … but not last night.

They made their money by being 
smart.  Many of them understand 
that North American technology is 
not yet utilized in the world.

They are looking at buying things 
such as Canadian heavy oil assets 
to bring their money into our safe 
fiscal haven and to learn about our 
technological advancements.
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Among Other Things, 
They Want Canadian Expertise!

Photo and illustration courtesy of Packers Plus
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Buyers are Represented
by all Sorts of People

ISSUE

Limiting access to an offering to a select group of “pre-
screened” parties.

INSIGHT

You don’t know who is out there that might really want 
to buy what you have to sell.  The “store” should be 
open for all to come in and browse.  

Why do you think retail stores put their goods in the 
window for all to see?  Why do you think they welcome 
all parties to enter the store?
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Never Judge a Book …

INSIGHT

Agents often get calls from parties appearing to be 
promoters, looking for small properties to buy for the 
latest promote.

In spite of the appearance, once in a while these 
“promoters” actually represent parties which have 
the cash and the motivation to conclude a deal.
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From the Buyer’s Point of View

ISSUE

Limiting access to an offering to a select group of “pre-
screened” parties, excluding potential purchasers from 
the process.

INSIGHT

Anybody that wants to shop in the store is a potential 
customer and should be treated as one.

Never make assumptions about a party’s ability to 
conclude or finance a transaction.  The credit card can 
be checked once they get to the till to check out.
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Agent’s Point of View:
Value of an Agent

ISSUE

Tempers can get hot during negotiations.

INSIGHT

A good agent can take the emotion out of the sales  
process.

- no attachment to the assets
- no false expectations
- look at things from both sides of the deal
- take punches from both sides
- stick to business and get the deal done
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2010 M&A Statistics

* Q3 values are preliminary as Q3 2010 statistics are still being finalized

479
(140/339)

$38,091$69,875$50,752447,043$48.2Total 2009

427
(128/299)

$50,425$68,986$58,381264,486$29.0Total YTD

83
(38/45)

$57,624$96,132$63,45825,743$3.8Q1

228
(51/177)

$47,159$68,905$57,143152,518$15.6Q2

116
(39/77)

$52,886$68,514$64,47586,225$9.6Q3*

Number
of Deals

total
large/small

Median
Price

Gas Deals
($/boe/d)

Median
Price

Oil Deals
($/boe/d)

Median
Price

All Deals
($/boe/d)

Total
boe/d
Sold

Total
M&A Value
($ billions)

Time
Period

There is currently product with total production of
+/- 100,000 boe/d publically known to be
available for purchase in Western Canada.
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Summary

All You Need to Remember From This 
Presentation Today Is …
Always try to look at things from the other party’s point 
of view.

You can lead a horse to water but you can’t make him 
drink.

One man’s junk is another man’s treasure.

International buyers, represented by all sorts of 
individuals, are seriously looking at Canadian oil and 
natural gas assets of all sizes.

Everyone should be considered a qualified buyer until 
proven otherwise.

Let the agent take the punches.

… and …
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and Finally …

“When you can’t see things from the other 
party’s side of the desk, before you criticize 
them you should walk a mile in their shoes” …

“That way, by the time they get mad at you, 
you will be one mile away and they will be 
barefoot and unable to catch you!”
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