
VOLUME LVIV NUMBER 3 FEBRUARY 2023

Industry Information

Page 2

Cornerstone Group

 Page 8

Chapter News 

Page 10

New Members 

Page 12

In Memoriam

 Page 13

Chapter Meeting Info 

Page 14

Foundation Donors 

Page 22

Board of Directors 

Page 23

Professional Earth ScientistsProfessional Earth Scientists

This article was previously published on 
LinkedIn on June 24, 2021.

Most of us will "pivot" to other jobs at 
some point. What's new today is a surging 
demand for "renting" talent. Post-COVID, 
some predict "a great resignation" from tra-
ditional workspaces and jobs. Maybe you 
have thought of striking out on your own (a 
most natural urge for many of us). Being 
successful at working for yourself literally 
creates wealth for you, your family, and your 
clients. Yes, creates wealth. It makes money
because you deliver value. Everybody wins. 

The concepts below, which I accumulated 
over decades, were first presented at the 
behest of my local Society of Independent 
Professional Earth Scientists for a sympo-
sium we did about success in the oil and gas 
business. 

Please "share" freely with your other net-
works...help other people be better informed 

about making this jump to working for them-
selves, and please add your comments. 

Why Consultants Get Hired: 
Pros and Cons of Consulting

Consultants solve problems, serve as 
political cover, and/or define and fix well-
scoped problems. They do not get hired to 
perpetuate the status-quo. 

A Consultant Must:

Stay current, read people, maintain rela-
tionships, and function at a high, executive 
level. 

The problems you will solve are serious: they 
create pain, they cost money, and the solutions 
are mysterious (although they may be a snap for 
you...you may even have seen and solved them 
before). 

(Continued on Page 15)

How Consulting Works
by Dave Koger — Koger Remote Sensing

IN THIS ISSUE

As many are aware, after 
almost twenty-seven years 
of exemplary service to 
SIPES, Katie Ruvalcaba is 
retiring to spend some 
quality time with her fam-
ily. Katie, as Director of 

Operations, and Phyllis Davis, have been the 
face of our headquarters staff in Dallas, as 
well as managing our annual conventions in 
conjunction with the hosting chapters at 
many different cities. Their excellent work 

has allowed SIPES to function at a high-end 
professional level through a very difficult 
time.

The Executive Board formed a search 
committee comprised of Vice President Dan 
Earl Duggan, Treasurer John Stephens, 
Carol Shiels (BOD Headquarters Liaison), 
and myself to fill the Operations Director 
position. After an initial search and inter-
viewing of candidates we turned to Zip 
Recruiter. Dan Earl sorted through eighty 
resumes, and more closely interviewed by 
phone and email a short list of three. Two 
candidates were interviewed in person, with 
an offer being extended to Victoria Mowery 
who has accepted the position. Katie has 
graciously

(Continued on Page 9)
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Environmental, National Energy & State Legislative Information
The following reports were prepared by Thomas G. Pronold, 

#2429, and Vice President of National Energy Neil D. Sharp, 
#3446. The views and opinions expressed are those of the authors. 
Some of the information is available in the public domain.

 ENVIRONMENTAL REPORT
COP 27

The United Nations Conference of Parties 
(COP) has met annually since 1995. This deci-
sion-making body is responsible for reviewing, 
monitoring, and implementing the United 
Nations Framework Convention on Climate 
Change. The parties consist of 197 nations and 
territories (the Parties) that have signed on to 
the Framework Convention. The most historic 
of these conventions was held in Paris, France 
in 1995, which resulted in the Paris Accord, the 

first international climate agreement.
The Conference was held this year in the Egyptian seaside 

resort of Sharm El-Sheikh from November 6th through the 20th. 
Over 35,000 participants attended including over 100 heads of 
state and governments. More than 400 private jets ferried in del-
egates including our own John Kerry representing the United 
States. 

The big takeaway from the conference was the establishment of 
a “Carbon Credit” scheme whereby established capitalistic 
countries agree to pay developing nations for environmental 
emission sins of the past and to pay forward for current and 
upcoming sins involving CO2 emissions.

As an example of how this complicated scheme works, look at 
the West African Country of Gabon. This country is 88% forested 
and wants to use this asset to earn several billions of dollars from 
capitalist emitters by selling emission permits to companies and 
governments. Simply speaking, Gabon promises not to cut down 
any trees but wants to get paid for it by companies that are 
emmiters. This is rooted in the belief that uncut trees would 
offset emissions generated by capitalistic emitters. This seems 
like easy pickings for other forested nations so countries like 
Nigeria, Togo, Kenya, and more are planning to keep and pre-
serve their natural carbon-consuming plant life and will get paid 
for doing so. Even Brazil, on December 29th President-Elect, 
Luiz Inacia Lula da Silva named Maria Silva as the new environ-
ment minister for Brazil. Both attended COP 27 in Egypt and 
were very well received. Along with the appointment, the name 
of the ministry has been changed to the Ministry of Environment 
and Climate Change. With the name change comes the pledge to 

(continued)
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Climate Science Press, November 2022

11 Nov - On Decarbonization Day, a new UN report called for a 
circular carbon economy, targeting cement, iron, steel, chemicals 
and petrochemicals industries as the most significant emitters. "Stop 
lying and greenwashing," urged activists at a fashion industry event - 
the industry is responsible for up to 10 percent of global carbon 
emissions. United Nations/Climate Change/COP 27 Photos
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 ENVIRONMENTAL, NATIONAL, & STATE INFORMATION CONTINUED
crack down on illegal deforestation in the Amazon even if it 

means running into conflict with powerful agribusiness inter-
ests. 

The United States has its version of a carbon scheme called the 
Energy Transition Accelerator. This plan involves the use of the 
capital markets to phase out fossil fuel power plants in developing 
nations and phase in renewables. The belief is that using carbon 
credits will accelerate deep and rapid emission reductions.

Even with this agreement by the nations of the world to help 
pay for the perceived damage an overheating world inflicts on 
poor countries, they failed to address the presumed root cause of 
this environmental disaster: the burning of fossil fuels.

Legislation Affecting the Environment
There have been three major legislative moves that although 

not specifically described as climate laws, have significant “cli-
mate” provisions. These include the following:

Infrastructure Investment and Jobs Act 
passed into law November 15, 2021

A fundamental precept of the Global Methane Pledge 
(GMP) is the goal of cutting anthropogenic methane emis-
sions by at least 30 percent by 2030 from 2020 levels as the 
fastest way to reduce near-term warming and is necessary to 
keep a 1.5°C temperature limit within reach. Achieving this 
goal significantly increase energy security, food security, 
health, and development gains, claim proponents of the 
pledge. 

In the year since it was launched at COP26, the Global 
Methane Pledge has generated unprecedented momentum for 
methane action. Country endorsements of the GMP have 
grown from just over 100 last year to 150, with more than 50 
countries having developed national methane action plans or 
are in the process of doing so. Substantial new financial 
resources are being directed to methane action, and partners 
have launched “pathways” of policies and initiatives to drive 
methane reductions in key methane-emitting sectors.

The CHIPS and Science Act. Passed into 
law on August 9th, 2022.

The Creating Helpful Incentives to Produce Semiconductors 
and Science Act of 2022. This $280 Billion Act, signed into 
law on August 9, 2022, is touted to boost US competitiveness, 
innovation, and national security. What has attracted far less 
attention is that the law also invests tens of billions of dollars 
in technologies and new research that matter in the fight 
against climate change.

Over the next five years, the CHIPS Act could direct an 
estimated $67 billion, or roughly a quarter of its total funding, 
toward accelerating the growth of zero-carbon industries and 
conducting climate-relevant research, according to an analysis 
from Rocky Mountain Institute (RMI), a nonpartisan energy 
think tank based in Colorado.

The Inflation Reduction Act. Passed into 
law August 16, 2022

President Biden signed the Inflation Reduction Act into Law 
on August 16, 2022. This happened less than 1 week after 
House Democrats approved the legislation with a 200 to 207 
vote on August 12 and exactly 1 week after the above-men-
tioned CHIPS and Science Act was passed into law. The act 
aims to cut greenhouse gas emissions by 40% in less than a 
decade. 

Senate Democrats first passed the bill with a tie-breaking 
vote from Vice President Kamala Harris on August 7. Forty-
eight Democrats and two Independents who caucus with the 
Democrats voted in favor, while all 50 Republicans voted 
against it.

The act garnered the support of moderate Senators Joe 
Manchin (D-WV) and Krysten Sinema (D-AZ), who have 
held out against the Build Back Better Act because of a price 
tag that was almost three times the cost of the Inflation 
Reduction Act.

Combined Effects

The combined effects of these three major legislative ACTS 
will be to triple the average annual climate spending by the 
federal government. Much of this spending will be accom-
plished with money the nation does not yet have. At press 
time, the prospect of raising the budget ceiling is being 
debated in Congress. Whether the ceiling is raised or not, the 
sheer amount of money set out to be spent is enough to 
change the direction of the economy from free market capital-
istic to more centralized government spending. 

A summary of the three acts is as follows:

1. The Infrastructure Investment and Jobs Act - a $550 bil-
lion act includes $98 billion of spending over the next decade 

(continued)

A sharp rise in methane pollution could jeopardise the goal of 
capping global warming below 2C. Photograph: Graham Turner/
The Guardian
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on projects that show working exam-
ples of clean energy technology. This 
will include providing grant funding. 
The legislation will also support invest-
ment in infrastructure connected to 
clean energy, such as supply chains, 
storage, and transportation.

2. The CHIPS and Science Act, - a
$280 billion act that includes $54 billion 
of climate-related investment that will 
support energy research and the com-
mercialization of various technologies. 
It will fund areas including new battery 
chemistry and more efficient solar pan-
els, according to Reuters.

3. The Inflation Reduction Act, - a
$739 billion act includes $362 billion of 
investment in climate and clean energy 
through tax relief that will encourage the 
adoption and integration of these tech-
nologies.

Total spending for the three acts 
equates to $1.569 Trillion with $514 
dedicated to climate and clean energy. 
The chart below graphically depicts the 
amount of new spending that is project-
ed to take place over the next five years 
which is more than triple the combined 
amount spent since 1990.

 NATIONAL ENERGY
Happy New Year to 

everyone. 2023 is 
already proving to be 
temperamental to say 
the least. As we sit in 
Mid-February, WTI 
sits just shy of $80.00/
BBL (Brent differen-
tial plus ~$6.00 to 
$7.00/BBL from 

WTI) and natural gas pricing at under 
$3.00/MMBTU. Both commodities 

have struggled to find pricing symmetry 
over the past three months. Oil has been 
the most resilient to date, dropping at 
least three times in the past several 
months by about $7.00 to $8.00, largely 
due to market and inflationary fears, but 
eventually climbing back to ~$80.00/
BBL each time after about ten days or 
so. Natural gas has not been as fortunate 
and has dropped by ~46.0% since the 
beginning of the year and sits as of this 
writing at $2.50/MMBTU. The slide is 
illustrated in Figure 1 showing the peaks 
and valleys over the last eight months. 
This slide in pricing was improbable last 
year as Russia cut off gas supply to 
Europe in the wake of the Ukraine War, 
which caused a huge pivot to US gas 
supply to fill the demand Europe needed 
to fill with winter on its horizon. 
However, continued warm winter

(Continued)

Graph courtesy of the Rocky Mountain Institute

Neil Sharp
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weather (thus far) and LNG export 
terminals being down, indicates the 
recent downward gas pricing likely will 
continue and bring a slow-down in 
drilling.  Additionally, this will proba-
bly result in a slow-down of any natural 
gas deals, whether mergers or outright 
sales, as foreshadowed by service firms 
relocating equipment out of gassy 
basins. While gas pricing may dictate 
the future natural gas rig count, oil rigs 
appear to be at somewhat of a plateau. 
Figure 2 illustrates the average oil rig 
count for the past decade. While the rig 
count of late has been slightly undulat-
ing, it is trending slightly downward. A 
lot of this may be due to drilling and 
completions costs, which have been 
elevated for some time and has often 
been aggravated by service company 
availability in particular basins. 
However, I believe a larger problem is 
the lack of reinvestment into Research 
& Development by companies to get 
more production out of the ground. 

While, most larger companies are see-
ing record profits, a large part of those 
profits are going into dividends and 
large stock buybacks by the companies. 
With increased pressure by the US 
Government, ESG, and activist inves-
tors, public Oil & Gas companies are 
taking control back with these dividend 
returns and their stock buyback strate-
gy. This should allow for each company 
to have a larger ability to control its 
own destiny, however the downside to 
that strategy is less money being put 
back into the ground. This will likely 
lead to less organic growth (whether 
personnel, acreage positions, or drilling 
inventory) and force companies to grow 
via acquisitions. Currently, DUC 
inventories are at their lowest and in 
most basins the white space (produc-
tive acreage) is almost gone in certain 
cases. From a macro perspective, we’re 
in a bit of a pickle for the near to mid-
term. Lack of capital and financing 
coming into the energy industry com-

pounded by the US Government and 
ESG movement to move to 100.0% 
renewables in an unreasonable time 
frame has put the domestic Oil & Gas 
industry in a vice grip. Traditional ave-
nues of growth are gone and staying 
lean has been the new modus operandi 
for companies. Now when you drain 
the Strategic Petroleum Reserve (SPR) 
to levels not seen since the early 1980s 
and miss the window to refill the SPR, 
supply pressures will only increase par-
ticularly in a heightened inflationary 
environment. Especially since our 
domestic industry has been bottled up 
by its own government thus returning 
OPEC+ as the global swing producer 
and controller of price points. It’s clear 
that no one really knows who is running 
OPEC+ after Russia recently 
announced that they would be cutting 
500K BOPD in production without 
consulting the group, however it would 
be safe to say that they will do whatever
 it takes to keep prices elevated and

(Continued)
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Figure 1 Source: CME & Labryinth Consulting Services, Inc. Oil & Gas General/Futures & Future Spreads/NG
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 ENVIRONMENTAL, NATIONAL, & STATE INFORMATION CONTINUED

 diminish the reach of our domestic industry. As well, elevated fuel prices (gas, diesel, heating oil) are here for the near term. We’ll 
know more just before summertime, but the EIA has projected a decrease in gasoline and diesel prices at the latter part of 2023 
and into 2024 (Figure 3).  This is usually good; however, our national average for fuel prices are well above $3.30/gallon for gaso-
line and $4.00/gallon for diesel so any small change to supply and uptick in demand could keep these prices elevated for longer 
than the EIA projects. So, for now, just strap in… stay lean and keep moving forward.  This will likely be a year of many surprises 
in the energy space, but I believe the positives will likely outweigh the negatives.         

(Continued)

Figure 2 Source: Baker Hughes @JKempEnergy

Figure 3
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 STATE LEGISLATIVE
Lesser Prairie Chicken

Listed Under ESA
The Lesser Prairie Chicken (LPC) was 

listed by the U.S. Fish & Wildlife Service 
(USFWS) under some form of the 
Endangered Species Act (ESA) in 
November 2022. The LPC was identified 
into two populations. The Northern dis-
tinct population segment (NDPS) and the 
Southern distinct population segment 
(SDPS).  The NDPS was listed as ‘threat-
ened’ and is found in the region of 
Southeastern Colorado, Northeastern 
Texas Pandhandle, South Central and 
Western Kansas, and Western Oklahoma. 
The SDPS was listed as ‘endangered’ and 

encompasses the region of Eastern New 
Mexico and the Southwestern Texas 
Panhandle. The main distinction of the 
two populations being the type of habitat 
that the LPC is typically found in. This 
action was taken despite input from pri-
vate and public entities that displayed 
years of voluntary programs that were 
implemented to protect and increase the 
population of the LPC. Details on the 
regulations can be found at: www.regula-
tions.gov under Docket No. FWS-R2-
ES-2021-0015   

BLM
The U.S. Department of Interior’s 

Bureau of Land Management (BLM) has 
announced a proposed rule to address 

venting, flaring, and methane leaks on 
federal and tribal lands managed by the 
BLM. The proposed rule is in response to 
a series of U.S. Government Accountability 
Office reports that estimated federal reve-
nue losses are associated with existing 
BLM rules and standards. The BLM esti-
mates that the proposed rule change could 
generate $39.8MM dollars annually in 
royalties and prevent billions of cubic feet 
of gas from being wasted. Key elements of 
the proposed rule change are requiring 
low-bleed pneumatic equipment, vapor 
recovery equipment, leak protection and 
repair programs, waste minimization plan, 
and flaring limitations when pipeline 
capacity restraints are in effect.     
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Promoter – $2,500
Charles A. Lundberg III — Dallas, TX

Thomas A. Smith — Austin, TX

Oil Finder – $1,200
Ralph J. Daigle — The Woodlands, TX

David A. Eyler — Midland, TX

James A. Gibbs — Midland, TX

Walter S. Light, Jr. — Houston, TX

Marc D. Maddox — Midland, TX

Patrick A. Nye — Corpus Christi, TX

Barry J. Rava — Houston, TX

Driller – $750
Avinash C. Ahuja — Corpus Christi, TX

Michael N. Austin — Westminster, CO

Dawn S. Bissell — Corpus Christi, TX

Brian S. Calhoun — Corpus Christi, TX

Robert C. Leibrock — Fort Worth, TX

Brian K. Miller — Midland, TX

Michael R. Vasicek — Midland, TX

Prospector – $500
Ernest Angelo, Jr. — Midland, TX

James K. Applegate — Denver, CO

William D. Bennett — Fredericksburg, TX

Richard S. Bishop — Houston, TX

Raymond N. Blackhall — Cypress, TX

Wilbur C. Bradley — Wichita, KS

Bruce M. Brady III — Midland, TX

Paul W. Britt — Houston, TX

William T. Brown, Jr. — Denver, CO

Lanny O. Butner — Wichita, KS

George S. Carlstrom — Littleton, CO

Wendell R. Creech — Midland, TX

Edward K. David — Roswell, NM

Lawrence H. Davis — Oklahoma City, OK

Dan Earl Duggan — Fort Worth, TX

James P. Evans III — Franklin, LA

Thomas E. Ewing — San Antonio, TX

William R. Finley — Lafayette, LA

Patrick J. F. Gratton — Dallas, TX

James H. Henderson — Dallas, TX

Kevin B. Hill — Shreveport, LA

Gary C. Huber — Centennial, CO

Kenneth J. Huffman — MAndeville, LA

George S. Johnson — Amarillo, TX

John E. Kimberly — Midland, TX

Thomas M. Kirby — San Antonio, TX

Constance N. Knight — Golden, CO

Robert F. Lindsay — Midland, TX

Gregg A. McDonald — Oklahoma City, OK

John H. Newberry — Austin, TX

Michael A. Oestmann — Midland, TX

Arthur J. Pansze, Jr. — Arvada, CO

Thomas G. Pronold — Wichita, KS

Christopher H. Reed — Tyler, TX

Gregory A. Riepl — Edmond, OK

James D. Robertson — Fort Worth, TX

R. David Shiels — Kaufman, TX

Jeffery M. Shultz — Midland, TX

Delmer L. Sloan — Midland, TX

Stephen M. Smith — Houston, TX

William M. Smith — Houston, TX

John R. Stephens — Dallas, TX

Gary L. Thompson — Centennial, CO

William G. Watson — Midland, TX

James C. West — Stamford, TX

Mark A. Worthey — McKinney, TX

Roughneck – $250
Jeffrey L. Allen — Houston, TX

Randall L. Anderson — Midland, TX

William C. Bahlburg — Plano, TX

Lonnie J. Blake — Corpus Christi, TX

Jack C. Bradley — Midland, TX

Raul F. Brito — Wichita, KS

Charles J. Corona — Harahan, LA

Barrett T. Dixon — Midland, TX

James W. Fowler — La Veta, CO

Roger A. Freidline — Midland, TX

W. Kenneth Hall — Fort Worth, TX

Russell R. Hamman — Houston, TX

Frank W. Harrison, Jr. — Lafayette, LA

John D. Kullman — Fredericksburg, TX

Joshua W. Luig — Fort Worth, TX

Wayne D. Miller — Midland, TX

Mike S. Mount — Houston, TX

Michael R. O'Donnell — Fort Worth, TX

Thomas A. Pasquini — Florissant, CO

John M. Rakowski — Florissant, CO

David L. Read — Highlands Ranch, CO

Deborah K. Sacrey — Weimar, TX

William M. Smith — Oklahoma City,OK

C. Al Taylor, Jr. — Pittsville, VA

James Travillo — Oxford, MS

Scott A. Wainwright — Metairie, LA

Investor – $100
Garnet W. Brock — Midland, TX

Rebecca L. Dodge — Midland, TX

William M. Kazmann — Richardson, TX

J. David Overton — Midland, TX

Edward B. Picou, Jr. — New Orleans, LA

Vinton H. Sholl — San Antonio, TX

H. Vaughan Watkins, Jr. — Madison, MS

James D. Wildharber — Youngsville, LA

Scout – $50
Audrey W. Adams — Houston, TX

Matthew D. Adams — Houston, TX

Robert W. Barnhill — Houston, TX

Merle J. Duplantis — Mandeville, LA

Eduardo Gonzales — Carrollton, TX

David R. Grogan — Woodbine, MD

John M. Sharp, Jr. — Austin, TX

Joseph P. Smith II — Bridgeport, WV

Richard Wilkerson — Houston, TX





offered to stay on for a brief period to 
help familiarize her with the job and the 
critical timing of tasks. We all wish Katie 
the best and a sincere “THANK YOU.”

As to the industry front, I have been 
engaged bringing two years of research 
to an operational evaluation condition 
performing and supervising typical well-
site operations of logging, coring, test 
and analysis operations. The main mes-

sage is plan well in advance for the task 
with a contingency as well as a fallback 
plan. 

Three years ago, all services, proce-
dures and logistical infrastructures were 
a phone call away. Many service compa-
nies are no longer available and those 
that are, have high demand and extend-
ed service schedules. Pipe and hardware 
for projects is another issue, along with 

the transportation of the product. Plan 
carefully and well in advance for even 
the most basic of tasks. This is not our 
father’s exploration industry.

Best to all, and it has been a pleasure 
to serve as president of SIPES. I am 
looking forward to seeing you all at the 
2023 Convention in Santa Fe in June. 
Let’s make it the best ever!
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Emerald — $3,000

James A. Gibbs, #314 — Five States Energy Capital, LLC — Dallas, Texas
Kevin B. Hill, #3583 — Hill Geophysical Consulting, LLC — Shreveport, Louisiana

Patrick A. Nye, #3105 — Nye Oil, LLC — Corpus Christi, Texas

Platinum — $1,500

Walter S. Light, Jr., #3265 — Thunder Exploration, Inc. — Houston, Texas
Marc D. Maddox, #2777 — Maddox Oil Properties, Inc. — Midland, Texas

Barry J. Rava, #3198 — Icarus Oil & Gas — Houston, Texas
Russell P. Richards, Limited Member — Great Western Drilling Co. — Midland, Texas

Earl M. Sebring, #2836 — Sebring Exploration — Midland, Texas
Michael R. Vasicek, #2354 — Bessero Oil Company — Midland, Texas

Gold — $1,000
Michael N. Austin, #2366 —M & M Exploration, Inc. — Westminster, Colorado

Wendell R. Creech, #3308 — Midland, Texas
David W. Cromwell, #3503 — Paleozoic Petroleum — Midland, Texas

David A. Eyler, #2314 —Milagro Resources, Inc. — Midland, Texas
Robert C. Leibrock, #1673 — Houston, Texas

John H. Newberry, #2634 — Austin, Texas
Michael A. Oestmann, #3291 — Tall City Exploration — Midland, Texas

THANKS TO THESE
SIPES 2023 CONVENTION SPONSORS



CORPUS CHRISTI
Roger (Rog) Hardy with Canopy E&P 

Services was our guest speaker at the 
last technical meeting in October. Rog 
gave the talk he presented at the SIPES 
2022 Convention, “The Quest from the 
Marsh out onto the Shelf and Beyond: 
How the Offshore Exploration Journey 
in the Gulf of Mexico Evolved and Led 
to a Global Revolution.”

The presentation traced the history of 
oil exploration into the open ocean from 
the late 1930s to present day.   The talk 
discussed the geologic concepts, explo-
ration tools, economics, and drilling and 
production technology that evolved 
from shore-based piers and bottom laid 

geophones to the understanding of plate 
tectonics, 3-D seismic, dynamically 
positioned drill ships, and subsea com-
pletions. It was an informational and 
interesting presentation.

The chapter hosted a holiday party in 
mid-November.  

Regular monthly meetings will resume 
in January 2023.

Officers for 2023:
Austin Nye – Chair
Brian Calhoun – Program Director
Secretary – Scott Hines
Dan Pedrotti – Treasurer
Rajan Ahuja Past Chair
Dawn Bissell – National Director
Tony Hauglum will assume the 

National Director duties in March.
Dawn Bissell
National Director
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Vice Chair Brian Calhoun (left) and guest 
speaker Rog Hardy.

DALLAS
The Dallas Chapter had a busy and 

successful fall season of luncheons, a 
symposium, and a holiday party that 
brought our members together for cama-
raderie, education, and networking.

In September, after our summer break, 
we resumed our lunch meetings at 
Prestonwood Country Club with a talk 
by Monte Meers, #3463, fellow SIPES 
member from the Fort Worth Chapter. 
Monte is president of Meers Microseep 
Surveys, Inc., and gave an engaging talk 
on the varieties of techniques used in 
surface geochemical surveys. Strengths 
and weaknesses of different techniques 
were examined in refreshingly frank 
terms. Monte’s solution to indistinct 

responses is to stack 2-3 survey types 
and combine with 3D seismic. Most of 
the talk is devoted to real life examples 
and fascinating before and after mon-
tages. Monte started his company in 
1998 and has had a hand in numerous 
discoveries in that time. Monte is a past 
president of the Abilene Geological 
Society and a past chair of SIPES Fort 
Worth Chapter.

Our October luncheon featured 
Dennis Browning, #3487, of Fort Worth, 
whose topic was “Facies Architecture of 
the Oswego Limestone of Northeastern 
Kingfisher County, Oklahoma.” The 
Oswego Lime, part of the Marmaton 
Group, is a very productive unit in this 
part of Oklahoma. Dennis’ talk focused 
on the zone where the Oswego grades 
from shelf limestone to basin shale. This 
2-4-mile-wide transitional facies belt
contains phylloid algal mounds with
complementary oolitic carbonate shoals
and micritic muds. Dennis’ detailed
work documents characteristics of these
facies and how they went about exploit-
ing the hydrocarbons.

Of significant note was the Dallas 
Energy Forum, a joint symposium host-
ed by Dallas SIPES and the University 
of Texas at Dallas on November 9th. It 

was a great chance to mingle with SIPES 
members and UTD students and facul-
ty. The eleven talks covered a range of 
industry topics, from business deal flow 
to petroleum geology of several different 
regions of Texas, and even the technical 
and legal aspects of ESG issues. Student 
posters highlighting research at the uni-
versity were displayed as well. We had 
great sponsors and over seventy-five 
attendees, making the day a roaring suc-
cess. This symposium was only possible 
due to the outsized efforts of our 
Membership Chair David Williamson.

Finally, in December we held our 
annual holiday party at the Dallas 
Petroleum Club. As usual, it was a lovely 
evening where we enjoyed drinks and 
dinner and extended our appreciation 
for the board members that support our 
chapter. Carole Popa (secretary), John 
Stephens (treasurer), Neil Barman (vice 
chair), and David Williamson (member-
ship), along with Odilia Barman and 
Carol Shiels (general wisdom) are a fan-
tastic group of people to work with!

Michael Adams
Chapter Chair



September speaker Monte Meers
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LAFAYETTE
October is our “Picnic in the Park” 

where we stake out a pavilion in Girard 
Park near the Oil Center and bring in 
Dwight’s BBQ for an enjoyable 
Wednesday afternoon outdoors. The 

weather usually cooperates with this 
year being no exception! A good time 
was had by all!

Our November meeting was a joint 
meeting with the Lafayette Geological 
Society (LGS) and the Southwest 
Louisiana Geophysical Society 
(SWLGS). Dr. Robert Schneider (for-
mer Associate Professor, University of 

Louisiana at Lafayette 
and former Director of 
the Energy Institute at 
UL Lafayette) who is 
now a Professor of 
Petroleum Geology 
and Petrophysics at 
Texas A&M University 
at Kingsville gave a 
talk about “Channel 

Delineation in Lower Wilcox Formation, 
Texas Gulf Coast: A lesson in Seismic 
Pathology.” The turnout was great as we 
all wanted to see and hear from our old 
friend and colleague.

December is usual-
ly when we hold our 
annual Christmas 
Party. Unfortunately, 
we discontinued this 
tradition when 
COVID hit us several 
years ago. We use 
this month to rest 
and recharge for the 
new year.

We would like to welcome our newest 
members. Randall Young recently joined 
SIPES, as well as our local chapter, and 
James W. “Jim” Denny transferred his 
Houston SIPES membership to our local 
chapter

Welcome, Randy! 
Welcome Home, Jim!

King Munson
Chapter Chair



November guest 
speaker Robert 

October's Picnic in the Park

New Member 
Randall Young.

NEW ORLEANS
The New Orleans Chapter recently 

moved its meeting venue to Bistro 
Orleans. The group has had excellent 
speakers and talks, good food and great 
collegiality. In October, Bob Meltz 
(retired from Chevron) presented a his-
torical review of offshore Gulf of Mexico 
production and then focused his crystal 
ball to predictions of future exploration. 
In November, SIPES member Chris 
McLindon, #2327, who has one foot in 
conventional oil and gas exploration, 
and one in the carbon-capture industry, 
gave a great talk on subsurface fluid flow, 
sediment loading and faulting and their 
intertwined relationship. The New 
Orleans Chapter will continue to keep 
its geologic skills sharp going forward, 
with upcoming discussions on recent 
exploration successes along the Atlantic 
conjugate margin and coastal flooding in 
south Louisiana.

Toby Roesler
Vice Chair



OKLAHOMA CITY
Our October speaker was Nick 

Hayman, the new director of the 
Oklahoma Geological Survey (OGS), 
and the title of his presentation was 
"The Oklahoma Geological Survey: 
Maintaining and Expanding the State's 
Geological Resources in an Evolving 
Energy Landscape." It was good for our 
members to get to meet Dr. Hayman, 
but frankly, I think they were disap-
pointed in the fact that it was obvious to 
us that the OGS, along the with the 
University of Oklahoma, are more inter-
ested in a future that does not include 
fossil fuels.

Our speaker for November was Mike 
Smith of Advanced Hydrocarbon 
Stratigraphy, Inc, Tulsa, Oklahoma. 
The title of his presentation was 
"Cuttings Volatiles: Produce More Oil, 
More Gas, and less Water." Dr. Smith 
has developed a patented process he 
calls Rock Volatiles Stratigraphy (RVS) 
or Volatiles Analysis Services (VAS). It 
is a gentle extraction and analysis tech-
nique that utilizes a cryogenic trap mass 

spectrometry for quantitative volatile 
analysis. From this they can make logs 
of present-day oil, gas, formation water, 
CO2, helium, sulfur gases and other 
volatiles from old and new bit cuttings. 
Examples that he showed can identify 
zones in laterals likely to produce more 
water and less oil. Leaving these zones 
uncompleted behind pipe could reduce 
water production and the associated 
costs, increase oil production, and 
decrease completion costs. This analy-
sis can also determine reservoir quality. 
Tight rocks hold on to oil and gas, good 
reservoirs do not. Faults and fractures 
can be located. Migration pathways, 
product type and quality, oil fraction-
ation vs. gas stripping, location of tar, 
CCS reservoir site evaluation, water 
saturation and oil vs. water wettability 
are just some of the applications.

In December, we held our annual 
Christmas Party in conjunction with the 
Oklahoma City Geological Foundation.

Greg Riepl
Chapter Chair
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WICHITA
The Wichita Chapter hosted one 

Zoom meeting this fall, featuring Bob 
Shoup. Bob is a long standing and very 
active member of the AAPG. He is a 
member of the Department of 
Professional Affairs and serves on the 
AAPG Executive Committee. Bob gave 
his “Ethics in Science” talk which qual-
ified for a continuing education certifi-
cate. Bob, probably more than anyone at 
AAPG, has emphasized the importance 
of ethics in our profession. He began the 
presentation with a discussion on the 
scientific method and the importance of 
honoring the data. He went further to 
explain the impact of bias on the ethics 
of science. He discussed how one’s bias 

can disproportionately add or subtract 
from an observed trend, inclination, or 
opinion, and thereby deviate from the 
scientific method. He drew the distinc-
tion between the honoring of data versus 
the honoring of the interpretation of the 
data. The ability for the observer to draw 
the distinction between data and inter-
pretation of data, lies with the transpar-
ency of the data presented. The conclu-
sions drawn from transparent data can 
and should withstand peer review. 
Withholding data would violate the 
transparency clause and therefore would 
be unethical. 

Another tenet that Bob emphasized is 
that science is NEVER settled. Unethical 
critics of a scientific position often use 

the tactic of ad hominem (personal) 
attacks against people with an opposing 
position. Bob cited Saul Alinsky's “Rules 
for Radicals” Rule number 5, stating 
that “Ridicule is man's most potent 
weapon. There is no defense.” He noted 
that ridicule is a particularly effective 
and ugly form of ad hominem attack. In 
closing, Bob underlined that individuals 
and corporations that adhere to the 
tenets of ethics are more highly respect-
ed and generally become more success-
ful.

Tom Pronold
Chapter Chair



SIPES 59th Annual Meeting 
& 2023 Convention

June 12-15

Santa Fe    New Mexico

Drury Plaza Hotel

WELCOME NEW MEMBERS

In accordance with the SIPES Constitution, By-Laws and Code of Ethics, the following list 
includes new members who have been unanimously approved by the SIPES Membership Committee. 
These members have completed the 30-day waiting period and we welcome them as new members 
of the Society.

Dan Earl Duggan, National Membership Committee

SIPES No. Name Chapter

3612 Harold E. Barrett, Jr. Houston A. Taylor S. Wilmoth M. Van Der Loop

Ltd. Brent R. Waidmann Oklahoma City L. Holman J. Howell T. Johnson

Sponsors
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FORT WORTH
The Fort Worth Chapter wishes the 

SIPES membership a Happy and 
Prosperous 2023. We wrapped up 2022 
with a strong slate of luncheon speakers 
and a steady 25 to 35 person attendance 
at each meeting. 

At our October lun-
cheon we welcomed 
Cameron Chandler to 
discuss "LNG: Short 
Supply and Rocketing 
Demand." Mr. Chandler 
discussed some LNG 
history, dating back to 
an initial U.S. shipment 

from south Louisiana to Europe in 1959! 
In January 1959, the Methane Pioneer 
delivered the first-ever transoceanic 
cargo of LNG, from the U.S. Gulf Coast 
to the United Kingdom. The ship made 
the journey seven more times in 1959 
and 1960, delivering a total of around 
500 MMcf of natural gas. Mr. Chandler 
provided our group with insight to the 
current state of LNG exports in the U.S. 
and a detailed look at the plans for addi-
tional export facilities either under con-
struction, permitting, or planned for the 
near future. The overall picture he 
painted was for a bright future in U.S. 
natural gas and U.S. LNG exports. Mr. 
Chandler kept our group engaged for 
over ninety minutes.

Also in October, we presented the 
$1,500 Dave Koger Scholarship to 
Emily Gackstatter at TCU, and the 
$1,500 William I. Temple Scholarship 
to Samuel Winters-Smith at Texas Tech.

For our November meeting, Vice 
Chair Jim West invited guest speaker 

James K. Wicklund 
of Wicklund and 
Associates. Mr. 
Wicklund spoke 
regarding: "Oil and 
Gas, Where Have 
We Been and 
Where Are We 
Going?"

James delivered an upbeat, encourag-
ing presentation on the state of U.S. 
upstream oil and gas. James provided us 
a good balance of humor, sarcasm and 
fact, which kept our group engaged 
throughout and beyond our normal 
meeting time. James reviewed the poli-
tics of the energy business; our old oil 
and gas business operates on a global 
stage more than ever. We discussed the 
unrealistic timeline of the net zero cam-
paign, and the burden renewables places 
on mineral resources. James continued: 

• 2010 to 2020 E&P outspent cash
flow lost $100+ billion in value

• Capital discipline and market vola-
tility

• Industry lacking investment. Energy 
demand is continuing to increase and 
alternative energy is failing

• Hydrocarbons are not going away.
Companies are making money, with pos-
itive returns

Immediately following our November 
luncheon, in partnership with the Oil 
Information Library of Fort Worth, we 
held a Deal Buyers Event. We held the 
event on November 2 from 1:30 to 5:00 
p.m. The emphasis was on conventional
prospects in the Mid-Continent, East
Texas, Eastern Shelf and Permian Basin.
Our attendance was phenomenal.
Following a relatively brief planning and
advertising stage, we were able to attract
eleven presenters with multiple pros-
pects each, and we were delighted to
have over 100 attendees both from DFW 
and beyond. Happy Hour followed the
deal presentation session. The event
was a great success! Numerous positive
responses were made by both presenters
and reviewers. As always, the Fort
Worth Geological Society was a great
partner working with our chapter and
OIL-FW in various ways to assist in
making this an outstanding event.

(Continued)
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Jerome J. Cuzella, 
#3457

of Lakewood, Colorado
who died on 

November 24, 2022

Alfred James III, #1111
of Augusta, Kansas

who died on 
December 11, 2022

David B. Roberts, #881
of Westminster, 

Colorado
who died on 

November 25, 2022

Clifford A. Walker, 
#2096

of Dallas, Texas
who died on 

February 6, 2023


IN MEMORIAM
We regret to note the passing of the following members:

Cameron 
Chandler

James K. Wicklund

Nov.
Deal 

Buyers 
Event

Please help the SIPES 
Foundation support 

Scholarships!
Click Here to

Donate Online

Or mail to:
SIPES Foundation

1401 N. Central Expy.
Suite 105

Richardson, TX 75080

https://secure.affinipay.com/pages/sipes/donations
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SIPES Chapter Meeting InformationSIPES Chapter Meeting Information

  CORPUS CHRISTI
 Chair: Austin Nye

V-Chair: Brian Calhoun
Secretary: TBA
Treasurer: Dan Pedrotti
Meets: Water Street Seafood Co.

Last Tuesday of month

  DALLAS
 Chair: Michael Adams

V-Chair: Neil Barman
 Secretary: Carole Popa
 Treasurer: John Stephens
 Meets:  Prestonwood Country Club

3rd Tuesday

DENVER
 Chair: Gary Thompson

V-Chair: Bill Pearson
 Secretary: TBA
 Treasurer: Melanie Westergaard

Meets:  Wynkoop Brewing Co. 
4th Thursday

  FORT WORTH
 Chair: Dennis Browning

V-Chair: Jim West
Secretary: Michael O'Donnell
Treasurer: Ron Stillwell
Meets: Fort Worth Petroleum Club

1st Wednesday

HOUSTON
 Chair:   Paul Habermas

V-Chair:   TBA
 Secretary: Ryan Price
 Treasurer: Luis Carvajal
 Meets:   Petroleum Club

  3rd Thursday

 LAFAYETTE
 Chair:   King Munson

V-Chair:   TBA
 Secretary/
  Treasurer: Houston Elkins
 Meets:   Petroleum Club

  2nd Wednesday

MIDLAND
 Chair:   Brian Miller

V-Chair:   Mike Raines
 Secretary: George Friesen
 Treasurer: Jerry Elger
 Meets:   Midland Country Club

  3rd Wednesday

NEW ORLEANS
 Chair:   Louis Lemarié

V-Chair:   Toby Roesler
 Secretary: TBA
 Treasurer: Eric Broadbridge
 Meets:   Bistro Orleans

  3rd Thursday

 OKLAHOMA CITY
 Chair:   Greg Riepl

V-Chair:   Michael Bone
 Secretary: Cody Griffin
 Treasurer: Terry Hollrah
 Meets:   The Petroleum Club

  Chase Tower, 35th Floor
  1st Wednesday

 SAN ANTONIO
 Chair:   Tom Kirby

V-Chair:   Lee Billingsley
 Secretary: Doug McGookey
 Treasurer: Tim McGovern
 Meets:   Petroleum Club

  3rd Thursday

 WICHITA
 Chair:   Tom Pronold

V-Chair:
 Secretary: 
 Treasurer: 
 Meets:   Time and Location TBD
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In December, we were delighted to 
welcome one of our own members, 
Dwayne Purvis, #3470, to present and 
stir debate regarding the energy transi-

tion. Dwayne ini-
tiated the presen-
tation by stating 
his convictions 
about the needs 
and opportunities 
of the energy 
transition. In a 
Q&A format, the

chapter engaged in a lively and wide-
ranging discussion of the energy transi-
tion, including wind, nuclear, hydrogen, 
and politics. Dwayne stressed that there 
can be opportunities for oil and gas pro-
fessionals in the transition. These 
included, delineating existing wellbores 
for geothermal projects and identifying 

reservoirs for CO2 capture. We also 
discussed prospecting for rare earths 
and metals to support the transition 
needs. Perspectives varied, but the 
chapter stayed after normal dismissal 
time to continue the conversation.

We are looking to make 2023 a banner 
year for reaching out to new members, 
both independents and company affili-
ated, qualified persons. Interested indi-
viduals in the Fort Worth Area, please 
contact Josh Luig, membership chair. If 
you know of anyone in the Fort Worth 
area considering joining SIPES, please 
have them contact Josh.

Thank you on behalf of the Fort Worth 
Chapter.

Michael O’Donnell
Secretary



Dwayne Purvis

SIPES Membership Directory 

Photos



Please review your directory list-

ing and send any updates and a 

photo to sipes@sipes.org so we 

can keep the directory up-to-date

http://sipes-denver.org/
https://sipeshouston.org/
http://sipesmidland.org/
http://sipesneworleans.homestead.com/


Consulting's Pros and Cons 

The Cons
You might have no control over customer projects, timing, 

budgets, and personalities, you risk having no pay at all, you 
get no health benefits, you have no tech support, you will work 
long hours, and you will encounter sharks...you will face them 
directly and without support. 
The Pros

You will stay current and keep your skills sharp, you can earn 
more...a lot more, have huge opportunities for growth, have a 
wide variety of interesting, imaginative, and stimulating cli-
ents, no bosses, no organizational roadblocks or silly proce-
dures, and each day is different. 

You can focus on work that interests you, you are free to 
branch out into other fields, you will develop useful contacts, 
and it is fun to solve problems. Consulting can fill in the blank 
spots on your resume. 

It does not cost a lot of money to set up a practice. You can 
work from home, on your schedule (e.g., coach little league 
from 4 to 6 pm). Life is better because you control time (to 
exercise, be with family). 

Are You a Good Fit? 

If you are a seasoned expert in your field, you fit 
because: 

You are a known quantity, the specialized knowledge you 
have is rare and in high demand. Often, a consultant can con-
tract back to a previous employer...a downsizing company may 
need the skills you have, just not on a daily basis...in a company 
buy-out you can aid in creating a smooth, cost-effective transi-
tion. 

Actually, experienced people take on more risks and start more 
businesses than twenty-somethings.

Seasoned experts have more wealth (and less debt), more 
wisdom, much broader education, and experience like they do 
not teach in schools. The average age of an entrepreneur is 
actually going up! 
If you are a recent graduate, consulting fits you 
because: 

Work can parallel your academic experience. Your technol-
ogy skills are needed: demonstrate them by offering to work up 
a specific project, and maybe then train the staff to maintain it. 
Research your potential clients (see "Marketing" below) and 
ask them questions to uncover their needs. Short-term proj-
ects will get your foot in the door. 
Or you might be a good fit if you want to change 
your world, but not your career: 

This is the case if you want more control over your life, you 
are ready to make time for other activities or, even in retire-
ment, you enjoy working on projects that interest you. 

Working from home may be attractive to you because you value 
being there when your kids get home from school, or childcare is 
expensive, or you want to care for a sick relative, or your health may 
stand in the way of full-time work. And you save time and money 
while not commuting.
In any case, you are a good fit if: 

Your spouse or significant other is completely on board and 
supportive, you are passionate about your work, you are curi-
ous about it, and you like doing it. And you are persistent, 
motivated to make it work, not easily discouraged and you are 
a positive thinker. As a self-starter, you can handle bursts of 
stress followed by periods of calm, you have a safety net, and 
you have the interpersonal skills to manage clients, make sales, 
and negotiate with stakeholders (or you will commit to acquir-
ing those skills). 

Still, being "a good fit" is not enough: becoming self-employed 
requires that you make a conscious decision to do so. It is not some-
thing that will just happen to you. 

 What You Need to Begin
A nest egg, health insurance, an office, perhaps in your 

home, and a strong buy-in from your significant other(s). 

Beyond That, You'll Need a Business Plan, 
and It Must Address: 

Your Concept: Define all of what you have for sale...the 
values you are able to deliver...and who needs it.

 Business Setup (get professional advice on this): 
 If you operate as a sole proprietorship, which is what 70

percent of small businesses are, you are the business and liable 
personally for debts and obligations. 
 An LLC will helps insulate you from personal liability, but

does not do it completely. 
 Incorporating maximizes your liability avoidance.
 Taxes: consult a professional. Generally speaking, if you

spend money to make income, it is deductible: software, hard-
ware, business use of the auto, internet, printer ink...keep 
records and receipts. A good tax pro will make you more 
money than he will cost you. 
 Forecast Your Cash Flow (add "money manager" to your

list of responsibilities): 
 Keep a spreadsheet of all expected income and all bills (get

help with QuickBooks or Quicken: assign expenses by category 
and class, business or personal; provide your accountant with 
numbers instead of receipts. 
 Budget your cash needs for the next few months.
 Where will you get money in emergencies?
 Your creditors will not care why you do not have money.
Determine the business environment you will enter, e.g.,

what regulations will apply to you. For a complete list of the 
legal and regulatory requirements, see: 

(Continued)
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“Starting a Freelance Business - How to Take Care of 
Legal, Tax and Contractual Paperwork”: www.sba.gov/blogs/
starting-freelance-business-how-take-care-legal-tax-and-con-
tractual-paperwork.

Also, determine your methods for marketing your practice. 
Demonstrate knowledge of the market parameters you will be 
entering. 

Find out with whom you will compete. 

Marketing Your Skills, Raising
Your Profile, Elevating Your Brand

Understand what marketing is

1. Identify the work/tasks you are willing to do, and the
value that you deliver.

2. Define who needs it, who they are and where they are.
3. You have done marketing.

Best First Steps for Getting Business

Accumulate referrals. Go through your address book and 
holiday card list. Blitz every one of your contacts to tell them 
about your business. Your associates can refer you to potential 
clients and additional useful contacts, and do not hesitate to 
ask them to do it: people like to help. Publish, create content 
for media, and use it to recruit new clients. 

Keep a Curriculum Vitae on hand for more formal situa-
tions, and keep it updated. But keep this in mind: potential 
clients have little interest in you: what they do care about how 
much time and money you will save them. 

Networking: meet people,
uncover opportunities

Expand your network. Review the rosters of associations 
you belong to and company directories where you have 
worked. Let them know what you have done and what you are 
doing now; that you are willing to do it for them. Network via 
LinkedIn, Facebook, blogs, local functions. Associate with 
other professionals: join and attend the meetings and func-
tions of SIPES, AAPG, American Geophysical Institute, 
AUVSI, PTTC, SPE, SEG, local Geological Societies, alumni 
groups, and other networking gatherings…get involved, chair 
a committee. Meet other volunteers. 

Conduct workshops at industry meetings; offer them for 
company in-house training. 

Give talks: they demonstrate your expertise. Finding oppor-
tunities to speak is easier than you think: offer to speak for 
professional groups, chambers of commerce, Lions, Rotary 
clubs and the like. Bring a speaker’s bio with you (by all 
means, send one ahead of your appearance but do not count 
on it showing up when it is time for the introduction). 

Be the first to put your hand out. A handshake is a miniature 
hug. Everybody likes the feel of a handshake. Tell everybody 
that you started your own business and, succinctly, how you 
deliver value. Collect business cards, then follow up and stay 

in touch. Think of three to five benefits that you own and 
practice saying them without awkwardness (these are benefits 
for your clients, and different from your actual products or 
services) ...e.g., don't say, "I'm a well log analyst.” Instead, "I 
created proprietary techniques to find important properties in 
oil-bearing strata." 

Learn to play golf. 

Promoting Your Practice
Paid-for advertising is not a good use of your money because 

your target audience is small and specialized. The exception is 
having an ad in symposia/conference agendas and programs 
or on a geological society website...those make sense because 
at least some of the people you can help will see it there. Other 
low- or no-cost methods: 

Be found on LinkedIn, Facebook, and maybe Twitter. 
Keep in touch with your growing network about the projects 

you have done, techniques you have employed, share testimo-
nials, where/when your articles will appear, where you will be 
speaking, and trade shows you will attend or have a booth. 

Use direct mail (this is NOT mass mailing!): it is inexpen-
sive, focused on your contacts, and personal. People like get-
ting personal snail mail and it is rare these days. 

Newsletters/postcards

Newsletters are very good tools for consultants because 
people will read newsletters or postcards but toss a brochure. 
The perfect newsletter takes only a moment to read, and a 
postcard even less. Neither has to be delivered in an envelope. 
Both can reprise or provide fodder for your talks and articles, 
your website, and brochures. Post them on LinkedIn. 

Choose a color (i.e., not white) that will stand out on your 
prospect's desk, be concise, make it easy to read: use large 
fonts, have lots of whitespace, spend the time to write it well, 
make several drafts, and do not repeat yourself. 

Highlight key phrases by hand, sign every one; write per-
sonal notes. If you need help, hire a freelance writer and 
graphic designer to dress up your content. 

Direct mail helps you maintain your contact info of pros-
pects, friends, and suppliers. 

Include hashtags: they are keywords that function kind of 
like an index entry. Hashtags make it easy for people to find 
you, to discover your ideas and expertise. 

Websites generate interest and educate

Unless you're selling houseware or printer ink, your website 
is not a point of sale: your website highlights the features and 
benefits of your work. The best websites are a quick read and 
makes the prospect curious enough to call you for more 
details. Just like everywhere else, lots of words and small fonts 
will make readers go away....

People can view your skills and experience without having 
to look around to find your brochure. Use it to build credibil-
ity, showcase your work, share testimonials. Do not clutter the

(Continued)
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website with words: your goal is to generate interest. A web-
site can be updated as often as necessary. 

Provide clear, strictly technical, more-detailed content on 
pages that the viewer clicks on to view. Send out links to your 
website, and to specific pages on it, when you follow up with 
potential prospects. These links can direct them to content 
such as your papers and magazine reprints that will be of spe-
cific interest to them.

Install a "tell-a-friend button" so that visitors to your website 
can easily share it with colleagues. Put your website address in 
your email footer, on your business cards, and to everyone in 
your growing network. 

Articles/papers

Getting published establishes credibility, raises your profile, 
and enhances your reputation. Get ideas for articles from your 
newsletters, the talks, and papers you have presented, projects 
you have done, and reports. Magazines—especially the trade 
magazines—are always looking for good writers. Their 
reprints are affordable, and they make a terrific promotional 
tool. 

Getting published is generally an informal process. You 
should understand who the publication's target audience is. 
Call or email the publisher with a proposal. Get him to 
describe his target audience, ask how many words he needs, 
and do not miss a deadline. 

As your track record of writing and publishing grows, get-
ting accepted gets easier. Add your publications to your CV 
and website. Approach the features and business writers at 
your local paper and tell them what you do that is newsworthy 
in general or about which you have an opinion. Become a 
source for them. Publish even in smaller, local papers...many 
of them are especially in need of content. Create a body of 
work that precedes you to potential customers. 

Brochure Basics (distribute via direct 
mail, email, on LinkedIn)

If you have printed literature, it must look professional. It 
represents you in the marketplace. Make multiple drafts of it. 
Clearly convey what your services are. The content is much 
like that on your website. List a few features and benefits of 
your services, set out some reasons why you should be hired. 
Include very brief biographical information. Explain why you 
are the best; awards you have received, papers you have pub-
lished. Maybe list previous clients (get permission first). Keep 
it simple: anything you write that is crowded with too many 
words or superlatives will not be read. 
 Be sure your brochure stands out. It competes with other

printed material, so make yours attractive with large fonts and 
lots of whitespace. Ideally, readers should not have to reach 
for their reading glasses. 
 Hire a copy writer or defeat wordiness on your own.

 Get your literature printed in small batches so you can
make edits and updates frequently. 

The Most Critical Element of Your Practice
Now we focus on the most important thing. You may not 

want to do it, but if you do not do it, you will have no business. 
It does not matter how much value you deliver: you must sell. 
No one—especially you—will benefit from your skills and 
experience if you do not or cannot sell it. 

("How Consulting Doesn’t Work” would be a much shorter 
article...it'd be just one short paragraph: “Nothing Got Sold.” 
Yes, there are people out there who say, "let them call me," but 
they are not out there for very long because they are all broke 
and do not have a business anymore.) 

Your first best place to sell is to your last (or current) 
employer: they understand your value, they trust you to 
deliver results, and you know how their company works. Not 
only that, but you are likely to know what they need to have 
done, and can identify and solve their problems better-cheap-
er-faster, which is what they are after. If they can receive that 
message, then you have your first sale. 

From there, look to former colleagues and industry peers. 
As your potential client base grows, those folks will also 
become your cheerleaders. Yes, referrals are golden, but you 
still have to sell. 

You can and must learn how to sell

You will go out of business if you do not constantly sell. If 
you do not keep selling you will be broke until and unless you 
land another contract. You will never get another contract if 
you do not keep selling. Slack times are no fun. You have to 
sell all the time. If you succeed at consulting, it will be because 
you never stopped selling. You are the main salesperson: you 
can learn to toot your own horn in a way that doesn't make you 
feel awkward or that puts people off. 

There are books that teach how to sell and videos, seminars, 
and webinars. Find them. Become so good at selling that you 
get too much work, and you have to hire people, at which 
point you will make even more money. Other kinds of talent 
(the kind you will hire) is more plentiful and therefore cheap-
er. They probably need a job because they cannot or do not 
sell. 

Basic tips on selling

You have to find work: work will not find you. Focus on 
people who work in areas you already know, e.g., if you have 
experience on the Eastern Shelf, find out who has or wants to 
have a presence there. Those companies are the best hunting 
ground for you: find out all you can about those companies 
and then go after them. Present yourself as a skilled profes-
sional with defined specialties that will help them make more 
money, faster. They need you.

(Continued)



Cold Calling…define your targets. 
Then..

Limit cold calls to only several days each month. Look for-
ward to those days and put your best effort into the process. It 
will become easier to make those cold calls. You will find that 
you actually enjoy them. Your goal is to get a face-to-face 
meeting. Reaching the decision maker can be a challenge: to 
get past his gate keeper, try calling when the gate keeper is not 
there…try calling before 8, at noon, or after 5: the decision 
maker himself might answer. 

Write a script: spell out—word for word—what you will say 
when you get someone on the phone. Again, the goal of cold 
calling is not to make a sale...the goal is to get a face-to-face 
interview. And remember: rejection is never personal. Do not 
give up. Making one sale in a hundred calls might keep you in 
bacon for years. 

Marketing and promoting generates interest...cold calling 
gets doors open. Find out as much as you possibly can about 
the company and identify needs they have that you are 
uniquely equipped to satisfy. 

On the phone or in person, keep the spotlight on the client. 
You cannot learn what you need to know if you do all the talk-
ing. Uncover his needs, his business goals, his personal goals, 
what causes him pain, what costs him time and money.

Take detailed notes (ask "Can I take some notes?"...it shows 
that you care about what he is telling you, that you are listen-
ing. Ask follow-up questions and for clarifications). Find out 
who the stakeholders are and who else must buy-in to get your 
proposal approved. Be professional, be attentive, and offer the 
solutions they need that you deliver. That first check is the 
hardest to get. Do a small job to get the door open. 

You are a skilled professional with a defined specialty, as 
opposed to just someone who needs a job. 

 How Much Should You Charge?

1. Determine what you and your family
need to prosper (i.e., what your salary
needs to be)

List the expenses you already have...food, clothing, house 
payment, taxes, utilities, car maintenance, auto/home/life 
insurance, school and sports activities for the kids, piano les-
sons, savings, college fund, vacations, everything you can 
think of, where your money has been going and what expenses 
you can anticipate. 

2. Enumerate the expenses your business
will add (overhead)

Phone, office equipment and furniture, rent/utilities, com-
puters and maintenance, software, stationery and supplies, 
postage and delivery, clerical, business insurance, business-

related meals and entertainment, travel, professional member-
ships, trade shows, legal/accounting, and marketing/promo-
tional costs, self-employment, property, and income taxes. 

Add "1" and "2" plus your profit margin 

And understand: you are entitled to a profit in addition to your 
salary and overhead. Your salary is not your profit...your salary is 
the cost of doing business, just as if you were an employee.

Profit feeds your business. Profit is the reward—your 
Return on Investment—for taking risks, keeping yourself 
employed, marketing/promoting/spending time making sales 
calls. It is how your business expands, develops, and grows. 
10% to 20% profit is standard. 

Define your billable hours

How many hours can you work? Fewer than you might 
think: 50 weeks per year x 40 hours/week = 2,000 hours/year. 

But here is what you do not know: you will spend only half 
of your time doing work that pays. The other half of your time 
will be spent getting the work to do (e.g., marketing, selling, 
generating content, bookkeeping, networking, going to semi-
nars and trade shows). That leaves you with just 1,000 avail-
able billable hours per year. 

Divide whatever your income requirements are by the total 
hours you will have available (1,000 hours) for actually doing 
your consulting jobs. 

For example:
Let's say you need $100,000 per year ("A" from above). Your 

annual overhead estimate is $40,000 ("B"). Plus profit. 
Let's pretend for the moment that you will be able to sell 

enough work to cover all of your 1,000 billable hours. 
Your hourly rate will have to be: 
  The salary at $100,000 plus overhead of $40,000 = 

$140,000. 
  Multiply that figure by your 20% profit margin, and that 

equals $168,000 ($140,000 + $28,000). 
  Divide that by 1000 hours: $168,000 ÷ 1,000 = $168/hr. 

That is your hourly rate. You cannot live on less. 
Be highly paid. It really does not matter how much you are 

costing your client, what matters to them is how much money 
you are making for them. Your work product may put the cli-
ent ahead for years. They are not paying you for the hours you 
put in... they are paying you for the value that your work adds 
to their profit margin for many years to come. 

You don't get what you're worth: you get what you negotiate for...
don't leave money on the table. Just like learning to sell, you can 
learn to negotiate.

Payment Structure Options: 1) Fixed-bid amount to cover 
an entire project, 2) hourly fee, 3) weekly/monthly retainer, or 
4) commission.

(Continued)
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Is It Better to Be a Consultant or
an Independent Contractor? 

The Independent Contractor

Is hired for one project at a time. The relationship is more 
technical than personal. When the project is finished, the 
contractor is, too, and although additional work may come up, 
the contractor does not usually help define the tasks. 

         Advantages: 
Remuneration is defined, based mostly on how much work 

there is to do. A contractor's gross pay is often higher than an 
employee's (but employees get benefits...). Contractors (and 
consultants) can deduct business-related expenses, e.g., office 
expenses, travel, entertainment, books, trade magazines, 
equipment, and insurance, etc. 

         Disadvantages: 
No employer-provided benefits, no unemployment insur-

ance benefits, no employer-provided workers' compensation, 
few or no labor law protections, no job security, no retirement 
funding, and health insurance will cost you more. 

The Consultant

 Advantages: 
Can have multiple customers at the same time. Sometimes, 

it evolves into a more long-term relationship instead of one 
specific project. Can become an always-available resource that 
the client can call on as needed. A consultant may be a better 
choice because the client can avoid hiring a dedicated person 
when there is only an occasional need for the expertise you 
provide. 

         Disadvantages (in addition to the disadvantages of 
independent contracting): 

You risk not being paid. You assume liabilities for business 
debts. 

Some examples of Consulting vs. Contracting: There are 
significant differences in offering your skills as a contractor vs. 
a consultant. For instance: 

It is possible to act as both contractor and consultant. A 
company might identify the problem and already know what 
to do about it, but if they have no one on staff available to do 
the job, they hire a temporary contractor instead. In this 
example, the scope of work is well-defined, and the tasks are 
routine. 

Conversely, some engagements will last for years because 
they tackle bigger problems. A consultant, in this example, 
achieves the status of "trusted adviser." He defines the prob-
lem, the solutions for it, and sees it through, sometimes oper-
ating at the level of a management team. 

Of course, the consultant must be closely involved with manage-
ment and problem solving in order to understand the client's needs 
and to recommend solutions.

Having defined the problem and the steps to solving it, the 
consultant is on his own. He moves ahead without supervision 
and is responsible for the results. But with a contractor, the 
role of the employer is broader, supervisory, and is active in 
the process until the contractor completes the assigned tasks. 

The risks and rewards associated with being a consultant 
vs. a contractor are dramatically different: Consultants 
make more money, but they also assume risk (vs. if his pay is 
based on results, and his solutions fail). A contractor's pay is 
generally based on time (the employer establishes rates).

Intellectual Property: The consultant might have a com-
plete or partial claim on intellectual property that is developed 
while solving the customer's problem. Usually, the contractor 
does not. 

After You Land a Job, Spell Out
the Details (and Get Paid)

 You might use a simple letter agreement to detail things 
like:

The nature of your services, how much you will be paid, 
how and when you will be paid (get enough money up front to 
cover material costs at least), what expenses will be paid and 
who is responsible for them, who provides the materials, 
equipment, and maybe work space, who is involved; how 
course corrections will get made after the job is underway 
(e.g., change orders), deliverables (and formats), how long the 
project is estimated to take, how long the agreement will last 
(e.g., when work will be delivered and, perhaps, the terms of 
NDAs in force), and who owns the work and for how long. 

Getting Paid

Put “Net 10” on your invoices. (And please note: invoices 
that you attach to emails are often literally not seen.) 

If you give away any of your time, travel, printing, shipping, and 
the like, at least get some good will for it: list it on invoices and note 
there is “no charge.”

Make a copy of every check you receive. If a check bounces, 
the copied check legally confirms acknowledgment of the 
debt. 

If you are not paid after some reasonable time, mail a letter 
with another invoice. If that does not work, call up accounts 
payable to see if your invoice has been approved for payment. 
If it was not, call your client to see what the problem is. Be 
persistent. Sue in small claims court. 

Getting Paid: A True Story 
We did all the steps above except bringing suit. Instead, we 

visited the deadbeat's company office and called his line from 
the lobby phone. He answered, proving he was in. We asked to 
come up and discuss what additional steps were needed. We 
mentioned our cash flow challenges, paying for the data we

(Continued)
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used for his project, our processing and analysis time, materi-
als, rent and so forth. 

Of course he was too busy to meet, and promised that pay-
ment would be forthcoming, and there was no need to come 
up to his office. The payment did not come until... 

We Googled the client company and got the names of cor-
porate officials. We sent a registered letter to those in the 
corporate office, setting out how we prepared the work in 
good faith, supplied a copy of our contract letter agreement, 
and that we expected payment. We copied the letter to the 
geologist in charge and we were paid within a week. We cor-
dially thanked them and left the door open for future business. 

Summarizing "How Consulting Works"
You will assume risks. There will be sharks. You can earn 

more. Setting up a practice is usually not expensive. You can 
work from home and have more control of your life. Consulting 
might be a good fit for you, or it might not be. You must make 
a conscious decision to become self-employed because it just 
will not happen otherwise. Your spouse or significant other must 
be completely on board and supportive.

Also covered: some elements to assemble for a business 
plan, marketing your skills, first steps for getting business, 
networking, promoting your practice (direct mail, website, 
articles, brochures), and selling your skills (which is, in other 
words): The most critical element of making a "go" of it.

 What should you charge?
 Payment structure alternatives
 Will you be a consultant or an independent contractor?
 After you get a job
 Letter agreements
 Getting paid

Suggested follow-ups

Read What Color Is Your Parachute?
See www.themuse.com/advice/3-tips-for-making-beauti-

ful-powerpoint-slides. 
Check out AAPG, AGI, and YouTube to find tutorials and 

webinars on evolving applications. 
Buy books about how to sell. 
Take tutorials and webinars by the makers of software you 

will use. 

Dave Koger served exploration (oil, minerals, 
and water) as a consulting independent profes-
sional earth scientist and expert witness from 
1980-2022. Dave passed away suddenly on 
August 21, 2022 and will be greatly missed by 
the Fort Worth oil and gas community.
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A Farewell
Katie Ruvalcaba

On February 17th members of SIPES gathered at Maggianos Little Italy at 
NorthPark Center in Dallas, Texas to celebrate Katie Ruvalcaba's retirement. 

Katie spent 26 years working with SIPES. Her quiet dedication is awe inspiring. 
I had the luxury of spending two weeks working side by side with Katie in an 
attempt to learn everything she does so that I can take the reigns. In those weeks 
I quickly learned that Katie has a love for SIPES and it's members that makes her 
job look easy. Everything from keeping the newsletter running to planning menus 
for convention her attention to detail keep SIPES moving forward.

Victoria Mowery 


Katie Ruvalcaba & Christopher Reed

"Katie & her boys" Robin Vasicek, Mark Maddox , Katie Ruvalcaba, 
D. Craig Smith, Barry Rava, David Shiels, Christopher Reed

President Christopher Reed gave remarks thanking Katie for 
her years of service to SIPES.

Robin Vasicek, D. Craig Smith, & Kay Maddox
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From left to right: Dan Earl Duggan, George Ann Reed, 
Marc Maddox, Kay Maddox, Barry Rava, Christopher Reed, 
Jack Naumann, Stephanie Naumann, Robin Vasicek, 
Carol Shiels, Mona (Katie’s Mom), Phyllis Davis, 
Victoria Mowery, Katie Ruvalcaba, Alexis Ruvalcaba, 
Melany Ruvalcaba, D. Craig Smith, David Shiels, Sam Hardy



$25,000
Bequest made by the 

Estate of
Sally J. Meader-Roberts, 

#2075


$1,000 - $1,999
Louis C. Bortz

In memory of 
Dudley Bolyard #1765 & 

Jerry Cuzella #3457

Ralph J. Daigle

James A. Gibbs
In memory of Stewart Chuber#221

Walter S. Light, Jr.
John P. Moffitt

Scholarship Endowment Fund

Patrick A. Nye
In memory of Paul M. Strunk, #1869

SIPES Fort Worth Chapter
Scholarship Endowment Fund

SIPES Midland Chapter
Scholarship Endowment Fund

The Staub Family
In memory of

Lawrence W. Staub, #1564

William G. Watson
In memory of Robert N. Watson, #585 



$600 - $699
David W. Cromwell

In memory of
 Willard R. Green, #1676

Dan Earl Duggan 
In memory of William I. Temple 

#3533

Michael R. Vasicek


$500 - $599
Raymond N. Blackhall

Wilbur C. Bradley
William E. Hardie
Robert C. Leibrock

In memory of William I. Temple, 
#3533 & Dave Koger, #3597

John H. Newberry
Thomas G. Pronold

Barry J. Rava


$300 - $399
Steven L. Davidson 
Thomas E. Ewing

In memory of Stewart Chuber, #221

Arthur J. Pansze, Jr.
Scholarship Endowment Fund

Stephen A. Sonnenberg
In Memory of 

Frank. P Sonnenberg #1417


$200 - $299
William C. Bahlburg
William T. Brown, Jr

In memory of Walter Riese #3355

Wendell R. Creech
Kenneth J. Huffman 
George S. Johnson

Constance N. Knight
Scholarship Endowment Fund

Marcus D. Maddox
In memory of Nolan Hirsch, #475, 

Robert M. Leibrock, #994 &
Van Howbert, #1650

Edward B. Picou, Jr.
Dennis R. Robbins

Scholarship Endowment Fund
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In memory of Eric O. Kehle
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In memory of
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Arthur H. Trowbridge
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SIPES Foundation Donors — February 1, 2022 to February 1, 2023

The SIPES Foundation gratefully accepts all donations, and acknowledges these contributions with a 
letter. Donations under $50 are not listed here. Please remember the SIPES Foundation in your estate plans.

SIPES Foundation Contributions
The SIPES Foundation greatly appreciates and depends on donations from members to fund 

annual scholarships for university students in the earth science and engineering fields.
Please remember to support the SIPES Foundation when you pay your annual dues.
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2022-2023
SIPES

Officers

SIPES
Directors

SIPES Vision Statement

To be the preeminent organization for furthering
the professional and business interests

of independent practitioners of the earth sciences.
In achieving this vision, emphasis will be placed on

(1) professional competence,
(2) professional business ethics, and
(3) presenting a favorable, credible
and effective image of the Society.

     Adopted by the SIPES Board of Directors
     September 21, 1996

President ....................................Christopher H. Reed ........................................ Tyler, TX

Vice President .............................Dan Earl Duggan ................................... Fort Worth, TX

Vice President of
   National Energy ......................Neil D. Sharp ............................................ Denver, CO

Secretary ...................................Wendell R. Creech .................................... Midland, TX

Treasurer ...................................John R. Stephens .......................................... Dallas, TX

Gregg S. Alletag ........................2023 Convention ...........................Oklahoma City, OK

Dawn S. Bissell .................................................................................. Corpus Christi, TX

David W. Cromwell ....................Advertising/Public Relations ........................ Midland, TX

Kevin B. Hill ............................................................................. At-Large (Shreveport, LA)

Michael L. Jones ........................NAPE ....................................................... Houston, TX

Thomas M. Kirby ...................................................................................San Antonio, TX

Monte Meers .............................Education, Advertising/Public Relations .... Fort Worth, TX

Thomas G. Pronold ....................Networking/Environmental .......................... Wichita, KS

Ellis Randolph ...........................................................................At-Large (Santa Fe, NM)

Carol M. Shiels ..........................Headquarters ............................................... Dallas, TX

Steve M. Smith ........................................................................................... Houston, TX
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