Mr. Lagadin’s Opus; Centennial Leadership Award Winner
Orchestrates A Better Way to Reach A Bigger Natural Gas Market

BY BILL CORBETT

1994 Joha
Lagadin,
I*Eng..

picked up his lance
and eyed a
windmill: the
conventional way
of piping natural
fits b buyers.
Mr. Lagadin was
a nanmal gas
warkvter, and a former wility
executive and vonsuliing cngineer.
With his experience in assembling
sailer diameter pipetine projects,
T et ot 1o baildg something
andavious g uncouventional.

the Alhanve Pipeline.

This i aoman not content wath
e husiness inerese, e and his
associates begin crunching nwmbers
wnanaiernative das rransniission
tine from nonheast B.C 1o Chivago.
Fuday. this paper excercise has been
tanskormed i a §h.a-hillion,
of0-Kilomeuse operting pipetine,
ard M. Lagalin is being hailed as
Alliance's fnunding farher.

1 enjov The pioneet stage ob doing
things.” savs the 62-vear-olil
Calgrarian and the cecipicns of
APEGLA'S Centennial Leadlership
Award, 1 find i boring

John Togquidin, PEny.

their provincial government —
access 10 mare buyess. Al the
same time they'd reccive long-
term. North American clearing
prices [or their gas rather than
the discounted prices that came
from the lack of long-term
rranspartaion to WA and
Eastern Canadian markets.

This would also expose the
hasic petrachemival building
klock, ethane. o upward price
forces. And this would, in
essence, hring o an end the

selling af the siripped ethane to
Allieria pettochemical companies a
prices below those of the LLS, marker,

To be sechnically and economically
viahle. however, such & mixed-gas
pipeline necded 1o he swmaller in
diameter and able wy eperae ac high
pressures. This meam devising a
iechnology o manage such things as
gy composition, iEempeTaues,
pressures i dew point ranges, 11 i
worked. the technslogy would allow
the pipeline o nperate more efficienty
thain standard tansmission lines by
using less compression, horsepower
aued fuel.

The Paradigm Must Shift

“What most people don’y
widerstand is iF 50 wasn’t Tor this
techinalugy we cime up wirh. the
Alliance Pipeline woualda't be there,”

10 de the sime 1hings

Mr. Lagadin says. “This is

He gradually slipped into the
hackground. staying on the
Alliance hoard of directors uniil
this past spring.

In a sensc. the creation of the
pipeline goes hack many,

many springs. Mr. Eagadin’s “WHEN YOU After a year of
cnirepreneurial waits were independen consulting.
evident at age six. when he BUY, SAY, 40 he and a consoniun: of
began selling newspapers un NEWSPAPERS 11 prawduvers Tounded

@ SHeer carner in Thunder FOR A NIiCKEL ‘lJirc‘L'I‘Elncl{{y Marketing
liay, Our "When you huy, in anticipation of the
sy, 10 newspapers for a APIECE AND TRY  dereputaiion al 1he

nickel apicee and try o scli
thent for 1) cemis, you take

a it ol a risk, Thase kind of
things shape your thinking.”
says Mr. Lagadin.

After earning a imining

tevimulogy diploma au Lake-
head University, he graduated

SHAPE YOUR the lavgest independent
from Michigan Technalogical . marketer in Canadi. Not
Tiniversity in 1962 with a THINKING. satisficd with that suvcess.

B.5c. in geological engineer-
ing, He joined Twin City Gas in
Thunder Bav as a regional engineer,
later ransferring to parent company
Norhern and Central Gas in Narth
Bay. where he advanced o chief
engineer, n 1978, hie moved 1o
Sherwood Park as vice-president anel
general manager of ICG Engineering.

a subisidiny o 1CG Unilivies. and over

six years buili a saff of more than

100 awd a husiness focused an
develuping natuzal gas disiribution
systems by unserviced pans ol

over and ever agiin,
I've alwiys had the
ehergy and vision o do
news Hiings | eness my
carerr hias den
punictuated by
intelectuad and
curiasitg”
years ago. Mr.
Laadin was majority
el ol Direct Lnevgy
harketing, the largest
independent gas
markerer in Canada,
maving L8 hillion cubie

“ ONCE IT BECAME
APPARENT THIS MIXED-
GAS CONCEPT WOULD
WORK AND BRING MORE
VALUE TO PRODUCERS
AND ROYALTY OWNERS,
| REALIZED THIS
PIPELINE WAS GDING TO
BE BUILT WITH OR
WITHOUT ME. THERE
WAS TOO MUCH VALUE
ON THE TABLE FOR

Canada, primarily in Quebec.

a major paradigm shifi,
both cammercially and
technolngically. Once it
hecame apparem this
it i vouncegl weudd
wothk and bring more
value 1o produeers and
rovalty awners. [ realized
this piptline was going (o
Le il with or withaut
me, There was oo much
value on the table for
society lo ighore. it then
became an issue ol
marketing it."

Teet of fas per day.
What pitued his
curiosity, and that ol
associates Glen Perry
atd Tan Mortris, wis

SOCIETY TO IGNORE. IT
THEN BECAME AN ISSUE
OF MARKETING [T

He and his wam
convinced soute 20
companics of thi:
economics and
henefits,

how Canadian praducers

contitl get more value for their gas at
a time ol low welthend prices. oxcess
production and insuflicient export
pipeline capavity.

Large Diameter a No-Go

The firs1 solution - to build a large-
disieter high pressure export fine in
competition with (he major pipeline
IransIission companies — was
ahandened. 1§ would not be able to
penerate 1he gas volumes needed to be
prive competitive. "5o we suid, Lel's
s iF we can move the weflhead to
Chicago by keeping the natural gas
liyuids in the pipeling,” he says. “The
itlew was 10 pack the molecuies closer
1ngether and deliver more BTUs at less
cost (o the marketplace.”

Mixing natural gas and associated
liquits in one export pipeline
chatlenged she conventional wisdom
of siripping liquids a1 the wellhead
anil shipping them in a separate line.
But ihe windmill was worth tilting;
this new 1ype of exporting would give
peaducers — and ultimately the royalty
owiers, the people of Alberda, through

www.apegyga.

getting

them intercsied on a
conditivnal basis. “It was
u kind of dating game,
the sofi-sell approach,”
says Mr. Lagadin.
Coulidentiality agree-
ments demonstrated their
expressinn of interest.
Producers were, after all,
dissatisfied with the prices they

were receiving for their product.
Fremn there, the producers agreed

tu fund a $2.5-million detailed
feasibility study. The study confirmed
tht value of 2 high-pressure, mixed
gas pipeline.

Through a collective appreach. to
supply the 800 million cubix feet uf
daily gas needed to launch the project,
tlie pipeline could go ahead. 50 the
decision was made to build and
operate the pipeline. f

Newspaper Sales
Started it Al

The organizational phase was
cnding. “As i1 got its own life, 1
hacked away.” said Mr. Lagadin,
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T0O SELL THEM

FOR 10 CENTS,
YOU TAKE A BIT
OF A RISK. THOSE
KIND OF THINGS

"

*ICG Litilities and | paried company
in 1984, as | didn't fir the wilivies
culuge any more.” Mr. Lagadin recalls,
“1 wanted to expand and do imeresting
things. I find it boring to do the same
things over and over again.”

Canadion natural gas
markel. As i piuneer
independent marketer,
Rirect Energy became
the lacgest indusirial
watural gas supplier in
eastern Canida and later

Mr. Lagadin Tormeil three
spin-off businesses. including
QuickTrade, Norilv America’™s firs
commodity-siyled cleciroanic exchange
for naaral gas. '

“1awan looking [or a hil vl
diversification inmo a related business,”
says Mr. Lagadin, who movel w
Calgary in 1990, "I conld see that
there weald be e-commerce in this
business and figureil we could cither
he subseribers ar we coudd inven i
Sowe did the Laner”

Success is Like Conducting

A key 1o success in all these risk-
king ventares. he siys, has been
surroending himscll with the right
imx ol expericieed, mosely Yype A
people. and encouvagitgg them o

work towards a connmon goal, e

likens tiis process 1000 conducter

assembling people with differem
tlents, persenalities
backgrouads. and placing
them as a cohesive
orchestra.

Now that he's

withdrawn [rom an

active rale in husiness -
he prelers the word
“independent™ 10 "retired”
- he has more freedom g
ski, goll, visil the family
cottage in southeast B.C.
il spend time
wilh wile Connie
il their lour
children and 10
grandehildren. Bus
e also spends
considerable sime

( monitoring his

" investments. silting

] %
§ on severiti boards of

' directors and pursuing
the further application of
the swo patents he holds

on ile Alliance Pipeline
technalogy. In patticular, he'd

fike W see this high-pressure,

mixerl-gas cancepr used to ship

northern Canadian and 1.5,
¥as o distant southesn
markets.

“Nothing is bapussible il
the value is there. Then it's
a maner ot selling "

he says, “When | Hix
1o get anmething
done, L usually puc
in the energy Lo get
it done.” ™




