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Perseverance and vision allow for the development of technology.

H

enri Tessier is an instrumentation and mea-

A CLEAR VISION

surement expert. He has been working in the
field in the oil and gas sector for over thirty

years. In 2003, Henri’s previous company hired Calscan
Services Ltd. to design a flow computer that would operate with Henri’s instrumentation to be used on coal
bed methane wells. In 2007, Henri sold his company and
together with three of the five Calscan Services Ltd.

Henri’s original vision for the company was to provide
instrumentation that would eliminate the use of pneumatic controls in separators at wellheads. Henri envisioned an “all-electric” solution.
Separators are used to separate gas, oil and water
in roughly half of Alberta’s natural gas wells. Ninetynine per cent of separators use pneumatic controls to

shareholders, formed Calscan Energy Ltd. (Calscan).

run devices such as liquid level controllers and control
valves, inlet and outlet chokes, chemical pumps and

The two companies make a good fit with each other.

other instruments. Since as early as the 1940s these

Calscan Services Ltd. has been designing and manu-

controls have been fueled by methane gas produced

facturing downhole

from the well. These devices vent methane into the at-

and surface recorders

mosphere adding to greenhouse gas (GHG) emissions. It

that monitor pressure

is not uncommon for separators to vent fifty to seventy

and temperature since
1995. Calscan Energy Ltd.
(Calscan) has expertise

cubic meters of methane a day.
The use of pneumatics controls also generates operational issues in certain circumstances. In sour and wet

in instrumentation and

gas wells, pneumatic controls can cause foaming, which

control systems used in
surface operations (such
as separators) at well-

corrodes devices and gums up the instrumentation
causing maintenance issues.

sites.
Henri Tessier

Calscan is Henri’s third
company. His first provid-

A clear vision kept the
company focused through the long

ed measurement services in the field. In designing and

journey of commercialization

developing the low flow computer Henri found his pas-

a disruptive technology.

sion, developing and commercializing new technologies.
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Often sour gas is too sour to vent into the atmo-

In these situations, it replaces propane as the source of

sphere, and in low pressure wells there is insufficient

fuel. It is easy to install in new separators and to retrofit

pressure to power the instrumentation. In these cases

in existing ones.

operators use propane as the fuel source, tripling

Alberta was the obvious market, given the aver-

their costs. Alternatively, using fuel gas as the source

age days of sunlight the province has. Regardless, the

of power represents a loss of potential revenue to the

system is designed and engineered to withstand the

operator; they are using processed gas as fuel and not

harsh Canadian weather, it provides 10 days of reserve

selling it.

energy operating at minus 40 degrees Celsius, assuming

Henri developed a solar panel electric control system
to replace the pneumatic controls and began beta tests
for a project with Canadian Natural Resources (CNRL)
in 2009. The system uses a combination of solar panels
and battery packs to power the devices. The number of
panels or batteries used is a function of the site conditions. The product, called the Bear Solar Electric Control
System (Bear System) was ready for market in 2010.

the solar panel is exposed to an average of one hour of
sunlight a day.
MARKET ACCEPTANCE
Henri was convinced that the environmental advantages of the Bear System would drive sales. He used
his strong network in the oil and gas service sector to
pitch the Bear System. To his surprise the operational
features outweighed the environmental concerns in
decision-making processes. They sold 300 units in the
first five years. The customer list was impressive and
included companies such as CNRL, ConocoPhillips, and
TAQA North. Those units are still in use today requiring
virtually no maintenance.

Operational advantages proved
to be the sales driver over
environmental advantages.
INDUSTRY DOWNTURN FORCES COMPANY TO
The Bear Solar Electric Control System (Bear System)

REVISIT ITS STRATEGY
In 2015, the oil and gas industry collapsed and sales

STRONG TECHNOLOGICAL ADVANTAGES
The system worked; it eliminates all pneumatic instrumentation, except the catalytic converter to heat the

of the Bear System dried up. In the last two years Henri
has sold fewer than ten systems. The industry downsized and as a result Henri lost his sales network. Few

building, and as a result it eliminates virtually all methane emissions. It also solves operational issues found
in wet or sour gas wells and works in low pressure wells.

companies knew of either Calscan or its technology.
Customers let Henri know in no uncertain terms that
in a depressed economy, unless there are regulations
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or taxes in place, there is little incentive for them to

Ottawa, the Alberta Energy Regulator, Alberta Environ-

change their current practices. Installing pneumatic

ment, Pembina Institute and the Environmental Defense

systems is easy and the mechanics are understood.

Fund in the US. Efforts with these groups are helping to

Switching to an electric system was perceived as higher

spread the word, building industry credibility, and help-

risk and would take some effort. He discovered that in

ing Henri to develop his network.

this environment even the economic drivers no longer
prevailed as a selling feature.

Henri rebuilt his network.
Henri had been working with CETAC-WEST (CETAC)
since introducing the Bear System in 2010. He worked
with CETAC again to develop Calscan’s strategy. The
marketing efforts to date were not designed to get new
customers, but rather focused on servicing existing
ones. One of their major customers, TAQA North, has
pulled out of drilling all together.
In 2014, Henri opened an office in Calgary and hired
a sales assistant to make introductory calls and to set
up meetings. Henri follows-up with technical presentations. This approach is opening doors.
Previously, the sales approach was best described as
a bottom-up strategy starting with Henri’s contacts in
the field. The new strategy is top-down. Henri is build-

Hawk 9000, low flow vent gas measurement

INCREASED AWARENESS AND TOUGHER REGULATIONS
CREATE OPPORTUNITIES FOR CALSCAN

ing his network and is cognizant of developing contacts
in both the environmental and operational sides of the
business. Henri spends half of his time in Calgary where
the market is, and the other half in Edmonton at the

Preventing environmental issues caused by using
methane powered pneumatic controls has always been
Henri’s technical motivation. As a greenhouse gas,
methane emissions are 25 times worse than CO2.

company’s head office.

Current federal and provincial government initiatives

Henri has become actively involved with the Petro-

are now forcing companies to look at and adopt new

leum Technology Alliance of Canada (PTAC). He has
gone one step further and co-established the Methane
Emission Leadership Alliance (MELA). MELA has grown in
membership to over 14 companies. As a group they are

technologies. After ten years in business, Calscan is in
a position to capitalize on the opportunities these new
initiatives may bring.
Alberta has committed to reducing methane emis-

gaining recognition and are advocating around methane emission issues. MELA has worked with groups in

sions by 45% by 2025 under the Alberta Climate Leader••• 5 •••

ship Plan. Both the Alberta and the Federal Governments
have introduced a carbon tax.

Henri and his partners have continually invested in
research and development, primarily to improve the
Bear System. Their intent has been and is to make it

With the Alberta protocol on pneumatic devices,
companies can receive carbon credits over the next five
years by replacing all their pneumatic devices. A well

user friendly and remove any perceived barriers. Technological advancements include:
• The system can be tied into to SCADA information

emitting 500 tonnes per year could expect to receive
$15K per year over five years. This would pay opera-

systems (Supervisory Control and Data Acquisition).

tors back in two years on their investment in the Bear

Onboard electronics allow operators to gather infor-

System.

mation remotely and make adjustments without 		
going to the site.

CONTINUED RESEARCH AND DEVELOPMENT
The low flow computer originally designed for Henri’s
previous company is still manufactured by Calscan
Services Ltd., the Hawk 9000. It is a low flow meter that
measures any type of vent gas with a high degree of
accuracy, compensating for pressure and temperature.
A binary report (un-editable) is created showing the gas
flow trends and the total flow measured.

• Drones fly over the wellsite to take pictures and are
equipped with sensors to monitor for leaks such as
methane.
• Calscan has patented a smart Emergency Shutdown
Device (ESD) that will automatically shut down a well.
The smart ESD ties into SCADA systems. It will be 		
available next year. The applications are broader than
the just Bear System.

Though the Hawk 9000 has many applications, when

• Calscan has received a grant to experiment with

paired with the Bear System, it enables users to mea-

methanol fuel cell technologies. Incorporating fuel

sure fugitive methane leaks before and after imple-

cells will make the Bear System feasible in far north-

menting the Bear System. As reports cannot be edited,

ern regions where there is little sunshine and it must

companies can do the testing themselves and submit
the results to the government as part of managing their

operate in severe cold conditions during the winter.

carbon emissions.

A sustained investment in research
and development has positioned
Calscan to capitalize
on increased regulations.
CALSCAN SOLUTIONS
Today both Calscan Services Ltd. and Calscan Energy
Ltd. operate under the umbrella of Calscan Solutions.
It is a seamless presentation for the customer. Sales
from Calscan Services have remained steady and have

Hawk 9000, low flow vent gas measurement

helped to fund R&D. While sales for Calscan Energy are
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more variable, with higher risk comes the potential for
higher returns.

Henri hopes that the main issue facing the company
will be capacity. In their current location they are able

Together the two companies generate sales of $13 million. Currently Calscan Services generates three times
the revenue of Calscan Energy. Henri expects it to be the
other way around in a few years. Combined they have a
staff of 26.
Henri is using different business models for his products. He is selling the Bear System to operators through
head offices. He is selling the Hawk 9000 series, but he
will also rent to service providers providing measure-

to manufacture and sell 150 Bear System packages per
year. Their goal is to sell 1,000 packages per year, but
with over 80,000 wellsites that have separators using
pneumatic controls it is a drop in the bucket. That is 20K
retrofits over five years. Even to attain the objective of
1,000 units per year requires a significant investment.
Henri figures he will require $8 to $10 million in capital
investment to get a new facility to manufacture 1,000
units efficiently.
From experience, Henri is under no illusion that things

ment services to industry.

can change. A change in legislation may result in a
change in market demand. His technology is still disruptive in an industry hardwired to work with pneumatics.
It will take time and there is an increasing awareness of
issues around emissions and greenhouse gases.

The Bear and Hawk working together

THE FUTURE
There are high risks associated with new technology.
You are making a significant investment without the certainty that demand will be there. This is especially true
in an industry that is at times resistant to change, such

The Calscan team

as oil and gas. These investments can take years before
the product is even marketable.
••• 7 •••

The generous and
timely support by the
National Research Council –
Industrial Research
Assistance Program
has been a significant contribution
to the company’s growth.
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