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Presentation will focus on

‣ Online Lease Sales Overview

‣ Advantages to the Selling Agency

‣ Case Histories 

‣ Summary



Online Lease Sales Overview



Transforms the Lease Sales Notice into an online presentation

Lease Sales Notice Transformation

From Lease Notice... ...to Website
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The Government Lease Sales section of the website is tailored 
to fit the unique needs of state lease sales.

Government Lease Sales

‣ Publicly accessible
lease sale group data

‣ Interactive map 
shows spatial 
relationships 
between assets and 
areas of interest, 
roads, and satellite 
views of actual 
properties.
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Each tract in the lease sale group receives its own 
customizable tract information page.

Tract Information Pages

‣ Modifications to 
information or 
removals of tracts 
processed quickly.

‣ Notifications to all 
participating buyers.

‣ Current permits and 
drilling rigs will be 
shown by county.

6



Each tract contains the disclaimers mandated by the Agency. 
This information is presented to every buyer.

Stipulations and Disclaimers Displayed
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Online Sale Options and Access 

‣ Agency may use “Auction” or “Sealed Bid” format

‣ Agency determines the sale calendar dates

‣ Oil, gas and other minerals sold online

‣ Tract information is available for viewing 24 hours /  
a day, 7 days a week 

‣ Bidders may view from their computer, phone, I 
pad or any device with internet access
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Advantages to the Selling Agency



Expose assets to more than 18,500 active, sophisticated, 
registered, accredited oil and gas investors.

Increased Participation and Competition

‣ Top 250+ Public E&P 
Companies

‣ Top 250+ Private E&P 
Companies

‣ Private Equity Backed 
E&P’s

‣ Upstream MLP’s
‣ Regional O&G Companies
‣ Royalty Aggregators
‣ Investor Groups
‣ High Net Worth Individuals

Darker color denotes 
higher concentration of 
buyers

Who buys properties and leases on EnergyNet?
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Prescreen bidder to ensure accredited oil and gas 
investor 

Bidder Vetting

‣ Bidder registration online

‣ Requested bid allowance confirmed with finance 
institution

‣ Broker may bid for other companies

‣ Agencies may provide a list of “blocked bidders”
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Online Marketing
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Home Page 
Exposure on the 
Website



Reminder Emails
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Announcements 
in Major 
Publications 
with “links” to 
the website
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Full-Page 
Handouts 
available as 
PDF files for 
easy 
distribution 
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Closing Process

‣ Successful Bidders notified electronically at close of the 
lease sale with closing and funding instructions

‣ Bidder may wire funds to vendor or agency as directed

‣ If vendor collects all funds, Agency sent a customized
final report and wire for total sale amount

‣ Sale reports and lease information may be customized 
for agency to expedite the process electronically

‣ Consequences of bidder not paying includes no lease 
issued, barred from future online sales
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Case Histories



Online Versus Traditional Sales

‣ Agencies have held a comparison of oral versus online sales
• One had 353% premium for neighboring leases sold online versus oral

• One found that the comparable tracts that brought $1 at the oral auction 
brought $30-$50 more at the online auction 

‣ State Agency utilized online sales for Over the Counter (OTC) 
selling over 75% of the lots

‣ First sealed bid sale brought 4 times the expected value

‣ Agencies have bidder participation from additional states

‣ Lease sales have viewers domestic and abroad

‣ Sales are dependent on market conditions, and property 
location

Agency Examples:
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2015 Online Sales Statistics

19

This year featured properties from these and 155 other sellers!2015
Total Actual Sales

$284,650,798

Number of Properties Sold
7,001

Number of Unique Sellers
185

Number of Sale Closing Days
124



State and Federal Government Agencies
Using Online Marketing

Texas GLO

BLMUniversity Lands

Utah

North Dakota

Colorado
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Wyoming



Market Impact on Sales
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2014 vs. 2015

Increase in Total Actual Sales
$933,018

Increase Number of Properties Sold
3,248

$283,717,780 $284,650,7
98
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Summary



Benefits Summary

‣ No charge to the Agency for each sale, a Buyer’s Premium (or 
“Convenience Fee,” “No-travel Fee”) is paid by successful 
bidder based on a percentage of the total bonus paid.

‣ Bidders save time and travel expenses with a more efficient 
online sales process.

‣ Recent survey for the BLM of clients gave overwhelming support
to online marketing since this “saved time, travel, manpower, 
was more efficient, and allowed for online data review”. 

‣ All data is backed up electronically and retained in perpetuity

‣ Website is 508 Compliant
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Online Lease Sales

Exposure • Competition • Value
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