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CHAIRPERSON’S MESSAGE 
 

I am pleased to present the Annual Business Report for the 2008-09 fiscal year 
for Marble Mountain Development Corporation. In the MMDC Articles of 
Incorporation, the mandate of the Board states: 
 

• The Marble Mountain Development Corporation shall have marketing as an 
important priority of its mandate and shall designate a portion of its generated 
revenues  solely to marketing; 

• Promote the area as a four-season resort area; 
• Actively pursue operators, tenants and/or owners to occupy the lands in the 

area for the following purposes: 
1. Ski facilities 
2. Summer activities and attractions 
3. Accommodations and services 
4. Any other activity consistent wit the development of a four season 

establishment 
 

The Corporation’s mandate has been generally summarized to state that it is to 
develop the ski facility into a four-season anchor attraction to serve as a catalyst 
for tourism development both locally and in the province as a whole.  The 
development of tourism related businesses and the interest of private investors in 
year-round activities in the Humber Valley region, indicate that the Corporation is 
fulfilling its mandate and following the strategic direction from the Minister of 
Tourism, Culture and Recreation. 
 

Skier visits to Marble Mountain declined by less than five percent, making the 
2008-09 season the second busiest on record and only the second season with 
visitation over 90,000. The greatest decrease was in international traffic. The 
downturn in the economy and the cessation of flights from Europe did negatively 
affect revenue particularly in snow school, rentals and the cafeteria, all 
departments that rely heavily on tourists. 
 
The Board of Directors, management and staff at Marble Mountain have worked 
collectively to ensure that we continue to be a premier tourism attraction and 
valuable asset for the people of Newfoundland and Labrador.  Consequently I 
wish to thank the management, staff and Board of Directors for their roles in 
implementing the mandate of the Corporation and in the success of the past 
year. 
 
The 2008-09 annual business report for the Marble Mountain Development 
Corporation is submitted in accordance with the Government of Newfoundland 
and Labrador's commitment to accountability and transparency.  My signature is 
indicative of the entire Board's  accountability for the actual results reported in 
this annual report. 

Jamie Schwartz, Chairperson 
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MARBLE MOUNTAIN DEVELOPMENT CORPORATION 
OVERVIEW 

 
Marble Mountain Resort is located near 
Steady Brook, in the Humber Valley in 
Western Newfoundland. The Marble 
Mountain Development Corporation (MMDC) 
was established in 1988 to develop the 
Marble Mountain ski facility into a year-round, 
full-service resort.  Its mandate was to 
develop the resort into a four-season 
attraction that would act as a catalyst for 
tourism development both locally and in the 
province as a whole. Government’s role was 
to construct the initial critical mass 
infrastructure to attract private sector 
investment.  
 
In 1995 the base lodge was constructed and 
the detachable high-speed quad chair lift was 
installed.  In 1999, just prior to the Canada 
Winter Games, Marble Villa, the resort's 
condominium-style hotel was opened.  There 
has been no further development of the base 
area. 
 
MMDC’s management team consists of four 
full-time managers overseeing the year-round 
operation. During the ski season, an Outside 
Operations Manager, Snow School Director and Ski Patrol Manager are hired 
(appendix A).  The management team is currently comprised of three females 
and one male with three additional males joining the team for the ski season.  
Approximately 140 employees are required to operate the ski resort during the 
busiest months of the season and the gender breakdown is 60 per cent male and 
40 per cent female.   The summer operation consists of weddings, meetings and 
conferences with Marble Mountain’s Food and Beverage and Marble Villa staff 
hired for these events.   A typical summer event requires between 10 and 15 
employees with 90 per cent of summer event staff being female and 10 per cent 
being male. All employees of Marble Mountain Development Corporation are 
from the Corner Brook, Bay of Islands, Humber Valley region. 
 
The present Board of Directors consists of eight directors.  They represent the 
Marble Mountain Ski and Ride Club, the City of Corner Brook, the Town of 
Steady Brook, the Government of Newfoundland and Labrador and, where 
feasible, tourism related businesses. The Board's structure has been established 
according to the MMDC by-laws and the Board reports to the Government 
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through the Minister of Tourism.  Mr. Jamie Schwartz was appointed Chair of the 
Board in January 2008. There are currently two vacant board positions.  
 
Skier visits to Marble Mountain had been steadily increasing, reaching 95,270 in 
2007-08. With the downturn in the economy and the cancellation of direct flights 
from Europe, skier visits in 2008-09 totaled 90,728 a decrease of 4.8% over the 
previous season. While skier visits did not increase, 2008-09 was only the 
second ski season in Marble Mountain's history with visitation over 90,000.  The 
Canadian Ski Council and media have reported decreases in skier visitation of 10 
to 20 per cent across the country so the 2008-09 ski season at Marble Mountain 
was relatively positive. The 2008-09 ski season was 104 ski days (from 
December 26 to April 12).  The average season length of the previous five 
seasons was 102 days. Revenue was $2,667,544 before Government funding 
($400,000) and expenses were $2,868,037 before amortization.  
 

Vision 
 

Marble Mountain Development Corporation is to provide a high-quality, safe and 
memorable experience in a world-class all-season resort area.   
 
Customer service and safety are top priorities at Marble Mountain Resort. 
Friendly, caring staff ensure that our guests enjoy their visits. The outside 
operations crew follow a stringent maintenance plan and the lifts and machinery 
are regularly inspected to ensure they are in safe running order. Marble 
Mountain’s risk management specialist from Gougeon Insurance was impressed, 
once again, with the level of attention to detail.  After his visit on March 9, 2009 
he wrote, “Marble Mountain remains committed to a high quality experience for 
their guests with good risk management practices, and an impressive attention to 
detail is evident throughout the operation.”   
 
Mission  
 
By 2011, the Marble Mountain Development Corporation will have improved its 
financial performance.   
 
Improved financial performance will result from increased visitation, increased 
yield per visitor, controlled expenses, maintained visitor satisfaction and 
increased revenues from sources other than alpine services. 
 
The MMDC Board recognizes that most ski resorts do not survive on skiing 
alone. Other revenue streams such as real estate development and additional 
year-round activities could enable Marble Mountain to improve its financial 
performance.  
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Lines of Business  
 
 Alpine Activities and Services  
 Skiing and Snowboarding are still the primary activities at the resort.  
 Chair lift rides are offered in the winter season. Disabled skiing, through 
 the  Canadian Association of Disabled Skiing is offered weekly 
 throughout the ski season. 
   
 Marble Mountain offers equipment rentals and repairs, snow school 
 instruction and child supervision, locker and storage rentals and ski patrol 
 (safety and first aid) services. 
 
 MMDC sells advertising in the form of signage on chair backs and  
 at the top and base of the mountain.  As well, sponsorships for  
 events are available, as are advertising spaces in our resort brochure. 
 
 Retail space is currently leased to George's Mountain Village.  Their 
 business at Marble Mountain, which operates during the ski season only,  
 sells ski accessories such as goggles, gloves, hats and sunglasses.  It 
 also carries souvenirs and some confectionery items.  
 

 Special Events  
 Marble Mountain Resort caters to weddings, meetings and conferences 
 throughout the spring, summer and fall.  During the ski season, events 
 such as the ECMA Kick-off concert and Old Sam Day are held to add to 
 the total guest experience at the resort. 
 
 Accommodations  
 Marble Villa is a 31-room hotel with condominium-style suites, which 
 range  in size from studios to two-bedroom units.  They are characterized 
 as ski-in/ski-out. This means that they are situated at the base of the 
 mountain to allow easy access for skiing and snowboarding guests.  
 Marble Villa is air-conditioned and open year-round and is convenient 
 for guests attending weddings, meetings and conferences at the base 
 lodge. 
 

 Food and Beverage 
 The resort's food and beverage service operates a cafeteria, snack bar 
 and bar during the ski season. These services are available to skiers and
 snowboarders and to the general public. 
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SHARED COMMITMENTS 

 
In the development of its Strategic Plan, the 
Department of Tourism Culture and 
Recreation (DTCR) identified one strategic 
direction that directly relates to Marble 
Mountain Development Corporation and it is 
as follows: 
 
Newfoundland and Labrador becoming a 
multi-season tourism destination.   
 
Marble Mountain is committed to becoming a 
major all-season tourism generator, with an 
emphasis on being a catalyst for further high-
end destination oriented development in the 
area.  Skiing will be the primary activity, 
however, summer and other off-season 
activities will also be given priority.   
 
Marble Mountain Resort is the Province's 
primary winter attraction. MMDC partners 
with the DTCR in a winter marketing 
campaign that has Atlantic Canada and St. 
John's as its primary markets. This marketing campaign consists of print and 
television advertising and, this year, included ambient advertising in a shopping 
mall in Dartmouth, Nova Scotia.  The campaign received positive reviews.  Skier 
visits did decrease in 2008-09 but by less than five per cent, which is positive 
given the economic climate.  Last season, the average decline in skier visits in 
Canadian ski resorts was estimated to be between 10 and 20 per cent. Skier 
visitation is calculated by adding day pass sales to visits from season passes.  
Season pass visitation at Marble Mountain is calculated by multiplying the 
number of season passes by 23.  This is the average visits per season pass and 
this figure was derived by surveying season pass holders. 
 
Marble Mountain, one of its travel packagers and the Western Destination 
Marketing Organization attended the Toronto Ski and Snowboard Show from 
October 16-19, 2008.  Skier visits from Ontario did decline in 2008-09 and the 
recession is being blamed.  A partnership was formed with one of Ontario's 
largest vacation packagers, Ultimate Ski Vacations (USV). The partnership was 
shared with the Western Destination Marketing Organization and M3B, a Humber 
Valley Resort homeowners consortium. We contributed $5,500 in 
accommodations and lift tickets to USV and they provided $11,000 in advertising.  
This partnership was successful in that USV had more inquiries about travel to 
Marble Mountain than other ski resorts and converted many into skier visits.  The 
conversion rate would have been higher had the inquiries been spread 
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throughout the season.  Accommodations were sold-out for popular vacation 
times. 
 
Marble Mountain has been a catalyst for private sector investment in the area 
surrounding the resort. Millions of dollars have been injected into the area to 
upgrade or establish new operations. Humber Valley Resort (HVR) used Marble 
Mountain as a primary component of its marketing and investment attraction 
program.  While HVR is no longer in full operation, the chalets are privately 
owned and some are part of packagers inventory.  Marble Inn and Cabins, a 
locally owned business, which started as a few cabins across the highway from 
Marble Mountain, has expanded to include an inn, restaurant, indoor pool and 
fitness centre.  Their future plans included the construction of condominiums to 
take advantage of the heightened interest in Marble Mountain and the Humber 
Valley region.  KSAB Construction has built condominiums in the area and is 
planning further developments in the future. It is a fair statement to say that this 
development is occurring in large part because of Marble Mountain Resort. 

 
MMDC has formed a partnership with Marble Zip Tours Inc. a company started 
by a young entrepreneur who saw the potential of creating a unique adventure 
tourism product in the Steady Brook gorge, which is located at the base of 
Marble Mountain. A zipline was constructed during the summer and was opened 
for business at the end of August 2008.  This four-season activity is attracting 
people from the province and beyond, helping the province become a multi-
season tourism destination.   
 
The Pontiac World of Skiing approached MMDC to partner with them in the 
production of a television episode of their program about Marble Mountain 
Resort.  Their crew arrived in January and the resulting show was well received.  
It provided welcome exposure to a broad, international audience.  MMDC 
provided television ads from our provincial marketing campaign and they were 
aired starting at the end of November on Pontiac World of Skiing shows and the 
Federation Internationale du Ski World Cup Freestyle and Alpine Skiing shows 
on Rogers Sportnet.  Web ads were in rotation at skitelevision.com and we 
received stock footage and edited video for promotion and web usage. 
 
Marble Mountain has partnerships with local media, hotels, and other businesses 
with a common goal to increase multi-season tourism traffic in Western 
Newfoundland.  These mutually beneficial relationships help create and promote 
the area as an attractive tourism destination. 
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HIGHLIGHTS AND ACCOMPLISHMENTS 

 

Slope Improvements 
 

A blue (novice/intermediate) run was 
constructed on the lower half of the mountain 
to fulfill a need that was identified through 
consultations with skiers.  The run was 
named Jigger in keeping with MMDC's policy 
to consider culturally relevant slope names. 
Feedback was mostly positive.  The upper 
half of the slope will be re-jigged prior to the 
2009-10 season to make it easier for novice 
skiers and snowboarders. 
 

The terrain park was excavated and 
reshaped to make improvements for users 
and to cut down on the amount of man-made 
snow required.  Features were added to 
make the park bigger and better.  One of the 
new rails was created on an old bright yellow 
car, which sat in a prominent spot in the park.  
This rail created lots of interest among terrain 
park users. The feedback on the park was 
very positive.   
 

New Lift 
 

Learning to ski or snowboard at Marble Mountain was made much easier with the 
installation of a surface conveyor lift in the beginner area know as Broadway.  
This type of lift is perfect for anyone trying alpine activities for the first time.  
Industry statistics suggest that very few beginners are converted into avid skiers 
or snowboarders.  Making learning an enjoyable experience makes retention 
more likely and the response from beginners supports that. 
 

Canadian Ski Council Award 
 

Marble Mountain Resort was the recipient of the Canadian Ski Council (CSC) 
Customer Satisfaction and Operational Excellence Award for Atlantic Canada.  
The award is presented to a ski area with the highest level of customer service 
and a strong commitment to increasing growth in skiing and snowboarding in 
Atlantic Canada. The award was presented to Marble Mountain Snow School 
Director, James Ryan, at the CSC State of the Ski and Snowboard Industry 
Conference in Whistler, B.C. 
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Snow School 
 

Once again, Snow School's season-long children's ski programs were fully 
subscribed and our snowboard season-long program experienced growth.  
Interest in these programs augers well for the future of skiing in the area as the 
participants will learn to ski or snowboard properly and will more likely become 
avid adult participants in the sports. 
 

Each ski season, level one instructor courses are conducted at Marble Mountain 
but courses at higher levels are held infrequently because of the scarcity of 
candidates.  In March, our Snow School was successful in attracting enough 
candidates to host a level two Canadian Association of Snowboard Instructors 
course. Three candidates were successful in passing the riding and teaching 
components of the course.  These higher qualified instructors allowed Snow 
School to offer advanced lessons to our guests. 
 

East Coast Music Awards 
 

Marble Mountain was chosen as the Rock Stage for the ECMAs, which were held 
in Corner Brook from February 27 to March 1.  Sonic Entertainment and Marble 
Mountain partnered to hold a kick-off concert featuring Matt Mays and El Torpedo 
on the night before the ECMAs.  An appreciative, sold-out audience enjoyed an 
incredible concert, which set the tone for the ECMA weekend. 
 

Summer Events  
 

MMDC's summer business consists mainly of weddings, meetings and 
conventions.  In 2008-09 the total income from summer events was $222,285 
compared to $130,320 in 2007-08, a 71 percent increase.  Marble Mountain has 
earned its reputation as an attractive venue for weddings, meetings and 
conventions.  The Oil and Gas Symposium was held at Marble Mountain and the 
success of the event has resulted in its being booked here again in September 
2009.  Twenty weddings were held in the base lodge and our food and beverage 
staff received rave reviews.  Marble Villa has benefited from the event business 
with the occupancy rate improving over the previous year. 
 

Skier Visitation 
 

While skier visits decreased in 2008-09, they were over 90,000 for only the 
second time in Marble Mountain's history.  The 4.8% decrease in skier visits 
compares favorably to the rest of the country.  Most Canadian ski resorts 
reported decreases ranging from 10 to 20 percent.  
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Marble Zip Tours Inc. 
 

Marble Zip Tours and MMDC are working together to increase activities outside 
the ski and snowboard season.  This partnership is a perfect example of a 
cooperative effort to expand the tourism season and attractions around Marble 
Mountain.  A young company is benefiting from its location at an established 
tourism venue and Marble Mountain is benefiting from the additional revenue of 
the lease arrangement as well as advertising that Marble Zip Tours Inc. is 
purchasing on our website and in our print material.  Additionally, Marble Villa is 
benefiting from increased traffic in the non-ski season. 
 
Enhanced Web Marketing 
 
Marble Mountain's website continues to be an important marketing tool.  We 
worked with our web designers M5i and their marketing division, Podium Digital 
to optimize our web presence.  Our site visits increased by seven per cent and 
our goal conversions increased by 14 per cent.  We increased online sales by 10 
per cent and our newsletter subscribers increased by 13 per cent from October 1, 
2008 to April 30, 2009.   
 
A highlight of the ski season was our increased involvement in social marketing. 
We launched a Facebook Fan Page.  We promoted events and uploaded our 
photo of the day to the page.  Guests upload photos and comments to share with 
the world. 
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REPORT ON PERFORMANCE 2008-09 
 

Issue One: Base Area Development 
 
Original plans for Marble Mountain Resort 
included the development of the base area.  
Condominiums, townhouses and other 
amenities were identified as integral to the 
development of the base area of the resort.  
This development did not happen.  Multi-
season, high-quality resorts have highly 
developed base areas. A development 
strategy for the base of Marble Mountain 
needs to be created.  
 
Goal One: 
By 2011, the Marble Mountain Development 
Corporation will have created a base area 
development strategy. 
 
2008-09 
 
Objective: By April 2009, the MMDC Board 
will have identified land utilization options. 
 
Measure: Report containing land utilization options 
 
Indicator: Resort's needs are identified and commercial ventures are   
  explored. 
 

Planned for 2008-09 Actual for 2008-09 

Resort's needs are identified and 
commercial ventures explored. 

The resort's needs were discussed but 
not formally identified and commercial 
ventures were not explored. A report 
was not written. 

 

Discussion of Results: 
Since the MMDC was formed in 1988, development strategies and plans have 
been created with the help of industry professionals SE Group (formerly 
Sno.engineering) of the United States.  The design and creation of the base 
lodge, the installation of Atlantic Canada's only high-speed detachable chairlift 
and some slope expansion were completed in the mid 1990s.  The ski industry 
experienced a downturn at that time due in part to a couple of years of 
unseasonably warm weather. El Nino became a common term. Further 
development at Marble Mountain was not initiated.  There was very little 
development for nearly a decade.  
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The MMDC Development Committee met throughout the year to review existing 
development plans as a resource for identifying Marble Mountain's needs in 
terms of land utilization.  Discussion about possible land use and commercial 
ventures consistently lead to a lack of understanding of the power MMDC has in 
making decisions regarding base development on the mountain. Possible needs 
such as coffee shops, table-service restaurants, increased accommodations, 
boutiques, four-season recreational activities were discussed. The question 
arose as to how the Corporation could explore potential partnerships and 
commercial arrangements that could benefit the resort’s operation. It is critical 
that the MMDC knows its latitude to negotiate for commercial or residential real 
estate development. A key piece of information required by any interested party 
to develop their business case is an understanding of the potential cost of the 
land. For example, can a developer enter into a long term lease or would they 
have to purchase the land?  Who has authority to set pricing and negotiate for 
the land?  Where would revenues flow from any sale or lease agreement?  
Would restrictive covenants be placed on the lease or sale of these properties to 
a third party? Without a clear understanding of the parameters within which the 
Board must operate regarding development, progress could not be made. The 
MMDC Development Committee is preparing a letter to be sent to the Minister of 
Tourism, Culture and Recreation asking for guidance. When a response is 
received, the MMDC will work to identify the resort's needs and explore 
commercial ventures.  
 
2009-10 
 
Objective: By April 2010, the MMDC Board will have identified land   
  management options and completed a needs assessment of  
  the region including infrastructure capacity. 
 
Measure: Report identifying land management options and the region's needs 
  in terms of real estate and tourism-related development.  
 
Indicators:  

• Resort's needs identified 
• Commercial ventures explored 
• Land management options identified 
• Needs assessment conducted 
• Existing infrastructure reviewed  
• Report written which includes land utilization and management options 

and identification of the needs of the region. 
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Issue Two: Terrain Development 
 
MMDC has access to extensive terrain for further growth but few resources have 
not been committed to this in recent years.  User feedback has indicated that the 
transition from beginner to intermediate slopes is difficult due to the lack of 
novice terrain.  Other suggestions have included expansion of alternative off-
piste terrain including glades, chutes and parks.  Short-term terrain development 
options were examined according to the MMDC transitional business plan but a 
more detailed terrain development strategy is needed to ensure that the resort 
continues to develop and offer a high-quality ski and snowboard product, in 
keeping with the Department of Tourism, Culture and Recreation's strategic 
directions. 
 
Goal Two: 
By 2011 the Marble Mountain Development Corporation will have created a long-
term terrain development strategy. 
 

2008-09 
 
Objective: By April 2009, the MMDC Board will have identified critical terrain  
  needs. 
  
Measure:   Critical terrain needs identified 
 
Indicator:   
Market trends are explored and stakeholder consultations are held. 
 

Planned for 2008-09 Actual for 2008-09 

Market trends are explored and 
stakeholder consultations are held. 

MMDC personnel attended 
conferences and workshops where 
trends in the industry were discussed.  
Stakeholders were consulted through 
surveys and social marketing avenues 
and meetings with the Marble Mountain 
Ski and Ride Club (MMSRC) a group 
representing season passholders. A 
suggestion box is available to guests 
and emails are read and responded to 
within 24 hours.   

 

Discussion of Results 
The world has changed significantly with the development of the Internet.  
Avenues are readily available for stakeholders to provide opinions. Marble 
Mountain Resort stays in touch with its stakeholders through its Facebook Fan 
Page and email.  A “Let's Improve the Marble Mountain Terrain Park” group was 
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formed on Facebook.  This was initiated by stakeholders and ideas were 
generated through this medium.   
 
All Marble Mountain season pass holders are members of the Marble Mountain 
Ski and Ride Club (MMSRC).  A representative of the MMSRC sits on the MMDC 
Board of Directors.  He provides feedback and ideas from club members to the 
Board and Management on a regular basis.  Marble Mountain Alpine Race Team 
Inc. (MMARTI) is part of the MMSRC and runs the alpine race program on the 
mountain.  Their concerns are also brought to the Board through the MMSRC 
representative. These groups and MMDC work cooperatively to ensure that the 
ski and snowboard product meets the needs of recreational and competitive 
alpine sports enthusiasts.  Discussions regarding improving racing facilities at the 
resort are ongoing. 
 
The Atlantic Ski Areas Association (ASAA) is an active group of industry people 
in Atlantic Canada who meet twice a year to discuss trends and share ideas. The 
meetings are attended by most resorts in the region and the exchange of ideas is 
valuable to participating resorts.  A Parkscapers certification course was 
coordinated by the ASAA and Gougeon Insurance.  This course includes 
information on terrain park construction, maintenance and safety.   
 
Marble Mountain is a member of the Canada West Ski Areas Association 
(CWSAA) .  This group's mission is to to develop, coordinate and vigorously 
promote superior programs that educate and enhance the well being of the ski 
industry and it individual members. They foster the highest standards in 
operating procedures, education and skiing and snowboarding safety.  They 
strive to provide the best possible skiing and boarding experience in the world.  
The CWSAA has as its members resorts of all sizes including Whistler 
Blackcomb, the largest resort in the country.  The annual convention provides the 
latest information on the ski industry in this country.  Marble Mountain attends 
this convention each spring. 
 
For those who are not computer savvy and would like to have input in any aspect 
of Marble Mountain's operations, a suggestion box is positioned in a prominent 
location in the base lodge.  This is checked regularly for guest feedback.  This 
basic, anonymous way to communicate is utilized regularly. 
 
Marble Mountain participates in the Canadian Ski Council National Demographic 
Survey.  The survey provides a space for comments and we review the surveys 
before sending them to the council's analyst. 
 
Two areas of concern regarding terrain continued to be raised.  One was the lack 
of novice terrain on the mountain and the other was the need for improvement in 
the terrain park.  The MMDC Board realized that some changes were necessary 
before a long-term strategy was developed.   
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Two projects were undertaken prior to the 2008-09 season. 
 

1.  A novice slope was constructed on the lower section of the mountain.  
This slope was designed to create an easier transition from beginner to 
intermediate.  The slope received mostly positive reviews and 
improvements will be made before the next season, based on user 
feedback.  During construction of the slope, named Jigger, improvements 
were made to the bottom of Country Road, a beginner trail from the top of 
the mountain. 

 

2. The existing terrain park was excavated to create better features and to 
decrease the snowmaking demands of the area.  Jump landings were 
created through excavation, and rocks were removed to allow the park to 
open earlier in the season.  New features were constructed and installed, 
including a Newfoundland dory, a rail on top of an old car and a wall.  The 
park received rave reviews.  The success was demonstrated by the lack of 
traffic on the “Let's Improve Marble's Mountain's Terrain Park” Facebook 
page.  As well, park users were encouraged to provide feedback to our 
groomer operators and to work with our staff to maintain the jumps and 
features. 

 
A third area of concern pertained to the lift system on Broadway, our beginner 
slope. Beginners were having difficulty using the T-bar to access our learning 
terrain. Beginner retention is imperative for growth so immediate action was 
taken to enhance the learning experience. A Magic Carpet, surface conveyor, 
was installed.  It is easy to use for both skiers and snowboarders and was very 
popular with our guests.  As their skills improved they were able to move on to 
the T-bar and eventually the chairlifts. 
 
The need for a progression terrain park was identified.  This would better prepare 
skiers and snowboarders to use the main park.  A progression area is in the 
plans for 2009-10. 
 
2009-10 
 
Objective: By April 2010, the MMDC Board will have created terrain as  
  identified in objective 1. 
 
Measure: Terrain further developed. 
 
Indicators: 

• Progression terrain park area created 
 

The major critical terrain needs were taken care of ahead of planning because of 
the availability of capital funding.   
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Issue Three:  Viability of Marble Mountain becoming a four-season resort. 
 
MMDC's mandate includes making Marble Mountain a four-season resort which 
would in turn, help Newfoundland and Labrador become a multi-season tourism 
destination.  Initiatives have been introduced in the past with poor results.  These 
initiatives included summer chairlift rides, hiking trails, children's activities and a 
driving range.  MMDC's financial position became weaker as a result of  the 
increased activity. 
 

The summer, spring and fall operations at Marble Mountain currently consist of 
events such as weddings, meetings and conventions.  While these events are 
profitable, the facilities at the resort will need upgrading to further expand event 
business.  Meeting space is awkwardly configured due to the post and beam 
construction of the lodge and during the ski season, meeting space is very 
limited. The kitchen facilities are not designed for large group catering. 
 

The 2007-08 interim business plan included a goal to identify options to enhance 
the utilization of the resort.  The consideration of new activities and facilities 
highlighted the need to determine whether it is viable for Marble Mountain to 
become a four-season resort in the traditional sense. MMDC will evaluate the 
viability of becoming a four-season resort to ensure that expanding operations 
will result in profitability.  
 
Goal Three: 
By 2011, MMDC will have evaluated the viability of Marble Mountain Resort 
becoming a four-season operation. 
 
2008-09 
 

Objective: 
By April 2009, the MMDC Board will have examined market trends. 
 
Measure: 
A report on market trends. 
 

Indicator:  
Market trend assessment based on industry scan. 
 

Planned for 2008-09 Actual for 2008-09 

Market trend assessment based on 
industry scan. 

The market trend assessment has been 
delayed because of the downturn in the 
economy and unexpected cancellation 
of flights from Europe. 
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Discussion of Results 
Skier visits were increasing.  Marble Mountain had been experiencing growth in 
international visitation, particularly from the United Kingdom and Ireland.  The 
cessation of direct flights from Gatwick to Deer Lake resulted in a very different 
ski season in 2008-09.  The 2008-09 season was a difficult one for the ski 
industry worldwide.  The downturn in the economy resulted in decreases, 
estimated to be between 10 and 20 percent, in skier visitation across Canada. 
While Marble Mountain's decrease in total skier visitation was under five per cent, 
visitation from Europe was down 74 per cent.  Snow school, the rental shop and 
the cafeteria were significantly affected as these departments depend heavily on 
destination skiers and snowboarders.  Resorts across the country depend on 
tourists from around the world to make their operations viable.   
 
Due to the downturn in the economy, 2008-09 was not representative of market 
trends in the industry and, thus, an examination of market trends would not have 
yielded reliable results as a basis for moving forward.  
 
2009-10 
 
Objective: By April 2010, the MMDC Board will have conducted a needs  
  assessment of the region. 
 
Measure: A report on the needs of the region regarding four-season resort  
  activity. 
 
Indicators: 

• Industry scan conducted 
• Market trends examined 
• Needs assessment conducted  
• Report written  
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OPPORTUNITIES AND CHALLENGES 
 

MMDC was established in 1988 to create 
sufficient resort infrastructure to make the 
facility attractive to private investors.   While 
the first master plan indicated the necessary 
improvements required to create a 
destination resort, the 1994 master plan took 
development activity to a much higher level.  
Along with further recommendations to 
improve the ski facilities, the plan addressed 
the need for further developments to make 
the resort a full-service, all-season complex.  
This master plan document suggested that 
most of these facilities should be established 
by the private sector.  While the original 
vision of golf courses and four-season activity 
on the Marble Mountain site has not been 
realized, complementary businesses, such as 
Humber Valley Resort, Marblewood Village, 
George's Mountain Village and Marble Inn 
and Cabins have been developed, in large 
part, because of Marble Mountain.  Most 
recently, Marble Zip Tours Inc. has 
established a zipline operation at the base of 
the mountain. This privately owned business 
offers four-season activity at Marble Mountain 
Resort. 
 

The development of the base area of the mountain is both an opportunity and 
challenge.   It must work with services already provided by local entrepreneurs 
and create additional opportunities for private investment.  Land available for 
development in the area has become scarce. A base area land use development 
plan is a goal of MMDC for 2011. 
 
Marble Mountain's season pass rates continue to be an affordable option for 
winter sports enthusiasts. The downturn in the economy has created cautious 
consumers so an affordable activity that provides memorable experiences could 
be an attractive choice.  The challenge is to not devalue the product while 
informing people that skiing and snowboarding at Marble Mountain is a great 
deal.  Industry analysts predict that in this time of economic uncertainties, 
consumers will stop buying “stuff” but will continue to pay for experiences. 
 
The resort's summer operation has shown significant revenue growth in 2008-09.  
The summer operation consists of events from May until the ski season begins. 
Weddings, meetings and conferences make up the bulk of the summer activity.  
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Over 400 guests can be accommodated at a sit down event and the standing 
capacity for concerts is over 900.  Hosting events in the ski season is a challenge 
due to lack of meeting space.  The Food and Beverage Manager is very creative 
in turning the Children's Activity Centre into a fine dining restaurant when 
required but renovations to existing space would make the lodge more attractive 
to groups who want to combine meetings with skiing.  
 
Affordable direct air access continues to be a challenge.  The Ontario market is 
compromised by costly and infrequent direct flights that arrive inconveniently late 
at night and depart very early in the morning. The lack of flights from Europe has 
had a significant negative impact.  The challenges people have in getting here 
create challenges for Marble Mountain. 
Marble Mountain Development Corporation has successfully created a 
destination resort that is the cornerstone for the Newfoundland and Labrador 
winter tourism product and a catalyst for tourism development in the region.  The 
growth in tourism related businesses in the area can be attributed, in large part, 
to Marble Mountain's existence.  MMDC recognizes that the ski resort has to 
continue to grow to meet the demands of discerning guests who insist on high 
quality service, good snow conditions and new developments.   
 
In 2008-09 the Marble Mountain Development Corporation Board, Management 
and Staff successfully provided a high level of customer service and a superior 
ski product to its guests. 
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APPENDIX A - MMDC MANAGEMENT STRUCTURE 
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APPENDIX B - SKIER VISITATION STATISTICS 
 
 
Season Passes 
 

2007-08 2008-09 Change % Change 

2702 2855 +153 +5.7% 

2702X23= 62146* 2855X23=65665 +3519 +5.7% 

 

        * The number of skier visits per season pass is estimated to be 23.  This figure was derived 
from a season pass holder survey. 

 
 

Daily Lift Ticket 
 

2007-08 2008-09 Change % Change 

33,124 25,063 -8,061 -24.3% 

  
 
 

Daily Lift Ticket Sales by Region 
 

Region 2007-08 2008-09 Change % Change 

Local 13,018 11,407 -1611 -12.4% 

NL 9,473 9,145 -328 -3.5% 

Atlantic Can. 2,922 2,275 -647 -22.1% 

Canada 708 493 -215 -30.4% 

USA 60 52 -8 -13.3% 

International 6,370 1,678 -4692 -73.7% 

Unknown/Comp 573 13 -560 -97.7% 
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Total Skier Visits 
 

2007-08 2008-09 Change % Change 

95,270 90,728 -4,542 -4.80% 

  

 
Marble Mountain Resort participated in the Canadian Ski Council Demographic 
Survey.  The results of the survey show the gender breakdown of visitors to 
Marble Mountain Resort as follows: 
 
Female  55 per cent 
Male   45 per cent 
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Marble Mountain Resort        

Summary of Skier Visits        

1995 - 2009        

            

Season 
 

Local 
Within the 
Province 

Out of 
Province 

Total Visits 
 

1995-96       44,000 

1996-97 46,881 10,404 2,447 59,732 

1997-98 39,015 11,041 4,478 54,534 

1998-99 36,507 7,211 6,031 49,749 

1999-00 43,815 6,296 2,489 52,600 

2000-01 48,891 9,200 4,483 62,574 

2001-02 48,845 7,962 5,701 62,508 

2002-03 54,596 9,039 6,532 70,167 

2003-04 60,251 8,932 6,066 75,249 

2004-05          62,306            10,500              8,518  81,324 

2005-06           65,048              7,426              8,260  80,734 

2006-07         *63,219          *11,187            *9,652 *84,058 

2007-08          62,169            18,719            14,382  95,270 

2008-09 64,974 18,506 7,248 90,728 
 
 
* These numbers include Tubing Passes.  The total ski/snowboard visits is actually 79,649 for 
  2006-07. 
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APPENDIX C – FINANCIAL OVERVIEW 
 
 
 

 
 

Finanial Overview (Before Government Funding)
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