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CHAIRPERSON’S MESSAGE

I am pleased to present the Annual Business Report for the 2007-08 fiscal year 

for Marble Mountain Development Corporation (MMDC). The Corporation’s 

mandate has been generally summarized to state that the Corporation 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.  Year-round 

tourism related businesses, including Marble Inn and Cabins and Marblewood 

Village Resort, have developed because of Marble Mountain's existence and 

contribute to the Province becoming a multi-season tourism destination. 

Becoming a multi-season tourism destination is the strategic direction from the 

Minister of Tourism, Culture and Recreation that relates directly to MMDC. 

Customer service is our priority.  This ensures that our guests have a memorable 

experience at Marble Mountain Resort and keep coming back.  During the 2007-

08 season, skier visits to Marble Mountain reached a record 95,270, an 

impressive 20% increase over the previous season.  

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 2007-08 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.  The MMDC 

Board is accountable for the preparation of this report and the actual results 

reported herein.

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.  As stated in the MMDC 
Articles  of  Incorporation,  the 
mandate  of  the  Board  is  as 
follows:

• 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:
• Ski facilities
• Summer activities and attractions
• Accommodations and services
• Any other  activity  consistent  with the development  of  a four-season 

establishment

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 100 
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.  
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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 
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 have been steadily increasing, reaching 95,270 in 
2007-08.  Revenue was $2,780,000 before Government funding ($400,000) while 
expenses were $2,910,000  The financial performance resulted in a $340,000 
improvement over last year's  net.  The 2007-08 ski season was 120 ski days 
(from December 22 to April 20), the longest season on record.

Vision

Marble Mountain Development Corporation is to provide a high- quality, safe and  
memorable experience in a world class all-season resort area.  

Safety is top priority at  Marble Mountain Resort.  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. A risk management specialist 
from Gougeon Insurance visited the mountain on March 1, 2007 and reported 
that “Marble Mountain is a well run ski area. The mountain operation's staff works 
well  as  a  team and many have  had a  long  association  with  the  resort.  The 
facilities staff is also part of the professional team and contributes significantly to 
the Marble  experience.  The benefits  of  such relationships are obvious in  this 
operation.”

Mission 

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. 

The MMDC Board has the following as its mission statement:

By 2011, the Marble Mountain Development Corporation will have improved its  
financial performance.  

Measure:
Improved financial performance
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Indicators:

• Increased visitation
• Increased yield per visitor
• Controlled expenses
• Maintained visitor satisfaction
• Increased revenues from sources (other than alpine services)

Lines of Business 

Alpine Activities and Services 
Skiing and Snowboarding are still  the primary activities  at  the resort.   
While  Snow  Tubing  was  introduced  in  the  2005-06  season,  it  was  
discontinued in 2007-08 because it did not meet the financial objectives. 
Chair lift rides  are offered in the winter season. Disabled skiing, through 
the Canadian  Association  of  Disabled  Skiing  is  offered  weekly  
throughout the 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, concerts 
such as Marble Jam and Bacardi Gras 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.
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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.  Marble Mountain, its travel packagers and 
the Western Destination Marketing Organization attended the Toronto Ski and 
Snowboard  Show  from  October  11-14,  2007.  Visitation  from  locations  in 
Newfoundland and Labrador more than two hours from the mountain, increased 
by seven per cent in 2007-08 while visitation from Atlantic Canada decreased by 
six per cent. Skier visits from mainland Canada, other than the Atlantic region, 
increased by 36 per cent.

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  uses  Marble 
Mountain  as  a  primary  component  of  its  marketing  and  investment  attraction 
program.  Marble  Inn  and  Cabins,  a  locally  owned  business  has  recently 
expanded  to  include  a  restaurant,  indoor  pool  and  fitness  centre  to  take 
advantage of the heightened interest in Marble Mountain and the Humber Valley 
region.  FK Development of Ireland has plans for a hotel/condominium project for 
a parcel of land just across the highway from Marble Mountain Resort.  KSAB 
Construction has built condominiums in the area.
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HIGHLIGHTS AND ACCOMPLISHMENTS

Longest Season on Record

Each  ski  season,  Marble 
Mountain's official opening date 
is December 26 but if conditions 
allow,  the  resort  opens  earlier. 
The  2007-08  season  opened 
early,  December  22,  with 
excellent  ski  conditions  on  the 
mountain.  We  were  able  to 
create  a substantial  man-made 
base due to the performance of 
our  upgraded  snowmaking 

system  and  cold  temperatures  in  December.  As  well,  natural  snow  was 
abundant. We were able to open runs from the top of the mountain during the 
Christmas vacation period which resulted in increased skier visitation and a sold-
out New Year's Eve Party.  Early and consistent Christmas openings with quality 
conditions,  instill  confidence  in  destination  skiers  and  snowboarders.  Marble 
Mountain's quality ski product is integral to the Department of Tourism, Culture 
and Recreation's strategic direction for the Province to become a multi-season 
tourism destination.  The season ended with perfect spring conditions on April 
20, our anticipated closing date. The 2007-08 season is the longest season on 
record (120 days) which augers well for season pass sales in 2008-09.

Increase in Skier Visits

Our 2007-08 skier  visits  increased by 20 per  cent  over the previous season, 
reaching 95,270. Skier visits are calculated by adding the total number of day-
passes to the total number of season passes which are multiplied by 23 (the 
average number of visits per season pass). Season pass sales increased by 27 
per cent  and day pass sales  increased by seven per  cent  over the previous 
season. 

Ninety-four  percent  of  season  passes  were  purchased  by  residents  of 
Newfoundland  and  Labrador.  Five  per  cent  were  bought  by  skiers  and 
snowboarders  from  the  UK  and  Ireland.  Residents  of  Newfoundland  and 
Labrador also make up the highest percentage of purchasers of day passes – 68 
per cent.  Guests from Europe bought 19 per cent of day lift passes, up from 17 
per cent. More visitors from the UK and Ireland are purchasing season passes 
because of their great value.  If you plan to ski seven or more times,  purchasing 
a season pass is more economical.  Season passes are also convenient in that 
season pass holders do not have to line-up to purchase day passes each time 
they visit Marble Mountain.  Many of the visitors from these locations travel on 
the Humber Valley charter from Gatwick to Deer Lake and stay for at least one 
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week,  so  purchasing  a  season  pass  on-line  at  www.skimarble.com offers 
convenience and better value.   

Enhanced Web Marketing

Marble Mountain's website is well-designed and informative and is an important 
marketing tool.  This season we enhanced our online marketing. The purpose of 
the  project  was to  increase  visits  through search  engines,  that  is  visits  from 
people who may not know about Marble Mountain.  The site experienced a 5.35 
per cent increase in traffic from search engines. Another goal was to increase 
new and unique  visits  and these increased by 11  per  cent  and  14 per  cent 
respectively.  

The website exposes both Marble Mountain and the Province to tourists around 
the world.  In addition to promoting the resort itself, the site features information 
on other tourism attractions and related services in the region. As part of Marble 
Mountain's  work  plan,  this  activity  supports  the  DTCR's  strategic  direction  of 
marketing Newfoundland and Labrador as a multi-season tourism destination.

Irish Invasion

A group of HVR chalet owners organized a charter direct from Ireland, in March 
2008.  This flight sold out very quickly and the approximately 230 passengers 
rented gear, bought passes, purchased food and kept our Snow School busy. 
The arrival of this charter was a highlight of the season.  The business derived 
from it was very positive for Marble Mountain and highlighted the potential of the 
European market's impact.
 
Marble  Mountain  is  developing  the  reputation  for  being  a  unique  resort 
destination partly  because of  the hospitality  that  Newfoundland & Labrador  is 
famous for.  The resort’s staff has, as its primary goal, superior customer service. 
This results in return visits.  Marble Mountain participates in the Canadian Ski 
Council's  demographic  survey,  in  part,  to  acquire  information  to  allow  us  to 
respond to our guests needs.  

Terrain Park Improvements

Again this season, our Terrain Park was bigger and better yet there is still room 
for improvement.  Throughout the season our staff met with users of the park to 
get their input as to how to improve it even further.  The park is utilized by mostly 
young skiers and snowboarders who like to ride rails, jump and spin.  They are 
always looking for something new.  A sophisticated, well-designed Terrain Park 
could be used to market the mountain.
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Snow School Registration

2007-08 was a banner year for Snow School with all the season-long children's 
ski  programs  fully  subscribed.  Our  Snowboard  Riders'  Program  experienced 
growth as well. Our guests, particularly those from the UK, were impressed with 
the skill level of our instructors.  Many commented on the progress they were 
able  to  make  under  the  tutelage  of  Marble  Mountain's  instructors.  Marble 
Mountain's  programs for  young  children  are  very  well  organized  and provide 
opportunities for participation in healthy activities.

Free Skiing and Snowboarding for Super Seniors

Skiers and snowboarders 80 years of age and older can enjoy Marble Mountain's 
ski slopes for free.  Season passes and day lift tickets were already discounted 
for those 65 and over.  An increasing number of healthy seniors are enjoying the 
slopes  and  the  decision  was  made  to  offer  free  access  to  skiers  and 
snowboarders 80 and over.  The response was very positive.

Events
 
Marble Mountain partnered with Steele Communications to produce Marble Jam 
in Aid of Daffodil Place, a concert with all gate proceeds going to the Daffodil 
Place fundraising efforts.   It  was a sell-out,  the crowd enjoyed an evening of 
traditional music by Shanneyganock and $6000 was raised for the worthy cause 
that  will  benefit  many  Newfoundland  and  Labradorians.  Other  winter  events 
included Snowmobile races, Winter Carnival activities, Easter events and end of 
season fun including barbecues, Slush Pit competition and Dummy Races.  All 
events were very well attended.
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OUTCOMES OF OBJECTIVES

1.  Resort Infrastructure

Ski Resort infrastructure is very 
expensive  and  Marble 
Mountain's  infrastructure  is 
aging.  Some  of  our  capital 
assets will need to be replaced. 
The  lodge  requires 
maintenance.  There  were  big 
plans  for  Marble  Mountain  in 
the 1990s but those plans were 
put  on  hold  after  the 
construction  of  the  lodge  and 

Marble Villa and the installation of the high-speed detachable quad chair lift. If 
Marble Mountain is to continue to provide world class skiing it has to continue to 
develop  while  maintaining  or  upgrading  existing  infrastructure.  The  capital 
strategy plan  developed  by MMDC,  identifies  Marble  Mountain's  most  urgent 
capital needs.

Goal One:  By 2008, the Marble Mountain Development Corporation will have 
developed a capital strategy plan.

Measure:
Capital strategy plan

Indicators:
• Funding requirements identified
• Document developed
• Priority areas identified

Results and Benefits:

The MMDC Board of Directors and Management developed a Three Year Capital 
Strategy Plan which identified priority areas and funding requirements.  The three 
year  plan  for  2008-09  to  2010-2011  includes  lodge  upgrades,  night  lighting 
expansion,  lift  system  installation,  slope  development  and  kitchen  and  bar 
improvements. These projects are estimated to cost $1,692,000. The Three Year 
Capital Strategy Plan was submitted to the Department of Tourism, Culture and 
Recreation for consideration.  
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2. Terrain Underdevelopment

The MMDC Board had identified two issues regarding slope development.  While 
the resort has access to extensive terrain for further growth, resources have not 
been  committed  to  this  in  recent  years.   As  well,  user  feedback  indicated  a 
preference for additional novice terrain. Other suggestions  included expansion of 
alternative off-piste terrain including glades, chutes and parks.  

MMDC  identified  an  area  on  the  lower  section  of  the  mountain  that  would 
significantly  increase the novice terrain available to skiers and snowboarders. 
Improvements to some existing slopes would make traffic flow more streamlined. 
Improvements to the terrain park were also identified.

Goal Two:  By 2008, the Marble Mountain Development Corporation will have 
identified terrain development options.

Measure:
Identified options

Indicators:
• Options for further terrain development and upgrades are identified, taking 

into consideration:
• Current terrain plan
• Market trends (which will include stakeholder consultations)

Results and Benefits:

Marble Mountain is famous for its consistent pitch from the top of the mountain 
as well as its ungroomed extreme terrain. What is lacking is novice terrain that 
would allow skiers and snowboarders to comfortably make the transition from 
beginner to novice. MMDC identified terrain development options to satisfy our 
guests and increase the retention rate of those who try skiing and snowboarding. 
An area on the lower part of the mountain was identified as appropriate terrain for 
a new run which would allow beginners to achieve success and continue to ski or 
snowboard.  Additionally, a confluence of existing trails has been identified as an 
area in need of  development.   Currently,  skiers and snowboarders of various 
levels of ability are forced to use the same terrain to get to the bottom.  The 
option to reroute traffic, by further developing the bottom of the mountain was 
identified.  This terrain development is in MMDC's plans for the 2008-09 season 
and will greatly enhance Marble Mountain's product.

Expansion and improvements to the terrain park were identified as options that 
would increase Marble Mountain's appeal to the younger set. Consultations were 
held with Marble Mountain's terrain park users to give them the opportunity to 
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provide suggestions for further development of the park.  A Face Book group 
called Let's Improve Marble Mountain's Terrain Park provided us  with a forum to 
communicate with stakeholders. Marble's Outside Operations Manager traveled 
to  Quebec  and  worked with  staff  at  ski  resorts  there  during  preparations  for 
terrain park competitions.  He also consulted with them on terrain park design. 
Some improvements were made within the park in the latter part of the season 
and feedback was very positive.  Further  developments in the terrain park are 
planned for the 2008-09 season.  

Achievement of this goal will extend into future planning cycles. While the options 
identified deal with immediate needs, there are many more options for terrain 
development at Marble Mountain.

3.  Underdevelopment of Resort Facilities

When  Marble  Mountain  Development  Corporation  was  formed  in  1988,  its 
primary mandate was to develop the facility into a four-season anchor attraction 
to  serve  as  a  catalyst  for  tourism development  both  locally  and  provincially. 
MMDC has  successfully  created  an  attraction  that  has  lead  to  other  tourism 
developments in the Humber Valley, but it has not become a four-season tourism 
attraction.  

The lodge is utilized during the non-ski season for meetings, conventions and 
weddings.  These activities bring in much needed revenue during the off season 
and are not risky business ventures. The revenue and costs are known up front 
and only profitable events are booked at the resort.

Part of the MMDC mandate is to make Marble Mountain a four-season resort. 
The  strategic  direction  of  DTCR  that  relates  directly  to  MMDC  is  for 
Newfoundland  and  Labrador  to  become  a  multi-season  tourism  destination. 
Enhancing the utilization of Marble Mountain Resort and creating a quality four-
season operation  contributes to the Province's multi-season tourism product. 
Initiatives have been introduced in the past with mixed results. 

Goal Three:  By 2008, the Marble Mountain Development Corporation will have 
identified options to enhance the utilization of Marble Mountain Resort.

Measure:
Identified options

Indicators:
• All-season utilization options are identified, taking into consideration:
• Costs versus benefits
• Current market trends
• Needs assessment relevant to the region
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Results and Benefits:

The  achievement  of  this  goal  will  extend  into  future  planning  cycles.   In  its 
consideration  of  options,   MMDC  identified  the  need  to  revisit  existing 
development  plans  and  to  create  a  plan  for  the  future.   The  Board  will  be 
proposing terms of reference for its Development Committee to Government,  to 
ensure that its vision is consistent with Government's.  MMDC determined that 
until a more comprehensive plan is developed it would consider proposals on a 
case by case basis with no financial risk to the Corporation.  The proponents' 
business plans would include the benefits to MMDC and the region, and would 
address current market trends. 

A proposal from Marble Zip Tours Inc. (MZT) was presented to the MMDC Board. 
Their  unique idea was to install a zipline tour across the Marble Mountain Gorge. 
This proprietary venture would provide year-round activity for Marble Mountain 
Resort.   The proposal  was accepted and MZT was granted a license to use 
Marble land for a monthly fee.  MZT covers all the costs of construction, staffing, 
training and insurance. This type of adventure tourism activity fits perfectly with 
the  ski  resort  and  provides  a  year-round  activity  to  complement  existing 
operations.  
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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.  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.  A terrain development strategy is in future 
plans for MMDC.

Competition from other winter activities such as snowmobiling and cross-country 
skiing  impacts  on  local  participation  in  alpine  sports,  although  skiing  and 
snowboarding are affordable choices.  Marble Mountain's season pass rates are 
affordable  for  most  alpine  sports  enthusiasts  and our  School  Alpine Program 
exposes grade six students to skiing and snowboarding.  Marble Mountain also 
participates in the Grade Five Snow Pass program sponsored by the Canadian 
Ski Council.  This program promotes skiing as a healthy activity.  Participating ski 
areas must provide three free lift passes to grade five participants. This exposure 
to the sport often results in season pass sales in subsequent years.  

The resort's Food and Beverage department has been experiencing significant 
growth  in  both  ski  and  summer  season  operations.   However,  to  ensure 
continued  growth,  the  kitchen  and  bar  facilities  will  need  renovating  and 
upgrading.   Staffing  could  also  become  an  issue  as  food  and  beverage 
operations expand.  

Snow School staff recruitment is a challenge as there are fewer qualified ski and 
snowboard instructors available for work and there is more competition in the job 
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market. As well, as the resort demands increase, there is less time for instructors 
to free ski which is what they love to do.  Another factor is that acquiring a free 
season pass does not have the allure that it used to.  Marble is not attractive to 
young instructors from outside the area because there is no staff housing.  We 
do offer incentives such as family season passes, meal discounts and bursaries.

Affordable direct air access continues to be a challenge.  During the 2007-08 
season,  the Ontario market  was compromised by costly  and infrequent  direct 
flights.  Apart  from the Humber  Valley  Resort  charters,   European guests  are 
forced to fly to mainland Canada and back to the island which adds significant 
travel time to their vacations.

A limited marketing budget prevents Marble Mountain from pursuing new 
markets.  Our marketing partnership with the Department of Tourism, Culture and 
Recreation allows us to successfully market in St. John's and Halifax.  The 
$200,000 budget is not adequate to reach new audiences.  Growth in the UK and 
Irish markets could be enhanced through marketing but this would be an 
expensive venture.  We are not marketing to the large ski population in Ontario 
although Marble Mountain sales initiatives, such as attendance at the Toronto Ski 
and Snowboard Show, have resulted in growth in that market.

Marble Mountain Development Corporation has successfully developed the 
resort into an attraction that is a cornerstone for the Newfoundland and Labrador 
winter tourism product and a catalyst for tourism development in the region.  The 
Humber Valley is experiencing economic growth that can be attributed, in large 
part, to Marble Mountain Ski Resort.  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 2007-08 the Marble Mountain Development Board, Management and Staff 
successfully provided a superior ski product to people from Newfoundland and 
Labrador and around the world.
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APPENDICES

APPENDIX A – MANAGEMENT STRUCTURE

APPENDIX B – VISITOR STATISTICS

APPENDIX C – FINANCIAL OVERVIEW

AUDITED FINANCIAL STATEMENTS
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  Assistant

• Bar Staff
• Cafeteria Staff
• Maintenance Staff

 
•Snow School 
Instructors
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• Bookkeeper Clerk
•Ticket Counter
•Office Clerk
• Administration/Villa 
 Assistant



APPENDIX B - SKIER VISITATION STATISTICS

Season Passes
2006-07 2007-08 Change % Change
2119 2702 +583 +27%
2119 X 23=48737* 2702X23= 62146* +13,409 +27%

* 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
2006-07 2007-08 Change % Change
30,946* 33,124 +2178 +7%
* This number was recorded as 35,321 in previous reports because it included 4375 

Tubing Lift Passes.  The comparison above is between ski/snowboard Daily Lift Tickets 
only, because the Tubing Operation ceased at the end of the 2006-07 season.

Daily Lift Ticket Sales by Region
Region   2006-07 2007-08 Change % Change
Local 13,798 13,018 -780 -6 %
NL 8,371 9,473 +1102 +13%
Atlantic Can. 2,733 2,922 +189 +7%
Canada 521 708 +187  +36%
USA 37 60 +23 +62%
International 5,475 6,370 +895 +16%
Unknown/Comp 11 573 +562 +511%

The comparison above is between ski/snowboard Daily Lift Tickets only, because the Tubing 
Operation ceased at the end of the 2006-07 season.

Total Skier Visits
2006-07 2007-08 Change % Change
79,683* 95,270 +15,587 +19.6%

* This number was originally recorded as 84,058 because it included 4375 Tubing Lift 
Passes.   The Tubing Operation ceased at the end of the 2006-07 season.

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 52 per cent
Male 48 per cent
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Marble Mountain Resort
Summary of Skier Visits

1995 - 2008

Season Local Within the Out of Total Visits
 Province Province  

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

* 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
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