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BOARD CHAIRPERSON’S MESSAGE  

 
 
Marble Mountain Development 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.  The growth in skier visits, the 

development of resorts and accommodations and the interest of private investors 

in year-round activities in the area, all  show that the Corporation is fulfilling its 

mandate and following the strategic direction from the Minister of Tourism, 

Culture and Recreation.  

 

The Marketing Partnership with the Dept. of Tourism, Culture and Recreation  

and enhanced customer service contributed to the resort attracting 84,058 skier 

visits on 2006-07, a four per cent increase over the previous year. 

 

The costs associated with snowmaking, maintenance of aging infrastructure and 

operating the ski facility, create challenges for the Board and Management of 

Marble Mountain Development.   However, further revenue growth and  

responsible control of  expenses, will allow Marble Mountain to continue to 

provide a valuable tourism attraction and asset for the people of Newfoundland 

and Labrador. 

 

Marble Mountain Development Corporation is accountable for the actual results 

reported in this annual report. 

 

 
Roger Jamieson 
Chairperson 
Marble Mountain Development Corporation 
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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, and at some 
future point, a private operator.   
 
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 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.   
 
The present Board of Directors consists of 10 directors representing the Marble 
Mountain Ski and Ride Club, the City of Corner Brook, the Town of Steady Brook 
and the Government of Newfoundland and Labrador.  Other positions are filled 
by persons who are directly involved, where feasible, with 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.  The Chair of the Board resigned May 23, 2007 and a new Chair will be 
appointed in the near future.  
 
Skier visits to Marble Mountain have been steadily increasing, reaching 84,058 in 
2007-08.  Revenue was $2,363,160 before Government funding ($400,000) while 
expenses were $2,822,438. 
 
Vision Statement 
 
The vision of the Marble Mountain Development Corporation is to provide a high- 
quality, safe and memorable experience in a world class all-season resort area. 
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Mission Statement 
 
The MMDC Board has the following as its mission statement: 
 
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 from real estate development, for example, could 
enable Marble Mountain to become financially viable.  The MMDC Board plans to 
review existing development documents.   
 
Lines of Business  
 
 Alpine Activities and Services  
 Skiing and Snowboarding are still the primary activities at the resort.  
 Snow Tubing was introduced in the 2005-06 season.  As well, chair lift 
 rides are offered in the winter season.  Disabled skiing, through the 
 Canadian Association of Disabled Skiing is offered weekly. 
   
 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 spaces in our resort brochure. 
 
 Retail space is leased to George's Mountain Village.  Their business, 
 which operates in 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-bedrooms.  They are ski in/ski out which 
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 means that they are situated on the base of the mountain to allow easy 
 access for guests. 
 
 Food and Beverage 
 The resort's food and beverage service operates a cafeteria and bar 
 during the ski season. These services are available to skiers and
 snowboarders and to the general public. 
 

SHARED COMMITMENTS 
 
The Department of Tourism, Culture and Recreation's (DTCR) strategic direction 
regarding tourism is: 
 
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 a primary activity, however, summer and 
other off-season activities will also be given priority.   
 
Marble Mountain Resort the Province's primary winter attraction.  MMDC 
partners with the DTRC in a winter marketing campaign that has Atlantic Canada 
and St. John's as its primary markets.  Marble Mountain and its travel packagers 
attend the Toronto Ski and Snowboard Show.  All these markets experienced 
growth in the 2006-07 season. 
 
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 is planning a hotel/condominium project for a 
parcel of land just across the highway from Marble Mountain Resort.  KSAB 
Construction has two condominium buildings completed and another under 
construction.   

 
HIGHLIGHTS AND ACCOMPLISHMENTS 

 
In the ski industry it is always an accomplishment to open on or before you 
scheduled opening date.  Each season, Marble Mountain aims to be open by 
December 26 and in 2006 was able to open on December 22.  Our upgraded 
snowmaking system performed very well and we made more snow than ever 
before.  Our aim is to be open for Christmas and the great conditions last season 
should result in greater confidence in our destination skiers.  As well, we were 
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open until our scheduled closing date, April 15, with great ski conditions up until 
the last run. 
 
Our 2006-07 skier visits increased by four percent over the previous season.  
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).  Our biggest growth in 2006-07 was in day-passes – an 
increase of 28 per cent.   
 
The 2006-07 Canadian Ski Council National Demographic Study Final Results 
indicate that 29 percent of Marble Mountain visitors originate from a country other 
the the United States or Canada and of that 29 percent, 80 percent were from the 
UK.  The increased interest of UK and Irish skiers, in Marble Mountain, was a 
definite highlight of the past season. 
  
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.  
Marble Mountain participates in the Canadian Ski Council's demographic survey, 
in part, to acquire information to help improve the complete customer experience 
at the mountain.  Recently we were awarded the CSC Industry Recognition 
Award for  Atlantic Canada.  This award was presented to Marble Mountain for its 
outstanding record of customer loyalty, excellence in customer satisfaction and 
strong commitment to increasing growth in skiing and snowboarding .     
 
With the addition of high-speed internet to the Steady Brook area, Marble 
Mountain Resort was able to install a webcam.  This device allows guests to see 
what the slopes look like by simply visiting our website, www.skimarble.com.   We 
have received much positive feedback about the webcam. 
 
The area directly in front of the lodge, which had been made into a freestyle 
aerial site, was turned back into a run called the Old Sam.  This run had been a 
favorite and was inaccessible for a number of years.  Making the Old Sam new 
again was very popular with our clients.   
 
Our more adventurous skiers and snowboarders were delighted with the 
additions we made to the Terrain Park.  Features were added and more time was 
spent grooming this area for the mostly young guests who like jumps and rails.  
 
Snow School had a banner year with all the season-long children's programs fully 
subscribed.  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. 
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Snowboard Canada Magazine visited Marble Mountain and enjoyed the great 
conditions on the mountain. A lengthy article on Marble Mountain will be 
published in a fall 2007 issue. 
 
Molson Sport and Entertainment slashed their budget last season so Molson 
Snow Jam was canceled without much notice.  A group of young entrepreneurs 
from the Steady Brook area met with us to discuss the possibility of a 
replacement event.  The first annual Marble Jam event was planned and it was a 
great success.  The concert sold out.   
 
2006-07 summer events revenue increased by 54% over the previous season.  
Marble Mountain's Food and Beverage department, under the direction of chef 
Derrick Dean has earned a reputation for exceptional service and great food.  It 
should be noted that Derrick and his staff planned and executed a large wedding 
reception in twenty-four hours! Due to unforeseen circumstances, the venue that 
had been booked by the bride and groom was deemed unsuitable the day before 
the wedding.  We received a phone call on the Friday before the only Saturday 
that we were not already booked for a wedding, our staff was called in and the 
event was a resounding success.  The news of Marble Mountain Resort's ability 
to plan and execute the wedding reception with such short notice traveled fast 
and has resulted in more bookings at the lodge. 
 
Just prior to the start of the 2006-07 season, the third three-year contract was 
negotiated with NAPE local 1001.  The relationship between Management and 
Staff continues to be amicable.  It should be noted that the members of the union 
are now being paid on par with other large resorts.  Before the first contract 
which was signed in 1999,  they were being paid below industry standards.  
 

OUTPUTS  
 
To meet the long term goal of becoming financially self-sustaining, MMDC has to 
continue to increase skier visits, increase revenue and control expenses.  
 
To increase skier visits, MMDC and the Department of Tourism, Culture and 
Recreation have partnered in a Winter Marketing Strategy for the past six years.  
Television and print advertisements were created and media buys were 
negotiated.  Each year, the goal is to create a marketing plan that will increase 
skier visits.  The primary target markets have been St. John's and Halifax.  Each 
day-pass that is purchased at Marble Mountain has the area code of the 
purchaser recorded.  The statistics that were compiled from the data that was 
collected over the past two seasons showed a 28 per cent increase in day-pass 
sales from Newfoundland and Labrador (for areas outside a two hour drive from 
the mountain) and a 21 per cent increase in day-pass sales from Atlantic 
Canada.  
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It should be noted that such significant growth in the target markets in 2006-07 
cannot be solely attributed to the marketing campaign. Lack of snow in Atlantic 
Canada and Quebec this year, made Marble Mountain an even more attractive 
destination for ski and snowboard enthusiasts in the east. 
 
Season pass sales are very important to Marble Mountain.  Most of these passes 
are sold to local  skiers and snowboarders (within a two hour drive). However, in 
the 2006-07 season, approximately 11 per cent were purchased by people from 
the rest of Newfoundland and Labrador. Approximately two per cent were 
purchased by skiers and snowboarders outside Canada.  Most of our 
international season pass holders were from the UK and Ireland.   
 
Season passes are sold at early-bird rates prior to the ski season.  Their sale 
provides start-up money for the resort.  They are also an incredible deal for 
alpine sports enthusiasts.  Each season pass holder uses his or her pass an 
average of 23 times.  The pass costs the equivalent of approximately seven full 
day-passes.  The cost of skiing at Marble Mountain is very reasonable to allow 
citizens of Newfoundland and Labrador to take advantage of this incredible ski 
facility.  Season pass sales decreased by eight per cent in 2006-07 as compared 
to 2005-06.  This decrease can be attributed to the lack of natural snow in 2005-
06.  While the snowmaking system provided a fine ski product in 2005-06, the 
perception was that the season pass was not as good a deal in that 
season;people were then reluctant to purchase season passes in the following 
season.  If that argument works conversely, season pass sales should increase 
in 2007-08 as natural snow was abundant in 2006-07.   
 
For the 2007-08 season the goal is to increase overall skier visits (day-passes 
and season passes) by nine per cent bringing the total skier visits to 91,672.   
When skier visits increase at Marble Mountain, local businesses benefit.   Skiers 
sleep in hotels, eat in restaurants, shop and explore other opportunities for fun 
such as snowmobiling, ice-climbing, dog-sledding and snow-kiting. 
 
In 2006-07, revenue exceeded budget by 1.6 per cent and and was 21 per cent  
higher than the previous season.  The overall four per cent increase in skier visits  
resulted in increased revenue in all departments. Events, Food and Beverage, 
Snow School, Marble Villa (accommodations) all experienced significant growth 
in revenue, ranging from 20 to 54 per cent over the previous season.  Obviously, 
the more visitors to the mountain, the more money each department will make. 
 
The MMDC Board has decided that Marble Mountain cannot afford to operate its 
tubing park. The equipment was being leased for three years with an opt out 
clause that allows the resort to terminate the agreement if the provision of tubing 
is not profitable, commercially viable or otherwise financially beneficial to Marble 
Mountain, after two seasons.  The tubing operation has not met expectations and 
has been a drain on the resort financially.  While the operational loss was 
$16,000, the loss was actually far greater.  Additional grooming and snowmaking 
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expenses were not allocated to tubing.  The actual loss was approximately 
$50,000.  The amount of snow and the level of grooming required for the 
operation far exceeded expectations and interest from the general public was far 
below expectations.  As well as a financial strain, the tubing operation was very 
difficult to manage.  It was difficult to find employees for the hours that the tube 
park was open.  The tubing sessions were not well attended yet our Food and 
Beverage department had to provide services for the extended hours. That 
increased expenses without revenue to offset the cost. As well, it was difficult to 
find staff  because of the hard physical work and limited hours.  
  
Marble Mountain Resort's expenses exceeded budget by 3.5 per cent and were 
18 per cent over the previous season.  The net, before Government funding 
($400,000 annually) was a loss of $459,279 compared to a budgeted loss of 
$401,200.  Last year's bottom line was a loss of $435,959.  So, while revenues  
increased,  expenses also increased resulting in an increased loss over last 
season which was considered a difficult one, due to lack of natural snow. To put 
this simply, a winter (2005-06) with little snow that is perceived as a terrible one 
for ski resorts, was financially more successful than the 2006-07 season which 
was considered perfect, with comfortable temperatures and abundant natural 
snow.  Why would this be the case?  Snowmaking prior to the start of the season 
is essential, so those start up costs were incurred for both seasons. Season pass 
sales were lower than budgeted for 2006-07 because of the lack of snow the 
year before.  The tube park was a financial drain. As well, unexpected 
maintenance (the replacement of a bearing) on one of the chair lifts cost 
$30,000.  All the equipment at Marble Mountain Ski Resort is aging and is 
costing more to maintain.  Regular maintenance is being carried out on all 
equipment and is very expensive.  In the 2006-07 season, the regular 
maintenance costs (excluding wages) for the lifts alone were $140,000. A five-
year maintenance plan is being developed. 
 

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 and Marble Inn and 
Cabins, are being developed in the area.    
 
In 2006, MMDC was approached by private investors with a proprietary idea, that 
of establishing a zip-line tour company on Marble Mountain property.  The Board 
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has entered into an agreement with MarbleZip and construction is scheduled to 
begin in late summer or early fall 2007.  This will be a year-round operation. 
 
The ski industry is known for its difficulties in finding adequate staff to operate its 
seasonal business.  While Marble Mountain has a very stable workforce, staffing 
could become a challenge in the future.  Already, acquiring qualified chefs, ski 
and snowboard instructors and ski patrol has become more difficult.   
 
Our infrastructure is costing more to maintain as it ages.  The incredible base 
lodge will need to be stained in the near future.  The lift system is aging and is 
expensive to repair and replace.  The revenue from operations is insufficient to 
cover these costs.  
 
Competition from other activities such as snowmobiling and cross country skiing 
impacts on local participation in alpine sports.  Resorts that are more easily 
accessible provide competition on the national scene. 
 
Marble Mountain Development Corporation has successfully developed the 
resort into an attraction that is a cornerstone for the West Coast 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.  Unfortunately, the 
current revenue stream makes it impossible to finance these essential projects 
through operations.   In the coming months,  the MMDC Board of Directors will 
be reviewing existing development plans to enable it to propose future expansion 
of the ski  resort and its services. 
 
In 2006-07 the Marble Mountain Board, Management and Staff successfully 
provided a superior ski product that was enjoyed by people from Newfoundland 
and Labrador and beyond.   
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APPENDIX B - SKIER VISITATION STATISTICS 
 
Season Passes 
2005-06 2006-07 Change % Change 
2310 2119 -191 -8% 
2310 X 23=53130* 2119 X 23=48737* -4393 -8% 
*  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 
2005-06 2006-07 Change % Change 
27,604 35,321 +7,717 +28% 
 
 
Daily Lift Ticket Sales by Region 
Region 2005-06   2006-07 Change % Change 
Local 11,918 16,798 +4880 +41 % 
NL 7,426 8,871 +1445 +19% 
Atlantic Can. 2,570 3,108 +538 +21% 
Canada 541 521 -20  -4% 
USA 39 37 -2 - 5% 
International 5,103 5,975 +872 +17% 
Unknown/Comp 7 11 +4 +57% 
 
Total Skier Visits 
2005-06 2005-06 Change % Change 
80,734 84,058 +3,324 +4% 
 
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 - 2007  

      
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 
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APPENDIX C - FINANCIAL OVERVIEW 
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