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AND PF.TROLEUM RESOURCES 
K A M L W S ,  C.C. 

c 

~ e c ' d ~  SEP 7 r M B  
September 24 1988 

TO the Attention of M r ,  F.  J.T, Hancock 

Dear Sir: 

Inspector of Mines 

&w 76 
The\followhg is a description of quarry development 

Quarrying will be accomplished by t h e  use of line drilling to block depth 

Smaller blocks and rubble will. 

I\ 

and splitting wfCh either a ir  pillows or black powder. 
lifeed by way of Pelle&.ni" Crane to landing. 
be moved wieh a front end loader. 
consist of loading on a hiboy for shipping to plant;. 

Block's will then be 

The u l h t e  removal from the quarry will 

. .  
1 .  
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Brltlsh Columbli Crown Land8 

1.1 

All that parcel or tract o f  land sltuated i n  the v l c l n i t y  o f  Cqyoosh Creek, 
Llllooet Dlstrlct, more particularly shown outl ined i n  red on plan below 
and contalnlng 3.750 hectares, more or less. 

1.t 
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rv. Sale8 Development Program s .  

1 Produce marketing samples from t r i a l  material using 
Marched 'facilities , 

Select sales manager 0 

d h c o u n t :  rgtructutes ,  inventory  requirements, e t c ,  

- Set up marketing pLqn and sales organization, agents ,  

- Proapeet 3.C. I Alberta,  Washington, Oregon, Cal i fornia  
i n i t i a l  Ly 

a Implement firm sales 

These programs are B e t :  aut in #Figure  , iii, "Project Development 
Plan", which shows the proposed scheduling and key mileetonest 
e S g e r  move in to plant ,  s t a r t  of product ion,  etc.  

. 

* 

The proposed schedule is designed to achieve revenu'e produc t ion  as 
early  as reasonably possible, 
require determined management and commitment from all concerned. 
The t i m i n g  is n o t  d i f f i c u l t ,  however (subject to being a b h  to f i n d  
a sat i s factory  locat ion and premises reasonably quickly 1 and should 
be attainable. Excavation of the t r i a l  q u a n t i t y  will be subject to 
weather conditions allowing working access to the quarry site 
w i t h i n  a manth or so of the time scheclulad. 

To achieve this sqhedule W i l l .  

Both productfan d i r e c t  caEsts and overhead ( w i t h  the exception of 
plant standing c o a t s )  can be adjusted to aome extent  to match t h e  
r e s u l t  of the $ales e f f o r t  and this f s  the  key to t h e  cash require-  
ments of the operation, 
need to be monitored very c lose ly  t o  ensure containment of 
inventory ca$ts, 
increase the working capi ta l  requirement $50,000 to $lOO,OOO. 

Any delay in achieving sales targets w i l l  

A significant delay i n  sales performance could 

* 

P. 
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MARKETING PLAN 
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fir, Marchesi has already made a number o f  contacts w i t h  potential 
wholesah out le ts  in the Western U.S.  

suggest that the fo l lowing  approach w i l l  he lp  to achieve the sales 
goals needed f o r  success. 

The encouraging results 

The'praposed approach has f o u r  
components as follows: 

M L  MarchesJ, has been very  sucessful i n  marketing the w e  of marble 
h Bnc1 and w i l l ,  cont inue  t o  play  a majot role in marketing the  new 
company's products, However, the proposed scale and area of 
operation w i l l  r equ ire  a strong fu l l - t ime  gales and marketing 
e f f o r t  to be effective.  Understanding this, the p r i n c i p a l s  i n t e n d  
to recruit a first class salesman with  a background oE construction 
material sales  and knowledge od"the Western U,S, market as well as 

local  conditLons. The prirrcieala have already identifie6 one 
p o t e n t i a l  candidate with t h e  qualifications needed and regard 
f i l l i n g  t h i s  position as a E i t s t  priority following finalizing the 
financing. 

Prospection 

Following up on t h e  e a r l i e r  contt=18ctlg byeMr. Marcshesi, the company 
w i 3 L  i d e n t i f y  the m j o r  wholesale outJtett=s for tile and u s e r s  o f  
slabs th roughout  the Western market coveting both the U . S .  and 
Canada, 
psepared and used f o r  preliminary contact followed up by a program 
of direct pre-sales promotional contack. 
w i l l  a l s o  i d e n t i f y  t h e  major commercial developers and 
architectural practices. During this phase t h e  company w i l l .  a e t  up 
all the agency and representation agreements in preparation f o r  the 
pre-sales promotion campaign. 

A q u a l i t y  brochure covering the planned products  will be 

The prospectian program 

I 
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FaLlowing the h ~ d u s t r i a l  t r i a l  the company will prepare promakional 
sample packs for distribution to wholesalers and to selected 
architects, developers and contractors. 
invo lve  sales peronhsel making d i r e c t  personal contact w i t h  all 
major potential customers throughout t he  area and will i d e n t i f y  
poss ib le  orders and required d e l i v e r y  dates for pre-production 
planning .  This informatian w i l l  a s s i s t  with planning the 
implementation of production operalions and scheduling o f  
production and f u t u r e  cash requirements, 

This pre-sales phaae will 

T h i s  phase w i l l  be used to familiarize all agents and sales 
personnel with the product line and future developments, 
also be used to finalize the pr ice  s t r u c t u r e  and quoting procedures 
to be used. 

It: will 

L. * 

Sales - * .  ... ,.*. ,.. . , , . ...e.. -.. 

Management w i l l  e s t a b l i s h  a programme of quarterly sales forecasts 
i n  co-operatian with the agents and representatives based upon t h e  
in format ion  generated from t h e  pre-sales phase, 
w i l l  be used aa the basis.for t h e  production plan.  
I n i t i a l  sales development period the company w i l l  maintain very 
close contact: with all. representatives to ensure no opportunity is 
lost t o  enhance t h e  company's e n t r y  p r o f i l e  i n t o  the marketplace, 

These forecasts  
Thrclughaut this 

A t  this time, for  the local market, it fs expecked that Marcheaf. 
Marblecraft wiXl have been lntegrated i n t o  t h e  operation and this 
market: presence w f L l  be used t o  in troduce  the product: to the l o c a l  
market both through e x i s t i n g  contacts and 8 new approach to the 
retail market, Thia would see Marchesi open a showroom to d i s p l a y  
tiles and cusCom manufactured products i n c l u d i n g  fireplaces, 
countertope ana panelliog, 
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T h i s  combination program of increasing exposure in local  markets 
th rough the established contacts and development of new markeke 

through a network of d i s t r i b u t o r s  and agents o f f e r s  an excellent 
chance of establishing a major presence in the l a r g e r  market within 
a reasonable period subject to being a b h  to maintain the expected 
p r i c e  advantage, *. 

I 
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MINISTRY OF INCRGY, MINES AND 

PRROLEUM RESOURCES 

bflNll4:O LEASE AYYLICA'1'I(>N 
Take noticcr thu!, puruuurrl to rtcliun 29 of 

the Mlnrtol Aci, no~lcc crf intantlon to np Iy 

REG 4 Cluim - Kccotti 1280 (4), 0159 
trlct Lot 7032, Liotd Mlning Division, Cusm 
aiHr Lurid Diulric!, 

Rkt riotice lln! Skyhie Explorntloni 
Ltd,, 301 675 Wcrt Hitrhgs Strcct, h,n. 
cauver, 8.C. V6B I F2, Frtc Miner Ccrtifi- 
crrtc 215436, issucd Jnnltor)' 26, IORFI, inw 
tends to ap ly, within 90 JMYY from thc doll: 
00 po3tinp hresf. to the rninlstcr lor E min- 
ing lcasc or lhc above cluim wliich has bcen 
rurvcpcd by J, W, P, hlulth~w$, WLS, 
CLS, whoac fictd nbtcs Ohd hhs haw bvcn 
acccpicd by the Surwywdncrul: 

And furrhcr takc noticc ih;it atjwtse pro+ 
ccedlnga ( I f  any) undcr section 51 murl,bs 
commcnccd within 110 days afier llit posting 
hereof. 

bated thls 2nd day uf func 1988, -I. W, 
P, Ma\thcwr. 

lor a mining ICPSL' covcrln the follow P ng 
mlncrol clolmr und 2 povt c s dims 

CERTIFICATE OF DATE OF POSTIS0 
Potted by rhe Ooid Commihsioncr of 

tiivd hitriltq Dlvlrlon, tasstnr, B.C., on 
the 17thdtt of August 1988,-G~lt!C0~* 
flli*?,f lorlf r: [*el! x 1 

WASTE MAMGEMBNT 
APPLICATION 
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2330 Quayside Drive 
Vancouver, B X .  V5P 4Wl, 
(604)322-5565 

Mr, F A T ,  Hancack, P . E n g D  
bisttict Ihspector and Resident Engineer b‘ 

Ministiy of Energy, Mines and Ptextrleum Resources 
200, 2985 Airport Drfvc 
Kamloops, B.C., VZB 7W8 

Dear Sir:  

Re: Gazdar Quarry Inspection 
Your Eile 18070-02-02 

We have your Letter of  July 16th addreseed t o  Mr, Mazcheai together with 
your Inspection Report and copies of the new Mines Act ahd Code 

There ha8 been no change in the corporate ownership of t h e  quarry operation; 
but: the malling addtess has been changed t o  2330 Quayside Dtive, Vancouver, 
B D C , ,  V5P 4W1, 

You will be aware that  Duffy Lake Road has n o t  been accessible from the 
western end for some t h e  because of . t h e  blockade a t  Mount Currfe. As you 
will have noted a t  the s i te ,  the crane and winch are n o t  presently being 
Used 

I have t r i a d  t o  reach you by phone, and am t o l d  that you will return on Sep- 
tember 4thl We would like t o  g e t  Some further dizection on a number of mat- 
ters, 
51 meeting, possibly in Karnloops. 

Yours truly 

Would you pleaae telephone’ me when you return so that  we can arrange 

.. . 

Henry Brezer 
Secretary 

, 


