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IMPORTANT DECISIONSMADE AT
OUR FIRST ANNUAL MEMBERSHIP

MEETING
Trevor R. Ellis, Vice Presdent

Our first annual membership meeting was held in Denver on 1
March 1999, in conjunction with the annual convention of the
SME. It proved to be alivey, stimulating and productive meeting.
Attendance was higher than expected, especialy considering that
two of our four officers, John Gustavson and Ed Moritz, were on
international assgnments. We were thankful to have Wes Lilley
representing the interests of our oil and gas appraisers, given that
the associated SME convention only attracted those of usin mining
and quarrying into town. The Wynkoop Brewing Company, our
meseting location, had a good selection of beers, and the food proved
ddicious and filling. We surprised oursdves by even turning a
modest profit of $187.32 into our Treasurer.
During the formal business meeting, which lasted for almost
three hours, many important decisons were made.
However, we did not have a quorum of Members nor
Officers, as defined in our Bylaws. All Members should
review the Resolutions and Appointments summarized
below in this article to determine your approval or
opposition. A simple majority of the membership can
overturn a Resolution or Appointment by mailing protests
to the Corporate Secretary at the AIMA’s office in Boulder,
Colorado, within two weeks of the publication of this issue
of the Newdetter. A form for expressing your protest is
included herewith. Those Resolutions and Appointments
not opposed by a majority of Members, will continue in
force as approved by the meeting. A copy of the complete
minutes can be requested from the AIMA’s office.

cont’d on page 6

NEW AIMA MEMBERS
Michadl Cartwright, President

Just a short note to let you know that we have five new
members in AIMA. They are all listed in the updated AIMA
Directory at the AIMA Website. Thereby, we have aso
certified our first new member from a foreign country. We do
not yet have a global membership; but we can almost truthfully
claim to beinternational. The five new AIMA members are:

Cameron Adams; Aggregate ServicesLLC, Susanville, CA
Richard L. Bate; John T. Boyd Company, Denver, CO
Robert N. Hart; Hart & Associates, Charleston, WV

Jeffrey Kern; Resources Technologies Corp, State College, PA
Ross L awr ence; Watts, Griffis and McQuat, Toronto, Canada

Welcome to our New Members!

NOW AVAILABLE

The Toronto Stock Exchange (TSE) Mining Standards Task
Force Final Report was released on 2 February 1999 and a
copy can be purchased from the TSE for Cdn $20.00. Orders
can be sent by mail, telephone, fax, and/or e-mail.

Prepayment is required either by cheque or credit card.
Cheques should be made payable to The Toronto Stock
Exchange (Attention: Publications). For credit card payments
they need the card number, cardholder name and expiry date.
This information can be phoned, faxed or e-mailed to the TSE.

Customer Service: (416) 947-4452Publications: (416) 947-4681
Toll Free (888) 873-8392 (Market Data); Fax: (416) 947-4708



CONTINUING EDUCATION THROUGH
OTHER SOCIETIES

Trevor R. Ellis, Vice President

During the past eight months | have taken five courses in the
field of appraisal. This has enhanced my understandings in
many areas about appraisals and the appraisal process. | am
also beginning to develop some fed for offerings available.

In February, 1 and a number of our members, took the two-day
Society of Mining, Metallurgy, and Exploration (SME) short
course in Denver titled, Due Diligence and Valuation of
Industrial Minerals. The program was made up of a many 1-hr
lectures by specialists in their particular niche of the due
diligence and valuation process. | think we learned something
about each aspect of the investigations. The coverage was
certainly comprehensive, with each person knowing his stuff.
However, each speaker came across to me as a salesman
making a pitch for us to utilize his services, rather than being
an educator. Audience interaction was minimal, partly due to
the large, 100+ number of attendees. | definitely had problems
staying awake through many of the lectures.

The four other courses have been from the American Society of
Farm Managers and Rural Appraisers (ASFMRA). These were
an 8-hr Ethics course, a 15-hr course on the Uniform Standards
of Professional Appraisal Practice, a 46-hr course,
Fundamentals of Rural Appraisal, and a 16-hr course on
Highest and Best Use.

The ASFMRA courses are definitely taught as education
classes. Class sizes have typically been about 40 students. Lots
of example problems are worked through. The students are
given problems to practice on. The instructors are all
practicing rural appraisers, but generally have considerable
experience as ingtructors. The class materials, including work
problems, have been worked over extensively through the years
so that the courses flow well. Extensive interaction by students
is encouraged, with much of the education coming from real
life examplesthat the students put forth.

The course content, and typical student and instructor
background, is about appraising farms, conservation easements,
chicken hatcheries, timber lands, etc. However, this has not
presented any problem to me. In fact, it has been the source of
a considerable amount of humor. The mineral properties that |
appraise are in rural lands. Most of the issues and appraisal
principals are the sasme or closely related.

Learning the language and methodologies of rural appraisers
has proved helpful when | have interfaced with them in my
work. The students have proved to be a widely diverse,
generally upbeat, fun group. They, and the instructors, have
proved quite tolerant of my off-thewall minerals industry
examples, which have brought on plenty of laughter.

Overall, | have totally enjoyed myself in the ASFMRA courses.
| have learned considerably more than what | set out to obtain,

and had plenty of fun in the process. | have even found the
exams to be pitched at a comfortable level. Traveling to odd
places, such as Jackpot, Nevada, for the Highest and Best Use
course, causes the dollars and the fun to add up. A good
indicator is, that | have not felt like falling asleep at any timein
the four ASFMRA courses.

My next foray isinto an American Society of Appraisers (ASA)
30-hr course, Introduction to Income Capitalization, in
Washington, DC, in mid-July. Then | hope to take the
ASFMRA’s 46-hr course, Advanced Resource Appraisal, in
Denver, August 1-7. This course, taught by John Widdoss, who
has a long reputation in natural resource appraisal,
concentrates on the appraisal of timber, minerals, and water.
The course, which delves into advanced methodologies for
resource appraisal, could prove beneficial to many of our
members.

Let’s hear from other members about their approaches to
continuing education, and their experiences. The cost of my
approach is steep, both in money and time. | have so far found
it well worth that cost. | am sure others have different
approaches and experiences to relate.  Tel us about your
experiences with courses from ASA, the Appraisal Institute and
universities.

DEAR FELLOW MEMBERS
Michael R. Cartwright, President

Trevor Ellis comes to the rescue again. Just point your web
browser to http://www.smenet.org/pdfs'SMEGdRep.pdf and
you can have your own personal copy of the new and improved
SME Guide for Reporting Exploration Information, Mineral
Resources, and Mineral Reserves.

For those of you that need to, or want to, worry about how this
SME Guide would operate in conjunction with USPAP, it
would most likely be considered to be a set of Supplemental
Standards which go beyond the minimum requirements for
performing and documenting appraisals of mineral properties
or mining companies.

NEWSLETTER ARCHIVE ON WEB
The Editor

Our Webmagter, Michad Cartwright is presently putting many of
our old newdetters  on the  AIMA website
www.mineralsappraisersorg. Thiswill alow vistorsto follow our
higory of the Indtitute as well asto retrieve the occasional pearls of
wisdom dropped by our members.

Where copies are missing, hard copies are sill available by request,
while we continue to search among old floppies for eectronic
versons. Perhapsour early issues were “cut-and-paste”?



A CASE STUDY OF AN APPRAISAL
PROJECT TURNING SOUR

Trevor R. Ellis, Vice President

In the spring of last year, | received one of those rare,
unexpected phone calls in my Denver home office. It was the
owner of a little investment business located out near the east
coast of the USA. He was essentially requesting that | drop
everything to jump on a plane to a western state to begin an
appraisal project. Although | wasn’t starving for work, times
as usual were lean in the mining industry, so | was willing to
jump.

The little investment business (we will call in the Rising Sun
Investments), had partnered with a small mineral property
development company, Apex Exploration, which was based in
the southwest U.S. The owner of Rising Sun told me that Apex
had pulled a coup in securing the purchase rights to a proven
reserve of many hundreds of thousands of tons of a valuable
industrial mineral sitting out in the middle of the western
desert. He told me that the processed product was selling
throughout the USA and internationally at about $6/1b and they
had three written expressions of interest to purchase the
product at that pricee The feasbility study by Apex’s
consulting metallurgist had shown that the cost to extract a
product of adequate purity would be around $2/Ib. Rising Sun
had a lender lined up to provide the many millions of dollars
for the plant and equipment. They needed my appraisal in
short order to secure the loan.

Things didn’t smell right. The investor had only found my
name on the Internet and didn’t even have a reference on me.
Yet, he was immediately telling me that my rough estimated
cost for doing the job was acceptable and he would wire a
deposit tomorrow to my bank. Just fax him the contract and he
both he and the President of Apex would sign on it, so that both
companies would be on the hook for my fee. The lender must
have my report within 20 days.

| was still suspicious. My suspicions increased when the owner
of Rising Sun told me that | could talk to anyone | liked, except
for the President of Apex. Apparently, he and Apex’s President
were having a falling out over how to do business together. It
didn’t sound good.

But, then Mr. Rising Sun dropped a few names which quickly
got me back on board. By whatever quirk of circumstance, it
turned out that | already knew the geologist and geochemist
who were working on the project. In fact, they worked for a
consulting company a few miles from my office, owned by my
best friend of the past 20 years.

I immediately phoned them, and found everybody in. | drove
over. They had thoroughly sampled, tested and investigated the
reserves. The reserves were definitely there. It did seem like a
coup for Apex. In their report they had indicated that the
contained minerals had a potentially astronomical value.

Their words of advice indicated that | shouldn’t worry about
doing the job. They had done work for Mr. Apex a number of
times over the years. He wasn’t good at paying. Still owed
them a few thousand from the last job. But, Mr. Rising Sun
would take care of everything. He was the type who paid
immediately, and was taking care of their bills. The credit
history of him and his company sparkled.

| received the contract signed by the presidents of both
companies the next day, and my bank told me that their deposit
was in my account. | was to write two appraisal reports. The
first was to value the reserves “asis’. The second was under
gtrict terms provided in written instructions from the lending
ingtitution. | had to determine what they termed “the net
processed value” of the small portion of the reserves that would
be run through the plant in the first couple of years. That is,
the lender wanted to know the net value of the sdlling price
minus direct operating cost for the resulting processed product.
No problem. The consulting metallurgist had the operating
costs worked out and Apex had three letters of interest to
purchase the product at $6/1b.

The following day | was out in the desert picking up samples
with the consulting metallurgist and my friend, the geologist. |
asked the metallurgist to show me his design and costing for
the processing plant. He pulled out a couple of worn sheets of
writing paper with a hand-sketched flow chart and some rough
calculations. | had no intention of relying on those. | asked
him lots of probing questions. He was working for a piece of
the action and hadn’t been paid anything yet. He had no direct
experience with this particular mineral, but could talk a good
story and could quote metallurgical text references about the
mineral. The metallurgist showed me the three letters
expressing interest in purchasing the product at about $6/1b.
They wanted everything that Apex could possibly produce.
One was a trading company based in Europe buying for the
European market, and another a minerals trading company
based in New Zealand, buying for the Asian market.

| phoned Mr. Rising Sun and to tell him that | couldn’t rely on
the metallurgist’swork. | headed for the capital city to do some
historical research. The next day | found out that a very well
respected metallurgy professor that | had known peripherally
for many years, was on his way down to take some bulk
samples back to a major minerals research lab for bench
testing. | knew that | could rely on his report.

A week later, the professor’s tests weren’t working out well.
Mr. Rising Sun was getting worried. He told me that he was
now in a severe legal fight with Mr. Apex. He was fighting to
get control of the project and the reserves. But, then another
miraculous breakthrough came. Mr. Rising Sun had been
talking with the management of an operating, toll processing
facility. It sounded like it had everything going for it. The
trucking distance for the raw mineral was long, but not too
long. | talked on the phone to the operator and his process
chemist. They sure sounded like they knew this specific reserve
and its product. The chemist had driven out to the property
cont’d on page 7



1999 AIMA DIRECTORY

Cameron Adams - Certified 1999
Aggregate ServicesLLC

P O Box 1297, Susanville, CA 96130
TEL: 530-253-3438

FAX: 530-253-3253

Mitchell E. Albert -Certified 1995

Railroad Aggregates, Inc.

6435 South Pontiac Court, Englewood, CO 80111
TEL: 303-741-2556

FAX: 303-721-0293

Email: xxpt@aal.com

Sidney S. Alder man — Certified 1993
Alderman Slothower & Associates

90 Harrison Avenue, #F, Sausalito, CA 94965
TEL: 415-292-4003

FAX: 415-292-4140

Email: sidney.alderman@gte.net

Web Site: www.mineappraisal.com

Brad G. Barby -- Certified: 1993
Barby Energy

P O Box 1660, Woodward, OK 73802
TEL: 580-256-8114

FAX: 580-256-9433

Richard L. Bate -- Certified 1999

John T. Boyd Company

999 18th Street, Suite 1400, Denver, CO 80202
TEL: 303-293-8988

FAX: 303-283-2232

Email: jthoydd@jthoyd.com

Web Site: www.jthoyd.com

(Arthur) Ron Briggs -- Certified: 1995

P O Box 3248, Amarillo, TX 79116

1501 South Alabama Street, Amarillo, TX 79102
TEL: 806-356-7996

FAX: 806-356-6070

Email: arba@arn.net

Michael R. Cartwright -- Certified 1992
Mineral Business Appraisal

Five Claret Court, Reno, NV 89512-4744
TEL: 775-322-9028

FAX: 775-322-9028

Email: michael @minval.com

Web Site: Mineral Business Appraisal

Albert L. Crabtree— Certified 1994
Mineral Owners Support Center

15 North 9th, Suite B-1, Duncan, OK 73533
TEL: 580-252-3301

FAX: 580-255-1125

Email: alcmosc@texhoma.net

Trevor R. Ellis-- Certified: 1993
Ellis International ServicesInc.

600 Gaylord Street, Denver, CO 80206
TEL: 303-399-4361

FAX: 303-399-3151

Email: trevor_ellis@prodigy.net

Web Site: Ellis International Services

J. Paul Fly -- Certified: 1992
P O Box 288, Georgetown, TX 78627
TEL: 512-863-2694

Forrest A. Garb -- Certified: 1992

5310 Harvest Hill Road, Dallas, TX 75230-5805
TEL: 972-788-1110

FAX: 972-991-3160

Email: forrest@forgarb.com

Web Site: www.forgarb.com

Lawrence T. Gregg -- Certified: 1995

Qore Property Sciences

11420 Johns Creek Parkway, Duluth, GA 30155
TEL: 770-476-3555

FAX: 770-476-8930

Email: ¢/o duluth@qore.net

Web Site: www.qore.net

Bernard J. Guarnera -- Certified 1995

Behre Dolbear & Company Inc

1050 17th Street, Suite 650, Denver, CO 80265
TEL: 303-620-0020

FAX: 303-620-0024

Email: guanera@dolbear.com

Web Site: www.dolbear.com

John B. Gustavson -- Certified: 1992
Gustavson Associates, Inc

5757 Central - Suite D, Boulder, CO 80301
TEL: 303-443-2209

FAX: 303-443-3156

Email: Gustavson@gustavson.com

Web Site: www.gustavson.com

Robert N. Hart -- Certified 1999
Hart & Associates

P O Box 3814, Charleston, WV 24338
1405 Ravinia Road, Suite A
Charleston, WV 25314

TEL: 304-347-2222

FAX: 304-345-8266

Email: hartpetro@citynet.net

Thomas B. Hender son, Jr -- Certified: 1995

915 Furman Avenue, Corpus Christi, TX 78404-3225

TEL: 512-883-2834
FAX: 512-883-2874

Email: tbh1@flash.net



Earl G. Hoover -- Certified 1992

Internal Revenue Service

1855 Powell Place, Jacksonville, FL 32205
TEL: 904-279-1661

William F. Jennings -- Certified 1999

Behre Dolbear & Company Inc

1050 17th Street, Suite 650, Denver, CO 80265
TEL: 303-620-0020

FAX: 303-620-0024

RES TEL/FAX: 303-666-8348

Jeffrey R. Kern -- Certified 1999
Resource Technologies Corp

POB 242, State College, PA 16804-0242
248 E. Calder Way, Suite 300

State College, PA 16801

TEL: 814-237-4009

FAX: 814-237-1769

Email: jrkern@resourcetec.com

Web Site: www.resourcetec.com

Neil P. Kran -- Certified: 1992

Internal Revenue Service

IRS M/S 6107, 450 Golden Gate Avenue
San Francisco, CA 94102

TEL: 415-522-6138

Ross D. Lawrence -- Certified 1999
Watts, Griffis and McQuat

400 - 8 King Street

Toronto, ON Canada M5C 1B5
TEL: 416-364-6244

FAX: 416-864-1675

Email: wgmtor @ican.net

Web Site: www.wgm.on.ca

Wesley W. Lilley -- Certified: 1995
7074 South Elm Street, Littleton, CO 80122
TEL: 303-771-9626
FAX: 303-771-9626

Email: wlilley@dnvr.uswest.net

Joseph S. Limb -- Certified 1993
Construction Materials Consultants

P O Box 8693, Scottsdale, AZ 85252
5900 Granite Reef, Scottsdale, AZ 85250
TEL: 602-443-3978

FAX: 602-443-1341

Email: cmc@doitnow.com

Web Site: www.doitnow.com/~cmc/

Charles E. Melbye — Certified 1992

22431 N. Hermasillo Drive, Sun City West, AZ 85375
TEL: 602-546-8601

FAX: 602-584-1767

Email: cmelbye@dancris.com

Edwin C. Moritz -- Certified 1993
Gustavson Associates, Inc

5757 Central - Suite D, Boulder, CO 80301
TEL: 303-443-2209

FAX: 303-443-3156

Email: gustavson@gustavson.com

Web Site: www.gustavson.com

Sam M. Pickering, Jr -- Certified 1998
Industrial Mineral Services, Inc

1414 Twin Pines Lane, Macon, GA 31211
TEL: 912-743-9323

FAX: 912-745-6623

Email: IndMin@aal.com

Web Site: Industrial Mineral Services

Ray V. Rother mel -- Certified: 1993

2329 Swarthmore Drive, Sacramento, CA 95825
TEL: 916-924-0917

FAX: 916-924-0117

Email: rayvr@2xtreme.net

Ben H. Slothower -- Certified: 1993
Alderman, Slothower & Associates
P O Box 3226, Bozeman, MT 59772
1717 South Black Avenue, Unit 58
Bozeman, MT 59715

TEL: 406-586-5137

FAX: 406-586-5137

Email: hasben@in-tch.com

Web Site: www.mineappraisal.com

James M. Stewart -- Certified 1994
700 Preston Trail, Wichita, KS 67230
TEL: 316-733-2680

Email: bathjms@aal.com

Donald E. War nken -- Certified 1992

4030 S. 92nd East Avenue, Tulsa, OK 74145-3728

TEL: 918-663-3074
FAX: 918-665-8343

Email: dongene32@aal.com

Richard V. Wyman -- Certified 1993

Wyman Engineering

P O Box 60473, Boulder City, NV 89006-0473
1680 Nevada Highway

Boulder City, NV

TEL: 702-293-1098

FAX: 702-293-4424



IMPORTANT DECISIONS MADE AT OUR FIRST
ANNUAL MEMBERSHIP MEETING
cont’d. from page 1

Eleven minerals appraisers attended the meeting. Seven of us
were AIMA members, and the four non-members all expressed
interest in applying for membership. Michadl Cartwright and
Trevor Ellis had done some advertising at the SME convention
and its “Due Diligence and Valuation” short course during the
previous couple of days. That found us these four and a couple
of other potential members. Together with a number of other
recent recruits, we have quite a few new candidates working on
their membership applications, as well as some recently
Certified Members.

The meeting began with a social hour or two. Introductions
and discussions were helped along by a plentiful supply of
various beers and snacks. Our President, Michael Cartwright
then provided a comprehensive overview of the AIMA, its
place, purpose and benefits in the appraisal environment, and
gave us some interesting snippets to be aware of about working
as minerals appraisers. This talk proved stimulating and
informative to the members and non-members. It formed a
good foundation for the formal business meeting which
followed.

The busness meeting was called to order by the President at
approximately 6:00 p.m., and continued through dinner. Members
a the busness meding were Michad R. Cartwright (NV),
Lawrence T. Gregg (GA), Sam M. Pickering, J. (GA), Wedey W.
Lilley (CO) and Trevor R. Ellis (CO). Trevor Ellis was appointed
secretary of the meeting. Member, Sidney Alderman (CA) and our
newest member, Bill Jennings (CO), apologized for not being able
to say. John Lizak (PA), who was consdering applying for
membership, sat in asalively non-voting participant in discussons.
A summary from the meeting minutes is presented here, with
some e aboration’sby me.

Trevor Ellis reported that the eection for officers had approved
reingallation of the 1998 officers for the 1999 year. Michad
Cartwright was reingaled as Presdent, Trevor Ellis as Vice
Presdent, Edwin Moritz as Treasurer, and John Gustavson as
Secretary.

Michadl Cartwright informed the meeting about his efforts in
bringing up the now operating AIMA  website
(www.mineralsappraisers.org). He advised that the cost is
about $400/year, this not being much less than the gross
income from membership annual dues. The first year cogt,
which includes setup, is expected to amount to about $750.
The website will prove to be an important means for dispersing
information to AIMA members and to non-members. Let’suse
it and continue to improve and expand it. Get your ideas for
content to Michad Cartwright (775) 322-9028. How about at
least one of us volunteering to help Michad with expanding
and maintaining the website? Lots can be done without
knowing techy stuff like html.

Presently the AIMA has its own listing in the Denver area
telephone books, with the phone number being the main phone
number of Gustavson Associates, since John Gustavson
maintains our office at his. The service of Gustavson
Associates in this regard was commended. However,
discussion concluded that there is a need for phone service
answered as “American Ingitute of Minerals Appraisers’
rather than as “Gustavson Associates.” It was Resolved that,
subject to John Gustavson’s approval, AIMA should pay for a
separate phone service at the office of Gustavson Associates.

Our annual membership dues have been extremely low, at the
introductory rate of $25 for many years. This rate will be
inadequate to cover our rapidly increasing operating costs, with
maintaining our website, phone service, improving our
Newdletter, and introducing other membership services. It was
Resolved that annual dues be raised, effective immediately, to
$60 per year. Each member isto be provided with a copy of the
Uniform Standards of Professonal Appraisal Practice
(USPAP), onetime only, free of charge.

The need to improve the frequency and expand the circulation
of the Newsletter was expressed, without resolution, with the
deficiencies recognized of the AIMA being purely an
organization of volunteers. It was noted that Barney Guarnera
has offered to assist with the mailing process. Michae
Cartwright will investigate the possibility of putting the
Newdetter (including past articles), on the AIMA website. We
need more authors, news item writers, and a volunteer to act as
Assistant Editor to our faithful Newsletter Editor, John
Gustavson.

It was Resolved that the initiative to have the AIMA join the
American Society of Farm Managers and Rural Appraisers be
regjected. Michael Cartwright and Trevor Ellis were Appointed
to continue the study of possible affiliations with appraisal and
natural resource societies, on the recommendation of L.T.

Gregg.

The need to have someone in charge of Membership was raised
and discussed, but no names were put forward. Help is
needed. Here is an opportunity to help in a not very
demanding role. Free up some time to volunteer by contacting
Michael Cartwright (775) 322-9028. It was Resolved that
every member be mailed a membership application form for
them to pass along to a potential member, per Barney
Guarnera’s suggestion (Newsdletter, February 1999). It was also
Resolved that the membership application form should be
posted on the website.

L.T. Gregg offered to initiate the devel opment of a brochure for
the AIMA to use in promotion activities. How about someone
else offering to assist L.T. by phoning him at (770) 476-3555?

It was proposed that the method of reviewing membership
applications, although thought to be satisfactory, should be
reviewed for possible sources of liability. The suggestion was
also made that the names and addresses of applicants be sent to
all members, preferably by fax and e-mail, with the members



responding confidentially. But, no resolution was passed on
these two items.

On a proposal by Trevor Ellis, it was Resolved that the
President and Vice-President are given the power to appoint an
Ethics Review Committee consisting of three members, when a
complaint against a member of a potential Code of Ethics
violation may be received. The Ethics Review Committee isto
make its recommendations to the Executive Committee under
the AIMA By-Laws, specifically Item 4 of Article 2.6.3 and
Article 2.6.5. The purpose is to mitigate against liability
faling on the members of the Executive Committee and the
AIMA. Trevor Ellis was Appointed to study the well proven
ethics complaint review procedure of The American Institute of
Professional Geologists, to determine adjustments that may be
needed to our procedure.

L.T. Gregg proposed that we should develop a Candidate
Member classification. Michad Cartwright expanded this
suggestion to include Candidate and Affiliate classifications at
60% of the full membership dues, and an Emeritus
classification at 50% of the full membership dues. No
resol ution was reached.

It was Resolved that the AIMA begin development of a set of
Standards for minerals appraisals (not oil and gas at this time).
Barney Guarnera and Trevor Ellis were Appointed to the task.
The VALMIN Code of Australia’s AussMM will be their
primary guideline.

Michael Cartwright proposed changing the AIMA’s name to
“Ingtitute of Minerals Appraisers.” The purpose would be to
provide the Ingtitute with a more international focus,
encouraging the development of methods to serve potential
members from Canada and other countries. No action was
taken.

The meeting was adjourned at 8:45 PM, leaving the Executive
Committee to take up unresolved issues at its next meeting. It
should be noted that the meeting did not find time to address
the important (hot) topic of continuing education. It is also
apparent that our Bylaws’ definition of a quorum needs urgent
modification.

A CASE STUDY OF AN APPRAISAL PROJECT
TURNING SOUR
cont’d from page 3

and taken a bulk sample. His initial tests were looking good.
He would give me the results of more comprehensive testing in
a couple of days.

In the meantime | was investigating the product market, even
though Mr. Rising Sun was telling me that | must rely on the
market data, which he provided. He told me that he didn’t
want me running up the bill for unnecessary research. He was
worried about the fast mounting legal costs of fighting Mr.
Apex. | was banned from talking to Mr. Apex, but Mr. Apex
phoned me to bad-mouth Mr. Rising Sun. Through my

research | determined that the two international trading
companies that had provided letters of expressions of interest,
did indeed exist. However, my suspicions about them were fast
mounting. | could not locate the third potential buyer. Mr.
Risng Sun sent a stream of faxes with price quotes and
specifications from magazines and market literature to support
his theory that the selling price should be much higher than
$6/1b.

| suggested to the professor that we should cut our losses and
bail out of the project. He phoned Mr. Rising Sun. The
professor was convinced that al of the problems were coming
from a deazy Mr. Apex, and that Mr. Rising Sun wasn’t trying
to do anything underhand. Also the bench test by the toll
processing facility had proved positive. Mr. Rising Sun needed
us to leave immediately together to the property to take a
larger, secure bulk sample, drive it to the processing facility,
and supervise alarger test.

My payment for my first invoice immediately arrived by wirein
my bank account. Also, | still had the initial deposit, so | was
breaking even. A fax from Mr. Rising Sun doubled the value of
my contract. We caught the plane out west the next day.

The professor and | sure had a wonderful time driving across
the desert, exchanging tales, while | tried to patch together a
report on a laptop computer to ill meet the lender’s only
dightly extended deadline. The professor supervised the
testing while I continued my research from the motel.

By the time we had a sample of the product from bench testing
ready for us to take back to Denver, | was convinced that the
three letters expressing interest in purchasing the product were
part of a scam job. But, Mr. Rising Sun insisted that | base my
net process value calculations on quotes he had found for small
lots of the material. | told him that he did not have the
marketing ability to sdll his product off in small lots. He would
be a producer, not even a wholesaler, let alone a retailer. He
sounded desperate. | began wondering what he planned to do
with the cash from the loan even if he got it. | began doubting
that much of it would be going into processing the “reserves.”

The lab analysis found that the purity of the sample product
was borderling; but the professor assured me that it could be
improved sufficiently. | received the professor’s moderately
positive report on the process. His cost estimates based on the
toll processing did not kill the project.

In the meantime, | had been continuing my unauthorized
market research. | had taken some of the product sample to a
specialist to determine its crystallography. The result was that
the product could not meet high-end market specifications.

| concluded my two reports very negatively, giving zero value
to both appraisals. By this time, Mr. Rising Sun had a pretty
good idea of what he would be receiving. He was irate,
severely bad-mouthing me with foul language. | asked for my
payment before sending the report. He refused. He knew the
negative report would be usdess to him. The reports,



packaged, ready for shipping, are ill in my office.

Mr. Rising Sun eventually won his battle against Mr. Apex,
getting title to the minerals. But, he had to sdll off his family
investment business in the process. Mr. Apex spends a lot of
time in the Bahamas these days, living on Mr. Rising Sun’s
initial investment, while he plans his next minerals scam. The
two payments | had received, covered the cost of my education
on the project, but nothing more. The professor came out a
little better. A debt collector is attempting to squeeze some
more money out of Mr. Rising Sun for my unpaid work. |
don’t expect to see any. Mr. Rising Sun frequently phones the
geologist and geochemist at my friend’s office to pick their
brains about how he can peddle the mineral title he now holds,
and is seeking a specialist to produce the type of report, which
he needs.

| haven’t developed any conclusions as to how to prevent this
type of disaster from happening to usin the appraisal business.
Attempting to collect even 50% of our fee up front will scare
off many potential clients. An escrow arrangement may be
possible, but adds complexity and an air of distrust, and | am
not sure it could have been made to work in this fast paced
case. | am somewhat resigned to the expectation that even
when we go into projects with our eyes open, we will
occasionally end up unpaid. If any readers have any suggestions
based on similar negative experiences, | would like to hear
them.

IMPORTANT WEB SITES

Here are the Internet addresses for the 1998 USPAP, The Federa
Government Appraisal Standards, and the Valmin Code.

1998 USPAP https://www.apprai salfoundati on.org/uspap/toc.htm
UASFLA http://mwww.usdoj.gov/enrd/land-ack/
The Vamin Code 98: http://www.aus mm.com.au/codes/'valmin/

SEALSAVAILABLE
John B. Gustavson, Secretary

No, not for the supply of animals to your local zoo, nor for the
politically incorrect coat for your sgnificant other! Rather, the
American Inditute of Minerals Appraisers offers for your use, a
handsome sedl with which to execute your appraisal reports. Like
it or nat, our modern society is favorably impressed by this Sign of
certification by your peers.

Those of us who aso work internationally can hardly do this
without a seal (not to mention ribbons, consular assurances and
affidavits) when we commit our estimate of an oil or mineral value
in a devdoping country. Therefore, for use internationaly,
domedtically (or in lieu of the palitically incorrect fur coat), please
order and use our Ingitute’s seal with your persona name and
certification year. The sedls are available in rubber stamp format
for $35.00 and there is an embossing seal for $50.00. Please send
your order with a check made out to the Headquarters at American

Ingtitute of Minerals Appraisers, 5757 Central Avenue, Suite D,
Boulder, CO 80301.

YOUR ARTICLESON THE WEB
The Editor

As a service to the public who may need the services of minerals
appraisers, the AIMA will provide aresource library on its webdte:
www.mineralsappraisresorg.  You may now provide articles to
which you have copyright or permission for copying for educational
purposes.  This may for example indude preprints from SPE,
AAPG and SME conferences. These professona societies of
enginers and geologists generdly encourage maximum
availahility of such artidles and other resources. Wewill leaveit to
our members to secure the necessary approval from the professional
society to whom our members may have granted the origina
copyright. This is usualy easly obtained either by phone, fax or
brief letter. Remember to specify that the purposeis for educational
purposes such as for the availability on a resource website of an
non-profit ingtitute specifically addressed as a service to the public.

Your Editor will perform the usual review of appropriateness for
incluson as a resource (serving as a gatekeeper againgt crass
commerciadism!). In questionable cases, the Editor will of course
seek the advise of the Executive Committeg, if any of our members
fed unjustly prevented from this opportunity to have their opinions
exposed to a broader public.

Clearly, the ideaisto get the knowledge of our appraisal experience
and capahilities out to the public. Your Ingitute will protect itsdlf
by heading each article with a brief notation that the opinions
expressad in the following paper are grictly those of the author and
not those the AIMA. We encourage you to take advantage of this
opportunity for exposure of your availability and expertise. Please,
submit suitable articles to the webmagter, Michad Cartwright at
michad @minval.com or on adiskettein a suitable word processing
format to the Editor, AIMA at our Ingtitute’s Headquarters.

Please advise the Secretary, American
Ingtitute of Minerals Appraisers, 5757
Central Ave. Suite D, Boulder, CO
80301, of any changes of address.

The NEWSLETTER is published by the American Ingtitute of Minerds
Appraiser, 5757 Central Avenue, Suite D, Boulder, CO 80301; Phone:
(303) 443-2209; Fax: (303) 443-3156



