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After a long career with Inco, Terry MacGibbon redefined retirement and played a key role in several
very successful mining opportunities by capitalizing on his out-of-the-box approach to undeveloped
resource potential.
With FNX, he and his team turned non-core assets acquired from Inco into very profitable producing
mines, and following the sale of Quadra FNX to KGHM this year, he is pursuing more opportunities to
build new mining companies. As chairman of the board of three enterprising juniors, MacGibbon has
found himself with the freedom to work when and how he wants – a combination he hopes is
lucrative for all stakeholders.
CIM: In the sale of Quadra FNX, did KGHM approach you or did you approach them?
MacGibbon: KGHM was one of the companies which bid on the partnership that Quadra FNX was
developing for Sierra Gorda. KGHM was not the successful bidder but its management became
familiar with Quadra FNX through that process, and I guess they liked what they saw and decided if
they could not be Quadra FNX’s partner in Sierra Gorda, they’d acquire the entire company and all of
its assets.
CIM: How did it feel to sell the company you envisioned and grew?
MacGibbon: The real change wasn’t when we sold Quadra FNX but when we merged FNX with
Quadra and formed Quadra FNX – that was a big transformation for me. I went from being a 24/7
president and CEO to being the chairman and not being involved on a day-to-day basis. It’s like
having children – you bring them into the world, nurture them, watch them grow, mature and reach
their potential – and then they leave. Most of the FNX employees, including many friends, chose to

stay with Quadra FNX and were treated very fairly – and the vast majority of our Quadra FNX team
continues to work for KGHM in rewarding employment – that meant a lot to me and made both
transactions much easier.

CIM: FNX’s arrangement with Inco was not typical. How did it work?
MacGibbon: Back around 2001, Inco decided it had some non-core former-producing mineral
properties that it wasn’t going to do anything with. The company put them up for purchase and ran
an auction, and I was fortunate to be invited to bid. When I looked at the data during the due
diligence process, I saw outstanding exploration potential (we eventually made eight discoveries and
found five mines), but I also saw there were near-term production opportunities. I correctly believed
that some of these former producing mines could be put back into production by an entrepreneurial,
low-cost mining company, like FNX, and make money. In most mines, you have to bring the ore to
surface, crush it and mill it, then sell the concentrate to a smelter. In our case, we brought the ore to
surface and then shipped it directly to Inco’s mill. They milled and processed the ore.
Since Inco had a huge mill that was not operating to full capacity, we didn’t have to build a mill and
could concentrate our investments in mining and exploration and not in processing facilities. It was a
symbiotic relationship. We could mine cheaply and they wanted the metal. They made money on the
processing and marketing of the metal and we made money on mining the product and selling it to
Inco. Of course, we all greatly profited from a very strong bull commodity market.
CIM: Quadra FNX mined precious metals and nickel in the same ore body and withstood the
economic downturn. Are there other recession-resistant opportunities?
MacGibbon: There are many bi-product or co-product mines around the world. Most of the time,
metal prices go up and down on the same tide. However, there are some situations where a drastic

change in commodity prices makes the secondary product the main product and vice versa, but for
the most part, no. In our situation, we discovered very high-grade copper and precious metal
deposits with significant nickel in them. When nickel became uneconomic and we couldn’t ship our
nickel ore to Inco, we were able to ship our copper/precious metal ore.
CIM: You’ve used unconventional and creative methods in exploration and mining in the past. Are
you using anything new at any of your present ventures?

MacGibbon: Wherever’s practical. For example, At Torex Gold Resources’ Morelos property, we
expect to be mining on the side of a mountain and our CEO, Fred Stanford, was concerned about
having caravans of trucks going up and down that mountain. With all the safety problems that come
with that, he’s seriously considering using a rope conveyer, which is like what they use at a ski resort,
but on steroids.
CIM: What are your plans for the future?
MacGibbon: I’ve never liked the terms retired or semi-retired and will probably never fully retire. I
much prefer the term “semi-working,” which essentially allows you to work when and on what
projects you want. I like to look for excellent advanced mineral assets that have certain “curable”
risks associated with them. Because of the risks, you can sometimes get a relatively inexpensive deal
and add value by lowering the risks. Once we identify a worthwhile asset, we look at the possibility
of financing the acquisition and then look at putting together a management team and a strong
board of directors. If all that comes together, we make the acquisition, and then explore, develop and
put the asset into production.
For example, Torex’s Morelos project was acquired after the crash of 2008–2009 when some mining
companies were burdened with debt and very low share prices. When the project came to our

attention, I personally liked it a lot because it already had a well-defined 43-101mineral resource and
very significant exploration upside. We initially raised $275 million to purchase Teck Resources’
majority interest and then raised another $60 million to purchase Goldcorp’s minority interest in the
property. Fred Stanford, also formerly from Inco, was looking for a new opportunity and was a
perfect fit to come in as the CEO. Fred and his team have been able to increase the resources from
three million ounces of gold to about five million ounces of gold and expect to have a full feasibility
study completed this summer and initial construction in early 2013.
That’s what I like to do, but I don’t do it every day. It usually is a very long-term process that can take
six months, 12 months, 18 months or 24 months before you see the right project. It’s only when we
have identified a worthwhile project, hired the right management team, put together a stellar board
and have the ability to finance it that everything comes together and we act.

