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How has Orbit Garant Drilling (Orbit
Garant) been affected by the global
slowdown in mining activity?
EA: Over the past five quarters, our financial results have been negatively impacted by the slowdown. It has affected
the entire drilling services industry. The
amount of drilling activity has been substantially reduced, drill utilization rates
are down and service providers are
experiencing pricing pressure. Though,
we have experienced weak market
conditions in the past and we know that
conditions can change rapidly. We remain focused on what we can control,
including disciplined expense management, retaining skilled employees and
maintaining our focus on driller productivity, health and safety, innovation and
market opportunities.
How is Orbit Garant positioned to take
the advantage of increased demand
for drilling services when the market
picks up again?
AL: The mining industry is cyclical. We
are managing inventory levels and cash
expenses and preparing for the next
upswing. Our vertically integrated manufacturing operations enable us to manONTARIO MINING 2015
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ufacture our own custom drill rigs to
meet specific customer requirements,
which allows us to deploy quickly and
cost-effectively. We can control quality and manufacture a custom drill rig
in three to four weeks at a fraction of
the cost that the large manufacturers
charge.
Can you give us an example of a
project where the competitive advantage of your vertical integration paid
off?
AL: We designed and built a number of
custom drill rigs for projects in Ontario’s
Ring of Fire, where due to the lack of
roads, the rigs had to fit in a certain type
of aircraft. We adapted the size of the
rigs and their suitability for the terrain.
Because everything was designed and
built in-house, we had a very quick turnaround. Another example is a bid that
Orbit Garant participated in for a project
in Nunavut. According to the tender,
we had to build and ship eight drill rigs
from the port of Montreal to Nunavut
within two months and we were able
to meet this requirement. We needed
to reduce the water consumption of our
drill rigs from 25 cubic meters per day
down to eight, due to water-use regulations in the area. So, we designed a
custom water recirculation and filtering
system that reduced our water consumption down to three cubic meters
per day. Our custom system has the
added benefit of reducing energy consumption, as the recirculated water
does not have to be heated as much
prior to being re-used in the drill hole,
following filtration. Thus, we were able
to recycle water and save more money
for our client.
What was the reason behind developing your own computerized drilling
technology?
AL: In 2009 there was a lack of experienced drillers and we saw an opportunity to develop a technology that would
enable us to train our junior drillers
more rapidly, while maintaining our high
productivity levels. We therefore developed our own computerized control and
monitoring technology. In utilizing this
new technology, we achieve improved
accuracy and consistency of results,
enabling our experienced drillers to in- 84 -

crease productivity, while less experienced drillers can move up the learning
curve faster compared to conventional
rigs. We have achieved more than 30
percent greater productivity compared
to conventional drilling and reduced the
duration of some customers’ drilling
programs by up to 50 percent. In turn,
this increased efficiency means that
far fewer consumables are being used
and rig components are lasting longer.
Our customers can also monitor our
progress, view core samples, and access detailed performance reports
on demand via the internet. Further,
the new technology improves worker
safety.
What markets outside of Canada represent the greatest growth opportunity
for Orbit Garant?
AL: Over the past five years, more than
85% of our revenue was generated
from projects in Canada. We knew that
we would have to diversify geographically to keep growing. While we have
had international market exposure in
Mexico, Guyana and the United States,
we have identified two new key international markets for our near term expansion – West Africa and Chile.
EA: We made a strategic acquisition
of Lantech Drilling Services at the end
of 2010 to establish ourselves in West
Africa and recently opened a new office
in Chile and shipped two drill rigs down
there. We also decided to diversify in
terms of the minerals that we are active drilling for. Being based in Val-d’Or,
and with offices and facilities in Sudbury, we have always been very active
in gold. Chile allows us to diversify into
base metals while the Lantech acquisition provides expertise in iron ore
drilling and in the Labrador Trough right
here in Canada.
Where would you like to see the company positioned in the next 12 to 24
months?
EA: We would like to see sustained
demand for drilling services pick up in
Canada and abroad. As market conditions improve both domestically and internationally, we would like to move towards a revenue mix of approximately
75% from Canada and 25% from international projects. •
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B&D Manufacturing

Can you give us a brief introduction to
B&D Manufacturing?
B&D Manufacturing was founded in 1980
by two young entrepreneurs who invented
a portable align boring machine. Before
then, underground mining equipment had
to be disassembled and transported to an
outside machine shop for repairs. With our
flagship Portable Align Boring Machine,
technicians do maintenance work right
on customer site, reducing downtime and
associated costs, and eliminating safety
concerns. In 2001, the company acquired
a fabrication shop, and our range of offerings began to diversify and focus more on
surface mining equipment. By 2011, 80
percent of revenues were generated in
Canada. Today, it is closer to 50-50 and
growing globally in South America, Africa,
and in our newest territory, Australia. Our
sales have doubled every five years.
Could you describe B&D’s key products
and services?
We focus on truck and shovel maintenance for surface mining applications but
also support heavy equipment operating
underground. Much of what B&D develops is unique. The Tire Handler Station
safely handles and manipulates haul truck
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tires within limited shop space. The Super
Jack impacted workplace safety by being
capable of lifting and securely balancing
haulage trucks. This is the only existing
certified two-point lift Jacking System for
300 to 400 ton trucks. Our remote-controlled Wheeled Multi Handler with its
several attachments is specially designed
and manufactured to improve safety and
reduce turnaround time on haul truck
wheel motors and other component repairs. And, our Swing Shaft Changer is an
easy, fast and safe way to replace and service the swing shafts on P&H 2300, 2800
and 4100 shovels. These shovels can load
up a haulage truck every 90 seconds, decreasing downtime from 12 hours to one,
and result in huge savings.
What is B&D’s approach to developing
new products?
B&D Manufacturing traditionally invests
about $2 million annually on new product
development. Our R&D team has formed
strategic alliances with major industry
players. We design, test and manufacture
“assembly tooling” for sale to Komatsu
mining distributors and customers. B&D
recently signed a licensing agreement
with Komatsu America relative to certain
intellectual property for that specific purpose.
How have you increased your focus on
the safety and environmental aspects of
heavy equipment?
Zero harm is our number one priority in
developing new equipment or in field
services. We thoroughly test and engineer-certify our products in response to
industry’s growing demand for improved
safety, efficiencies and productivity. Our
workshop recently achieved a milestone –
one million man-hours worked with no lost
time. Our facilities include solar walls, recycling water and utilizing high-efficiency
lighting.
Will B&D be able to continue its aggressive grow?
Our sales model is a unique combination
of sales professionals and distributors,
who have a good handle on the pulse of
industry, and is conducive to growth. Next
year, we anticipate an 18 to 20 percent increase in global sales and will expand and
invest in additional human resources and
R&D. •
- 85 -

