
PROJECT OBJECTIVES 

APRIL 2013: 

• Chart a Course for the Future of Diamond Peak 

• Winter Experience Improvements 

• Evaluate Summer Opportunities 

• Ensure Projects Provide a Strong ROI 

• Ensure Projects Fit within Community Character 

• Continue or Improve Revenue Stream for IVGID 
without  Need to Increase the Recreation Fee 

 

1. Introduction 



OPERATIONAL CONSIDERATIONS 

• For the community! 

–An under-utilized IVGID asset 7 months of the year 

• Reduce financial risk of poor winter business 

–Not be 100% dependent on winter ski operation 

–Summer weather is more reliable 

–Add revenue sources that also operate in winter (and offset 
poor snow years!) 

• NO increase in Recreation Fees 

 

 2. Analysis “Refresh” 



COMMUNITY SURVEY 

3. Community Input 

• Available on the website 

• Emailed invitation through Diamond Peak list 

• Advertised in the newspaper and PW newsletter 

• Flyers distributed at the Rec Center 
 

• 700+ took part in all or a portion of the survey 

• 500+ completed it in its entirety 

 

54.1% 
29.5% 

14.7% 

1.7% Resident (full-time)

Resident (part-time)

Vacation/special event

Business/retreat



COMMUNITY INPUT 
CONCERNS 

– Crowds, noise, and traffic congestion 

– Costs of operation vs. revenue – do not pass on costs to the residents! 

– Fire safety 

– Increased liability and insurance costs 

– Conflicts between bikers and hikers 

– On-mountain environmental impacts (erosion from mountain biking) 

– Protect the existing hiking 

– There are already enough summer activities in the Tahoe basin 

– IVGID already has a Rec Center – fitness programs should be there 

– Want expanded use but not intensive use! 

– Keep Diamond a local resort. 

– Focus on mountain/forest type recreation NOT amusement park themes.  Beauty and 

nature, NOT glitz and thrills. Do not want Disney! 

 3. Community Input 



COMMUNITY INPUT 
POSITIVE COMMENTS 

– Incline is a family destination and summer activities should be based on this. 

– Improving ski facilities should be secondary until revenue can be earned all year. 

– Need more seating! 

– Need to provide accessible hang out areas for the non-skiers. 

– I would love to see Snowflake open year round. 

– Interested in walking/hiking the area with dogs without going straight up. 

– I see nothing wrong with summer use of the ski area. 

– I say focus on a few things and do them really well and they will come in droves.  I am 

super excited about the potential here and I see summer being a better financial 

win at Diamond Peak than winter ever will be. 

– We would participate in all summer activities, frequently.  The more action, the 

better. 

 

3. Community Input 



POSITIONING 

4. Positioning for Summer Ops 

A Community Resource First!  The community: 

• Is interested in recreation-based activities, particularly trail-
based recreation and connecting to the larger regional trail 
networks (Rim/Flume trails);   

• Recognize the beauty of the Snowflake Lodge location and 
support enhancement of the facility; 

• Feel very strongly that the natural beauty is maintained, and the 
area not become a high-energy, amusement-oriented destination; 

• Are concerned about traffic and noise issues 

• Do not want to pay for additional facilities. 



POSITIONING 

4. Positioning for Summer Ops 

Balance: 

• Focus on mountain recreation that supports an active lifestyle; 

• Maintain and enhance the community use of the facility; 

• Preserve the scenic beauty of Diamond Peak; 

• Balance community use with additional tourism visitation to 
provide revenue for continued viability. 

 

Diamond Peak Mountain Park:  

Active mountain recreation showcasing the scenic 
beauty of the Lake Tahoe region. 

 



SUMMER MARKET FUNNEL 
WHERE PEOPLE ARE COMING FROM 

Note: Each demographic has 
a unique set of criteria that 
also factored into the larger 
equation, such as season 
length and occupancy rate.  

volume 
•750,000 

capture 
•2-3% 

total 
•15,000-22,500 

per day 
•140-210 

volume 

•210K hotel visits 

•84K rental visits 

capture 

•7-12% hotel 

•3-5% rental 

total 

•14,700-25,200 hotel 

•2,500-4,200 rental 

per day 
•160-280 

volume 

•921K FT days 

•194K PT days 

capture 

•1-1.5% FT 

•2-3% PT 

total 

•9,200-13,800 FT 

•3,800-5,800 PT 

per day 
•130-190 

DAILY VISITATION  

TO DIAMOND PEAK 

430-680 people 

Residents 
(FT & PT) 

Visitors to 
North 
Lake 
Tahoe 

Visitors to 
Incline 
Village 

7. Financial Feasibility 



PHASING STRATEGY 

7. Financial Feasibility 

 
Phase One 
Provide new amenities & activities for the community/guests 
Prioritize revenue-generating activities to generate up-front NOI to offset 

the capital costs of subsequent phases 

 
Phase Two 
Prioritize Snowflake Lodge and base area activities 
Timing triggered by cumulative operating income from Phase 1 
Allows for hospitality-oriented revenue generation 

 
Phase Three 
Focus on improvements for winter operations 
Funded by cumulative operating income from Phases 1 and 2 

 



PHASING 

7. Financial Feasibility 

 



PHASING 

7. Financial Feasibility 

 



PHASING 

7. Financial Feasibility 

 



7. Financial Feasibility 



FINANCIAL MODEL 

7. Financial Feasibility 

Financial Results Summary 

• Project infuses Diamond Peak with $15.7m of new capital  

• Return On Investment achieved by year 5 

• Average annual NOI (after debt service): 

– Phase 1 =  $1m 

– Phase 2 = $1.4m 

– Phase 3 = $1.9m 

• Phase 3 incurs no debt 

• Cumulative NOI through first 10 years = $7.7m 

• Affords the opportunity for early debt retirement (approx. year 8) 

 

 


