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BIO: 

Ross J Beaty is a geologist and resource 

company entrepreneur with more than 37 

years of experience in the international 

minerals industry. In early 2008, Mr. 

Beaty founded Magma Energy Corp. to 

focus on international geothermal energy 

development. Magma currently owns the 

Soda Lake geothermal plant in Nevada 

and interests in two large geothermal 

plants in Iceland, as well as 28 other geo-

thermal properties in the USA, Iceland, 

Nicaragua, Chile, Peru and Argentina. 

Mr. Beaty also founded and currently 

serves as Chairman of Pan American 

Silver Corp., one of the world's leading 

silver producers. Mr. Beaty has founded 

and divested a number of other public 

mineral resource companies since 1985. 

 

Mr. Beaty is a Director of The Nature 

Trust of B.C. and patron of the Beaty 

Biodiversity Center at the University of 

B.C. Mr. Beaty is a past President of the 

Silver Institute in Washington, DC., a 

Fellow of the Geological Association of 

Canada and the Canadian Institute of 

Mining, and a recipient of the Institute's 

Past President's Memorial Medal. In 2007 

Mr. Beaty received the Association of 

Mineral Exploration of B.C.'s Colin 

Spence Award for excellence in global 

mineral exploration, in 2008 the Mining 

Person of the Year award from the Min-

ing Association of B.C. and the 2008 

Natural Resources & Energy Entrepre-

neur of the Year Award by Ernst & 

Young. 

 

Mr. Beaty was born in Vancouver, Can-

ada in 1951 and educated at the Royal 

School of Mines, University of London, 

England, M.Sc., Distinction (Mineral 

Exploration) 1975 and the University of 

British Columbia, LL.B. (Law) 1979 and 

B.Sc. (Honours Geology) 1974. He is 

married with five children. Mr. Beaty 

speaks English, French, and Spanish, as 

well as some Russian, German, and Ital-

ian. He has worked in more than 50 

countries during his career. 

 

Company Profile: 

Magma Energy Corp. is a geothermal 

power company which operates, develops, 

explores and acquires geothermal energy 

projects. We have an extensive portfolio 

of properties throughout the western 

United States, Iceland and Latin Amer-

ica, including one operating power plant 

in Nevada and an interest in two other 

operating power plants in Iceland. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFOinterviews.com 

 

CEOCFO: Mr. Beaty, you have a long 

history in the mineral development busi-

ness, why did you found Magma? 

Mr. Beaty: I have had a long history in 

the mineral development business. I 

founded eight companies, as I am an en-

trepreneur, and they have all done well. 

Seven of the companies I was able to di-

vest with happy results for our sharehold-

ers, all of them were public companies. In 

1994, I set out to build the world’s largest 

silver mining company and this was not a 

simple feat, but after thirteen years, we 

achieved this by 2007. Pan American 

Silver has become a large operating com-

pany, the largest primary silver mining 

company in the world with 7,000 em-

ployees and 8 operating mines. However, 

it was time for me to retire as manager of 

this business, so I stepped back to being 

chairman. I also had some copper com-

panies that I had a business plan for, 

which was to add value through explora-

tion and then sell once the properties be-

came large and defined. We achieved this 

at the end of 2007-early 2008, so I was 

left looking around for something new to 

do. 

 

I have always been kind of a closet envi-

ronmentalist and geothermal was an op-

portunity for me to do something that I 

wanted to do for a long time, which was 

to build a new environmental company. I 

looked around and saw the geothermal 

industry and the more I looked at it the 

more I thought this is absolutely perfect. 

It has a lot of geology in it, it has subsur-

face development, and it is very similar to 

the mining industry in that you have ex-

ploration phases and then advanced ex-

plorations, feasibility, permitting, financ-

ing, construction and operations. How-

ever, instead of selling metals, in the case 

of geothermal power, you sell electricity. 

The development phase is more or less 

the same, as it requires a lot of capital. I 

have raised a lot of capital in resources; 

the business plan favors public companies 

because of the capital needed and the 

ability to grow through merger and ac-

quisition. So it was a business that I un-

derstand the science of, I understand the 



development process, I understand the 

capital needs, and it fits my history very 

well. 

 

The other thing I noticed when I looked 

at the geothermal industry was the fact 

that there were very few companies in the 

industry, and even fewer that I thought 

were doing it the right way. In fact there 

are only one or two companies in the 

world that are really good pure plays, that 

are at a size that can deliver equity inves-

tors decent leverage to the business. I 

thought if I could work in this business, 

build it with single-minded focus and 

apply all of the things that worked in my 

previous companies, we would have a 

chance to build the world’s preeminent 

geothermal power company. That is a 

great goal for any entrepreneur, it is 

achievable, it requires a tremendous 

amount of work, a lot of capi-

tal, a lot of dedication, great 

people and I am dedicated to 

doing that. I am working hard 

on that, we have been in the 

business now for almost two 

years and we are absolutely 

along the path to achieving 

that. 

 

CEOCFO: Would you define 

‘doing it the right way,’ what 

does that mean to you? 

Mr. Beaty: Geothermal devel-

opment is a business that is just 

a great business in terms of its ability to 

generate cash flow and returns for share-

holders. Doing it the right way really 

means making people money, by building 

a successful company. This means deliv-

ering wealth creation to your sharehold-

ers and that really defines success, mak-

ing people money. This business should 

allow us to do that because geothermal 

power is the only type of renewable power 

that doesn’t require subsidies. It is an 

established industry in 28 countries of the 

world, and the longest-lived geothermal 

power asset, in Italy, has been going for 

more than 100 years. There are several 

others in the world that have been going 

for more than 50 years, so it is an estab-

lished business with low technology risk. 

How you make money in the business, is 

you sell your power for more than you 

actually paid to both develop and produce 

it. This is what happens in 28 countries 

of the world without incentive. 

 

The other side of the business that is very 

attractive to me apart from the cash-

generation capacity of the business is the 

value-add that comes from successful 

exploration. It is not unlike oil, gas or 

mineral exploration where you can have a 

successful exploration team that discovers 

a resource and that in its own way creates 

wealth. You create capital value for your 

company through developing a resource 

that can subsequently over the next five 

or ten years, be brought into production 

to generate a long-term cash flow. The 

beauty of geothermal is that when we take 

all-in cost over about 25 years; all-in cost 

means capital operating costs, mainte-

nance cost, and all other operating costs, 

development and fuel costs for example; 

when comparing geothermal to all other 

forms of electricity generation, it is actu-

ally the cheapest and has the lowest all-in 

cost. The other beautiful thing about geo-

thermal is it is a clean industry, it pro-

duces virtually no emissions and it has a 

very small footprint compared to any 

other form of electricity generation. It is a 

clean, sustainable, essentially permanent 

business plan and that satisfies my desire 

to build something that is actually going 

to help the planet over the long term. To 

me it is just a great business and I am 

thrilled to be trying to build a world-class 

company here in a business that has an 

excellent business model in terms of gen-

erating long-term cash flows and divi-

dends for shareholders plus being a green 

renewable company. 

 

CEOCFO: Where is the US in this proc-

ess? 

Mr. Beaty: The US is the world’s largest 

geothermal power producer already, so it 

is there already in a small way. Geother-

mal in the US is 3,000 megawatts of its 

total power mix, which is tiny, but in the 

world there is 10,000 megawatts pro-

duced in 28 countries and the US is the 

largest of those countries. So the US has 

resources, and geothermal will always be 

a small piece of the world’s energy equa-

tion, because there are only certain places 

in the world where you can develop what 

I call the low-cost, high-temperature, 

geothermal system. In the US, it is really 

California that has the best potential. 

There are four or five other western US 

states that have good potential; Oregon, 

Washington, Nevada, Utah, and Idaho 

particularly. Because it is not a young 

industry in the US, the world’s largest 

geothermal plant is in the Geysers in 

Northern California, where there is a 

resource that today produces about 1,000 

megawatts. That is a world-

class asset, but a lot of the US 

assets that have already been 

developed, were developed 

thirty and forty years ago and 

the opportunities in the US are 

not as great as they are in other 

countries. There is a large push 

today for geothermal develop-

ment in the US because there is 

a tremendous incentive pro-

gram to catalyze development 

of all forms of renewable 

power. It is very smart politics 

and it is good for the US en-

ergy mix, because so much depends on 

imported oil. At the end of the day, in 

terms of geothermal, it is not going to be 

a sea change of power production other 

than in certain places like Nevada and 

California that have intrinsic geothermal 

resources. Magma’s business plan is to go 

global, Magma’s strategy is to become a 

preeminent geothermal power producer 

and to do that, just as you are doing in 

any industry, which is a resource extrac-

tion industry, you have to go where the 

resources are great and where the oppor-

tunities are best. The biggest unexploited 

fields today are in places like Iceland, 

Chile, and Peru, which is exactly where 

Magma is focused right now as well as in 

certain places of the western US. 

 

CEOCFO: Would you tell me about the 

projects you are focusing on? 

We are trying to build a big business that has 

essentially two legs to it, one leg is the explora-

tion and discovery of large resources that will set 

in place building blocks to allow Magma to 

build power plants for the next decade or two 

decades. The second leg is to acquire production 

today that increases our income statement, im-

proves our balance sheet today, and again gives 

us the size and stability to go out and finance 

our new growth at a lower cost of capital. 

                                                       - Ross J. Beaty 



Mr. Beaty: Once again, our strategy is to 

be a large producer. One of the wealth 

creating aspects of going big is that the 

larger you are in this business, the lower 

your cost of capital typically is, the more 

access you have to debt and equity and 

lower cost than say a very small com-

pany. So the bigger you are, the lower 

your cost of capital. This industry is all 

about margins, all about the spread be-

tween your cost of capital and your devel-

opment cost and of course your revenue. 

Because we are trying to build a big busi-

ness and generate big business for our 

shareholders, we are going to the places 

in the world that have big geothermal 

resources; I have mentioned a few already 

the western US, Iceland, Chile and Peru. 

We have also looked at many other places 

in the world in the last couple of years 

and I wouldn’t exclude us getting in-

volved in other large areas such as the 

Philippines, Indonesia, and a few other 

places in the world that have large re-

sources. The next thing for us to do is to 

acquire concessions, explore them, seek 

big systems, once we have them defined, 

simply build power plants on those big 

systems to generate renewable power for 

whatever region we are in and that is a 

multi-year exercise that requires a lot of 

capital upfront. The beautiful thing is that 

once those operations get going they pro-

duce huge amounts of cash flow at very 

low operating costs and they do it on es-

sentially a permanent basis.  

 

CEOCFO: Are places like Iceland and 

Chile receptive? 

Mr. Beaty: Yes they are. Iceland has 

extraordinary geothermal resources; the 

problem in Iceland is you don’t have a lot 

of demand, because there is such a small 

population base there. What the Iceland-

ers have done to take advantage of their 

large and relatively cheap availability of 

power is they have introduced the country 

to a number of aluminum smelters that 

have set up there to take advantage of the 

cheap power. It is a great business for 

geothermal developers because you have 

a captive user of your power. You also 

have an ability to construct your power 

purchase agreements using the US dollar 

and that reduces any volatility having to 

do with local currency. So it is a great 

place to develop power to the extent you 

have an aluminum market to deliver to 

and an emerging, electricity intensive, 

Data Center industry. Geothermal in Ice-

land is a core form of their energy mix. It 

produces 25% of their current power sup-

ply and the remainder is hydro, so it is a 

core part of their energy. In Chile and 

other countries that we are active in, in-

cluding the western US, we have a very 

cooperative government, a very enthusi-

astic policy for developing renewable 

power. In all of those places, you have an 

unmet demand. There is more demand 

than supply, so there is a tremendous 

desire to have green supply, and anything 

we can develop in those countries we 

think will be easily saleable either 

through a direct user or onto the grid. 

Therefore, we are very enthusiastic, be-

cause we are doing projects in those ju-

risdictions, plus they have quite high 

power rates. Power in Chile tends to trade 

for about $100 per megawatt, and that is 

about the average rate in the western US 

as well because when you blend Califor-

nia, Nevada, and Utah it is about $100 

per megawatt. That is a very good price 

for us given that the average cost of pro-

ducing geothermal power averages about 

$25 per megawatt.  

 

CEOCFO: Are there new exploration or 

development techniques that you are able 

to take advantage of? 

Mr. Beaty: It is a low technology risk 

and there is an established means of ex-

ploration and development. Of course, 

there are always new innovations and 

Magma has already pioneered the use of 

an oil and gas stimulation technique in 

our geothermal program in our US opera-

tion in Nevada. We stimulated a well and 

generated a successful well out of what 

might have been an unsuccessful well 

without using that technique. We are very 

proud of that, and it is the first time it has 

been used in the geothermal industry. 

You can always use some of these new 

methods that come out and there are al-

ways things we should be looking for, but 

fundamentally, it is a business that has 

very low technology risk. You are buying 

off-the-shelf turbines, generators, you 

have transmission lines and the business 

of drilling and piping is a pretty estab-

lished. So there are no black boxes here, 

we are always going to be interested in 

taking advantage of new technology in 

drilling for example. The real risk is just 

drilling holes, discovering resources well, 

developing them well, and building a 

business plan where you are completely 

focused, and the whole team knows 

where you are going. So you are discover-

ing a well, you are developing a well, you 

are producing a well, and you are buying 

a well. A big chunk of Magma’s business 

plan is to acquire operations, acquire 

concessions, so that means lots of details, 

and the trick in all of this, of course the 

devil is in the details, you have to look at 

the details to build a successful company. 

 

CEOCFO: Are there any challenges 

ahead for Magma? 

Mr. Beaty: There is a lot of hard work in 

this business. The way to look at Magma 

in terms of the next two or three years of 

its development is we have already estab-

lished a track record. In the seven months 

since we went public in early July, 

Magma has increased its power produc-

tion by tenfold from 8 megawatts this 

past June to 86 megawatts in power be-

tween Nevada and Iceland, and we are 

hoping to go over a hundred megawatts 

in the very near future. We also increased 

our geothermal resources from 200 

megawatts to over 600 megawatts by the 

end of December and that is through suc-

cessful exploration and successful acqui-

sition. That is really the model for where 

we are going to go in the future. We are 

trying to build a big business that has 

essentially two legs to it, one leg is the 

exploration and discovery of large re-

sources that will set in place building 

blocks to allow Magma to build power 

plants for the next decade or two decades. 

The second leg is to acquire production 

today that increases our income state-

ment, improves our balance sheet today, 

and again gives us the size and stability 

to go out and finance our new growth at a 

lower cost of capital. So the path to the 

future is essentially, what we have al-

ready done. We have successfully 

achieved our mission in terms of all of 

the stuff I mentioned early on and we 

think that is just going to continue in the 

future and I am dedicated to making it 

happen. 

 

CEOCFO: Is the investment community 

paying attention? 

Mr. Beaty: I think they are. Every CEO 

of every company always thinks his stock 



in undervalued and I would be no excep-

tion there. We have increased our power 

production tenfold and our resources 

threefold in the last seven months. Our 

share prices traded basically flat line. We 

have a solid financial condition, we have 

a tremendous faithful group of sharehold-

ers and I am pleased with how things are. 

We have coverage now by ten investment 

dealers and they are energy analysts, so 

we have good coverage from a lot of 

firms, which I am very pleased and proud 

of. They understand where we are going. 

We are the right size for them; we are 

trying to develop the best leverage for 

their institutional investors particularly in 

the geothermal business. I want Magma 

to be the go-to stock. If an institution has 

the desire to hold one stock that is a pure 

play on geothermal power, I want it to be 

Magma, and I want us to earn that 

through being the best explorers, the best 

developers, the most respected manage-

ment team, the best financial basis, and 

the best growth projections. If we can 

deliver on those, we will have a great 

following, we will have a successful share 

price, we will make people money. 

Whether or not that has happened yet, I 

do not know, but I do believe it will come 

to us in due course. Our heads are down, 

we know where we are going, and the 

share price will look after itself in due 

course.  Of course, we are spending a lot 

of time on investor relations, we are do-

ing that which is necessary to communi-

cate our story, but our main effort is in 

developing our assets. 
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