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Which factors drove SRK’s workload in 2025?
We have been very busy across our full spectrum of services. 
We have seen a clear uptick tied to changes in the US feder-
al administration that have affected permitting, financing and 
policy decisions. Commodity prices have also moved upward, 
with gold reaching levels well above its prior levels, which has 
pushed new greenfield projects, brownfield expansions, and 
restarts into our pipeline. We have kept pace with the workload 
because we planned for variability and built flexibility into teams 
and schedules.

Where has SRK been most active in the eastern US, and 
can you highlight a project?
We have supported gold projects in the Carolinas, multiple in-
dustrial minerals operations along the eastern seaboard, and, 
more recently, lithium projects in the Carolinas. We have also 
worked on projects in the northeast, including upstate New York.

I would highlight OceanaGold’s Haile operation.I appreciate 
the depth of technical and environmental practice required to 
operate it successfully. 

How are inflation, labor, materials, tariffs, and interest 
rates influencing projects and closure budgets?
I have seen inflation and higher interest rates flow straight into 
mine optimization and closure-cost models. Offsetting that, 
several clients pursuing US-defined critical minerals have ac-
cessed federal support, from agencies ranging from the DoD to 
the EXIM bank and other institutions. Rising costs are manage-
able while commodity prices remain strong; however, if prices 
retreat while labor and materials escalate, a tipping point could 
be reached. Our role is to ensure that teams stress-test plans 
for price volatility and schedule risk, so sponsors understand 
the range of potential outcomes.

Are clients gravitating to international best practices or re-
lying on US-centric standards?
We work to international standards as a matter of course, and 
most majors and many mid-tiers expect that. If you meet fed-
eral and leading state requirements in the US, such as those 
in Nevada, you are typically aligned with best practices. Inter-
national frameworks often delve deeper into socioeconomic 
issues, particularly the community impacts during operation 
and post-closure. We incorporate both in our work, so clients 
operating in the US meet regulatory obligations and align with 
global investor expectations.

Can a robust mine-closure strategy be a competitive ad-
vantage?
I believe it can. Closure plans written for permitting are prepared 
for default scenario managed by a government. When a com-
pany closes an operating mine, there are additional obligations 
in closure: these include shutting down a business unit, manag-
ing workforce transitions, addressing community impacts, and 
sequencing environmental works to support those goals. Com-
panies are discovering timelines and costs are often greater 
than the mine plan implies. When we integrate closure into de-
sign from day one, we reduce residual liabilities and strengthen 
the investment case. Nevada’s closure regime is among the 
best developed, most thoroughly tested, and continuously im-
proved, which is attractive to investors seeking predictability.

Can you comment on the launch of the Cave Mining Forum?
The forum provides a venue for practitioners from consulting firms, 
mining companies and academia to share experiences, discuss 
technologies, and compare what works under various conditions. 
That spirit aligns with SRK’s culture of sharing and learning.

Do you think the US will see a new wave of underground 
mining?
We have never left underground mining, but I agree the trend 
is accelerating. As pits deepen, safety, economics, or produc-
tion rates eventually favor underground methods if resources 
continue to be found at depth. The criteria are straightforward: 
it must be safe, meet production targets, and make economic 
sense. In Nevada, we have observed mines transitioning from 
surface to underground operations. I expect continued growth 
in underground mining across the US.

What will SRK focus on over the next few years?
We will apply new technologies and proven tools in new ways 
to improve client outcomes. Our teams in Chile are advancing 
caving-propagation algorithms and hybrid numerical methods 
to better predict cave behavior. We are cautiously integrating 
artificial intelligence where it adds value, for example, in data 
synthesis, pattern detection, and scenario screening, while 
keeping human expertise in charge of interpretation and deci-
sions. We expect to remain very busy as clients move quickly 
to leverage supportive critical-minerals policies and as mineral 
processing onshore gains momentum alongside mining. Our 
job is to help them move fast without compromising technical 
quality, environmental performance, or social outcomes. ■

Jeff Parshley
Corporate Consultant
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We expect to remain very busy as clients 
move quickly to leverage supportive critical-
minerals policies and as mineral processing 
onshore gains momentum alongside mining.

What were some of the key projects Ausenco worked on 
during 2025?
One of our standout projects is our work supporting the PEA 
for US Gold Mining’s Whistler Project in Alaska. Another no-
table endeavor is our collaboration with Perpetua Resources 
on their Stibnite project in Idaho, where we are providing sup-
port to the Integrated Project Management team, as well as 
detailed engineering and procurement efforts.

There is a market push to advance US-based assets to-
wards production, particularly around energy and critical 
minerals. For example, we’ve seen an increase in copper 
projects – such as our work in Arizona with Faraday Cop-
per on the Copper Creek project. Additionally, we are noticing 
increased market interest in new areas, such as rare earth 
elements. Relating to this, we have been helping a key client 
at their mine in California while also exploring opportunities 
related to a magnet production facility in Texas.

Support from the current administration, particularly from 
a financial standpoint from institutions like the EXIM Bank, 
has played a significant role in driving demand for large-scale 
projects. This trend is expected to continue growing over the 
next three to five years with further opportunities emerging in 
the US market.

What do mining clients across the US need most from 
engineering and consultancy firms today?
Increasing ESG requirements have sharpened the focus on 
environmental performance, safety, and corporate gover-
nance on mining projects. Cost, schedule, and risk reduction 
also remain central priorities in a market where there is in-
tense competition for permits, financing, and expertise. For 
instance, although current tariffs apply only to goods not ser-
vices, they can still adversely affect production costs. 
Regulatory bodies and investors are increasingly expecting 
closure plans that go beyond compliance to demonstrate 
long-term environmental and social responsibility. Our team 
guides our clients in developing a multidisciplinary closure ap-
proach early in the conceptual design and feasibility stages to 
facilitate more robust and consistent planning throughout the 
project lifecycle. We constantly revise our closure plans as 
projects progress, balancing environmental, social and eco-
nomic objectives with technically feasible solutions that can 
be validated in the field.

How does Ausenco approach sustainability across the full 
project lifecycle?
We help our clients embed sustainability across the entire project 
lifecycle by aligning each project’s scope to corporate and com-
munity sustainability goals. Through early-stage workshops, we 
identify non-technical risks such as regulatory challenges, cultural 
considerations, and climate-related impacts. We reduce environ-
mental footprint by decreasing material use and emissions, with 
carbon assessments integrated into project planning. We also 
promote the use of sustainability dashboards to track project-spe-
cific sustainability metrics and enhance information transparency. 

Is Ausenco noticing a shift in how mining projects are be-
ing executed?
Traditionally, most mining projects in North America were 
brought into production under an EPCM model. However, the 
market appears to now be shifting from EPCM to an Integrated 
Project Management Team (IPMT) model in response to indus-
try-wide staffing challenges. The IPMT model allows the bur-
den of project resources to be shared between the client and 
contractor, with both parties contributing their expertise and 
experience as part of a collaborative, value-sharing framework. 
Ausenco has experience with both EPCM and IPMT models, 
and we will continue to identify opportunities where the IPMT 
model can add measurable value to our clients’ projects.

What makes the US mining market particularly exciting for 
Ausenco right now?
I am really excited about the push for low-carbon energy alter-
natives, and how the whole mining industry is evolving to sup-
port this―from copper for electrification, to uranium for small 
modular reactors, to rare earth elements (REEs) for EVs and 
advanced computing. Our clients mine a wide range of these 
critical materials, and Ausenco is in a unique position to support 
them, especially as so many of these resources are domesti-
cally available. This presents a fantastic opportunity for growth.
Our Tucson office is strategically located to support copper and 
gold projects in the Southwestern US and other commodities 
across the country. We are also expanding our presence in 
the country with our newly opened office in Denver, which, in 
addition to providing additional engineering services, is ideally 
positioned to serve the large number of mining clients in the 
western US. The US business is booming, and we are commit-
ted to being a key part of its future. ■

David Thomas
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There is a market push to advance 
US-based assets towards production, 
particularly around energy and critical 

minerals.


