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On-Reserve and Community-Based Businesses
By operating businesses locally, Aboriginal entrepreneurs are playing an active role

in the economic development of their communities.

Visit our Aboriginal success stories database at www.ainc-inac.gc.ca (Click on “News Room”).
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bankers again, he had a solid business plan.
KEDA guaranteed a loan from the local Caisse
Populaire. With secured financing, Chad was
ready to do whatever was necessary to build
Old Malone’s — even sacrifice the family home!

“We had to tear
down the house 
my grandfather built 
to make room for 
the new restaurant,”
explains Chad.

Old Malone’s
opened in December
1999. “The first year
was rough,” says
Chad. “The bills just
poured in. I couldn’t
sleep, worrying about
it all. Louie John Diabo,

who was director of KEDA at the time, came in
one day and asked me how it was going. So, I told
him. He believed in what we were trying to accom-
plish. He showed me how to access funds for
Aboriginal businesses and get a five-year loan.” 

“He’s determined, dedicated, and he has very
strong management skills,” says Louie John.

Old Malone’s 

A Taste for Success
by Karen Flanagan McCarthy

“F
ailure is not an option,” is how Old Malone’s
proprietor Chad Rice describes his busi-
ness approach.

Chad and wife Leslie Deer run the popular
56-seat eatery in the Kahnawake Mohawk 
community, just outside
Montreal. The restaurant
stands on the site of the
couple’s first venture —
The Shack, a gourmet
fast-food stand they
started in 1991. It was 
a success but, by 1997,
the couple was ready for
a greater challenge: a
year-round restaurant. 

Bankers weren’t
enthusiastic. “I went 
to them with a poorly-
written business plan,” says Chad, “and they
turned me down flat.” He asked the Kahnawake
Economic Development Agency (KEDA) for advice.

The answer? KEDA’s six-week entrepre-
neurial program, help from an Aboriginal Business
Canada development officer, and support in 
the form of a $30,000 investment from Indian and
Northern Affairs Canada’s Economic Development
Opportunity Fund. When Chad approached the

Old Malone’s, in Kahnawake, is earning rave reviews.
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“Sure, we helped him. But what benefits
him also benefits our community. He hired
local contractors to help him build the
restaurant. And he hires local people 
to work there. I wish we could have 
a hundred Chad Rices.” 

Old Malone’s is a success by anyone’s
standards: 18 people, all from Kahnawake,
work there. On busy days, Chad and

Leslie serve as many as 80 people at each
meal — and many more through their
delivery service. “I’ve hired a driver to
cover Chateauguay,” says Chad. “It used
to be that people on the reserve would
order takeout from Chateauguay. Now, it’s
the other way around!” 

For more information, contact 
450-638-4574. ✸

“Old Malone’s” 
continued from page 1

L
ed by guide Charlie Greg Sark, three
guests pack up their kayaks and

paddle across Prince Edward Island’s
Malpeque Bay towards Hog Island for 
an overnight kayak-camping excursion.
Charlie Greg, a member of Lennox Island
First Nation, launched Mi’kmaq Kayak
Adventures (MKA) in 1999. He saw an
opportunity: kayaking “was a fast-growing
sport and nobody was doing it out there.”

Lennox Island began developing an
ecotourism strategy a few years ago 
to attract visitors to the community, about
an hour’s drive from Summerside. Local
attractions include a 10-km hiking trail, the
Lennox Island Mi’kmaq Cultural Centre, and
the Lennox Island Aboriginal Ecotourism
Complex which houses a restaurant, youth
hostel, Outdoor Adventure Centre and
MKA’s office.

MKA operates from June to late fall
and takes guests to the nearby islands 
in picturesque Malpeque Bay. Trips range
from a basic three-hour paddle to Bird
Island — a couple of kilometres away —
to overnight packages. Full-day trips 
to George’s Island are also available.
“It’s a nice spot because there’s a neat
pond, volcanic rock and you can paddle
through wetland,” Charlie Greg says.
Beachcombers can try the day or overnight
camping trip to Hog Island, a deserted spit

of land with sand dunes. The soft-spoken
guide has teamed up with other businesses
to increase the range of packages MKA
can offer. All trips begin with an on-land
briefing about kayaking skills, communi-
cation on the water and safety tips. At least
half of his clients are Americans. Patrons
usually find his company through the PEI

tourism guide, media coverage and the
popular Lonely Planet guidebook. He hopes
to attend a travel trade show in Germany
in March 2003 to promote Lennox Island
tourism products. But there’s more to his
business than taking people paddling.
When guests desire, he shares part of the
local culture with them. “I saw Aboriginal
tourism as an educational and sharing
opportunity,” he says. Kayakers can learn
about the social history and geography 
of the Lennox Island community and the
small islands around it.

An entrepreneurial spirit runs in the
Sark family. “That totally fed my interest
in working for yourself,” admits Charlie
Greg. “I’ve seen my parents do things and
be successful at it.”

For information, contact 902-831-3131
or visit www.minegoo.com ✸

Mi’kmaq Kayak Adventures

Riding a Wave of Success
by Hélèna Katz
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Entrepreneur Charlie Greg Sark prepares for yet another kayaking adventure.

http://www.minegoo.com
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“I
f I go back 20 years when we did 
not have a lot of businesses in our

community, all the dollars coming in 
were leaving,” recalls Marcel Brascoupé,
of Kitigan Zibi Algonquin First Nation, 
in Quebec.

Now, thanks to ventures like the 
Rona Pasahigan Home Centre, things
have changed for the better. “When 
your community has a good, strong eco-
nomic base, you’re generating your 
own dollars,” he says.

Marcel has been involved with the
development of the Rona store from the
beginning. He was the store’s manager
for its first three years and was one of the
original shareholders — which included
the band council and six private investors
from the First Nation. Aboriginal Business
Canada also invested $250,000 in the
company.

The 15,000-square-foot complex
opened in 1996 and specializes in hardware
and construction materials. Ten people
work full-time at the store, and five more
are hired each year during the peak build-
ing season. Most are First Nation members.

Marcel points out how one business
can help improve the local economy.

For example, the Rona store buys 
fuel from a local gas station, takes print
jobs to a local printer and hires local 
contractors for snow removal. Developing
businesses and training the local work-
force can also help members find jobs
off-reserve, he says.

The shareholders did not expect the
business to post a profit for the first five
years, he says. “The original market study
was based on projections that 70 percent
of the business would be coming from the
community and 30 percent from outside.”

They had a pleasant surprise. “What
happened in year one was just the oppo-
site — 70 percent came from outside.”

The greater-than-expected sales volume
meant profits within the first year. There
are two other major factors Marcel credits
for the success of the business. Its affilia-
tion with Rona gives it access to a national
chain’s buying power. And its location 
on Highway 105, just south of Maniwaki,
Que., gives it visibility.

The company name, Pasahigan, is
also cited as a factor. The Algonquin word

suggests the location where the best
cedar was found for building canoe ribs.

“We sort of incorporated that as being
the best location to get your lumber — and
everything else you need for your project!”

For more information, call 
819-449-6030. ✸

Tara Lee Wittchen is a writer and editor
of Ojibway and European heritage.

Rona Pasahigan Home Centre

Tools for a Growing Community
by Tara Lee Wittchen 

Staffers Christiane Larivière,
from left, Brenda Buckshot

and Lise Jacko have played a
role in Rona Pasahigan Home

Centre’s success story.
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C
reating virtual highways to Deline —
an NWT community which is only

accessible by air — is crucial to its future
in an increasingly connected world.

“The Internet will be as important to
the North as highways are to the South,”
says Daniel Walton, Executive Director
of Techi?q Ltd. Daniel is convinced that
providing access to Internet will be a
huge benefit. 

Through the information technology (IT)
arm of Techi?q Ltd., the necessary tech-
nology is being installed in Deline. The
company, formed as part of the Dene 
and Sahtu Dene land claim process, is the
economic development branch of the
Deline Land Corporation. Daniel believes
strong IT for these First Nations is “the
key element in bringing together the

necessary and different programs, and 
initiatives related to self-government.”

The technology infrastructure, based
on satellite access, was established in 2000
in partnership with NorthWest Tel, with
the support of the federal and territorial
governments. Since then, Techi?q Ltd. has
built a community access centre, modelled
on Internet cafés, where young people can
log onto the Internet. “We have our own
Internet server and a wireless antenna,
which, through wireless connections,
also beams broadband into businesses 
in the community, and band council
offices.”

The benefits to this community of 
650 people are many. With the Internet,
the community’s youth can become more
computer literate and use the technology

to find opportunities for education and
employment. Jobs have also been created
locally — three full-time employees work
for Techi?q Ltd.’s IT department. As well,
all community organizations are now
connected by the Internet. The service has
become an important tool to develop
Deline’s tourism businesses — fishing,
ecotourism, lodge accommodations, 
and guide services.

The community is not going to keep
this expertise to itself. It plans to help 
Fort Good Hope, another Dene community,
set up the same system and bring them
the same benefits and resources that
Deline is now beginning to enjoy and
profit from.

For more information, call the Deline
Land Corporation at 867-589-3618. ✸

Techi?q Ltd.

Connecting to the World
by Edwinna von Baeyer

Techi?q is helping Deline, NWT reach out to the world.
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F
irst Nations Insurance Services Ltd.
(FNIS) strives for its clients’ financial

security. It offers group insurance benefits
and pension plans tailored to meet the
needs of First Nations people.

Founded in 1987, FNIS was the brain-
child of Saskatchewan’s Lac La Ronge
Indian Band. “They felt that because First
Nations communities were forging ahead
and taking control of their own affairs, it
was time for an insurance brokerage which
would offer benefits designed in the best
interests of First Nations employees,” says
FNIS General Manager, Helen Burgess. 

In 1991, FNIS partnered with the
Federation of Saskatchewan Indian Nations
(FSIN). Their goal was to offer a reserve-
based pension plan to First Nations and
their institutions. Their plan offers non-
taxable pension benefits for Treaty Indians
who have earned non-taxable income 
on reserves. 

The business is now a three-way union
between the Peter Ballantyne Cree Nation,
the Lac La Ronge Indian Band, and FSIN.
Based in Prince Albert, Sask., FNIS is
licensed to market and service its products
in Alberta, BC, NWT, Nunavut and Yukon.
There’s also talk of expanding eastward.

“We are the only 100 percent Indian-
owned insurance brokerage firm of this
nature in the province of Saskatchewan,
and possibly in Western Canada. We
believe it’s important that our clients feel
that we are not just another business, 
but that we respect lifestyles and have the
correct cultural awareness and sensitivi-
ties,” she says. “Six of our seven full-time
employees are of Treaty status. We have
personal, first-hand knowledge of the
challenges faced by First Nations people.”

FNIS works mainly with three large
insurance carriers to provide its com-
prehensive National Indian Financial
Corporation Group Insurance Plan. This

plan offers relatively uniform benefits and
flexible options for status and non-status
clients. It provides Status Indian clients
with coverage above what is provided by
non-insured health benefits and even
includes a counselling service.

Their clients include First Nations
governments and their administrative staff,
on-reserve education, health and daycare
facilities, band-owned on-reserve busi-
nesses, and First Nation entrepreneurs.
The Lac La Ronge Indian Band, the
Prince Albert Grand Council and the 
FSIN are three of the insurance firm’s
biggest clients. 

“It takes time to build credibility and
trust when it comes to benefits of this

nature. The fact that we just celebrated
our 15th anniversary demonstrates that
we are a well-run, honest business which
is service-oriented — and that we are
here to stay.”

For information, call 1-800-667-4712 
or visit www.firstnationsins.com ✸

Raymond Lawrence is a freelance writer
of Ojibway and European ancestry.

First Nations Insurance Services Ltd.

Ensuring a Healthy Financial Future
by Raymond Lawrence

First Nations Insurance Services helps clients plan their financial futures.

CORRECTION
In our October-November issue, an incorrect phone number appeared 

for Huit Huit Tours in Nunavut. The correct number is 867-897-8806. 
We apologize for any inconvenience.

http://www.firstnationsins.com
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N
estled in the picturesque Lake 
of the Woods area lies Rainy River

First Nation. With a population of just 
753 people, it isn’t the first place you’d
think of when it comes to innovative entre-
preneurial projects — yet it is home to
one of the most unique Aboriginally-owned
businesses in the country. 

The Little Fork Ojibway Window
Factory opened in 1996 in a bid to employ
more community members from the Rainy
River area. The First Nation currently owns
100 percent of the company, but is in 
the process of selling 49 percent of the
company to Richard Veldhuisen.

The factory, armed with the latest tech-
nological advantages, manufactures
Northwind Windows — windows designed
to withstand the harshest weather a
Northern Ontario winter could throw at
them. One of the company’s first big con-
tracts was to supply all the windows for the
Kay-Nah-Chi-Wah-Nung Historical Centre.

The factory prides itself on being able
to create unique, high-quality windows
for just about anyone, anywhere. The PVC
(polyvinyl chloride) arrives at the factory 
in long strips which are then moulded into
shapes based on the customer’s needs.
The shape is then fitted into a custom
frame, built to order on-site.

Besides durability, one of the most
popular features of a Northwind product is
the flexibility of the company itself. “(We)
produce high quality, low maintenance
PVC windows,” says company manager
Matt Veldhuisen. “Northwind Windows is
primarily custom manufacturing, meaning
that we make whatever the customer 
is looking for.”

The company employs two store office
workers, including the manager, and four to
six labourers in the production area during

the busy summer season. On average, half
of the staff are from the First Nation.

In the past year, sales have continued
to climb at an impressive rate with the
company selling their renowned windows
through a variety of hardware stores
throughout Ontario’s northland and sup-
plying surrounding Treaty 3 First Nations.
“As I look back, I can see that we have
overcome a lot of different steps. We have
doubled our production, improved the
quality of our products and made many

changes to the plant to make the busi-
ness run a lot smoother all around,”
observes Matt. 

Little Fork is building on its reputation
for quality products and hopes to expand
in the future. 

For more information, call 
807-487-1100. ✸

Cherie Dimaline is a writer and editor
from the Georgian Bay Métis/Ojibway
community.

Little Fork Ojibway Window Factory 

Window on the World
by Cherie Dimaline

Little Fork Ojibway Window Factory’s 
products are designed to withstand 

the harshest weather.

NORTHWIND
W I N D O W S
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W
ith southern Alberta’s Weather
Dancer 1 — the largest wind turbine

in Western Canada — the Piikani Nation 
is not only harnessing a natural element, it’s
taking charge of its future.

“Nature has always been an integral
part of the lives and belief systems of the
traditional Black Foot,” says wind power
project co-ordinator William Big Bull.
“When we started down this road, it made
sense to us, as First Nation people, to use
the natural elements to realize our dreams.”

The origins of Weather Dancer 1 —
which officially opened in October 2001 —
stretches back nearly a quarter-century
to a time when William was involved in
traditional camps for kids in the Nation’s
timber limits. 

“I realized that the world was chang-
ing and started thinking ahead to a time
when we could establish modern facilities
for these camps. And I kept coming back
to the need to become self-sufficient, to
generate power independently, to explore
alternative sources of energy, including
solar and wind power,” William says. 

But despite countless attempts to
spark the project, small-scale wind power
generation just wasn’t financially feasible. 

All that changed in the mid-1990s,
when the Alberta Power Pool began buying
alternative types of power. Combined with
tax incentives and increased energy sector
interest in alternative sources of power,
the move created a market for the Nation
to sell excess energy to the pool — and

transformed wind power into an economi-
cally viable project.

The outcome has been the formation
of a joint venture between the Nation’s
Piikani Utilities Corporation and Edmonton-
based Epcor, which financed construction
of the turbine. Weather Dancer 1, the
backbone of the project, is a 72-metre-high,
Danish-built wind turbine that generates
900 kilowatts of power — enough energy
for 450 homes. And the site chosen for
the turbine, located 16 km west of Fort
Macleod, is on high ground on the Piikani
Nation. It’s a location, William says, with
strong and consistent winds.

The turbine is the first phase of what
could eventually become a 100 megawatt
wind farm that could generate $15 million
annually in revenues for the Piikani Nation.

“We’re leading by example and are
now a real player in the energy market.
We’ve built an environmentally conscious
project, are supplying power to Albertans
and are realizing economic benefits for
ourselves and our children. When you
come right down to it, Weather Dancer
shows what’s possible if you don’t give
up on your dreams.” 

For more information, call 
403-965-3001. ✸

Piikani Utilities Corporation

Breeze Brings Good Fortune
by Richard Landis

The Piikani Nation’s
Weather Dancer 1 is the
largest wind turbine in

Western Canada.

http://www.ainc-inac.gc.ca
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Clayoquot Sound Wildfoods 

Finding Profit in the Forest
by Edwinna von Baeyer
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Ahousaht First Nation, designed the attrac-
tive label. Presently, the company employs
one full-time worker, another five or six
when the products are being cooked and
bottled and two to three more people
when the bottles are ready for labelling.
As well, up to 25 pickers are employed
during harvesting season. Mr. Clark says
that “our teenagers really like being able
to earn money in the summer, working in
the forest.” 

Environmental organizations, such 
as the Western Canadian Wilderness
Committee, have helped by featuring 
the company’s products in their retail 
catalogues. Plans for the future include
exporting internationally. They’re also
looking at ways to improve the bottling
and labelling processes. As Calvin
observes, “it’s a long process, but it’s
beginning to pay off. We are doing our 
part to help the communities become
more self-sufficient.” 

For information, contact 
250-726-7144, or visit 
www.clayoquotsoundwildfoods.com ✸

Wild chanterelle mushrooms are among the fare offered 
by Clayoquot Sound Wildfoods.

T
he Nuu-chah-nulth Central Region
First Nations are helping Canadians

take their tastebuds for a walk on the
wild side. Clayoquot Sound Wildfoods
emerged out of a 1999 pilot project and
opened for business in 2001. It is owned
by the Ma-Mook Development Corporation,
which is composed of the Hesquiaht,
Ahousaht, Tla-o-qui-aht, Toquaht and
Ucluelet First Nations.

Located in the breathtakingly beautiful
Clayoquot Sound and Barkley Sound on
Vancouver Island, these First Nations are
sustainably harvesting traditional foods
such as salal berries, blackberries and
chanterelle mushrooms from their lands.
They also make tasty syrups, jams and
vinaigrettes with the produce. 

These communities have always relied
on natural resources, such as fishing and
forestry, for their livelihoods. However, with
the downturn in these industries, earning 
a living became more challenging. People
looked around and saw other possibilities
in the forest, and worked hard to develop
alternative uses of resources, especially
using non-timber forest products. Ma-Mook
first tried selling salal/blackberry fruit
spread and were amazed when the first
batch quickly sold out. Deciding that this
could be a viable business, the hard work
really began, according to Calvin Clark,
project manager for the corporation.

Clayoquot Sound Wildfoods worked
with a food technologist to ensure food
safety and to test traditional recipes for the
best tastes. Hours of research were also
conducted to determine what would sell
and what quantities could be harvested
sustainably. Only wild berries and mush-
rooms are used — nothing is cultivated.
The company is working to obtain a cer-
tified organic food label for their products. 

The business has a strong con-
nection to its community. For example,
James Swan, a hereditary chief of the

http://www.clayoquotsoundwildfoods.com
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