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WELCOME
WITH INDUSTRY WEST PUBLISHER, PAUL HUBER

From the time I was very young, I was fascinated with Indigenous culture. 
This was probably inevitable because I have parents who instilled a love 
of learning about the world and the people in it. My parents were both 
teachers and loved to share Saskatchewan history. I can still remember 
going to Wanuskewin, Gabriel Dumont's grave at the Batoche National 
Historic Site, and seeing the classic Trial of Louis Riel play. These are 
important parts of our history in Saskatchewan and I’m grateful to my 
parents for sharing them with me. 

The value of Indigenous culture goes well beyond its historical 
significance to this province. We have dedicated our summer edition to 
Indigenous business because of the many incredible Indigenous leaders, 
entrepreneurs, businesses, associations and initiatives that are shaping 
the economic landscape of Saskatchewan. Unfortunately, there is still 
tension in this province towards Indigenous people and this has to end. 
Understanding and cooperation are the keys to moving towards a bright 
and prosperous future here for everyone on these prairie lands. 

Please enjoy this edition and all the great stories that we worked so hard 
at putting together for you. We would like to send out a special thanks to 
Chief Darcy Bear and the Dakota Dunes Casino for hosting our roundtable. 
On the front cover, you can see in the background the construction of 
the new Dakota Dunes Hotel which stands as a testament to Indigenous 
business initiatives in the province.

Have a wonderful summer,

Paul
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LETTER TO THE EDITOR
Being part of Saskatchewan’s tech sector for 24 years now, I pay 
close attention to what is happening here from a tech industry 
perspective (and a few other perspectives).

I wanted to thank you for your recent article— “A Conversation 
with Saskatchewan's Tech Sector.” For the most part, media has 
been focused on tech startups in Saskatchewan and that’s it. 
Non-technical folks, I assume, must only think that there are 
four or five tech companies in Saskatchewan and they alone 
make up our tech sector. Your article provided a long overdue 
inclusion of some other companies and individuals who make 
up Saskatchewan’s wide and diverse tech sector. Thank you. 

Media has a long way to go to realize just how much tech is 
here (and much of it has been here before “startup” was a 
term), but this was definitely a step in the right direction.

Regards, 
Mark Dick
CEO, Partner
ESTI Consulting Services
Saskatoon
Industry West welcomes original letters from readers. Letters 
will be edited, usually for grammar, spelling, clarity and libel. We 
do not print form letters or open letters addressed to another 
person or institution. The choice of letters for publication is at the 
discretion of Industry West. Have something to tell us? Email us at  
info@iwmediagroup.com.
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IN OUR OWN BACKYARD
INDIGENOUS TOURISM IN SASKATCHEWAN 
BY INDIGENOUS TOURISM ASSOCIATION OF CANADA (ITAC)

With over 6,000 years of history, the Northern 
Plains in Saskatchewan is a place where nomadic 
peoples came to gather food and medicinal 
plants, hunt bison and escape the icy prairie wind. 

Amongst these grassy plains lays the Wanuskewin Heritage Park 
Centre. Visitors to the Centre can wander the historic grasslands 
and look over the cliff into the lush Opimihaw Creek Valley below, 
imagining the many Indigenous Peoples who lived and walked 
these lands thousands of years ago. The University of Saskatoon 
has been conducting research in the area for the last 35 years, 
making the Wanuskwin Heritage Park home to Canada’s longest 
running archaeological dig. 

“Our long-term vision is to become a global centre of excellence 
in fostering education and respect for the land based on 
expressions of Indigenous culture, heritage and arts,” says 
Andrew McDonald, sales and marketing manager of the 
Wanuskewin Heritage Park Centre. 

The Centre is currently undergoing a $40 million renewal project 
to expand their Interpretive Centre and gallery spaces, as it 
seeks UNESCO World Heritage Site designation. As part of this, 
the Park planted native seeds to the area in May, for the first 
time since 1902, to prepare for the return of bison, as a new 
outdoor experience. This is all to further facilitate visitors who 
want to take part in Indigenous experiences. 

Indigenous tourism in Canada is outpacing the tourism industry overall within Canada. 
According to a recent study conducted by the Conference Board of Canada, in 2017, 
Indigenous tourism in Canada brought in a total of $1,742.6 million in GDP, with 
Saskatchewan making up 6.7 per cent of this, bringing in $116.7 million in GDP. The 
23.2 per cent increase from $1.4 billion in GDP in 2014, to $1.7 billion in 2017, shows 
dramatic and steady growth within Canada’s Indigenous tourism sector. 

“Indigenous tourism is having a huge impact on Canada’s cultural and economic 
success,” says Keith Henry, president and CEO of the Indigenous Tourism Association 
of Canada (ITAC). “Investments being made in Indigenous tourism are paying off for 
the entire country.”

In October 2018, the federal government committed $1.5 million from Western 
Economic Diversification Canada to four Indigenous projects. One of which is developing 
Saskatchewan’s first Indigenous tourism corridor, with experiences at Wanuskewin 
Heritage Park, Whitecap Dakota First Nation, and Beardy’s & Okemasis’ Cree Nation. 

Also, Tourism Saskatchewan recently commissioned a 10-year Product and Visitor 
Experience Development Strategy for Saskatchewan, identifying Indigenous tourism 
as a cornerstone to differentiating Saskatchewan as a travel destination.

It’s Time to Visit
Just a few of the 90 Indigenous 
experiences visitors can take part 
in within Saskatchewan include:

1. The Chief Poundmaker Musem, 
dedicated to the history of the 
Poundmaker Cree Nation, Chief 
Poundmaker and the history of 
the Cut Knife Hill Battlefield.

2. M&N Resort, a traditional log 
cabin resort located on Waterhen 
lake. 

3. Sandy Bay Beach Resort, a family 
run waterfront resort

4. Aski Holistic Adventures, a guided 
wilderness adventure in Northern 
Saskatchewan

5. Cowessess First Nation, golf 
course and restaurant

WANUSKEWIN. PHOTO PROVIDED BY ITAC WHP DANCER. PHOTO PROVIDED BY ITAC
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With its historic parks, noteworthy museums, and relaxing resorts, 
Indigenous culture within Saskatchewan is rich. As Indigenous 
tourism continues to grow across the country, Saskatchewan 
is working to highlight its Indigenous history through the many 
Indigenous experiences available to visitors. One third of 
visitors to Canada want to partake in an Indigenous experience, 
according to the Conference Board of Canada research. To 
help link visitors to Indigenous experiences, ITAC put together 
a Guide to Indigenous Tourism in Canada, highlighting various 
experiences across the country, separated by each province. 
With 90 different Indigenous businesses across Saskatchewan 
—roughly five per cent of the country’s total—the province is 
well-equipped to take on the growing demand. 

“Travellers are increasingly choosing destinations that offer 
authentic, unique experiences. They want to make new 

discoveries and learn about diverse cultures that shape our 
world,” says Mary Taylor-Ash, CEO of Tourism Saskatchewan. 
“Tourism Saskatchewan is actively working to expand experiential 
tourism and support businesses that offer unique, awe-inspiring 
products and experiences.”

Last year, ITAC launched a new website featuring itineraries and 
packages aimed at helping visitors map their own vacations to 
include an Indigenous experience—indigenouscanada.travel. 

“We want to give people the tools to learn about the many 
Indigenous experiences each province has to offer,” says Henry. 
“There is so much Indigenous culture to showcase and share, 
the options are truly endless – people just have to know about 
them.” 

WHP - CHILD AND DANCER

NORTHERN LIGHTS. PHOTO PROVIDED BY ITAC VALLEY & TIPIS. PHOTO PROVIDED BY ITAC
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POWERING UP
SASKPOWER AND FIRST NATIONS POWER AUTHORITY 

COLLABORATING ON RENEWABLE ENERGY
BY PAUL HUBER

On May 31, 2019, SaskPower and 
First Nations Power Authority 
(FNPA) signed a First Nations 
Opportun i t y  Agreement 

setting up the continuation of their 
collaboration on developing renewable 
energy initiatives in Saskatchewan. The 
new agreement lays out conditions for 
developing 20 megawatts (MW) of new 
utility-scale solar generation projects.1 
The agreement is worth an estimated 
$85 million over the next 20 years. Last 
year, the two organizations signed a 
similar agreement for 20MW of flare gas 
generation worth $300 million, also over 
20 years. 

Wayne Rude, Senior Business Advisor 
at SaskPower in Indigenous Relations, 

Corporate and Regulatory Affairs, highlighted important aspects of this developing 
relationship with FNPA. To begin, Rude points out an important recognition SaskPower 
received in September 2017, obtaining the Progressive Aboriginal Relations (PAR) 
Gold Status as recognized by the Canadian Council for Aboriginal Business.2 Receiving 
this certification reflects SaskPower’s strong commitment to building and developing 
their relationship with Saskatchewan’s Indigenous people. The PAR certifications 
assess applicants on their performance in four key areas: leadership actions, business 
development, employment, and community relations. There are only 17 companies in 
Canada with this gold certification.3

Indigenous procurement originated for SaskPower back when they began major 
projects in Saskatchewan’s far north in 2011. “At the time, we didn't have the right 
corporate policy and tools to try to advance those initiatives. SaskPower did a lot of 
work inside the company and through our corporate governance to advance policy 
and measures on Indigenous procurement,” says Rude. Much work and development 
happened from 2011-2013, and they were able to advance Indigenous procurement 
to the point where it became part of SaskPower’s corporate balanced scorecard. It’s 
now considered a key measurement of the corporation’s performance that is reported 
on quarterly and annually.

The origins of procurement came when 
SaskPower was evaluating a hydro 
project with the Black Lake First Nation 
in northern Saskatchewan. “We were 
also building a major transmission line 
through northern Saskatchewan and 
we needed local support, so we had to 
come up with policy that allowed us to 
consider even single-sourcing contracts 
to Indigenous companies in the area. 
It was all really kick-started by a couple 
major projects,” says Rude. Fast forward 
to today, and SaskPower completed more 
$200 million in Indigenous procurement 
since 2014 with opportunity more broadly 
spread throughout the province.

In the fiscal 2018/2019 year, SaskPower 
did just shy of $50 million in Indigenous 
procurement .  They are seeing a 
broadening in the participation beyond 
just capital investment into streams 
of  operat ions,  maintenance,  and 
administration. 

“Indigenous companies and Indigenous 
leadersh ip  in  Saskatchewan are 
very keenly interested in economic 
participation with SaskPower and we try 
to find ways to make that happen while 
still keeping an eye to quality, cost, and 
contract performance. We need to be 
diligent in keeping this story moving 
forward,” says Rude.

FNPA began its journey back in 2011 
with the Province of Saskatchewan and 
the Federation of Sovereign Indigenous 
Nations (FSIN) signing a Memorandum 
of Understanding for advancing First 
Nations-led power generation projects 
in Saskatchewan. The result was a 
10-year Master Agreement being signed 
between SaskPower and FNPA that has 
led to some very impressive renewable 
energy projects that have benefitted 
Indigenous communities and businesses 
in Saskatchewan.  Guy Lonechi ld , 
FNPA’s CEO, says that “gratitude is the 
new attitude at FNPA.” Lonechild is 
happy to express his appreciation for 
the relationship with SaskPower and 
considering the traction and momentum 
delivering their set-aside agreement of 20 
MW of solar and 20 MW of flare gas, he is 

positive that the two parties will be moving forward on signing a new Master Agreement 
that will continue this successful partnership.

FNPA is a one-of-a-kind, non-profit entity in North America. Its book of business began 
very humbly with 40 MW of set-aside. “Our set-aside agreement said that we would 
do 20 MW of solar and 20 MW of flare gas. The flare gas project has been granted an 
extension of eight months by SaskPower and that submission will be due in February. 
We should see the project submission for the solar projects long before October,” says 
Lonechild. There are two 10 MW solar projects that are in the final stages of project 
submission. One is on-reserve, located on Cowessess First Nation and the second is an 
off-reserve project near Weyburn.  

New federal government regulations on carbon emissions are making coal and gas-fired 
plants less viable as an effective and economical source of energy in Saskatchewan. This 
represents a significant opportunity for FNPA as they are looking to develop large-scale 
wind projects. A current project, the Centennial Wind Power Facility outside of Swift 
Current, is a 150 MW project that Lonechild would like to see adopted under FNPA 
delivery. FNPA wants to see if they can work with one of their industry partners to 
develop and expand this project that began in 2006. Give that there has been record 
low prices from Alberta’s Renewable Electricity Program (REP), this presents a great 
opportunity for Saskatchewan rate payers, SaskPower, and First Nations to benefit.

More than energy production though, FNPA is working towards bringing people together 
in what Lonechild describes as “tough times.” “One of the next things we're talking about 
doing is bringing more people under the tent, we've had some tough times recently in 
Saskatchewan given racial tensions with the shooting death of Colten Boushie. I know 
that it's more of a political consideration, but we need to try to bring more people 
together, rural folks and First Nations folks,” says Lonechild. One important partner 

CHIEF MICHAEL STARR, CHIEF BYRON BITTERNOSE, GUY LONECHILD (CEO, FNPA) AND CHIEF CADMUS DELORME.  
PHOTO BY MICHAEL DUBOIS. FNPA CEO GUY LONECHILD AND SASKPOWER PRESIDENT  

AND CHIEF EXECUTIVE OFFICER, MIKE MARSH. PHOTO BY MICHAEL DUBOIS..
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they’re working with to achieve this initiative is the Saskatchewan 
Association of Rural Municipalities (SARM).

In the future, this partnership is bound to reap many rewards 
for the province. Grant Ring, Vice President of Supply Chain 
at SaskPower, states “SaskPower supports strong Indigenous 
participation in our supply chain. We are proud to have created 
mechanisms to ensure this participation while providing 
economic opportunity for Saskatchewan Indigenous business 
and communities. Continuing to strengthen and build on these 
mutually beneficial relationships will be tremendously important 
as we move toward a sustainable, renewable power grid.”

Power generation is big business and Saskatchewan is blessed 
to be in a position to capitalize on its vast resources. Whether it 
is biomass development or generating power off of waste heat 
from compressor stations along the TransCanada pipeline, there 

are real opportunities out there. Major partnerships like these 
are important for the future of Saskatchewan. They represent a 
progressive, responsible and sustainable approach to managing 
our energy sectors. They also show the benefits of cooperation 
and how investment in Saskatchewan Indigenous communities is 
valuable for not only the communities involved but the province 
as a whole. 

Reference
1SaskPower and First Nations Power Authority sign 20-megawatt Solar 
Opportunity Agreement,
https://www.saskpower.com/about-us/media-information/
news-releases/SaskPower-and-First-Nations-Power-Authority-sign-20-
megawatt-solar-opportunity-agreement
2,3 SaskPower Receives Gold Certification for Progressive Aboriginal 
Relations,
https://www.saskpower.com/about-us/media-information/
news-releases/2018/03/saskpower-receives-gold-certification-for-
progressive-aboriginal-relations

FNPA CEO GUY LONECHILD.
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Athabasca Basin Security is the first company formed 
by Athabasca Basin Development. Launched in 2002, it 
started with fourteen employees and a wooden gate on a 
northern Saskatchewan mine site. In 2016, the company 
acquired its subsidiary, All Peace Protection, and through 
that company serve northern Alberta and British 
Columbia. The same year, Athabasca Basin Security also 
expanded into contract medical services.

Today, Athabasca Basin Security employs more than 300 
people across Western Canada. 

GROWTH IS ALWAYS POSSIBLE
ATHABASCA BASIN SECURITY AND 
SUBSIDIARY ALL PEACE PROTECTION 
FIND SUCCESS IN ADVERSE TIMES

A s anyone working in the energy sector knows, times 
have not been easy lately. “Things haven’t been good 
in oil and gas,” says Ron Hyggen, CEO of Athabasca 
Basin Security. “However, the adversity has made 

us hustle even more than before.” Even with the downturn, the 
company is still growing and building its presence across Western 
Canada. Hyggen and the Athabasca Basin Security team know 
they can’t expect the work to come to them. They must go find it 
and find it they have.

“We have to focus on the parts of the country where there is 
opportunity,” says Hyggen. The company found that opportunity 
in British Columbia, with First Nations preparing for the Trans 
Mountain Pipeline construction. They developed a relationship 
with two First Nations near Kamloops— Tk’emlúps te Secwépemc 
(Kamloops Indian Band) and Pellt'iq't (Whispering Pines Indian 
Band). Both bands are in favour of the pipeline, and a partnership 
was formed. Athabasca Basin Security and the  two First Nations 
worked with the RCMP and Trans Mountain, and trained local 
band members for the work. Today, the company is providing 
security at various pipeline sites. “If a First Nation is supportive of 
the pipeline, we will respect their decision and be supportive of 
them,” says Hyggen.

Athabasca Basin Security is also working towards future work 
with such operators as Enbridge Inc and Xatśūll First Nation on 
a project near Williams Lake, B.C, and in the Chetwynd region 
on the LNG project with Doig River First Nation. “We’re working 
on securing work on the Coastal GasLink pipeline with Doig 
River, supplying security services as the project progresses to 
Kitimat,” says Hyggen. In every project, they are working with First 
Nations people, creating jobs and opportunities. The key to their 
success is building long-lasting, meaningful relationships with the 
communities they serve. “We reach out long before the project 
arrives,” says Hyggen. “By the time the work arrives, we’re in place 
with a team of trained, qualified people ready to go.”

And, the work isn’t stopping any time soon. Athabasca Basin 
Security is always looking to the future, and where it can find 
opportunities for growth. The team is currently reviewing their 
service offerings, and planning expansion of their products and 
services to their current markets. “We’re focused on the future, 
and always making sure people are working,” says Hyggen. At its 
core, the company recognizes that its people are what make it 
successful. “When people are working and taking care of their 
families, we all benefit,” says Hyggen. “That’s what drives us  
every day.” 

Athabasca Basin Security
324 – 2555 Grasswood Road E

Corman Park 
(306) 382-2232

basinsecurity.com
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INDIGENOUS BUSINESS 
IN SASKATCHEWAN:  
A ROUNDTABLE 
BY PAUL HUBER & BROOK THALGOTT 
VIDEO BY SHANE LUHNING COVER PHOTO BY DAVID CARTER PHOTOGRAPHY

On July 2, 2019, Industry West brought together 
six Saskatchewan Indigenous business 
leaders to talk about their work, 
the challenges and opportunities 

for Indigenous entrepreneurs, and how to 
succeed in the business community. Patrick 
Dinsdale, Chair, Indigenous Chamber of 
Commerce of Saskatchewan, moderated 
the discussion held at Dakota Dunes 
Casino on the Whitecap Dakota First Nation 
near Saskatoon. Meet Chief Darcy Bear 
(Whitecap Dakota First Nation), Brad Darbyshire 
(President, STC Industrial Contracting), Devon 
Fiddler (Founder and Chief Changemaker, SheNative 
Goods), Ron Hyggen (CEO, Athabasca Basin Security and All 

Peace Protection), Guy Lonechild (CEO, First Nations 
Power Authority), and Shelley Pinacie (Founder and 

Management Consultant, SKYE Management 
and Consulting). For video of the discussion, 

visit our YouTube channel, @iwmediagroup.

As Indigenous entrepreneurship grows 
year over year, with massive room for 
more, Dinsdale asked the group why this, 
and the work of the people in the room, 

important to the overall provincial economy 
and Indigenous communities. Chief Bear sees 

that more Indigenous people are getting post-
secondary education and wanting to get involved in 

economic development and providing for themselves. They see 

the opportunities that non-Indigenous 
people enjoy, such as home ownership, 
and want to provide that for themselves. 
However, Indigenous people must 
overcome serious historical factors to 
achieve those goals, notes Dinsdale. 
The work that Bear has done, along with 
everyone in the room, helps move their 
people in that direction. 

Darbyshire says the importance is about 
changing outcomes. “Changing outcomes 
is a big piece of why we do what we do,” 
he says. The company he now runs, 
STC Industrial, was created for that 
purpose—to enhance the quality of life, 
create opportunities for the community 
members and the Indigenous community 
at large. “We are the groundbreakers here 
to create the path for the companies in 
this province to succeed, and they don’t 
even know it yet in a lot of cases,” he 
says. He sees the importance of enabling 
the broader Indigenous community 
to  become more  engaged ,  and  
wholly-owned Indigenous businesses 
do that. 

Challenges
History has been the 
m o s t  s i g n i f i c a n t 
c h a l l e n g e  f o r 
Indigenous people 
to get ahead. Bear 
and Lonechild agree 
on the Indian Act, and 
what is has meant for 
Indigenous people and 
their ability to participate in 
the economy. “The biggest challenge 
is always the Indian Act. It was never 
created for us to be part of the economy. 
It was created to segregate us from 
society to keep us out of sight, out of 
mind,” says Bear. Lonechild agrees. “When 
we talk about the larger question of 
building beyond the Indian Act, economic 
development and entrepreneurship is 
the antithesis of the Indian Act. It wasn't 
put there for us to succeed. It was there 
to limit our involvement in the economy,”   
he says.

Relocation can be a major barrier to 
Indigenous people accessing education 

and economic participation in Saskatchewan. Darbyshire moved 
from a small Indigenous community in the north as a child to a 

non-Indigenous community, and then moved further south as a 
university student at age 17. Two years later, he recognized that 
university was not the education for him. “The education model 
didn’t fit me. I went back to school and became a tradesperson 
instead,” says Darbyshire. He notes that moving is a common issue 

for many Indigenous people, and credits his supportive parents to 
provide the motivation to do more. While relocation seems like an 

easy barrier to overcome, there are still deeper issues involved that 
mentorship may help ease. “I was always motivated to do something, and 

to succeed. It wasn't easy, and I don't think it's easy for anybody, from any race,” 
says Darbyshire. “But it's much more difficult in this province with the history that we 
have with residential schools. My grandmother raised me until I was ten and she was 
from a residential school. We had issues to deal with like that, but I think the growth is 
within all of us and I think a lot of it comes back to that mentorship."

Fiddler’s challenges came from simply being an Indigenous woman. She sometimes 
feels her voice gets a little smaller because there aren’t many Indigenous women 
entrepreneurs in the marketplace. She is striving to change that, to see more people 
like her in business and contributing to the economy. “10 years ago, I would have never 
been at a podium,” says Fiddler. That changed when she started her own company, 
because she knew she needed to be in the public eye with her brand. She also notes 
the challenges of caregiving, which make entrepreneurship more difficult for women, 
and the issues around accessing capital. “For me it's always been capital. If I had not 
moved forward and bought a house, I don't think I would have been able to get any 
capital at all,” says Fiddler.

LEFT TO RIGHT: SHELLEY PINACIE, BRAD DARBYSHIRE, GUY LONECHILD, RON HYGGEN, DEVON FIDDLER, PATRICK DINSDALE

CHIEF DARCY BEAR AND BRAD DARBYSHIRE

“The biggest 
challenge is always 

the Indian Act. It was 
never created for us to be 

part of the economy. It was 
created to segregate us from 

society to keep us out of 
sight, out of mind.”- 

Chief Darcy Bear.

“The businesses 
are proving out to be 

legit and it's starting to 
show up on the radar. So, 

someone will answer your call 
now. This table needs to be 
hundreds deep. And then 
we'll have more impact.” 

– Brad Darbyshire
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Lonechild also sees self-doubt as a 
challenge. “I think sometimes if comes 
from a position of self-doubt, where we 
put up barriers for ourselves in terms 
of whether we can do something or 
not. And it isn't always others who can't 
believe in you, sometimes it's 
within ourselves,” says 
Lonechild. “Whether 
we can get to that 
next step, whether 
it's raising $10,000 
for that business, 
b u t  f o r  m e  i t 
was reinventing 
m y s e l f  a  l i t t l e 
bit, getting out of 
politics and getting 
back into business 
school. I had to prove that 
I could bring some value and 
innovation back into this conversation 
that we call economic development and 
entrepreneurship.” 

Darbyshire agrees that while self-doubt 
is a barrier, once you get past it, there 
is more to overcome in Indigenous 
business. Like Fiddler, he sees financing 
as a major issue. “Try to get financing. 

DEVON FIDDLER GUY LONECHILD

Try to get people to be comfortable with investing $1 million on a property that is 
on reserve along the river,” says Darbyshire. “Trying to get that level of comfort from 
the general community is difficult. And from a business perspective, when we started 
STC Industrial, and even as a Tribal Council-owned entity that's well-known, at first no 
bank would talk to us. Not a chance they were going to lend us a dollar.” Darbyshire’s 
company had to self-finance, going to communities like Bear’s, because no bank would 

lend to them. “Now the banks want us because we’re in year three, and we’re 
making money and we’re employing people like crazy,” he says. “But 

those barriers were there to start with.” And, he notes that those 
barriers still exist. “There’s still too many biases out there about 

businesses that are Indigenous-run,” he says. “It’s a challenge 
to get the functional pieces to run a business because of who 
owns it. It’s unfortunate but we’re paving that road with the 
businesses we run.”

Pinacie found her challenges during startup. “One of my 
challenges through startup was convincing someone that my 

knowledge and what I know and what I'm going to serve up to 
you is going to be valuable,” she says. She found success early 

on in Manitoba, and that experience helped her business grow at 
home.  "My challenge was coming into a male-dominated industry, which 

is consultancy and trying to convince others that I have a valuable service,” says 
Pinacie. 

Partnerships
Partnerships have played a major role in the success of the people in the room, and the 
organizations they lead. Darbyshire noted how First Nations helped his company grow 
when financing was not available, and Bear makes a similar point on how partnerships 
are part of the culture. “Us as Indigenous people, we always believed in partnership, 
and working together, creating alliances. So, for us even talking about the word Dakota, 

“What I didn't realize 
was that starting my 

own company that I was 
helping paving a path for 

Indigenous entrepreneurs to 
start their own companies. This 

is what I'm passionate about, 
entrepreneurship and building 

up other women." – Devon 
Fiddler
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it actually means ‘ally’,” says Bear. “So, we said we need to go 
back to what our old people talked about and build partnerships 
and start working together to go forward.” He notes that the 
Lac La Ronge Indian Band and the Muskeg Lake First Nation for 
capital to build the Dakota Dunes Golf Course. “That kind of 
kicked things off for our community,” says Bear. 

Lonechild remembers the time well, and also 
praises the Whitecap Dakota governance 
structure that builds trust. “His governance 
structure speaks about accountability, 
it speaks about transparency, it speaks 
about partnership and collaboration, 
and building and sustaining trust,” says 
Lonechild. He works in his organization, 
First Nations Power Authority, to have a 
set of values that the company lives by and 
that strategic partners share those principles. 

Advantages
“The biggest advantage is to know what you're getting 
into when it comes to doing partnerships with First Nations, 
getting to know what the values are of the community, and 
understanding what they value and what they see in terms of 
their future,” says Lonechild.  He sees that there is skepticism 
when a non-Indigenous organization wants to do business 
with the Indigenous community. “So you can't just come into a 
community and say I'm going to promise you X amount of jobs 
and X amount of income and revenue. It just doesn't start like 

that,” he says. “The conversation shouldn't start like that because 
there's skepticism involved. And I think what we should do is have 
a good honest conversation about what are the expectations of 
the community.” However, success can be found with long-term 
partnerships building over time. He notes major success stories 

in partnerships between communities such as the 
Lac La Ronge Indian Band and Cameco, as well as 

Whitecap Dakota First Nation and Saskatoon 
Tribal Council. “That’s the blueprint for the 

future,” says Lonechild.

"There's major advantages for businesses 
from an employment side. The resource 
industry is migrating towards Indigenous 
engagement. And I think part of it is 

certainly self-serving and that's okay. It's 
to our advantage,” says Darbyshire. “And 

they need to create tomorrow's workforce 
for their operations. So it's an advantage to 

partner with an Indigenous community. If you look 
at the successes of the Camecos in the north, they tapped 

into a captured workforce. They are never moving; they are 
never leaving. Once you train them, they are yours.” He sees it as 
good commerce as both sides benefit. Companies get a trained 
workforce, and people get good jobs. “It’s mutually beneficial,” 
says Darbyshire, and Hyggen agrees. 

Fiddler also addresses the advantages she sees. “I feel that 
because I'm an Indigenous woman I'm also tokenized and 

sometimes I can use that to my benefit,” she says with a chuckle. 
She gets invited to many organizations to speak, and feels that 
is because she is one of a few doing what she does. What’s 
missing is the capacity. Fiddler wants more young people to feel 
like entrepreneurship is an option and wants to see that grow. 

Mentorship
Throughout the discussion, the idea of role models and 
mentorship comes up over and over again. Positive role models 
and mentors play a major role in for the success of Indigenous 
people in education and economic development. Early on, 
Hyggen noted the importance of his grandmother’s words to 
provide his motivation. “For me it's always been about never 
saying no to a challenge. Taking on what came regardless of 
what it is. You only get a certain amount of chances and then 
you need some luck,” says Hyggen. “And then that right attitude 
is always in my head. Gotta be focused on growing as a person. 
Helping out where you can. Think about your grandparents.”

Pinacie also saw the work ethic of her parents as motivation for 
her success, and now sees how youth are ready to succeed. “We 
need to develop skill, and once we develop the skill, then we can 
get them to start businesses,” says Pinacie. She sees how people 
like herself and the others in the room can make a difference 
for young people. “It’s people like us sitting around the table 
that they’re going to look up to,” she says. Fiddler also notes that 
she notices the tendency in herself to downplay her skills and 
abilities, and many in the room agree. Darbyshire says that good 
risk, and taking risks, isn’t well taught to young people. He relates 

“When we talk 
about the larger 

question of building 
beyond the Indian Act, 

economic development and 
entrepreneurship is the antithesis 

of the Indian Act. It wasn't put 
there for us to succeed. It was 
there to limit our involvement 

in the economy.”  
– Guy Lonechild
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a story about a career risk he took when he was young, 
and how good risk can lead to success for people 
and their communities. “You might fall down, but 
you need to take that risk,” says Darbyshire. 

Future
So, what does the future hold, and where 
are the opportunities for Indigenous people 
and entrepreneurs? Lonechild sees project 
management and business consulting as major 
opportunities, and recognizes the change that is 
coming with automation. He also sees local food production 
and renewable energy as places for growth that are ripe for 
entrepreneurs and innovation. Hyggen also sees opportunities 
outside of the province, if you’re prepared to learn new markets. 
“You can’t possibly think everything is going to be in one 
area to work in. If that was a fact, I’d be probably 
be up living on a lake in northern Saskatchewan. 
It’s where I want to be, but it doesn’t work that 
way,” says Hyggen. 

Bear also sees less “box checking” from 
corporations, and more real partnerships 
forming between Indigenous and non-
Indigenous organizations, and equity 
ownership growing. Darbyshire agrees, and that 
it’s become a movement driven by Indigenous 

people and companies. Fiddler isn’t seeing it yet in 
her industry, but she is hopeful as she grows. She 

points to Manitobah Mukluks as a major success, 
and an example of what she is working toward. 

Darbyshire also recognizes the non-Indigenous 
companies that value and appreciate the work 
that Indigenous companies are doing. “What I 

wanted to do was put a plug in for a lot of non-
Indigenous businesses that are working with us 

now that believe in us because we stand for more,” 
says Darbyshire. Companies sees Indigenous people 

working for companies like his, and like to invest in it for the 
right reasons. “Indigenous corporations are a big player and big 
employer,” says Lonechild. He sees an exciting future ahead. 

Dinsdale’s final question asked how consumers 
could support Indigenous business, and Fiddler 

had a simple and poignant answer—buy 
authentic Indigenous goods. “Purchase from 
an Indigenous owned company, and stop 
supporting that companies that appropriate 
our goods,” says Fiddler.  

Special thanks to Chief Darcy Bear, Dakota 
Dunes Casino and the Whitecap Dakota First 

Nation for hosting the roundtable.

SHELLEY PINACIE, RON HYGGEN AND GUY LONECHILD

“Entrepreneurs 
have to come 

from our side of the 
world, because that's 
what's going to run 

the future.”– Ron 
Hyggen

“What I found 
along the way was 

that most Indigenous 
businesses have a 

purpose, and the purpose 
is to not only better 

themselves, but their 
people.” – Shelley 

Pinacie
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PROFESSIONAL PERSPECTIVES:
BUSINESS STRUCTURE FOR  

EXPANDING ECONOMIC  
DEVELOPMENT FOR FIRST NATIONS

For Indigenous entrepreneurs, there are many opportunities presenting themselves daily, perhaps more 
than ever. With these opportunities come large decisions from a business standpoint. Of particular 
importance is the structure of the business. Whether an entrepreneur is a Status First Nation individual 
or a First Nation seeking to start a business, several options may work for the business structure, including 
the Sole Proprietorship, Partnership, Limited Partnership, Corporation, and Joint Venture. 

The choice of business structure for Indigenous entrepreneurs 
is dependent upon many factors, but for many First Nations 
looking to expand their economic development, a Limited 
Partnership is often the preferred option.

A Limited Partnership is a Partnership that has two different 
types, or classes of Partners: a General Partner and a Limited 
Partner. Limited Partnerships can only be created by registering 
pursuant to the legislation in the appropriate jurisdiction. Like 
a Partnership, the Limited Partnership is not a separate legal 
entity, and the assets of the business belong to the Partners, 
rather than to the Partnership. This type of Partnership has 
differences relating to investment and subsequent liability.

For General Partners, liability is similar to a standard Partnership, 
because their liability is not limited. For Limited Partners, 
however, liability is restricted to the amount of a partner’s 
investment into the Partnership. As such, a Limited Partner is 
normally an investor who is not permitted to play a role in the 
management of the business. This is an attractive option for First 
Nations looking to expand their economic development, as it 
minimizes the risk to the First Nation itself. For example, if the 
business fails, the liabilities of the business stay with the General 
Partner, who is usually a Corporate entity operated separately 
from the First Nation itself.

Advantages
For First Nations, setting up a Limited Partnership is done as 
follows, and can provide the following advantages: 
• It is a Partnership consisting of a one (1) General Partner, a 

Corporation, and one or more Limited Partners -- in this case, 
only the First Nation.

• The Limited Partners and the General Partner own “units” 
in the Limited Partnership (i.e. like owning shares in a 
Corporation).

• A Partnership is not a person for the purposes of the Income 
Tax Act.  Income of the Partnership is taxed in the hands of 
each Partner.

• Generally, Partnership income earned by a First Nations 
Partner will be exempt from income tax, based on the 
exemption for municipal Corporations in the Income Tax Act. 

Disadvantages/Risks
• Although liability is limited to the amount of the investment, 

Limited Partners may be vicariously liable for the actions of the 
General Partners or actions of the employees in the course 
of doing business. General Partners have the same risks of 
liability as they would in a regular Partnership structure. 

• If Limited Partners become too involved in the management of 
the business, they may become subject to liability, rather than 
being treated as a Limited Partner. 

• Limited Partnerships are fairly costly and complex to create. 
Unlike Partnerships, which can arise from the nature of the 
relationship between two parties, a Limited Partnership 
requires filing of a declaration.

• As with Partnerships, upon the death 
or bankruptcy of a Partner, whether it 
is the General or Limited Partner, the 
Partnership comes to an end.

Each business will have a different reason 
for organizing under a specific business 
structure, or a combination of structures. 
For example, a First Nations’ individual in a 
startup situation, such as a small clothing 
company, would typically start out as 
a Sole Proprietorship. Incorporation 
typically becomes a more realistic option 
as the business grows. For a First Nation, 
they may choose to establish a Corporate 
Entity in order to partner with another 
company. Many options exist. 

Recently, many Saskatchewan First 
Nat ions have pursued economic 
development by utilizing a Limited 
Partnership structure, which has proven 
to be a successful option.  For those 
Status First Nation individuals or First 
Nations that are deciding which business 
structure is best suited for their needs, 
legal consultation with a law firm that has 
experience in this field will often assist in 
finding the best solution. 

Legal

Lorne R. Fagnan 
McKercher LLP

374 Third Avenue South, Saskatoon, SK
(306) 653-2000

info@mckercher.ca
www.mckercher.ca
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Like so many aspects of private businesses, the supply 
chain is undergoing a remarkable transformation. In 
fact, supply chains are really no longer linear chains 
at all. Instead, they’ve become complex ecosystems of 

partners, contract manufacturers, suppliers and customers. 

With the latest advances in technology, the possibilities for 
enhancing the supply chain seem endless. Think self-driving 
fleets made possible by ‘autonomous trucks’ same-day delivery 
services and the much-anticipated integration of blockchain 
technology—creating new opportunities for traceability and 
transparency. 

When it comes to the supply chain, new challenges have also 
emerged. Today’s private businesses are working to satisfy a 
digitally savvy consumer whose expectations keep growing, 
thanks to an increasingly global economy. Companies face more 
competition and pricing pressures, compounded by advancing 
technology, shifting demographics, government policy changes 
and rapidly changing business models. 

Business owners will often ask how they can achieve better 
results through an increase in supply chain agility. It’s true that 
efficiency still requires looking at the fundamentals: your overall 
business ambitions and priorities, examining whether your 
operational costs are competitive, ensuring the right strategic 
partners and the right agreements are in place. But now there 
are new questions to ask and emerging tools that can enhance 
relationships and overall effectiveness. 

PROFESSIONAL PERSPECTIVES:
WHEN PRIVATE  

BUSINESSES EVOLVE,  
SO SHOULD THE  
SUPPLY CHAIN
BY JEFF PICKETT, PARTNER, PRIVATE CLIENT SERVICES, EY

Here’s some insights for you to consider for your business: 

PLACE AN EMPHASIS ON DATA. Are you capturing data—
and, more important, the right type of data? Ideally you want 
access to a broad diversity of data which when analyzed can 
reveal new insights regarding the performance of your supply 
chain network. Better insights lead to better decisions. You can 
also use data to enhance customer service. Find out if your 
customers and suppliers are satisfied with your supply chain 
performance. Dashboards and new tools like supply chain 
smart maps can provide insights through qualitative analytics, 
benchmarking and performance assessments that identify ways 
to achieve your supply chain potential. 

DON’T JUST MANAGE LOGISTICS NOW, LOOK AHEAD. What 
key components of your supply chain are likely to face disruptive 
technologies in the near future? Is your supply chain fit for 
the future? For example, fulfillment: will today's configuration 
still fit the business in five years? Many private businesses 
are moving towards digital fulfillment, designed to transform 
inhomogeneous and efficient processes to an individually 
optimized logistics setup when it comes to performance, risk 
and cost.

ENHANCE AGILITY THROUGH EMERGING TOOLS AND 
TECHNOLOGIES. Transition your end-to-end supply chain into 
an agile one using tools like ERP, portals, IoT, blockchain, RPA and 
AI. Start by talking to your team. Find out whether they find it easy 
to respond to new requests for information or new directions 
taken by the business. What do they need? For example, one tool 
we offer is the EY Smart Factory, which integrates manufacturing 
excellence capabilities and smart technologies that drive loss 
elimination and increased productivity in factories. 

INTEGRATE DIGITAL PLANNING. Future-proofing the 
supply chain doesn’t just mean adding the latest tools. It’s an 
opportunity to take a more holistic approach to transform the 
way planning is embedded in your organization, processes 
and IT to achieve higher performance, flexibility, reactivity and 
transparency. Having a better, more connected big picture will 
help your private business survive and thrive.

The manner in which private businesses operate and compete 
is changing rapidly, particularly when it comes to the delivery of 
products and services. This means supply chains and operations 
should also evolve to create new sources of value. Knowing 
where you need to be is the first step in unleashing the potential 
of your business model to deliver the strongest possible service. 

To learn more about how to navigate traditional supply chain 
and operations capabilities, infused with digital knowledge 
and asset-backed offerings to help you navigate disruption, 
contact me today, or find your local business advisor at  
ey.com/ca/private. 
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The Indigenous population  
is young—with an average  
age of 32.1 years in 2016. 

The non-Indigenous average  
age in 2016 was 40.9 years.

INDIGENOUS PEOPLE
AND BUSINESS

32.1 
years

40.9 
years

“When companies involve First Nations communities and 
Aboriginal businesses in their projects they provide an 

opportunity for that business to grow and contribute to 
their community, and the companies, in turn, secure access 
to a skilled local workforce ready and eager to work. In fact, 

CCAB research recently published a report with Global Affairs 
Canada that underscored how sophisticated and engaged the 
Indigenous business community is in the national and global 
economy. However, with over 54,000 Aboriginal businesses 

in Canada, we need leadership like CCAB’s Aboriginal 
procurement initiative, Supply Change, where our procurement 

champions open their supply chains to Indigenous 
entrepreneurs. A stronger Indigenous economy means a 

stronger Canada.” - JP Gladu, President & CEO,  
Canadian Council for Aboriginal Business.

In 2016, there were 1,673,785 Indigenous people (First Nations, Inuit and Métis)  

in Canada, making up 4.9 per cent of the population.

Since 2006, the Indigenous  
population in Canada  

has grown by 

42.5  
per cent.

Source: Aboriginal peoples in Canada: Key results from the 2016 Census, https://www150.statcan.gc.ca/n1/daily-quotidien/171025/dq171025a-
eng.htm?indid=14430-1&indgeo=0

In the 2016 Census,  
there were more than 

70  
distinct Indigenous  
languages reported,  

with more than  

30  
having at least  

500  
speakers.

Indigenous people  
contribute an estimated  

$30 
billion  

to the national economy 
every year.

In 2011, Indigenous 
entrepreneurs  
accounted for  

2.5  

per cent  
of all Canadian entrepreneurs.

According to the 2016 Census, 

54,255  
Indigenous individuals  
were self-employed, an  

increase of 

25.3  
per cent  

compared to 2011.

Source: Indigenous-Owned 
Exporting Small and Medium 
Enterprises in Canada, https://
www.ccab.com/wp-content/
uploads/2019/06/CCAB-SME-English-
FINAL.pdf

According to Canadian Council for Aboriginal Business’s  
2016 Aboriginal Business Survey of over  

1,000 
Indigenous privately-owned businesses in Canada,  
there has been a 15 per cent increase in the number  

of profitable Indigenous businesses, an increase in the  
overall profitability of these businesses, and continued 

optimism for future growth since 2010.
Source: Industry and Inclusion: An Analysis of Indigenous Potential in Federal Supply Chains, 
https://www.ccab.com/wp-content/uploads/2019/05/CCAB_Research-Report_web.pdf

70  

per cent 
of Indigenous business owners are confident in the long-term 
success of their businesses; are three times more likely to 
introduce a new product or service and twice as likely to 
introduce a new process or way of doing things, according 

to the Canadian Council for Aboriginal Business Digital 
Directions report.

Source: Digital Directions: Towards skills development and inclusion of Indigenous Peoples in 
the new economy, https://www.ccab.com/wp-content/uploads/2019/02/Digital-Directions-TCS-
Report-Digital-Full-Report_AA-FINAL.pdf

39.3%

The First Nations 
population grew by  

39.3 per cent 
from 2006, to 

977,230 people in 
2016.

51.2%

The Métis 
population rose 
51.2 per cent  

from 2006 to 2016, 
reaching 587,545.

Canada’s Inuit 
population 

increased by 29.1 
per cent from 
2006 to 2016, 

growing to 65,025.

29.1%
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FINDING TRUE NORTH WITH 
ORANO CANADA INC.

Since its inception, Orano Canada 
Inc. has made a significant 
commi tment  to  nor thern 
Saskatchewan and the people 

who call the region home. “Long before 
corporate social responsibility was part of 
the business world, Orano was working 
to benefit the North and Indigenous 
communi t i es , ”  says  Tammy Van 
Lambalgen, Vice-President, Corporate 
Affairs & General Counsel at Orano. “In 
fact, it was a fundamental requirement 
during our environmental assessment 
phase and outlined by the approval 
panel.” To mine in Saskatchewan, the 
company had to ensure it could provide 
socio-economic benefits to the nearby 
northern and Indigenous communities. 
This guidance has become ingrained in 
Orano’s corporate DNA and its everyday 
operations. “This commitment is now 
a fundamental part of who we are and 
what we do as a company,” says Van 
Lambalgen. 

In the early days of its mining operations 
Orano helped incubate other new 
businesses in the north to become service 
providers for the company and its mine 
sites. While this meant increased costs in 

the beginning, it has paid off in spades. Decades later, those fledgling businesses are 
now well-established—many working for Orano and other companies in Saskatchewan 
and elsewhere. “Our operations, and the operations of organizations like Athabasca 
Security, West Wind Aviation and Northern Resource Trucking are now successful, 
competitive Saskatchewan companies," says Van Lambalgen. “Long-term sustainability 
for Orano and our partners was the goal when we started, and that is being achieved.”

Several years ago Orano and Cameco Corp. embarked on new partnerships with local 
northern First Nations includingthe Ya’ Thi Néné (“Lands of the North” in the Dene 
language) Collaboration Agreement.  This agreement was signed between the three 

Athabasca Basin First Nation communities of Black Lake, Fond du Lac and Hatchet Lake 
and the four communities of Stony Rapids, Wollaston Lake, Uranium City and Camsell 
Portage, plus Orano and Cameco. This agreement means every signatory is working 
together to advance environmental oversight, economic and educational opportunities 
for people in the North. “We collaborate to develop solutions that help people and their 
communities, and in turn, the agreement helps Orano successfully build our workforce, 
among other benefits,” says Van Lambalgen. 

Orano also invests in northern communities through donations and sponsorships, and 
through the Six Rivers Fund along with Cameco and other northern partners. The fund 
is an independent non-profit corporation that support projects and initiatives across 
the northern administration district (NAD). Its mandate focuses on the projects that 
help youth, education, sports, recreation and health. “We envision the fund working 
for people now and for years to come, like an endowment for the north,” says Van 
Lambalgen. 

The company also focuses on building the local workforce now and for the future. 
Through a partnership with the federal and provincial governments, Orano can offer 
on-the-job training for young apprentices on mine sites, with a job at the end. So far, the 
company has trained approximately 100 young northern residents as mill operators, 
with a 90 per cent retention rate. Through the Northern Career Quest program, young 
people are given the chance to learn and work where they live, and to enter a long-
term, good career path. In addition, Orano works with local schools to encourage youth 

to consider careers in STEM. “We need 
skilled people in trades and professions 
like engineering, and we want to employ 
local people,” says Van Lambalgen. “We 
work hard to show young people that 
good careers are available where they 
live.”

While Orano can’t predict what the future 
holds, the company does know it will 
keep doing what has made it successful. 
Working in the north, and supporting local 
communities has benefitted all involved, 
and there are no plans to change 
what has been so positive. “Orano is 
committed to the north and to Indigenous 
communities,” says Van Lambalgen. “No 
matter what happens, we’re dedicated 
to being competitive in the world market, 
and working for the benefit of the place 
we call home and the people who live 
there. It’s served us well so far, and there 
are no plans to change that.” 

Orano Canada Inc.
817 45th Street West

Saskatoon
www.oranocanada.com

YOUNG NORTHERNERS PARTICIPATING IN THE MILL OPERATIONS TRAINING PRO-
GRAM. THEY WERE ALL HIRED BY THE COMPANY AT THE END OF THEIR TRAINING

AERIAL PHOTO OF THE MCCLEAN LAKE MINE SITE CAMP (WHERE EMPLOYEES LIVE WHEN AT SITE) IN NORTHERN  
SASKATCHEWAN (ABOUT 800 KM NORTH EAST OF SASKATOON)

NATHAN DONARD STARTED AS A MILL OPERATIONS TRAINEE IN FEBRUARY 2013 
AND HAS BEEN WORKING AT MCCLEAN LAKE EVER SINCE

ORANO EMPLOYEES BOARDING WEST WIND AVIATION PLANE TO FLY TO THE 
MCCLEAN LAKE OPERATION IN NORTHERN SASKATCHEWAN

TAMMY VAN LAMBALGEN,  
VICE PRESIDENT CORPORATE  
AFFAIRS AND GENERAL COUNSEL
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THE STATE OF THE INDUSTRY: 
SASKATCHEWAN OIL & GAS

BY PAUL HUBER

Ron Cugnet, chair of Valleyview Petroleum Ltd. and 
vice-chair of the Saskatchewan Oil & Gas show, is 
pleased with the rising enthusiasm within the industry. 
“Pricewise, the industry is doing well at around $60 

per barrel, and the Canadian dollar is also doing well which is 
helping the industry,” says Cugnet. However, he is concerned 
with federal government policies. “It’s not hard to look around 
and see the billions of dollars that have left the sector and the 
region due to federal domestic policies,” he says. “As well as 
concern over the carbon tax and Bills C48 and Bill C69.” Cugnet 
believes that the Oil Show is an opportunity for the industry 
to “punch back” in a way and demonstrate how important the 
sector is to the Canadian economy and how it is building the 
modern society that we live in and enjoy today.

Brian Crossman, another local attendee who enjoyed this year’s 
show, is part-owner and field supervisor at Independent Well 
Servicing in Estevan. He is also one of a few Saskatchewan oil 
workers who sat and spoke at The Standing Senate Committee 

on Transport and Communications which was referred Bill C-48, an Act respecting the 
regulation of vessels that transport crude oil or persistent oil to or from ports or marine 
installations located along British Columbia’s north coast. In May, Crossman offered 
some important testimony from his experience working in the Russian oil sector, and 
specifically the standard of their work and its environmental impact. “…I have a picture 
of the rig I was operating, Beta 49, and the day I took that picture, there’s a big cloud of 
black smoke behind it because they just torched it. And everywhere I looked that day I 
took that picture there’s a big cloud of black smoke. I could look 360 degrees and not 
miss it. I remember thinking to myself, this is—I couldn’t believe that that’s how they 
ran their oil patch,” stated Crossman at the committee.1 

When Industry West caught up with Crossman, he also pointed to Chris Slubicki as 
someone to talk to about the state of oil and gas not just in Saskatchewan, but the 
Canadian energy sector as a whole. Slubicki is the president of Alberta-based oil 
company Modern Resources Inc., and jokingly refers to himself as the accidental activist. 
He doesn’t fit the typical definition of an oil executive—Slubicki is a mechanical engineer 
who defines himself as passionate for all kinds of energy.  An avid outdoorsman, he 
loves travelling the robust back country of Canada with his family, and is the kind of 
guy that installs solar panels on his cabin for the fun of it. All in all, a classic engineer.

Slubicki’s message about the Canadian oil sector is what is really defines him though. 
His core message is about advocating for the Canadian oil industry. His reasoning is 
very persuasive.  Slubicki argues that energy scarcity is one of the main contributors 
to quality of life. “When you don’t have energy, you don’t have clean water, reliable 
food, shelter, schools, hospitals, transportation, and the list goes on,” he says.2 Of the 
7.5 billion people that live on this planet, the top 1.5 billion people from developed 
countries live similarly to Canadians (Tier 1). This equates to approximately 34 barrels 

The Saskatchewan  
Oil & Gas Show 
Held in Weyburn every second 
year, the 2019 Saskatchewan Oil & 
Gas Show took place June 5 and 6. 
As usual, it was an exciting event 
that brought together the best and 
brightest people the sector has to 
offer. The show kicked off on June 4 
with its traditional golf tournament, 
followed by a steak and lobster 
dinner. June 5 brought the opening 
ceremony followed by a luncheon 
where Saskatchewan Premier Scott 
Moe and Alberta Premier Jason 
Kenney addressed the crowd. The 
event also featured guest speakers 
included Vivian Krauss and Rex 
Murphy.

Tanya Hulbert, Show Manager, was 
pleased with the turnout and how 
well the show was received by those 
in attendance. “We’ve gotten a lot 
of great feedback from exhibitors 
who are happy with the contacts 
they made and also the quality of 
people that they felt were at the 
show—buyers for instance, or 
people in the area of expertise that 
they were hoping to speak with,” says 
Hulbert. She also points out that it 
was a great showing by provincial 
and federal elected officials. “The 
government attendance meant a 
lot to our exhibitors and attendees 
because it helped them feel that they 
were being heard,” says Hulbert. “It 
was also an opportunity to hear the 
officials speak on the topic and share 
their opinions.” 

Saskatchewan Oil & Gas show 
events and dinners had record 
attendance in 2019. One event in 
particular was especially popular—
the Saskatchewan Oilman of the Year 
Award. This year it was presented to 
Lane McKay, founder of Steel Reef 
Infrastructure Corp. Dennis Day, 
president of Fast Trucking Service, 
was named Southeast Saskatchewan 
Oilman of the Year.

EXHIBITORS AT THE OIL AND GAS SHOW

ON THE GROUNDS AT THE OIL AND GAS SHOW

CHRIS SLUBICKI
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of energy (BOE) per person, per year—with the energy amounts 
translated to barrel amounts to simplify the argument. In places 
like China, Turkey, Mexico and Brazil (Tier 2) that number drops 
to 14 BOE and for countries such as India, the Philippines and 
Pakistan (Tier 3), it sinks to four BOE. At the bottom of the list in 
energy usage are countries like Nigeria and Sudan (Tier 4), with 
just one BOE per person per year. 

As energy usage drops, so does quality of life. In Canada, we 
take for granted our energy consumption and quality of life. The 
reality for most people in the Tier 4 category, is that they are not 
using oil for energy. They are using wood, coal, or cow dung to 
cook their food and heat their houses. “The world needs more 
energy. Every kind of energy: oil and gas, solar, wind, nuclear, 
hydro, tidal, geothermal, all of the above. This whole energy 
debate has become so polarized. It’s this, it’s that...it’s all of 
the above,” says Slubicki. “The world needs more energy. Do 
you think that the bottom billion people don’t want to live our 
standard of life?”

To put things in perspective, the average Canadian consumes 
67 BOE per person per year. This is almost twice the amount as 
the rest of the developed world. We are, however, a very large 
country that gets very cold in the winter. Naturally, we are going 
to use more energy than other smaller countries with moderate 
climates. We’re also home to energy-intensive industries like 
manufacturing, mining and agriculture. Our quality of life in 
Canada is linked to energy usage too, as we drive to manage 
our professional and personal lives. 

The average person on the planet consumes 13.4 BOE per 
person per year and as a planet, emit 32.1 gigatons of CO2 
annually. Of that energy used, a little over half comes from 
oil and gas, about a quarter from coal, and the rest from 
renewables. “I don’t know what your own view is on CO2 and 
climate change, but my own view is, we’ve been pumping CO2 
in massive quantities into the atmosphere for about 150 years 
now. I don’t think you can pump that much of anything into the 
environment and not change it,” says Slubicki. “So, I’m a believer 

DENNIS DAY, SOUTHEAST  
SASKATCHEWAN OILMAN OF THE YEAR 

OILMAN OF THE YEAR AWARD LANE MACKAY, OILMAN OF THE YEAR

EXHIBITORS AT THE OIL AND GAS SHOW

PREMIER SCOTT MOE CUTTING  
THE CHAIN TO OPEN THE OIL SHOW

EXHIBITORS AT THE OIL AND GAS SHOW
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in climate change. And I believe we have to do something about 
it. And I also believe, we can’t afford to be wrong. How much are 
we willing to bet that it’s not the cause?”

The future is intriguing and concerning. If we do nothing, by 
2040 the planet will have 9 billion people and consume on 
average 15.1 BOE per person per year. The world would emit 
42.7 gigatons per year. However, if we were to follow the Paris 
Agreement, by 2040 the average person would consume a year 
and the world would emit only 18.3 Gt of CO2 per year.

What changes to make that happen? Coal usage is reduced, 
renewable usage grow, nuclear energy becomes a larger part of 
the equation, but most importantly, energy efficiency improves. 
Even so, under the Paris Agreement scenario, 48 per cent of 
global energy in 2040 comes from oil. “For those people that say 
it’s a declining industry, and that it doesn’t have a future….it has 
a great future. Under any scenario, oil and gas is still the primary 
source of energy for decades to come,” says Slubicki. 

Canada is positioned to lead in global oil production, even as the 
world shifts to reduce oil consumption in favour of renewables 
and increased energy efficiency. Now, Canada is sixth in the 
world for oil and natural gas producers behind the United States, 
Saudi Arabia, Russia, Iran, and Iraq, and fifth in the world for oil 
producers behind the United States, Russia, Iran, and Qatar. 

However, there has been a powerful movement for many years 
now to divest from Canadian oil. Banks and investors have been 
pressured to pull away from an industry that has been vilified. 
This is a free country and this movement is free to exist and 
operate. Let’s assume this movement is successful and the 
Canadian oil industry shuts down or is greatly reduced. Canada 
and the rest of the world now have to get their energy from the 
remaining oil producing countries. “Which of these countries has 
a higher worker safety standard than Canada? Which of these 
countries has better human rights standards? Which of these 
countries has higher ethical standards? Which of these countries 
has better gender equality standards? Which of these countries 
has better human rights standards? Which of these countries has 
better Indigenous consultation, and has higher environmental 
standards?” poses Slubicki. He argues that Canada is the best 
and most responsible oil producer in the world. Despite all 
the forces pushing against Canadian oil production here and 
abroad, this industry has to succeed. This reasoning appears to 
be taking hold and, despite the polarization of the subject, this 
rationale is going to persuade more and more people to see the 
importance of Canada being a major global oil producer now 
and in the future. 

Reference
1The Standing Senate Committee on Transport and Communications 
Evidence; May 1, 2019, https://www.lloydminster.ca/en/news/
resources/Public-Notices/Mayor-Aalbers---Senate-Committee---
May-1-2019.pdf
2Canadian Energy Leadership - Chris Slubicki, https://www.youtube.
com/watch?v=raMwTUjB224&t=2316s 
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LEFT TO RIGHT: ZANE HANSEN, PRESIDENT AND CEO, SASKATCHEWAN INDIAN GAMING  
AUTHORITY; CHIEF DARCY BEAR, WHITECAP DAKOTA FIRST NATION; THE HONOURABLE 
JANE PHILPOTT, MINISTER OF INDIGENOUS SERVICES AT THE TIME; COUNCILLOR DWAYNE 
EAGLE, WHITECAP DAKOTA FIRST NATION; COUNCILLOR DALYN BEAR, WHITECAP DAKOTA 
FIRST NATION; AND STEPHEN FAY, HEAD OF THE INDIGENOUS BANKING UNIT,  
BMO FINANCIAL GROUP

WELL MATCHED
WHITECAP DAKOTA FIRST NATION AND 
BMO WORKING TOGETHER FOR GROWTH
BY BROOK THALGOTT PHOTO PROVIDED BY BMO BANK OF MONTREAL

Nearly a decade ago at a Vancouver conference, a conversation began that 
would become the start of an incredible relationship. In 2010, Assembly 
of First Nations (AFN) held a conference about infrastructure, and one of 
the speakers was Stephen Fay, Head of Indigenous Banking at Bank of 

Montreal (BMO). Fay was there to present on the bank’s infrastructure loan program, 
which at the time had a 15-year amortization. Little did Fay know that Chief Darcy 
Bear from Whitecap Dakota First Nation was there, waiting to talk to him after the 
presentation was over. 

“It was late in the day, and I wanted to talk to Stephen when he was done presenting,” 
says Bear. At the time, Bear was working with financial institutions that were offering 
amortizations as short as 12 years for First Nations communities. Off-reserve projects, 
however, were getting 30-year amortizations on long-term projects in bond markets. 
Fay and Bear sat down to discuss the needs of the Whitecap Dakota First Nation, 
Bear’s vision for the future, and how BMO could help. That was the beginning of 

something extraordinary. “We both saw 
an opportunity that day,” says Fay. “I saw 
what Chief Bear wanted to accomplish, 
and he saw that BMO could help him 
realize their economic potential.”

The two leaders and their teams 
collaborated on how they could work 
together to finance the infrastructure 
needs at the First Nation near Saskatoon. 
Whitecap Dakota moved their financial 
business to BMO, and BMO developed 
lending solutions that would finance 
projects with a longer amortization (up 
to 30 years) at competitive interest rates. 
In the years since that meeting, BMO and 
Whitecap Dakota have worked together 
and created opportunities for not only 
themselves, but other First Nations across 
Canada.

Whitecap Dakota began by developing its 
infrastructure with BMO and moved on 
to update its own laws and regulations 
to better its business environment and 
community through taxation, land leases 
and local bylaws. “Our community is 
signatory to the Framework Agreement 
on Land Management with the Federal 
Government—Canada refers to it is as 
the First Nation Land Management Act,” 
says Bear. “This legislation has allowed us 
to eliminate 25 per cent of the Indian Act. 
It enabled our community to develop our 
own Land Code (land laws) and provided 
resources for any land reclamation giving 
our lands a clean bill of health. It also 
provided resources for land use planning, 
zoning and development standards.” 

BIOMED RECOVERY AND DISPOSAL IS THE LEADER IN THE  
BIOHAZARDOUS WASTE DISPOSAL INDUSTRY IN WESTERN CANADA.

PROUDLY INDIGENOUS-OWNED AND OPERATED.
Biomed Recovery & Disposal Ltd.
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(306) 253-4476 1-866-288-3298 biomedwaste.com  
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AND THE COMMUNITIES WE SERVE.

The work on land management with the federal government, 
opened doors not only for Whitecap Dakota but also for 
BMO. “We no longer have to designate lands for economic 
development and have a land surrender vote via the Indian Act, 
which also requires the Minister to sign off on our lease,” says 
Bear. “Today, our council has the self-governing authority to sign 
up to a 99-year commercial leasehold interest and a 99-year 
residential leasehold interest.” All leases are legally surveyed 
and registered with the federal government and financial 
institutions such as BMO can now provide both commercial and 
residential mortgages on reserve. “BMO’s approach to housing 
in First Nations communities has led to the introduction of 
an On-Reserve Housing Loan Program in 110 communities 
across the country,” says Fay. “It was a game changer for the 
communities involved.”  

Whitecap Dakota has also invested in three-phase power, 
natural gas expansion, telecommunications, fibre for high 
speed internet, paved roads, street lights, water and waste 
water expansion. The First Nation has also worked on taxation 
and land assessment. “We have a Real Property Tax Law via 
the First Nation Fiscal Management Act,” says Bear. “We use 
the Saskatchewan Assessment Management Agency to do all 

property assessments, then we apply our mill-rate and issue a 
tax notice to the businesses on our lands.”

Today, Whitecap Dakota and BMO are working together on 
another major project—the Dakota Dunes Hotel and the Dakota 
Dunes Springs Spa. Expected to create another 225 jobs when 
they open, the new complex (paired with the already existing 
Dakota Dunes Casino and Dakota Dunes Golf Links course) will 
be a major tourist destination in the Saskatoon area. The work 
doesn’t end there. After completion in 2020, the First Nation has 
plans for a condominium development, business park, historical 
interpretive centre and twin arena complex. 

“This project is a huge boon to the Whitecap Dakota First Nation, 
and we’re proud to be a financial partner,” says Fay. For Bear, the 
Dakota Dunes Hotel and Spa is another milestone about to be 
completed from the vision he and his council have developed. 
“The work we have done has allowed our community to move 
at the speed of business. This project is one more way we’re 
helping our community and our people thrive,” says Bear. “We 
want to take part in the economy like all Canadians, and we want 
to honour our ancestors through our nation building. This work 
is doing that.” 
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EDUCATION FOR  
EVERYONE

SASKATCHEWAN’S POST-SECONDARY  
SECTOR SUPPORTS INDIGENOUS STUDENTS

BY PAUL HUBER

As the number of Indigenous students in post-
secondary education grows in Saskatchewan, we 
reached out to several post-secondary institutions 
in the province to see how Indigenous students are 

supported during their journey through education and into a 
career.

Vanessa Leon - Undergraduate Recruitment & Programs 
Advisor, Edwards School of Business
Edwards School of Business at the University of Saskatchewan 
offers certificate, undergraduate and graduate level business 
studies, including the Aboriginal Business Administration 

Certificate (ABAC). “We also work very closely with the business 
community through our Executive Education team by providing 
training and professional development opportunities,” says 
Leon. “And we have a transfer agreement partnership with both 
SIIT and Saskatchewan Polytechnic.”

For Indigenous students, Edwards offers a program tailored 
to their needs. “Enrolment in the ABAC program is exclusive 
to Indigenous students,” says Leon. “The certificate program 
is designed to be a pathway into the Bachelor of Commerce.” 
Students can start in ABAC and then build into the Bachelor of 
Commerce to complete the full degree if they desire. 

“We work closely with Indigenous students transferring into the 
Bachelor of Commerce program to ensure their success and 
feel like they are part of the Edwards community,” says Leon. 
Edwards is involved in the community with high school students 
through entrepreneurship programs. “We are excited to build 
upon our partnership with the Saskatoon Tribal Council and the 
Aboriginal Youth Entrepreneurship Program to support the next 
generation of entrepreneurs,” says Leon. Edwards is also in the 
process of developing a strategic enrolment plan specifically 
for Indigenous students. In just the past year, the school has 
increased their Indigenous student population to 10 per cent 
overall. “We're hoping to build on that and we're leaning on our 
transfer agreement with SIIT, while also recruiting high school 
students,” says Leon.

No matter the student or the program they are enrolled in, 
the focus is on experiential learning. All Edwards students 
who participate in the Bachelor of Commerce are getting real, 
current business experience. “Not only are they coming well-
prepared academically, but they're also going to have practical 
skills that they've been applying into the real world,” says Leon. 
“They can apply right away into the workplace as well.” Edwards 
is committed to preparing students with dedicated career 
services in the school, so students are prepared on both fronts 
academically and practically for the workplace. The commitment 
has paid off, with a high employment rate upon graduation. In 
2018, 89.9 per cent of graduates were employed in their specific 
field after they completed their four-year degree. “We're one 
of Canada's oldest business schools. Our program is AACSB 
accredited, which means no matter where you go, your degree 
is recognized around the world,” says Leon.

Brendon Demarais, Self-Employment Services Manager 
- Entrepreneurship Program, Gabriel Dumont Institute 
(GDI)
Through GDI's Pathways to Entrepreneurship program, there are 
many different supports for Métis entrepreneurs. The training is 
designed for existing business owners or people who are just 
starting a journey of entrepreneurship. “The training categories 
are fairly open. We can help clients with entrepreneurship-type 
training through the Praxis School for Entrepreneurship that 
GDI can fund people for,” says Demarais. “We also offer courses 
in things like QuickBooks training, we fund seats for digital 
marketing training, and any other type of entrepreneurship 
training that could provide value for a business owner.” 

As well, there are entrepreneurs who may need industry 
credentials or additional training. “This might be a condition to 
them getting a loan or it might just bolster their skill set to help 
expand their business,” says Demarais. “We funded a client up 
north who services rural plumbing and heating sites. He got a 
loan to purchase an airplane to help him reach these remote 
communities and lodges. The barrier to him accessing additional 
clients was a float-plane endorsement for his aircraft. GDI was 
able to fund that training so to equip him with that tool and skill 

set, and that broadened his potential markets.” The school has 
a lot of flexibility with what they can fund. If it makes economic 
sense for a business, there's a good chance GDI can help. 
GDI also knows that everybody can be a better entrepreneur 
if they're equipped with the skills and tools. “For example, 
Kim Parent owns Saskatoon Salsa Dance company. This type 
of dance is quite specialized,” says Demarais. “We helped Kim 
with dance instruction classes and group facilitation coaching 
to expand her skillset, provide different dance styles and teach 
different classes including children.”

GDI also looks to remove barriers to access training. They can 
help with travel and accommodation expenses for students, 
including living allowances for specific situations. Their 
in-house workshops are also designed to help time-pressed 
entrepreneurs get training. “We've developed an entrepreneur 
start-up workshop with Valid Consulting Group from Edmonton, 
Alta,” says Demarais. GDI has had great success, training over 
150 entrepreneurs and has seen many successful startups 
attending the workshop.”

The school also works to demystify the process of 
entrepreneurship. They work with students, talking about 
ideation, the skills and dedication needed to be successful and 
that it’s not all fun and games. The homework is intense as 
students evaluate and assess the opportunities. “We do a break-
even analysis of what are the costs to start of the business, what 
are your variable costs, what are your fixed costs, what sales 
targets do you need to hit to break even and what you need to 
pay yourself a livable salary. We go through this process because 
this is what they will encounter from a lender or financier,” says 
Demarais.

GDI knows business planning is a key component of starting 
a business and they address this with their business planning 
program. They can consider funding costs associated with 
getting a consultant involved with developing a business plan. 
“We want to equip business owners with the skills to understand 
the business planning process and actually be able to implement 
it and use it as a guide,” says Demarais. To encourage this, GDI is 
offering a business planning workshop series free of charge for 
existing Métis entrepreneurs and startups. 

“Not every business owner can claim that they're an expert from 
A to Z. They're always going to need a bit of coaching,” says 
Demarais. “Our Pathways program clients who have completed 
a business plan may be authorized to utilize up to $10,000 in 
professional services or coaching. This can be used professional 
business services. Every step of the way from the idea to the 
launch and to growing a business, GDI is there to help Métis 
entrepreneurs succeed.” 

PHOTO PROVIDED BY SASKATCHEWAN POLYTECHNIC
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Tavia Laliberte, Vice-President Academic, Saskatchewan 
Indian Institute of Technologies (SIIT)
SIIT is a long-standing institution in the province, founded in 
1976. “We have a provincial mandate and a provincial footprint. 
We serve communities right across the province,” says Laliberte. 
“Some of our programming has been attracted students from 
outside of our province. We've delivered programming right 
across the country in niche program delivery areas that we've 
created.” Serving about 2,500 students per year, the broad range 
of programming offered by SIIT has its foundation in preparing 
clients for work and careers in many fields. “We go to where our 
clients are and that can literally mean right into communities,” 
says Laliberte. “We have an RV bus we use as a mobile job unit 
and it travels all year, mostly to First Nations communities.” SIIT 
does outreach and engagement with community members who 
are either seeking employment or just interested in learning 
where to get started.

SIIT offers short certificate programs for self-exploration and 
to prepare students for education or work. There are also 
highly technical skilled offerings such as the flagship aircraft 

maintenance program. “It's the only one in the province,” says 
Laliberte. “If you want to work in aircraft maintenance, you have 
to attend SIIT.” The school’s business diploma program links with 
the province’s two universities. “Students can take their first two 
years with us and then go onto doing a commerce or business 
degree with the University of Saskatchewan or the University of 
Regina.” 

This fall, SIIT will also launch its Indigenous Practical Nurse 
program. SIIT has delivered practical nursing in the past and 
put the program on hiatus for a few years. “With the Calls to 
Action through the Truth and Reconciliation commission, there 
was clear need for Indigenous health care practitioners,” says 
Laliberte. “This prompted SIIT to develop a Practical Nurse 
program. It marries Indigenous pedagogy and health practices 
with Western medicine. It has a strong technology component 
using augmented reality (AR).”

90 per cent of SIIT students are Indigenous learners. SIIT students 
have tended to be older than the typical post-secondary student, 
but that is often program and location dependent. “We're starting 

THIRD-YEAR STUDENT HUNTER MCLEAN IN THE MOELLER RESOURCE ROOM. PHOTO BY STOBBE PHOTO
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to see younger Indigenous applicants, 
particularly in urban areas,” says Laliberte. 
“They're coming better prepared to be 
successful in post-secondary education 
and the labour market.” 

SIIT uses labour market information 
to identify what businesses need for 
workers now and in the future. The 
school also looks at what is offered by 
other institutions, to ensure there is no 
unnecessary duplication. “We have a few 
different areas where we see some strong 
success. We're quite known for our trades 
training and we've worked significantly 
with industries related to the trades,” says 
Laliberte. “In construction, for example, 
SIIT has a large footprint with providing 
skilled labour. Our business program has 
also been well established. It's a general 
business program so students can work 
in many business fields and in community 
economic development.” 

With i ts  career centres that  are 
strategically located right across the 
province, SIIT is ready to work with 
business and industry. “There's seven of 
them and they're a good access point for 
industry to be engaged with SIIT,” says 
Laliberte. “There's so many levels in terms 
of ways to engage. For example, if you’re 
interested in hiring skilled labour, most 
businesses are just looking for skilled 
labour, the career centres are a good way 
to engage with Indigenous labourers.” 
SIIT is also interested in promoting 
engagement around scholarships and 
bursaries and increasing work-integrated 
learning experiences for students. “Work 
experience is a great way for industry to 
have a first initial relationship with SIIT. 
Often, it's from these small investment 
relationships that we find other ways to 
leverage each other and relationships 
grow. SIIT is open for business, and this is 
key to our success.”

Dr. Larry Rosia, President, 
Saskatchewan Polytechnic 
Saskatchewan Polytechnic has embraced 
Indigenization throughout the last 
two decades, with many initiatives in 
place at all its campuses. “Indigenous 
students and Indigenous employees are 

an important part of our campus communities. Guided by the 
principles of reconciliation, we continue to improve and support 
opportunities to holistically integrate ways of knowing, teaching, 
and learning into our practices, procedures and the services 
that we offer,” says Rosia. The institution has developed several 
Indigenous Student Success Strategy Plans over the decades, 
the latest of which was unveiled this past year, all toward the 
organization increasing recruitment, retention, and graduation 
rates, and in support of the overall success of Indigenous 
students studying at Sask Polytech across all programs. Sask 
Polytech knows that Indigenous students need to feel welcome 
and inspired and empowered, and the Indigenous Student 
Success Strategy Plan is designed to address that.  

“We continue to make significant effort to attract and retain 
Indigenous students. We provide an Indigenous Awareness 
Training Course that is mandatory for all employees in our 
organization, to ensure that we're able to provide an inclusive 
and welcoming environment for our Indigenous colleagues,” says 
Rosia. Each fall, Sask Polytech holds an Indigenous gathering to 
bring Indigenous employees together to experience support 
and encourage cultural connections within our institution. 
They’ve also implemented a new academic model that includes 
Indigenization of the curriculum, with a goal that by 2023 they 
will include Indigenous content in all programming. 

Their current Indigenous Student Success Strategy was 
developed to provide Indigenous students with a variety of 
services to enhance their experience while they are studying 
and to remove barriers to success. “It's one thing to attract 
students but the real measure is their success,” says Rosia. “We 
offer opportunities like our summer transition program where 
students who are new to the city or to the organization can be 
supported and receive specific training as they transition to post-
secondary education, and new environments. We ensure our 
students have access to Indigenous Student Centres and Elders 
at each campus.” Sask Polytech also has Indigenous Student 
Advisors who focus on building relationships and supporting 
our Indigenous students, and offers financial support through 
several scholarships and bursaries. 

The work is paying off at Sask Polytech. They are seeing 
Indigenous graduation rates continuing to increase and improve. 
“Many people don’t know that we have more Indigenous students 
obtaining education with us than any other post-secondary 
institution in the province. About 19 per cent of our student 
population identifies themselves as Indigenous (during the 
2017/18 academic year),” says Rosia. “Our Indigenous graduation 
rate has been on the rise as well, and it sits at 60 per cent right 
now. This is something we're very proud of as it's improved by 
10 per cent over the past five years.” The numbers are important 
because they are the markers of student success. 88 per cent of 
Sask Polytech’s Indigenous graduates found employment after 
leaving their studies—only a four per cent difference from their 
non-Indigenous graduates. 

Sask Polytech is also dedicated to their engagement with 
the business community, and have created a new learning 
opportunity for their industry partners. “I would encourage 
Saskatchewan employers to take our Indigenous Studies 
Massive Open Online Course (MOOC). This course explores key 
issues facing Indigenous peoples today from a historical and 
political perspective,” says Rosia. The course is free for anyone 
over the age of 13 to take and introduces the diverse Indigenous 
culture group within Saskatchewan. The course launched in June 
and within the first week, saw over 1,600 signups. “This MOOC 
is open to anyone with access to a computer or a mobile devise 
and the internet,” says Rosia. “The course was made initially 
for faculty that wanted to include Indigenous content in their 
curriculum.” 

“Our Indigenous students graduate and play an important role in 
Saskatchewan's economy,” says Rosia. “Businesses support our 
students with work-integrated learning opportunities and hire 
them when they graduate. The province’s business community 
also supports Sask Polytech's Indigenous students by funding 
many of our Indigenous scholarships and student awards.” 
10 years ago, their Indigenous scholarships and awards were 
worth around $10,000. By the 2017/18 school year, those same 
scholarships and bursaries grew to nearly half a million dollars. 

“We see diversity as one of our strengths, and as an educator 
we have a role to play in making sure that people understand 
and value diversity,” says Rosia. “We very firmly believe that 
the challenges of today and tomorrow will be solved by 
interdisciplinary and intercultural type solutions.”

Dr. Jacqueline Ottmann, Vice-Provost Indigenous 
Engagement, University of Saskatchewan
The University of Saskatchewan has many Indigenous education 
initiatives that support Indigenous students, faculty and staff. 
As well, the school is drawing Indigenous leadership from 
the community, including Elders and Traditional Knowledge 
Keepers to help inform the process and to ensure that they are 
moving through these initiatives and strategies in a respectful 
way. Ottmann has been in her role as Vice-Provost Indigenous 
Engagement (VPIE) since October 2017. This portfolio is still 
fairly new for the university and it is groundbreaking because 
many universities across the nation do not have or may not 
have offices like this. The new VPIE office is mandated to have 
positive impact and challenge systemic structures that impede 
Indigenization and reconciliation. The VPIE office is expected to 
have comprehensive influence; everything from procurement to 
lands through to teaching and learning. 

“As soon as I began at the university, I was involved in the 
University Plan 2025,” says Ottmann. “The plan is unique, and 
foundational to the University. All 17 colleges and schools are 
responsive to this document and we are all accountable to 
it. What makes it different is not only how it looks, but how 
involved and engaged the Indigenous community was in its 

NEW ALUMNI DAKOTA NORRIS AND  
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development. It has a Cree name nīkānītān manācihitowinihk ni 
manachīhitoonaan, meaning ‘Let us lead with respect’.”

This plan is meaningful for the university as a whole and provides 
guidance in terms of how the university relates to Indigenous 
peoples and how policies and programming are developed to 
support Indigenous students, faculty and staff. “We have one 
of the largest Indigenous populations of any U15 school in 
Canada,” says Ottmann. “According to our 2017 statistics, we had 
3,119 Indigenous students on campus and that number rose to 
approximately 3,400 in 2018. We also have approximately 40 
Indigenous faculty, 12 Indigenous sessional lecturers, and 165 
Indigenous staff. This is fairly significant, and we are working on 
growing these numbers.”

The university sees respectful and rightful relationships 
supporting the university community and society, particularly 
as they move through some challenging issues that work as 
barriers to educational success. Indigenization within the 
University 2025 plan is one of the core pillars. And, within that, 
there are also three goals that directly focus on Indigenous 
topics and initiatives. “The first is uplifting Indigenization and 
Indigenous peoples, knowledges, cultures, traditions, practices, 
protocols and moving Indigenous peoples from the outer edges 
into a rightful and respectful place within the centre of our 
community,” says Ottmann. “The second goal is experiencing 
reconciliation. Many of us are beginning to understand what the 
Truth and Reconciliation Commission’s 94 Calls to Action are and 
why they are so important, and organizations are learning how 
to be responsive to the Calls in meaningful ways. Finally, the third 
goal is embracing manachīhitoonaan, which means respect.”

The University of Saskatchewan also recognizes that the province 
has a rapidly growing Indigenous population, with most of that 
population is still under the age of 25. “There is an opportunity 
to embrace and support Indigenous youth through education—
elementary, high school, post-secondary, trades schools—and 
by doing so our economy and society will benefit,” says Ottmann. 
“The province will benefit as our Indigenous youth, not only 
graduate from high school, but graduate from trades and post-
secondary institutions to become active within and contribute to 
the economy in various ways. Research shows that quality of life 
increases along with educational accomplishments.” To support 
students for the workforce, the colleges and schools at the 
University of Saskatchewan do several things, such as job fairs 
and internships. Some students are also engaged in research, 
and network in communities as they explore the opportunities 
available to them upon graduation. “Finally, successful Indigenous 
role models are important,” says Ottmann. “I hope that my being 
in a senior level position will encourage Indigenous youth to 
aspire to leadership positions in any organization.” 
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Indigenous students are an important part of 
Sask Polytech’s community, 19 per cent of 
our students are Indigenous. We have 
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A SINGLE SPARK CAN 
CHANGE EVERYTHING

WESK’s Matchstick is Igniting the Future.
BY PATRICIA DAWN ROBERTSON

I t ’s not easy to launch a new 
business venture. It takes capital, 
market research, a sound business 
plan and a substantial network of 

support. Even under ideal conditions, 
the start-up phase can be overwhelming 
for new entrepreneurs. Indigenous 
women business owners face additional 
challenges like racism, access to capital 
and generating sales. 

Entrepreneur Devon Fiddler is familiar 
with the precarious yet rewarding phase 
of business startup. In 2015, Fiddler 
created an innovative Indigenous-
themed fashion retail business, SheNative 
Goods Incorporated. The retailer sells 
handcrafted leather goods and apparel 
(shenative.com). Fiddler says her business 
philosophy is “community-based” and she 
wants to “support and encourage other 
Indigenous women.” SheNative’s popular 
t-shirt l ine features empowerment 
slogans like “Indigenous Boss Babe.”

SheNative is entirely Indigenous-owned. 
Fiddler’s production, design and sales 
staff is also of Indigenous ancestry. On 
June 1, 2019, the SheNative team moved 
into a new flagship store at 714A 2nd 
Avenue N. in Saskatoon.  

Women Entrepreneurs of Saskatchewan 
(WESK) recently expanded its services 
to include targeted, culturally relevant 
support for First Nations business 
owners, like Devon Fiddler. What do 
they need from WESK to create a 
successful venture? The Matchstick: 
Spark for Indigenous Entrepreneurs 
program originated from a May 2017 
WESK re-brand. WESK determined that 

DEVON FIDDLER

an underserviced demographic—Saskatchewan’s Indigenous women—could directly 
benefit from its expertise and support. Young Indigenous women make up a significant 
proportion of the Saskatchewan population and more than 36 per cent of them are 
under the age of fifteen. 

WESK secured funding and the three-year project was underwritten by Western 
Economic Diversification Canada, the Saskatchewan government, the Federation of 
Sovereign Indigenous Nations and the Saskatchewan Indian Equity Foundation. An 
advisory board was established and a needs assessment was conducted. Devon Fiddler 
is a member of the Matchstick advisory board and she’s facilitated an exploratory 
workshop for Matchstick assisting participants in the brainstorming phase of imagining 
a potential business venture.

Matchstick’s goals are ambitious. The program’s directive is to better engage and 
involve Indigenous women in entrepreneurship, strengthen Indigenous women’s role 
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in entrepreneurship and to address the lack of entrepreneurial 
awareness of business ownership as a career opportunity. 
Matchstick aims to increase the number of Indigenous 
entrepreneurs in Saskatchewan and to cultivate support for 
business in Indigenous communities.

To date, WESK has visited eight First Nations communities to 
conduct on-site business plan training. 250 women participated 
in the business planning sessions. The core curriculum was 
adapted specifically for First Nations participants. “We are very 
pleased with the Matchstick project and its strategic direction,” 
says WESK’s CEO Prabha Mitchell. 

The project is set to conclude in March 2020. Going forward, 
WESK intends to build on the momentum of the popular 
program to provide continued services to Indigenous women 
entrepreneurs. In order to expand the Matchstick program’s 
scope beyond the original three-year mandate, WESK is courting 
funders to secure additional project support.  

Trailblazer Devon Fiddler’s success will certainly bolster WESK’s 
case for the continued investment in Indigenous-owned small 
business ventures. As Fiddler’s SheNative t-shirts proclaim: “She 
Believed She Could Do it and She Did.”  
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A MESSAGE FOR LEADERS ON 
BUILDING DIVERSE AND INCLUSIVE WORKSITES AND PROJECTS
BY SCSA STAFF

SAFETY COUNTS ALL DAY, EVERY DAY:  
GREAT PLAINS CONTRACTING LP

Any type of infrastructure 
construction project requires 
not only the correct permits 
from officials, but also a social 

license to operate in order to acquire 
community acceptance. With the increase 
in economic development projects both 
on and off reserve in Saskatchewan, that 
means understanding each community’s 
unique culture, and in some cases, 
building trust and coming to a common 
understanding of project impacts and 
benefits socially, economically and 
environmentally.

According to Derek Hoffman, a partner 
at Miller Thomson law firm in Saskatoon, 
“you have to be aware that what your 
cultural norms and practices are may not 
be the same in Aboriginal communities.” 
In a presentation to business leaders 
at the Construction Law Conference in 
April 2018, Hoffman shared his insight on 
Aboriginal engagement:

Know and Understand What is 
Appropriate Engagement
Hoffman recommends conducting 
research at the planning stages of a 
project, this can include asking for 
guidance and observing how things are 
done. Obtaining the answers to questions 
like, “will there be opening prayers or 
closing prayers for meetings?” or “will a 
gift of tobacco be expected?” are key to 
understanding cultural norms specific to 
a community.

Acceptance; however, goes beyond solely 
respecting the Indigenous customs and 
culture. It’s important to engage with 
the community to ensure that inclusion 
is evident. Attending and sponsoring 
community events is one way Hoffman 
suggests engaging a community, but 
cautions against failing to consider other 

options and executing an event that is too extravagant. “Be careful not to be over 
the top about it because that can draw an adverse reaction. Don’t be the centre of 
attention,” he adds.

Obtain Leadership Buy-In 
The ultimate goal of ‘social license to operate’ is to gain community support, or at the 
very least, non-opposition. The first step in gaining community support has to take 
the form of a commitment from the leadership that they won’t oppose the proposed 
development plan or construction project. It’s a good idea for a company’s senior 
leadership to meet with the community’s leadership and be prepared to track changes 
in leadership and other pertinent information. 

Relationship Building 
“Relationship building and trust requires buy-in from your leadership down to your 
front-line people, and unfortunately all it takes is one off-the-cuff remark from 
someone that’s not aligned with those values to destroy a lot of the time and effort 
that’s been invested in establishing a relationship and open communication channels,” 
says Hoffman, “With this in mind, it’s important to check your organization’s internal 
capacities. Do your leadership team and staff have cultural sensitivity training? Is there 
a clear understanding of communication protocol—who talks to whom, for example?” 

Another component of creating a solid foundation for trust in the community is the 
commitment to a diverse and inclusive workforce. Hoffman suggests that part of the 
engagement efforts may include identifying Indigenous employment or subcontractor 
opportunities or working with training and apprenticeship organizations to develop the 
skills required for a particular project.

From the Office of the Treaty Commissioner, “The importance of economic development 
to the wellbeing of First Nations in Saskatchewan and contribution to the health and 
resiliency of Saskatchewan’s economy cannot be understated. The entrepreneurial 
spirit of First Nations in Saskatchewan is acknowledged as a critical engine of economic 
growth, innovation and diversification in our province.” 

SCSA PRESIDENT, COLLIN PULLAR, AND SAFETY ADVISOR, RICK RIEGER,  
DEMONSTRATE THE SCSA GUIDE TO OHS LEGISLATION APP TO THE STUDENTS  
OF #MPOWEREDBYMO SOLAR PANEL INSTALLATION COURSE

F ormerly  known as Points 
Athabasca FHQ Contracting 
LP, Great Plains Contracting 
changed its name in 2018 

to better reflect its work, mission and 
beginnings with a meaningful new brand. 
“We wanted to showcase our unique 
identity with a brand that acknowledges 
who we are and where we work,” says John 
Desjarlais, General Manager. “Great Plains 
Contracting does that.” The company is a 
partnership between FHQ Developments 
Ltd. (which is owned by the 11 First Nation 
communities of File Hills Qu’Appelle Tribal 
Council), Points Athabasca (an Athabasca 
Basin Development Company), and 
Graham Construction. Its connection to 
Saskatchewan’s Indigenous communities 
runs strong and deep, as does its 
commitment to providing opportunities 
to Indigenous people. 

The industrial contractor has worked 
with major Saskatchewan companies 
like K + S Potash, Nutrien and SaskPower 
on many projects with varying scopes 
of sophistication. The company works 
on industrial projects including site 
maintenance; earthworks and civi l 
construction; structural, mechanical and 
piping construction; concrete installations 
and repairs; mill maintenance and so 

much more. No matter the size, scope or location of the project, Great Plains brings 
its dedication to quality work every step of the way. “We pride ourselves on the level of 
value-added construction services we provide,” says Desjarlais. 

Not only does the company provide quality work, it is also creating quality jobs and 
building capacity for its industry. Through its work, Great Plains is also building 
opportunities for Indigenous people in Saskatchewan. “We’re also here to engage with 
Indigenous communities, cultivating sustainable, meaningful, long-term economic 
opportunities,” says Desjarlais. The company works hard to train its team, encouraging 
worker skills as they move from entry-level positions into more complex, skilled roles. 
“Capacity building is important to us, and we focus on how we can encourage and 
support people as they grow in their jobs with us,” says Desjarlais.

Great Plains is also committed to providing a safe workplace for everyone they work 
with. Proudly COR® certified with the Saskatchewan Construction Safety Association, 
they are also a signatory to Graham Construction’s safety program and have used it to 
strengthen their own safety program. The Graham program helped Great Plains build 
the safety-focused culture it has now and continues to improve on. “The Road to Zero is 
our overarching principle, and it’s visible in everything we do,” says Desjarlais. “Safety is 
always an exercise in continuous improvement, and for us it comes down to everyone 
going home safely, every day.” 

Great Plains Contracting
Business Office

401 Packham Place
Saskatoon

(306) 242-4927

Operations Office 
490 Hoffer Drive

Regina
(306) 790-2350

greatplainscontracting.ca
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IN SASKATCHEWAN, MOTOR VEHICLE COLLISIONS  
ARE THE SECOND LEADING CAUSE OF WORKPLACE 
DEATHS OVERALL.

T his we know: In Saskatchewan, motor vehicle collisions 
are the second leading cause of workplace deaths 
overall and the number one cause of acute-related 
fatalities.

What we don’t know as much about is why these tragedies 
persist.

To that end, the Saskatchewan Workers’ Compensation Board 
(WCB) has partnered with Saskatchewan Government Insurance 
(SGI) in a data-sharing agreement that promises to shed more 
light on the causes of motor vehicle collisions. Specifically, SGI 
has integrated its motor vehicle crash information with 2008-
2018 motor vehicle crash data from the Saskatchewan WCB. 

“We’re developing a risk profile from the merged data,” says 
Kevin Mooney, the WCB’s Interim Vice-President of Prevention 
and Employer Services. “We’re looking closely at factors such as 
driver demographics, road and weather conditions, lighting and 
crash types. We’re also identifying the industries that experience 
the majority of motor vehicle collisions.” 

WorkSafe Saskatchewan, a partnership between the 
Saskatchewan WCB and the Ministry of Labour Relations and 
Workplace Safety, offers resources, awareness campaigns, 
education, training, and targeted initiatives to help eliminate 
workplace injuries and fatalities. Later this year, WorkSafe 
Saskatchewan will share its findings from the data-sharing 
agreement with workers and employers in targeted awareness 
campaigns. 

In the meantime, whether you drive to work or for work, it always 
pays to refresh your driver safety know-how. Here are five tips to 
help you stay safe behind the wheel:

1. Pay attention.
Distracted driving is the No. 1 contributing factor in collisions 
overall in the province, according to SGI. Key distractions include 
texting, using voice-activated technologies, eating, drinking, 
grooming, pets and chatting with passengers. What’s the 
most distracting task while driving? The Canadian Automobile 
Association (CAA) cites programming a GPS or navigation system. 
CAA also says drivers who check their phones while driving are 
eight times more likely to be in a crash.

2. Don’t drive under the influence.
Consuming alcohol, drugs or even over-
the-counter medications can lead to 
impaired driving, which is a chief cause of 
motor vehicle incidents and fatalities on 
Saskatchewan roadways. Cannabis can 
impair co-ordination and reaction time, as 
well as attentiveness and ability to make 
decisions and judge distances.

3. Keep a safe following distance. 
To avoid rear-ending the vehicle in front 
of you, give yourself enough reaction 
and stopping time. And while you can’t 
prevent a driver from rear-ending you, 
make it a habit to stop smoothly and 
gradually. Watch for speed changes in the 
traffic pattern and stale green lights.

On the highway, stay a safe distance away 
from trucks. “In a lot of cases, the public 
doesn’t realize what it takes to stop a 
commercial vehicle travelling at 100 km/
hr,” says Russ Turgeon, membership 
development and services co-ordinator 
wi th  the Saskatchewan Truck ing 
Association and a former trucker. Another 

key concern of truck drivers, he says, are 
tailgaters who travel so closely behind 
that they can’t be seen because of the 
trucker’s blind spot.

4. Watch your speed.
Speed limit signs indicate the maximum 
speed you should be driving under ideal 
conditions. You may need to reduce your 
speed for conditions such as inclement 
weather, glare, darkness, potholes and 
traffic flow. Driving faster than the traffic 
flow and frequently changing lanes 
to pass other vehicles increases your 
collision risk, as does driving too slowly.

5. Check your tire pressure and 
treads.
Ensure that your tires are inflated to the 
vehicle manufacturer’s recommended 
pressure. Do this when your tires are 
cold—twice monthly, ideally, and before 
heading out on long trips. And don’t 
forget to check your tires for sufficient 
tread depth. After all, the rubber on your 
tires will quite literally be hitting the road. 

DISTRACTED DRIVING IS THE NO. 1 CONTRIBUTING FACTOR IN 
COLLISIONS OVERALL IN THE PROVINCE, ACCORDING TO SGI.

56 57

UNDERSTANDING 
THE WHYS OF MOTOR 

VEHICLE CRASHES
BY SASKATCHEWAN WORKERS’ COMPENSATION BOARD

Safety



A BUNDLE OF ENERGY
MERIDIAN SOLAR & ELECTRIC INC. HARNESSES THE SUN 

Saskatchewan is well-known for 
waving wheatfields, funny words 
like bunnyhug, and gorgeous 
skies that seems to go on 

forever. Those ‘living skies’ are also home 
to something else—the sun. We have long 
days of sunshine all summer, and even 
in the shortest days of winter the sun is 
often shining brightly in the cold. Meridian 
Solar & Electric Inc., based in Radville, is 
making the most of the Saskatchewan 
sunshine for businesses and residences. 
Owners Shane Hunter and Jennifer Riviere 
have embraced solar energy, bringing it to 
enthusiastic customers across southern 
Saskatchewan. “I spent several years in 
California, working as a solar installer 
before moving back to Saskatchewan and 
becoming an electrician,” says Hunter. 
“I met Jennifer in Prince Albert, and we 
moved to Radville three years ago to start 
our business as an electrical contractor 
and solar technology company.” Hunter 
and Riviere haven't looked back since.

Today, the company installs solar panels at homes, farms and 
businesses, reducing power bills and demand on Saskatchewan’s 
power grid. While every customer is different, solar panels can 
mean a massive reduction in power costs—and for some, it 
means no power expenses at all. “The benefits of solar power 
are great for many power consumers,” says Hunter. “Not only is 
it environmentally friendly, a system can pay for itself in about 
10 years but has a 25-year warranty and can produce energy 
for much longer. The reduction in power costs over time pays 
for the system.” Plus, solar panels alleviate demand on the 
power grid. Panels reduce demand at the consumption end of 
the grid, meaning panels can help when power consumption 
is high on the hot days of summer with air conditioning, and 
the cold days of winter with heating. “Less demand on the grid 
benefits SaskPower, while saving you money because you’re 
using essentially free power from the sun,” says Hunter.

The process to get a solar system is simple. Meridian will come 
to your home or business to assess your energy needs, and 
determine what will work for you and the grid. The company 
takes a holistic approach to your energy needs, seeing where you 
can make overall improvements to your energy consumption 
from all sources. Energy efficiency is the goal, and that can 
include things like improved insulation, efficient appliances, and 
better heating systems. Meridian also looks at the grid that is 
serving your home or business. “The power grid is essential to 
the process,” says Hunter. “We need to ensure the grid is ready 
for solar panels, and we work with SaskPower to get approval. 
SaskPower also has a generous rebate program for installations 
that are very beneficial for solar customers.” 

While interest and installations in solar energy have been steadily 
growing over the years, it’s by no means replacing oil, gas and 
coal. “We’re not in competition with the oil and gas sector to 
replace it,” says Riviere. “Solar and other renewables like wind 
are complementary to more traditional forms of energy. The 
province, and the world, needs more energy all the time. Solar 
is a cost-effective, sustainable way to meet the growing power 
demand in homes and businesses.”

See what Meridian Solar & Electric can offer your home, business 
or agricultural enterprise. A free estimate is just a phone call 
away. Learn more at meridiansolar.ca and book your consultation  
at (306) 869-2273. 

Meridian Solar & Electric Inc.
Box 576 
Radville

(306) 869-2273
meridiansolar.ca

ba

Meridian Solar 
& Electric 
Inc. is also a 
full-service 
electrical 
contractor. 
Specializing 
in services 
including bin 
yards, service 
upgrades, 
LED retrofit 
lighting, new 
shop and farm 
building wiring 
and lighting, 
power factor 
correction, 
aeration fan 
repair and 
maintenance, 
they can assist 
with all your 
electrical 
needs.

SHANE HUNTER AND JENNIFER RIVIERE

SHANE AND THE NEXT GENERATION.
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Lacrosse was declared Canada’s official summer sport in 1994 with the 
passing of the National Sport Act.

In 2016 the Saskatchewan Rush of the National Lacrosse League (NLL) 
played its first season in Saskatoon. The introduction of the team has had a 
dramatic impact on the sport of lacrosse throughout the province. In fact, 
enrollment with the Saskatchewan Lacrosse Association has doubled in a 
few short years, with its annual revenue more than twice that it was in 2016.

During the 2018-2019 season the Saskatchewan Rush led the NLL attendance 
at an average of 14,511 tickets sold per home game. The capacity of the 
Rush’s home arena, SaskTel Centre, is approximately 15,000 seats.

Tony Cote is a former Chief of Cote First Nation. Cote led the development of 
the first artificial ice surface and hockey arena amongst Saskatchewan First 
Nations, and established the first all-native junior “B” hockey team in the 
province. He also managed the Cote Selects women’s fastball team, travelling 
across North America to compete in high level tournaments. Cote founded 
the Saskatchewan First Nations Games, which has inspired thousands of 
athletes for the past forty-five years. He was granted Saskatchewan Order 
of Merit in 2008 and induced into the Saskatchewan Sports Hall of Fame in 
2011. Cote was greeted with fanfare at the 2019 Tony Cote Summer Games.

JOEL PEDERSEN JOEL PEDERSEN AT WORK
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MORE THAN JUST A GAME
INDIGENOUS SPORT IN SASKATCHEWAN
BY ERIN LEGG PHOTOS PROVIDED BY JOEL PEDERSEN

Historically, sport is a cultural practice that teaches 
survival skil ls, satisfies the innate urge for 
competition, and gratifies an element of social 
interaction. 

Indigenous culture has been instrumental to the development 
of sport throughout Canada. Contemporary sports such as 
kayaking, canoeing and lacrosse all have Indigenous roots. 
Today, the Saskatchewan Rush, though in its early years as a 
National Lacrosse League club in the province, has made fans 
of as many residents as the Saskatchewan Roughriders. Modern 
day lacrosse has evolved from its roots dating back to Indigenous 

tribes in the 1600s, but the element of recreation has stayed.

What does sport do for a society? For an individual? Joel 
Pedersen, owner of 2J2 Fitness in Saskatoon, says, “Sport is 
pivotal. It teaches so many lessons. Every culture in history 
has had sport. In this day and age when we are constantly 
bombarded by technology, sport and fitness are components 
that give us balance.”

Pedersen provides mentorship throughout the province to 
aspiring fitness leaders and for communities seeking expanded 
health and wellness opportunities for its residents. While his 

Feature

focus is on First Nation and Métis communities, both urban and rural, 2J2 is inclusive. 
It’s Pedersen’s goal to promote a lifestyle of social responsibility, empowerment and 
inspiration for holistic wellbeing.

This goal is similar to that of the Tony Cote Summer/Winter Games. First held in 
1974 (and then called the Saskatchewan First Nation Games), the Tony Cote Games 
provide an opportunity for young Indigenous athletes from across the province to 
celebrate achievement in sport and athleticism. 



JEREMY THOMPSON. PHOTO PROVIDED BY SASKATCHEWAN RUSH LACROSSE CLUB

Saskatchewan has numerous Indigenous athletes who have 
exceeded in their respective sports. A mere handful, aside 
from the esteemed Tony Cote, include Brigette Lacquette, 
Claude Petit, Jacqueline Lavallee, Bryan Trottier, Jim Neilson, 
David Greyeyes, Paul Acoose, Alexander Decoteau, Fred 
Sasakamoose, and Ethan Bear. THE OFTEN-OVERLOOKED  

ECONOMIC GEM OF THE PRAIRIES
PHOTOS PROVIDED BY THE CO-OP REFINERY COMPLEX

Much of Western Canada was settled with the help  of 
co-ops, but they are an often-overlooked economic gem. 

For much of the early 20th Century, co-ops brought electricity 
to farms and rural communities in Alberta and helped farmers 
across the Prairies get fairer prices for their products. Buying 
co-ops brought goods and fuel to settler communities, making 
these goods more affordable. 

And the legacy of these co-ops can still be found throughout the 
Prairie Provinces.

Fuelling Western Canada
A great example of this legacy is the Co-op Refinery Complex in 
Regina, Saskatchewan. 

When fuel prices got too high in the 1930s, eight enterprising 
farmers banded together to build a refinery.

Over time, this initial skimming plant grew to become a major 
refinery, and today produces about 6 billion litres of fuel in a 
year and can process up to 130,000 barrels of Crude Oil per day. 

This unique business purchases primarily Western Canadian 
Crude Oil, directly employs more than 1,000 talented women 
and men, and continues to be an economic engine that fuels 
Western Canada and Western Canadian agriculture.

Nation building
But the business model’s impact on the Prairies isn’t isolated to 
agriculture and oil and gas. Recently, a technical services co-op 
was formed by First Nations and Tribal Councils in Saskatchewan.

“Essentially the co-op provides technical services for housing 
inspections for First Nation communities,” said Tim Isnana, 
Executive Director for Indigenous Technical Services Co-op 
(ITSC). “We also provide consulting services for engineering 
services that relate to housing or public infrastructure in First 
Nations communities.” 

This unique partnership reduces costs and increases quality 
control for these types of services on First Nations. And it’s 
just getting started. Soon, Isnana hopes to leverage the co-op’s 
purchasing power and centralize administration of these 
services online.

Consider a co-op
Setting up the business as a co-operative was a natural choice, 
Isnana said, and he encourages others to consider the model 
when looking for solutions. 

“I definitely would recommend the co-op model,” he said. 

And so would we. To learn more, visit CooperativesFirst.com 

Heather Hallgrimson
Business Development Lead

306-382-4410
heather@cooperativesfirst.com

CooperativesFirst.com
CoopCreator.com

As the founder, Cote’s perspective of sport is that it can serve to 
enhance not only the individual athlete, but society as a whole. 
The achievements gained from the physical competition and 
cultural celebrations are carried into other avenues, inspiring the 
athletes’ pursuit of life goals and inspiring social responsibility 
in others.

“Sport has great learning lessons about community, responsibility 
and commitment,” Pedersen says. “For me, as a kid, sports was 
so important. I was fortunate to be able to play. A lot of kids 
haven’t had that chance.”

The 2019 Tony Cote Summer Games was hosted by Flying Dust 
First Nation from July 14 to 19. Athletes from the province’s 
74 First Nations gathered to compete in athletics, archery, 
canoeing, cycling, golf, soccer, softball and volleyball. The event 
has certainly grown in its 40 plus years—the 1974 instalment 
welcomed 500 athletes, and today more than 3,500 compete.

The Games are more than a physical showcase, but a culturally-
infused celebration of Indigenous history. The opening 

ceremony welcomed the 22 runners who transported the 
ceremonial lance—or “leader’s stick —from Regina, the previous 
host community more than 500 kilometres from Flying Dust 
First Nation. The journey took six days, and demonstrated both 
teamwork and understanding of the sacredness of the Games.

As a sports-enthused society, Saskatchewan is built from 
the ground up of individuals striving for achievement and 
community building. The incredible Indigenous culture of sports 
and athleticism provides the perfect incubator for outstanding 
individuals. 
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THINKING AHEAD: 
ARTIFICIAL INTELLIGENCE 
IN BUSINESS 
BY VICTORIA RYAN

Artificial Intelligence, or ‘AI’, is a 
subset of computer science 
f o c u s e d  o n  d e v e l o p i n g 
machines with capabilities to 

think and act like human beings. While 
the thought of Hollywood movies where 
machines take over the world may come 
to mind, AI in the real world is not as 
dramatic but it is exciting as the interest 
and development of AI grows.

Artificial intelligence has groundbreaking 
applications like self-driving cars and 
advanced medical diagnostics, but most 
of us encounter AI applications daily in 
more subtle ways. Wonder how those 
suggestions on Netflix come up? How 
Siri works, or how Gmail can give you 
suggestions on completing that sentence 
you are typing? Yep, those are all AI driven 
solutions.

In business, the potential is large. 
Briana Brownell, founder and CEO of 
Pure Strategy, a Saskatchewan-based 
AI company, explains how her company 
has created a cognitive engine that can 

help identify patterns in large volumes of data, understands tasks and can make 
predictions—valuable applications for business executives in the decision-making 
process. “It’s really about taking over some of the tasks that take humans a long time 
to do so they can focus on the higher value tasks,” she says. 

An intelligent machine can sift through massive amounts of data and discover emerging 
patterns in a fraction of the time it would take a human to perform the same task. “You 
can look at how humans go through and categorize [the information], but it takes a 
long time and isn’t exactly repeatable because people bring their own biases to the 
data,” Brownell says. 

In product development, AI can help identify gaps in the market or spot trends. Insights 
in consumer behaviour help marketers identify the target audience and segmentation 
can be drilled down on a much more individual level. “Forget your standard target 
group of ‘women age 45-55.’ You can connect with potential customers on a much 
more personalized level,” says Brownell. “Using AI can help you personalize some of 
your marketing programs at a scale that you couldn’t do before.”

With AI driven technologies, executives can better understand current and potential 
customers. They can respond quicker to customer behaviours and provide a more 
holistic brand experience across marketing channels. An AI engine can effectively 
monitor the social medial sphere and can help synthesize online customer feedback, 
comments, survey results and discussions. 

Even copywriting and advertising can benefit from AI by delivering the right message 
to the right customer at the right time. The result is content with a tone of voice that 
conforms to brand standards while being customized for the individual reader.

The use and development of AI in marketing is exciting but not 
without concerns. While Brownell doesn’t see a risk of AI making 
the human marketer obsolete, she mentions data privacy and 
data ownership as two areas that need to be monitored and 
addressed on a global scale. 

“For me, the most exciting reality about artificial intelligence is its 
ability to augment the talented individuals that work in marketing 
already,” she says. Rather than replacing human marketers, AI 
can help empower them. “Artificial intelligence is not at the point 
where it is going to replace that person-to-person interaction,” 
she continues.  “The other area is open-ended problem solving, 
the kind of decisions a CEO would make. These are the two 
areas where artificial intelligence will be challenged.”

As for the future, Brownell notes that AI has had less impact on 
the work-life than on our lives as consumers. She is expecting 
that will change and hopes to be part of developing AI solutions 
that will help humans in the workplace. “A lot of people in 
their jobs are not necessarily in regular contact with artificial 
intelligence but I expect that will change in the next decade 
and individuals in most companies will have AI co-workers,” she 
concludes. 
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AT FACE VALUE:  
RECRUITMENT AND  

CORPORATE CULTURE
BY CHARLENE HILKEWICH

T hese days when we talk corporate culture, it seems everyone has an opinion. 
Now more than ever, people have instant reactions to company names. 
And when it comes to choosing a business to work for, it’s only a few short 
keystrokes to inside (and public) information on its culture. 

What does this mean to a corporation when it comes to recruitment? It means you’d 
better be aware of what story you’re telling about yourself, what your employees are 
saying about you, and that when you talk culture inside your organization, you’re 
walking the talk, from before they sign on until long after they leave.

Company culture is incredibly important, especially within a small business, and 
ensuring that a new hire matches your organization’s core values is vital.

So, how can you attract candidates who are going to thrive in your environment and 
(hopefully) stay with your business for a long period of time? It’s not just about finding 
people with the right skill-set; a good culture fit is important in order to maximize 
employee engagement, satisfaction and retention. After all, the last thing you want is 
for your new hire to leave due to a clash of values.

Recruiting and Your Employer Brand 
Companies worldwide are experiencing the biggest talent 
shortage in over 10 years. Because job seekers are in the driver’s 
seat, they can demand far more than competitive salaries.

Experience, breadth, depth, development, and growth 
opportunities are among the chief demands that job seekers 
have in mind. Whether your company can deliver on some, most, 
or all of those demands, the messaging should be transparent 
from the very start.

Job postings and recruitment material are often a candidate’s 
first interaction with your organization. However, your employer 
brand only makes sense when you have buy-in from your 
current employees.

Employer branding doesn’t stop at hiring. In fact, it’s critical for 
marketing, HR, and operations to facilitate new employees as 
they transition from candidates to coworkers.

You Got to Know
You have a company culture whether you are aware of it or not. 
Your staff live and breathe it every day. But if you can’t articulate 
it yourself and don’t reinforce it, chances are that everyone sees 
it differently. By communicating your culture and how it supports 
your business, it becomes more consistent and more effective 
with everyone understanding it.

Company culture needs to run through everything you do within 
the business with a top-down approach. If you put in the work of 
educating your staff with culture training from the moment they 
come on board, build it into your company meetings, projects, 
and everyday work life, you are telling your employees that not 
only is culture valued and supported, but it is integral to who 
you are as a team. 

In addition, make sure your HR department or hiring manager 
considers cultural fit when recruiting. If you’ve taken the steps 
to establish and feed your company culture, your employees 
will help you with recruiting. They’ll share your job ads, leave 
good reviews on Glassdoor and other company review sites, and 
encourage those who will add to the business to join the team.  

The key takeaway is that if you’re honest with yourself, 
understand and live your employer brand, you can use it as 
an accountability measure. It should tell everyone what they 
can expect from your company, how it will act and react in all 
situations. And if you tell people who you are before they start 
working for you and then follow through, they will believe you 
and continue to tell your story.  

Leap your career forward with Edwards Executive 
Education. Upcoming courses include:

306-966-8686 | execed@edwards.usask.ca 
edwards.usask.ca/execed

Digital Social Media Program
Labour-Management Relations Certi�cate
Masters Certi�cate in Project Management
Financial Management Course
Leadership Development Program No prerequisites required | 

Crafting Job Ads that Reflects Your 
Culture
Your first point of contact leaves an 
impression and will decide whether 
the right candidate (or the wrong 
one) applies.

Here are some tips to get it right:

• Tel l  stor ies with your job 
postings.

• Tell the truth. Be real about what 
they can expect.

• If you know your competitive 
advantage, share it. If you don’t, 
it’s time to find out.

• Talk about progression and 
growth (personal and company 
opportunities).

• Speak in your company’s voice.
• Get the basics and the important 

details in.
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CONTENT IS KING
SO, WHAT IS CONTENT MARKETING?

BY INDUSTRY WEST STAFF

Ma r k e t i n g  i s  a l w a y s 
changing—there is always 
something new and shiny. 
It can be hard to stay on 

top of every trend and fad, especially 
when you’re a small business owner. Over 
the last few years, content marketing has 
been growing in popularity with brands 
big and small. In the first of our series 
on the topic, let’s take a closer look at 
this trend, and see what it can offer your 
organization. 

A Definition
According to the Content Marketing 
Institute, content marketing is “is a 
strategic marketing approach focused 
on creating and distributing valuable, 

relevant, and consistent content to attract and retain a clearly defined audience—
and, ultimately, to drive profitable customer action.”1 We can sense your eyeroll right 
now because yes, it means more work. However, content marketing is a worthwhile 
endeavour. It can lead to increased sales, cost savings and greater customer loyalty—
all things that are music to an entrepreneur’s ears.

Breaking it Down
The idea behind content marketing is simple. Instead of the straight-up traditional pitch 
to your target market, you offer ‘content’ that gets attention from your target market. 
The content is helpful, and over time, the content you offer should create trust between 
you and your prospects. As your content engages, it should drive people to recognize 
your company as trustworthy and want to do business with you. Your content should 
move buyers into your sales funnel, and create long-term loyalty.

Some Examples
Now that we know what content marketing is, and have a basic idea of how it works, 
let’s examine at what content marketing can look like. Infographics are one of the 
most common forms of content marketing. All the rage a few years ago, they are 

still a creative way to communicate information to 
leads in an engaging way. A classic example of a 
well-executed infographic is one created by REI, the 
American outdoor and sporting goods company. 
REI created an infographic that shows the ‘art and 
science’ of the perfect s’more, including the history of 
the campfire treat and how to make them. Included 
is the lightest mention of REI’s roasting sticks and 
matches, but the overall infographic is designed to 
entertain and inform. Shareable on social media 
and the company’s website, the content resonated 
with its loyal customers and its prospects. Does 
your organization have information it can share with 
customers and leads that could be communicated in 
a visual way? Infographics are a great way to dip your 
toe into the content marketing world.

Kraft developed a free magazine to households in 
the U.S. and Canada, featuring recipes made with 
their range of food products. Still offered today 
and successfully converted to paid subscription, 
the magazine has been found in as many as one 
in 10 homes in the U.S.2 The company also hosts a 
massively popular recipes website, which sees more 
than 100 million visitors annually. Both offerings 
promote the company’s products in a way that 

is useful to its customers—through recipes that 
feature Kraft products.3 The content is helpful and 
relevant to users, and promotes Kraft in a way 
that is unobtrusive, yet very effective. Does your 
organization sell products that customers may need 
assistance to use? Something as simple as a blog or 
social media post with a recipe can convert a lead 
into a customer.

Looking Ahead
Content marketing and how to execute it successfully 
can’t be covered in just one article. Stay tuned for 
our next issue, where we discuss further how content 
marketing can work for your business. 

Reference
1What Is Content Marketing?, https://
contentmarketinginstitute.com/what-is-content-marketing/
2,3How Kraft Uses Content to Drive Its Broader Marketing 
Effort, https://adage.com/article/best-practices-and-howto/
kraft-content-drive-broader-marketing-effort/294892

“Our benefits plans help to build your business’ 
workplace culture, allows your team to realize 
their desired career paths and creates an  
environment for your business to prosper.”

Contigo Solutions is a group benefits specialist  
providing expert services and advice to employers  
requiring group benefits and group RRSPs. Our name  
is very important to us. Contigo is a Spanish word meaning  
“with you”. It was chosen because the name reflects our  
values and approach; once you become a Contigo client  
our support is with you every step of the way.

Jason Beaumount
Phone: 306 550 9991
Fax: 306 569 7081
Email: jason@contigosolutions.ca
Web: contigosolutions.ca

Your Best Resource 
For Group Benefits
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MORE THAN  
JUST A DONATION
CROSS BORDERS DRILLING GIVES  

BACK DOING WHAT THEY DO BEST
BY INDUSTRY WEST STAFF

Two years ago, Cross Borders Drilling purchased surplus 
military trucks with plans to use them as equipment.   
Painted in camouflage, the trucks inspired Cross 
Borders’ owners Jared, Tyler, Wyatt and Graham to do 

something for Saskatchewan-based Canadian military veterans. 
This rig—now nicknamed “The Drill Sergeant”—became the 
company’s newest charitable endeavour. For every hour the rig 
drills, the company donates $10 to support initiatives that help 

the mental health of military veterans. The cause is near and 
dear to the Cross Borders’ team.

 In the 2017-18 drilling season, that added up to a whopping 
$24,900. “This money was donated to the Watson Royal Canadian 
Legion,” says Shane Lucci, Business Development Manager at 
Cross Borders. “Watson is the hometown of owners Jared, Tyler 
and Wyatt, and they wanted to give back to the community that 

helped shape their lives.” The company is preparing for another 
donation from the 2018-19 drilling season to the Watson Royal 
Canadian Legion once again.

In addition to the contributions made by the Drill Sergeant, Cross 
Borders has made a commitment to corporate philanthropy. The 
company regularly donates to and sponsors many organizations 
including Ken Goff Memorial Boxing Classic; Prairie Storm Minor 
Hockey Association; Pilot Butte Rodeo; Saskatchewan Cowboy 
Mounted Shooting Association; and WS Hawrylak School. 
Cross Borders is also a proud supporter of the Make-A-Wish 
Foundation, granting a wish for a young girl with leukemia to 
take a dream vacation to the Walt Disney World Resort in Florida.

The company also answered the call for help during the Fort 
McMurray fires in 2016. “Fort McMurray is pivotal to our 
business,” says Lucci. “During the fires, we didn’t hesitate to 
donate money because we’re so connected to that community. 
We wanted to help out where we could.” Cross Borders made 
a significant donation to the Canadian Red Cross as the 
organization helped fire evacuees during the emergency and in 
the days, weeks and months afterward. 

“Giving back to the communities that we serve is important. We 
want our local organizations and people to be supported. We all 
benefit when our communities are thriving,” says Lucci. 

It’s Never Too Late to  
Unwind at the Perfect Spot 

Book your getaway today.

resortatcypresshills.ca
(306) 662 4477

info@resortatcypresshills.ca
b facebook.com/TheResortCH

a @TheResortCH
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THERE'S NOTHING LIKE  
SASKATCHEWAN  
IN THE SUMMER.

1. Porcupine in the Qu'Appelle Valley. Photo by Paul Huber.  2. Fort Walsh National Historic Site. Photo by Greg Huszar Photography.  
3. Historic Bell Barn, Indian Head. Photo by Tourism Saskatchewan Gerard Makuch. 4. Crooked Trees, Hafford. Photo by Tourism Sas-
katchewan - Saskatchewanderer. 5. Great Sandhills. Photo by Tourism Saskatchewan - Dave Reede Photography. 6. RCMP Sunset Retreat 
Ceremonies. Photo by Tourism Saskatchewan Chris Hendrickson Photography. 7. Qu'Appelle Valley. Photo by Paul Huber.

8. Elevator near Dysart. Photo by Paul Huber. 9. Prince Albert Exhibition Fireworks. Photo by John Alexanderson. 10. Madge Lake Golf 
Resort. Photo by Tourism Saskatchewan - Paul Austring. 11. Near Parkbeg. Photo by Brook Thalgott. 12. Cannington Manor Provincial 
Historic Park. Photo by Tourism Saskatchewan - Kevin Hogarth Photography. 13. Swinging Bridge, Wolseley. Photo provided by Town of 
Wolseley. 14. Manitou Beach, Little Manitou Lake. Photo by Tourism Saskatchewan - Carey Shaw Photography.  
15. Kayaking in Saskatoon, Photo by Tourism Saskatchewan-Chris Hendrickson Photography. 
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Since our summers are far too short, we have to make the most of every day. Take the time this summer to enjoy 
the beautiful sights our province has to offer. You'd be surprised what you can find in your own backyard. Now 
turn off the computer and the phone, gas up the car, and go make the most of it!
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1. WHERE ARE YOU FROM? 
"I am a proud Cree Founder from Little Pine 
First Nation. I grew up in Regina and then I 
relocated to Saskatoon for the kickass tech 
ecosystem."

2. WHERE DID YOU ATTEND SCHOOL 
AND WHAT DID YOU STUDY? 
"I attended the First Nations University 
in Regina and studied a combination of 
Intercultural Leadership and Business 
Admin. Since then I’ve gone on to complete 
fantastic programming and cohorts at 
MaRS DD, Communitech, and the Canadian 
Technology Accelerator in Cambridge, USA. 
I’ve also benefited from being a member of 
the incredible Co.Labs Incubator here in 
Saskatoon!"

3. WHAT IS YOUR CAREER HISTORY? 
"I’ve always had an entrepreneurial streak, 
and have enjoyed some great jobs along 
the way! I’ve been the promo girl at Rawlco 
Radio, bartended in my Uni days at a Regina 
Pool Hall, and learned Project Management 
over at Common Weal Community Arts. 
These days I’m all about my business, but 
if I see a super cool contract that will teach 
me new skills, or allow me to give back then 
I’ll take it—case in point, last year I travelled 

HEATHER ABBEY, FOUNDER AND CEO OF INDIG INC.

On the last page of every issue of Industry West, we find a Saskatchewan business person or leader to answer our version of 
the Proust Questionnaire. Marcel Proust made the questionnaire famous, believing that 35 specific questions could reveal a 
person’s true nature. We grabbed this idea—you’ve probably seen it in Vanity Fair—and made our own version. The first five 
questions are ours, and then we ask our subject to pick their favourite Proust questions to answer.

back and forth from Ottawa for four 
months to coordinate a national Indigenous 
Entrepreneurship Conference for Women. I 
was able to bring this national conference 
to the prairies for the first time to benefit 
our amazing Indigenous entrepreneurs out 
here, and it was an awesome experience!"

4. WHAT’S THE BEST PIECE OF BUSINESS OR 
CAREER ADVICE YOU HAVE OR HAVE BEEN 
GIVEN? 
"Listen to your customer, and create the 
opportunities that you wish existed. Give 
back to your community, continue learning, 
and stay scrappy!"

5. WHAT’S YOUR FAVOURITE THING 
ABOUT SASKATCHEWAN?
"I love how close knit the entrepreneurial 
community is. Every single Founder I ever 
reached out to for a coffee has always 
said yes, and took time out of their day to 
give me advice. We all know each other 
here, and we want to grow the Sask 
Entrepreneurial Ecosystem together—
it’s so vibrant with some pretty fantastic 
Ventures and Founders! A special shoutout 
to those that have made a huge impact on 
me during my growth as an entrepreneur—
Hillberg & Berks Rachel Mielke, Ora’s Serese 
Selanders, WESK’s Prabha Mitchell, and Skip 
The Dishes/Pivots Joshua Simair—each has 
given me/my team incredible advice, and 
motivated the heck out of me!"

6. WHAT IS YOUR IDEA OF PERFECT 
HAPPINESS?
"It sounds sooooo cliché, but I’m pretty 
much living it right now. Last month I 
realized a five-year dream by pitching 
in Toronto to the DRAGONS in the CBC 
Dragons Den, which was exhilarating and 
terrifying at the same time! I’ve received 
market/business validation, I’m in talks 
to raise my first round of funding for my 
company Indig Inc, and my little family is 
healthy and happy! I’ve come a looooong 
way these past few years, and I’m grateful 
for alllllll of it. Entrepreneurship has 
allowed me to see the world, meet amazing 
people, and provide for my loves!"

7. WHO ARE YOUR HEROES IN REAL LIFE?
"My heroes are all people that I am fortunate 
enough to know—they are strong, they 
persevere through hardships, and they 
just don’t stop!!! They are all incredible 
Indigenous Female Founders: Cheekbone 
Beauty’s Jenn Harper, Indigenomics Carolina 
Hilton, Powwow Pitch Founder Sunshine 
Tenasco, Iskwew Airs Teara Fraser, Yukon 
Designer Sho Sho Esquiro … these women 
are changing the world, and it’s pretty darn 
amazing to see them in action as they crush 
barriers and smash glass ceilings."

8. WHAT IS YOUR MOST TREASURED 
POSSESSION?
"A Starblanket that was my late sister’s. 
Her name was Lori Lynn and she was my 
best friend and confidante growing up. It 
ripped me in two when I lost her, and her 
Starblanket made its way back to me years 
after she passed away. It’s a small tiny part 
of my best friend and I cherish it more than 
any material possession that I could ever 
own."

9. WHICH WORDS OR PHRASES DO YOU 
MOST OVERUSE?
"It’s a toss-up between “RiseNGrind” on 
Facebook and using “that’s so random” as 
a filler. I stopped using “RiseNGrind” as my 
morning hashtag for a couple weeks and 
received messages asking if I was okay lol! 
Trying to quit “that’s so random” but it’s a 
really bad habit haha—could be worse I 
suppose but meh…"

10. WHERE WOULD YOU MOST LIKE TO 
LIVE?
"LA!!!!!!! Smack dab in Hollywood Hills, 
commuting down to my own office/retail 
space for Indig Inc. every day. A lemon tree 
in my yard, pool for the babies to swim in, a 
cute spacious guesthouse for my mom and 
dad to live in and a hammock on the patio 
where I could dream up all my business 
dreams that I’m gonna make come to life! 
Manifestation begins…now!" 

MEET HEATHER ABBEY, FOUNDER 
AND CEO OF INDIG INC. 
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To grow our world  
from the ground up. 
 

In 2018, Nutrien purchased more than 
$700 million in goods and services from 
about 2,000 Saskatchewan suppliers. 

As we grow globally, we’re cultivating local 

partnerships with companies that share our vision 

and values.

Leaders like Mary Panteluk, Vice President of 

Human Resources at Kelly Panteluk 

Construction Ltd., understand our industry, 

company and community. Working together, we can 

deepen our commitment to our Aboriginal partners 

and create new long-term partnerships that add value 

to our goal of feeding the future.

KPCL has been active at our potash operations for 

over a decade – embracing our approach to safety 

and our Aboriginal Content Playbook while bringing 

innovative ideas that improve our business.

We’re working together to create opportunities at 

home and to grow our world from the ground up.

To see how a growing Nutrien creates 
new opportunities or to download our 
Aboriginal Content Playbook, go to 

Nutrien.com/Saskatchewan.

2,000
reasons
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WE’RE READY  
TO SERVE

OIL & GAS | MINING | AGRICULTURE | CONSTRUCTION

Based in Regina, we have been engineering plastic and nylon for twenty years at our  
offshore facility. Our MC nylon products can replace copper, stainless steel, aluminum  
and other metals—reducing costs and increasing service life of machinery and parts.

YIYUAN NYLON  
TECHNOLOGY COMPANY
B42- 12100 Ewing Avenue
Regina
(306) 596-2217
(306) 596-4506
www.yiyuan-world.com
yuzhao@yiyuan-world.com


