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This paper presents an overview of internet
resources that you might find useful as you study
and/or set out to do entrepreneurship and busi-
ness development. The material is presented in
four sections. In the first section, a variety of
sites are described that explore the process of
entrepreneurship and business development in
some detail. If you want to know more about
entrepreneurship and the economy, opportunity
identification, business plans, market research,
sales forecasting, strategic marketing, operations
planning and management, and financial projec-
tion and financial planning, these sites are for
you. The second section contains descriptions
of several sites that you might find useful as
you conduct market research. In the third
section, you will be introduced to a selection of
sites that provide business planning software,
the most notable being Industry Canada’s “Inter-
active Business Planner”. The chapter ends with
a section on sites related to Aboriginal eco-
nomic development, entrepreneurship and busi-
ness development.

ENTREPRENEURSHIP AND
BUSINESS DEVELOPMENT SITES

There are many internet sites devoted to the
subject of entrepreneurship. One of the best is
the Canada Business Service Centres (CBSC)

site and its associated sub-sites offered in part-
nership with each province. The CBSC site can
meet most of your entrepreneurship and business
development needs, either directly or through
links to other useful sites. In the remainder of
this section we will explore some of the principal
features of the CBSC site and touch on some
others briefly.

The starting point for exploring the CBSC
site in English is depicted in Figure 1. There is
a similar French homepage. As you can see
there are seven primary links on the page. There
is also a logo called “Aboriginal Business Service
Network”. We will be exploring the links on the
right, “Business Start-Up Assistant”, Interactive
Business Planner” and “Online Small Business
Workshop” in some depth, the first and third in
this section, and the second in section 3. We will
also consider the “Aboriginal Business Service
Network” link in section 4. The other links on
the CBSC homepage are also useful and you
should explore them.

Business Start-Up Assistant

If you follow the link “Business Start-Up Assis-
tant”, you will find yourself at the page that
appears in Figure 2. You will find two major
headings: Step 1 and Step 2. Step 1 allows
you to select the appropriate province. Step 2 is
a list of topic links that includes everything from
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FIGURE 1: Canada Business Service Centres Home Page

Source: http://www.cbsc.org/english/

FIGURE 2: Business Start-Up Assistant Start Page

Source: http://bsa.cbsc.org/gol/bsa/interface.nsf/engdoc/0.html



general topics such as “Basic Steps for Starting
a Business” and “Being an Entrepreneur”, to
functional ones such as “Market Research” and
“Financing”, and finally very specific items such
as “Taxation and Business Number”. We will
look at several of these links to give you a sense
of the quantity of information that you have
literally at your fingertips.

Select a province and then click on the link
“Basic Steps to Starting a Business”. On the
page that appears select “How to Start” and you
will find yourself at the webpage shown in Fig-
ure 3. As you can see, there are 12 links on
the left side of this page that will take you a
variety of sites addressing a number of start-up

related topics. Some are CBSC links while others
will lead you to new and useful resources such
as those on the site of the Canadian Bankers
Association.

Another helpful link on the Business Startup
Assistant page (Figure 2) is “Market Research”.
If you click on this link you will arrive at the
Market Research page. The links on this page
are divided into three categories (i) “Starting
with a Good Idea”, (ii) “Starting Your Market
Research”, and (iii) “Creating a Marketing Plan”
and (iv) “Statistical Sources”. In the next para-
graphs we will briefly look at each of these.

The links in the “Starting with a Good
Idea” category are related to opportunity identi-
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FIGURE 3: Getting Started in Small Business

Source: http://bsa.cbsc.org/gol/bsa/interface.nsf/engdoc/12.2.2.html



fication, the key to success in entrepreneurship
and business development. The third link in the
“Starting With a Good Idea” category leads
you to the opportunity identification section of
the “Online Business Workshop”. We will talk
about this workshop in the next section. Try the
fourth link — “Can You make Money with your
Idea . . .”. It will lead you to a long docu-
ment that addresses the following questions
“You’ve Got an Idea? Great!”, “You’ve Got
an Idea? So What?”, “Can You Exploit Your
Idea?”, “Is your Idea Original?”, “How . . . Pro-
duced and Delivered?”, “Will Your Idea Make
Money?”, “Can You Protect Your Idea?”, “Is
There Any Hope?”, “Where Can You Go For
Help?”, and “Are You Being Unreasonable
About Your Chances?”. What could be more
important to you as you assess various opportu-
nities than the answers to these questions.
Explore the other links in “Starting with a Good

Idea”. You are bound to find an abundance of
useful information.

Don’t neglect the “Starting Your Market
Research”, “Creating a Marketing Plan” and
“Statistical Sources” categories on the “Market
Research” page. The links in the research cate-
gory lead to information that will assist you
in conducting market research. Those on the
marketing plan will help you perform this criti-
cally important function. in the statistical sources
section lead to sites containing useful market
research data. We will examine several more
closely in the Section 2 of this chapter.

Finally let’s examine one last link from the
“Business Start-Up Assistant” start page — “Pre-
paring a Business Plan” (see Figure 4). This
page has links in three categories. The first cate-
gory contains only two links, both useful. The
first leads you to the “Interactive Business Plan-
ner”, the topic covered in Section 3. The second
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FIGURE 4: Business Plan

Source: http://bsa.cbsc.org/gol/bsa/interface.nsf/engdoc/12.5.html



leads to an export guide that is helpful if
you intend to operate in international markets.
From the second category, “General Information
and Guides”, one link you might find particularly
helpful is “Your Roadmap: The Business Plan”
on the Canadian Bankers Association website.
Here you will find a good description of a busi-
ness plan and a discussion of its importance.
You will also find a business plan outline you
might find useful. Before leaving the page,
explore the links in the final section — “How to
Prepare a Business Plan”. All you will ever need
to know about writing a business plan is at your
fingertips.

This completes our quick look at CBSC’s
“Business Startup Assistant”. We have only
touched on what is available. The links not fol-
lowed also contain a wealth of useful infor-
mation. Explore them for yourself. Next, we
will examine the CBSC’S “Online Small Business
Workshop”.

Online Small Business Workshop

The “Online Business Workshop” is available
from the CBSC’s home page (Figure 1). If
you follow the link you will find yourself at

the workshop’s start page as reproduced in
Figure 5. As you can see the workshop con-
sists of six sessions (i) “Starting with a Good
Idea”, (ii) “Marketing Basics”, (iii) “Financing
Your Business”, (iv) “Planning Fundamentals”,
(v) “Basic Regulations for Getting Started”, and
(vi) “Starting an E-business”. Within each of
these sections there are several subsections. We
will briefly consider each of the sections and
subsections in turn.

Session 1 of the CBSC’s “On-line Small
Business Workshop” deals with opportunity
identification under four headings (i) “Exploring
Business Opportunities”, (ii) “Forty Concepts for
a Small Business”, (iii) “Evaluating Your Ideas”,
and (iv) “Protecting Your Idea”. The first of
these sections is quite brief. It presents an over-
view of the opportunity development process
suggesting it involves three steps.

1. Develop several ideas from your concept.
2. Evaluate your ideas.
3. Prepare a business plan

The second link in Session 1, “Forty Con-
cepts for a Small Business” opens the door to a
wealth of information. As you can see, the forty
concepts are organized under five headings. The
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FIGURE 5: Online Small Business Workshop Start Page

Source: http://www.cbsc.org/osbw/workshop.cfm



first heading considers existing businesses. Here,
too, there are five links. The first two provide
information about purchasing an existing business
or acquiring a franchise. The other 3 links under
the existing business heading also contain useful
information.

Next, look at the second heading on the
“Forty Concepts for a Small Business” webpage
— “Take Advantage of the Market”. You will
find reference to incongruities, demographic
changes, taking existing products to new markets,
creating new products and other ideas. Each of
these items is a link. If you follow the links you
will find each of the concepts is discussed under
three headings (i) “Some examples”, (ii) “How
to do it”, and (iii) “Key questions”. I think you
will find this material extremely useful as you
search for your own innovative opportunities.

The third “Forty Concepts” heading, “Ideas
for Manufacturing and Assembly”, follows
smoothly on the second. Here again there is a
list of ideas that you can explore under the same
three headings — “Some examples”, “How to do
it”, and “Key questions”. The final two headings
and their links are also worth exploring. The
fourth focuses on opportunities that exist in the
supply chain. The fifth offers some service and
retail ideas.

Now back to the “On-line Workshop” (Fig-
ure 5). The third major heading in Session 1 is
“Evaluating Your Ideas”. If you follow this link
you will find yourself on a page with a list of 20
items you should consider when evaluating your
opportunity. Again each of the 20 items in the
list is a link. If you follow the link you will find
a description of the item as well as links to
material elsewhere in the “Online Small Busi-
ness Workshop” that you might find useful. For
example follow number 1 — “create a profile of
your paying customer”. You will find 2 para-
graphs that discuss the concept and a link “your
customer”. If you follow this link you will find
yourself in the “Marketing Primer” section of
Session 2. Here you will find information about
what a customer profile is. Try the other links.
You will find a wealth of information useful in
starting and managing a business.

The final major heading in Session 1 is
“Protecting Your Idea”. Here you will find a dis-
cussion of the various methods that can be used
to protect intellectual property. They include
copyright, trademark, patent, industrial design
and integrated circuit topographies. Depending
on the nature of your opportunity, you may find

one of these methods of protecting your idea
applicable.

Moving on, we will know look at Session 2
of the online workshop — “Marketing Basics”.
As you can see in Figure 5, this session con-
sists of 4 major sections (i) “Marketing Primer”,
(ii) “Researching Your Market:”, (iii) “Sales
Forecasting”, and (iv) “Business Promotion Idea
List”. Take a look at “Marketing Primer” Here
you will find a discussion in answer to the ques-
tion “who is your customer?”. You might find
the market profile that is part of the answer to
this question useful. The primer then goes on to
consider elements of the marketing mix, particu-
larly product and price. There are three links at
the end of the section that lead you to further
helpful material on pricing.

The next two sections of Session 2 may be
the most useful in the on-line workshop. Market
research and sales forecasting are two challeng-
ing tasks. The more you can learn about both
the better. First, take a look at “Researching
Your Market”. You will find six links (i) “Where
to find information”, (ii) “Observe your competi-
tion”, (iii) “Talk to your suppliers”, (iv) “Talk to
your customers”, (v) “Surveys and focus groups”,
and (vi) “Hire students to do a survey”. Explore
each of them. You find some valuable sugges-
tions that will help you as you do your market
research. Don’t miss the three links at the end
of the page that lead to sources of additional
information on market research. Explore them as
well.

Now, go to the “Sales Forecasting” page.
Here you will find four titles (i) “Factors that
can affect sales”, (ii) “Sales forecasting for a new
business”, (iii) “Sales forecasting for an existing
business”, and (iv) “Sales forecasting and the
business plan”. We will concentrate on “Sales
forecasting for a new business”. This section is
the most useful in an entrepreneurship and busi-
ness development context, although you should
explore the other three as well.

When you follow the link number 2 “Sales
forecasting for a new business” you will find a
four-step approach to sales forecasting described
in some detail. The four steps are

1. Develop a customer profile and determine
the trends in your industry.

2. Establish the approximate size and location
of your planned trading area.

3. List and profile competitors selling in your
trading area.
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4. Use your research to estimate your sales on

a monthly basis for the first year.

Read the discussion about each of the steps.
On to Session 3 of the online workshop. It

addresses financing in four sections (i) “Equity”,
(ii) “Long Tem Debt”, (iii) “Short Term Debt”,
and (iv) “Alternative Sources of Financing”. As
you follow each link you will find a good sum-
mary of the characteristics of equity and each
type of debt. In addition, there is a section
describing what the providers of each of the
kinds of financing expect from someone
approaching them for financing. Notice in each
case that a business plan plays a critical role.
Which leads us to Session 4 of the online work-
shop — “Planning Fundamentals”.

The business plan is a critically important
document; and it is a difficult one to write. Any-
thing that will improve your ability to do so is
valuable. Session 4 addresses the business plan
under three headings (i) “Preparing a Cash Flow
Forecast”, (ii) Preparing a Business Plan”, and
(iii) “Sample Business Plan”. The first section is
very useful. It can help you with a key business
planning chore — cash flow forecasting. In a very
real sense, projected cash flows are a summary
of everything in a business plan. The cash flow
statement along with projected balance sheets
and income statements are usually the first thing
the reader of a plan examines, especially if the
plan has been submitted in pursuit of financing.

Section two of Session 4 addresses the busi-
ness plan under four heading: (i) “Why Prepare
a Plan?”, (ii) “Business Concept”, (iii) “Finan-
cial Plan”, (iv) “Approaching Lenders”, and
(v) “Attracting Investors”. Sections (ii) and
(iii) address the content of a business plan while
(iv) and (v) discuss how to use the plan to
attract financing. Section three is self-explana-
tory. It is a sample business plan. The first page
presents the section headings of the plan as
links. Interestingly, the headings do not follow
the outline used in Section 2! If you follow a
heading link it will lead you to that section of
a business plan for Light-Guard Manufacturing,
Ltd. Try them all. Doing so will help you
develop a sense of what must be included in a
business plan. Don’t stop with this one sample
plan; explore the others available on the sites
mentioned elsewhere in this chapter.

The fifth session of CBSC’s workshop is
titled “Basic Regulations for Getting Started”.
The first section begins with a discussion of the

forms of business organization and their relative
advantages and disadvantages. In addition, you
will find links to various sites that provide infor-
mation about registering a proprietorship, part-
nership or corporation in each of the provinces
and territories. These links open the door to a
wide range of additional information about doing
business in a particular province or territory. For
example, if you follow the Saskatchewan link you
will see headings about registration, taxation,
labour standards, health and safety, workers com-
pensation, and the like.

The second section of Session 5 deals with
taxes. At the top of the page you will find 9
headings. Of the first eight, seven describe par-
ticular taxes and one the business number. You
might find some or all of the links helpful. The
ninth is the most interesting from the perspec-
tive of Aboriginal entrepreneurship and business
development. It will help you understand which
of the seven taxes might apply in your particular
circumstances. However, the process is not sim-
ple. When you follow the link all you will find is
a brief paragraph that refers you to the Canada
Customs and Revenue Agency (CCRA) website.
If you go to that site and use the document
search you will find the following documents are
available

1. 97-211 Indian Settlement Remission Orders
Tax Relief

2. B-039R GST Administrative Policy — Appli-
cation of GST to Indians

3. CPT124 Application for Coverage of
Employment of an Indian in Canada under
the Canada Pension Plan whose income is
exempt under the Income Tax Act

4. P-230 Application of the Excise Tax Act to
Leases Licenses and Similar Arrangements
of Tangible Personal Property by Indians,
Indian Bands and Band Empowered Entities

5. TD1-IN Determination of Exemption of an
Indian’s Employment Income

You may find some or all of these docu-
ments useful. You may also find other useful tax
related material on the CCRA site.

Two final comments about taxation an
Aboriginal context. First, it is an incredibly com-
plex subject and one where professional advice
may be necessary. Unlike employment regula-
tions and regulatory bodies (discussed below),
you are unlikely to get useful advice from the
Canada Customs and Revenue Agency. Second,
before deciding on profession advice contact one
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of the large accounting firms. Most have pre-
pared publications on Aboriginal taxation and
distribute them free of charge. Of course, they
do so because they hope to become your profes-
sional advisor.

The third section of Session 5 is called
“Becoming an Employer”. It contains a wealth
of information about your responsibilities as an
employer. There are a number of regulatory
bodies involved, some provincial and some fed-
eral. The workshop provides links to these bod-
ies and you should explore them. Unless you
plan to operate a one-person business you will
have to be familiar with all the things men-
tioned. As with taxation, employment regulation
issues can be complex, particularly in an Aborigi-
nal context. You will need advice. The first place
to go is to the regulatory body itself. They can
usually answer your questions. The final section
of Session 5 and of the online workshop is a
“Start-Up Checklist”. It deals with technical and
regulatory issues, not opportunity and business
development ones. Nonetheless, you might find it
useful.

Session 6 focuses specifically on E-businesses.
You might find it useful if yours is such a busi-
ness or you are considering adding E-business
features to an existing business.

This concludes our discussion of the Canada
Business Service Centre site and related ones.
This overview has just touched the surface of
what is available. Follow the links and explore.
There is an incredible wealth of information on
how to do entrepreneurship and business devel-
opment ‘out there’ on the web.

MARKET RESEARCH SITES

Once you have identified your target market in
terms of such things as age, income, educa-
tion level, gender, occupation, location and the
like, there are a number of internet resources
than can help you determine the size of the
potential market and develop your sales fore-
casts. Statistics Canada is one of the best sources
of secondary data for markets in Canada. Other
countries have similar agencies that are equally
good sources for information about their popula-
tion.

A good starting point to explore the
Statistics Canada website is its home page at
<http://ww2.statcan.ca/>. Here you make a
choice between French and English. You will
yourself on the start page of the language of

your choice. There are many links on the start
page. We cannot consider them all, but you
should explore those that interest you. One of
the most useful is the link at the top of the
page “Canadian Statistics”. If you follow this link
you will find yourself on the page reproduced in
Figure 6. Reading the links on the page will tell
you that you are at the gateway to a treasure
trove of information. The challenge is to find
data useful in answering you market research
questions.

A good place to start is with the link “Com-
munities Profiles” at the bottom of the page. If
you follow the link you will find yourself at a
page asking you to enter a community name
(Figure 7). Let’s assume you are interested in
starting an Aboriginal childcare centre in Fort
Qu’Appelle Saskatchewan. This community is a
service community to several surrounding First
Nations. You can obtain a profile on the town
itself and the surrounding reserve communities.
The profile for Fort Qu’Appelle is reproduced in
Figure 8. The one for Standing Buffalo, one the
reserve communities, is shown in Figure 9. These
are just the start pages for the profiles. Look at
the list of titles on the right side of each page.
Try them all; you will be amazed at the amount
of information available. You can even compare
your selected community to province or the
country as a whole.

Much information you need about the target
market for your Aboriginal childcare centre
should be available from the community profiles.
Explore the links and see if the information
available can help you answer the childcare mar-
ket research questions below

1. How many Aboriginal families with young
children lie in the market area?

2. How many of these families might require
childcare? For how many children? How
often?

3. Where does the largest concentration of
potential users live within the market area?
What means of transportation will they use
to reach your centre?

4. What is the income level of your target
market? Do they have the ability to pay the
fees you must charge to make the centre
viable?

5. Is the market growing and if so by how
much?

Whatever your opportunity and wherever it is in
Canada, if you formulate your market research
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questions similarly, you should be able to answer
many of them using the community profiles.
Another path to information on Aboriginal
communities is the link “2001 Aboriginal Peoples
Survey Community Profile” on the Community
Profiles page (Figure 7).

Don’t limit yourself to the profiles. Try the
other links on the page reproduced in Figure 6.
For example, if you wanted some information
about forestry as you consider an opportunity in
the sector you might find the link “Primary
Industries” useful. If you try it you will find it
leads to a page with further links to information
about the sector in general and the agriculture,
fishing and trapping, forestry and logging, and
energy and mining subsectors. Try the logging
link and look at the information available. While

you’re there, look at the information available
for the other primary industry categories; and try
the other links on the main page.

Another excellent source of information is
the Strategis Website of the federal depart-
ment of Industry and Commerce. Actually it
is not so much a site, as a gateway to many
other sites. The homepage is at <http://strategis.
ic.gc.ca/>. Selecting English will lead you to the
start page reproduced in Figure 8. The links
across the top of the page and down the left
side are the most useful. It is impossible to do
more than provide an overview of most useful of
them.

One particularly useful link is “Business
Information by Sector” on the left side of the
page under the heading “Subjects”. If you fol-
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FIGURE 6: Statistics Canada: Canadian Statistics

Source: http://www.statcan.ca/english/Pgdb/
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FIGURE 7: Community Profiles

Source: http://www12.statcan.ca/english/Profil01/PlaceSearchForm1.cfm

FIGURE 8: Strategis English Start Page

Source: http://strategis.ic.gc.ca/cgi-bin/allsites/motd/motDspl.pl?lang=e&link=/engdoc/main.html



low it you will find yourself faced with
an alphabetical index among other things. Let’s
investigate forestry. Click on “F”; then select
“Forestry/forest industries. You will find yourself
on a page of links to sources of information
about forestry. Try a few of them. Them try
another sector, perhaps sporting goods. Whatever
your opportunity, you should be able to find
information about the sector in which you intend
to compete. Instead of using the alphabetical
index, try the link “Industrial Category”. It will
lead you to another page of links by industry
category. Try the link “Sporting Goods”. You
will find yourself on a page with a number of
links down the left side. Each of these explores
an aspect of the sporting goods industry.

Next try “Researching Markets” from the
left side of the start page under the heading
“Strategis Guides”. There are a number of links
divided into domestic and foreign categories.
Try link number 3 “Canadian Industry Statistics”
from the domestic group. You will find yourself
on a page with links to industry sectors. Let’s
explore sporting goods. It is not on the list
so type the words into the search field and
see what you can find. The Standard Industrial

Code (SIC) number appears as a link; follow it.
Explore the headings across the top of the page
and see what you can learn about the sporting
goods industry. You can do the same for your
opportunity, what ever it is.

One other Industry Canada site is particu-
larly useful. It is called Performance Plus and can
be found at <http://strategis.ic.gc.ca/epic/internet/
inpp-pp.nsf/vwGeneratedInterE/Home>. If you
select “English” you will find yourself at the page
reproduced in Figure 9. Follow the link “What is
Performance Plus”. As you will read on the page
that appears

Performance Plus gives instant access to
benchmark financial data that can help
small businesses construct a business plan.
This tool also helps new and established
firms find out where they stand as com-
pared to a relevant industry average.

Let’s use Performance Plus to construct a
profile. From the start page follow the link
“Build Your Own Profile”. Here select a year,
geographic region and business type from the list
provided in the pull-down menus and “continue”.
Now select an industry type by exploring the list.
Expand categories. Should eventually find some-
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FIGURE 9: Performance Plus

Source: http://strategis.ic.gc.ca/epic/internet/inpp-pp.nsf/vwGeneratedInterE/Home



thing is a good match for the business that inter-
ests you. Try “Agriculture, Forestry, Fishing and
Hunting” (category 11) from the list and click
on “Expand”. Now select “Fishing, Hunting and
Trapping” (category 114) and “Expand” again.
Select “Fishing” (category 1141) and try to
“Expand”. No new category appear. You have
reached the greatest level of detail possible. Now
“Create a Report”. You will find a table appears
giving costs as a percent of revenue for various
sizes of fishing operations. The list of industries
is exhaustive. You should be able to find your
opportunity there, whatever it is.

This cost information can be used for sev-
eral purposes. If you are considering the feasibil-
ity of several opportunities, you can use the cost
data to help you assess their relative financial
attractiveness. When preparing a business plan
you can use the data to identify and project the
costs you can expect to incur. This will help you
prepare your budgeted cash flow statement, and
proforma income statements and balance sheets
and supporting schedules. For both new ventures
and existing ones you can use the cost informa-
tion to help develop standard costs for use in
the budgeting, implementation, and performance
evaluation process.

There is much more on the Strategis
website. Explore it when you have time. You
never know when you will come across some-
thing you will find particularly useful.

Business Planning Sites

In this section we are going to consider business
planning sites that offer users tools to use when
preparing a business plan. There are many such
sites. For example, each of the Canadian char-
tered banks has downloadable business planning
software on their sites. So do other financial
institutions in Canada and elsewhere. Many
American sites offer business planning advice
and tools. Four of the better sites are the
BizPlanit at <http://www.bizplanit.com/vplan.htm>,
inc.com the website of Inc. Magazine at <http://
www.inc.com/>, entreworld the site of the
Kauffman Center for Entrepreneurial Leadership
at <http://www. entreworld.org/>, and the Ameri-
can Express Small Business site at <http://www.
americanexpress.com/homepage/personal.shtml>. In
the remainder of this section, we will concentrate
on a Canadian business planning site — The
Interactive Business Planner (IBP). You can reach
it from the Canadian Business Service Centres

home page at <http://www.cbsc.org/english>.
Simply click on the “Interactive Business Plan-
ner” link and select French or English.

A word of the caution, the planner does not
do the hard work for you. You still need to
search out the answers to all the planning ques-
tions. What it does do is two things. First, it
gives you direction as to the kind of information
for which you need to search. Second, once you
have provided it, the planner organizes the infor-
mation into a rough draft of a business plan.
Before you take a plan generated by the IBP to
a lender or other audience, you should do con-
siderable editing and re-writing in order to pro-
duce a smooth flowing and readable document.
What comes out of the planner can be disjointed
and choppy with many small sections and a poor
flow of ideas.

The Interactive Business Planner
The first page “Welcome to IBP” provides a

brief introduction to the program (Figure 10). It
is also the gateway to the rest of the site. There
are three links on the left of the page that lead
you to (i) an introduction to the program, (ii) a
series of pages about business planning, and
(iii) the business planner, itself. The first of the
three links called “Introduction to the IBP” pro-
vides further information about the program in
sections titled

1. What is the IBP?
2. How will the IBP assist you in preparing a

business plan?
3. What are the key features in the IBP?
4. How do I navigate through the IBP?
5. What browsers does the IBP work best

with?

and

6. How do I prepare to use the IBP?

A careful reading of all these sections is essen-
tial if you are considering using the IBP to pre-
pare your plan.

The second link on the start page “About
Business Planning” takes you to an overview of
the business planning process under four head-
ings (i) “What is a business plan?”, (ii) “What’s
included in a business plan?”, (iii) Why is a
business plan important?”, and (iv) What are
some guidelines for preparing a good business
plan?”. This section provides a good overview of
the nature and content of a business plan. For
example, there is a list of the sections that
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appear in most business plans. You might find
this a useful outline. Notice also the discus-
sion about length and the suggestion that 10
to 25 pages are usually sufficient. In addition,
several important points appear under the head-
ing “Useful Guidelines”. Numbers four — Write
yours own plan; five — Outline the key points;
six — Make sure your financial projections are
believable; and seven — Do the executive sum-
mary last, offer particularly valuable words of
advice.

The final link on the start page leads you to
the business planner itself. Try it. To do so, fol-
low the instructions provided in the “Introduc-
tion to IBP” and those that appear step by step
as you use the planner.

Aboriginal Sites

The purpose of this section is to provide infor-
mation about sites that related to entrepreneur-
ship and business development in an Aboriginal
context. A useful starting point for finding such
sites (and others on Aboriginal topics) is the
Aboriginal Canada Portal. This site is a compila-
tion of links to Aboriginal sites on a wide range

of topics. The list of topic appears down the left
side of page reproduced in Figure 11.

Two particularly pertinent categories for
our purposes are “Economic Development” and
“Business”, although many others might also
prove useful; for example, “Claims and Treaties”,
“Employment” and “Language, Heritage and
Culture”. Try the category “Economic Develop-
ment”. You will find yourself on a page with a
large number of potentially useful links. The
links are organized into seven groups to help
you find what you need. Take for example the
group “Financing”. The links in this group lead
to a variety of sources of information that would
be particularly useful in developing the financial
plan for a business venture. You will find the
category “Business” organized in a similar man-
ner. Explore the categories and links that inter-
est you. You will be lead to more links that
open up a vast trove of information.

One link in the “Organization” section of
the “Economic Development” category leads to a
site of particular interest to people involved in
economic development in Aboriginal communi-
ties; that of the Council for the Advancement
of Native Development Officers (CANDO).
CANDO is an organization established and run
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FIGURE 10: Interactive Business Planner

Source: http://www.cbsc.org/ibp/home_en.cfm



by people doing economic development in an
Aboriginal context. It offers training and profes-
sional certification and a variety of other ser-
vices to its members. Explore the links on the
CANDO’s homepage (Figure 12) to learn more
about the Council.

Another potentially useful gateway to
Aboriginal site is the Aboriginal Business Service
Network accessible from the CBSC site depicted
in Figure 1. If you go to the CSBC site and
click on the logo for the network you will find
yourself on the page reproduced in Figure 13.

The links in the right-hand column under
the heading “Small Business Toolbox” are the
same as those we already discussed in Section 1.
While very useful, there is nothing specifically
Aboriginal about them and we have discussed all
of them earlier. The second group of links on
the left side of the Aboriginal Business Service
Network is called “Directories”. This link will be
of interest to you if you are looking for an
Aboriginal Business or if you want to register
your business. The later is particularly useful if
you feel your company has products or services
that might be of interest to government depart-
ments or agencies. If you think government is a

potential target market, follow the “Directories”
link and then the link “Aboriginal Supplier
Inventory”. You will find yourself on a page
titled Procurement Strategy for Aboriginal Busi-
nesses. As a starting point, explore the first link
on the page to learn more about the strategy
and whether there is a fit between it and your
business. If there is, you can register.

You may find the final item on the right
hand column interesting. Simply titled “Links”,
it lead to a page of topics that are each links
to additional information. For example, try the
link “financing”. You will find yourself on a
page that offers further links to information on
the First Nations Bank of Canada, Peace Hills
Trusts, the Calmeadow Foundation: First Peo-
ple’s Fund, and so on. Depending on your infor-
mation needs, you might find one or more of
these sites useful.

The links on the left hand column all have
one thing in common; they lead to pages with
additional links. For example, if you follow the
link to Aboriginal-specific programs and services,
you are provided with a set of categories. Some
are sectoral: for example, petroleum, fishery and
forestry. Others are task- or activity-related: for
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FIGURE 11: Aboriginal Canada Portal

Source: http://www.aboriginalcanada.gc.ca/abdt/interface/interface2.nsf/engdoc/0.html
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FIGURE 12: Council for the Advancement of Native Development Officers

Source: http://www.edo.ca/

FIGURE 13: Aboriginal Business Service Network

Source: http://www.cbsc.org/english/absn/index.cfm



example, start-up and export. Still others related
to some aspect of business activity: for example,
human resources, marketing and communication.
As you follow links of interest, you will be pro-
vided access to a wide range of sites with infor-
mation that may prove useful. One that most
people involved in economic development would
find useful is “Start-up”. Clicking on that link
brings up a list of 19 more links leading to
information on a range of programs providing
assistance of various types to people and/or com-
munities interested in starting a business.

Last but not least, the websites of the three
national Aboriginal organizations are wonderful

starting points from which to explore Aboriginal
issues of all kinds including economic develop-
ment. The homepages of the three are

1. the Assembly of First Nations (http://
www.afn.ca/),

2. the Inuit Tapisariat (http://www.tapirisat.ca),
and

3. the Metis Nation Council (http://www.
metisnation.ca/)

For an international perspective, examine the
material on the site of the Center for World
Indigenous Studies at <http://www.cwis.org/
cwisinfo.html>.
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