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Where the Sea to Sky corridor has low unemployment rates, Lil’wat continues to see higher unemployment 
than surrounding communities. The Lil’wat Employment and the training department receives funding 
from Service Canada to address unemployment and underemployment, yet unemployment persists. This 
phenomenon was so curious to me, and through this project, I set out to understand what was happening 
within the communities in Lil’wat and the St’at’imc Territory. 

While many people living in Lil’wat and within the St’at’imc Territory may not have traditional employment, a 
whole economic system operates beneath the surface. One does not have to look very far in the territories 
to find someone running their “side hustle.” These businesses range from selling crafts and Avon to selling 
slices of pizza on the Community Buy and Sell pages on Facebook. Most families have some small businesses 
operating out of their homes. 

Indigenous Peoples are inherently displaced workers due to colonization. For over 150 years, they have been 
trying to fit into a system that was not set up for them to thrive and yet when one takes a closer look; they 
will see an intricate ecosystem of business that exists. To turn these “side hustles” into flourishing businesses, 
people need support, to be introduced to language of small business, be made aware of resources and 
supports available to entrepreneurs and to come together as a community of people with a common goal 
and a person-centered wrap-around approach.  Gathering Together Introduction to Small Business Start-up 
program is designed to meet the needs of Indigenous entrepreneurs. 

Mount Currie is a reserve located two and half 
hours north of Vancouver. It is a remote community 
situated seven minutes north of Pemberton, BC 
and 35 minutes north of Whistler. Mount Currie 
is currently home to 1300 Lil’wat. I will refer to 
Mount Currie as Lil’wat or the territory or Nation 
in this piece. The Ts’zil Learning Centre is owned 
and operated by the Lil’wat Nation and offers a 
variety of programs, including academic upgrading, 
post-secondary academics, trades, and training 
opportunities for adult learners eighteen and older. 

The Sea to Sky corridor refers to a 137 km stretch of highway, including Horseshoe Bay, Squamish, Whistler, 
and Pemberton, characterized by its incredible beauty and work abundance. The region has more jobs 
than workers to fill them. Home to Whistler, Blackcomb is one of the largest ski resorts in North America. 
Employers depend heavily on foreign labour from the UK, Australia, and Japan to fill these positions

Identifying the Need
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Methodology: a decolonized approach

Guided by the work outlined by The Four R’s by Barnhart and Kirkness,   
the instructor strives to create a space that is: Respectful, Relevant, Reciprocal, Responsible.

Ô  �This class meets weekly for 2.0 hours 

Ô  �Building and maintaining positive relationships between the 
students and instructor is always front of mind

Ô  �Through PowerPoint and multimedia presentations, and discussions, participants 
will construct a fundamental understanding of small business startup. 

Ô  �Through class participation, completing assignments and homework 
participants build a framework for their own business.

Ô  �Gathering Together uses a decolonized approach to teaching and learning

Ô  �We recognize that the teachers are learners, and our students are also teachers.

Ô  �We are sensitive to the loss and grieving that can play a significant part of our student’s lives.

Ô  �With the 4 R’s in mind, we use a decolonized approach to time.  Honoring the student’s 
responsibility to their families and community, we allow students to pause the 
learning, and begin again when they are ready. We are aware of local cultural protocols 
and respect students need to be absent when there is a loss in community.

Ô  �With the understanding that small business startup is deeply personal to the 
participants, we meet the learners where they are in their entrepreneurial journey.

Ô  �We share a meal at the start of each class to allow students to decompress from their 
day, to laugh, tell stories and to reduce anxiety to prepare for learning and sharing.

Ô  �We strive to create a warm learning environment and teach through storytelling, 
laughter, sharing from one another, and using relevant, concrete, local examples. 
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MODULE 1:  

Envisioning our Small Business

Learning Objectives
Ô  �Identify challenges and describe their feelings when overcoming them

Ô  �Use helpful strategies for overcoming fears and challenges both about the past and present 

Ô  Describe what they want to accomplish

Ô  �Set meaningful, appropriate, and challenging goals

Ô  �Apply positive thinking to personal life and small business startup

Key Concepts
Macro-level planning
Visualization
Manifestation 

Agenda
Sharing meal: Casual sharing - why we’re here? 
Presentation: Envisioning for Small Business
Individual activity: Create a vision board (handout)
Homework: Review vision board and identify three themes

Resources
��Vision Board for Business: Use This Creative Tool to Accomplish Your New Year’s Resolutions 
https://www.shopify.com/retail/vision-board-for-business

How to make a vision board for your business 
 https://www.youtube.com/watch?v=fL_FyOR_Lrw
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MODULE 2:  

Exploring our why and creating 
actionable steps through setting goals

Learning Objectives
Ô  �Express how goals are tied to our values

Ô  �Identify the way fear/procrastination gets in the way of achieving goals

Ô  �Create a workable plan to guide us in achieving our goals 

Ô  �Articulate what the SMART acronym stands for and how this strategy can be used to make goals attainable 

Key Concepts

Microlevel Planning
Goals
Value Driven Goals
Procrastination
Habits
S.M.A.R.T Goals

Agenda
Sharing meal and personal reflections from vision boarding

Presentation: Goal Setting and Time Management 

Class discussion: ��Ô How do we let fear get in the way of accomplishing our goals 
Ô Value Driven Goals 

Individual activity: Create a S.M.A.R.T Goal

Handouts: Smart Goal Maker

Homework: Action Brain Storm worksheet, Taking Action worksheet

Resources
Value Based Goal Setting https://www.youtube.com/watch?v=21NKpxO23q4&t=13s

SMART Goal Examples from the balance of small business  
https://www.thebalancesmb.com/smart-goal-examples-2951827

Atomic Habits: An Easy & Proven Way to Build Good Habits & Break Bad Ones by James Clear

Erin Skye Kelly – Mark Groves podcast- The Cost of Toxic Relationships 
https://omny.fm/shows/mark-groves/erin-syke-kelly-the-cost-of-toxic-relationships
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MODULE 3:  

Business Planning Basics:  
How do we tell the story of our business?

Learning Objectives
Ô  Identify key qualities of an entrepreneur  

Ô  Explain the challenges of starting a business

Ô  Describe the importance of small business planning 

Ô  Describe some of the most common business models

Ô  Illustrate the difference between Traditional Business Planning and Lean Canvas Model   

Key Concepts
Thinking modes: Linear Thinking, Lateral Thinking and Creative Thinking
Business Models: Maker, Service, Consultant Teacher
Traditional Business Planning VS Business Model Canvas 

Agenda
Sharing meal: Casual conversation – What do I want to do more of in my life?

Class discussion: The Entrepreneurial mindset: 

Presentation: Business Planning Basics: How do we tell the story of our business?

Class activity: Review Business Model Canvas 

Handout: Lean Canvas Handout 

Homework activity: Problems worth solving. Look around the community and ask, what problems need solving? 
Does my business idea solve a problem for people in the community? Will they pay me to solve this problem?

Resources
7 Steps to a Perfectly Written Business Plan 
https://www.businessinsider.com/7-steps-to-a-perfectly-written-business-plan-2016-8

Lean Start Up Methodology  http://theleanstartup.com/principles

Chillpreneur: The New Rules for Creating Success, Freedom, and Abundance on Your Terms 
https://www.chillpreneur.com/home

https://www.businessinsider.com/7-steps-to-a-perfectly-written-business-plan-2016-8
http://theleanstartup.com/principles
https://www.chillpreneur.com/home


9

MODULE 4:  

Market analysis: Do we have a problem people 
are willing to pay us to solve?

Learning Objectives
Ô  Identify and explain problems solved by local community business

Ô  Explore and generate ideas about our potential customers problems 

Ô  Create a list of potential customers

Ô  Explain potential customers’ needs 

Ô  Produce a simple profile of customers and three problems they need solving  

Key Concepts
Lean Start up: skinny startup
Business Model Canvas
Problem Section of the Business Model Canvas
Customer Section of the Business Model Canvas Model
Demographics 

Agenda
Sharing meal: Conversation managing expectations: lean startup equals, skinny startup. 

Review the problem and customer section of the lean canvas business model

Discussion on problems the businesses in our communities solve drawing on local example

In class assignment: Complete customer profile handout

Homework activity: Create a list of local businesses solving problems for your potential customers 

Resources
26 Best Small Business Ideas for Little to No Money 
https://www.shopify.ca/blog/low-investment-business-ideas

�Business Model Canvas Customer Segments  
https://www.cleverism.com/customer-segments-business-model-canvas/

How do I use the Customer Segments building block of the Business Model Canvas? 
https://www.strategyzer.com/business-model-canvas/customer-segments

https://www.shopify.ca/blog/low-investment-business-ideas
https://www.cleverism.com/customer-segments-business-model-canvas/
https://www.strategyzer.com/business-model-canvas/customer-segments
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MODULE 5:  

Market Research: Examining other businesses 
offering solutions to our customers

Learning Objectives
Ô  Identify competing businesses 

Ô  �Explain the difference between direct competition and indirect competition 

Ô  Produce a comparative analysis of your competition

Key Concepts
Existing Alternatives Business Model Canvas
Market Research
Marketplace Competition
Direct Competition
Indirect Competition 

Agenda
Sharing meal

Review the Business Model Canvas: Existing Solutions

Online research: Who is your competition? What do they do well?  
How are they meeting the needs of their customers? Where can they improve?

In class assignment: Create a comparative analysis of your competition handout

Resource
How to Write the Competitor Analysis Section of the Business Plan 
https://www.thebalancesmb.com/how-to-write-the-competitive-analysis-section-of-the-business-plan-2947025

https://www.thebalancesmb.com/how-to-write-the-competitive-analysis-section-of-the-business-plan-2947025
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MODULE 6:  

Products and Services: Offering a solution and 
putting the pieces together  

Learning Objectives
Ô  Identify the products and services offered by local businesses 

Ô  Explain the cost structure of the competition

Ô  Distinguish between fixed and variable expenses 

Ô  Generate a list of products and services offered 

Ô  Create a simple list of suppliers and prices  

Key Concepts
Solutions and Cost Structure Business Model Canvas
Market Trilogy: feasibility, viability, desirability
Products / Services
Cost Structure
Fixed Expenses
Variable Expenses 
Break even analysis
Build Measure Learn Loop

Agenda
Sharing meal: What problems does your business solve your customers?

Presentation: Solutions: Products and Services

Class discussion: Market Trilogy and The Build, Measure, Learn Loop

In class activity: Complete My Business Packet

Homework activity: Check your credit score using your banking app

Resource
How to Write the Business Plan Products and Services Section 
https://www.thebalancesmb.com/business-plan-format-1794224

https://www.thebalancesmb.com/business-plan-format-1794224
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MODULE 7:  

Branding and Marketing:  
Creating our businesses personality 

Learning Objectives
Ô  List the steps to creating a successful brand

Ô  Define your Unique Value Proposition

Ô  Clearly state your branding purpose and personality

Ô  Plan a marketing strategy 

Key Concepts
Unique Value Proposition Business Model Canvas
Channels Proposition Business Model Canvas
Branding 
Marketing

Agenda
Sharing meal: conversation

Presentation: Branding and Marketing 

Class discussion: How do brands bring up emotions and tell a story?

In class activity: Complete branding worksheet packet

Homework activity: Visit the links provided in the class resources page link. Check out the  
different fonts and logo making websites. 

Resources
How to build a brand  https://www.shopify.ca/blog/how-to-build-a-brand#research

Business Name Generator https://www.shopify.com/tools/business-name-generator?itcar=blog&itterm-215822345 

Brand Personality https://www.feedough.com/brand-personality-definition-examples/ 

Slogan Maker  https://www.shopify.com/tools/slogan-maker?itcar=blog&itterm-215822345 

�Wix Logo Maker  https://www.wix.com/ 

�Logo Select  https://hatchful.shopify.com/onboarding/select-logo 

Fonts  https://www.fontpair.co/ 

Canva for Marketing Materials  https://www.canva.com/ 

Marketing Strategies  https://www.benchmarkone.com/blog/guerilla-marketing-small-business/

https://www.shopify.ca/blog/how-to-build-a-brand#research
https://www.shopify.com/tools/business-name-generator?itcar=blog&itterm-215822345
https://www.feedough.com/brand-personality-definition-examples/
https://www.shopify.com/tools/slogan-maker?itcar=blog&itterm-215822345
https://www.wix.com/
https://hatchful.shopify.com/onboarding/select-logo
https://www.fontpair.co/
https://www.canva.com/
https://www.benchmarkone.com/blog/guerilla-marketing-small-business/


13

Speaker series:
Indigenous Funder: i.e., TACC, First Nation’s Trust 

Community Futures

Marketing 

Indigenous Bookkeeper or Accountant 

Other next steps for learners:
Enroll in another small business startup program

Create a marketing for our businesses, logos, Facebook marketing pages, simple webpages 

Sell products using a digital marketplace, Etsy, Shopify or Ebay

Take free online business classes

Attend small business workshops in your community

Create a collective with other entrepreneurs 

Use an online template to create a business plan

NEXT STEPS: 

What happens next in our entrepreneurial journey? 
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Resources
•   �First Nations and Higher Education: The Four R’s - Respect, Relevance, Reciprocity, Responsibility 

http://www.ankn.uaf.edu/IEW/winhec/FourRs2ndEd.html Verna J. Kirkness Ray Barnhardt

•   �Adapted from: Best Practices in Teaching Aboriginal Children: From an Aboriginal and Non- 
Aboriginal Perspective. By Theresa Wilson, (Master’s Thesis: Conversations with First Nations 
Educators) 2001 UVic Best Practices for Teaching Aboriginal Students  
https://www.oise.utoronto.ca/deepeningknowledge/UserFiles/File/UploadedAmina_/Best_Practices_
for_Teaching_Aboriginal_Students.pdf

•   �Open Stax – Entrepreneurship  
https://openstax.org/details/books/entrepreneurship?Student%20resources

•   �Indigenous Business Planning Workbook 
https://businesslink.ca/assets/uploads/2019/01/Business-Planning-Workbook.pdf

•   �Etsy Marketplace 
Printable business planning sheets

Additional Resources
•   Shopify Blog  https://www.shopify.ca/blog

•   �Financial Literacy For Indigenous Peoples  
https://www.rbc.com/indigenous/financial-literacy-for-indigenous-peoples.html

Small Business Loans
•   Tale’awtxw Aboriginal Capital Corporation  https://www.tacc.ca/

•   �First Nations Trust   https://www.firstnationstrust.com/

•   Indigenous Entrepreneur Loan   https://www.bdc.ca/en

•   Futureprener   https://wwuw.futurpreneur.ca/en/indigenous

•   Community Futures   https://www.communityfutures.ca/

•   �Small Business BC Financing for Indigenous Small Business  
https://smallbusinessbc.ca/education/financing-for-indigenous-small-business-2022-03-10

Resources and References

https://www.shopify.ca/blog
https://www.rbc.com/indigenous/financial-literacy-for-indigenous-peoples.html
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Small Business Startup Programs for Indigenous Learners	
•  Futureprener  https://wwuw.futurpreneur.ca/en/indigenous

•  Indigenous ACE  https://www.iamace.ca/home

•  Empowered Nations   https://empowerednations.ca/

•  �Innovation Nation: Indigenous Entrepreneurship Program   
https://innovationnation.technologycouncil.ca/

•  �Capilano University Digital Accelerator    
https://www.capilanou.ca/about-capu/connect-with-capu/indigenous-digital-accelerator/
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MODULE 1:  Taking Action



MODULE 1:  Vision Board



MODULE 1:  Vision Board Reflection



MODULE 1:  Abundance Mindset



MODULE 1:  Limiting Beliefs - Scarcity Mindset



MODULE 1:  Action Brainstorm



MODULE 2:  Smart Goal Maker



MODULE 3:  Lean Business Model Canvas

 

Problem 

What problems are your 
customers facing?

1.

2.

3.

Solution 

How will your product or 
service solve this 
problem?
Write down a solution for 
each problem.

Unique Value Proposition 

What is your specific 
selling point?

Unfair Advantage 

What makes you unique 
and not able to be copied 
by others?

Customer Segment 

Who are you 
customers?  
What is their 
demographic?

Existing Alternatives 

What are some existing 
solutions to their 
problems? Who is your 
competition?

Key Metrics 

How do you know 
you're doing well? 
What are your sales 
goals?

High Level Concept 

Catchy slogan

Channels 

How will you reach out to 
your customers?

Early Adopters 

Who will be your first 
customers? What are the 
characteristics of these 
people?

Cost Structure 

What are some of the fixed and variable costs to launching your 
product or service? 

Revenue Structure 

How much will you sell your product or service for?



MODULE 3:  Lean Business Model Canvas

Problem 

1.

2.

3.

Solution Unique Value Proposition Unfair Advantage Customer Segment 

Existing Alternatives Key Metrics High Level Concept Channels Early Adopters 

Cost Structure Revenue Structure 



MODULE 4:  Customer Profile Worksheet



MODULE 5:  Competitor Analysis
Competitor Analysis

W H O A R E Y O U R
T O P ( 3 ) C O M P E T I T O R S ?

W H A T A R E T H E I R S T R E N G T H S A N D W E A K N E S S E S ?

H O W A R E T H E Y R E A C H I N G T H E I R C U S T O M E R S ?

W H A T I S Y O U R C O M P E T I T O R P R I C I N G ?

W H A T A R E
T H E Y O F F E R I N G

Strengths: Weaknesses:



MODULE 5:  Competitor Analysis
Competitor Analysis

C O M P E T I T O R N A M E

H O W A R E T H E Y R E A C H I N G T H E I R C U S T O M E R S

H O W A R E T H E Y P R I C I N G T H E I R P R O D U C T / S E R V I C E

WHAT PROBLEM DO THEY SOLVE FOR THEIR CUSTOMER?

WHO ARE THEIR CUSTOMERS?



MODULE 5:  Competitor Analysis
Competitor Analysis

C O M P E T I T O R N A M E

W H A T A R E T H E Y D O I N G W E L L

W H A T Y O U C O U L D D O B E T T E R

W H A T A R E Y O U R S T R E N G T H S T H A T M A K E Y O U B E T T E R



MODULE 6:  My Business Handouts

BUSINESS NAME: 

W H A T P R O D U C T O R S E R V I C E A R E Y O U O F F E R I N G ?

W H O I S Y O U R CUSTOMER?

W H E R E A N D H O W C A N Y O U R E A C H Y O U R I D E A L C L I E N T S ?



MODULE 6:  My Business Handouts

BUSINESS NAME: 

W H Y W I L L C U S T O M E R S B U Y F R O M Y O U ?

H O W I S Y O U R P R O D U C T / S E R V I C E B E T T E R T H A N C O M P E T I T I O N ?

W H A T A R E MY CUSTOMERS M A I N PROBLEMS?

WHAT  IS  MY SOLUTION



MODULE 6:  My Business Handouts

Problem

Your Solution Where do I want to be in 2 years?

Unique Value
Proposition

Marketing 
Channels:advertising 

Cost structure
Fixed and 

Variable costs

Unfair Advantage: What makes me 
different

Why are my customers?

Revenue Streams:
Pricing 



MODULE 6:  My Business Handouts

Go to Market: What do I need to start?

Go to Market: 
What do I need to start?

How? Where?

When? Why?

What? Who?



MODULE 6:  My Business Handouts

Products/Services Offered

N A M E O F
P R O D U C T / S E R V I C E :

P R I C E : N O T E S :

Products / Services Offered



MODULE 6:  My Business Handouts

Product/Service Pricing

P R O D U C T / S E R V I C E P R I C I N G C A L C U L A T O R :

COST STRUCTURE  P R O D U C T / S E R V I C E P R I C I N G 

T O T A L U N I T C O S T
( A L L O F T H E A B O V E C O M B I N E D )

Product Markup (for 30% put 1.3 etc)

E-Transfer

T O T A L P R O D U C T P R I C E
( T O T A L U N I T C O S T X M A R K U P )

M E T H O D S O F G E T T I N G P A I D :

Cash 

Trade

Notes

Credit Card

Products / Services Pricing

Product/Service Pricing

P R O D U C T / S E R V I C E P R I C I N G C A L C U L A T O R :

COST STRUCTURE  P R O D U C T / S E R V I C E P R I C I N G 

T O T A L U N I T C O S T
( A L L O F T H E A B O V E C O M B I N E D )

Product Markup (for 30% put 1.3 etc)

E-Transfer

T O T A L P R O D U C T P R I C E
( T O T A L U N I T C O S T X M A R K U P )

M E T H O D S O F G E T T I N G P A I D :

Cash 

Trade

Notes

Credit Card



MODULE 6:  My Business Handouts

Where & How to Sell

W H E R E T O S E L L Online

P H Y S I C A L P L A C E S T O S E L L ;

Other 

Where and How to Sell



MODULE 6:  My Business Handouts - Start Up Costs

Startup Costs

I T E M : C O S T

Startup Costs



MODULE 7:  Branding



MODULE 7:  Branding Kit



MODULE 7:  Marketing and Branding Resources


