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Executive Summary

The “Whitehorse Chamber of Commerce Women in Business Planning Project” was launched to complete background research on models and practices related to the support of women in business; an inventory of existing resources, programs and services for Yukon women in business; a Yukon needs assessment related to what supports women require; and to recommend design principles and a conceptual design of a program.

The project was led by Rick Karp, President of the Whitehorse Chamber of Commerce and managed by Dr. Brent Slobodin. The contracted project staff were Gaye Hanson, President of Hanson and Associates and Katie Johnson, President of Bella Elite Events & Consulting.  

Background research was completed using the internet and by gathering relevant references and documents from participating women and key stakeholders. The research included gathering information on available programs, services and supports for Yukon women in business or entering business in order to populate an inventory. The needs assessment process engaged 152 people, mostly women, through 14 interviews and 15 focus groups, including two significant events – a luncheon and an evening gathering. 

Findings were organized in two broad areas: business development paths and the results of the needs assessment. Design principles and concepts were proposed along with a series of recommendations for next steps:
1. Using the proposed design principles and concepts, develop a proposal outlining a women in business program to be operated by the Whitehorse Chamber of Commerce to include the services and supports [listed in the full recommendation on page 21]. 

2. Develop a network of women contemplating entering business or in business to provide feedback and support for the above noted program development, further assess needs with greater precision, assist in advocacy and provide mentorship and other supports to each other in achieving success in business.

3. Provide learning opportunities online and in person for women to advance their skills in business development and business management.

4. Seek to support pathways and options for business development for women including examining the possibility of a lending co-op or other alternative financing arrangements.

5. Work with other stakeholders to develop a “women in business strategy” to articulate the Whitehorse Chamber of Commerce initiatives as well as plans for action identified by other partners for success.
1.0
INTRODUCTION 

The “Whitehorse Chamber of Commerce Women in Business Planning Project”  proved to be a very interesting project that included talking with Yukon female entrepreneurs using a variety of methods, researching the available programs, services and supports in Yukon and nationally and thinking through ways in which the needs of Yukon women in business may be met in future. The scope of the inquiry ranged from the conceptualization of a business idea through assessment of personal and business feasibility to the full development of a business. 

The project was initiated under the leadership of the Whitehorse Chamber of Commerce and planned to meet the following objectives:
1. Complete background research on models and practices related to the support of women in business.

2. Complete an inventory of existing resources, programs and services for Yukon women in business or planning to establish a business including an assessment of gaps and overlaps.  

3. Complete a Yukon needs assessment related to what supports women would like to have at various stages in the business development process.

4. Recommend design principles and a conceptual design of a program to support identified groups of female entrepreneurs.

The project was funded by CanNor and the project oversight will be carried out by Rick Karp and the Whitehorse Chamber of Commerce staff. The Project Manager was Dr. Brent Slobodin. Gaye Hanson, a business owner and Aboriginal management consultant for more than 20 years in Yukon worked with Katie Johnson, a young First Nation entrepreneur in the early stage of business development to complete the project.
2.0
METHODOLOGY

The methodology was developed to complete the following activities under the direction of the client representative and project manager: 
· A needs assessment related to support to women in business or women planning a business start up; 

· Relevant background research including internet search for relevant publications and documents and gathering information on relevant practices or models; 
· Interviews and focus groups with engaged women and other key stakeholders; 

· Focus on all Yukon women from a variety of business sectors and in particular First Nation and Aboriginal women; francophone women; immigrant and women from diverse communities and those facing significant challenges including disabled or women living in poverty; and 
· Develop design principles and concepts for programs, services and supports serve as a foundation for further assessing feasibility.
During the project launch meetings took place between Gaye Hanson and Katie Johnson as needed and in addition, regular meetings were held with Rick Karp and Brent Slobodin throughout the project. The first meeting of the full group focused on the research questions, research plan and the key stakeholders that should be invited to participate. Draft interview and focus group instruments were reviewed and finalized. 
In phase 2, the background research was completed using the internet and by gathering relevant references and documents from participating women and key stakeholders. The research included gathering information on available programs, services and supports for Yukon women in business or entering business in order to populate an inventory. The needs assessment process engaged 152 people through 14 interviews and 15 focus groups. One of the focus groups was a lunch meeting of business women held as part of the Economic Summit hosted by the Whitehorse Chamber of Commerce on March 20 and 21, 2013. This event attracted 79 women. A second major event was held later in the project attracted 23 women. This evening event involved networking and a period of time for participants to work in three focus groups. Detailed discussion about needs and experiences of women in Yukon business development produced very interesting findings.
In the last phase of the project, draft and final reports were delivered with time for the completion of review and feedback from the client representatives.

3.0
BACKGROUND RESEARCH
Women retain majority ownership of 30 percent of Canada’s 1.6 million small and medium sized enterprises (SMEs), yet only 37% of majority female owned SMEs are categorized as high growth compared to 63% of male-owned firms. In addition, over 900,000 of Canada’s 2.6 million self-employed workers are female. However, female self-employed workers earn significantly less than male counterparts.

Female-owned enterprises are a vital part of the Canadian economy and play a significant role in job and wealth creation. Yet, many female-owned enterprises experience less than optimal growth. Many also lag behind male counterparts in terms of profitability, employment and export performance. Despite the importance of women’s enterprises to Canada’s economic prosperity, there is no national policy or programs architecture to facilitate growth of female-owned firms. Furthermore, there is little co-ordination of government, industry and non-profit initiatives targeted at women business owners. 
Industry, government and academic reports have called for policies and programs to support the growth of female-owned enterprises. Many recommendations stem from the success of existing women-focused training, consulting and networking programs and partnerships. 
A Blueprint for Economic Growth calls for action strategies to facilitate growth. The proposal is advanced by a national and non-partisan consortium of prominent women business owners, small business training agencies, academics and industry associations. Founded in 2009, the goal of the Taskforce is to grow women’s enterprises through the creation of public policy, advocacy, applied research, collaboration and sharing of best practices. 
The action strategy includes the following elements:

· A national training strategy targeted at women entrepreneurs – this initiative is to include an online portal focusing on women entrepreneurs to act as a clearinghouse of information, training, and business information including SME growth strategies, case studies, role models, profiles on women’s business organizations and applied research.

· Creation of an advisory council on women’s entrepreneurship – to provide advice to the government of Canada through the Prime Minister’s office and also connect to the Office for Women’s Enterprise which is modelled on the U.S. example which has been in place since 1988.
· Related support for women’s business leadership – this includes the recommendation to hold a Women’s Economic Summit to raise the profile and increase awareness on the importance of Canadian women business owners in the global economy – it would profile role models, enable knowledge sharing and facilitate idea generations about best practices to grow Canadian firms.
· Target women owned firms for government procurement, coordinate support nationally and with provinces and territories, support research and research capacity development and ensure communication and the support of partnerships.
(Source: Blueprint for Economic Growth: Action Strategies to Support Canadian Female-owned Enterprises, Taskforce for Women’s Business Growth, undated, accessed on www.telfer.uOttawa.ca/womensenterprise)
A second source of information, the TD Bank in a special report released in October 2012 stated that 47% of SMEs were entirely or partly owned by women. For this study, small businesses are considered businesses with 99 employees or less and medium is 100-499 employees. The above report may have used different definitions of small and medium sized businesses or defined female ownership differently. The wholly owned by women statistic is 16%. These numbers and proportions have increased in recent years. The majority of women-owned SMEs are smaller (more than 99% having fewer than 20 employees). The difference in size may reflect industry, type of business or economic sector choice but could also signal varied tolerance levels for risk across genders. However, when a woman does start a business, she stays in business longer. 
Women owners, on average, have less years of work experience with 50% having less than 10 years and also seek out business related financing to a lesser extent – approximately 18% of these firms request financing. When financing is approved, women owners tend receive a lesser amount. Women are more active in sectors such as professional services, accommodation and food services and men have a greater tendency to export goods and services which enhances their growth potential. Yet the proportion of women-owned businesses that plan to expand their business is generally higher than men.
Visible minority ownership accounts for approximately 10% of SMEs and new immigrants 3% of the total. Aboriginal entrepreneurs are underrepresented at 2% of all such firms which is about half their population share (4%). Approximately 51% of Aboriginal firms belong partly or wholly to women, ahead of the 47% national average. 
(Source: Special Report; TD Economics, October 12, 2012)
The Women’s Enterprise Initiative has been operating in Manitoba, Saskatchewan, Alberta and B.C. for more than 10 years. The funding is federal and comes from Western Economic Diversification Canada. A core service provided is access to business capital from a revolving loan fund. In B.C., the core fund is 5 million dollars and loans from $2,000 to $100,000 can be accessed with flexible repayment arrangements. In most cases, these female-led businesses would not have access to funds from traditional lenders such as the major banks. 

The training offered is very specific to the phase of business development and customized to the business and sector. Business planning and financial management are two important topics. The training tends to be short, targeted and accessible to women and involves workbooks and resources for use after the training program is complete. The growth phase of business may include moving into more locations, additional products or services and/or export readiness. Staff provided assistance in analyzing the business opportunity and completing due diligence related to the business planning. Loan readiness is also assessed during a comprehensive “hands on” process with women in relationship building, support, guidance and assistance. In some cases, the support required takes many hours of staff time. 
Events and networking are part of the model as well and has proven successful in connecting women with resource people and mentors. The support of other female business owners is seen as a very important source of support. Annual networking conferences were held in some of the jurisdictions which were also very well received. 

The definition of “woman-owned” is important and generally is understood to be majority owned by a woman or women.  Women with First Nation or Aboriginal background are welcomed to the service and provided the level of support required to meet their somewhat unique needs. There were not many disabled women that accessed the service in B.C. Women on disability pensions or other forms of government financial support require special considerations in order to maintain their financial support from government. The service tends to be needs based and in some cases, other agencies are better equipped to meet the needs of women with multiple complex needs in addition to requiring business development support.

The staffing model in B.C. includes the CEO, Client Service Manager, Director of Operations, Communications and Events Coordinator and administrative support. Business Advisors are either on staff or, in some cases, on contract to provide specific business advice and support. Good referral networks and relationships with other agencies is fundamental to making sure that women receive the support they require, in some cases, from multiple agencies. 
4.0
OVERVIEW OF PROGRAMS, SERVICES AND SUPPORTS
The work in compiling the inventory of programs, services and supports proved that there are helpful resources available to Yukon women in business. In Whitehorse, the Chamber of Commerce provides the Yukon Business Development Program (YBDP) which provides advice, coaching and related services to Yukon businesses, including technology-based businesses. Women-owned businesses have successfully accessed the services offered. Most clients that work with YBDP are leading established businesses with the capacity to work with and fund the action suggested by the Business Advisory Board or Business Advisor. The Whitehorse Chamber of Commerce also manages access to the Business Training Fund which helps to provide necessary training to businesses.  
The Business Development Bank (BDC) is a national crown corporation with a Whitehorse office that is established to promote entrepreneurship by providing tailored financing, venture capital and consulting services. 
Canadian Northern Economic Development Agency (CanNor) is a federal agency with the objective of helping communities develop a diversified and dynamic economy through Canada’s three territories. The Whitehorse office provides access to a number of funding programs offered by the Canadian Northern Economic Development Agency.
däna Näye Ventures (DNV) is a Yukon organization that offers a range of services to help at every stage of a business venture. DNV offers developmental lending to Yukon and Northern B.C. entrepreneurs, the Self-Employment Program (SEP) and a range of training workshops to help successfully operate a business. The Canada Business Loan Fund (maximum $100,000), Yukon Micro Loan Program (maximum $12,000) and the Aboriginal Business Development Program (ABDP) which provides up to $99,999 for individually owned businesses and up to 1 million dollars for community owned enterprises. DNV also offers a range of courses to assist in successfully operating a business. The four day feasibility study workshop looks at personal, market, operation and financial feasibility. 

Yukon College offers courses to meet the needs of the community at certificate, diploma and degree levels. There is a course in entrepreneurship that is offered to prepare students for self-employment. 
Government of Yukon provides financing and support for strategic business development including the Strategic Industries Development Fund (SIDF) which provides financial assistance to targeted businesses that have potential for broad based economic benefits (maximum $500,000); the Enterprise Trade Fund (ETF) and the Regional Economic Development Fund (REDF) which also provide financial assistance. The E-Commerce Yukon Project works in conjunction with the Council of Yukon First Nations to provide hands-on support to business in rural Yukon to enhance their on-line presence. 
The resources available in Yukon are helpful although none are specifically targeted to meet the needs of women entrepreneurs. The research completed to compile the inventory demonstrated a number of organizations providing formal training. Specifically the Yukon College and däna Näye Ventures are most active. Business financing is offered by the major banks, Business Development Corporation and däna Näye Ventures (DNV). There are no sources of non-traditional financing arrangements other than limited options offered by DNV.

The Women in Business Planning Project: Inventory of Resources was developed during the course of this project and contains information on the organizations and programs noted above as well as more than 35 other local and national references. The inventory will be used by the Whitehorse Chamber of Commerce in providing services to women in the future. The inventory will continue to be updated and further developed in the next phase of the project. 

5.0      BUSINESS DEVELOPMENT PATHS

In talking with women in the Yukon, it became obvious that there are at least two paths of development that an entrepreneur can take in the Yukon:

5.1
Traditional Business Development Path

Business Idea and Business Capacity Development:  The traditional approach to business development usually begins with the identification of a business idea. If untrained or inexperienced, the entrepreneur may seek out formal training in entrepreneurship before or after identifying a business idea. Most entrepreneurship training includes a self-assessment of the potential business owner to look at the fit with self-employment and the life of a business owner. Business mentorship may be sought at any stage of development and is very important in start-up. 

Business Planning and Feasibility Assessment:  Once the business idea is beginning to take shape, a business plan and feasibility assessment is needed. If financing for business start up is being sought from the major banks or other traditional lenders, the business plan needs to meet their criteria. The business plan will need to include a product or service description, detailed budget, financing plan, staffing plan, assessment of competition in the market place and feasibility of the business overall and cash flow projections. Regulatory requirements for licensing and permitting would also be included. For an existing business, historical financial data will need to be included. The business plans may be written by the potential business owner, with or without the support of formal training or developed by a hired consultant. 

Marketing Plan:  As part of the business plan or a separate document, a marketing plan, including projected costs will need to be included. 

Growth Plan:  With an existing business or one that is in start up, plans will be expected to include plans to grow and develop the business through additional business locations, products, services, development of export markets or other growth strategies.

Contingency Plan:  As part of the business plans, a contingency plan will be expected in the case of the loss of key staff, failure to meet cash flow projections, requirement for additional financing etc.
Succession Plan:  Most business plans will need to include the development of a plan for the end of business through sale, closure or retirement of the primary business owner and a description of options for ending the business. 
5.2
Pragmatic Business Development Path 

The non-traditional or pragmatic business development path is a path that does not follow the predictable and well-trodden path described above. Some of the elements of the traditional path may be present but these paths take a different route due, in part, to challenges confronted that require creative problem solving. These paths tend to be much more fluid and innovative, with less upfront investment of time and financial resources in creating all of the documentation required by most formal banking institutions. 

Reasons for Pursuing a Pragmatic Path:  In most cases, the reason for taking this path is that there has been failure in the traditional path. The block in the traditional path usually involves being turned down for financing, lack of easy timely access to financing or past failure of these women to gain support from mainstream banking institutions. Businesses that require a limited amount of investment capital to start-up are good candidates for non-traditional paths. In other cases, the business venture is certain enough that individuals are willing to use their own equity in homes or other businesses, sometimes augmented by financial support from family or friends, to get into a new business.

Nature of the Pragmatic Path:  This path usually involves doing a minimum of planning up front and entering the business to “try it out” and test the market by showing up with a product or service to sell. In business ventures that require limited capital investment and a minimum of long term commitments to permanent staff or space rental etc., the risk is manageable. Women interviewed spoke of “knowing the banks would say no” and therefore, many did not even try the traditional route. Others had a history of disappointment with banks and decided to not “go through the hassle” if there was another way open for them. For others, time was of the essence either due to the nature of the business opportunity or the need to make an income from the business quickly. In some cases, women had a first or second business that financed the acquisition of a subsequent business.
Steps in the Pragmatic Path:  The quality of the business idea and the fit between the woman and an entrepreneurial life are elements that are common between the traditional and non-traditional paths. The ability to tolerate risk in terms of risking personal assets and going into business with less upfront planning and assessment is higher in the alternative path. The degree of flexibility gained by not having much in the way of a formal plan was seen as an advantage as it allowed for greater responsiveness to unanticipated business challenges or opportunities. 
A principle of “only the planning that is needed” is a characteristic of the alternative path and therefore, planning is focused on meeting the needs of the business not serving banks. After the initial assessment and creative financing of start-up, the next step is to “jump in and swim” during which time the business concept is proven or not. 
Adjusting the business concept as the business develops is integrated into the operation as the business moves to find the best fit with market opportunities. There is little focus on the potential for business failure but a courageous willingness to “throw in the towel” and minimize impact in the case of a business failure. In some of the cases cited, the woman went on to start a more successful business the next time due to the experience gained in the first business.

5.3
Strengths Supporting Success in Business

The luncheon and roundtable held as part of the data collection at the launch of the project was held on March 21. One of the questions related to success in moving ahead in work or business. The comments were organized around the following themes:

· Support, networks and mentorship – the support of family, work, employers, friends, cultural values, mentors and members of personal and work related networks were all seen as fundamental to success.
· Personal strength and confidence was important and significant contributors included education, experience and support as identified in the point above.
· Career goals, passion and willingness to access ongoing learning and personal growth in order to build the capacity to achieve goals was seen as important.
· Taking on challenge and willingness to take risks including a steep learning curve is also key to success in life and in business.
· Achieving a dynamic balance between work and family life is good. 

· Setting boundaries and learning to say “no” is key to staying focused and managing energy and resources. 

· Connecting and sharing ideas – both give and take with others keeps things moving.
· Looking beyond the Yukon for ideas, opportunities and sparks for innovation is important in keeping things lively.
5.4
Business Development Challenges
Some of the challenges suggested by women at the roundtable included:
· Need up to date skills in social networking and technology
· Lack of access to capital, financing or funding

· Lack of healthy, reliable employees

· Education, training and time limitations

· Fear of public speaking

· Providing consistent quality of products and services
· need stronger network, mentorship and coaching

6.0
NEEDS ASSESSMENT 
The women consulted during large or smaller gatherings were very generous in sharing their experiences and ideas for the future. The key stakeholders interviewed or involved in focus groups were also very helpful. The information provided is organized by theme:
6.1
Connecting Women

Women need and value connections and community in personal and business ventures. Women seek out the company and support of other women who are in the midst of similar experiences or have been through experiences that have taught them about life. In ages past, women sought out older, more experienced women for advice on “becoming a woman”, entering relationships, pregnancy birth and raising children. These topics remain important to women along with business related topics including how to succeed as a female entrepreneur. Some women believe that both men and women meet the same challenges in business and other women said it was the unique characteristics of a woman’s life that make the experience unique to some extent. 

The women involved in the project appreciated the opportunity to talk about their business lives and the intersections with personal lives during the events, focus groups and interviews. The data collection provided an opportunity for the women to pause, often in the midst of busy times, to reflect on their lives and experiences. There was a call for more opportunities for women to connect formally and informally. The support of a women’s network meeting for luncheons and other regular events that provided contact, sharing and a range of other opportunities, including business mentorships was evident in one form or another throughout the project. 
Women deal with stigma and discrimination based on gender. In some cases women spoke of “being the only women at the table” in a male dominated industry or professional gathering. The societal views of “strong women” are not always positive. Many women in leadership want a strong support system and contact with other women to share similar experiences, including dealing with some of the challenges and obstacles common among women. 
6.2
Understanding Challenges and Related Needs
Many of the women spoke about “not being taken seriously” by banks, industry associations or other representatives of mainstream business. The development of a business is more challenging in circumstances where systemic and structural barriers need to be overcome. Women need support in understanding the realities they face, validating their unique experience as women in business and developing strategies to counter the resistance. Women with an experience of business success in their family or in their own experience are more likely to feel safer in taking the risk of entering business.
Safe and reliable childcare is seen as a significant challenge for women and sometimes more difficult for women in the smaller communities with more limited options. Access to training through a mechanism and at a time that is accessible is a challenge. Taking the time and resources away from family commitments to pursue degree or professional training is seen as almost unattainable for some women, especially those with young children and single parents.  Access to management mentorship and problem solving advice related to potentially volatile situations within pressured time frames is currently unavailable.

6.3
Easier Access to Financing and Related Support
Women who have met all the criteria for potential success with the traditional path of business development and access to formal banking institutions may need support to jump through the many hoops without becoming frustrated and discouraged. During the data collection completed for this project, women report an almost universal failure in accessing traditional banks to finance business ventures. As banking policy is national and very conservative, it is unlikely to change and begin “taking a chance on a woman” with a few exceptions. Banks are unwilling to finance inventory and in some cases, the purchasing of inventory is necessary for business start-up. Commercial rental space is expensive and difficult to access in some cases. It is very difficult to access financing for the purchase of commercial space “unless you already have the money”. 

Therefore, women asked for help in developing access to alternative sources of financing that are less restrictive, less burdensome and less exclusive of women. The need to “level the playing field” for women in general, for small business and for specific women or sectors that tend to be excluded is apparent in the information collected from the women. For First Nation women, some First Nation governments provide access to small start-up business loans or grants. Peer to Peer loans, Lending Circles, Cooperatives, Crowd Financing and other alternative models of supplying financial support for business was mentioned.   
6.4
Women Focused Business Programs and Services

Women would like to be able to sit down with another knowledgeable woman and access information and advice, including supported referrals to other agencies. As much as there are some good resources online, they are not usually Yukon specific and may fail to address unique requirements in specific sectors such as health and healing or the realities of smaller northern communities. The service needs to be timely, accessible, approachable and actively helpful. The functions may include assessment of needs, referral to appropriate agencies for specific services, providing services that not available elsewhere, providing support and advice including asking good questions. 
The information access function would include working together to connect with web based and written sources of information. The training access function would include providing advice on business related relevant training opportunities or doing information training or group advisory sessions on a series of topics of interest to women. Some of the areas of focus for advice and training include: legal issues, setting up accounts with clients, fiscal management, human resources, fundamentals and best practices. Dealing with the costs of credit card and debit card purchases and loss control for shoplifting or other theft are two other challenging areas for business owners.  
Personal development is often interwoven with professional and business development. Women, particularly those with challenging backgrounds and limited education or experience in business may need access to a range of supports and services. “Real life logistics” of running a balanced personal, family and business life may require problems solving support. 

6.5
Supporting Agencies Who Support Women

A small business focused program cannot meet the variety of needs that women are experiencing. Part of the program development could be to establish specific supports for other agencies that support women to assist them in becoming better at what they do, particularly related to providing programs, services and supports to women considering business start-up or development. This focus could include government, non-government, schools and other educational programs. This service would promote and support collaboration and avoid duplication. In some cases, gaps may be identified and work may be required between agencies to establish a way of responding to the gap.
An example of possible collaboration is with the Learning Disabilities Association Yukon (LDAY) and Yukon Council on Disabilities (YCOD) in supporting individuals with disabilities or learning challenges to overcome difficulties in order to go and possibly become active in the business community. In addition, these organizations are able to assist business owners in providing support to disabled employees in the workplace to maximize the quality of their work life and productivity. Onsite tutoring, assistive technology, job counseling, employee assistance, case management and coaching are available. The AURORA project (LDAY) is a workshop that assists individuals in maximizing their learning potential and is potentially beneficial to business owners and employees alike. The workshop introduces people to stages and styles of learning and helps an individual identify any related barriers. These organizations could work with the business programs and services to maximize the business possibilities for disabled people and reduce the structural barriers for women who are also disabled. The Yukon Disability Employment Strategy provides a useful framework within which to collaborate to generate more opportunities (www.wheredisabilityworks.com).      

6.6
Responding to Diversity

Women want to make sure everyone who needs help gets what they need. Women spoke of the need for business programs, services and supports responding to needs of women of different backgrounds including First Nation or Aboriginal women, young and older women, Francophone women, visible minority and immigrant women and women facing specific challenges such as disability and poverty. Women in small communities outside of Whitehorse face a unique business environment and may need outreach supports that differ from those offered in Whitehorse. Changing the image of business of a caucasian man in a suit to one more inclusive to women and diversity is important in making business an open and inviting community.
In consultation with the Association Franco-Yukonnaise (AFY) and Service d’Orientation et de Formation des Adults (SOFA), strong interest was expressed in ensuring supports for women in business are made available to francophone women in their first language as much as possible. AFY and SOFA currently provide some guidance in business development/economic development but it is   limited. Their clients are looking for a “hands on” approach that provides tangible assistance to those interested in business. Simple guidelines and practical, accessible services with babysitting and other help to make it easier would be appreciated. Ideas included the development of a women in business network, mentorship, a blog or other form of support circle, access to business financing assistance in new technology and social media, connection with existing resources and agencies. The acknowledgement that stigma still exists for women in business and work to develop awareness and promote success.  

6.7
Readiness, Early Preparation and Forgotten Business Sectors
Some women may need early and fundamental assistance prior to accessing business programs and services. Linking women to available services to support literacy, english as a second language and upgrading may be needed. In other situations, referral to agencies providing support for disabled women, those with specific challenges or emerging from conditions of violence or poverty may need other supports.
Mining and tourism dominate the economic scene in Whitehorse. Retail and hospitality as they relate to both areas and service to Yukon residents are also on the economic radar screen. Other sectors, such as complementary and alternative health and healing contribute significantly to the local economy but do not appear in any business strategies. One focus group was held with this group and it was very enlightening. The women who attended all had small one or two person businesses. Some had owned businesses in other jurisdictions. 

Universally, the women involved in health and healing practices had not accessed or considered accessing any form of business advice or support. Most had not received any training in their training programs for their modality (doctor of naturopathic medicine, massage, health coaching, reiki etc.) in business planning, development or marketing. When they entered business, it was usually funded personally on a thin budget and significant personal risk and cost. Several of the women had accessed post graduation business training but found it a poor fit for their businesses. Sales and marketing is different in the healing arts. The personal side of business of maintaining ethical boundaries, cultivating a spiritual foundation for practice, good health and a positive focus were absent. At the focus group discussions were held on online booking services and alternative to credit and debit card payments, both of which are important innovations for the sector to maximize business potential.   
6.8
Communication, Advocacy and Policy Change
The women spoke of the need for advocacy in using the media to cultivate a positive image of women in business. This may include the development of public role models for women considering entering business as a career. The cultural shift to a truer, more equitable “playing field” for women in business was a call from some of the women who participated. The goals of feminist movements over the years have not been fully realized and women do face additional barriers in many aspects of professional life. 

The promotion of research results of the benefit of women’s business leadership was recommended as one communication mechanism for informing the public. Diversity in leadership and employee groups in business has proven benefits that are not well known or recognized in Yukon. Gender equality and opportunities for women could be taught more explicitly in the schools to provide a foundation for a more knowledgeable society.  

Women believe that there are policies in place in government and banking that create significant barriers to women in business. These policies support discriminatory practices and services that do not serve women. The specific barriers need to be identified and exposed so that advocacy can help to make the environment more supportive to female entrepreneurs.

6.9
Learning Opportunities and Capacity Development
Women want to learn about the entrepreneurial life, business start-up, business planning and business development. They want to share and learn about marketing their products and services. The development of new products and services as well as new markets is another area of interest. Optimal use of technology, social media and the internet on all levels is another area women want to explore. Basic accounting, smart money management, inventory, sales and human resources management are other areas of interest.  

In some cases, formal Yukon College courses provide some of the information they seek in a format that is accessible. In other cases, they have busy family lives intersecting with busy professional lives and the training needs to come to them in short workshops or web-based formats with built in opportunities to connect with each other when they can. Women remain the primary care providers for children and the elderly in our society and therefore have more restrictions on their available time during specific periods of their lives.

6.10
Use Models that Work

Women in business programs, services and dedicated agencies have operated in the south for more than a decade. The women suggested that we not re-invent the wheel in developing a model for the Yukon. They suggested we take what has worked in the south, innovate, add and adapt the model to the north as needed.

6.11
Think National and International and “Small is Beautiful”
In order to provide all possible opportunities for women in business, ensure that programs and services established include the capacity to connect and expand to optimize opportunities in national and international markets. Support for import and export, including advice in arranging for customs brokers and other services would be helpful to women connecting to international suppliers and markets. Within the same model, support women who want to establish a successful small business and continue to thrive without substantial growth. Success in business can be measured in many ways and growth and bottom line profits are not the only useful measures.

6.12
Tools and Templates

Women would like easier, practical more relevant tools such as a Yukon specific checklist for business start up including all of the legal, taxation and licensing requirements. Templates for use in human resources such as policies and job descriptions and financial management would be helpful. Sample policies such as employee code of conduct and responding to requests for sponsorship of community events and initiatives are other areas mentioned. Identification of possible pitfalls related to labour laws etc. would also be very helpful. These tools and templates could be accessed by men and women and link to face to face program and service delivery so that personal guidance on use of the tools could be provided.  

6.13
Dealing with Access Burden

The women spoke of the “pile of paperwork” required to access government support of any kind. From hiring a STEP student to seeking support for business development, few women saw the return as worth the investment of time and the experience of frustration. With one woman, she reported jumping through all the hoops to access a Yukon government program and the resulting payment did not cover even a fraction of the cost of her time. Her view was “I am done with that game – it’s not worth it and unfair as all the government officials are on salary and have an incentive to prolong the game and for me time is money lost. None of them understand the cost to business of lengthy unproductive processes.” 

6.14 
Engaging Men and the Business Community
As much as women would like unique and focused opportunities to learn, connect and grow their businesses in a supportive environment, they also want to connect with men and all they can bring to business. Women do not want to be segregated and isolated from mainstream business opportunities. Men dominate in many business arenas in the Yukon and nationally. Their influence and support is needed for women’s businesses to thrive and women can offer important contributions to male led businesses and the business community.
6.15
Fostering Innovation and Engagement 

All businesses need to work in an environment of innovation. Supports for understanding the innovation cycle and how to build it into existing and new businesses is needed across the board in all business. In addition, learning new methods to engage customers, staff and new learning into business processes is an area linked innovation.
New thinking such as the application of learning theory and brain development, emergent leadership or conceptualizing business as an ecosystem which are some of the innovations underway at Apple Inc. are the kind of thinking that needs to be brought to the Yukon. Using social media and other applications of technologies need to be considered to support training and mentorship initiatives. Ideas related to how to support an emergent economy through creating a structure around something that is occurring naturally is a very different approach than the traditional command and control approaches still embedded in government and banking policy.  

7.0
DESIGN PRINCIPLES AND CONCEPTS

The design principles for a program operating under the Whitehorse Chamber of Commerce are:
· Well-known and Welcoming – the programs, services and supports would be well known in the community and the staff seen as willing and able to help women by helping them navigate existing services or providing a service in a gap area if possible.
· Accessible, Respectful and Inclusive – the office is physically accessible and the services are highly accessible for all women and the service is inclusive of all women and respectful of their needs and preferences.
· Responsive, Relational and Compassionate – the staff are seen as highly responsive to their clients in establishing relationships with a compassionate attitude and not willing to quit while needs are not met.
· Women Serving Women – the staff are female although referrals to other agencies may involve receiving services from men as well.
· Non-judgemental and Not patronizing – the staff meet women where they are and do not judge their circumstances or level of knowledge – each woman is valued for what they bring to the business community and the world.
· Partnership and Collaboration – the programs operate in full collaboration with other Whitehorse Chamber of Commerce programs and services and actively refers and coordinates with other agencies.
The elements of service delivery may include:
· Direct assessment and business support services to women in all stages of business start-up and development and those using both traditional and non-traditional paths.
· Access to non-traditional business financing such as a revolving loan fund.
· Providing access to information.
· Providing assistance in navigating access to other agencies.
· Supported referrals to other agencies and sources of information.

· Support to agencies serving women to assist them in meeting needs better.
The initial program staffing model may include:
· One business development advisor with substantial education and business experience that provides personal support and services to women and agencies serving women.
· One information and communications officer that supports the advisor through providing the best up to date information and also directly supports women and other agencies in access to information. In addition, assists the Whitehorse Chamber of Commerce in the implementation of a specific communication and issue management strategy.
8.0
RECOMMENDATIONS

The recommendations for next steps are:

1. Using the proposed design principles and concepts, develop a proposal outlining a women in business program to be operated by the Whitehorse Chamber of Commerce to include the following services and supports:

a. Service to individual women seeking support for business development in order to assess needs; make referrals and support referrals to other agencies; navigate existing services and provide direct services where gaps exist.
b. Continue to develop a deeper understanding of what women in business need to support their success and factors that affect the fit of services provided to meet needs.

c. Support the Chamber of Commerce in communications and issue management planning and implementation supporting advocacy related to removing obstacles and improving pathways to success for women in business.

d. Supporting other service agencies in the federal, Yukon and First Nation governments and the non-government organizations to improve access and service delivery to women.

2. Develop a network of women contemplating entering business or in business to provide feedback and support for the above noted program development, further assess needs with greater precision, assist in advocacy and provide mentorship and other supports to each other in achieving success in business.
3. Provide learning opportunities on line and in person for women to advance their skills in business development and business management.

4. Seek to support pathways and options for business development for women including examining the possibility of a lending co-op or other alternative financing arrangements.

5. Work with other stakeholders to develop a “women in business strategy” to articulate the Whitehorse Chamber of Commerce initiatives as well as plans for action identified by other members of Partners for Success initiative.
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