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Introduction �
�
The Business Link  is pleased to offer Immigrant Entrepreneur Services which are designed 
specifically to help newcomers to Alberta start or grow a business.  

This guide is one of many produced for immigrant entrepreneurs and those interested in small 
business in Alberta. The publications cover a variety of areas including business planning, 
marketing, and financing. As you work through these guides, you should develop a better 
understanding of starting, operating, and growing a small business. 

 

This guide was produced with the support of Alberta Employment and Immigration. 
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MODULE 1  Snapshots and Stories  

Immigrant Entrepreneurs in Alberta    

Immigrant entrepreneurs come from all ethnic groups, 
races, religions and economic situations. Since 2001 in 
Canada, the percentage of immigrant and visible 
minority entrepreneurs has been increasing 1.5 times 
the rate of entrepreneurs from the general population1. 
During recession times, more immigrants start a 
business because it is difficult to find jobs. Because 
Canadian laws encourage small and medium business 
in Canada, many immigrants are entering the economy 
by starting their own businesses. 

In a business, one of the biggest barriers is getting 
money to finance your business. It can be confusing to 
immigrant entrepreneurs to figure out how to get start-
up funds, keep cash flow and make decisions about 
getting credit in Canada.  

To help you develop your own financing strategy, here 
are four stories about very different immigrant 
entrepreneurs in Alberta and how they finance their 
products and services. All the examples in this guide 
are real entrepreneurs currently operating 
successful businesses in the Edmonton area.  
 

Ilana from Israel:  

Ilana, a former physical education teacher, came from 
Israel with her husband and four children with only 
$5,000 to begin life in Canada. She had no money to 
invest in a business and would never have been able to 
get a bank loan. She also did not have family or friends 
who could lend her money to get started. When Ilana 
began her Premier Dead Sea Spa boutique to sell skin 
care products from Israel, she had to think very 
carefully about how to make her business work so she 
and her family could eat and pay the rent. Now four 
years later, Ilana has made enough profit from her 
business to purchase four homes and finance her 
children’s university education. But how did she get to 
that point?  

How did she finance her business?  

Ilana worked for a franchise company in Toronto that  
sold Israeli products from the Dead Sea. While employed  

��������������������������������������������������������

�
1Government of (2005). Visible minority entrepreneurs small business financing profiles.  

Terms and definitions  

Immigrant:  someone who has legally 
settled in a country that is different from 
where he/she was born. 

Visible minority:  a person who stands out 
visually in the general population. For 
example, in Canada, blacks, Hispanics, 
and Asians are visible minorities, but in 
China and Haiti, whites are visible 
minorities. 

Entrepreneur:  a person who owns his/her 
own business.  

Recession:  a time when world problems 
make it difficult for people to find and keep 
work, wages are lower and staff is cut to 
save money. 

Financing:  ways to get money to run your 
business. 

Strategy:  a plan to get to what you want.  

Credit:  money that is advanced to a 
person or a company for business 
investment. Money can also be advanced 
to you personally and you can use it for 
your business. 

Investment:  something you put money 
into now that will bring you the same or 
more money later, either because it makes 
you money or because you sell it. 

Return on investment:  when you make 
an investment, what you get back from that 
investment is your return. Some 
investments have high returns and some 
have low returns. Some investments bring 
you money now and some will bring money 
later. When you get something back from 
that investment, you are getting a return. 
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by the company, she worked hard to learn about  
and understand all aspects of that business until she  
was ready to ask to be part of the franchise and start her own  
boutique in West Edmonton Mall. The company agreed to negotiate  
the rental lease and Ilana paid for that in both dollars and control over  
her business. Gradually she made enough money to negotiate her own lease  
on her own terms. Now she uses the money she saved from her business profits to buy  
supplies and to expand. Because her boutique is in a very popular location, Ilana is  
able to depend on walk-by customers and word of mouth to gradually build up her business.  
Since she pays her bills and employees regularly and follows government regulations, Ilana now has a 
very good credit rating. If she wanted to expand her business and needed credit to do so, she would 
qualify for a bank loan. 
 

Ahmad from Iran: 

Ahmad came from Iran with a degree that could not be applied in Alberta and after numerous small 
business ventures and two more degrees from Canadian universities, decided to open an Iranian 
restaurant with his family. The Sabzy Persian Grill is located on busy Whyte Avenue in Edmonton. All 
Ahmad’s children and his wife are managers of different aspects of their family business and they report 
regularly to each other at weekly family business meetings. After less than one year in the restaurant 
business, Ahmad’s family was able to expand and build a side veranda for summer customers, replace 
the floor and begin catering as another side business. They made a joint decision to invest all their 
profit into the business for two years to make sure it was healthy before they started to take profit as 
individuals or before they hired outside help.   

How did Ahmad and his family finance their business ? 

Ahmad attended many business seminars with his adult  
children and together they made a business plan and an  
investment plan. They looked for grants and found that they  
would only qualify if they showed a profit over 2-5 years.  
Ahmad researched all possible ways to access credit. They  
used the line of credit from their home, a business line of  
credit and received financing from RBC, BDC and Russell  
Food Equipment to help with start up costs.  They pay this  
off on a monthly basis. Their decision to put two years of  
earnings into the business has helped with all their  
expansions and has attracted more customers, which  
in turn, brings in more revenue and they found financial  
institutions very interested in financing family businesses.  
  

Ivan from Cuba: 

Ivan, owner of IGON Robotics, is an engineer from Cuba who as a young boy was already showing 
business talent. As a teen, he organized other boys to deliver papers and charged a project 
coordinator/job finder salary. From this experience, Ivan knew he had a good business sense, but he 
had to experiment with a few small ideas before he realized what he really wanted to do. In Canada, 
Ivan decided he would begin a robotics business that designed machines for industry to reduce 
repetitive or back-breaking labour. Because he learned from past business mistakes, Ivan made sure 
he put thought and research into his plan before trying to finance it. He attended several business-
building courses in Edmonton and impressed one of his instructors who recommended him to NAIT’s 
business incubator program.  
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In this program, new businesses are introduced to resources,  
advice, possible clients and investors and it is up to them to  
use these contacts to develop their business. Building robotics is  
very expensive, especially because Alberta does not manufacture  
parts and they have to be shipped in from other places. In spite of  
this obstacle, Ivan is doing well with his robotics business and has  
several clients in mining, oil and gas and food processing. 

How did he finance his business? 

Because Ivan is a careful planner, he spent several years saving money to start his business. He used 
a line of credit on his home to get funds to begin and then put efforts into finding investors for his ideas. 
Ivan’s investors have to be convinced that they will get a return on their investment, so it is in their 
interests to help him find clients.  
 

Vy (Catherine) from Vietnam: 

Catherine from Vietnam started her IT management  
business after working in a similar business and watching  
to see how the owners and managers worked. As she  
learned new skills and her confidence increased,  
Catherine decided to go out on her own and start  
Pro-Active IT Management. She finds clients who need  
computer systems help or specialized programs and  
then pulls together a technical team to meet her client’s  
computer needs. Catherine has been an award  
recipient from numerous business and community  
organizations. 

How did she finance her business? 

Catherine used a personal credit card dedicated only to business expenses to start up her business. 
She made sure she kept her start up costs low and used revenue from each contract to build her 
business. When asked how she financed her business in the beginning, Catherine says, “One hour at a 
time!” Now Catherine’s flourishing business has grown so fast she has to make a new business plan to 
keep up with it.  

 

Although each of these immigrant entrepreneurs has their own unique business, they are all using 
either personal savings or easy-to-access financing strategies for start-up costs. It is true that starting a 
business costs money and it is difficult to convince a bank to finance a small business if the owner has 
no Canadian business experience, although many banks are now seeing that immigrant businesses are 
on the rise. All the above entrepreneurs began with easy-to-access credit, however as their business 
has grown, other financing options became available. In this climate of world uncertainty and 
interdependence, business owners need to think about many ways to finance their business to be able 
to balance return on investment and risk.  
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More terms and definitions:  

Revenue:  all the money coming into your business. 

Profit:  after you have paid your expenses, the money that is left is your profit. 

Expense: the cost of your business, bills you pay, salaries, and any money going out of your business 
to pay for something you need to run your business. 

Risk:  how likely it is that you may lose part or all of the money you invested. 

Credit cards:  It is fairly easy to get a credit card from any major bank. The card allows you to buy 
things without cash and you pay the credit card back at the end of every month. If you do not pay the 
credit card back, you must pay an interest rate that is usually between 19-27% on the amount you have 
not paid. Some credit cards charge per day of late payment and some charge per month, but either way 
you lose money if you do not pay back your credit card. Credit cards have a minimum payment each 
month that keeps your interest and penalties lower. Some small business owners use a credit card to 
start the business and pay only the minimum payment each month until they have enough cash flow 
from the business to pay more. Just remember that if you pay the minimum, you are still paying interest.  

Interest:  a percentage charged on money you owe or have not paid back. 

Grants:  money that is given to you by funders that you do not have to pay back.  Grants are an 
investment in promising projects by government or organizations. To get the money, you have to 
convince the funders that you are trustworthy and that your idea is worthwhile. Then you have to 
convince funders that you will manage the money properly. If you do not manage it properly, you will be 
required to pay it back. Most people need help writing grant applications, the process is complex. If you 
apply for a grant, you may not get it. There is a defined amount of money set aside for grants, and 
organizations only fund the best applications. But once you have received one grant, you have proven 
you are capable of managing the money and it can be easier to get more grants. 

Loans:  financial institutions provide loans to businesses but usually only after the business has proven 
itself. Many new business owners use credit they have from their personal homes to finance their 
business start up costs. One of these credit products is a line of credit. If you own a home, you can get 
a line of credit for personal expenses. (More about loans later on in this document) 

Credit rating:  every time you purchase something, you are creating a personal credit rating. When you 
pay your bills and loans on time, your credit rating goes up; when you don’t pay on time or default on 
your payments, your credit rating goes down. If you do not have any credit cards or mortgages, it is 
hard to improve your credit rating. Banks look for a good credit rating to decide if they will give you 
credit products such as loans or lines of credit.  
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All about you 

Now that you have looked at how other immigrant entrepreneurs finance their business, let’s look at 
your business finance portrait.  

 

 

·  First think about your home country. How much money do you think you would need to start 
your business in your country? How would you get the money to start it if you didn’t have 
enough personal savings? 

 

 

 

 

 

 

·  Now think about Canada. How much money do you think you need to start your business here? 
How will you find out if your idea about costs is accurate?  
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Use the following to estimate how much money you might need to start your business: 

Start up costs Estimated cost 

Register business name  

Open business bank account with business cheques  

Licenses  

Website  

Arrange for bookkeeper/accountant  

Legal fees  

Rent or lease of space  

Utilities, phone   

Computer, office equipment, office supplies  

Market research  

Renovations or site changes  

Business advisor or consulting fees  

Insurance  

Furniture, fixtures, equipment, signs  

Advertising, flyers, marketing  

Business cards  

Wages/salary  

Training, travel  

Opening inventory  

Other?  

ESTIMATED COSTS FOR START-UP TOTAL: 
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Now that you have an idea of what it will cost to start your business, where will the money come from? 
We will start with the informal and easy-access options.  
 

Easy-access and 
informal credit 

Would this work for 
me?  

Amount I could 
access 

Risk to me 
personally, what 
could go wrong 

Personal savings    

Family    

Friends    

Credit card    

Line of credit    

2nd mortgage on home    

Sell existing property 
and use to finance the 
business 

   

Start very small and 
build up a savings 
account to build the 
business 

   

Use current salary to 
finance new business 

   

Get community 
members to invest in my 
idea, pay them off by a 
mutually agreed upon 
date 

   

 

NOTE: Although all these options are regularly used  by new entrepreneurs, there is always a 
risk involved. Many marriages and friendships have been ruined by informal financial business 
arrangements. What seems like a good idea can go so ur very easily where money is involved. 
Personal loss of income from a bad investment can b e devastating. Make sure you think 
carefully about whether the risk is greater than yo ur likelihood to succeed before you use any of 
these ideas. The best way to avoid problems in adva nce is to use 2-3 different financing 
strategies and to seek the advice of business advis ors before making your decisions. 

The Business Link  offers many seminars and guides to help you with f inancing your business.  

A word about mentors:  most successful businesses have people who advise them or 
colleagues that share experiences. Seek out and con nect with people who could mentor you 
and you will soon be in a position to do the same f or others! 
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MODULE 2  Formal Business Financing 

As you grow your business, you will need to consider a variety of financing options because your costs 
will be greater, your investments higher and your possible returns more significant. Here is a list of just 
some of the financial services that are available to small and medium businesses. Check the ones you 
might use now(N), in a year(1), in three years(3) or in five years(5): 

Banks/General Finance Government Sources Leasing 

RBC Bank 

$1,000-$5+million 

Overdraft protection 

Business operating line of credit 

VISA for small business 

Asset-based financing 

Canada small business loan 

ATB Financial 

Alberta-based businesses 

Wide range of financial 
services including business 
MasterCard for up to $50,000 

RBC Leasing 

$50,000 and up 

Business leaseline, 
Business lease services 

BMO  

$1,000-$50,000 

Operating line of credit for more than 
$50,000 

Business Development 
Bank of Canada 

Up to $100,000 for start up 
business, long term capital, 
ability to purchase a franchise 

GE Capital Canada 
Equipment Financing 

$25,000-$5+million 

Industry, agriculture, and 
whole sale/retail 
equipment financing 

CIBC Bank 

$1,000-$5+million 

Many small business program 
financing options available 

 HSCB Canada Leasing 

$250,00-$5+million 

Custom-tailor lease 

National Bank of Canada 

No restrictions, many business 
program financing options available 

  

Scotia Bank 

$1,000-$5+million 

Many small business program 
financing options available 

  

TD Canada Trust 

$1,000-$500,000 

No restrictions, many business 
program financing options available 
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Other options 

There are other financing sources besides financial institutions. Here are some that may be available to 
you. Estimate if each option is a possibility for your business now, in a year, three years or five years:  

Angel:  an angel is an informal investor who becomes an invisible partner for decision making. Angels 
invest in total between $1 billion and $20 billion in businesses each year with 60% aimed at small and 
medium enterprises (SMEs). They are well-educated, have experience investing and hold other jobs in 
addition to investing. High-earning professionals such as doctors, dentists, lawyers and accountants 
have also invested in businesses in the past. You might meet an angel through your own informal and 
community networks. Most angels invest in groups to minimize their risk. Investor communities have a 
lead angel known as an “archangel” who establish syndicates of other investors. They usually reject 
75% of the offers they receive, so you need to be prepared to get attention and show you are a 
worthwhile investment. If you are successful at finding an angel, they will likely give you advice that you 
would be wise to follow.  

Check when this option may apply to you: 

Now  1 year   3 years  5 years  Not apply  

 

Barter:  you can exchange products or services of equal value with other businesses so that both of you 
do not have to find the cash to get what you need.  

Check when this option may apply to you: 

Now  1 year   3 years  5 years  Not apply  

 

Customer:  get your customers to join a “preferred customer” club so that they come in more regularly, 
receive advance information on deals and events and are treated to exclusive deals. The customer 
pays a small fee but if many customers join the club, this improves your revenue. Customers may also 
become investors or angels.  

Check when this option may apply to you: 

Now  1 year   3 years  5 years  Not apply  

 

Supply chain:  make a mutually agreeable deal with your suppliers to either pay at times that are more 
convenient to you or to mutually invest in something you both (or all) need. An example is a group of 
retailers all advertising together, arranging to ship products with the same supplier for a discount or 
using joint leased storage space. Usually supply chain agreements help to save money or stabilize your 
cash out-flow, but a supply chain agreement may also include a larger credit arrangement.  

Check when this option may apply to you: 

Now  1 year   3 years  5 years  Not apply  
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Employees:  if you treat your employees well, they are more likely to be loyal. Employee loyalty means 
they could purchase your products or services or would recommend your business to their network, 
family, friends and community. This is especially important in ethnic communities where word of mouth 
spreads quickly and has significant consequences.  

Check when this option may apply to you: 

Now  1 year   3 years  5 years  Not apply  

 

Public stock:  investing in stocks and bonds and using the returns for your business is another way 
growing businesses expand their credit.  

Check when this option may apply to you: 

Now  1 year   3 years  5 years  Not apply  

 

Venture capital:  these companies provide start up and growth capital to mainly technology related 
businesses. If your business has high equipment costs, and the business idea is sound, you may 
qualify for venture capital.  

Check when this option may apply to you: 

Now  1 year   3 years  5 years  Not apply  

 

For more financing options, speak to a Business Lin k advisor. 
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MODULE 3  Balancing your finances 

Your business has to balance your cash flow, current assets and current liabilities to have a healthy 
tangible net worth.  

·  Cash flow  is how much money comes in and out of your business. This can be measured on a 
weekly, monthly, quarterly and yearly basis. Keeping a healthy cash flow in is critical to 
maintaining and growing your business.  

·  An asset  is anything of value that can be converted into cash.  

·  A liability  is something that is interfering with your capacity to make payments or bring in cash.  

·  Tangible net worth  is the amount your business is worth when you balance assets and 
liabilities. 

NOTE: If your business has good cash flow, increasi ng assets, runs efficiently with as little 
inventory as possible to match profit, and you are making regular payments on your debts, 
your business will be healthy. Make sure you are ch ecking regularly on your cash flow, 
asset building and liabilities. 
 

Let’s look at what some of our Module 1 entrepreneurs are doing to build a healthy business:  

SABZY PERSIAN GRILL – Ahmad’s Iranian family restau rant business:  

·  The family looks at their cash flow 
and checks their costs at weekly 
business meetings to see how 
cost-effective they have been.  

·  Each family member takes turns 
attending business seminars to 
learn more about how to run the 
business.  

·  The family has several business 
bank loans that they are paying off 
regularly every month.  

·  While the business is young, they 
all have other jobs to provide each 
person with a salary. In two years they will begin allocating salaries.  

·  The family made a business decision to do all the work themselves for the first two years with a 
plan to hire employees when their cash flow is predictable.  

Would this plan work for your business? Why or why not? What would you do differently?  
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PREMIER DEAD SEA SPA – Ilana’s skin products busine ss: 

·  Ilana manages the business and her 
husband takes care of the products and 
hiring. This way they avoid having to pay an 
employee for mission-critical parts of their 
business.  

·  Ilana depends on customer-to-customer 
advertising so she needed strong employee 
loyalty. For her spa products business, she 
has been very happy with her Mexican 
employee’s business loyalty and it shows in 
her increased sales. 

·  The company keeps low inventory but orders 
frequently to keep their overhead costs low. 

·  Her boutique is placed in an excellent location for walk-by traffic, ensuring regular contact with 
potential customers and keeping steady cash flow. 

Would this plan work for your business? Why or why not? What would you do differently?  

 

 

PRO-ACTIVE IT – Vy (Catherine) Vu’s computer system s management business:  

·  To keep costs down, Catherine looked for a 
low-cost space to lease her office and did not 
spend much money on office equipment. 

·  Catherine uses a women’s business support 
group to set business goals and meet target 
sales. Each participant in the group 
motivates the others to meet their goals and 
to aim higher. This has resulted in double 
digit increases for Catherine’s business every 
year.  

·  Her best revenue generator is her excellent 
customer service. Because Catherine sub-contracts all the technical work, she can concentrate 
on keeping the customers happy and making sure all the technicians are delivering on their 
promises. This saves the customer the trouble of checking up on the work. Because 
Catherine’s IT work either lessens or eliminates her customers’ computer stress, she meets an 
important need. Business owners are more than willing to pay for this service.  

Would this plan work for your business? Why or why not? What would you do differently?  
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IGON ROBOTICS – Ivan’s automation and robotics busi ness:  

·  In Ivan’s business, he has to convince customers to spend large amounts of money and 
tolerate disruption to their production while new machines are being installed and employees 
are trained to use the machines. Ivan has to show he is knowledgeable and that he can provide 
cost effective work that will save them time and money later on. He has developed several 
visual aids and power point presentations to do this. Additionally he provides customers with 
estimates that show where their money will be used and how it benefits them. This has helped 
Ivan to build a clientele who are willing to spend the funds.  

·  Ivan is able to subsidize his costs by cultivating investor relationships. He may be able to attract 
angels through his investor contacts and eventually will qualify for venture capital funding 
because he has a technology-based business.  

·  One way Ivan will be able to convince Alberta industry owners to hire him to design new 
machines for them is by finding out exactly what his competitors are doing and building a chart 
to show where his business can either give better value, better service or lower costs than his 
competitors. 

Would this plan work for your business? Why or why not? What would you do differently?  

 

 

Checking your credit rating 

Banks and other financial institutions check customer credit ratings before agreeing to provide them 
with credit. You can ask for a free credit report by mail from Equifax Canada (1-800-278-0278 to listen 
to the recording). You can also get your credit report online if you pay for it. Equifax and TransUnion 
charge nominal fees for this. Each report may provide different but useful information about your credit 
history. You will require proper identification information to access your credit report.  

 

Preparing to meet with the bank 

Building a relationship with a bank for business purposes is very important. You should start building 
your bank relationship before you need to ask for a loan and provide updates to your banking business 
advisor from time to time. Banks like to know who they are lending to and they do not like surprises. 
Keeping this in mind will help you with your banking arrangements as your business grows.  

To make the best impression when you meet with your banker, show that you are organized, a good 
manager and have demonstrated financial success. Provide paper copies of your records and bring 
them in organized files, not a mess of slips in a plastic bag! If you are not organized, a good manager or 
have demonstrated financial success, start actively improving your weak areas so that you will be able 
to show your banker what you have done to make improvements. Allow plenty of time for your 
borrowing arrangements and be prepared to negotiate with your banker. You are a customer and banks 
cannot survive without customers so they are more flexible than they appear to be. Put all requests in 
writing and provide support documents. Finally, do not expect to have the same financial advisor or 
banker each time. It may take some patience to explain things over again, but it is better to be patient 
and get the credit you need than to offend your banker and be turned away.  

If you are asking for a loan, here is a banker meeting checklist: 
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1. Do I clearly know what I want and can explain it quickly to my banker?  

2. Do I have a business plan to show? 

3. Do I have a cash flow chart that is up to date? 

4. Are my accounting files and GST payments in order? Do I have my accountant’s phone number 
and email handy in case the bank needs to call? 

5. Can I show that I pay my employees and make the necessary employer contributions to their 
benefits? 

6. Do I have a record of my bank statements in order? 

7. Have I filed a copy of my annual return and did I bring a copy? 

8. Have my personal and business taxes been paid? If not, how much is owing? 

9. Do I know how much I owe on my credit cards/have credit card statements to show? 

10. Did I bring copies of my business insurance?  
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Appendix A:  Useful Websites for Accessing Funds  
 

Methods of financing your business  

www.canadabusiness.ab.ca/index.php/financing/172-methods-of-financing-your-business 

Dealing with your Banker or other Lenders 

www.canadabusiness.ab.ca/index.php/financing/173-dealing-with-your-banker-a-other-lenders 

Canada Small Business Financing Program (CSBFP) 

It is a federal government’s lending program administrated by Industry Canada and managed by 
traditional banks. This program finances up to $500,000 of fixed assets. Clients must qualify with banks, 
but federal government covers up to 85% of losses for eligible clients. 

www.ic.gc.ca/eic/site/csbfp-pfpec.nsf/eng/Home 

Canada Youth Business Foundation 

This program helps young entrepreneurs between 18 and 34 years with financing (up to $15,000, plus 
up to $15,000 from BDC which is ready to match the CYBF funding for interested and qualified clients.  

www.cybf.ca/ 

Canada Business (National Website) 

This national Website enables small business owners to search for government grants, loans and 
financing, permits and licenses per purpose of financing, location (Province/Territory), demographic 
group, and industry. 

www.canadabusiness.ca  

The Business Link 

The Business Link’s  website provides entrepreneurs and small business owners with access to 
information on Canada and Alberta grant programs and other financing options. Clients can contact a 
Business Officer for additional information on services. 

www.canadabusiness.ab.ca   

Federal and provincial grant and loan programs for Alberta businesses (Alberta government’s website). 

www.programs.alberta.ca/Business/Dynamic.aspx?N=772+353 

Business Development Bank (BDC) of Canada Financing  

www.bdc.ca/EN/solutions/financing/Pages/default.aspx 

Western Economic Diversification 

Western Economic Diversification Canada (WD) offers a Micro Loan Program in cooperation with 
Servus Credit Union to businesses in Edmonton meeting the program requirements.  

www.wd.gc.ca/eng/264.asp 
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Venture capital 

Particularly interesting when traditional lending institutions are unwilling to finance your proposal and if 
you are ready to let a new partner get into your business 

www.canadabusiness.ab.ca/index.php/financing/186-venture-capital 

 

Other financing links  

Diverse sources of funding including banks, credit unions, etc. for businesses and Not-For-Profits 

www.canadabusiness.ab.ca/index.php/financing/222-financing-links 

Free Business Planning Toolkit: 

www.toolkit.com/tools/index.aspx 

Canada Small Business Financing:  

www.ic.gc.ca/eic/site/csbfp-pfpec.nsf/eng/h_la02296.html#s5 

Customer financing ideas:  

www.citiretailservices.com 

Small business bartering advice: 

www.sbinformation.about.com/cs/smallbizlearning/a/barter.htmhttp://sbinformation.about.com/cs/smallb
izlearning/a/barter.htm 

Employee loyalty: 

www.naijaecash.com/earning-employees-loyalty/ 

 

Funding for business services and community needs:  

Immigrant employment and business services, employers and promoters: 

www.edmonton.com/moving-to-edmonton/immigrants.aspx 

Funding for financial literacy and financial business education: 

www.acmfoundation.org/applyinggrant.html 

Community investment funding:  

www.aref.ab.ca/grantProgram-interest.html 

Grants for immigrant community initiatives: 

www.edmonton.ca/for_residents/emerging-immigrant-and-refugee-communities-grant-program.aspx 
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Selling products or services to the City of Edmonton as a vendor: 

www.edmonton.ca/business/selling-to-the-city.aspx 

Business start-up in Edmonton:  

www.edmonton.ca/business/business-resources.aspx 

Business resources through Chambers of Commerce in Alberta: 

www.abchamber.ca 

Business resources and assistance from the Edmonton Chamber of Commerce: 

www.edmontonchamber.com/businesslinks.aspx 

Workforce development assistance:  

www.edmonton.com/for-business/workforce-development.aspx 

 

Business finance tracking tools:  

SCORE small business tools: www.score.org/business_toolbox.html 

Financial Consumer Agency of Canada 

1 866 461-3222, email: info@fcac.gc.ca website: www.fcac.gc.ca 

 

 

 

   Immigrant businesses featured in Understanding Financing in Alberta  handbook:  

Pro-Active IT Management, Vy (Catherine) Vu  Edmonton, Alberta 

Sabzy Persian Grill, Ahmad Sabetghadam   Edmonton, Alberta 

IGON Robotics, Ivan Gonzales    Edmonton, Alberta 

Premier Dead Sea Spa, Ilana Tzur    Edmonton, Alberta 

 

 

 

 

 

 


