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the age of 25, the Aboriginal population is ex-
pected to double in the next 15-20 years. The
Aboriginal community is the fastest-growing
part of the Canadian population. In Canada,
Aboriginal people overall currently represent
about 3% of the total population. And in
Western Canada - specifically Manitoba and
Saskatchewan - Aboriginal people already ac-
count for 10% of the population. For corpo-
rate Canada that means a changing customer
base and a new profile for the workforce.

The political realities driving the compa-
nies are varied, ranging from land claims, sur-
face lease agreements, environmental proc-
esses, and treaty negotiations to employment
equity and human rights legislation.

The various policies and programs docu-
mented in the book contain hundreds of ex-
amples and ideas that can be adapted by eco-
nomic development officers and local entre-
preneurs as they make the case for the ben-
efits of doing business with Aboriginal sup-
pliers and partners.

And that is another way in which Corpo-
rate Aboriginal Relations is unique. The authors
have gone beyond the traditional approach of
looking solely at workforce representation
levels. What the authors - and the companies
they profile - have understood is that the pro-
grams must be broad in scope. The book de-
scribes initiatives designed to encourage the
development of Aboriginal suppliers, part-
ners, customers, and employees.

There are case studies that illustrate ef-
fective strategies to build organizational
commitment to improved corporate Abo-
riginal relations. The book also examines
approaches used to provide Aboriginal peo-
ple with improved access to education and
training opportunities. It also thoroughly
documents specific measures taken by doz-
ens of companies to improve employment
opportunities, business development, and
community relations.

COMMUNITY-CORPORATE
REL ATIONS

A unique book
continues to shape

partnerships between
First Nations & corporationsby Jocelyn Soulodre

orporate Aboriginal Relations: Best
Practice Case Studies by Roger Hill
and Pamela Sloan is not a new
book - it was first released in 1995.

Yet, three years later, it remains the only
publication of its kind in Canada. And it is a
valuable resource for economic development
groups, Aboriginal businesses and
communities, as well as Corporate Canada.

A compilation of best practice case stud-
ies, Corporate Aboriginal Relations is a road
map for companies that are interested in
developing relationships and markets
within the growing Aboriginal population
of Canada. It describes the policies and pro-
grams that various corporations have imple-
mented to build constructive partnerships
with Aboriginal communities and to im-
prove business and employment opportu-
nities for Aboriginal people.

It documents the often ground-breaking
work started by dozens of companies in the
resource sector (oil and gas companies, utili-
ties, mining, and forestry operations); the
service sector (banks, transportation, tel-
ecommunication, education, and retailing); as
well as government departments and crown
corporations.

The case studies reveal that the benefits
flow both ways - to the community and to
the company. Most organizations found that
once past the start-up phase, their Aboriginal
relations programs make good business sense.

What these companies have accom-
plished, going as far back as programs be-
gun in the mid-1970s and mushrooming
through the 1990s, is impressive. The vari-
ous programs documented in Corporate Abo-
riginal Relations demonstrate that the in-
creasing emphasis on improved Aboriginal
relations is a response to demographic
trends and political realities.

The demographics alone make a compel-
ling case: with half of its population under

C Ultimately, that is the strength of Corpo-
rate Aboriginal Relations. Aboriginal communi-
ties need to develop and grow a sustainable
economic base so that they can begin to share
in the wealth and prosperity that other Ca-
nadians often take for granted.

As president of the Canadian Council for
Aboriginal Business (CCAB), a national
nonprofit organization that promotes the full
participation of Aboriginal communities in the
Canadian economy, I�m often approached by
companies that want to tap the emerging
Aboriginal market. Sometimes they want ex-
amples of �tried and true� activities that they
can implement or adapt. Sometimes they
want to know what the benchmarks are so
that they can evaluate their own programs.

Of course, I�m also approached by Abo-
riginal people and companies. Sometimes
they want to get their foot in the door of
Corporate Canada. Sometimes they want
to start doing business with the mainstream
community.

To both sides, for different reasons, I rec-
ommend Corporate Aboriginal Relations. For
Aboriginal people and companies, it�s a di-
rectory of enlightened corporations that have
a real commitment to building positive Abo-
riginal relations. For mainstream companies,
it�s a reference guide that I suggest they tuck
under their pillows at night.c
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