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Vision
Our vision is a self-sufficient community that fosters quality of
life for Kanien’kehaka ne Kahnawa’kehró:non and creates
collective prosperity for future generations consistent with
our cultural values
Mission
The mission of Tewatohnhi’saktha is to stimulate and
enhance Kahnawà:ke’s Economic Growth by investing
in people and businesses, as well as other economic
opportunities

Annual Report 2013 - 2014
The
information
contained
herein
captures
Tewatohnhi’saktha’s activities from April 1, 2013 to March
31, 2014. Tewatohnhi’saktha has made every effort to
ensure the accuracy of the information contained in this
annual report and the digital copy posted to our website
www.tewa.ca.
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Board Chairman’s Message 2013-14

Lionel Jacobs
On behalf of the Board of
Directors of Tewatohnhi’saktha,
I invite you to review the
results of our fiscal year 201314. The Board is committed
to the vision and mission of
Tewatohnhi’saktha,
working
closely with the Management
of the organization ensuring
that our services continue to
support Kahnawa’kehró:non.
Our clients may be business
owner’s with varying business

relations
with
surrounding
communities (which is a
pathway to Kahnawà:ke’s
economic growth); to improve
our communications with our
community
members
and
to develop new business
ventures. The latter, developing
new business ventures, is a
challenging task in the best
conditions and we have
additional
components
to
overcome. First and foremost
we must ensure our economic
rights as First Nations People are
respected and that land usage
and development relative to
projects, are not only beneficial
to our community but will make
best use of our resources that
will provide monetary returns
well into the future.
At every turn, your Board of
Directors undertakes this activity
with a continued commitment
to our community to help build
a strong economy for future
generations to come.

aspirations, or people looking
for employment opportunities
and/or skills upgrading.
Over the past 12 months
we have seen growth in
services and clientele.
The
Small Business Services loaned
out $213,719 to Kahnawà:ke
Entrepreneurs and supported
the expansion and growth of
8 businesses of various sizes.
A total of 970 clients walked
through our doors, of which
our team was eager to provide
assistance. A total of $1,460,093
have been allocated to clients
through
tuition,
financial
grants, childcare and business
assistance.
As we move forward into
the last year of our three year
strategic plan, we continue
to strive to meet the goals we
set out during our planning
session. Some of those goals
are as follows: to enhance the
environment for economic
development;
to
improve

Revenue Generation
Tewatohnhi’saktha Consulting Revenue
1st Qtr

2nd Qtr

3rd Qtr

Cell Tower Revenue

4th Qtr

1st Qtr

Annual Target: $340,286
Cumulative Total: $318,029

2nd Qtr

3rd Qtr

3rd Qtr

4th Qtr
Annual Target: $80,000
Cumulative Total: $80,000

Onkwawista Revenue

Bill Board Revenue
1st Qtr

2nd Qtr

4th Qtr

Annual Target: $29,726
Cumulative Total: $28,772

1st Qtr

Annual Target: $1.7 Million
Cumulative Total: $1.7 Million
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2nd Qtr

3rd Qtr

4th Qtr

CEO Message 2013-14

John Bud Morris
This
past
year
marks
Tewatohnhi’saktha’s
15th
anniversary. Taking a look back,
we have come a long way.
Although some may not realize
it, one of Tewatohnhi’saktha’s
principal mandates is to
generate revenue on behalf
of the community.
And
so, it is natural to ask what
has
Tewatohnhi’saktha
accomplished over that time
period? Looking at the sources

for future investments and
community
development
projects and also make sizable
contributions to the Mohawk
Council of Kahnawà:ke as well
as the land owners where the
project will be hosted and the
Municipality of St. Cypriende-Napierville. It has been a
long journey so far, and while
we have a distance to go,
Tewatohnhi’saktha is confident
that the strategy will meet its
objective.
2013-14 also marked the
acquisition of two properties:
the old stone house in the
village area that some referred
to as the Catholic Church
Mission Building.
Purchased
and renovated with 50%
assistance from the Quebec
government, it is now home
to Tewatohnhi’saktha Small
Business
Services
Division’s
latest initiative to support local
tourism and it is now called
the Welcome Center.
The

of the revenue generated
in our report, one would be
inclined to think we are not a
diversified company with a
variety of significant revenue
streams, and they would be
right. Much of what we have
done over the past 15 years
has been to carefully lay the
ground work for a multi-year
revenue
generation
plan,
while continuing to support
local economic development.
This meant sourcing and
accumulating
investment
money (equity) that could
be deployed in a large scale
business that, over a long
period of time, would generate
significant returns in a relatively
low risk environment.
The
Board of Directors decided
that the wind energy project
would represent our best
investment opportunity. When
it
commences
deliveries,
this project will generate a
significant revenue stream

Kahnawà:ke Business Complex Revenue

Meeting Room/Office Space Rental Revenue
1st Qtr

2nd Qtr

3rd Qtr

1st Qtr

4th Qtr

Annual Target: $33,000
Cumulative Total: $32,275

2nd Qtr

3rd Qtr

2nd Qtr

3rd Qtr

4th Qtr

Annual Target: $38,020
Cumulative Total: $61,992

Interest on TBLF Loans Revenue
1st Qtr

second property purchased
was at the junction of Highway
207 and Autoroute 30. This
17 acre lot was purchased
to provide future access to
lands adjacent to the reserve
and Autoroute 30 which are
planned to be added to the
reserve and the lot is tentatively
scheduled to be the location
of a community owned gas
station in 2015, however, not
all confirmations of this project
have been received.
Yes, it has taken 15
years, and it will likely take
another 15 years before
Tewatohnhi’saktha’s revenue
stream is significant and
diversified but progress is being
made. Considering that, for the
most part, Tewatohnhi’saktha
must source its own equity –
this is real progress derived
from the persistence, vision,
and leadership of the people
of Kahnawà:ke for a better
future.

4th Qtr

Annual Target: $45,834
Cumulative Total: $33,507

Kahnawà:ke Office
Complex Revenue
1st Qtr

Annual Target: $53,520
Cumulative Total: $173,018
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2nd Qtr

3rd Qtr

4th Qtr

Small Business Services Division
Dollar Value of Products

Total Clients Served
1st Qtr

2nd Qtr

3rd Qtr

1st Qtr

4th Qtr

3rd Qtr

4th Qtr

New Clients
1st Qtr

Annual Target: 235
Cumulative Total: 187

2nd Qtr

2nd Qtr

3rd Qtr

4th Qtr

Annual Target: $244,000
Cumulative Total: $137,093
Annual Target: 35
Cumulative Total: 18

Success Stories

Dollar Value of Products represents:
Business Assistance Fund, Marketing and Professional Services Fund

Total Fitness continues to
strengthen community

By Jordan Standup

Since opening Total Fitness
in July 2013, Derek Delisle has
provided Kahnawà:ke with a
service like no other.
“I felt that our community
could use a health and wellness
center which caters to everyone
by offering many fitness
related services to better one’s
health and well being,” Delisle
asserted.
Delisle began working at
Monster Gym in 1993. He
became a certified trainer in
2007 while working at fitness
clubs such as Goodlife Fitness
as well as Premiere Fitness.
“My business’s main goal
is to teach people how to
incorporate fitness into their
lives and to better themselves,”
he said.
His mission when opening
the doors to Total Fitness was
to target people who were
intimidated by large gyms.
“My clientele grew to where I
eventually ran 80 open classes
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per month of group training!” he
said. “My goal was to work 5-6
hours, but I’ve surpassed that
number to 12-16 hours. I’m at
the point where hired help is a
must.”
Business grew so much that
Total Fitness moved from its
original location in the Jacobs
Mall to a large facility in Plaza
138.
“We moved on April 1,
2014 to accommodate the ever
growing classes; 10-16 people
are the norm. The old place was
maxed out at 10 but somehow
we managed to fit 16 in there,”
Delisle explained.
“My business is currently
growing fast, to the point I may
need to expand to fit more
people and have more classes
at the same time,” he elaborated.
“I want to bring in self defense
classes, physio therapy, a spa;
my ideas are endless.”

New Loans under The Business Loan Fund
1st Qtr

2nd Qtr

3rd Qtr

4th Qtr

Number of Businesses Started or Expanded:
Cumulative Total
Target
5 Micro 			
5 Micro
2 Small 			
3 Small
1 Medium 		
1 Medium
*Business Sizes:
Micro = 1 employee;
Small = 2-5 employees;
Medium = 6-10 employees;
Large = 11+ employees

Annual Target: $225,000
Cumulative Total: $213,719

Number of new jobs created by new businesses or business expansion
Cumulative total
Target
13 Part-Time
26
15 Full-Time

PAP Auto Body is a unique Kahnawake business
It’s the stuff you see on TV
and it’s happening right here in
Kahnawà:ke.
Local entrepreneur Peter
Paul turned a hobby into a
flourishing business called PAP
Auto Body and the work they’ve
been doing is incredible.
“Officially it opened about
nine months ago, but for about
two or three years before that we
did it as a hobby,” Paul said.
When asked to describe his
business, Paul made it clear that
it was not a mechanical garage.
“We don’t do tune-ups,
oil
changes,
engines
or
transmissions,” he said. “What
we are is auto restoration. We
rebuild cars. There are different
levels of that. People could bring
us project cars and we have to
take every nut and bolt and start
with just a frame.”
Those kinds of projects could
take anywhere from six months
to a year.
PAP can also do paint
jobs, insurance jobs and repair
damage from fender benders.

Needless
to
say,
the
possibilities are endless and
word of mouth has helped the
business thrive.
Paul’s ‘main man’ in this
endeavor is Louis Scott, who
has been doing this type of work
since he was just 16 years old.
In anticipation of business

He was quick to note that the
business isn’t limited to just cars
though. PAP can restore and
customize coolers and fridges as
well.
“We can do anything metal,
plastic or fiberglass,” he said.
“We can do something as big as
a bus, or as little as steel toys.”
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continuing to grow, Paul decided
to construct a larger facility for
PAP, which should be complete
in August.
PAP Auto Body is located on
Route 207. They can be reached
at 450-638-5435.

Employment & Training Division
Total Clients Served
1st Qtr

2nd Qtr

3rd Qtr

Dollar Value of Products
4th Qtr

1st Qtr

New Clients

1st Qtr

2nd Qtr

3rd Qtr

3rd Qtr

4th Qtr

4th Qtr

Annual Target: $1,250,000
Cumulative Total: $1,323,000

Annual Target: 750
Cumulative Total: 783
Annual Target: 200
Cumulative Total: 219

designer.
“I got the job a month after I
completed my schooling. After
a few unsuccessful attempts to
get an English literature degree
that I didn’t enjoy, I’m now doing
something that I really like,” she
said.
While Montour is focusing
much
of
her
attention on her
new job, she also
revealed plans for
the future.
“Right
now,
I’m on my first job
right out of school,
so in the future I’m
looking to grow
as a designer and
move up within
the company I’m
with,” she said.
“Eventually,
I
would like to start
showcasing
my
work on posters and
t-shirts and things

Dollar Value of Products represents:
Tuition, Financial Grants and Child Care

Success Stories

Alyssa Montour pursues her
passion for graphic design
When Alyssa Montour landed
a summer job at a local graphic
design company a few years
ago, she had no idea that the
experience would influence the
type of education and ultimately
the employment she would
pursue.
“I learned some basics from
the designers who worked there
and I was basically hooked on
it. I had found something that I
enjoyed and the next step was
to get really good at it,” Montour
said.
She
recently
completed
a program called Graphic
Applications
in
Desktop
Publishing
at Concordia
University’s
Centre
for
Continuing Education.
“It is an 11-week intensive
graphic design course that
teaches you basic to advanced
graphic design techniques,” she
explained.
Now, Montour works at an
advertising agency as a graphic

2nd Qtr

By Jordan Standup

like that; and maybe even have
a small freelancing business on
the side.”
Montour wanted to share
a few words with other local
students.
“I would suggest to not wait
until you’re unhappy with what
you’re doing to start something
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new that you enjoy. Work as
hard as you can to be the best
you can so you don’t regret
not putting in the work later on,
most importantly, make sure
that you’re always happy and
to make necessary changes if
you’re not.”

Clients who attained subsidized employment
1st Qtr

2nd Qtr

3rd Qtr

Jobs Created Unsubsidized
Cumulative
Target
0.4* 		
0.4***

4th Qtr

Jobs Created Subsidized
Cumulative
Target
18.7*		
15***
*Average Cumulative FTE full-time equivalents
(number of hours worked by all clients combined
468.75 hrs/quarter of 1,875 hrs/year)
***Combined number of hours worked by all clients
Annual Target: 15
Cumulative Total: 20

Akwirakeron Curran Phillips is a 20-year-old certified
heavy equipment operator from Kahnawà:ke
When Akwirakeron Curran
Phillips
graduated
from
Kahnawà:ke Survival School in
the summer of 2011, he admits
he wasn’t sure what to do next.
“I had no clue what I was going
to do with my life,” Phillips said. “I
spoke to the academic advisor
at KSS and she suggested
getting into trades.”
Phillips then met with
Tewatohnhi’saktha to discuss
his promising future.
“We discussed what trades
were available; heavy equipment
was one of them so I decided to
take it,” he said.
Phillips signed up for a course
in that very field soon after.
He became qualified to
operate ‘everything’ including
excavators, backhoes, graders,
loaders, bulldozers and rollers.
“After the nine month course
was over I started looking for
employment,” said Phillips, who
had no luck landing a job in
Kahnawà:ke.
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Although
he
was
discouraged, Phillips received
plenty
of
encouragement
from his family, friends and
girlfriend to continue seeking
employment.
“I got a tip about a
company called X-Rail hiring
in Chateauguay,” he said. “I
brought them my résumé and I
was hired on the spot.”
Phillips
explained
that
X-Rail is subcontracted by large
railway companies, such as
the Canadian National Railway
Company
(CN),
Canadian
Pacific Railway (CP) and VIA
Rail.
“We specialize in installation
and maintenance of rail road
signals. I work all around
Canada,” he said.
Phillips has now been with
the company for over a year and
he enjoys what he does. He’s
also certainly happy that he did
not stop pursuing a job in the
field.

Success Stories
By Jordan Standup

Gina Deer expands business
outside of Kahnawà:ke borders

When Gina Deer opened
Depanneur et Gas Guimond in
St. Lucie in July 2011, she did
so in order to accommodate the
many community members who
visit Kahnawà:ke’s sister territory
of Tiowero:ton regularly.
“Once the gas station [where
Deer’s store is now located]
closed it was really inconvenient
going all the way to St. Agathe,”
the entrepreneur explained.
Opening the store outside of

are essential to make a trip to
Tiowero:ton a success.
The store also carries many
SAQ products.
“We had our SAQ permit
for one year now. We’re still
growing,” Deer said.
She was pleased to report
that she receives a great deal
of support from community
members as well as residents
from the surrounding area.
“We have a great deal of
support from the community. If
they need something we don’t
have, we add it to our order list
to accommodate them,” Deer

Kahnawà:ke’s boundaries was
almost like a dream come true
for Deer.
“I always wanted to try to
open a business outside the
community. It has proved to be
challenging, which is the way
I like it, and a great learning
experience,” she asserted.
Depanneur et Gas Guimond
carries everything from milk
and soda to bread and chips as
well as many other items that

said. “We also get a lot of support
from the community of St. Lucie.
They are happy to have a gas
station back and we have signed
a local baker as a supplier who’s
baked goods sell out at the store.
So it has been a win-win for the
community of Tiowero:ton and
St. Lucie.”
She owes the success of her
store to her customers.
“The best part of all this is to
see and talk to people that I don’t
always get to see at home,” Deer
said.

Passion to care for others fuels
Kristyn Brown’s nursing education
For as long as she can
remember,
Kristyn
Brown
wanted to be a nurse.
“After having two children,
I really needed to find a career
that would enable me to care
for them financially and do
something that I would really
enjoy, so what better choice than
to be a nurse,” she said.
In October 2010, she joined
the
Strategic
Community
Health Careers Program; a
collaborative effort between
Tewatohnhi’saktha, the Kateri
Memorial Hospital Center and
the Kahnawà:ke Education
Center that offers a preparation
course and scholarship.
Brown says the program
‘really got the ball rolling’ for her.
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“The health program actually
came at just the right time for
me because I needed only one
prerequisite left to be eligible for
the nursing program at College
Champlain Saint-Lambert,” she
explained.
Brown thoroughly enjoyed
the program, which provided
her with valuable hands-on
experience.
“Valerie Diabo, the head
nurse at the Kateri Hospital
came into one of our classes and
talked with us about going into a
health profession. It was very
motivational and I felt supported,”
Brown said. “It really opened the
door for bigger things.”
She
accomplished
one
continued on next page

Paula Paul pursues bright future through schooling
cook, which I enjoyed,” she
said. “After having my daughter
the hours were not feasible. I
needed regular hours. Going
back to school didn’t seem like
a bad idea. Education can only
be a good thing.”
Because
she
hadn’t
attended school in two decades,
she admits she was ‘fearful.’
In September 2011, she
began attending the Nova
Career Centre’s Administrative
Assistant
Program
and
graduated one year later.
“When it came to stage
time, I called several places
and didn’t get calls back. But I
was persistent and called back
to remind them who I was and
why I called.
I laugh now because of how
scared I was and how I thought
they just didn’t want me. In
In January 2010, Paula Paul
gave birth to a little girl, who she
chose to raise on her own. She
had to make some decisions

about her future and to return to
school.
“I worked at the Kateri Hospital
for 10 years as a kitchen aid and

continued from previous page

degree, which will open up more
opportunities for me in the long
run,” she asserted.
Attending school with two
children was not an easy feat,
but Brown made it through
with the support of her family,
specifically her boyfriend, mother
and mother-in-law.
She
also
received
a
great deal of support from
Tewatohnhi’saktha, for which
she is extremely grateful.
“Tewatohnhi’saktha provided
me with the opportunity to
be close to home to take my
prerequisites,” Brown said. “They
provided a lot of support and
motivation and they were also
present when the school opened
the nursing wing at Champlain.”
Brown also shared her key
to success: “I believe the key to
success is working hard, having
dedications and discipline and

of her major goals when she
began College Champlain SaintLambert’s nursing program in
2011.
Brown graduated from that
program earlier this year and
if she passes her next exam in
September, she will obtain her
full nursing license.
“My plan for the future is to
start working at a hospital in the
city to build my knowledge and
skills base. Eventually I would
like to work in Kahnawà:ke to
help and contribute to the health
care system in our community,”
Brown said.
She has aspirations to work
closely with oncology, neurology,
postpartum and medical-surgical
departments.
“I would also like to pursue
my studies to get a Bachelor’s
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the end everyone that I called
returned my call and was willing
to take me on as a stage,” she
said proudly.
Paul was pleased to report
that she was able to land a job
thanks to her training.
She works for the Mohawk
Council of Kahnawà:ke’s Social
Development Unit as the Mohawk
Self Insurance Client Information
Administrator.
“I just signed my second
contract with them,” she said.
“I really enjoy my employment
there and the opportunities they
have given me.”
Paul shared some words of
encouragement.
“Fear stops a lot of people
from doing things. Don’t be afraid
to go back to school or training.
You’ll never get anywhere if you
don’t try,” she said.

Success Stories
By Jordan Standup

always keeping your goal in mind
and within reach.”

Kahnawà:ke Welcome Center

T�urisme

Kahnawà:ke
T�urism

The
Tourism
Development
Welcome Centre project was
an initiative that began in April
2013 following a brainstorming
session
with
the
Kateri
Tekakwitha Working Committee,
representatives from the Mohawk
Council of Kahnawà:ke, and
Tewatohnhi’saktha as well as
other community members. The
objective was to gather ideas
regarding the development of
a “new shrine” to honor, Saint
Kateri Tekakwitha.
From this workshop, came the
plan to champion the initiatives
of all tourism activities in the
community with the initial focus
being Saint Kateri Tekakwitha.
There is a long history of
promoting tourism in Kahnawà:ke
and most recently there has been
a renewed interest due to Kateri’s
canonization in 2012.
In 2012, a tourism feasibility
study was conducted that
concluded that there is significant
growth potential for tourism in
Kahnawà:ke based on its close

proximity to Montreal. Hence
came the idea to create a hub,
the Tourism Welcome Centre,
in which to provide support to
community members who wish
to take advantage of the tourism
potential of Kahnawà:ke.
In 2013, the former Kateri Center
building came up for sale, which
in turn became an ideal location
to have a welcome center
based on its proximity to the
church; Tewatohnhi’saktha then
purchased and renovated the
building. A Tourism Development
Agent was hired in December
2013; Kimberly Cross now leads
the tourism development initiative
for the community.
The goals of the Tourism
Development Agent is to oversee
a multi-year tourism strategy,
increase and elaborate on
Kahnawà:ke’s tourism product/
service offering, assist in further
enriching the product/service
offering at the Shrine of Saint
Kateri and to form relationships
with regional, provincial and

national tourism associations.
The mission of the Welcome
Centre and its administrators
is to assume leadership of the
collective effort to promote and
position Kahnawà:ke as a key
destination for religious, cultural
and leisure tourism.

After

Before
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The benefit of fostering tourism in
Kahnawà:ke is the preservation
and promotion of culture and
traditions and an increase in the
pride and spirit of our heritage
that we can share with our
visitors.

Mohawk Internet Technologies
BALANCE SHEET
(in thousands of dollars)
AS AT MARCH 31 (In Canadian Dollars)							

2014

2013

ASSETS
Current
Cash											
$
Accounts receivable (Note 2)									
Prepaid expenses and deposits									
												

467
$
75		
180		
722		

558
40
263
861

Prepaid rent 											
Capital assets (Note 3)									
Intangible asset (Note 4)										
												
											
$

59		
5,741
628		
6,428
7,150 $

117
7,876
942
8,935
9,796

LIABILITIES AND EQUITY Current
Accounts payable and accrued liabilities							
$
Current portion of loans payable (Note 5)								
												

691
1,490
2,181

Loans payable (Note 5)										
												

3,269
5,450

Equity 												
											
$

1,700
7,150

$

584
1,608
2,192
4,704
6,896
2,900
9,796

$

STATEMENT OF EQUITY (in thousands of dollars)
FOR THE YEAR ENDED MARCH 31 (in Canadian dollars)						
Equity, beginning of year									
Net loss for the year									
Equity, end of year									

$

2014

$

2,900
(1,200)
1,700

FOR THE YEAR ENDED MARCH 31 (in Canadian dollars)						

2014

Revenue										
$
Cost of revenue											
Gross Profit											

6,017
3,242
2,775

Expenses
Selling, marketing and administration								
Amortization											
												

1,108
2,867
3,975

Net loss											

(1,200)

2013
$

4,080
(1,180)
2,900

STATEMENT OF OPERATIONS (in thousands of dollars)
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$

2013
$

6,225
3,402
2,823

1,075
2,928
4,003
$

(1,180)
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