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Economic Development Corporations 

• EDCs are the economic and business  
development arm of a First Nations, Métis or 
Inuit governments, and are a major economic 
driver in Aboriginal communities. 

• These community-owned businesses invest in, 
own and/or manage subsidiary businesses with 
the goal of benefiting the Aboriginal citizens that 
they represent. 



Economic Development Corporations 

• From a legal perspective, EDC’s if structured 
effectively can allow a First Nation to create a 
separate legal entity that can respond to business 
opportunities on behalf of the First Nation (its 
shareholder) within the necessary time required.     

• From a business perspective, EDC’s can increase 
the competitiveness of a First Nation, make a First 
Nation more attractive to partners and lead to 
long term prosperity for Aboriginal communities. 



What is the basic structure of an EDC?

First Nation CnC

Economic Dev. 
Corp.

Operating 
Company #1 

Operating 
Company #2

Operating 
Company #3

Operating 
Company #4

• Need to review by-laws 
and understand limits 
of authority and 
decision making

• Need to know if your 
corporation is governed 
by a shareholder 
declaration  

• There is often a  
tension/power play 
that can develop 
between EDC and Chief 
and Council Admin –
key is for both parties 
to know “chain of 
command” and review 
on a yearly basis to 
ensure the process is in 
line with objectives 



Case Studies: Missed Opportunities

• Case Study LPR Energy Procurement:  Ontario Integrated 
Electricity System Operator (IESO) launched a competitive RFP 
for large (LRP) wind/solar/hydro (2014/2015) – RFP Sept 1, 2015

• Procurement Program provided incentives for Proponents to 
partner with Aboriginal groups. 

• Financial analysis revealed that bids with Aboriginal Groups as 
50.1% partners were likely to have the greatest financial returns 
over projects where Aboriginal Groups were 10% or 0%

• 42 proponents were qualified bidders (Nov 2014)

• 119 Bids were submitted on September 1st, 2015 for 565MW



2 Case Studies: Missed Opportunities

• We assisted with 10 partnerships for the LRP and here is a 
summary of the time that was alloted for partnerships: 

• 8 weeks:  1 project had 5 First Nation partners interested and in 
the end only 2 became partners 

• 4-6 weeks: 7 partnerships were finalized in less than 3 weeks

• 9 months: 1 partnership commenced in Jan got shelved during 
the election and finalized within 1 week just before Sept 1st

• 2 weeks: 1 partnership the parties did not get along and time was 
too short to get to common ground 

• First Nations need to be ready to respond within very short time 
periods. 



2 Case Studies: Missed Opportunities

• Case Study Ontario 2015 Feed in Tariff Program:  The Integrated 
Electricity System Operator (IESO) announced that 241MW of 
small Fit (greater than 10kw and less than 500Kw) would be open 
for bidding from Oct 5th to Oct 23rd. 

• All proponents planned to bid on first day/first week.

• One proponent had an existing First Nation partner that decided 
they did not want to participate. They notified the proponent one 
week before the bid date. 

• Proponent reached out to a contact and contact called the 
economic development officer for a First Nation



2 Case Studies: Missed Opportunities

• New Chief and Council just elected one week before

• Chief not briefed about economic development corporation past 
practices

• No time to provide briefing to Council yet there was no financial 
obligations in partnering 

• Take away is that corporation needs to analyze its approval 
processes and ensure they are responsive to the market



Pre-planning for Energy Opportunities

• Ontario has created key timelines that you can now 
plan around: 

– Every fall a small window for 150MW (or more) will open

– By January 2016, contracts for 565MW of projects in 
Ontario will be released – projects must hit commercial 
operation within 3 to 4yrs

– Submit bids for microFIT (less than 10kw) at any time

• In Ontario, there are 60 Aboriginal Groups partnered on 500 
projects – what about the other 73?



Pre-planning for Energy Opportunities

Pre-planning must include: 

• Review and assess corporate structure – what is working and 
what isnt?  

• Ensure Chief and Council has a briefing on corporate 
structure as soon as practicable once elected

• Ensure Chief and Council is aware of timelines for 
partnerships

– Large Renewable Procurement -June/July/August 2016 

– Every fall  - Oct 2016/2017



Review of Canadian Offset Program 



Review of Canadian Offset Programs 

• What is an Offset? 

• When the Canadian government purchases goods, 
services or technology from a contractor, it requires 
the same amount as the value of the contract to be 
invested back into Canadian industry over a pre-
determined period of time.

• Usually defence-related contracts, but other key 
players as well.



Administration and Key Players

• Offsets are administered by Industry Canada 
through the Industrial Regional or 
Technological Benefits programs (the IRB/ITB).

• There are other key players (Public Works & 
Government Services Canada, Department of 
National Defence). 



Regional/Technological Benefits

• Successful bidder on federal defence contract must place 
business activities with Canadian industry equivalent to 
100% of the value of the contract which has been awarded 
to them.

• Encourage small- and medium-sized enterprises (“SME”) 
and regional participation.

• Currently 40 defence contractors meeting their Industrial 
and Regional Benefits obligations on 72 different 
procurement contracts.



IRB Policy Objectives

• The Objectives of the IRB Policy:

– Develop suppliers and enhance Canadian capacity.

– Encourage the regional distribution of 
opportunities.

– Promote small- and medium-sized enterprises.

– Foster the development and export of advanced 
technologies in government-determined priority 
areas.



ITB Policy Objectives

• The Objectives of the ITB Policy:

– Support the long-term sustainability and growth 
of Canada’s defence sector;

– Support growth of prime contractors as well as 
suppliers in Canada, including SMEs;

– Enhance innovation through research and 
technological development in Canada; and 

– Increase the export potential of Canadian-based 
firms.



Industrial and Technological Benefits 

 The ITB approach: in addition to being evaluated 
on price and technical merit, bidders will now also 
be evaluated on the strength of their Value 
Proposition (VP), which represents the bidder’s 
commitment to Canadian economic development.

 Where bidders score closely in price and technical 
merit, considerations around economic benefits/ 
proposition may become a key differentiator.

 VPs typically account for 10% of an overall score.



ITBs in Action

• As part of their proposals bidders must submit 
regional plans to ensure efforts are made to balance 
benefits across Canada, and involve SMEs.

• Generally, 15% of ITB obligations (i.e. 15% of the 
100% contract value) must involve SMEs.

• To incentivize bidders to work with SMEs, additional 
points may be awarded for work involving SME 
suppliers.



Upcoming Procurement Opportunities 

• Canada’s armed forces expects to renew and 
contract new fleets including several large-
scale procurements:

– The Canadian Surface Combatant Program as part 
of the National Shipbuilding Procurement Strategy

– The Fixed-Wing Search and Rescue Program

– Logistics Vehicle Modernization Program



Moving Forward

1. Become aware of opportunities.

2. Meet with key defence contractors.

3. Meet with new key federal and provincial 
government players.

4. Meet with PWGSC to make recommendations on 
what should be in offset component of proposal 
before it is issued,  and how it should be valued 

• Make suggestions which will promote the interests and 

development of aboriginal communities across Canada.  



Thank You! 
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