Standing Committee on Oversight of
Government Operations and Public
Accounts Review of the 2013-14 and
2014-15 Annual Reports and 2015-16
Business Plan of the Nunavut Business
Credit Corporation
Iqaluit, Nunavut
September 25, 2015
Members Present:
Tony Akoak
Pat Angnakak
Joe Enook
George Hickes, Chair
David Joanasie
Pauloosie Keyootak
Steve Mapsalak
Simeon Mikkungwak
Allan Rumbolt
Alexander Sammurtok
Tom Sammurtok
Joe Savikataaq

ᓇᐅᑦᑎᖅᓱᕐᓂᕐᒧᑦ ᒐᕙᒪᒃᑯᑦ ᐊᐅᓚᑕᖏᓐᓂᑦ
ᑮᓇᐅᔭᖅᑐᕈᑎᒥᓂᕐᓂᓪᓗ ᑲᑎᒪᔨᕋᓛᑦ
ᕿᒥᕐᕈᓂᖏᑦ 2013-14-ᒥ ᐊᒻᒪᓗ 2014-15-ᒥ
ᐊᕐᕌᒍᑕᒫᖅᓯᐅᑎᑦ ᐅᓂᒃᑳᖏᓐᓂᒃ ᐊᒻᒪᓗ 2015-16ᒥ ᑮᓇᐅᔭᖅᑐᕈᑎᓄᑦ ᐸᕐᓇᐅᑎᖏᓐᓂᒃ ᓄᓇᕗᒥ
ᓇᒻᒥᓂᖃᖅᑐᓄᑦ ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴᖓᑦ
ᐃᖃᓗᐃᑦ, ᓄᓇᕗᑦ
ᓯᑎᐱᕆ 25, 2015

ᒪᓕᒐᓕᐅᖅᑏᑦ ᐅᐸᒃᑐᑦ:
ᑑᓂ ᐋᖁᐊᖅ
ᐹᑦ ᐊᕐᓇᒃᑲᖅ
ᔫ ᐃᓄᒃ
ᔪᐊᔾ ᕼᐃᒃᔅ, ᐃᒃᓯᕙᐅᑕᖅ
ᑕᐃᕕᑦ ᔪᐊᓇᓯ
ᐸᐅᓗᓯ ᕿᔪᒃᑖᖅ
ᓯᑏᕝ ᒪᑉᓴᓚᒃ
ᓯᒥᐅᓐ ᒥᑭᓐᖑᐊᖅ
ᐋᓚᓐ ᕋᒻᐴᑦ
ᐋᓕᒃᓵᓐᑐ ᓴᒻᒧᖅᑐᖅ
ᑖᒻ ᓴᒻᒧᖅᑐᖅ
ᔫ ᓴᕕᑲᑖᖅ

Staff Members:
Alex Baldwin
Nancy Tupik

ᐃᖅᑲᓇᐃᔭᖅᑏᑦ:
ᐋᓕᒃᔅ ᐹᓪᑐᐃᓐ
ᓈᓐᓯ ᑐᐱᖅ

Interpreters:
Morgan Arnakallak
Andrew Dialla
Mary Nashook
Philip Paneak
Blandina Tulugarjuk

ᑐᓵᔩᑦ:
ᒧᐊᒐᓐ ᐊᕐᓇᑲᓪᓚᒃ
ᐋᓐᑐᓘ ᑎᐊᓚ
ᒥᐊᓕ ᓇᓱᒃ
ᕕᓕᑉ ᐸᓂᐊᖅ
ᐸᓚᓐᑏᓇ ᑐᓗᒑᕐᔪᒃ

Witnesses:
Angela Barkhouse-McPherson, Senior
Advisor, Business Services
Nancy Karetak-Lindell, Acting Chair,
Nunavut Business Credit Corporation
Sherri Rowe, Chief Executive Officer,
Nunavut Business Credit Corporation

ᐊᐱᖅᓱᖅᑕᐅᔪᑦ:
ᐋᓐᔨᓚ ᐹᒃᕼᐊᐅᔅ-ᒪᒃᕕᐅᓴᓐ, ᐅᖃᐅᔾᔪᐃᔨᒻᒪᕆᒃ,
ᓇᒻᒥᓂᖃᖅᑐᓄᑦ ᐱᔨᑦᑎᕈᑏᑦ
ᓈᓐᓯ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ, ᐃᒃᓯᕙᐅᑕᐅᑲᐃᓐᓇᖅᑐᖅ,
ᓄᓇᕗᒥ ᓇᒻᒥᓂᖃᖅᑐᓄᑦ ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴᓐ
ᓯᐊᕆ ᐅᕉ, ᐊᐅᓚᓂᕐᒧᑦ ᐊᖓᔪᖅᑳᖅ, ᓄᓇᕗᒥ
ᓇᒻᒥᓂᖃᖅᑐᓄᑦ ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴᓐ

>>Committee commenced at 10:52

>>ᑲᑎᒪᓯᒋᐊᖅᑐᑦ 10:52-ᒥ

Chairman (Mr. Hickes): Good morning,

ᐃᒃᓯᕙᐅᑕᖅ (ᕼᐃᒃᔅ)(ᑐᓵᔨᑎᒍᑦ): ᐅᓪᓛᒃᑯᑦ
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everybody. We just had some technical
difficulties before we got started. Sorry
for the delay. I would like to welcome the
witnesses from the Nunavut Business
Credit Corporation. We will be
considering the 2013-14 and 2014-15
annual reports and 2015-16 business plan
of the Nunavut Business Credit
Corporation. I would like to welcome
Ms. Karetak-Lindell to provide her
opening comments.
Ms. Karetak-Lindell (interpretation):
Thank you. Thank you, Mr. Chairman. I
am pleased to appear before the Standing
Committee today and provide the
Members with information on the
Nunavut Business Credit Corporation’s
recent results and its priorities for the
2015-16 fiscal year.

ᑭᒃᑯᓕᒫᑦ. ᐊᑲᐅᓐᖏᓕᐅᕈᑎᖃᕋᑖᕋᑦᑕ ᒪᒥᐊᑉᐳᒍᑦ.
ᑐᓐᖓᓱᒃᑎᑦᑐᒪᓪᓗᒍ ᑖᒃᑯᐊ ᐅᖃᕆᐊᖅᑐᖅᓯᒪᔪᑦ
ᓄᓇᕘᒻᒥ ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴ.
2013−2014 ᐊᒻᒪ 2014-15 ᐅᓂᒃᑳᖏᑦ
ᐊᕐᕌᒍᑕᒫᖅᓯᐅᑎᒧᑦ ᐊᒻᒪ 2015-16 ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ
ᐸᕐᓇᐅᑎᖓ ᐅᖃᐅᓯᕆᓂᐊᖅᑕᕗᑦ. ᒥᔅ ᖃᕆᑕᖅᓕᓐᑎᐅᓪ ᑐᓐᖓᓱᖁᕙᕋ ᒪᑐᐃᖅᓯᒍᑎᓂᑦ
ᐅᖃᐅᓯᖃᕐᓗᓂ.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ: ᒪ’ᓇᐅᔪᑎᑦ. ᐃᒃᓯᕙᐅᑖᖅ, ᒪ’ᓇ.
ᖁᕕᐊᓱᒃᑐᖓ ᑕᕝᕙᓃᒍᓐᓇᕋᒪ ᐅᓪᓗᒥ ᑖᒃᑯᐊ ᑲᑎᒪᔩᑦ
ᑲᑎᒪᔨᐅᑎᓪᓗᒋᑦ, ᐊᒻᒪ ᖃᐅᔨᕼᐅᐊᖅᑕᑦᑎᓐᓂᒃ
ᐅᖃᐅᓯᖃᕐᓂᓗᖕᓂᐊᖅᑐᖓ ᐊᒃᓱᕉᑎᒋᓯᒪᔭᑉᑎᓐᓂᒃ, ᐊᒻᒪ
ᖃᓄᖅ ᓯᕗᒧᑦ ᐊᐅᓪᓛᕐᓇᓱᖕᒪᖔᑦᑕ ᑕᕝᕙᓂ
ᑲᑎᒪᕕᐅᒋᔭᕋᓂ.

I am the vice-chair at this time. Greg
Cayen could not make it here today. He
is away at this time. I am the acting chair
in his absence for the Nunavut Business
Credit Corporation.

ᒫᓐᓇ ᑐᓪᓕᕆᔭᐅᔪᖓ ᐃᒃᓯᕙᐅᑕᕐᒧᑦ, ᑕᐃᓐᓇ ᒍᕋᒡ
ᑲᐃᐊᓐ ᑕᕝᕙᓃᓐᓂᖅ ᐊᔪᕐᒪᑦ ᐊᒻᒪ ᓄᖅᑲᖓᓪᓗᓂ ᒫᓐᓇ.
ᐃᒻᓂᐊᓂ ᐃᒃᓯᕙᐅᑕᐅᓚᐅᑲᒃᑐᖓ ᑕᕝᕙᓂ ᓄᓇᕗᑦᒥ
ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴᖓᓂᑦ.

(interpretation ends) Thank you so much,
Mr. Chairman. I am very pleased to
appear before you. As you mentioned,
I’m representing the Nunavut Business
Credit Corporation. I am acting chair at
the moment. Greg Cayen sends his
regrets. He’s on medical leave at the
moment. I’m acting chair for NBCC at
this time.

(ᑐᓵᔨᑎᒍᑦ) ᖁᔭᓐᓇᒦᓪᓛᓗᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐊᓕᐊᓇᐃᒍᓱᑦᑎᐊᖅᐳᖓ ᑕᕝᕙᓃᑦᑐᓐᓇᕋᒪ.
ᐅᖃᖅᑲᐅᒐᕕᑦ ᑭᒡᒐᖅᑐᐃᒐᒪ ᓄᓇᕗᒻᒥ
ᑮᓇᐅᔭᖃᕐᕕᒃᑯᖏᓐᓂᑦ, ᐃᒃᓯᕙᐅᑕᐅᓚᐅᑲᒃᑐᖓ ᑖᓐᓇ
ᒍᕋᒡ ᐊᐃᑦᑖᖑᒐᓗᐊᖅ ᐅᐸᒍᓐᓇᖏᒻᒪᒡᒎᖅ, ᖃᓂᒪᓂᕐᒧᑦ
ᓄᖅᑲᖔᕐᒪᑦ. ᑕᐃᒪᐃᒻᒪᑦ ᐃᒃᓯᕙᐅᑕᐅᓚᐅᑲᒃᑐᖓ
ᑖᒃᑯᓄᖓ.

This is our first such appearance before
the Standing Committee, so I would like
to take a moment to provide Members
with some background on the corporation
and the great strides it has made over the
past several years.
Following my opening comments, I will
be pleased to answer questions posed by

ᓯᕗᓪᓕᖅᐹᕆᒐᑦᑎᒃᑯᑦ ᑖᓐᓇ ᑲᑎᒪᔩᑦ ᓵᖓᓄᐊᖅᖢᑕ,
ᑕᐃᒪᐃᒻᒪᑦ ᑐᓴᖅᑎᑦᑐᒪᓪᓗᒋᑦ ᑲᑎᒪᔩᑦ ᖃᓄᖅ
ᐃᓱᒪᖕᒪᖔᑕ ᑖᒃᑯᐊ ᑯᐊᐳᕇᓴᒃᑯᑦ ᐊᒻᒪᓗ
ᓯᕗᒧᐊᒃᑎᐊᖅᓯᒪᓂᐊᓗᐊ ᐊᕐᕌᒍ ᖃᔅᓯᑦ ᕿᒪᒃᑕᑦᑎᓐᓂ.

ᑖᒃᑯᐊ ᐅᓂᒃᑳᕇᕈᒪ ᑭᐅᔪᓐᓇᕐᓂᐊᖅᑐᖓ
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Committee Members. With me today is
Sherri Rowe, Chief Executive Officer of
NBCC, to my right, and she will be able
to answer some of the more detailed
questions. To my left is Angela
Barkhouse-McPherson and she is here
with more information. Hopefully, we
will be able to answer all the questions
that you have for us today.
Historical Perspective
(interpretation) I will be talking about
what we have been doing up to today. I
have been a board member for maybe
three years now, but before I became a
member, NBCC had gone through hard
times within the office and operations
weren’t going very smoothly. They did
have an office in Cape Dorset, not Iqaluit.
The Auditor General of Canada was
unable to conduct an audit and issued
what is termed a “denial of opinion” on
the corporation’s financial statements.
This was the first time the Government of
Nunavut or any of its territorial
corporations faced this outcome. As well,
the corporation also faced certain
allegations of criminal activities.
(interpretation ends) A lot of work was
required to restore NBCC to its current
state, and this had to be done while still
fulfilling the mandate of meeting the
financing needs of Nunavummiut seeking
to establish or grow northern-based
businesses. An action plan was put into
place and regular updates against the
action plan were provided.
While this is its first appearance before
Standing Committee since 2008, it is
important to emphasize that NBCC and
its senior management are subject to
significant ongoing scrutiny by both the
Government of Nunavut’s central

ᑲᑎᔨᓄᑦ. ᐅᓪᓗᒥᐅᔪᖅ ᓯᐊᕆ ᐅᕉ ᐊᐅᓚᑦᑎᔨᓪᓗᐊᑕᖓ
ᑖᔅᓱᒪ ᑎᒥᐅᔫᑉ, ᐊᒻᒪᓗ ᑭᐅᔪᓐᓇᕐᓂᐊᕆᓪᓗᓂ
ᓇᓗᓇᐃᖅᓯᒪᓂᖅᓴᓂᑦ ᐊᐱᖅᑯᑎᒃᓴᓂᑦ. ᑕᓪᓕᖅᐱᓐᓂᑦ
ᐋᓐᔨᓚ ᒥᒃᕘᓴᓐ. ᑕᕝᕙᓃᒃᑭᓪᓗᓂ ᑐᓴᒐᒃᓴᒃᑲᓐᓂᒡᒋᖅᑐᓂ
ᑭᐅᔪᓐᓇᕐᓂᐊᖅᐳᒍᖅᑲᐃ ᐊᑕᖏᓕᒫᕐᓗᒍ ᐅᓪᓗᒥ
ᐊᐱᖅᑯᑎᒋᔭᔅᓯᓐᓄᑦ.

ᐱᓕᕆᐊᖑᖃᑦᑕᖅᓯᒪᔪᑦ ᑕᐅᑐᒃᑕᐅᔪᑦ
(ᑐᓵᔨᑎᒎᕈᓐᓃᖅᑐᖅ) ᑖᓐᓇ ᐅᖃᐅᓯᕆᒻᒫᕐᓂᐊᖅᑕᕋ
ᐅᓪᓗᒥᒧᑦ ᑎᑭᕝᕕᒋᓯᒪᔭᕗᑦ ᓄᓇᕗᒻᒧ ᑮᓇᐅᔭᒃᑯᕕᒃ
ᓇᒻᒥᓂᖃᖅᑐᓄᑦ ᑯᐊᐳᕇᓴᒃᑯᑦ
ᑲᑎᒪᔨᐅᓕᖅᑭᓐᓇᓕᓐᖏᑦᑐᖓᐅᒐᓗᐊᖅ ᐃᒻᒪᖃ
ᐱᖓᓱᓂᑦ ᐅᑭᐅᓂᑦ. ᑭᓯᐊᓂ ᑲᑎᒪᔨᐅᖅᑳᖅᑎᓐᓇᖓ
ᑖᓐᓇ ᓄᓇᕗᒻᒥ ᓇᒻᒥᓂᖃᖅᑐᓄᑦ ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴ
ᐊᒃᓱᕈᕐᓇᖅᑐᒃᑰᓚᐅᖅᓯᒪᖕᒪᑦ. ᑎᑎᕋᕐᕕᐅᑉ ᐃᓗᐊᓂᓗ
ᐊᐅᓪᓛᑦᑎᐊᓚᐅᓐᖏᑦᑐᓂᒃ, ᑕᐃᑲᓂᓗ ᑭᓐᖓᕐᓂ
ᑎᑎᕋᕐᕕᖃᓚᐅᖅᓯᒪᖕᒪᑕ ᐃᖃᓗᓐᓃᖏᖦᖢᓂ.
ᑖᒃᑯᐊ ᖃᐅᔨᓴᖅᑎᐅᓱᖅᑐᑦ ᑲᓇᑕᒥ
ᑕᒻᒪᖅᓯᒪᔪᖅᓯᐅᖅᑎᕐᔪᐊᖑᔪᑦ ᖃᐅᔨᓴᑦᑎᐊᕐᓂᕐᒥᑦ
ᐊᔪᓚᐅᖅᓯᒪᖕᒪᑕ ᐊᒻᒪ ᑐᓂᓯᓂᖅ ᐊᔪᖅᖢᑎᒃ. ᖃᓄᖅ
ᐃᓱᒪᒋᔭᖃᕐᒪᖔᑕ ᑮᓇᐅᔭᓂᒃ ᐊᑐᕐᓂᑰᔪᓂᑦ. ᑖᓐᓇ
ᓯᕗᓪᓕᖅᐹᕆᔭᐅᓚᐅᖅᓯᒪᖕᒪᑦ ᓄᓇᕗᑦ ᒐᕙᒪᒃᑯᖏᑦ
ᐅᕝᕙᓘᓐᓃᑦ ᓄᓇᕗᑦ ᒐᕙᒃᑯᑦ ᐊᐅᓚᑎᑕᖏᑦ
ᑕᐃᒪᓐᓇᐃᑦᑐᒃᑰᖅᓯᒪᓚᐅᖅᓯᒪᓚᐅᓐᖏᒻᒪᑕ ᐊᒻᒪ ᑖᓐᓇ
ᐅᖃᐅᓯᕆᔭᕗᑦ ᓄᓇᕗᒻᒥ ᓇᒻᒥᓂᖃᖅᑐᓄᑦ ᑮᓇᐅᔭᒃᑯᕕᒃ
ᑯᐊᐳᕇᓴ ᐃᖅᑲᖅᑐᐃᔨᑎᒍᑦ ᐱᔭᐅᓂᐊᕆᐊᒃᓴᖏᓐᓂᒃ
ᐃᓱᒪᒋᔭᐅᓚᐅᖅᓯᒪᓪᓗᓂᑦᑕᐅᖅ.
(ᑐᓵᔨᑎᒍᑦ) ᐱᓕᕆᕈᓘᔭᕆᐊᖃᓚᐅᖅᓯᒪᒐᑦᑕ ᑖᒃᑯᐊ
ᓄᓇᕗᒻᒥ ᓇᒻᒥᓂᖃᖅᑐᓄᑦ ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴ
ᒫᓐᓇᒧᑦ ᑎᑭᑦᑐᓐᓇᖅᓯᖁᓪᓗᒍ, ᐊᒻᒪᓗ ᑖᒃᑯᐊ
ᐱᓕᕆᔭᐅᓚᐅᖅᓯᒪᔪᑦ. ᑖᒃᑯᐊ ᑎᓕᔭᐅᓂᕐᒥᓂᒃ
ᒪᓖᓐᓇᕋᓱᒃᖢᑎᒃ. ᐸᕐᓇᐅᑎᓕᐅᓚᐅᖅᓯᒪᔪᑦ ᐊᒻᒪ
ᓄᑖᕈᕆᐊᖅᑕᐅᕙᑦᑐᓂ ᑖᓐᓇ.

ᑖᓐᓇ ᓯᕗᓪᓕᖅᐹᒥ ᓴᖅᑭᕋᑦᑕ 2008-ᒥᑦ
ᐊᒃᓱᕉᑕᐅᖁᓪᓗᒍ ᑖᓐᓇ ᓄᓇᕗᒻᒥ ᓇᒻᒥᓂᖃᖅᑐᓄᑦ
ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴ ᐊᐅᓚᑦᑎᔨᖏᓪᓗ,
ᑲᔪᓰᓐᓇᖅᑐᒃᑯᑦ ᕿᒥᕐᕈᔭᐅᖏᓐᓇᕐᒪᑕ ᓄᓇᕗᑦ
ᒐᕙᒪᒃᑯᖏᓐᓂᑦ
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agencies and the Auditor General of
Canada.

ᐊᒻᒪ ᑲᓇᑕᒥ ᑕᒻᒪᖅᓯᒪᔪᖅᓯᐅᖅᑎᒧᑦ.

In addition, for several years after 2007,
NBCC operated under two directives
issued by the Minister of Finance with
respect to the corporation’s financial
management and administration.

ᖄᒃᑲᓐᓂᐊᒍᑦ, ᖃᑦᑎᑲᓪᓚᓄᑦ ᐊᕐᕌᒍᓄᑦ 2007-ᒥᑦ ᑖᓐᓇ
ᑎᒥ ᐊᐅᓚᑕᐅᓚᐅᖅᓯᒪᒻᒪᑦ ᒪᕐᕉᓐᓄᒃ ᑎᓕᐅᕈᑕᐅᔪᓂᒃ
ᑮᓇᐅᔭᓕᕆᔨᒃᑯᑦ ᒥᓂᔅᑕᖓᓐᓄᑦ, ᒪᓕᓪᓗᒍ ᑖᒃᑯᐊ
ᑮᓇᐅᔭᐃᑦ ᐊᐅᓚᑕᐅᓂᖏᓐᓂᑦ, ᐊᐅᓚᑕᐅᓂᖏᓐᓂᓪᓗ.

Achievements
I would like to speak a bit about the
achievements we have been able to
achieve. I have provided this historical
context to highlight how far NBCC has
progressed and how much has been
achieved since those earlier years,
beginning with the Auditor General’s
denial of opinion on the 2005-06
financial statements. Today, NBCC has
emerged a much stronger organization.
Here are some of the highlights on this
progress:

ᐊᓂᒍᖅᑕᖏᑦ
ᐅᖃᐅᓯᕆᐊᕐᔪᒍᒪᓪᓗᒋᑦ ᑖᒃᑯᐊ ᑖᔅᓱᒪ ᑎᒥᐅᑉ
ᐱᔪᓐᓇᖅᓯᒪᔭᖏᑦ ᕿᒪᒃᑕᑦᑎᓐᓂ ᓇᓗᓇᐃᖁᓪᓗᒍ
ᖃᓄᑎᒋ ᑖᓐᓇ ᑎᒥ ᓯᕗᒧᐊᖅᓯᒪᓕᕐᒪᖔᖅ.
ᐱᒋᐊᕈᑎᖃᖅᑐᓂ ᑕᐃᓐᓇ ᑕᒻᒪᖅᓯᒪᔪᖅᓯᐅᖅᑎᕐᔪᐊᖅ
ᐋᒑᓚᐅᖅᓯᒪᓂᖓ 2005-06 ᑮᓇᐅᔭᑦ ᐅᓂᒃᑳᖏᓐᓄᑦ.
ᒫᓐᓇᐅᔪᖅ ᑖᓐᓇ ᑎᒥᐅᔪᖅ ᓴᓐᖏᓂᖅᓴᐅᓪᓗᓂ
ᑎᒥᐅᓕᖅᑐᖅ. ᐅᑯᐊ ᑕᕝᕙ ᐱᓕᕆᓯᒪᔭᕗᑦ:



NBCC achieved a positive audit
opinion with respect to its 2009-2010
fiscal year, with one reservation
related to the timeliness of its
reporting within statutory
requirements;



ᑖᓐᓇ ᑎᒥ ᑮᓇᐅᔭᑦ ᐅᓂᒃᑳᖏᑦ
ᑕᑯᓇᑦᑕᐅᓚᐅᖅᑎᓪᓗᒋᑦ ᐱᐅᓂᕋᖅᑕᐅᓚᐅᖅᓯᒪᕗᖅ
2009-2010 ᑮᓇᐅᔭᑦ ᐊᕐᕌᒍᖓᓐᓂᑦ, ᐊᑕᐅᓯᖅ
ᐊᑦᑐᐊᓪᓗᓂ ᐅᓂᒃᑳᕆᐊᖃᖃᑦᑕᕐᓂᖏᓐᓄᑦ;



The corporation subsequently
received a fully unqualified audit
opinion with respect to its 2010-11
fiscal year, having achieved its
reporting within its statutory
reporting deadline. The corporation
has continued to do so ever since;



ᑖᓐᓇ ᑎᒥ ᑮᓇᐅᔭᑦ ᐅᓂᒃᑳᖅᑕᐅᓚᐅᖅᑎᓪᓗᒋᑦ
2010-11 ᑲᔪᓯᑦᑎᐊᕐᓂᕋᖅᑕᐅᓚᐅᖅᓯᒪᕗᑦ, ᐊᒻᒪ
ᐅᓂᒃᑳᕆᐊᖃᖃᑦᑕᖅᑕᒥᓐᓂ
ᐅᓂᒃᑳᑦᑎᐊᖅᓯᒪᓪᓗᑎᑦ. ᑖᓐᓇ ᑎᒥ
ᑕᐃᒪᐃᓕᐅᓐᖏᓐᓇᖅᓯᒪᓕᖅᑐᖅ;



With respect to its 2014-15 financial
reporting, it further increased the
timeliness of its reporting, exceeding
any previous record set by NBCC or
any of Nunavut’s other territorial
corporations;



ᒪᓕᑦᑐᒋᑦ 2014-15 ᑮᓇᐅᔭᓂᑦ ᐅᓂᒃᑳᕐᓂᕐᒧᑦ
ᐋᖅᑭᒋᐊᒃᑲᓐᓂᓚᐅᕐᒥᔭᖏᑦ ᕿᓚᒻᒥᐅᓂᖅᓴᒃᑯᑦ
ᐅᓂᒃᑳᖃᑦᑕᕐᓂᖓ. ᕿᒪᒃᑕᑦᑎᓐᓂ
ᐅᓂᒃᑳᖃᑦᑕᕐᓂᖅᓴᐅᓕᖅᑐᑎᒃ, ᐊᒻᒪᓗ ᓄᓇᕗᑦ
ᐊᓯᖏᓐᓂᑦ ᑎᒥᐅᔪᓂᑦ
ᐅᓂᒃᑳᖃᑦᑕᕐᓂᖅᓴᐅᓕᖅᑐᑎᒃ;
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The corporation met all the
requirements of the ministerial
directives issued by the Minister of
Finance and both have been
rescinded;
NBCC’s loan portfolio has increased
from $12 million in 2009-2010 to
almost $25 million in 2014-15. In
2013-14, the corporation received
approval to increase its lending
activities to $40 million in
recognition of its important role in
meeting the financing requirements of
northern-based businesses and its
mandate to foster employment
opportunities for Nunavummiut.

While NBCC’s board and staff are proud
of these achievements, they acknowledge
that the corporation has a significant
mandate to fulfill for the territory. We
look forward to outlining NBCC’s
priorities for the year ahead, as well as
reviewing our recent results. I would like
to address the latter first.
2014-15 Results
(interpretation) It is important to note that
NBCC generates the majority of its
revenue through the interest it earns from
its lending activities. In turn, it repays
interest on monies advanced by the GN
to service its loan portfolio. However,
each year, it is dependent on a
contribution from the GN to fund its core
operations.
The corporation’s ability to generate a
surplus each year is based on its ability to
apply sound lending practices and
manage risk. Such risk is inherently high
given that NBCC provides funding to
business enterprises which do not qualify
for financing from commercial banks.



ᑖᓐᓇ ᑯᐊᐳᕇᓴ ᑎᓕᐅᕈᑕᐅᔪᓕᒫᓂᑦ
ᒥᓂᔅᑕᒧᑦ ᒪᓕᒃᓯᒪᕗᑦ, ᑮᓇᐅᔭᓕᕆᔨᒃᑯᑦ
ᒥᓂᔅᑕᖓᓐᓄᑦ;



ᑎᒥᐅᔪᖅ ᑮᓇᐅᔭᖏᑦ ᐅᓄᖅᓯᒋᐊᓚᐅᖅᓯᒪᒻᒪᑕ
$12 ᒥᓕᐊᓐ 2009-2010, $25 ᒥᓕᐊᖑᓕᖅᑐᑎᑦ
2014-15ᒥᑦ. 2013-14ᒧᑦ ᑖᓐᓇ ᑎᒥᐅᔪᖅ
ᐊᖏᖅᑕᐅᓚᐅᖅᓯᒪᒻᒪᑕ ᐊᑐᖅᑐᐊᕈᓐᓇᖅᓯᒪᓪᓗᑎᑦ
$40 ᒥᓕᐊᓐ ᑐᑭᓯᔭᐅᒐᒥ ᐊᑑᑎᖃᑦᑎᐊᕐᓂᖓᓂᑦ
ᑖᒃᑯᓄᖓ ᑮᓇᐅᔭᑦ ᐊᑐᖅᑕᐅᔭᕆᐊᖃᖅᑕᖏᑦ
ᒪᓕᓪᓕᕋᒥᒋᑦ ᑖᒃᑯᓄᖓ ᐅᑭᐅᖅᑕᖅᑐᒥ
ᓇᒻᒥᓂᖃᖅᑑᔪᓄᑦ.

ᑖᒃᑯᐊ ᓄᓇᕗᒥ ᓇᒻᒥᓂᖃᖅᑐᓄᑦ ᑮᓇᐅᔭᒃᑯᕕᒃ
ᑯᐊᐳᕇᓴᒃᑯᑦ ᑲᑎᒪᔨᖏᑦ ᐊᒻᒪᓗ ᐃᖅᑲᓇᐃᔭᖅᑎᖏᑦ
ᐱᒃᑯᒍᓱᒃᑎᓪᓗᒋᑦ ᑕᒪᒃᑯᓂᖓ ᐊᓂᒍᖅᓯᒪᐅᖅᑕᕐᒥᓐᓂᒃ,
ᖁᔭᓕᕗᑦ ᑖᓐᓇ ᑯᐊᐳᕇᓴᐅᔪᖅ ᐊᑑᑎᖃᖅᑐᒃᑯᑦ
ᐱᓕᕆᐊᒃᓴᖃᕐᒪᑕ ᓄᓇᕗᒧᑦ. ᓂᕆᐅᑉᐳᒍᓪᓗ
ᓇᓗᓇᐃᖅᓯᔪᒪᓂᕐᒧᑦ ᓄᓇᕗᒥ ᓇᒻᒥᓂᖃᖅᑐᓄᑦ
ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴᒃᑯᑦ ᓯᕗᓪᓕᐅᑎᔪᒪᔭᖏᓐᓂᒃ
ᐊᕐᕌᒎᓂᐊᖅᑐᒧᑦ, ᐊᒻᒪᓗᑦᑕᐅᖅ ᐱᔭᕆᐊᖃᕐᓂᕐᒧᑦ
ᕿᒥᕐᕈᓂᕐᒧᑦ ᖃᓄᐃᔾᔪᑕᐅᓵᖅᑐᓂᒃ. ᐅᑯᐊ
ᐅᖃᐅᓯᕆᖅᑳᕈᒪᓪᓗᒋᑦ ᓯᕗᓪᓕᐅᓗᑎᒃ.
2014-15-ᒥ ᐱᓂᕕᓃᑦ
(ᑐᓵᔨᑎᒍᕈᓐᓃᖅᑐᖅ) ᖃᐅᔨᒪᖅᑰᕋᔅᓯ ᑖᒃᑯᐊ ᓄᓇᕗᒻᒥ
ᓇᒻᒥᓂᖃᖅᑐᓄᑦ ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴ ᑮᓇᐅᔭᖏᑦ
ᐱᔭᐅᖃᑦᑕᕐᒪᑕ ᑖᒃᑯᓇᓐᖓ ᐱᕈᖅᐸᓪᓕᐊᓂᖏᓐᓂᑦ
ᑖᒃᑯᓄᖓ ᐊᑐᖅᑐᐊᖅᑎᑕᐅᔪᓄᑦ ᑮᓇᐅᔭᓂᑦ. ᐅᕙᒍᑦ
ᐊᑭᓖᓕᖅᖢᑕ ᑖᒃᑯᐊ ᐊᑐᖅᑐᐊᕐᓂᕆᔭᕗᑦᑕᐅᖅ
ᒐᕙᒪᐅᔪᓂᑦ ᓄᓇᕗᑦᒥ ᖃᐃᑦᑎᔭᕌᖓᑕ
ᐊᑭᖃᖃᑦᑕᕐᒥᖕᒪᑕ ᑮᓇᐅᔭᑦ ᑖᒃᑯᐊ ᐊᑐᖅᑕᕗᑦ. ᐊᒻᒪ
ᐅᑭᐅᑕᒫᑦ ᐱᔭᕆᐊᖃᖅᐸᒃᖢᑕ ᑮᓇᐅᔭᓂᒃ ᑖᒃᑯᓇᓐᖓᑦ
ᒐᕙᒪᐅᔪᓂᑦ ᐊᐅᓪᓛᕐᓂᕆᔭᑦᑎᓐᓄᑦ ᐊᑐᕐᓂᐊᖅᑐᓄᑦ.
ᑖᓐᓇ ᑲᑎᒪᕕᐅᕕᒋᔭᕋ ᑯᐊᐳᕇᓴᐅᔪᖅ
ᐊᔪᓐᖏᑦᑑᓪᓗᐊᕌᖓᑕ ᑮᓇᐅᔭᓂᑦ ᐊᒥᐊᒃᑯᖃᖃᑦᑕᕐᒪᑕ
ᑭᓯᐊᓂ ᑖᒃᑯᐊ ᐊᔪᓐᖏᑦᑕᒐᕗᑦ ᐊᑐᑦᑎᐊᕌᖓᑕ
ᒪᓕᒋᐊᖃᖅᑐᓂᒃ ᐊᑐᖅᑐᐊᖅᑎᑦᑎᐊᕐᓗᑕ ᐊᒻᒪ
ᒥᐊᓂᕆᓗᒋᑦ ᑖᒃᑯᐊ ᐊᑐᖅᑕᐅᔪᑦ ᑮᓇᐅᔭᐃᑦ
ᐊᑐᖅᑐᐊᖅᑐᓄᑦ, ᖃᐅᔨᓴᑦᑎᐊᖏᓐᓇᖅᖢᑎᒍᓪᓗ. ᑖᒃᑯᐊ
ᖃᐅᔨᓴᓪᓚᕆᒋᐊᖃᕼᐅᐊᕐᒪᑕ ᐊᑐᖅᑐᐊᖅᑎᑕᕗᑦ
ᑮᓇᐅᔭᖅᑖᕐᓂᖅ ᐊᔪᔪᖕᒪᑕ ᑖᒃᑯᐊ ᑮᓇᐅᔭᒃᑯᕕᖕᓂ
ᐊᖏᖅᑕᐅᓂᖅ ᐊᔪᖃᑦᑕᕐᒪᑕ ᑕᒪᒃᑯᓄᖓ
ᑮᓇᐅᔭᒃᑯᕕᐅᔪᓄᑦ ᐊᒥᒐᓕᕐᒥᖕᒪᑕ
ᐊᑐᖅᑐᐊᕈᐊᖅᑎᓪᓗᒋᑦ ᑮᓇᐅᔭᓂᑦ. ᑕᐃᒪ ᐅᕙᒍᖔᖅ
ᐱᔭᕆᐊᖃᓕᖅᑕᕋᑦᑕ ᑖᓐᓇᓗ ᓄᓇᕗᒻᒥ ᓇᒻᒥᓂᖃᖅᑐᓄᑦ
ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴ ᐱᓕᕆᐊᕆᓪᓗᓂᐅᒃ.
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(interpretation ends) In addition to
enhancing the timeliness of its reporting,
the corporation achieved a modest
surplus of $138,000 for the 2014-15
fiscal year. This is a marked
improvement from the prior year’s
results, which were negatively impacted
by a doubtful loan in its portfolio.
This is the nature of NBCC’s operations,
and adjustments to the provisions for loan
losses are prudent and in keeping with
best practices and in compliance with
public sector accounting standards. Such
adjustments are also subject to review
annually by the Auditor General of
Canada and are in line with the
corporation’s established practices.
NBCC was also able to secure funding to
continue its outreach efforts across the
territory. The funding enabled NBCC to
visit all communities in the Qikiqtaaluk
region. This complements efforts which
began in 2012-13 and included visits to
the Kitikmeot and Kivalliq regions,
which resulted in heightened loan activity
in both subsequent years.
The corporation hopes to continue these
efforts to broaden its reach and fulfill its
mandate to be the “Lender of Northern
Opportunity” across the territory. In
addition, this outside funding provided
the opportunity to take the lead in
securing on-site training on best practices
for northern lending institutions.
2015-16 Business Plan
This brings us to the business plan and to
the corporation’s priorities for the current
fiscal year. NBCC’s mandate is directly
consistent with the objectives under
Sivumut Abluqta to encourage the
development of the territory’s mixed

(ᑐᓵᔨᑎᒍᑦ) ᑖᒃᑯᐊᑦᑕᐅᖅ ᖄᖓᒍᒃᑲᓐᓂᖅ
ᐅᓂᒃᑳᓕᕆᐊᒋᐊᖃᕐᓂᖏᑦ ᐱᐅᓯᕚᓪᓕᖅᑎᒋᐊᕋᓱᐊᖅᑐᒋᑦ
ᑕᕝᕙᓂ ᖄᖏᕐᓂᑯᓕᐅᓗᐊᑲᓪᓚᓚᐅᖅᑐᑦ $138,000
2014-15 ᑮᓇᐅᔭᓕᕆᔪᑏᑦ ᐊᕐᕌᒍᖓᓐᓂ. ᑖᓐᓇ
ᐱᐅᓂᖅᓴᓪᓗᐊᑲᓪᓚᒃ ᐊᕐᕌᓂ ᑕᑯᓚᐅᖅᑕᑎᓐᓂᑦ
ᐊᑐᖅᑐᐊᑲᒻᒪᒃᓯᒪᔪᖃᕐᓂᕐᖓᑦ.

ᑕᐃᒪᐃᓕᖓᕗᖅ ᑕᕝᕙ ᓄᓇᕗᒥ ᓇᒻᒥᓂᖃᖅᑐᓄᑦ
ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴᓐ ᐊᐅᓚᓂᕆᕙᑦᑕᖏᑦ
ᐋᖅᑭᒋᐊᕆᓂᕆᕙᑦᑕᖏᓪᓗ ᐊᑐᖅᑐᐊᖅᓯᒪᔪᐃᑦ
ᐊᑭᓖᒍᓐᓇᐃᓕᒐᐃᒻᒪᑕ ᑕᐃᒫᒃ ᒪᓕᑦᑕᐅᓲᓂᑦ ᐊᓯᖏᓐᓄᑦ
ᒪᓕᑦᑎᐊᕋᓱᓲᑦ ᒐᕙᒪᒃᑯᑦ ᑮᓇᐅᔭᓕᕆᔪᓯᖏᓐᓂᑦ
ᐋᖅᑭᒋᐊᕆᖃᑦᑕᖅᑐᑎᓪᓗ ᕿᒥᕐᕈᔭᐅᓚᐅᖅᑎᓪᓗᒋᑦ
ᑲᓇᑕᐅᑉ ᑕᒻᒪᖅᓯᒪᔪᖅᓯᐅᖅᑎᖓᓄᑦ.

ᑮᓇᐅᔭᓂᑦᑕᐅᖅ ᑖᒃᑯᐊ ᐱᒃᑲᓐᓂᕈᓐᓇᓚᐅᕐᒥᔪᒍᑦ ᓄᓇᕗᑦ
ᐊᓯᒃᑲᓐᓂᖓᓄᓂᓛᒃ ᓄᓇᒃᑲᓂᕐᓄᑦ
ᑎᑭᐅᑎᒋᐊᒃᑲᓐᓂᕈᑎᒋᔪᓐᓇᑕᑦᑎᓐᓂ. ᑕᐃᒪ ᕿᑭᖅᑖᓗᒻᒥ
ᓄᓇᓕᓕᒫᑦᑎᐊᓄᑦ ᐳᓛᕆᐊᕈᑎᒋᒍᓐᓇᓕᓚᐅᖅᑲᕗᑦ.
ᑖᓐᓇ ᑲᔪᓯᒋᐊᕐᓂᐅᑐᐃᓐᓇᖅᑐᖅ 2012-13
ᐱᒋᐊᖅᑎᓚᐅᖅᓯᒪᔭᑦᑎᓐᓂ, ᕿᑎᕐᒥᐅᔪᑦ ᐊᒻᒪ ᑭᕙᓪᓕᕐᒥ
ᓄᓇᓕᓐᓄᑦ ᐳᓚᕋᒍᓐᓇᖃᑦᑲᑕᓚᐅᕋᑦᑕ,
ᐳᓚᕋᓚᐅᖅᑐᑕᓗ ᐊᑐᖅᑐᐊᓂᖅᓴᕈᓚᐅᖅᑐᐃᑦ ᑮᓇᐅᔭᓂᒃ.

ᑕᐃᒫᒃ ᓯᐊᕐᒪᐸᓪᓕᐊᒍᒪᑐᐃᓐᓇᖅᑯᒍ ᐊᒻᒪᓗ ᑐᓐᖓᕕᕗᑦ
ᐊᑐᕐᓗᒍ ᑖᓐᓇ ᐅᑭᐅᖅᑕᖅᑐᒥ ᓴᖅᑮᒍᒪᔪᓄᑦ
ᐃᑲᔪᖃᑦᑕᕐᓗᑕ ᑮᓇᐅᔭᖅᑎᒍᑦ. ᐊᒻᒪᓗᑦᑕᐅᖅ ᓄᓇᕗᑦ
ᓯᓚᑖᓂ ᑮᓇᐅᔭᖅᑖᕆᓯᒪᔭᕗᑦ
ᐱᓕᒻᒪᓴᖅᑎᑦᑎᒍᑎᒋᒍᓐᓇᖅᓯᒪᒻᒥᔭᕗᑦ ᓄᓇᓕᓐᓂ
ᐃᓕᓐᓂᐊᑎᑦᑎᓪᓗᑕ.

2015-16-ᒥ ᐱᓕᕆᐊᒃᓴᓄᑦ ᐸᕐᓇᐅᑎᑦ
ᑕᐃᒪᓕ ᐱᓕᕆᐊᕆᓂᐊᖅᑕᑎᓐᓄ ᐸᕐᓇᑎᑦᑎᓐᓄᑦ
ᑎᑭᐅᑎᕗᒍᑦ ᑕᕝᕙᓂ ᐊᕐᕌᒍᕆᓂᐊᖅᑕᑎᓐᓂ
ᐸᕐᓈᕆᓯᒪᓂᐊᖅᑕᕗᑦ. ᑖᓐᓇ ᑐᓐᖓᕕᖃᓪᓚᕆᒻᒪᓂᓛᒃ
ᓄᓇᕗᒻᒥ ᓇᒻᒥᓂᖃᖅᑐᓄᑦ ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴ
ᓯᕗᒧᑦ ᐊᑉᓗᖅᑕᒥᑦ ᑐᕌᒐᖏᓐᓂᑦ ᒪᓕᑦᑎᐊᖅᑐᑎᒃ
ᑲᔪᖏᖅᓴᐃᒐᓱᓐᓂᐊᖅᑐᑎᒃ ᓄᓇᕗᑦ
ᐊᔾᔨᒌᓐᖏᑦᑐᕈᓘᔮᓗᓐᓂᑦ
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economy.

ᑮᓇᐅᔭᓕᐅᕐᕕᐅᓂᕆᕙᑦᑕᖏᓐᓂᑦ.

We will continue to pursue opportunities
which foster the development of those
sectors of the territory’s economy
identified as priorities by the Government
of Nunavut, such as mining, fisheries,
arts and culture, tourism, and film. At the
same time, we will continue to respond to
funding requests from existing and
growing northern-based businesses in
other sectors, such as construction, real
estate, service, and retail.

ᓴᖅᑭᐸᓪᓕᐊᔪᐃᑦ ᑎᒍᔭᔅᓴᐃᑦ
ᐱᒐᓱᐊᖏᓐᓇᖃᑦᑕᓂᐊᖅᑕᕗᑦ. ᑕᕝᕙᓂ
ᓇᓗᓇᐃᖅᑕᐅᓯᒪᔪᑦ ᓄᓇᕗᑦ ᒐᕙᒪᑯᖏᓐᓂᑦ ᑕᒪᒃᑯᐊ
ᐅᔭᕋᓐᓂᐊᕐᓂᖅ, ᐃᖃᓗᓕᕆᓂᖅ, ᓴᓇᕈᓘᔭᖃᑦᑕᕐᓂᖅ,
ᐳᓚᕋᒃᑐᓕᕆᓂᖅ, ᑕᕐᕆᔮᔅᓴᓕᐅᕆᓂᕐᓗ.
ᑕᕝᕙᓴᐃᓐᓇᖅᑕᐅᖅ ᑮᓇᐅᔭᓂᒃ,
ᑭᐅᒐᓱᐊᖏᓐᓇᖃᑦᑕᓂᐊᖅᑐᒍᑦ ᑮᓇᐅᔭᓂᒃ
ᑐᒃᓯᕋᕐᕕᐅᒐᐃᒍᑦᑕ, ᓴᖅᑭᐸᓪᓕᐊᔪᓄᑦ ᐊᒻᒪ
ᐱᕈᖅᐸᓪᓕᐊᔪᓄᑦ ᓇᒻᒥᓂᖃᐅᑎᓕᓐᓄᑦ,
ᐃᓪᓗᓕᐅᖅᑎᓄᑦ, ᐃᓪᓗᓂ ᓂᐅᕕᐊᔅᓴᖃᖅᑎᓄᑦ,
ᐱᔨᑦᑎᕋᖅᑎᓄᓪᓗ ᓂᐅᕕᖅᑎᑐᐃᓐᓇᓄᓪᓗ.

For the 2015-16 fiscal year, NBCC has
12 priorities outlined in its approved
business plan. However, these can be
summarized into the following four
categories:



Supporting new and existing
northern-based businesses through
the provision of training, business
guides, and enhanced support;

ᓄᓇᕗᒻᒥ ᓇᒻᒥᓂᖃᖅᑐᓄᑦ ᑮᓇᐅᔭᒃᑯᕕᒃ
ᑯᐊᐳᕇᓴᒃᑯᑦ ᑭᓲᒻᒪᖔᖅ
ᖃᐅᔨᒪᔭᐅᓕᖅᑎᑕᐅᔫᒥᒐᓱᓪᓗᑎᒃ ᓄᓇᕗᑦᒥ ᖃᓄᖅ
ᐱᔨᑦᑎᕋᓲᖑᒻᒪᖔᑕᓗ;



Developing strategic alliances and
partnerships with other economic
development organizations with a
shared objective to foster economic
development of the territory; and

ᐃᑲᔪᖅᓰᓗᑕ ᓄᑖᓂᑦ ᓴᖅᑭᔮᖅᐸᒌᖅᑐᓂᓪᓗ
ᓄᓇᕗᑦᒥ ᓇᒻᒥᓂᖃᐅᑎᓕᓐᓄᑦ, ᑕᒪᐅᓇ
ᐱᓕᒻᒪᒃᓴᐃᓂᒃᑯᑦ, ᓇᒻᒥᓂᖃᐅᑎᓂᑦ
ᐊᔪᕆᖅᓱᐃᔾᔨᓂᒃᑯᑦ ᐊᒻᒪᓗ ᖄᖓᒍᒃᑲᓐᓂᖅ
ᐃᑲᔪᖅᓰᖃᑦᑕᑲᓐᓂᓂᒃᑯᑦ;



ᐊᖏᖃᑎᖃᖃᑦᑕᕐᓗᑕ ᐊᓯᑦᑎᓐᓂᑦ ᑲᑐᔾᔨᖃᑎᒃᓴᓂᑦ
ᐱᕙᓪᓕᐊᔪᓕᕆᔨᕈᓘᔭᕐᓂᑦᑕᐅᖅ ᑖᔅᓱᒧᖓᔅᓴᐃᓐᓇᖅ
ᑐᕌᒐᖃᕋᓱᐊᕐᓗᑕ ᐱᕙᓪᓕᐊᔪᓕᕆᓂᕐᒧᑦ ᓄᓇᕗᑦᒥ;
ᐊᒻᒪᑦᑕᐅᖅ



ᓇᒻᒥᓂᖃᐅᑎᓖᑦ ᑲᓇᑕᒦᑦᑐᐃᑦ
ᐃᓚᐅᑎᒐᓱᐊᖃᑦᑕᕐᒥᓗᒋᑦ ᓄᓇᕗᓪᓗ
ᖃᐅᔨᔭᐅᑎᒋᐊᑲᓐᓂᕐᓗᒍ ᑲᓇᑕᒥᐅᓄᑦ.



Building greater awareness of NBCC
and its services across the territory;







2015-16 ᐊᕐᕌᒍᒋᓂᐊᖅᑕᖓᓂ ᓄᓇᕗᒻᒥ
ᓇᒻᒥᓂᖃᖅᑐᓄᑦ ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴ 12-ᓂᑦ
ᓯᕗᓪᓕᐊᑎᑦᑎᒍᒪᓯᒪᔪᑦ, ᑕᕝᕙᓂ ᐱᓕᕆᐊᕆᓂᐊᖅᑕᖏᑕ
ᐸᕐᓇᑎᖓᓂᑦ ᐅᕗᖓ ᐊᒡᒍᕋᔅᓴᐅᕗᑦ:

Showcasing the territory to the rest of
Canada and abroad and seeking
means for additional private sector
participation.

NBCC also aims to build the case for an
increase to the $1 million lending
threshold allowed to a northern-based
business or related businesses. This
remains a limiting factor for NBCC in
meeting the needs of Nunavut businesses.

ᓄᓇᕗᒻᒥ ᓇᒻᒥᓂᖃᖅᑐᓄᑦ ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴ ᑕᕝᕙ
ᐊᖏᓪᓕᒋᐊᕆᒍᒪᕗᑦ $1 ᒥᓕᐊᓐ ᐃᓱᖃᖅᑐᒍ
ᐊᑐᖅᑐᐊᕕᐅᒍᓐᓇᖃᑦᑕᕐᖓᑕ ᐅᑭᐅᖅᑕᖅᑐᒥᐅᑕᓄᑦ
ᓇᒻᒥᓂᖃᐅᑎᓄᑦ. ᑖᓐᓇ ᓄᖅᑲᖓᔾᔪᑕᐅᖃᑦᑕᕐᖓᑦ
ᓄᓇᕗᑦᒥ ᓇᒻᒥᓂᖃᐅᑎᓄᑦ ᐱᕈᖅᐸᓪᓕᐊᒍᒪᔫᒐᓗᐊᓄᑦ.
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The $1 million threshold is rooted in the
Nunavut Business Credit Corporation
Act, which was inherited from the
Northwest Territories. This threshold
does not reflect the heightened costs or
new business requirements of today, and
NBCC considers it a limitation on its
ability to best serve Nunavut business
interests as it strives to be the “Lender of
Northern Opportunity.”
Of course, changing this limit would
require a legislative amendment. Such a
project would be consistent with the need
for a comprehensive review of the
legislative framework under which
NBCC currently operates. NBCC’s board
is supportive of such a review and has
indicated it as a priority in its business
plan.
To bring my comments to a close, I
would like to say that NBCC’s board and
staff are proud of the corporation’s record
in serving Nunavummiut, and we
welcome the opportunity to present
further information on its operations, its
results, and its priorities.

ᑖᓐᓇ $1 ᒥᓕᐊᓐ ᐃᓱᖓ ᐋᖅᑭᒃᑕᐅᓯᒪᒻᒪᑦ ᐱᖁᔭᐅᑉ
ᐃᓗᐊᓂ, ᓄᓇᕗᑦᒥ ᓇᒻᒥᓂᖃᐅᑎᓄᑦ ᐊᑐᖅᑐᐊᕕᒃ
ᐱᖁᔭᖓᓂᑦ. ᓄᓇᑦᑎᐊᕐᒥᓗ ᑖᓐᓇ
ᑎᒍᑐᐃᓐᓇᓚᐅᖅᓯᒪᒐᑦᑎᒍᑦ, ᐊᒻᒪ
ᐊᐳᖅᑕᕈᑕᐅᖃᑦᑕᓕᖅᑐᓂ ᓄᑖᓄᑦ
ᓴᖅᑭᖅᑕᐅᒍᒪᔫᒐᓗᐊᓄᑦ. ᐃᓛᒃ ᑕᑯᓐᓈᖅᑕᐅᖃᑦᑕᖅᑐᖅ
ᐊᐳᖅᑕᐅᕈᑎᐅᒻᒪᑦ ᖄᖓᒍᒃᑲᓐᓂᖅ
ᐃᑲᔪᖅᑎᐊᓂᖅᓴᐅᒍᓐᓇᕋᔭᕋᓗᐊᖅᑐᑎᒃ ᐅᑭᐅᖅᑕᖅᑐᒥ
ᐊᑐᖅᑐᐊᕐᕕᐅᓂᐊᕐᓗᓂ.

ᐊᓯᔾᔨᖅᑕᐅᒍᓐᓇᕋᔭᕐᖓᑦ, ᑭᓯᐊᓂ ᒪᓕᒐᖓ
ᐊᓯᔾᔨᖅᑕᐅᑉᐸᑦ. ᑕᕝᕙ ᑖᓐᓇ ᐃᓚᒋᔭᐅᑐᐃᓐᓇᖅᑐᕐᖏᓛᒃ
ᕿᒥᕐᕈᔭᐅᒋᐊᖃᕐᓂᖏᓐᓄᑦ ᑖᒃᑯᐊ ᓄᓇᕗᒻᒥ
ᓇᒻᒥᓂᖃᖅᑐᓄᑦ ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴᑯᑦ ᒪᓕᒐᖏᑕ
ᐋᖅᑭᑎᑦᓯᒪᓂᖏᓐᓄᑦ. ᑲᑎᒪᔨᖁᑎᕗᑦ ᐃᑲᔪᖅᓰᓪᓚᕆᑦᑐᑦ
ᑕᐃᒫᒃ ᕿᒥᕐᕈᔭᐅᒍᒪᓂᖅᑲᑕ. ᐊᒻᒪ ᑕᕝᕙᓂ
ᓇᓗᓇᐃᖅᓯᓯᒪᒻᒪᕆᑦᑐᑦ ᐸᕐᓇᐅᑎᖓᓂᑦ ᑕᐃᒫᒃ.

ᐅᖃᐅᓯᒃᑲ ᑖᒃᑯᐊ ᒪᑐᕙᓪᓕᐊᓕᕐᓗᒋᑦ ᐅᖃᕈᒪᔪᖓ
ᑯᐊᐳᕇᓴᒃᑯᑦ ᑲᑎᒪᔨᖏᑦ, ᐃᖅᑲᓇᐃᔭᖅᑎᖏᓪᓗ
ᐅᐱᒍᓱᓪᓚᕆᑦᑐᑎᒃ ᓄᓇᕗᑦᒥᐅᓂᑦ
ᐱᔨᑦᑎᕋᖃᑦᑕᖅᓯᒪᒻᒪᑕ. ᑕᐃᒫᑦᑕᐅᖅ
ᑐᑭᓯᒋᐊᒃᑲᓐᓂᕈᒪᓐᓂᕈᔅᓯ ᖃᓄ ᐊᐅᓚᕙᒻᒪᖔᑦᑕ,
ᑭᓱᓂᓪᓗ ᓴᖅᑮᖃᑦᑕᖅᓯᒪᒻᒪᖔᑦᑕ, ᑭᓱᓂᓪᓗ
ᓯᕗᓪᓕᐅᑎᑦᑎᒍᒪᒻᒪᖔᑦᑕ
ᓇᓗᓇᐃᖅᓯᒋᐊᒃᑲᓐᓂᕈᓐᓇᑎᐊᖅᑐᒍᑦ.

Mr. Chairman, this concludes my
opening comments and I welcome
questions from the Standing Committee
Members at this time. (interpretation)
Thank you. We will respond to any
questions you may have. Thank you.

ᐃᒃᓯᕙᐅᑕᖅ, ᑕᒡᒐ ᐃᓱᓕᔾᔪᑎᒃᑲ ᓴᓱᐃᕈᑎᓐᓄᑦ
ᐊᕆᖅᓱᖅᑕᐅᔪᓐᓇᖅᑐᖓ ᑐᓐᖓᒧᖅᑎᑦᑎᕗᖓ ᑲᑎᒪᔨᓂᒃ.
(ᑐᓵᔨᑎᒎᕈᓐᓃᖅᑐᖅ) ᒪ’ᓇᐅᔪᓯ. ᑐᓵᑦᓯᐊᓚᐅᕋᔅᓯ
ᑭᐅᔪᓐᓇᕐᓂᑦᑎᓐᓄᑦ ᑭᐅᓂᐊᖅᑯᒍᑦ ᐊᐱᖅᑯᑎᑦᓯᓐᓂ.
ᒪ’ᓇ.

Chairman: Thank you very much, Ms.
Karetak-Lindell. I would like to open the
floor to questions from my colleagues on
the opening comments, the annual
reports, and the business plan. Ms.
Angnakak.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᕌᓗᒃ, ᒥᔅ ᖃᕆᑕᖅᓕᓐᑎᐅᓪ. ᒫᓐᓇ ᒪᑐᐃᖅᑲᕋ ᒪᓕᒐᓕᐅᖅᑎᐅᖃᑎᒃᑲ
ᐊᐱᖅᑯᑎᔅᓴᖃᕐᓂᖅᑲᑕ ᒪᑐᐃᖅᓯᒍᑎᒋᕋᑖᖅᑕᖓᑕ
ᒥᔅᓵᓄᑦ. ᒥᔅ ᐊᕐᓇᒃᑲᖅ.

Ms. Angnakak: Thank you, Mr.
Chairman. Let me get right to the page.
On your opening comments, I’m trying to

ᐊᕐᓇᒃᑲᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᒪᑉᐱᒐᖓᓅᑦᑕᐅᑎᒋᓗᖓ, ᒪᑐᐃᖅᓯᒋᐊᒍᑎᒋᖅᑲᐅᔭᕐᓂ
ᐅᖃᐅᓯᓐᓂ
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see which page this is. On page 3, the
English page, in one of the first bullets,
you said that you achieved a positive
audit opinion, the first one I guess, in
2009-2010, but it had one reservation.
Can you explain a little bit more what
happened there? Thank you.

ᓇᓕᐊᓐᓃᕋᑖᖅᑐᕐᖏᓐᓇ, ᒪᑉᐱᒐᖓ 3 ᐱᖓᔪᐊᓂ
ᖃᓪᓗᓈᑎᑑᖓᔪᓂᑦ. ᐅᖃᖅᑲᐅᒐᕕᑦ ᑕᕝᕙᓂ
ᓯᕗᓪᓕᖅᐹᒥ ᐋᖅᑭᖑᐊᓕᕈᓗᒻᒥ, ᓈᒻᒪᑐᒃᑯᒎᖅ
ᐅᖃᐅᓯᐅᓐᓂᕋᔅᓯ ᑕᒻᒪᖅᓯᒪᔪᖅᓯᐅᖅᑕᐅᓚᐅᖅᑐᓯ 200910 ᐊᑕᐅᓯᑐᐊᖅ ᑕᐃᒪᒎᖅ ᐃᓱᒫᓗᓇᕈᔪᑦᑑᔫᔮᖅᑐᖅ
ᐅᓂᒃᑳᕆᔭᐅᓂᕐᖓᑦ. ᑮᓲᓐᓂᕐᒪᖔᖅ
ᐅᖃᐅᓯᕆᒍᓐᓇᖅᑭᐅ? ᖁᔭᓐᓇᒦᒃ.

Chairman: Ms. Karetak-Lindell.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: Thank you, Ms.
Angnakak. At that time, the Auditor
General denied an opinion on the 200506 financial statements. We went back a
few years. We had more than one year of
audits to do and I think Sherri might want
to add something. When you talk about
the timelines, when you go behind, I
think at least two years at the time of
auditing financial statements, when
Sherri came on board, she was seconded
to NBCC. She had at least two years of
audits to catch up on and that’s where we
referred to the timeliness of them. That
was one of the conditions the Auditor
General put in. Even though they did
accept that report, they were concerned
about the timeliness of it because it was a
year late, if not more, but at least a year
late.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ
ᐊᕐᓇᒃᑲᖅ. ᑕᐃᑲᓂᓕ ᑕᒻᒪᖅᓯᒪᔪᖅᓯᐅᖅᑎ
ᐅᖃᕈᒪᓚᐅᖅᓯᒪᓐᖏᒻᒪᑦ ᖃᓄᖅ ᐃᓱᒪᖃᕐᒪᖔᕐᒥᓂᒃ
2005-06 ᑮᓇᐅᔭᓕᕆᔾᔪᑎᖏᓐᓂᑦ.
ᐅᑎᕆᐊᕆᐊᖃᓚᐅᖅᓯᒪᒐᑦᑕ ᐊᕐᕌᒍᓄᑦ
ᖃᑦᑎᒻᒪᕆᓐᓄᒃᑭᐊᖅ ᑮᓇᐅᔭᓕᕆᔾᔪᑎᕗᑦ
ᐅᑎᕆᐊᖅᑎᒋᐊᖃᓚᐅᖅᓯᒪᒐᑦᑎᒍᑦ
ᑕᒻᒪᖅᓯᒪᔪᖅᓯᐅᖅᑕᐅᒍᓐᓇᓂᐊᕐᖓᑕ. ᓯᐊᕆᖃᐃ
ᐃᓚᒋᐊᕈᓐᓇᖅᑕᖓ. ᐅᓂᒃᑳᓕᐅᕆᐊᖃᖃᑦᑕᖅᑐᑕ
ᐊᕐᕌᒎᓐᓂ ᑭᖑᕙᖅᓯᒪᓕᓚᐅᖅᓯᒪᒐᑦᑕ
ᑕᒻᒪᖅᓯᒪᔪᖅᓯᐅᖅᑕᐅᓯᒪᔭᕆᐊᖃᕋᓗᐊᖅᑐᑎᒃ. ᓯᐊᕆᓕ
ᐃᖅᑲᓇᐃᔭᕆᐊᕐᖓᑦ ᓄᓇᕗᒻᒥ ᓇᒻᒥᓂᖃᖅᑐᓄᑦ
ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴᑯᓐᓄᑦ ᑐᓂᔭᐅᓚᐅᖅᓯᒪᒻᒪᑦ
ᐃᖅᑲᓇᐃᔭᖅᑎᐅᓂᐊᕐᓗᓂ. ᐊᕐᕌᒎᓐᓂ ᒪᕐᕉᓐᓂᒃ
ᑕᒻᒪᖅᓯᒪᔪᖅᓯᐅᖅᑕᐅᔭᕆᐊᓕᓐᓂᑦ
ᕿᒥᕐᕈᐊᕆᐊᖃᓚᐅᖅᑐᖅ. ᑖᓐᓇ ᑕᕝᕙ
ᑕᒻᒪᖅᓯᒪᔪᖅᓯᐅᖅᑎᐅᑉ ᑕᐃᒪᐃᒋᐊᖃᖅᑎᓚᐅᕐᖓᒍ.
ᐊᖏᓚᐅᖅᑕᕋᓗᐊᖓ ᐅᓂᒃᑳᓕᐊᒥᓂᓕᐊᖓ,
ᖃᖓᒃᑰᖅᑕᕐᓂᖏᓐᓂᑦ ᑭᓯᐊᓂ ᐃᓱᒫᓘᑎᖃᓚᐅᖅᑐᖅ
ᐊᕐᕌᒎᓗᐊᒻᒪᕆᑦᑐᒥᑦ ᑭᖑᕙᖅᓯᒪᓚᐅᕐᖓᑕ ᑕᐃᒃᑯᐊ
ᑐᓂᒋᐊᖃᖅᓯᒪᒐᓗᐊᖅᑐᑎᒍᑦ.

Chairman: Thank you, Ms. KaretakLindell. If everyone could just
acknowledge the Chair when they’re
done their statements so that technicians
know when to switch the microphones
over. Ms. Angnakak.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᖃᕆᑕᖅᓕᓐᑎᐊᓪ. ᖁᔭᓐᓇᒦᖃᑦᑕᕈᓐᓇᕈᑦᑎ ᐃᒃᓯᕙᐅᑕᕐᒥᒃ
ᐱᔭᕇᑐᐊᕋᐃᒐᕕᑦ ᐅᖃᕈᑎᓯ ᖃᒪᑕᐅᖃᑦᑕᓂᐊᕐᖓᑕ. ᒥᔅ
ᐊᕐᓇᒃᑲᖅ.

Ms. Angnakak: Thank you, Mr.
Chairman. Thank you for that answer. I
remember those days, actually, and I
think the staff and the board have done a
very good job of bringing NBCC together
where it should be today.

ᐊᕐᓇᒃᑲᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᑮᓇᐅᔾᔪᑎᓐᓄᑦ ᖁᔭᓐᓇᒦᖅᐸᒋᑦ. ᑕᐃᒃᑯᐊ ᐅᓪᓗᐃᑦ
ᐃᖅᑲᐅᒪᓪᓚᕆᑦᑕᒃᑲ ᐊᒻᒪ ᐃᖅᑲᓇᐃᔭᖅᑏᑦ ᑲᑎᒪᔩᓪᓗ
ᐱᓕᕆᑦᑎᐊᖅᓯᒪᔪᒻᒪᕆᐅᒋᓪᓗᒋᑦ ᐅᓪᓗᒥᒧᑦ
ᓇᒻᒥᓂᖃᖅᑐᓂᒃ ᐊᑐᖅᑐᐊᖅᑎᒃᑯᑦ ᑎᑭᐅᑎᑦᑎᓯᒪᒻᒪᑕ.

On the same page at the last bullet, you

ᑕᕝᕙᓂᑦᑕᐃᓐᓇᖅ ᒪᑉᐱᖅᑐᒐᕐᒥ ᑭᖑᓪᓕᖅᐹᖓᓂ
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speak of the loan portfolio where it has
increased from $12 million in 2009-2010
to almost $25 million in 2014-15. In
2013-14, the corporation received
approval to increase its lending activities
to $40 million. How much of the $40
million has NBCC issued in loans, loan
guarantees, and other lending activities?
Thank you, Mr. Chairman.
Chairman: Ms. Karetak-Lindell.
Ms. Karetak-Lindell: Thank you.
Maybe Sherri can answer this one
because it’s a little more detailed. Thank
you, Mr. Chairman.
Chairman: Ms. Rowe.

ᑕᖅᓴᓕᒻᒥ ᐅᖃᐅᓯᖃᕐᒪᑦ ᐊᑐᖅᑐᐊᕈᑕᐅᔪᓐᓇᖅᑐᑦ
ᖁᕝᕙᓯᕆᐊᖅᑕᐅᓚᐅᖅᓯᒪᒻᒪᑦ $12 ᒥᓕᐊᓂᒃ 20092010-ᒥ $25 ᒥᓕᐊᑦ ᑎᑭᑲᓴᒃᑐᒍ 2014-15-ᒥ 201314-ᖑᑎᓪᓗᒍ ᑖᒃᑯᐊ ᓇᒻᒥᓂᖃᖅᑐᓂᒃ
ᐊᑐᖅᑐᐊᖅᑎᑦᑎᔨᒃᑯᑦ ᐊᖏᖅᑕᐅᓚᐅᖅᓯᒪᒻᒪᑕ
ᐊᑭᑦᑐᕆᐊᖅᑕᐅᖁᓪᓗᒋᑦ ᐊᑐᖅᑐᐊᖅᑕᐅᒍᑎᒃ $40
ᒥᓕᐊᓄᑦ. ᑖᒃᑯᓇᓐᖓᑦ $40 ᒥᓕᐊᖑᔪᓂᒃ
ᐊᑐᖅᑐᐊᖅᑎᑦᑎᔨᒃᑯᑦ ᐊᑐᖅᑐᐊᖅᑎᑦᑎᓯᒪᕙᑦ
ᐊᑐᖅᑐᐊᕈᑎᓂᓪᓗ ᐊᑎᓕᐅᖃᑕᐅᓯᒪᕙᑦ ᐊᓯᖏᓐᓂᓪᓗ
ᐊᑐᖅᑐᐊᕐᓂᕐᒧᐊᖓᔪᓂᒃ? ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐊᓪ.
ᖃᕆᑕᖅ-ᓕᓐᑎᐊᓪ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ. ᓯᐊᕆᐅᑉ
ᑭᐅᑦᑎᐊᕈᓐᓇᓂᖅᓴᕆᖅᑰᖅᑕᖓ. ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman.
As of March 31, 2015, we have not used
anything over the $25 million. Our
advance from the Government of
Nunavut is still sitting at $25 million. We
do have the option now to get more
working capital for them up to $40
million if need be, but we haven’t
reached that point yet. Thank you, Mr.
Chairman.

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᒫᑦᓯ 31,
2015 ᑎᑭᓯᒪᓂᖓᓄᑦ ᐊᑦᑐᐃᓚᐅᖅᓯᒪᓐᖏᑦᑐᒍᑦ $25
ᒥᓕᐊᓐ ᐅᖓᑖᓄᑦ. ᑕᕝᕘᓇ ᓄᓇᕗᑦ ᒐᕙᒪᒃᑯᓐᓂᒃ
ᐊᑐᖅᑐᐊᕈᓐᓇᐅᑎᕗᑦ ᓱᓕ $25 ᒥᓕᐊᒦᑉᐳᖅ ᑭᓯᐊᓂ
ᑎᑭᐅᑎᔪᓐᓇᕋᓗᐊᖅᑐᑦ $40 ᒥᓕᐊᓄᑦ
ᐱᔭᕆᐊᖃᕐᓂᕈᓂ. ᑖᓐᓇ ᓱᓕ ᑎᑭᐅᑎᓯᒪᓐᖏᑕᕗᑦ.
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you, Ms. Rowe. Ms.
Angnakak.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᐅᕉ. ᒥᔅ
ᐊᕐᓇᒃᑲᖅ.

Ms. Angnakak: Thank you. Thank you
for that response. Maybe you can tell us:
when do you expect to start to be using
that $40 million, looking at the demand
upcoming over the next few years?
Thank you, Mr. Chairman.

ᐊᕐᓇᒃᑲᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ. ᖁᔭᓐᓇᒦᓪᓗ
ᑭᐅᔾᔪᑎᒧᑦ. ᐅᖃᐅᑎᔪᓐᓇᖅᐱᑎᒎᑦ ᖃᖓ ᑖᒃᑯᓂᖓ $40
ᒥᓕᐊᓂᑦ ᐊᑐᕆᐊᖃᕈᒫᕐᒪᖔᑦᑎ? ᐃᓱᒪᒋᓪᓗᒋᑦ
ᐊᑐᖅᑐᐊᖅᑕᐅᔪᒪᓂᐅᔪᑦ ᐊᕐᕌᒎᓂᐊᖅᑐᓂ ᖃᐃᔪᓂᒃ.
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Rowe.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman.
We would expect that probably within
the next two to three years, we will be
getting past the $25 million mark. What

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᓂᕆᐅᑉᐳᒍᑦ
ᐊᕐᕌᒎᒃ ᒪᕐᕉᒃ ᐱᖓᓱᓪᓘᓐᓃᑦ ᖃᐃᔪᓂᒃ
ᖄᖏᐅᑎᔪᒫᖅᑐᒍᑦ $25 ᒥᓕᐊᓂᒃ. ᐃᒪᐃᑦᑐᖃᓲᖑᒻᒪᑦ
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happens with our loans is that new loans
are issued, but there are also some loans
that are paid out which fluctuates our
loan balance during the year. As we see
more applications, we believe that within
the next two years, possibly three, we
will be surpassing the $25 million mark.
Thank you, Mr. Chairman.
Chairman: Thank you. Ms. Angnakak.
Ms. Angnakak: Thank you, Mr.
Chairman. Your answer made me
remember the president of the Nunavut
Development Corporation. He made a
statement I think it was yesterday
afternoon saying that there are a lot of
lending institutions at this point in time
and he thought maybe there were too
many. I’m wondering: the demand for the
loans that you provide up to those
amounts, the big amounts, how do you
work with the other lending institutions
and how do you decide what you’re
going to lend versus somebody else when
you’re talking about those big amounts?
Thank you, Mr. Chairman.
Chairman: Thank you, Ms. Angnakak.
Ms. Karetak-Lindell.
Ms. Karetak-Lindell: Thank you, Mr.
Chairman. We can only work with the
applications that we do receive. We’re
hoping that more applications come in
and give us the opportunity to work with
more communities, but we do deal with
high-risk businesses that other banks will
not lend to. We do work with the regional
organizations and we have MOUs with
the regional development centres. We
work with Atuqtuarvik and we work with
Economic Development. When a loan
application comes in, in their application,
if they have who they’re looking to also
increase the amount of capital that

ᐊᑐᖅᑐᐊᓕᐊᕆᔭᑦᑎᓐᓂ ᑕᐃᒃᑯᐊ ᑲᔪᓯᖁᒐᓗᐊᖅᑐᑎᒍ
ᐊᒻᒪᓗ ᐊᑐᖅᑐᐊᖅᑕᐅᓂᐊᖅᑐᑦ ᐃᓚᖏᑦ
ᑐᓂᔭᐅᖃᑦᑕᕐᒪᑕ ᐊᓯᔾᔩᒍᑕᐅᕙᒃᑐᑎᑦ ᐊᑐᖅᑐᐊᕈᓐᓇᑕᑦᑕ
ᐊᒥᐊᒃᑯᖓᓂᒃ ᐊᕐᕌᒍᒥ. ᑐᒃᓯᕋᖅᑐᖃᒃᑲᓐᓂᕐᓂᐊᕐᓂᖓᓂᒃ
ᓂᕆᐅᒃᑐᒍᑦ ᐊᕐᕌᒎᓂᐊᖅᑐᓂ ᖃᐃᔪᓂ ᒪᕐᕉᒃ
ᐱᖓᓱᓪᓘᓐᓃᑦ ᑕᐃᓐᓇ $25 ᒥᓕᐊᓐ
ᖄᖏᐅᑎᓛᖅᑐᑎᒍᑦ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᒥᔅ ᐊᕐᓇᒃᑲᖅ

ᐊᕐᓇᒃᑲᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᑭᐅᔾᔪᑎᒧᑦ ᐃᖅᑲᐃᑎᑕᐅᕗᖓ ᓄᓇᕗᒻᒥ
ᐱᕙᓪᓕᐊᑎᑎᔨᒃᑯᑦ ᐊᖓᔪᖅᑳᖓᑕ ᐅᖃᓚᐅᖅᑕᖓᓂᒃ
ᐃᒃᐸᒃᓴᖅ ᐃᒪᐃᓕᓪᓗᓂ ᐊᒥᓲᒻᒪᑕᒎᖅ
ᐊᑐᖅᑐᐊᖅᑎᑦᑎᔩᑦ ᒫᓐᓇᒃᑯᑦ ᐊᒻᒪᓗ ᐊᒥᓲᓗᐊᕆᓪᓗᒋᑦ.
ᑕᐃᒪᐃᓐᓂᖓᓄᑦ ᐊᐱᕆᔪᒪᔪᖓ, ᐊᑐᖅᑐᐊᖅᑕᐅᔪᒪᔪᑦ
ᑕᑯᓪᓗᒋᑦ ᐊᑐᖅᑐᐊᖅᑎᑦᑎᖃᑦᑕᖅᑕᓯ ᑕᐃᒪᓐᓇᒃ
ᐊᖏᔫᑎᒋᔪᓂᒃ ᐊᑐᖅᑐᐊᖅᑎᑦᑎᖃᑦᑕᖅᐱᓰ? ᖃᓄᖅ
ᐱᓕᕆᖃᑎᖃᖃᑦᑕᖅᐱᓯ ᐊᓯᖏᓐᓂᒃ
ᐊᑐᖅᑐᐊᖅᑎᑦᑎᔨᓂᒃ, ᖃᓄᖅ ᐋᖅᑮᕙᑉᐱᓯ ᑭᓱᓂᒃ
ᐊᑐᖅᑐᐊᖅᑎᑦᑎᓂᐊᕐᒪᖔᑦᑎ ᐊᓯᓯ ᐊᓯᐊᒍᑦ
ᐅᖃᐅᓯᖃᖅᑎᓪᓗᓯ ᑕᒪᓐᓇᒃ ᐊᖏᔫᑎᒋᔪᓂᒃ
ᐊᑐᖅᑕᐅᔪᒃᓴᓂᒃ? ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᐊᕐᓇᒃᑲᖅ. ᒥᔅ
ᖃᕆᑕᖅ-ᓕᓐᑎᐊᓪ.

ᖃᕆᑕᖅ-ᓕᓐᑎᐊᓪ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ. ᐱᓕᕆᔪᓐᓇᖅᑐᒍᑦ ᑭᓯᐊᓂ ᑐᒃᓯᕋᐅᑕᐅᔪᓂᒃ
ᐅᕙᑦᑎᓐᓄᑦ. ᓂᕆᐅᑉᐳᒍᑦ ᑕᒪᒃᑯᐊ ᑐᒃᓯᕋᐅᑕᐅᔪᑦ
ᐊᒥᓱᕈᖅᐸᓪᓕᐊᑉᐸᑕ ᐱᓕᕆᖃᑎᖃᕈᓐᓇᕐᓂᖅᓴᐅᓗᑕᓗ
ᐊᒥᓱᒃᑯᓂᕐᓂᑦ ᓄᓇᓕᓐᓂᑦ, ᑭᓯᐊᓂ ᐊᑦᑕᓇᕈᓇᕐᓂᖅᓴᓂᒃ
ᐊᑐᖅᑐᐊᖅᑎᑦᑎᕙᒃᑲᑦᑕ ᑮᓇᐅᔭᒃᑯᕕᓐᓄᑦ
ᐊᑦᑐᖅᑕᐅᔪᒪᓐᖏᑦᑐᓂᒃ. ᐱᓕᕆᖃᑎᒋᕙᒃᑕᕗᑦ
ᐊᕕᑦᑐᖅᓯᒪᔪᓂ ᑎᒥᐅᔪᐃᑦ
ᑐᑭᓯᖃᑎᒌᒍᑎᖃᕐᕕᒋᓪᓗᒋᓪᓗ ᐊᕕᑦᑐᖅᓯᒪᔪᓂ
ᐱᕙᓪᓕᐊᔪᓕᕆᔩᑦ, ᐊᑐᖅᑐᐊᕐᕕᒃᑯᑦ ᐊᒻᒪᓗ
ᐱᕙᓪᓕᐊᔪᓕᕆᔨᒃᑯᓐᓂ. ᑕᐃᒪᐃᓐᓂᖓᓄᑦ
ᑐᒃᓯᕋᐅᑕᐅᔪᖅᑕᖃᓕᕌᖓᑦ ᐃᒪᐃᔭᒻᒪᑕ ᑐᒃᓯᕋᐅᑎᒥᓂ
ᑭᒃᑯᓐᓄᑦ ᐃᓚᒋᐊᕐᕕᐅᒃᑲᓐᓂᕈᓐᓇᕐᒪᖔᑕ
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they’re going to work with, some of them
even include potential work that they’re
going to be getting. We don’t work in a
vacuum. We have to work with the other
organizations that are also lending
money.
We work a lot with the Atuqtuarvik
Corporation because many of our clients
are eligible as beneficiaries to go to
Atuqtuarvik, but again, these are clients
that cannot just walk into a bank and get
a bank loan. We do work with as many
agencies as possible. With our $1 million
threshold, sometimes there are clients
now that require more than that amount,
so they do have to go to someone else to
get all the money to start up their
businesses or take on a new venture.

ᑮᓇᐅᔭᕆᔭᕆᐊᖃᖅᑕᒥᓂᒃ. ᐃᓚᖏᑦ ᐱᖃᓯᐅᑎᕙᒃᑐᑦ
ᐱᔭᒃᓴᖅᑖᕆᑐᐃᓐᓇᕆᐊᖃᖅᑕᒥᓂᒃ.
ᐱᓕᕆᖃᑎᖃᕆᐊᖃᖅᐸᑦᑐᒍᑦ ᐊᓯᑦᑎᓐᓂᑦ
ᑮᓇᐅᔭᓂᑦᑕᐅᖅ ᐊᑐᖅᑐᐊᕕᐅᖃᑦᑕᕐᒥᔪᓂᑦ.

ᐊᑐᖅᑐᐊᕐᕕᒃ ᑯᐊᐳᕇᓴᒃᑯᑦ ᐱᓕᕆᖃᑎᒋᓪᓚᕆᑉᐸᑦᑕᕗᑦ.
ᐊᒥᓱᑦ ᐊᑐᖅᑐᐊᖅᑎᓲᕗᑦ ᓄᓇᕗᑦᒥ ᐊᑎᖃᖃᑕᐅᓪᓗᑎᒃ
ᐊᑐᖅᑐᐊᕐᕕᓕᐊᖃᑦᑕᓲᖑᒻᒪᑕ. ᑕᐃᒃᑯᐊ ᐃᑲᔪᕋᕆᓲᕗᑦ
ᑮᓇᐅᔭᒃᑯᕕᒻᒧᑦ ᐃᓯᑐᐃᓐᓇᕈᓐᓇᖏᑦᑐᐃᑦ,
ᑮᓇᐅᔭᒃᑯᕕᒻᒥᓪᓗ ᐊᑐᕐᓗᑎᑦ ᑮᓇᐅᔭᒥᒃ. ᑕᐃᒪᐃᑦᑐᓂᑦ
ᑎᒥᐅᔪᓂᑦ ᐱᓕᕆᖃᑎᖃᓪᓚᕆᒐᓱᑉᐸᑦᑐᒍᑦ. ᑖᓐᓇᓗ $1
ᒥᓕᐊᓐ ᑐᓂᒍᓐᓇᖅᑕᕗᑦ ᐃᓱᒋᒻᒪᒍ,
ᓴᖅᑭᖅᑐᖃᖅᐹᓪᓕᖅᑐᓂᑦ ᓇᒻᒥᓂᖃᐅᑎᓂᑦ $1
ᒥᓕᐊᖑᓗᐊᖅᑐᓂᑦ ᐊᑐᕈᒪᔪᓂᑦ. ᑕᐃᒪᓕ ᓄᑖᓂᓪᓘᓐᓃᑦ
ᐱᔨᑦᑎᕋᐅᑎᓂᑦ ᓴᖅᑮᒐᓱᐊᖅᑐᐃᑦ ᑕᐃᒪᐃᑉᐸᒻᒪᑕ.

I don’t know if Sherri wants add a little
bit to that, Mr. Chairman.

ᓯᐊᕆᐅᖃᐃ ᐃᓚᒋᐊᕈᒪᔭᖓ ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Rowe, did you want to
supplement? Ms. Rowe.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᒥᔅ ᐅᕉ, ᐃᓚᒋᐊᕈᒪᕕᐅᒃ? ᒥᔅ
ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman.
What we do is we do what is best for our
clients. Each client is looked at
individually. What we are looking to do
is get them the proper mix of financing.
Now, depending on how much the loan
is, we will determine where we can direct
them. Just because someone comes to us
first does not mean that we are the best
ones suited for them. For example, if
someone comes to us and they’re looking
for a $75,000 or $100,000 loan, it is
going be better served by the Community
Futures organizations in the regions, and
there is one operating now in all three
regions. They are going to be better
served by those people.
If it is someone who is coming in looking
for more than $1 million, we’re

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐃᒪᐃᓕᐅᓲᖑᔪᒍᑦ, ᐱᐅᓂᖅᐹᒃᑯᑦ ᐃᑲᔪᕋᓱᓲᕗᑦ
ᐃᑲᔪᖅᑕᐅᒍᒪᔪᑦ ᐃᓛᒃᑯᑦ. ᑮᓇᐅᔭᖅ ᑲᓄᖅ
ᑲᑎᖅᓱᖅᑕᐅᑦᑎᐊᕈᓐᓇᕐᒪᖔᑕ ᕿᒥᕐᕈᐊᓲᖑᔪᒍᑦ ᖃᑦᑎᑦ
ᑖᓚᐅᓂᖓ ᒪᓕᑦᑐᒍ, ᓇᒧᓪᓗ ᓵᑦᑎᒋᐊᕈᓐᓇᕐᒪᖔᑦᑎᒍᑦ
ᐅᖃᐅᑎᓲᕗᑦ. ᖃᐃᖅᑳᖅᑐᖃᕋᐃᒻᒪᑦ, ᐃᒫᒃ
ᓇᓗᓇᐃᑦᑕᐅᑎᒋᓲᕗᑦ ᐅᕙᑦᑎᓐᓄᑦ ᐅᕝᕙᓘᓐᓃᑦ
ᐊᓯᑦᑎᓐᓅᓐᖔᕆᐊᖃᕐᒪᖔᖅ. $75 ᒥᓕᐊᓐ
ᐊᑐᕈᒪᔪᖃᖅᑲᑦ ᓄᓇᓕᓐᓂ ᓯᕗᓂᔅᓴᖃᑦᑎᐊᓂᕐᒧᑦ
ᑐᒃᓯᕋᖔᖅᑲᑕ ᐱᐅᓂᖅᓴᐅᒻᒪᑦ ᐃᓛᓐᓂᒃᑯᑦ
ᐅᖃᐅᔾᔨᓲᖑᔪᒍᑦ. ᐱᔨᑦᑎᕋᑦᑎᐊᓂᖅᓴᖔᓄᑦ ᓵᑦᑎᓲᕗᑦ.

ᑕᐃᒪᓕ $1 ᒥᓕᐊᖑᓗᐊᖅᑐᒥᑦ ᑐᒃᓯᕋᖅᑐᖃᖅᑲᒃ
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obviously going to have to try to find
other lenders to come in with us, in
which case that could be Atuqtuarvik. We
have done deals with our clients with
Kakivak. We have done deals also with
commercial banks because there are
times that, although our clients are not
bankable, so to speak, for some of their
projects, in some other areas, they are. In
some cases, we will issue the first $1
million and then a commercial bank will
come in with the rest for a different
portion of a project. Thank you, Mr.
Chairman.
Chairman: Thank you, Ms. Rowe. Ms.
Angnakak.

ᖃᐃᔪᖃᕐᓗᓂ, ᑕᐃᒪᓕ ᕿᓂᕋᓱᒋᐊᖃᕋᔭᖅᑯᒍᑦ
ᐊᓯᖏᓐᓂᑦ ᑮᓇᐅᔭᓂᑦᑕᐅᖅ
ᐊᑐᕐᕕᒋᒍᓐᓇᕋᔭᕐᒥᔭᖏᓐᓂᑦ, ᐃᓚᓕᐅᑎᓂᐊᖅᑐᓂᑦ.
ᑕᐃᒪ ᐃᑲᔪᖅᑕᐅᒍᒪᔪᐃᑦ ᑲᑭᕙᒃᑯᓐᓂᑦ
ᐱᓕᕆᖃᑎᖃᖅᑎᓪᓗᒋᑦ ᐃᑲᔪᖅᓯᒪᔭᕗᑦ, ᐊᒻᒪᑦᑕᐅᖅ
ᑮᓇᐅᔭᒃᑯᕕᓪᓚᕆᐊᓗᓐᓂᑦ ᐊᑐᕋᓱᑦᑎᓪᓗᒋᑦ
ᐃᑲᔪᖃᑦᑕᖅᓯᒪᒻᒥᔭᕗᑦ. ᐃᓛᓐᓂᒃᑯᑦ ᑮᓇᐅᔭᒃᑯᕕᒻᒥ
ᐊᑐᕈᓐᓇᓲᖑᔭᓐᖏᓚᑦ, ᑭᓯᐊᓂ ᐃᓚᖓᒍᒃᑲᓐᓂᖅ
ᓴᓂᕌᒍᐊᔪᑲᓐᓂᖅ ᐱᓕᕆᐊᖏᑦ ᑕᑯᓐᓈᖅᑐᒋᑦ
ᐊᑐᕈᓐᓇᖅᓯᑎᑕᐅᓲᖑᒻᒥᒻᒪᑕ, ᐃᒫᒃ $1 ᒥᓕᐊᓂᑦ
ᐃᓱᖃᕐᓗᒍ ᐊᑐᖅᑎᑕᖅᑲᕗᑦ, ᐊᖏᓂᖅᓴᒥᑦ
ᐊᑐᕆᐊᖃᖅᑲᑕ ᑮᓇᐅᔭᒃᑯᕕᒻᒥ ᐊᑐᕋᓱᒃᑎᓪᓗᒋᑦ
ᐃᑲᔪᕈᓐᓇᖅᑕᕗᑦ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᐅᕉ. ᒥᔅ
ᐊᕐᓇᒃᑲᖅ.

Ms. Angnakak: Thank you, Mr.
Chairman. Thank you for your response.
Maybe you can tell us then: if we’re kind
of looking at it percentage-wise, how
many loans are you jointly funding with
other institutions versus just NBCC
alone? Thank you, Mr. Chairman.

ᐊᕐᓇᒃᑲᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ
ᖁᔭᓐᓇᒦᓪᓗ ᑭᐅᕋᑖᕋᕕᑦ. ᐅᖃᐅᔨᒍᓐᓇᕿᖅᑲᐃ ᑖᒃᑯᐊ
ᐳᓴᑦᑎᖏᑦ ᐃᓱᒪᒋᓗᒋᑦ, ᖃᑦᑎᓂᒃ ᐊᑐᖅᑐᐊᑎᑦᑎᕙᑉᐱᒥ
ᑲᑐᔾᔨᖃᑎᖃᖅᑐᓯ ᐊᓯᖏᓐᓂᑦ ᐊᑐᖅᑐᐊᕐᕕᐅᔪᓂᑦ?
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Rowe.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman. It
depends on the year. Some of our clients
have a five-year term with us. What I can
only address is the initial funding that we
gave to the clients and how that matches.
I would say probably 15 to 20 percent of
our clients are receiving other funding
towards that project from other
organizations. Now, it doesn’t necessarily
just have to be a loan; it could be that
they are also receiving a grant or
contribution from a GN department, so
we are including that in our figures.
Thank you, Mr. Chairman.

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᐊᕐᕌᒍ
ᐊᔾᔨᒌᑉᐸᖏᒻᒪᑕ, ᐃᓚᖏᑦ ᐊᕐᕌᒍᓄᑦ ᑕᓪᓕᒪᓄᑦ
ᐊᑐᖅᑐᐊᖅᓯᒪᓲᖑᒻᒪᑕ ᐊᑭᓖᕙᓪᓕᐊᓂᕆᓂᐊᖅᑕᒥᓂᒃ.
ᑕᐃᒪ ᑮᓇᐅᔭᖅᑖᕆᒋᐊᓐᖓᖅᑕᒥᓂᖓ ᑕᑯᓐᓈᖄᖅᑐᒍ,
ᑕᒫᓂᖃᐃ 15 ᐳᓴᓐᑎ, 20 ᐳᓴᓐᑎ ᐃᑲᔪᒐᕆᓲᕗᑦ
ᐊᓯᖏᓐᓂᑦ ᑮᓇᐅᔭᓂᑦ ᐱᖃᑦᑕᖅᑐᐃᑦ ᐊᓯᑦᑎᓐᓂᑦ
ᑎᒥᐅᔪᓂ. ᐊᑐᖅᑐᐊᕐᓂᐅᖏᓐᓇᐸᓐᖏᑦᑐᖅ
ᑮᓇᐅᔭᓂᑦᑕᐅᖅ ᑐᓂᕐᕈᓯᐊᑐᐃᓐᓇᒥᑦ
ᐱᒃᑲᓐᓂᕈᓐᓇᓲᖑᒻᒥᒻᒪᑕ ᒐᕙᒪᒃᑯᓐᓂᑦ. ᑖᒃᑯᐊ
ᑎᑎᖃᓯᐅᑎᓲᕗᑦ ᑲᑎᖅᓱᐃᓕᕋᐃᒐᑦᑕ. ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you, Ms. Rowe. Ms.
Angnakak.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᐅᕉ. ᒥᔅ
ᐊᕐᓇᒃᑲᖅ.
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Ms. Angnakak: Thank you, Mr.
Chairman. Just to get better clarification
as well, when you work with a client and
you have multiple institutions involved in
the risk-taking, what kind of lending
percentages… ? Do you usually go
straight across the board with the same
lending percentages for the amount or do
the amounts all have different kinds of
interest rates? Thank you, Mr. Chairman.
Chairman: I think that question is
probably better directed to Ms. Rowe.
Ms. Rowe: Thank you, Mr. Chairman.
Our interest rate, what we charge clients,
is a base rate which is the cost of
borrowing that we get from the
Government of Nunavut plus a risk rating
of anywhere between 1 and 5 percent.
Now, if our client is getting funding from
various sources, there would probably be
various interest rates for them. Our
money would have the one interest rate,
which is the cost of borrowing plus the
risk rating assigned to that client, and
then there could be, let’s say, Atuqtuarvik
coming in, NDC coming in, or a
commercial bank coming in who would
all have their own rules and procedures to
follow. Thank you, Mr. Chairman.

ᐊᕐᓇᒃᑲᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᓇᓗᓇᐃᑦᑎᐊᑲᓐᓂᖁᓪᓗᒍ ᑕᒪᓐᓇ
ᐃᖅᑲᓇᐃᔭᖃᑎᖃᓕᕌᖓᔅᓯ ᐊᑐᖅᑐᐊᖅᑐᒥᒃ,
ᐊᒻᒪᓗᑦᑕᐅᖅ ᐱᓕᕆᕖᑦ ᐊᔾᔨᒌᓐᖏᑦᑐᑦ
ᐊᑐᖅᑐᐊᕐᕕᐅᓪᓗᑎᒃ ᐊᑦᑕᕐᓇᕐᓂᖓᓄᑦ. ᖃᓄᐃᑦᑐᑦ
ᐳᓴᖓ ᐊᑐᖅᑐᐊᕐᕕᒃ ᓲᕐᓗ ᐃᓘᓇᖓ ᑕᐃᒃᑯᐊᑕᐃᓐᓇᐃᑦ
ᐳᓴᖓ ᐊᑐᖅᑕᐅᔪᐃᓐᓇᐅᖃᑦᑕᖅᐸ, ᐅᕝᕙᓘᓐᓃᑦ
ᐅᓄᕐᓂᕆᔭᖏᑦ ᑖᒃᑯᐊ ᐊᑐᖅᑐᐊᖅᑕᐅᔪᑦ ᐳᓴᓐᑎᖏᑦ
ᐊᔾᔨᒌᓐᖏᓚᑦ ᕿᑐᕐᖏᐅᕐᓂᕆᕙᑦᑕᖏᑦ? ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᒥᔅ ᐅᕉ ᐊᐱᖅᑯᑎᒋᔭᐅᔪᖅ
ᐃᓚᖓ ᑐᕌᖓᒻᒪᑦ.
ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᐃᒪᓐᓇ
ᕿᑐᕐᖏᐅᕐᓂᕆᔭᕗᓪᓕ ᐊᑭᓖᑎᑦᑎᖃᑦᑕᖅᑕᕗᑦ
ᐊᑐᖅᑐᐊᖅᑕᐅᑎᓪᓗᒋᑦ ᓄᓇᕗᑦ ᒐᕙᒪᒃᑯᖏᓐᓂᑦ ᑖᒃᑯᐊ
ᕿᑐᕐᖏᐅᕈᑎᖓᓂᑦ 1 ᐳᓴᓐᑎᒥᒃ 5 ᐳᓴᓐᑎᒧᑦ ᑎᑭᑦᑐᒍ
ᐱᖃᑦᑕᖅᑐᒍᑦ. ᑕᐃᒪᓕ ᑖᒃᑯᐊ ᑮᓇᐅᔭᖅᑖᕐᓂᖅᐸᑦ
ᐱᔨᑦᑎᖅᑕᐅᔪᑦ ᐊᔾᔨᒌᓐᖏᑦᑐᓂᑦ, ᐊᔾᔨᒌᓐᖏᑦᑐᓂᑦ
ᕿᑐᕐᖏᐅᕈᑎᖃᕋᔭᖅᑐ. ᑭᓯᐊᓂ ᐅᕙᒍᓪᓕ ᐊᑕᐅᓯᕐᒥᑦ
ᕿᑐᕐᖏᐅᕈᑎᖃᖅᑐᒍᑦ ᓇᒃᑯᓕᒫᖅ ᐊᑐᖅᑕᐅᖃᑦᑕᖅᑐᒥᒃ.
ᐱᔨᑦᑎᖅᑕᐅᔪᒧᑦ ᐊᑐᖅᑐᐊᖅᑐᒧᑦ. ᐊᒻᒪ ᐊᑐᖅᑐᐊᕐᕕᒃ
ᐊᒻᒪᓗ ᓄᓇᕗᑦᒥ ᐱᕙᓕᐊᔪᓕᕆᔨᒃᑯᑦ ᑯᐊᐳᕇᓴᒃᑯᑦ
ᑮᓇᐅᔭᒃᑯᕕᓪᓗ ᑖᒃᑯᐊ ᓇᒻᒥᓂᖅ ᐃᓛᒃᑯᑦ
ᕿᑐᕐᖏᐅᕈᑎᖃᕋᔭᖅᑐᑦ, ᒪᓕᒐᖃᕐᓗᑎᓪᓗ ᐃᓛᒃᑰᖅᑐᓂᑦ
ᒪᓕᑦᑕᐅᔭᕆᐊᖃᖅᑐᓂᑦ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you, Ms. Rowe. I’m
just looking at your annual report from
2014-15 and it’s got “plus a premium of
0% - 5%.” Maybe if you just clarify it. Is
it 1 to 5 or 0 to 5 percent? Ms. Rowe.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᐅᕉ. ᑖᒃᑯᐊ
ᑕᐅᑐᑦᑐᒋᑦ ᐊᕐᕌᒍᑕᒫᖅᓯᐅᑦ ᐅᓂᒃᑳᖅ 2014-15
ᐅᖃᖅᓯᒪᒻᒪᑕ 0 ᐳᓴᓐᑎᒥᒃ 5 ᐳᓴᓐᑎᒧᑦ ᓚᓯᒪᒻᒪᑦ ᑖᒃᑯᐊ
ᕿᑐᕐᖏᐅᕈᑎᖏᑦ. ᓇᓗᓇᐃᒃᑯᓯᑲᐃᓐᓇᕈᒃ 1
ᐳᓴᓐᑎᒥᓪᓘᓐᓃᑦ 5 ᐳᓴᓐᑎᒥᓪᓘᓐᓃᑦ? ᒥᔅ ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman.
Yes, it would be 0 to 5 percent. Thank
you, Mr. Chairman.

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. 0 ᐳᓴᓐᑎᒥᒃ
5 ᐳᓴᓐᑎᒧᑦ ᑎᑭᓪᓗᒍ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you for that
clarification. Ms. Angnakak.
Ms. Angnakak: Thank you, Mr.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᐅᕉ
ᓇᓗᓇᐃᕋᕕᐅᒃ. ᒥᔅ ᐊᕐᓇᒃᑲᖅ.
ᐊᕐᓇᒃᑲᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ,
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Chairman. With that in mind, do you feel
or is it the opinion of NBCC that it’s
easier for clients to access more money
with NBCC’s commitment behind them?
Would other institutions influenced by
your commitment? Some of the clients
that come forward, let’s say, if they went
to another institution, even maybe a bank
and the bank says no, and then they went
to you and you said, “Yes, we can fund
you, but you need additional money,” and
then you work with the client; I don’t
know if this happens. I’m just assuming
that you would work with the client and
then go to the bank. Would the bank be
more likely to look at that application?
Thank you, Mr. Chairman.
Chairman: Thank you, Ms. Angnakak. I
believe it’s called leveraging funds. Ms.
Rowe.

ᐃᒃᓯᕙᐅᑖᖅ. ᑖᓐᓇ ᐃᓱᒪᒋᓪᓗᒍ ᐃᓱᒪᒋᕕᓯᐅᒃ ᓄᓇᕗᒻᒥ
ᓇᒻᒥᓂᖃᖅᑐᓄᑦ ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴᑯᑦ,
ᐊᑐᖅᑐᐊᕐᕕᒃᑯᑦ ᐱᔭᕐᓂᓂᖅᓴᐅᑎᑦᑎᒐᔭᖅᐸ ᑮᓇᐅᔭᓂᑦ
ᑎᒍᓇᓱᒃᑐᖃᖅᑎᓪᓗᒍ ᐊᑐᖅᑐᐊᕈᒪᔪᖃᖅᑎᓪᓗᒍ,
ᐊᖏᖅᑕᐅᓯᒪᑦᑎᐊᖅᐸᑕ ᐊᓯᖏᓐᓄᑦ ᑮᓇᐅᔭᒃᑯᕕᓐᓄᑦ,
ᐊᑐᖅᑐᐊᕐᕕᓐᓄᓘᓐᓃᑦ. ᐊᖏᖅᓯᓂᕆᔭᓯ
ᐊᔭᐅᖅᑐᖅᑕᐅᓲᖑᕙ ᑕᐃᒃᑯᓄᖓ ᐊᓯᖏᓐᓄᑦ
ᐊᑐᖅᑐᐊᕐᕕᐅᖃᑦᑕᖅᑐᓄᑦ? ᓲᕐᓗ ᐊᓯᐊᓂᑦ ᑖᓐᓇ
ᐊᑐᖅᑐᐊᕈᒪᔪᖅ ᑮᓇᐅᔭᒃᑯᕕᒻᒥ ᐊᑐᕈᒪᓐᓂᕐᓗᓂ,
ᐋᒑᖅᑕᐅᓗᓂ ᐊᒻᒪ ᐃᓕᔅᓯᓐᓄᐊᓕᕐᓗᓂ
ᑮᓇᐅᔭᖅᑖᑲᓐᓂᕆᐊᖃᕐᓗᓂ. ᖃᓄᑭᐊᖅ
ᐆᑦᑐᕋᑐᐃᓐᓇᖅᑐᖓ ᐃᖅᑲᓇᐃᔭᖃᑎᖃᓚᐅᕐᓗᑎᒃ
ᑮᓇᐅᔭᒃᑯᕕᒻᒧᐊᓕᖅᑎᓪᓗᒍ ᐊᑐᖅᑐᐊᕆᐊᖅᑐᑎᓪᓗᒋᑦ
ᑮᓇᐅᔭᒃᑯᕕᒻᒧᑦ ᐊᑐᖅᑐᐊᕈᑎᔅᓴᖓ ᑐᒃᓯᕋᐅᑎᖓ
ᑲᒪᒋᔭᐅᓕᕋᔭᖅᐹ? ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᐊᕐᓇᒃᑲᖅ.
ᑐᑭᖃᖅᑰᖅᑐᖅ ᑮᓇᐅᔭᖅᑕᒥᓂᒃ ᐱᕈᐃᓇᓱᐊᕐᓂᖅ. ᒥᔅ
ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman.
Once the loan has been approved by us, it
does add strength to a client’s
application, especially through a
commercial bank, but at the same time,
usually our clients are turned down by
commercial banks because the
commercial bank does not like to fund
those types of activities.

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᑖᒃᑯᐊ
ᑮᓇᐅᔭᑦ ᐊᑐᖅᑐᐊᖅᑕᐅᒍᒪᔪᑦ ᐊᖏᖅᑕᐅᔪᒪᑉᐸᑦ ᑖᓐᓇ
ᓴᓐᖏᔫᑉᐸᑦ ᐊᑐᖅᑐᐊᕈᒪᔪᖅ, ᐱᓗᐊᖅᑐᓂ
ᑮᓇᐅᔭᒃᑯᕕᓐᓄᑦ ᐊᑐᖅᑐᐊᕈᒪᓐᓂᖅᐸᑦ ᑕᐃᒃᑯᐊ
ᐱᔨᑦᑎᖅᑕᐅᔪᑦ ᐋᒑᖅᑕᐅᖃᑦᑕᕐᒪᑕ ᐊᑐᖅᑐᐊᕈᒪᑎᓪᓗᒋᑦ
ᑮᓇᐅᔭᒃᑯᕕᓪᓚᑦᑖᑦ ᑕᒪᒃᑯᐊ,
ᑮᓇᐅᔭᖃᖅᑎᑦᑎᔪᒪᕙᓐᖏᒻᒪᑕ ᑕᐃᒪᓐᓇᐃᓕᐅᖅᑐᓂ.

One of the example is, let’s say,
construction funding. It’s very hard to go
to a commercial bank if you’re a small or
medium-sized business to get a loan to
build a building. The banks will take on
that client once the building is built. They
have no problem putting a mortgage on
that building, but during the construction
phase, it’s hard to get funding from a
commercial bank.

ᐃᓚᖓ ᐆᑦᑑᑎᒋᓗ ᓇᑉᐸᖅᑎᕆᓂᖅ ᐃᓪᓗᓂ,
ᐱᔭᕐᓂᖏᑦᑐᐊᓘᒻᒪᑦ ᑮᓇᐅᔭᒃᑯᕕᒻᒥ ᐃᓪᓗᓕᐅᖅᑎᐅᔪᖅ
ᐊᑐᖅᑐᐊᕈᒪᒐᓗᐊᖅᑎᓪᓗᒋᑦ ᐱᔭᕐᓂᖏᒻᒪᑕ.
ᐃᓪᓗᓕᐅᕋᓱᒃᑲᓗᐊᖅᑎᓪᓗᒋᑦ ᑮᓇᐅᔭᓕᕆᔨᒃᑯᑦ,
ᑮᓇᐅᔭᒃᑯᕕᖏᓛ ᑕᐃᒃᑯᓂᖓ ᐃᑲᔪᖅᓯᓕᕋᔭᖅᑐᖅ
ᐃᓪᓗᓕᐅᕇᖅᓯᒪᓕᖅᐸᑦ. ᓇᑉᐸᖅᑎᕆᓇᓱᒃᑎᓪᓗᒋᑦ
ᐃᓪᓗᓂ ᑮᓇᐅᔭᒃᑯᕕᒻᒥ ᐊᑐᕆᐊᔅᓴᖅ
ᐱᔭᕐᓂᖏᑦᑐᒻᒪᕆᐅᒻᒪᑦ.

If other lenders, let’s say, Community
Futures or Atuqtuarvik, the more of us
that are involved in the deal, the more we

ᐊᑐᖅᑐᐊᕐᕕᒃ ᑖᓐᓇ ᐃᓚᐅᔪᑦ ᐅᓄᕐᓂᖅᓴᐅᒍᑦᑕ
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share the risk of that loan. That’s always
a good thing and it’s also good for our
clients. They’re getting exposed to
different organizations. I think it does
improve their credibility once they have
one debt financing deal in place to then
gain additional funding. Thank you, Mr.
Chairman.
Chairman: Thank you, Ms. Rowe. Ms.
Angnakak.
Ms. Angnakak: Thank you, Mr.
Chairman. I want to move on a little bit
about, on page 5 of your opening
comments, you say that “NBCC was also
able to secure funding to continue its
outreach efforts across the territory. The
funding enabled NBCC to visit all
communities…” In your annual report of
2014-15 on page 2, you say that the
funding was “obtained from the Strategic
Investment Program administered by the
Department of Economic Development
and Transportation…” That kind of woke
me up a little bit because although you
are at arm’s length, you are government
funded and you are accessing funds from
another government program to do your
travel.
My first question is: is this a normal thing
that an entity like yours would do?
Maybe my second question would be: in
your own operations budget, do you have
a travel budget? I would assume that
because of the business that you run, you
would have a travel budget because you
need to go out and see clients. You can’t
sit in the office and wait for people to
come to you all the time. I’m wondering
why you would have to access public
funds to do your work. Thank you, Mr.
Chairman.
Chairman: Ms. Karetak-Lindell.

ᐊᑦᑕᓇᕐᓂᕆᔭᖓ ᐊᒥᖅᑳᖅᑕᐅᓂᖅᓴᐅᓕᕋᕐᒥᒻᒪᑦ,
ᐱᐅᒋᓪᓗᓂᓗ ᑕᒪᓐᓇ. ᐱᐅᒋᓪᓗᓂᓗ ᐱᔨᑦᑎᖅᑕᑦᑎᓐᓄᑦ
ᐊᔾᔨᒌᓐᖏᑦᑐᓃᓐᖔᖅᑐᓂᑦ ᑎᒥᓂ. ᑭᓯᐊᓂᓕ
ᐅᑉᐱᓇᕐᓇᖅᑐᖅ ᑕᐃᒪ ᑮᓇᐅᔭᖏᑦ ᐊᑭᓕᔅᓴᖏᑦ
ᐊᑭᓕᖅᓱᖅᑕᐅᖃᑦᑕᓕᖅᐸᑕ ᖄᒃᑲᓐᓂᐊᒍᑦ
ᐊᑐᖅᑐᐊᑲᓐᓂᕈᓐᓇᖅᓯᖃᑦᑕᖅᑐᑦ. ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᐅᕉ. ᒥᔅ
ᐊᕐᓇᒃᑲᖅ.

ᐊᕐᓇᒃᑲᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᓅᑉᐸᓪᓕᐊᒍᒪᒐᒪ ᐊᓯᐊᓄᑦ. ᒪᑉᐱᒐᖅ 5
ᒪᑐᐃᕆᐊᕈᑎᖏᓐᓂᑦ. ᐅᖃᕋᕕᑦ “ᑖᒃᑯᐊᒎᖅ ᐊᑐᖅᑐᐊᕐᕕᒃ
ᑮᓇᐅᔭᒃᑲᓂᕐᓂᑦ ᐱᓇᓱᒃᑲᓂᖅᑐᖅ ᓄᓇᕗᓕᒫᓂ
ᑮᓇᐅᔭᓂᓪᓗ ᑖᒃᑯᐊ ᓄᓇᓕᓐᓄᑦ
ᐳᓚᕋᔾᔪᑕᐅᒍᓐᓇᖅᓯᓚᐅᖅᑐᑎᒃ ᓄᓇᓕᓐᓂ.”
ᐅᓂᒃᑳᓯᓐᓂᓪᓗ 2014-15 ᒪᑉᐱᒐᖅ 2-ᖓᓂ ᑮᓇᐅᔭᐃᑦ
ᐱᔭᐅᓚᐅᖅᑐᑦ ᐅᐸᓗᖓᐃᔭᐅᑎᓂᒃ
ᐱᓕᕆᔪᑕᐅᖃᑦᑕᖅᑐᓂᑦ ᐊᐅᓚᔭᐅᑕᐅᔪᓂᑦ
ᐱᕙᓪᓕᐊᔪᓕᕆᔨᒃᑯᑦ ᐱᓕᕆᕕᖓᓐᓂ
ᐃᖏᕐᕋᔪᑎᓕᕆᔨᒃᑯᓪᓗ. ᑖᒃᑯᐊ ᐅᔾᔨᕆᔪᐊᓚᐅᕋᒃᑭᑦ
ᓯᓚᑖᒎᕋᓗᐊᖅᑎᓪᓗᓯ ᒐᕙᒪᒃᑯᑦ ᑮᓇᐅᔭᖁᑎᖏᓐᓂᑦ
ᐊᒻᒪᓗᑦᑕᐅᖅ ᑮᓇᐅᔭᖅᑖᖅᑎᑦᑎᖃᑦᑕᖅᑐᓯ ᒐᕙᒪᒃᑯᑦ
ᐊᓯᖏᓐᓂᑦ ᐱᓕᕆᐊᖏᓐᓂᑦ ᐊᐅᓚᑲᐅᑎᒋᓪᓗᓯᐅᒃ.

ᐊᐱᖅᑯᑎᒋᔪᒪᓕᖅᑕᕋ ᑖᓐᓇ ᐃᓕᖅᑯᓯᖅ ᐱᐅᓯᕆᔭᐅᔪᖅ
ᑕᐃᒪᓐᓇ ᑎᒥᐅᔪᓄᑦ ᐊᑐᖅᑕᐅᒐᔪᒻᒪᑦ. ᐃᒻᒪᖄ ᐱᖃᑖ
ᐊᐱᖅᑯᑎᒋᔪᓐᓇᕐᓂᐊᕐᒥᔭᕋ ᐊᐅᓚᓂᕆᔭᓯ ᐊᐅᓚᔪᑎᔅᓴᓯ
ᑮᓇᐅᔭᖅᑐᕈᑎᔅᓴᖏᓐᓂᑦ ᐊᐅᓪᓚᕈᑎᔅᓴᖃᓐᖏᓇᔅᓰ?
ᐊᑐᕈᒫᖅᑐᓂᑦ ᐊᐅᓪᓚᓂᕐᒧᑦ. ᐊᐅᓪᓚᕈᑎᔅᓴᓂᑦ
ᖃᖓᑦᑕᐅᑎᔅᓴᓂᑦ ᑮᓇᐅᔭᖃᖅᑎᑕᐅᔪᔅᓴᐅᒐᔅᓯ.
ᖃᓄᐃᒻᒪᓕ ᑮᓇᐅᔭᓂᒃ ᐱᓇᓱᓚᐅᖅᐱᓯ ᒐᕙᒪᒃᑯᑦ
ᑮᓇᐅᔭᖁᑎᖏᓐᓂᑦ ᑭᒃᑯᓕᒫᓄᑦ ᐊᑐᖅᑐᔅᓴᓂᒃ,
ᐃᖅᑲᓇᐃᔭᖅᑕᓯ ᐱᓕᕆᖁᔭᐅᖁᓪᓗᒍ? ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.
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Ms. Karetak-Lindell: We operate only
with public funds. We get our funding
from the Government of Nunavut to run
as a corporation, but as an arm’s-length
corporation, that doesn’t restrict us from
applying to different funding sources to
do different things. We have a modest
budget or we try to be as cost-effective as
possible. We try to run our administrative
and operation as a corporation very
economically so that would give us funds
to visit as many communities as we can.
The current funding we have to operate
the office does not necessarily give us the
funds to go to every community in
Nunavut. We know this is a very
expensive territory to travel in. Not only
do we apply for funding from different
sources for that; we also apply for
funding to do on-site training of our staff
so that they are becoming as trained as
they can be in the field that they work in.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᐋᒡᒑ, ᑮᓇᐅᔭᓂᒃ
ᖃᐃᔅᓯᕕᐅᕙᒃᑲᑦᑕ ᓄᓇᕗᑦ ᒐᕙᒪᒃᑯᖓᓐᓂᒃ ᑎᒥᐅᓪᓗᑕ
ᐃᖏᕐᕋᔪᓐᓇᖁᓪᓗᑕ. ᑭᓯᐊᓂᓕ ᑯᐊᐳᕇᓴᐅᓪᓗᑕ
ᑕᒪᑐᒨᓇ ᓄᖅᑲᖓᑎᑕᐅᕙᓐᖏᑦᑐᒍᑦ ᕿᓂᕋᓱᒋᐊᒃᓴᖅ
ᑮᓇᐅᔭᖃᕐᕕᒋᔪᓐᓇᑕᑦᑎᓐᓂᒃ ᐊᒻᒪᓗ
ᑮᓇᐅᔭᖅᑑᑎᒃᓴᖄᕐᔪᒃᑐᑕ ᐊᑭᑐᔪᒥᒃ ᐱᓕᕆᔪᓐᓇᖁᓪᓗᑕ.
ᐊᐅᓚᓇᓱᒃᐸᒃᑕᕗᑦ ᑎᑎᕋᕐᕕᓕᕆᓂᕗᑦ ᐊᐅᓚᓂᑦᑎᓂᓪᓗ
ᐊᑦᑐᐊᕐᓂᖅᐹᕆᓇᓱᒃᑐᑎᒍᑦ ᑎᒥᐅᓪᓗᑕ ᑮᓇᐅᔭᐃᑦ
ᐳᓚᕋᕈᓐᓇᖁᓪᓗᑕ ᐊᒥᓲᓂᖅᐹᖑᒍᓐᓇᖅᑐᓂᒃ
ᓄᓇᓕᓐᓂᒃ. ᒫᓐᓇᒃᑯᑦ ᑮᓇᐅᔭᖁᑎᕗᑦ ᑎᑎᕋᕐᕕᑦᑕ
ᐊᐅᓚᓂᖓᓄᑦ ᐊᕙᓗᐃᕙᖏᒻᒪᑦ ᓄᓇᓕᓕᒫᑦ
ᐳᓚᕋᖅᑕᐅᔪᓐᓇᖁᓪᓗᒋᑦ ᓄᓇᕗᒻᒥ ᖃᐅᔨᒪᒐᑦᑕ ᓄᓇᕗᑦ
ᐊᑭᑐᔪᒻᒪᕆᐅᒻᒪᑦ ᐱᓕᕆᕝᕕᒋᓇᓱᒃᑐᒍ. ᑕᐃᒪᓐᓇᒃ
ᑐᒃᓯᕋᑐᐃᓐᓇᐸᓐᖏᑦᑐᒍᑦ ᑕᒪᑐᒨᓇ
ᑮᓇᐅᔭᖃᕐᕕᒋᔪᓐᓇᑕᑦᑎᓐᓂᒃ ᐊᓯᖏᓐᓂᒃ,
ᑮᓇᐅᔭᖅᓯᐅᖅᐸᒻᒥᔪᒍᑦ ᐃᖅᑲᓇᐃᔭᖅᑎᕗᑦ
ᐱᓕᒻᒪᓴᖅᑕᐅᔪᓐᓇᖁᓪᓗᒋᑦ
ᐃᓕᓐᓂᐊᖅᓯᒪᑦᑎᐊᕈᓐᓇᖁᓪᓗᒋᑦ ᐱᓕᕆᐊᕆᔭᒥᓂᒃ.

Maybe Sherri wants to add more detail to
that.

ᐃᒻᒪᖄ ᓯᐊᕆᐅᑉ ᐃᓚᒃᑲᓐᓂᕈᓐᓇᖅᑕᖓ.

Chairman: Thank you. Ms. Rowe.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ. ᒥᔅ ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman.
We receive $600,000 a year from the
Government of Nunavut for operating.
That is our operations budget that we are
given. Any other money that we have to
use to budget for other expenses has to
come from the interest on loans. With
only $600,000 as our core funding, we
have six employees, so pretty much that
amount covers the bare basics.

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐊᐅᓚᔾᔪᑎᒃᓴᑎᓐᓄᑦ ᐱᑎᑕᐅᕙᒃᑐᒍᑦ ᓄᓇᕗᑦ
ᒐᕙᒪᒃᑯᖓᓐᓂᒃ $600,000-ᓂᑦ ᐊᕐᕌᒍᑕᒫᑦ ᐊᐅᓚᓂᕐᒧᑦ
ᑮᓇᐅᔭᖅᑑᑎᒋᓪᓗᑎᒍ ᐊᒻᒪ ᐊᓯᒃᑲᓐᓂᖏᑦ ᑮᓇᐅᔭᕆᔭᕗᑦ
ᐊᑐᕈᓐᓇᐸᒃᑕᕗᑦ ᐊᓯᖏᓐᓄᑦ ᐊᑭᓕᕆᐊᓕᓐᓄᑦ
ᕿᑐᕐᖏᐅᕈᑎᓃᓐᖔᖅᑐᓂᒃ ᐊᑐᖅᑕᐅᖅᑕᐅᔪᓂᒃ. ᑖᒃᑯᐊ
$600,000 ᑐᓐᖓᕕᒋᓪᓗᑎᒃᑯ ᑮᓇᐅᔭᖅᑑᑎᒋᕙᒃᑕᕗᑦ
ᐃᖅᑲᓇᐃᔭᖅᑎᖃᖅᑐᑕ 6-ᓂᒃ ᑕᐃᒪᐃᒻᒪᑦ
ᐊᕙᓗᐃᑐᐃᓐᓇᕙᒃᑐᑦ ᑖᒃᑯᐊ ᑮᓇᐅᔭᐃᑦ
ᐱᔭᕆᐊᖃᖅᑕᑎᓐᓄᑦ.

With the money we receive on interest on
our loans, yes, we make a significant
amount of interest, but in the years where
we have, let’s say, a loan that goes bad
and there is a provision that needs to be
taken, it also comes out of that budget.
Other than the $600,000, everything else

ᑕᐃᒃᑯᐊᓕ ᐱᕙᒃᑕᕗᑦ ᕿᑐᕐᖏᐅᕈᑎᓃᓐᖔᖅᑐᖅ
ᐊᑐᖅᑐᐊᖅᑕᒥᓂᑦᑎᓐᓂᒃ, ᐄ, ᐊᖏᔪᒥᒃ
ᕿᑐᕐᖏᐅᕈᑎᑖᖅᐸᒃᑐᕗᑦ. ᑭᓯᐊᓂᓕ ᐊᕐᕌᒎᓯᒪᓕᖅᑐᓂ
ᓇᓪᓕᐊᓐᓂᒃ ᐊᑐᖅᑐᐊᖅᑕᐅᔪᖅ ᑲᑕᒃᑐᒥᓂᐅᓐᓂᕈᓂ
ᐊᒻᒪᓗ ᐅᖃᖅᓯᒪᔪᖃᖅᑎᓪᓗᒍ ᐲᖅᑕᐅᔭᕆᐊᖃᕐᒪᑕ
ᑮᓇᐅᔭᖅᑑᑎᒋᔭᑦᑎᓐᓂᒃ, ᑕᐃᒪᐃᓐᓂᖓᓄᑦ $600,000
ᐊᓯᐊᓃᓐᖔᖅᑐᑦ
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is kept as balanced as we can so as not to
run into huge deficits. We have to use our
money very wisely.

ᑐᑭᓕᐊᑦᑎᐊᕆᐊᖃᖅᐸᑉᐸᕗᑦ ᐊᖏᓗᐊᖅᑐᒥᒃ
ᐊᑭᓕᒃᓴᓕᐅᖁᓐᓇᑕ. ᑮᓇᐅᔭᖁᑎᑦᑎᓐᓂ
ᐊᑐᑦᑎᐊᕆᐊᖃᖅᐸᑉᐳᒍᑦ.

The money we get from the SIP program,
we apply for it like everyone else. Some
years, they have approved our funding
and some years, they have not. Without
that money, though, in a year, we would
not be able to travel to all the
communities and the regions. That’s for
sure. We really do need that money for
travel. Thank you, Mr. Chairman.

ᑮᓇᐅᔭᖅᑖᕆᕙᒃᑕᕗᑦ SIP-ᒥᒃ ᑐᒃᓯᕋᕐᕕᒋᕙᑦᑕᑎᓐᓂ
ᐊᓯᓕᒫᕗᑎᑐᓪᓗ ᐃᓚᖏᓐᓂ ᐊᕐᕌᒍᓂᒃ
ᐊᖏᖅᑕᐅᕙᒃᑐᒍᑦ ᐃᓚᖏᓐᓂᓪᓗ ᐋᒃᑲ. ᑖᒃᑯᐊ
ᐱᑕᖃᓐᖏᑎᓪᓗᒋᑦ ᐊᕐᕌᒎᑉ ᓇᓪᓕᐊᓐᓂ
ᐳᓚᕋᕈᓐᓇᖅᐸᖏᑦᑐᒍᑦ ᓄᓇᓕᓕᒫᓄᑦ. ᐄ, ᑖᒃᑯᐊ
ᑮᓇᐅᔭᐃᑦ ᐱᔭᕆᐊᖃᓪᓚᕆᓲᕗᑦ ᐳᓚᕋᕈᓐᓇᖁᓪᓗᑕ.
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you, Ms. Rowe. Ms.
Angnakak

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᐅᕉ. ᒥᔅ
ᐊᕐᓇᒃᑲᖅ.

Ms. Angnakak: Thank you, Mr.
Chairman. In terms of loans that go bad,
how many loans have gone bad that
you’ve had to use the interest funds to
pay off? Thank you, Mr. Chairman.

ᐊᕐᓇᒃᑲᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᑖᒃᑯᐊ
ᐊᑐᖅᑐᐊᖅᑕᒥᓃᑦ ᑲᑕᓐᓂᑰᓚᐅᖅᑐᓂᒃ, ᖃᔅᓯᐅᓚᐅᖅᐸᑦ
ᑲᑕᓐᓂᑯᒥᓃᑦ ᐊᑭᓕᐅᑎᒋᔭᕆᐊᖃᖅᓯᒪᔭᓯ
ᕿᑐᕐᖏᐅᕈᑎᓃᓐᖔᖅᑐᓂᒃ? ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Rowe.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman.
It’s not that we have to use the interest
funds to pay off. It’s when you look at
our income statement, what you see is
our revenue, which is our interest on
loans and then you see our expenses. The
expenses, I think it’s called provisions for
credit losses, that you see really fluctuate
during different years and it all depends
on what’s happening with our clients in
any particular year, but we always have
to keep that in mind during the year
because we don’t want to be running
large deficits. We spend within our
means, which means that if it is a year
that there is going to be a large provision
taken, it could be that a client had a fire
or any of those things like that. We have
to keep that in mind during the year to
make sure we don’t overspend. Thank
you, Mr. Chairman.

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐃᒪᐃᓕᖓᔾᔭᖏᑦᑐᖅ ᕿᑐᕐᖏᐅᕈᑎᓂᒃ
ᐊᑭᓕᕆᐊᖃᖅᑕᕗᑦ ᑕᑯᓐᓇᖅᑐᒋᑦ ᑮᓇᐅᔭᐃᑦ ᐃᓯᖅᑐᑦ
ᐅᓂᒃᑳᖏᓐᓂ ᑕᐃᑲᓂ ᑕᑯᒃᓴᐅᕙᒻᒪᑕ ᑮᓇᐅᔭᐃᑦ
ᐃᓯᖅᑐᑦ ᑖᒃᑯᓇᓐᖓᑦ ᕿᑐᕐᖏᐅᕈᑎᓂᒃ
ᐊᑐᖅᑐᐊᖅᑕᒥᓂᕐᓂᒃ ᐊᒻᒪᓗ ᐃᓪᓗᐊᒍᑦ ᓴᖅᑭᔮᕆᓪᓗᑎᒃ
ᐊᑭᓕᐅᑎᒥᓃᑦ ᑐᕌᖓᔪᑦ ᐊᑐᖅᑐᐊᖅᑎᑦᑎᓂᕐᒧᑦ
ᐊᓯᐅᔾᔪᑕᐅᔪᑦ. ᑕᒪᓐᓇ ᐊᓯᓐᖑᕈᓘᔭᖅᐸᑉᐳᖅ ᐊᕐᕌᒍᓂ.
ᑕᒪᓐᓇ ᒪᓕᑉᐸᒃᑐᖅ ᖃᓄᐃᓕᖓᓕᕐᒪᖔᑕ
ᐊᑐᖅᑐᐊᖅᑕᕗᑦ ᓇᓪᓕᐊᓐᓂᑐᐃᓐᓇᖅ ᐊᕐᕌᒎᔪᒥ.
ᑕᒪᓐᓇ ᐃᓱᒪᒥᐅᑕᕇᓐᓇᕆᐊᖃᓲᕆᔭᕗᑦ ᐊᕐᕌᒍᒥ
ᐊᖏᓗᐊᖅᑐᐊᓗᒻᒥᒃ ᐊᑭᓕᒃᓴᓕᐅᕈᒪᓐᖏᓇᑦᑕ,
ᑕᐃᒪᓐᓇᐃᒻᒪᑦ ᐱᓕᕆᔪᓐᓇᕈᑎᑦᑎᓐᓂ ᐊᐅᓚᓇᓱᒃᐸᑉᐳᒍᑦ.
ᐃᒪᓐᓇᒃ ᑕᒪᓐᓇ ᑐᑭᓕᒃ ᓇᓪᓕᐊᓐᓂ ᐊᕐᕌᒍᒥ ᐊᖏᔪᒥᒃ
ᐳᓴᓐᑎᒥᒃ ᐱᔭᕆᐊᖃᕐᓂᕈᓂ
ᐃᑯᐊᓪᓚᑦᑐᖃᖅᑐᒥᓂᐅᓐᓂᖓᓄᑦ ᐊᑐᖅᑐᐊᖅᑕᑦᑕ
ᐃᓚᖓᓐᓂ ᑕᐃᒪᐃᓐᓇᐃᐸᓗᑦᑐᒥᓘᓐᓃᑦ ᐱᔪᖃᕐᓂᖅᐸᑦ
ᑕᒪᓐᓇ ᐃᓱᒪᒋᖃᓯᐅᑎᔭᕆᐊᖃᓲᕆᔭᕗᑦ ᐊᑐᓗᐊᖁᓇᑕ
ᐊᑭᓕᐅᑎᒋᔪᓐᓇᑕᑦᑎᓐᓂᒃ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
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Chairman: Thank you, Ms. Rowe. Ms.
Angnakak.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᐅᕉ. ᒥᔅ
ᐊᕐᓇᒃᑲᖅ.

Ms. Angnakak: Thank you, Mr.
Chairman. What I am trying to get at is:
how many times do you have to dip in
that pot? The money you collect as
interest, if you aren’t using it, then it’s
growing and growing. I don’t have the
financial statements before me, but how
many times have you had to use that?
Thank you, Mr. Chairman.

ᐊᕐᓇᒃᑲᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᑐᑭᓯᓇᓱᒃᑲᓗᐊᖅᑐᖓ ᖃᔅᓯᐊᖅᑎᖅᑐᓯ ᑕᒪᑐᒥᖓ
ᐲᖅᓯᒋᐊᖃᖃᑦᑕᖅᓯᒪᕕᓯ? ᑕᐃᒃᑯᐊ
ᕿᑐᕐᖏᐅᕈᑎᓃᓐᖔᖅᑐᑦ ᐊᑐᓐᖏᑯᑦᑎᐅᒃ
ᐱᕈᐃᓐᓇᓕᕋᔭᕐᒪᑦ. ᐊᐃᑦᑖᖅ ᑮᓇᐅᔭᐃᑦ ᐅᓂᒃᑳᖏᑦ
ᐱᓯᒪᓐᖏᓇᒃᑭᑦ ᑭᓯᐊᓂ ᖃᔅᓯᐊᖅᑎ
ᐊᑐᕆᐊᖃᖃᑦᑕᖅᓯᒪᕕᓯᐅᒃ? ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Rowe.
Ms. Rowe: Thank you, Mr. Chairman. If
we look at our financial statements from
last year, the ones you’re looking at, you
will see that we had a small profit of
$138,000 for that year. The year before,
you will see that we had a loss of
approximately $500,000. That $500,000
is definitely caused by a provision taken
for a loan. If we went through our
financial statements from the beginning
of time, we would be able to calculate
exactly how much it is.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐅᕉ.
ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᕿᒥᕐᕈᒍᑦᑎᐅᒃ
ᑮᓇᐅᔭᓄᑦ ᐅᓂᒃᑳᖁᑎᕗᑦ ᐊᕐᕌᒎᓚᐅᖅᑐᒧᑦ ᑕᑯᓐᓇᖅᑕᓯ
ᑕᑯᒍᓐᓇᖅᐸᓯᐅᒃ ᐊᒥᐅᒃᑯᓂᖄᕐᔪᓚᐅᕋᑦᑕ $138,000-ᓂᒃ
ᑕᐃᔅᓱᒪᓂ ᐊᕐᕌᒎᓚᐅᖅᑐᒧᑦ. ᓯᕗᓂᐊᓂ
ᐊᒥᒐᕐᓂᖃᓚᐅᖅᓯᒪᔪᒍᑦ $500,000-ᓂᑦ, ᑖᒃᑯᐊᓗ
$500,000 ᐱᔾᔪᑎᖃᓪᓚᕆᓚᐅᖅᑐᑦ ᑕᐃᒃᑯᓄᖓ
ᐊᑐᖅᑐᐊᖅᑕᐅᔪᓂᑦ. ᑖᒃᑯᐊ ᑮᓇᐅᔭᓕᕆᔾᔪᑏᑦ
ᕿᒥᕐᕈᓇᒃᑯᑦᑎᒍᑦ ᐱᒋᐊᕐᓂᖓᓂ ᑕᐅᑐᓪᓗᒋᑦ
ᖃᐅᔨᒍᓐᓇᖅᑐᒍᑦ ᖃᑦᑎᑦ ᑮᓇᐅᔭᐃᑦ ᐊᑐᖅᑕᐅᓂᕐᒪᖔᑕ.

If you keep in mind that our loan
portfolio is sitting at $23 million
something, we have borrowed $25
million from the Government of
Nunavut. We’re not dipping into loan
funds for any other purpose, which is a
good thing. The advances we get from
the Government of Nunavut for loans are
used for loans and we have to monitor the
rest of it very carefully to live within our
means. Thank you, Mr. Chairman.

ᑭᓯᐊᓂ ᐃᖅᑲᐅᒪᓗᑎᒃ ᐊᑐᖅᑐᐊᖅᑎᐅᔪᑦ $23 ᒥᓕᐊᓐ
ᐊᑐᖅᑐᐊᖅᑐᑕ, $25 ᒥᓕᐊᓐ ᓄᓇᕗᑦ ᒐᕙᒪᒃᑯᖏᓐᓂᑦ
ᐊᑐᓐᖏᑦᑐᒍᑦ ᐊᑐᖅᑐᐊᖅᑕᐅᔪᕕᓂᕐᓄᑦ. ᐊᓯᖏᓐᓄᑦ
ᐊᑐᓐᖏᑦᑐᒍᑦ. ᑖᓐᓇ ᐱᐅᔪᖅ. ᓄᓇᕗᑦ ᒐᕙᒪᒃᑯᓐᓂᑦ
ᑮᓇᐅᔭᐃᑦ ᐱᖃᑦᑕᖅᑕᕗᑦ ᐊᑐᖅᑐᐊᓯᓐᓇᖅᑐᑎᒍᑦ.
ᓇᐅᑦᑎᖅᓱᑦᑎᐊᕆᐊᖃᖃᑦᑕᖅᑕᕗᑦ ᑮᓇᐅᔭᑦ
ᐊᑐᖅᑕᐅᕙᓪᓕᐊᔪᑦ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you, Ms. Rowe. Ms.
Angnakak.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᕉ. ᒥᔅ
ᐊᕐᓇᒃᑲᖅ.

Ms. Angnakak: Thank you, Mr.
Chairman. Thank you for that response. I
think it gives all of us a better

ᐊᕐᓇᒃᑲᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᖁᔭᓐᓇᒦᖑᔪᑎᑦ ᑭᐅᒐᕕᑦ
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understanding. How many times has
NBCC asked for an increase in its
budget? I think the $600,000 has been
there for many years. With the growth of
your portfolio and just looking at the
whole picture, have you asked for an
increase and, if so, what was the
response? Thank you, Mr. Chairman.
Chairman: Ms. Rowe.
Ms. Rowe: Thank you, Mr. Chairman.
This year, we have asked for an increase
of $150,000. We have not heard back to
see if we will be successful in increasing
that. I know that our contribution went up
to $600,000 around the time that I started
with NBCC, which was 2010, so it has
been that amount for at least five years
now. Thank you, Mr. Chairman.
Chairman: Thank you, Ms. Rowe. Ms.
Angnakak.

ᑐᑭᓯᕚᓪᓕᖅᑐᔅᓴᐅᔪᐃᓐᓇᐅᒐᑦᑕ ᑭᒡᒍᓯᕐᓂᑦ. ᖃᑦᑎᐊᖅᑎ
ᑖᒃᑯᐊ ᐅᖓᑕᐅᔾᔨᓯᒪᖃᑦᑕᕐᒪᑕ ᐊᕐᕌᒍᓂᑦ $600,000
ᐊᑯᓂᐊᓗᒃ ᐊᑐᖅᑕᐅᓯᒪᓕᕐᒪᑦ ᑕᒪᒃᑯᓄᖓ
ᐊᑐᖅᑐᐊᖅᑕᐅᔪᓄᑦ. ᐃᓘᓐᓇᖓ ᑕᑯᓐᓇᖅᑐᒍ ᑖᓐᓇ
ᐊᑭᑦᑐᕆᐊᖁᔨᓗᓯ ᑐᒃᓯᕋᖃᑦᑕᖅᓯᒪᕕᓰ?
ᑕᐃᒪᐃᓐᓂᕈᔅᓯᓗ ᖃᑦᑎᓂᒃ ᐊᑭᑦᑐᕆᐊᕈᒪᔪᑎᖃᖅᐱᓯ?
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐅᕉ.
ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐊᕐᕌᒍᒋᔭᑦᑎᓐᓂ ᐊᑐᖅᑐᐊᑎᖁᔪᒍ $150,000 ᑭᓯᐊᓂ
ᑐᓴᒃᑲᓐᓂᓚᐅᖅᓯᒪᓐᖏᑦᑐᒍᑦ
ᐊᑭᑦᑐᕆᐊᖅᑕᐅᔪᓐᓇᕐᓂᐊᕐᒪᖔᖅ ᑖᓐᓇ. ᖃᐅᔨᒪᔪᖓ
$600,000-ᖑᖅᑎᑕᐅᓚᐅᖅᓯᒪᔪᖅ ᑕᐃᔅᓱᒪᓂ
ᐃᖅᑲᓇᐃᔭᓕᓵᖅᑎᓪᓗᖓ ᑕᐃᒃᑯᓄᖓ
ᐊᑐᖅᑐᐊᕐᕕᒃᑯᓐᓄᑦ 2010-ᒥᑦ. ᑖᓐᓇ ᐊᕐᕌᒍᕗᑦ
ᑕᓪᓕᒪᓄᑦ ᐊᑐᖅᑕᐅᖏᓐᓇᖅᑐᖅ ᐅᓄᕐᓂᕆᔭᖓ.
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᐅᕉ. ᒥᔅ
ᐊᕐᓇᒃᑲᖅ.

Ms. Angnakak: Thank you, Mr.
Chairman. I think it’s perhaps a given
that most people would expect you to
travel to communities being you are
providing the service. If you don’t get the
$150,000, what kind of impact is that
going to have on your outreach? Thank
you, Mr. Chairman.

ᐊᕐᓇᒃᑲᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᐃᒻᒪᖄ
ᐊᐅᓪᓚᑲᑕᓐᓂᐊᓂᕐᓂ ᓂᕆᐅᒋᔭᐅᖃᑦᑕᕋᔅᓯ ᓄᓇᓕᓐᓂ
ᐱᔨᑦᑎᕋᐃᓪᓗᑎᑦ. $150,000 ᐱᓐᖏᑯᔅᓯᐅᒃ ᖃᓄᑎᒋ
ᐊᑦᑐᐃᓂᖃᕋᔭᖅᐸ ᑕᖅᑲᒃᑯᓄᖓ ᐃᑲᔪᕋᓱᓐᓂᕆᔭᔅᓯᓐᓄ?
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Karetak-Lindell.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: We never turn it
down if someone wants to give us more
money to operate with. We think that we
spend our money wisely, but it does limit
the outreach if we don’t get extra
funding. We do apply, as we say, to
different agencies to reach out to the
communities and I believe our
corporation has managed to balance that
really well.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᐋᒡᒑᓚᐅᖅᓯᒪᓐᖏᓐᓇᑦᑕ
ᑮᓇᐅᔭᓂᒃ ᑐᓂᔭᐅᓇᓱᑦᑎᓪᓗᑕ ᐊᐅᓚᒃᑎᔪᑎᔅᓴᑎᓐᓂ.
ᑮᓇᐅᔭᐃᑦ ᐊᑐᕋᓱᖃᑦᑕᖅᑕᕗᑦ ᓯᓚᑕᔫᓇᓱᑦᑐᑕ. ᑭᓯᐊᓂ
ᑖᒃᑯᐊ ᐊᑦᑐᐃᖃᑦᑕᕐᒪᑦ ᑕᖅᑲᑯᓄᖓ ᐃᑲᔪᕋᓱᐊᕐᓂᕐᒧᑦ.
ᑮᓇᐅᔭᖅᑖᑲᓐᓂᖏᒃᑯᑦᑕ ᑕᐃᒃᑯᐊ ᑮᓇᐅᔭᑦ
ᐊᑐᖅᑕᐅᖃᑦᑕᖅᑐᑦ ᐊᒡᒍᑐᖅᓯᒪᓂᖓᓄᑦ ᓄᓇᕗᑦᒥ
ᓄᓇᓕᓐᓂ. ᑖᓐᓇ ᑎᒥᖁᑎᒋᔭᕗᑦ
ᐃᓪᓗᒌᓕᖅᑎᑦᑎᐊᖅᓯᒪᒻᒪᑦ ᑕᒪᑐᒥᖓ.
ᐃᓪᓗᐊᓈᖅᑎᑦᑎᓗᐊᖅᓯᒪᓐᖏᒻᒪᑕ.
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We take it very seriously that in order for
people to know that we are there to help
them, the only way is to actually to go to
the communities. Not everyone is on
social media. Not everyone is on the
Internet. The best way to reach out is face
to face, which is what one of our staff
members does. He goes to communities.
We also attend trade shows and I believe
there will be two staff going to Rankin
Inlet for the Kivalliq Trade Show. They
attend the one in the Kitikmeot. They
were busy this past week with the
Nunavut Trade Show. We take advantage
of other activities that are happening to
showcase NBCC.
As Sherri already mentioned, we don’t
have extra funds that we could use for
travelling over Nunavut. Receiving the
extra $150,000, we would definitely be
able to take care of more outside
activities than just being here in the
office. I’m not sure if Sherri wants to add
to that.
Chairman: Sounds like a good answer to
me. Ms. Angnakak.
Ms. Angnakak: Thank you very much.
Thank you for your answer. I hope you
get it because I want to just go back to
accessing government money. I
understand why you did it, so don’t get
me wrong, but at the same time, I find
it’s unfortunate that you have to access
other government money in order to do
what you are mandated to do. I would
rather that public funds that are set up for
the public, meaning Nunavummiut, to
access be accessed by them. I think that
government entities, at arm’s length or
not, need to operate within their own core
budget and you need to be given that
money to do so. It would be interesting to
get an update about your funding from

ᖃᐅᔨᒪᒻᒪᑕ ᐃᓄᐃᑦ ᐃᑲᔪᕆᐊᖅᓯᒪᒐᑦᑕ
ᓄᓇᓕᓐᓅᖃᑦᑕᖅᑐᑕ. ᐃᓘᓐᓇᖏᑦ
ᖃᕋᓴᐅᔭᖃᖅᑐᐃᓐᓇᐅᖏᒻᒪᑕ, ᑕᐃᒪᓐᓇ
ᑐᓴᐅᒪᑎᑦᑎᔪᓐᓇᕋᔭᖅᑐᒍᑦ ᑕᐅᑐᖃᑦᑕᐅᑎᓗᑕ
ᐃᖅᑲᓇᐃᔭᖅᑎᕗᑦ ᑕᐃᒪᓐᓇ ᓄᓇᓕᓐᓄᑦ
ᐳᓛᕆᐊᖃᑦᑕᖅᐳᑦ. ᐊᒻᒪᓗᑦᑕᐅᖅ ᑕᐃᒃᑯᐊ ᓇᒻᒥᓂᓖᑦ
ᓴᖅᑭᔮᖅᑎᑦᑎᑎᓪᓗᒋᑦ ᓇᒻᒥᓂᕆᔭᒥᓂᒃ ᑕᐃᑲᓂ
ᐃᓚᐅᖃᑦᑕᕐᒥᔪᒍᑦ ᑭᕙᓪᓕᕐᒥᓗ ᑕᐃᒪᐃᓕᐅᖅᑎᓪᓗᒋᑦ
ᐃᓚᐅᖃᑦᑕᕐᒥᔪᒍᑦ. ᐃᖃᓗᓐᓂᓗ.
ᐱᓇᓱᐊᕈᓯᕆᕋᑖᖅᑕᑎᓐᓂ ᐊᒃᓱᐊᓗᒃ
ᐱᓕᕆᐊᓴᖃᕋᑖᖅᑐᑦ ᑕᒪᒃᑯᓂᖓ ᐊᑐᖃᑦᑕᖅᑐᒍᑦ
ᐱᓕᕆᔪᑎᓂᒃ ᓴᖅᑭᔮᖅᑎᑦᑎᓇᓱᑦᑐᑕ ᑖᒃᑯᓂᖓ
ᓄᓇᕗᒻᒥ ᓇᒻᒥᓂᖃᖅᑐᓄᑦ ᑮᓇᐅᔭᒃᑯᕕᒃ
ᑯᐊᐳᕇᓴᑯᓐᓂᑦ.

ᑭᓯᐊᓂ ᓯᐊᕆ ᐅᖃᖅᑲᐅᒻᒪᑦ
ᑮᓇᐅᔭᖅᑖᑲᓐᓂᖃᑦᑕᖏᑦᑐᒍᑦ ᐊᐅᓪᓚᐅᑎᔅᓴᑎᓐᓂᑦ
ᓄᓇᕗᑦᒥ. ᐊᒻᒪᓗ ᑕᐃᒃᑯᐊ $150,000-ᑲᓐᓃᑦ ᐱᒍᑦᑎᒍᑦ,
ᓯᓚᖅᑲᑎᑦᑎᓃᑦᑐᓂᑦ ᐱᓕᕆᔪᓐᓇᕐᓂᖅᓴᐅᓕᕋᔭᖅᑐᒍᑦ.
ᓯᐊᕆᖃᐃ ᐃᓚᓯᒍᒪᕙ ᑖᔅᓱᒥᖓ.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᑭᐅᑦᑎᐊᖅᑐᐊᓘᔪᑎᑦ. ᒥᔅ
ᐊᕐᓇᒃᑲᖅ.

ᐊᕐᓇᒃᑲᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒻᒪᕆᐊᓗᒃ. ᐊᒻᒪᓗ
ᖁᔭᓐᓇᒦᒃ ᑭᐅᒐᕕᑦ. ᑕᐃᒪᑐᖅ ᐱᑎᑕᐅᓂᐊᖅᐳᑎᑦ.
ᐃᒃᑯᐊ ᒐᕙᒪᒃᑯᓐᓂᑦ ᑮᓇᐅᔭᖅᑖᖃᑦᑕᕆᐊᖃᕋᔅᓯ
ᑕᒪᒃᑯᓄᖓ ᐱᔨᑦᑎᕈᑎᓄᑦ ᐊᑐᕋᔭᖅᑐᑦ. ᑭᓯᐊᓂᑦᑕᐅᖅ
ᑕᖅᑳᓐᖓᑦ ᕿᓂᒃᑲᓐᓂᖃᑦᑕᕆᐊᖃᕐᒥᔪᓯ
ᐱᔭᔅᓴᖅᑖᖅᑎᑕᐅᓯᒪᒐᓗᐊᖅᑐᑎᑦ
ᑮᓇᐅᔭᖅᓯᐅᑲᑕᒡᓗᓯᓘᖃᑦᑕᕆᐊᖃᕋᔅᓯ. ᑕᖅᑲᒃᑯᐊ
ᓄᓇᕗᒻᒥᐅᑦ ᐊᑐᐃᓐᓇᖃᕋᔭᕐᒪᑕ ᑮᓇᐅᔭᓂᒃ ᐊᒻᒪᓗ
ᒐᕙᒪᒃᑯᓐᓄᑦ ᐊᒃᑐᐃᓂᖃᓐᖏᒃᑲᓗᐊᕈᔅᓯ
ᐊᒃᑐᐃᓂᖃᕋᓗᐊᕈᔅᓯᓘᓐᓃᑦ ᐊᐅᓚᑦᑎᐊᕈᓐᓇᕆᐊᖃᖅᑐᓯ
ᓇᒻᒥᓂᖅ ᑮᓇᐅᔭᑦ ᐊᑐᕈᒫᕐᓂᐊᖅᑐᖁᑎᓂᑦ ᐱᖃᕐᓗᓯ.
ᑕᒪᓐᓇ ᑮᓇᐅᔭᖅᑖᖅᑎᑕᐅᑲᓐᓂᓂᐊᕐᒪᖔᖅ
ᑐᓴᐅᒪᓇᕐᓂᐊᖅᑐᖅ. ᑐᑭᓯᔪᖃᑕᐅᔪᒪᓂᐊᖅᑐᖓᓕ
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you at some later point when you actually
find out if you are getting the money or
not.
I just want to go back a little bit about
this outreach and ask if you can explain
to us here about the process in how you
support clients. Somebody comes to your
office. I don’t know how it works in the
community. Maybe you probably have a
meeting and people come to you who are
interested. What kind of administrative
support other than financial support… ?
Half of the battle is actually writing the
proposal and even then, who to go to and
who to talk to, and I think in Nunavut, we
have very limited services when it comes
to that kind of thing. With that in mind,
does NBCC recognize that and what do
you do to try and fill that gap? Thank
you, Mr. Chairman.

ᐱᑎᑕᐅᓂᐊᕐᒪᖔᔅᓯ ᐊᖏᖅᑕᐅᓂᐊᕐᒪᖔᔅᓯ ᐅᕝᕙᓘᓐᓃᑦ
ᐋᒃᑲ.

ᐅᓂᒃᑲᐅᔾᔭᐅᔪᓐᓇᖅᐱᑖ ᖃᓄᖅ ᐱᕙᓪᓕᐊᔾᔪᑎᖃᕐᒪᖔᔅᓯ
ᑕᖅᑲᒃᑯᐊ ᐱᔨᑦᑎᕐᕕᓯ ᓲᕐᓗ ᖃᐃᖁᔭᖅᐸᑦ
ᐃᑲᔪᖅᑕᐅᔪᒪᔪᓂᒃ ᐊᑐᖅᑐᐊᕈᒪᔪᓂᓪᓘᓐᓃᑦ ᓄᓇᓕᓐᓂᓗ
ᖃᓄᖅ ᐊᐅᓚᖃᑦᑕᕐᒪᖔᖅ ᓇᓗᓪᓗᖓ. ᖃᓄᖅ
ᐃᑲᔪᖃᑦᑕᖅᐱᓯ ᑮᓇᐅᔭᐃᑦ ᓯᓚᑖᒍᑦ ᒪᑯᐊ
ᑐᒃᓯᕋᐅᓯᐅᕐᓂᑯᓪᓘᓐᓃᑦ ᐃᑲᔪᖅᑕᐅᔭᕆᐊᓖᑦ
ᐊᓯᖏᑎᒍᓪᓘᓐᓃᑦ? ᐱᔨᑦᑎᕈᑏᑦ ᑕᐃᒪᐃᑦᑐᕈᔪᓐᓄᑦ
ᑐᕌᖓᔪᑦ ᐅᓄᓐᖏᑐᕐᓛᓘᒻᒪᑕ. ᖃᓄᐃᓕᐅᖃᑦᑕᖅᐱᓯ
ᐱᔨᑦᑎᕈᑏᑦ ᑕᒪᒃᑯᐊ ᓴᖅᑭᔮᓐᖏᓗᐊᖅᑎᓪᓗᒋᑦ ᖃᓄᖅ
ᐃᑲᔪᒃᑲᓐᓂᖃᑦᑕᖅᐱᓯ ᑮᓇᐅᔭᐃᑦ ᓯᓚᑖᒍᑦ? ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Karetak-Lindell.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: Thank you, Mr.
Chairman. To go back to your other
comment about our core funding, we at
NBCC definitely hope the Government
of Nunavut has confidence in how well
we are investing the funds that they give
us and further show their confidence in
us by getting us the extra funds to operate
within the corporation.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ. ᑕᐃᓐᓇ ᓂᓪᓕᐅᑎᒋᖅᑲᐅᔭᐃᑦ ᐅᑎᕐᕕᒋᓗᒍ
ᐊᐅᓚᔾᔪᑏᑦ ᑮᓇᐅᔭᖁᑎᒋᕙᑦᑕᕗᑦ, ᐄ, ᓂᕆᐅᑦᑐᒍᑦ
ᑕᐃᒪᐃᑦᑐᖅ ᓇᓗᖅᑯᑎᒋᔭᐅᓐᖏᓐᓂᕗᑦ ᒪᓕᓪᓗᒍ
ᑮᓇᐅᔭᖅᑖᖅᑎᑕᐅᒃᑲᓂᕐᓂᐊᖅᐳᒍᑦ ᑕᐃᒪᓐᓇ
ᑮᓇᐅᔭᖅᑖᖅᑎᑦᑎᑲᓐᓂᖅᐸᑕ ᓇᓗᖅᑯᑎᒋᓐᖏᓐᓂᕗᑦ
ᓴᖅᑭᑲᓐᓂᕐᓂᐊᖅᐳᖅ.

In the outreach, as we said before, we can
only work with what applications we
receive and over the years that I have
been on the board, there are some years
where we will approve 25 loans in one
year and then some years, there will be a
lower amount like 8. There is only so
much economic activity that can happen
in the communities. Having said that, in
the outreaches that our staff do, they
speak with as many clients as there are
interested people. They come to speak to

ᓄᓇᓕᓐᓂ ᐱᔨᑦᑎᕐᓂᕗᑦ ᐱᔾᔪᑎᒋᓪᓗᒋᑦ ᒪᑯᐊ
ᑐᒃᓯᕋᐅᑏᑦ ᐱᕙᑦᑕᕗᑦ ᑭᓯᐊᓂ ᐊᑐᖅᖢᑎᒃᑯᑦ
ᐃᖅᑲᓇᐃᔭᖃᑎᖃᖃᑦᑕᕋᑦᑕ ᑕᖅᑲᒃᑯᓂᖓ. ᐃᓛᓐᓂᒃᑯᑦ
ᐊᖏᖅᓯᖃᑦᑕᖅᑐᒍᑦ 25-ᓂᒃ ᐊᒻᒪ ᐃᓚᖏᓐᓂ
ᐅᓄᓐᖏᓐᓂᖅᓴᐅᓲᖑᓪᓗᑎᒃ ᑕᐃᒃᑯᐊ ᑮᓇᐅᔭᓂᒃ
ᐊᑐᖅᑐᐊᕈᒪᔪᑦ. ᑮᓇᐅᔭᓕᐅᕋᓱᐊᕐᓂᖅ ᑕᒪᓐᓇ ᑭᓯᐊᓂ
ᐱᕙᓪᓕᐊᑎᓪᓗᒍ ᐃᑲᔪᖅᑎᒋᔭᐅᔪᓐᓇᖅᑐᒍᑦ. ᐅᑯᐊ
ᐃᖅᑲᓇᐃᔭᖅᑎᕗᑦ ᐅᓄᖅᑐᓂᒃ ᐃᑲᔪᕋᓱᖃᑦᑕᖅᑐᑦ
ᖃᐃᔭᕌᖓᒥᒃ
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our staff or they find out from the staff
what they need to put in their
presentation and their application.

ᑐᑭᓯᓇᓱᖃᑦᑕᖅᑐᑦ ᑭᓱᓂᒃ ᑐᑭᓯᕝᕕᒋᓇᓱᖃᑦᑕᖅᑕᕗᑦ
ᑭᓱᓂᒃ ᑭᓐᖒᒪᔭᖃᕐᒪᖔᖏᑦ.

You have EDOs in your communities
that work, I believe, in the hamlet offices.
They are the first stop for a client. A
client would go to the economic
development officer and try to find out
what sources of funding would best meet
their needs and then that economic
development officer might say, “Well, for
the amount of money that you’re looking
at for your business venture, maybe the
Nunavut Business Credit Corporation is
the place to go.” An application would be
filled out for NBCC to look at.

ᓄᓇᓕᖕᓂᓗ ᐱᕙᓪᓕᐊᔪᓕᕆᔨᑕᖃᐅᕐᒪᑦ
ᕼᐋᒻᓚᒃᑯᓐᓄᓂᒃᑯᐊ ᐃᖅᑲᓇᐃᔭᖅᑰᖅᑐᑦ. ᑕᐃᒃᑯᐊ
ᐅᐸᑦᑕᐅᖅᑳᓲᑦ ᓲᕐᓗᖃᐃ ᑖᓐᓇ ᐊᑐᖅᑐᐊᕈᒪᔪᖅ
ᑕᐃᔅᓱᒥᖓ ᑕᑯᔭᖅᑐᑕᖅᖤᖅᐳᖅ ᑐᑭᓯᓇᓱᖤᖅᐳᖅ
ᖃᔅᓯᓂᒃ ᑮᓇᐅᔭᓂᒃ ᐱᑕᖃᕐᒪᖔᖅ ᐊᒻᒪᓗ ᑮᓇᐅᔭᑦ
ᖃᔅᓯᑖᓚᕌᕋᔭᕐᒪᖔᑦ ᓇᒻᒥᓂᕆᔭᐃᑦ ᐱᒋᐊᖅᑎᑦᑐᒪᒍᖕᓂ.
ᑕᐃᓐᓇ ᐅᐸᑦᑕᐅᖅᑳᓲᖅ ᓄᓇᓕᖕᓂ. ᑕᑕᑎᕈᑏᑦ ᑕᒪᒃᑯᐊ
ᑕᑕᑎᖅᑕᐅᖦᖤᖅᐳᑦ ᕿᒥᕐᕈᓇᒃᑕᐅᔪᓐᓇᕐᓂᐊᕐᒪᑕ
ᐅᕙᑦᑎᓐᓄᑦ. ᐱᕙᓪᓕᐊᔪᓕᕆᔨ ᐅᖃᐅᔾᔪᐃᔪᓐᓇᖅᑐᖅ
“ᐊᑐᖅᑐᐊᕈᒪᔭᐃᑦ ᐅᓄᕐᓂᕆᔭᖓᓄᑦ ᒪᓕᒡᓗᒍ
ᓇᖕᒥᓂᕆᔭᕐᓄᑦ, ᓄᓇᕗᒻᒧ ᑮᓇᐅᔭᒃᑯᕕᒃ
ᓇᒻᒥᓂᖃᖅᑐᓄᑦ ᑯᐊᐳᕇᓴᒃᑯᑦ ᐅᐸᒍᓐᓇᖅᑕᑎᑦ.”

Our staff does due diligence and helps
them with their application. “Has a
market study been done? Who are your
potential clients?” We would do all that
sort of stuff before an application is
going to be considered. Once the
application has gone through due
diligence within our office, it goes to the
credit facility, who would then ask as
many questions as they can to the
background work that was involved in
the due diligence that our staff did. If it is
approved there, then it goes to the full
board for approval.

ᐅᑯᐊ ᐃᖅᑲᓇᐃᔭᖅᑎᕗᑦ ᑕᒪᒃᑯᓂᖓ ᐱᓕᕆᖃᑦᑕᖅᑐᑦ
ᑕᑕᑎᕆᓕᕌᖓᑦᑕᓗ ᐃᑲᔪᖃᑦᑕᖅᖢᑎᒃ.
ᓂᐅᕐᕈᑎᖃᕐᕕᒋᔪᓐᓇᖅᑕᖏᓪᓗ
ᐆᒃᑐᕋᖅᑕᐅᔭᕆᐊᖃᖅᐸᓪᓗ ᑕᒪᒃᑯᐊ ᕿᓈᓪᓗᓂᔾᔪᒃ
ᐊᐱᖅᓱᖅᖢᓂᔾᔪᒃ. ᑕᐃᒪᓐᓇᐅᓲᑦ ᑐᒃᓯᕋᐅᑎᖓ ᓱᓂ
ᐃᓱᒪᒋᔭᐅᓚᐅᖅᑎᓐᓇᒍ. ᑐᒃᓯᕋᐅᑦ
ᑲᑎᒪᔾᔪᑕᐅᓚᐅᓐᖏᓐᓂᖓᓂ ᑕᒪᒃᑯᐊ ᓯᕗᕐᖓᓂ
ᐱᓕᕆᐊᕆᕈᓘᔭᖅᑳᖃᑦᑕᖅᑕᕗᑦ ᑎᑎᕋᕐᕕᑦᑎᓐᓂ.
ᐊᓱᐃᓪᓛᒃ ᑕᐃᒃᑯᓄᖓ
ᐊᑭᓕᒃᓴᖅᑖᕐᕕᒋᔭᐅᔪᓐᓇᖅᑐᓄᐊᖅᑕᐅᖦᖤᖅᐳᖅ
ᐊᐱᖅᓱᕈᓘᔭᖦᖤᖅᐳᖅ ᖃᓄᐃᑦᑐᓂᒃ
ᐱᓕᕆᐊᖃᕆᐊᖃᕐᓂᐊᕐᒪᖔᑦ
ᐃᖅᑲᓇᐃᔭᖅᑎᑦᑎᒎᖅᖢᑎᒃ. ᑖᓐᓇᐅᖅᑳᖅᑎᓪᓗᒍ
ᑲᑎᒪᔨᓄᑦ ᐊᖏᖅᑕᐅᔪᒃᓴᒫᓐᖑᖅᑎᑕᐅᕗᖅ.

At probably four or five stages, there’s
consultation and there are questions
asked to help a client to access as many
funds. As Sherri said before, if we feel
that there’s another agency that can better
serve that person, then we direct them
there. As far as other assistance, let’s say,
this is an existing company who has not
paid off their CRA. They have been in
business for five years and they’re having
difficulty meeting their CRA
requirements. Maybe they want to
consolidate their debt and have NBCC

ᒪᓕᒃᑕᐅᔭᕆᐊᓖᑦ ᑎᓴᒪᑦ ᑕᓪᓕᒪᓪᓘᓐᓃᑦ ᑐᑭᓯᓇᓱᖕᓂᖅ
ᐊᐱᖅᓱᕈᓘᔭᕐᓂᖅ ᑕᒪᒃᑯᐊ ᐊᖅᑯᑎᒋᖅᑳᕆᐊᖃᓲᕆᔭᕗᑦ
ᐃᑲᔪᕋᓱᒃᖢᑎᒃᑯᑦ. ᐊᓯᐊᓂᑦ ᑎᒥᑕᖃᖅᐸᑦ ᐅᕙᑦᑎᓐᓂ
ᐃᑲᔪᑦᑎᐊᒃᑲᓐᓂᕐᓂᖅᓴᐅᓇᔭᖅᑐᒥᒃ ᑕᐃᒃᑯᐊᑦᑕᐅᖅ
ᕿᓂᖃᑦᑕᕐᒥᔭᕗᑦ. ᐊᑭᓖᓯᒪᓐᖏᑉᐸᑕ ᒐᕙᒪᑐᖃᒃᑯᓐᓄᑦ
ᑖᒃᓰᔭᖅᑎᒃᑯᓐᓄᑦ ᐊᑭᓕᕆᐊᓕᒥᓂᒃ. ᓄᓇᕗᒻᒥ
ᓇᒻᒥᕆᔭᐅᓪᓗᑎᒃ ᐊᐅᓚᓂᖃᖅᓯᒪᓕᖅᑐᑦ ᐅᑭᐅᓂᒃ
ᑕᓪᓕᒪᓂᒃ ᐊᖑᒻᒪᑎᔪᓐᓇᕋᑎᒡᓗ ᑖᒃᓰᔭᖅᑎᒃᑯᓐᓄᑦ
ᐊᑭᓕᕆᐊᖃᖅᑕᒥᓂᒃ, ᐃᒻᒪᖄ ᑲᑎᑎᑦᑎᔪᒪᔪᑦ
ᐊᑭᓕᒃᓴᓕᒫᒥᓂ ᑖᒃᑯᓄᖓᓗ ᓄᓇᕗᒻᒥ ᓇᒻᒥᓂᖃᖅᑐᓄᑦ
ᐊᑐᖅᑐᐊᖅᑎᑦᑎᔨᒃᑯᓐᓄᑦ
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pay off all of their creditors so they can
start off with a better financial footing.

ᐊᑭᓕᖅᑕᐅᑎᓗᒋᑦ ᐱᒋᐊᒃᑲᓐᓂᕈᓐᓇᓂᐊᕐᒪᑕ ᑮᓇᐅᔭᑎᒍᑦ
ᓴᓐᖏᓂᖅᓴᐅᓗᑎᒃ.

I’m going through all the different
scenarios, but I would like to think that
each applicant is looked at as an
individual application and try to best
serve the needs of that client.

ᖃᐅᔨᒪᔭᖃᖅᑐᖓ ᐊᔾᔨᒌᓐᖏᑦᑐᒐᓚᐅᖕᒪᑕ
ᐊᑐᖅᑕᐅᓯᒪᔪᓐᓇᖅᑐᑦ ᑭᓯᐊᓂᓕ ᖁᔭᓐᓇᒦᕈᒪᕙᒃᑲ ᐊᑐᓂ
ᑐᒃᓯᕋᖅᐸᒃᑐᓕᒫᑦ ᐃᒻᒥᒃᑰᖓᑎᑕᐅᓪᓗᑎᒃ
ᐱᓕᕆᐊᕆᔭᐅᖃᑦᑕᕐᒪᑕ ᐱᐅᓛᒥᒡᓗ
ᐱᔨᑦᑎᖅᑕᐅᓇᓱᒃᐸᒃᖢᑎᒃ.

Sherri, do you want to add a little bit?

ᓯᐅᕇ, ᑕᒪᑐᒧᖓ ᐃᓚᒋᐊᒃᑲᓐᓂᐊᕐᔪᒍᒪᕕᐅᒃ?

Chairman: Ms. Rowe.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman.
We pride ourselves on taking a real
interest in clients and also trying to find
ways to help the clients produce the
information that’s required. If anyone has
ever applied for a mortgage or has dealt
with the bank, there’s paper, more paper,
and more paper and it’s daunting.
What we will do with our clients is we
will actually sit down with them and
provide templates to them to help them
start asking the general questions, if
they’re a new company started, for a
business plan. If you say to someone,
“You need a business plan,” what we’re
finding is that clients who just hire
someone to do the business plan, but they
didn’t have a lot of involvement in it.
What we want to see is the clients
actually being involved in that process.
We have a template they can use that just
asks basic questions, but pulls out a lot of
information from them. We sit with them
and we will assist them with their
business plans. We won’t do them, but
we will assist them with it.
We will assist them with forms from
other lenders. We will assist them with
the government if they’re having trouble
with government forms, taxes, and CRA.
We really try to just be like a one-stop

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐅᐱᒋᓂᖃᖅᐸᒃᑐᒍᑦ ᐅᕙᑦᑎᓐᓂᒃ
ᐱᓕᕆᖃᑎᒋᔪᒪᓪᓚᕆᖃᑦᑕᕋᑦᑎᒍᑦ ᐱᔨᑦᑎᖃᑦᑕᖅᑕᕗᑦ
ᖃᐅᔨᕝᕕᒋᓇᓱᒃᖢᒋᑦ ᖃᓄᖅ ᐃᑲᔪᕈᓐᓇᕋᔭᕐᒪᖔᑦᑎᒍᑦ
ᑐᓴᕈᑎᓂᒃ ᑲᑎᖅᓱᐃᔪᓐᓇᖁᓪᓗᒋᑦ ᐱᔭᕆᐊᖃᖅᑐᓂᒃ,
ᑭᓇᑐᐃᓐᓇᖅ ᐃᒡᓗᑖᕈᑎᒃᓴᒧᑦ ᐊᑐᖅᑐᐊᖅᑖᕋᓱᖕᓂᕈᓂ
ᑮᓇᐅᔭᒃᑯᕕᖕᓂᓪᓘᓐᓃᑦ ᐱᓕᕆᓯᒪᓐᓂᕈᓂ
ᐸᐃᑉᐹᕌᓘᕙᖕᒪᑕ ᑕᑕᑎᕆᐊᓕᒻᒪᕆᐊᓗᐃᑦ
ᑲᑉᐱᐊᓇᖅᓯᕙᖕᒪᕆᒃᖢᓂ.
ᑕᐃᒪᓐᓇᐃᓐᓂᖓᓄᑦ ᐱᔨᑦᑎᖅᑕᕗᑦ ᐱᓕᕆᖃᑎᒋᕙᒃᑕᕗᑦ
ᖃᖓᑕᓂᖃᖅᑎᑦᑐᓐᓇᖅᖢᑎᒍᓪᓗ ᖁᓕᓂᒃ
ᐊᐱᖅᓱᕈᓐᓇᖅᓯᑦᑎᐊᕐᓂᐊᕐᒪᑕ ᐱᓗᐊᖅᑐᒥ ᓄᑖᒥᒃ
ᓇᖕᒥᓂᓕᐅᖅᑕᐅᔪᖃᖅᐸᑦ ᐊᐅᓚᓂᕐᒧᑦ
ᐸᕐᓇᐅᑎᒋᓂᐊᖅᑕᒥᓂᒃ. ᑭᓇᑐᐃᓐᓇᕐᒧᑦ ᐅᖃᕈᕕᑦ
ᐊᐅᓚᓂᕐᒧᑦ ᐸᕐᓇᐅᑎᖃᕆᐊᖃᖅᑐᑎᑦ, ᐃᒻᒪᖄ
ᐱᔨᑦᑎᖅᑕᕗᑦ ᑎᓕᐅᕆᔭᕆᐊᓖᑦ ᐋᖅᑭᒃᓱᐃᓂᐊᖅᑐᒥᒃ
ᐊᐅᓚᓂᕐᒧᑦ ᐸᕐᓇᐅᑎᒋᓂᐊᖅᑕᖓᓂᒃ, ᑭᓯᐊᓂ
ᐱᓕᕆᖃᑕᐅᔪᒪᓂᖃᓗᐊᖅᐸᖏᒻᒪᑕ ᓇᖕᒥᓂᕆᔭᒥ.
ᑕᑯᔪᒪᕙᒃᑐᒍᑦ ᐱᔨᑦᑎᖅᑕᐅᔪᑦ
ᐸᕐᓇᐅᑎᓕᐅᖃᑕᐅᖃᑦᑕᖁᓪᓗᒋᑦ ᑕᐃᒪᐃᓐᓂᖓᓄᑦ
ᑕᑕᑎᑐᐃᓐᓇᕆᐊᓕᖕᒥᒃ ᐸᕐᓇᐅᑎᖃᖅᑎᑉᐸᒃᑕᕗᑦ
ᐊᐱᖅᑯᑎᓪᓗᐊᑕᖃᖅᑐᒥᒃ. ᐱᓕᕆᖃᑎᒋᕙᒃᑕᕗᑦ
ᐃᑲᔪᖅᖢᒋᓪᓗ ᐸᕐᓇᐅᑎᓕᐅᕋᓱᒃᐸᓪᓕᐊᑎᓪᓗᒋᑦ,
ᐸᕐᓇᐅᑎᓕᐅᕈᑎᓐᖏᒃᑲᓗᐊᕐᓗᒋᑦ.

ᐃᑲᔪᕐᓗᒋᓪᓗ ᑕᑕᑎᕈᑎᓕᐊᒥᓂᒃ ᐊᓯᖏᓐᓂᒃ
ᐊᑐᖅᑐᐊᕐᕕᒋᔭᒥᓂᒃ ᐃᑲᔪᕈᓐᓇᖅᖢᒋᓪᓗ ᒐᕙᒪᒃᑯᓐᓄᑦ
ᑕᑕᑎᕈᑎᓂᒃ ᑖᒃᓰᔭᐅᑎᓂᒃ, ᐄ, ᐊᑕᖏᐅᒪᔪᒥᒃ
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shop for paper to help them get going.
Thank you, Mr. Chairman.
Chairman: Thank you, Ms. Rowe.
(interpretation) Ms. Angnakak, are you
done? Ms. Angnakak.
Ms. Angnakak: I never finish that
quickly.
On page 6 of your opening comments,
the last bullet sparked an interest in me,
“Supporting new and existing northernbased businesses through the provision of
training, business guides, and enhanced
support.” We just talked about the gaps
and how some clients who come to you
don’t always have all information, but
when you talk about the provision of
training, what are you really saying here?
It just seems to be so outside of your
mandate to be doing training. Is this
something that maybe has to be added to
your mandate in order for you to do the
work that’s required and in order to
realize the results, perhaps, that you have
set as goals? Thank you, Mr. Chairman.

ᐸᐃᑉᐹᓕᕆᓂᒃᑯᑦ ᐃᑲᔪᕋᓱᒃᐸᒃᑕᕗᑦ
ᑲᔪᓯᔪᓐᓇᑦᑎᐊᖁᓪᓗᒋᑦ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᐅᕉ.
(ᑐᓵᔨᑎᒎᕈᓐᓃᖅᑐᖅ) ᒥᔅ ᐊᕐᓇᒃᑲᖅ, ᑕᐃᒪ? ᒥᔅ
ᐊᕐᓇᒃᑲᖅ.
ᐊᕐᓇᒃᑲᖅ (ᑐᓵᔨᑎᒍᑦ): ᐱᔭᕇᑲᐅᑎᒋᓲᖑᓐᖏᑦᑐᖓᓕ.

ᒪᑉᐱᒐᖓᓂ 6-ᒥ ᒪᑐᐃᕈᑎᒋᔭᑦᑎᓐᓂ, ᑭᖑᓪᓕᖅᐹᖓᓂ
ᑕᖅᓴᓕᒻᒥ, ᐃᑲᔪᕋᓱᓐᓂᖅ ᐅᑭᐅᖅᑕᖅᑐᒥ
ᓇᒻᒥᓂᕆᔭᐅᔭᕆᐊᓖᑦ ᓄᑖᓪᓘᓐᓃᑦ ᐱᓕᒻᒪᒃᓴᐃᓂᕐᒥᒃ,
ᐊᐅᓚᓂᕐᒧᑦ ᐊᑐᐊᒐᐃᑦ ᐃᑲᔪᕈᑎᒃᑲᓂᕐᓂᓪᓗ.
ᐅᖃᐅᓯᖃᑐᐃᓐᓇᕋᑖᕋᑦᑕ ᐊᒥᒐᖅᑐᓂᒃ ᖃᓄᕐᓗ ᐃᓚᖏᑦ
ᐱᔨᑦᑎᖅᑕᓯ ᐃᓕᒃᓯᓐᓄᐊᖅᐸᒻᒪᑕ ᑐᑭᓯᒋᐊᕈᑎᓂᒃ
ᓇᒃᓴᖅᑐᐃᓐᓇᐅᒐᑎᒃ. ᑭᓯᐊᓂᓕ ᐱᓕᒻᒪᖅᓴᐃᓂᕐᒥᒃ
ᐅᖃᐅᓯᖃᖅᑎᓪᓗᓯ, ᖃᓄᐃᓕᓇᓱᓪᓚᕆᑉᐱᓯ ᑕᕝᕙᓂ?
ᑕᒪᓐᓇ ᐱᓕᕆᐊᒃᓴᓯ ᓯᓚᑖᓅᖓᖅᑰᔨᕗᖅ
ᐱᓕᒻᒪᒃᓴᐃᓂᖅ, ᑕᒪᓐᓇᖃᐃ ᐃᓚᔭᐅᒃᑲᓐᓂᕆᐊᓕᒃ
ᐱᓕᕆᐊᒃᓴᓯᓐᓄᑦ ᐱᓕᕆᔪᓐᓇᖁᓪᓗᓯ ᐱᔭᕆᐊᓕᓐᓂᒃ
ᐊᒻᒪᓗ ᑲᔪᓯᓂᖃᑦᑎᐊᖁᓪᓗᒍ, ᑕᒪᓐᓇ
ᑐᕌᒐᓕᐊᕆᖃᓯᐅᑎᓯᒪᕕᓯᐅᒃ? ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Rowe.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman.
When we talk about supporting new
business through training, it doesn’t
necessarily mean that we’re doing the
training ourselves. What we do, though,
is we have access to information on
courses that are available online. There
are websites that are available.

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐅᖃᐅᓯᖃᕌᖓᑦᑕ ᐃᑲᔪᕋᓱᓐᓂᕐᒥᒃ ᓄᑖᓂᒃ ᓇᒻᒥᓂᕆᔭᓂᒃ
ᐱᓕᒻᒪᒃᓴᐃᓂᑎᒍᑦ ᐅᖃᖅᓯᒪᓐᖏᑦᑐᖅ ᐅᕙᒍᑦ
ᐱᓕᒻᒪᒃᓴᐃᓪᓚᑦᑖᕆᐊᖃᖅᑐᒍᑦ. ᐃᒪᐃᑉᐸᑦᑐᒍᑦ
ᕿᒥᕐᕈᔭᕆᐊᖃᖅᐸᑲᑦᑎᒍ ᑐᓴᕈᑏᑦ ᐃᓕᓐᓂᐊᒐᒃᓴᓄᑦ
ᐊᑐᐃᓐᓇᐅᔪᓂᒃ ᖃᕋᓴᐅᔭᒃᑯᑦ.

Like I talked about business plans, it’s
the same sort of thing. A lot of what we
find with people is that just sitting down
and going through those forms with them
and explaining, whether in English or
Inuktitut, just going through it with them
gives them a much better understanding

ᐊᒻᒪᓗ ᐅᖃᐅᓯᕆᖅᑲᐅᔭᒃᑲ ᐊᐅᓚᓂᕐᒧᑦ ᐸᕐᓇᐅᑏᑦ
ᒥᒃᓵᓄᑦ ᑕᐃᒪᐃᑦᑐᓴᐃᓐᓇᐸᓘᔪᖅ. ᐊᒥᓱᑎᒍᑦ
ᖃᐅᔨᕙᑉᐳᒍᑦ ᐱᓕᕆᖃᑎᒋᑐᐃᓐᓇᖅᑐᒋᑦ
ᑕᑕᑎᕆᖃᑎᒋᓪᓗᒋᑦ ᑐᑭᓯᐊᕈᑎᑖᒃᑲᓐᓂᖃᑦᑕᖅᑐᑦ.
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than if they just took the form home. If
we just pass out forms and give them to
our clients, that’s not supporting them.
That’s not helping them. What’s helping
them is the time we spend sitting with
them.
We see some clients a lot and some
clients maybe not as much, but we
believe that it’s very important that we
spend that time, both before the loan is
issued and in the aftercare of those loans
also, to make sure that the businesses we
are supporting have the best chance they
can have at succeeding. Thank you, Mr.
Chairman.
Chairman: Thank you, Ms. Rowe. Ms.
Angnakak.
Ms. Angnakak: Thank you, Mr.
Chairman. Thank you for that answer. I
think that’s the way to go. Like you said
or the chair said, having that one-on-one
and treating people individually, I think
that’s the only way to do it here in
Nunavut.

ᑕᑕᑎᕈᑎᓂᒃ ᑐᓂᑐᐃᓐᓇᕈᑦᑎᒍᑦ ᐃᑲᔪᕐᓂᖃᓐᖏᒻᒪᑦ.
ᑕᐃᒪᓕ ᐃᒃᓯᕙᖃᑎᒋᓪᓗᑎᒃᑯᑦ.

ᐊᒥᓱᓂᓪᓗ ᐱᔨᑦᑎᖅᑕᑎᓐᓂᒃ ᑕᐃᒪᐃᑉᐸᒃᑐᑕ, ᐃᓚᖏᑦ
ᑕᐃᒪᐃᓕᐅᕐᕕᒋᓐᖏᓂᖅᓴᕆᓪᓗᒋᑦ, ᑭᓯᐊᓂ ᑕᒪᓐᓇ
ᐱᒻᒪᕆᐅᕕᔾᔪᐊᖅᑎᐸᑦᑕᕗᑦ ᐱᕕᖃᖅᑎᑦᑎᐊᕐᓗᒋᑦ
ᐊᑐᖅᑐᐊᕈᑎᑖᕈᒪᔭᖓᓂᒃ ᑐᓂᔭᐅᓚᐅᖅᑎᓐᓇᒋᑦ ᐊᒻᒪᓗ
ᐊᑐᖅᑐᐊᖅᑕᖓᑕ ᑲᒪᒋᔭᐅᓂᖓᓂ ᑕᐃᒃᑯᐊ
ᓇᒻᒥᓂᕆᔭᐃᑦ ᐃᑲᔪᕋᓱᒃᑕᕗᑦ ᑲᔪᓯᑦᑎᐊᕈᓐᓇᖁᓪᓗᒋᑦ
ᐱᐅᓛᒥᒃ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᐅᕉ. ᒥᔅ
ᐊᕐᓇᒃᑲᖅ.
ᐊᕐᓇᒃᑲᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᖁᔭᓐᓇᒦᓪᓗ ᑭᐅᔾᔪᑎᒋᔭᕐᓄᑦ. ᐃᒪᓐᓇᐃᒋᐊᖃᖅᑰᖅᑐᓯ,
ᐅᖃᖅᑲᐅᒐᕕᑦ ᐃᒃᓯᕙᐅᑕᕐᓗᑭᐊᖅ,
ᐊᑐᓃᓕᖓᖃᑎᒋᓗᒋᑦ ᑕᐃᒫᑦᑎᐊᖅ ᐱᓕᕆᖃᑎᒋᓗᒋᑦ
ᑕᐃᒫᒃ ᑭᓯᐊᓂᐅᖅᑰᕐᒪᑦ ᑕᒫᓂ ᓄᓇᕗᒻᒥ.

Once again, in your opening comments,
I’m on page 7, the second bullet at the
top. You say that you’re “Showcasing the
territory to the rest of Canada and abroad
and seeking means for additional private
sector participation.” I’m just wondering
why you’re doing that and how you will
do that. Thank you, Mr. Chairman.

ᑕᕝᕙᓂᑦᑕᐃᓐᓇᖅ ᒪᑐᐃᕈᑎᓂ ᒪᑉᐱᒐᖅ 7-ᖓᓂ,
ᐊᐃᑉᐸᖓᓂ ᑕᖅᓴᓕᒻᒥ ᖁᓛᑦᑎᐊᖓᓂ ᐅᖃᖅᓯᒪᒻᒪᑦ
ᑕᑯᑎᑦᑎᓇᓱᒃᑲᑦᑎ ᓄᓇᕘᒥᒃ ᑲᓇᑕᓕᒫᒥ
ᐊᑕᖏᐅᒪᔾᔫᑎᒋᐊᖅᓯᒪᔪᒥᒃ ᐊᒻᒪᓗ ᕿᓂᖅᑐᓯ
ᓇᒻᒥᓂᕆᔭᐅᔪᓂ ᐃᓚᐅᒃᑲᓐᓂᕈᑎᒃᓴᓯᐅᖅᑐᓯ. ᓱᒻᒪᑦᑕᐅᖅ
ᑕᐃᒪᐃᓕᐅᖃᑦᑕᕆᕕᓯ? ᐊᒻᒪᓗ ᖃᓄᖅ
ᑕᐃᒪᐃᓕᐅᖅᐸᑉᐱᓯ? ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Karetak-Lindell.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: Overall, Nunavut
is a territory that we showcase to the
world anyway. We have unique
circumstances, unique challenges, and I
always believe that everyone’s eyes are
always on Nunavut to see how we’re
going to meet our challenges. I was

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᐃᓘᓐᓇᖓ ᑕᑯᓐᓇᕐᓗᒍ
ᓄᓇᕗᑦ ᑕᖅᑲᐅᖓ ᓴᖅᑭᔮᖅᑎᒃᑲᓐᓂᕋᓱᖃᑦᑕᖅᑕᕗᑦ.
ᐱᐅᓯᕗᑦ ᐊᔾᔨᐅᓐᖏᑦᑑᒐᑦᑕ ᐱᔭᕐᓂᖏᑦᑐᓪᓗ ᒪᑯᐊ
ᐊᔾᔨᐅᖏᑦᑑᓪᓗᑎᖅ. ᓄᓇᕗᑦ ᑕᑯᓐᓇᖅᑕᐅᖏᓐᓇᕐᒪᑦ
ᐱᔭᕐᓂᖏᑦᑑᖃᑦᑕᕋᓗᐊᖅᑎᓪᓗᒍ.
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listening to someone speak yesterday at
the trade show that talks about the
similarities between us and
Newfoundland.

ᐃᑉᐸᒃᓴ ᐅᖃᓪᓚᒃᑐᒥᒃ ᑐᓵᓚᐅᕋᒪ ᐅᕙᒍᑦ ᐊᒻᒪᓗ
ᓅᕙᓐᓛᓐᒥᐅᑦ ᖃᓄᑎᒋ ᐊᔾᔨᒌᖕᓂᖃᖅᑎᒋᖕᒪᖔᖏᑦ.

In our material, we look at other different
corporations. We look at how the
Northwest Territories incorporated two
entities into one, and we look at different
examples. I’m a firm believer that we
don’t have to reinvent the wheel every
time we’re meeting a challenge and
wanting to find ways that best meet the
needs of our fellow Nunavummiut. We
look at best practices wherever they’re
happening, and then we have that liberty
of adapting them to our needs. We can
also showcase how we do things, which
can all be applied somewhere else too.

ᒪᑯᐊ ᐊᓯᖏᑦ ᑯᐊᐳᕇᓴᐅᔪᑦ ᖃᓄᖅ ᐊᐅᓚᓂᖃᕐᒪᖔᑕ
ᕿᒥᕐᕈᓂᖃᖃᑦᑕᖅᑐᒍᑦ ᓄᓇᑦᑎᐊᕐᒥᓗ ᑕᐃᒃᑯᐊ
ᐊᑐᖅᑐᐊᕐᕕᖏᑦ. ᒪᑯᐊᓗ ᕿᒥᕐᕈᓇᖃᑦᑕᕐᒥᔭᕗᑦ
ᐊᔾᔨᒌᓐᖏᑦᑐᑦ. ᓴᖅᑭᔮᖅᑐᖃᖅᐸᒌᖅᐸᑦ ᐊᑐᕈᓐᓇᕈᑎᒃᑯᑦ
ᐊᑐᓕᕋᔭᖅᑐᒍᑦ, ᐊᑐᓕᖅᑎᑦᑎᓇᓱᓲᖑᔪᒍᑦ ᐅᕙᑦᑎᓐᓄᑦ
ᐊᑑᑎᖃᓪᓚᕆᒍᓐᓇᖅᐸᑦ. ᐱᐅᓂᖅᐹᓂᑦ ᐱᐅᓯᕐᓂᑦ
ᐊᑐᕋᓱᖃᑦᑕᖅᑐᒍᑦ ᓇᓂᑐᐃᓐᓇᐅᒐᓗᐊᖅᐸᑦ.
ᐋᖅᑭᒋᐊᕐᕕᒃᓴᖃᖅᑐᒍᑦ ᑭᓐᖒᒪᔭᕗᑦ ᑕᒪᒃᑯᐊ
ᑲᒪᒋᔪᓐᓇᕐᓂᐊᕋᑦᑎᒃᑯᑦ, ᐊᒻᒪᓗ
ᓴᖅᑭᔮᖅᑎᑦᑎᒃᑲᓐᓂᕈᓇᕐᒥᔪᒍᑦ ᐱᓕᕆᐊᕆᖃᑦᑕᖅᑕᕗᑦ
ᐱᔾᔪᑎᒋᓪᓗᒋᑦ.

I am very proud of where this corporation
is today. Our board members are very
proud of our staff and I know our staff is
proud of the accomplishments they have
made. It gives us an opportunity to share
some of the ways that we have tackled
the past difficult years and how we’re
reaching out to people. I think there are
lessons to be learned from the way that
we have recovered from those difficult
times.

ᐊᒻᒪᓗ ᐅᐱᒍᓱᒃᑐᖓ ᑖᒃᑯᐊ ᑯᐊᐳᕇᓴᕗᑦ
ᐃᖏᕐᕋᑦᑎᐊᕐᒪᑦ, ᐃᖅᑲᓇᐃᔭᖅᑎᕗᓪᓗ ᑲᑎᒪᔩᓪᓗ
ᐱᕙᓪᓕᐊᑎᑦᑎᑦᑎᐊᖅᖢᑎᒃ ᑕᐃᒪᐃᑦᑑᖕᒪᑦ. ᐃᓚᖏᓐᓂᑦ
ᐱᓕᕆᐊᕆᓯᒪᔭᑦᑎᓐᓂᒃ ᐊᑲᐅᓐᖏᑦᑐᒦᓚᐅᖅᑎᓪᓗᑕ
ᑕᒪᒃᑯᐊ ᐊᓂᒍᖅᓯᒪᓕᖅᑕᕗᑦ. ᑕᖅᑲᒃᑯᓂᖓᓗ
ᐃᑲᔪᕋᓱᒃᖢᑕ ᐱᔭᕐᓂᖏᑦᑐᖅᓯᐅᕋᓗᐊᖅᑎᓪᓗᑕ.

Why would we not want to showcase our
accomplishments? I think it’s that way of
sharing information that we have learned
and also seeking ways to best serve our
clients. I think showcasing is a way of
doing it. We don’t spend money doing
international travel. We don’t spend a lot
of money advertising our corporation to
the rest of Canada, but we do take
opportunities with, let’s say, trade shows
or there are conferences that we will be
invited to. I think we need to showcase
how we have achieved our mandate and
do a successful job at it.

ᑕᒪᒃᑯᐊ ᓴᖅᑭᔮᖅᑎᑦᑐᒥᓇᕐᒪᑕ ᐱᕕᖃᓕᑐᐊᕌᖓᑦᑕ,
ᐊᒻᒪᓗ ᑕᒪᒃᑯᐊ ᑐᓴᖅᐸᓪᓕᐊᔭᕗᑦ ᑐᑭᓯᕙᓪᓕᐊᔭᕗᓪᓗ
ᑕᖅᑲᐅᖓᕋᓱᖃᑦᑕᕐᒥᔭᕗᑦ. ᖃᓄᕐᓗ ᐱᔨᑦᑎᕈᑎᓂᒃ
ᐱᐅᓂᖅᐹᓂᒃ ᓴᖅᑭᔮᖅᑎᑦᑎᔪᓐᓇᕐᒪᖔᑦᑕ ᑕᖅᑲᒃᑯᓄᖓ
ᐃᓄᖕᓄᑦ. ᑕᕆᐅᑉ ᐊᑭᐊᓄᑦ ᐊᐅᓪᓚᖅᐸᓐᖏᑦᑐᒍᑦ
ᑮᓇᐅᔭᕗᑦ ᐊᑐᖅᖢᑎᒍᑦ. ᑭᓯᐊᓂ ᐊᔪᕈᓐᓃᑐᐊᕌᖓᑦᑕ
ᓲᕐᓗ ᐅᕙᓂ ᐃᒃᑯᐊ ᓇᖕᒥᓂᓖᑦ ᑲᑎᓐᖓᔪᐊᓘᓚᐅᕐᒪᑕ
ᑕᐃᒃᑯᓄᖓ ᐅᐸᒍᑎᓚᐅᖅᑐᒍᑦ. ᑕᖅᑲᐅᖓ
ᓴᖅᑭᔮᖅᑎᑦᑎᓇᓱᓗᐊᕋᑦᑕ ᖃᓄᖅ ᖃᓄᐃᓕᐅᖅᖢᑕ
ᑎᑭᓚᐅᕐᒪᖔᑦᑕ.
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I don’t know if Sherri wants to add to
that.

ᐃᒻᒪᖄ ᓯᐊᕆ ᐃᓚᒋᐊᖅᓯᒍᒪᔪᖅ ᑕᕝᕗᖓ. ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you. Ms. Angnakak.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ. ᒥᔅ ᐊᕐᓇᒃᑲᖅ.

Ms. Angnakak: Thank you. I just wanted
to ask about that because you have a
limited budget and if you’re talking about
showcasing to the other people outside of
the territory or in our territory, how does
that help your clients? At the end of the
day, that’s what your mandate is, to help
your clients. That’s why I was asking,
showcasing, because that all takes
money, obviously. Just the way it’s
written, it looks like you’re doing a lot
more than just what you said,
participating in trade shows and that. The
way it reads, it seems to be as though
you’re doing a lot more than that, so
that’s what raised my eyebrow when I
read that. So if you could answer to that.
Thank you, Mr. Chairman.

ᐊᕐᓇᒃᑲᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ. ᑖᓐᓇ
ᐊᐱᖅᑯᑎᒋᔪᒪᖅᑲᐅᔭᕋ ᑮᓇᐅᔭᖁᑎᓯ ᐅᓄᓐᖏᑦᑐᑯᓘᖕᒪᑦ
ᐃᓛᒃ ᑭᒡᓕᖃᕐᒪᑦ, ᑕᖅᑲᒃᑯᓄᖓ ᓴᖅᑭᔮᒃᑲᓐᓂᕋᓱᖕᓂᖅ
ᐱᔾᔪᑎᒋᓪᓗᒍ ᑕᒫᓂ ᐊᓯᐊᓂᓪᓘᓐᓃᑦ. ᖃᓄᖅ ᑕᒪᓐᓇ
ᐊᒃᑐᐃᓂᖃᖃᑦᑕᖅᐸ? ᐱᔭᒃᓴᓪᓗᐊᑕᖃᕋᔅᓯ ᐱᔨᑦᑎᕈᑎᓂᑦ
ᓴᖅᑭᔮᖅᑎᑦᑎᓗᓯ ᓄᓇᕗᑦᒥᐅᓄᑦ.
ᑕᐃᒪᐃᑦᑐᓕᕆᑐᐃᓐᓇᖅᑰᓐᖏᓐᓇᔅᓯ. ᓲᕐᓗ ᐅᕙᓂ
ᑲᑎᒪᕐᔪᐊᓚᐅᖅᑎᓪᓗᒋᑦ ᓇᖕᒥᓂᓖᑦ ᐃᓚᐅᓚᐅᕐᓂᕋᕋᕕᑦ,
ᐱᔭᒃᓴᖅᑖᕆᓯᒪᔭᓯ ᐅᖓᑎᒃᑲᓐᓂᐊᕐᔪᐊᓄᑦ
ᐱᓕᕆᕙᓗᒃᑲᔅᓯ. ᑖᓐᓇ ᑭᐅᔪᓐᓇᕐᓂᐊᖅᑕᒃᓴᕆᕙᐃᑦ.
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Karetak-Lindell.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: Thank you, Mr.
Chairman. I appreciate where you’re
coming from. We support Nunavut
Tourism in some of the things they do. If
we approve a loan, let’s say, for a filming
industry to make a film or we support a
client who does work not only in Canada,
but showcasing themselves around, they
can say that they were supported by
NBCC to do this venture. We ourselves
don’t spend money showcasing ourselves
anyway and maybe it’s the way the
wording is.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ. ᐊᒻᒪᓗ ᖁᔭᓐᓇᒦᖅᖢᒍ ᑖᓐᓇ
ᐊᐱᖅᑯᑎᒋᔭᕐᓂᒃ. ᓄᓇᕗᑦᒥ ᐳᓚᕋᑦᑐᓕᕆᔨᒃᑯᑦ
ᐃᑲᔪᖃᑦᑕᕐᒥᔭᕗᑦ. ᓲᕐᓗ ᐊᑐᖅᑐᐊᖅᑎᑦᑎᒍᑦᑕ
ᑕᕐᕆᔮᒃᓴᓕᐅᖅᑎᓂᑦ, ᑕᕐᕆᔭᐅᓯᐅᕈᓐᓇᕐᓂᐊᕐᒪᑕ,
ᐅᕝᕙᓘᓐᓃᑦ ᐃᑲᔪᕐᓂᕈᑦᑕ ᐃᖅᑲᓇᐃᔭᖅᑎᒥᒃ
ᑲᓇᑕᒥᐅᑐᐃᓐᓇᓐᖏᑦᑐᖅ ᓯᓚᕐᔪᐊᕐᒥᐅᓄᓪᓘᓐᓃᑦ,
ᑖᕙᓃᓕᕈᓂ ᓇᓗᓇᐃᖅᓯᔪᓐᓇᖅᑐᖅ ᐅᑯᓄᖓ ᓄᓇᕗᑦᒥ
ᓇᖕᒥᓂᓕᖕᓄᑦ ᐊᑐᖅᑐᐊᕐᕕᒃᑯᓐᓄᑦ
ᐃᑲᔪᖅᑕᐅᓚᐅᖅᑐᖓᓚᒍᓐᓇᖅᑐᖅ. ᑮᓇᐅᔭᓂᒃ
ᐊᑐᖃᑦᑕᖏᑦᑐᓄᑦ ᑕᖅᑲᒃᑯᓄᖓ ᓴᖅᑭᔮᒃᑲᓐᓂᕋᓱᒃᖢᑕ.

I think that if you look in our financial
statements, you would not see an
extraordinary amount of money spent on
travelling to showcase ourselves. We do
fund or give loans to, say, a filming crew
or company. We would give a loan to a

ᑮᓇᐅᔭᑦ ᐅᓂᒃᑳᖏᑦ ᕿᒥᕐᕈᓇᒃᑯᔅᓯᐅᒃ ᐅᓄᓗᐊᖅ
ᐃᖏᕐᕋᔾᔪᑎᓄᑦ ᐊᑐᓗᐊᓐᖏᑦᑐᒍᑦ ᑭᓯᐊᓂ
ᑮᓇᐅᔭᖃᖅᑎᑦᑎᖃᑦᑕᖅᑐᒍᑦ
ᐊᑐᖅᑐᐊᖅᑎᑦᑎᖃᑦᑕᖅᑐᒍᓪᓘᓐᓃᑦ ᓲᕐᓗ ᑕᕐᕆᔮᖅᓯᐅᑏᑦ
ᑕᕐᕆᔭᐅᓯᐅᖅᑎᓄᑦ. ᐊᑐᖅᑐᐊᖅᑎᑦᑎᒍᑦᑕ
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film company who would then give us
credit for helping them with their
venture. Thank you, Mr. Chairman.

ᑕᕐᕆᔭᐅᓯᐅᖅᑎᒥᒃ ᓇᓗᓇᐃᖅᓯᔪᓐᓇᖅᑐᖅ ᐃᒃᑯᓄᖓ
ᐃᑲᔪᖅᑕᐅᓚᐅᖅᑐᒍᑦ ᓴᖅᑭᒻᒥᓗᑕ. ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you. Ms. Angnakak.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ. ᒥᔅ ᐊᕐᓇᒃᑲᖅ.

Ms. Angnakak: Thank you, Mr.
Chairman. I appreciate that too, but I just
want to bring it to your attention that
sometimes the way things are written, it
looks like there’s a lot more going on in
there that is actually not reflected in the
financial statements. It just raises some
questions. That’s all for me. Thank you.

ᐊᕐᓇᒃᑲᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐃᓕᖕᓄᑦ ᑐᓴᖅᑎᑦᑎᒋᐊᕈᒪᕋᑖᖅᑐᖓ ᑖᒃᑯᐊ
ᑎᑎᕋᖅᓯᒪᓂᖏᑦ ᑕᑯᓪᓗᒋᑦ ᐱᓕᕆᓂᖅᓴᒻᒪᕆᐅᖅᑰᔨᒐᔅᓯ
ᑕᕝᕙᓂ ᑮᓇᐅᔭᐃᑦ ᖃᓄᐃᓕᖓᓂᖏᓐᓂ ᐅᓂᒃᑳᖏᓐᓂ
ᐅᖃᐅᓯᕆᓯᒪᓐᖏᑦᑐᓂᒃ. ᑕᕝᕙ ᐃᓱᓕᐅᔾᔨᕗᖓ.
ᖁᔭᓐᓇᒦᒃ.

Chairman: Thank you, Ms. Angnakak.
I’m going to recognize the clock right
now and we’re going to break for lunch.
We will return at 1:30. Thank you.
>>Committee recessed at 11:51 and
resumed at 13:30

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᐊᕐᓇᒃᑲᖅ.
ᑖᓐᓇ ᓯᕿᓐᖑᔭᖅ ᑕᑯᓗᒍ ᓂᕆᔭᕇᕈᑦᑕ 1:30
ᐅᑎᕐᓂᐊᕆᕗᑦ. ᖁᔭᓐᓇᒦᒃ.

>>ᑲᑎᒪᔨᕋᓛᑦ ᓄᖅᑲᑲᐃᓐᓇᖅᑐᑦ 11:51-ᒥ ᐊᒻᒪᓗ
ᐱᒋᐊᒃᑲᓐᓂᖅᑐᑎᒃ 13:30-ᒥ

Chairman: Good afternoon, everyone. I
would like to welcome everyone back to
the hearing of the committee on
government oversight and public
accounts. We have in the witness chair
Ms. Nancy Karetak-Lindell, the
Chairperson of NBCC, and Sherri Rowe
and Angela Barkhouse-McPherson. The
next name I have on my list, Mr.
Savikataaq.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᐅᓐᓄᓴᒃᑯᑦ.
ᑐᓐᖓᓱᒃᑎᑦᑐᒪᕙᔅᓯ ᑕᕝᕗᖓ ᓈᓚᒃᑎᑦᑎᓂᕐᒧᑦ ᒐᕙᒪᒃᑯᑦ
ᑲᑎᒪᔨᕋᓛᖏᑦ. ᑕᕝᕙᓂ ᐊᐱᖅᓱᒐᒃᓴᖃᕋᑦᑕ ᐅᑯᓂᖓ
ᓈᓐᓯ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ, ᐃᒃᓯᕙᐅᑕᐅᔭᕆᔭᐅᔪᖅ
ᓄᓇᕗᒻᒥ ᓇᖕᒥᓂᖃᖅᑐᓂ ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴᒃᑯᓐᓂ,
ᓯᐊᕆ ᐅᕉ ᐊᒻᒪᓗ ᐋᓐᔨᓚ ᐹᒃᕼᐊᐅᔅ-ᒪᒃᐴᓴᓐ. ᐊᑎᖓ
ᑕᐃᒪ ᑎᑎᕋᖅᓯᒪᔭᕋ, ᒥᔅᑕ ᓴᕕᑲᑖᖅ.

Mr. Savikataaq: Thank you, Mr.
Chairman. I just want your clarification
or explanation on it. On page 5 of your
opening comments, in the first paragraph,
it says, “…the corporation achieved a
modest surplus of $138,000,” and then
later on, the next sentence is just an
explanation, I guess. It says that it had a
marked improvement from last year’s
results, which were negatively impacted
by doubtful loans.

ᓴᕕᑲᑖᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᓇᓗᓇᐃᖅᓯᖁᔨᑐᐃᓐᓇᖅᑐᖓ
ᐅᓂᒃᑳᕆᐊᒃᑲᓐᓂᖁᔨᑐᐃᓐᓇᖅᑐᖓ ᑕᕝᕙᓂ ᒪᒃᐱᖅᑐᒐᖅ
5-ᒥ ᒪᑐᐃᕈᑎᒋᔭᕐᓄᑦ ᐅᖃᐅᓯᖏᓐᓂ. ᑖᒃᑯᐊ $138,000
ᐊᒥᐊᒃᑯᓯᒪᓐᓂᕐᒪᑕ ᐊᑐᖏᓐᓂᑐᖃᖅᓯᒪᓐᓂᕐᒪᑕ ᐊᒻᒪᓗ
ᑕᕝᕙᓂ ᐅᖃᖅᓯᒪᖕᒪᑦ ᐱᐅᓯᕚᓪᓕᖅᓯᒪᔪᒻᒪᕆᐅᖕᒪᒡᒎᖅ
ᐊᕐᕌᓂᐅᖃᑦᑕᓚᐅᖅᑐᓂ, ᑖᒃᑯᐊ
ᐊᑐᕐᓂᕐᓗᒃᑕᐅᖃᑦᑕᓚᐅᖅᑎᓪᓗᒋᑦ
ᐊᑐᖅᑐᐊᖅᑕᐅᓂᕐᓗᒃᓯᒪᔪᓄᑦ.
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I know you have your financial
statements, but I’m not that good at
reading financial statements. Is your
surplus after any bad debts are there or is
that completely separate? I imagine at
times that there are bad debts. Thank you.

ᑮᓇᐅᔭᐃᑦ ᐅᓂᒃᑳᖏᓐᓂ ᐱᓯᒪᔾᔨᔪᑎᑦ,
ᐅᖃᓕᒫᕈᓐᓇᑦᑎᐊᓐᖏᓐᓇᒃᑭᑦ ᑖᒪᒃᑯᐊ.
ᐊᑐᓐᖏᓗᐊᕈᑎᒋᓯᒪᔪᑦ ᐊᑭᓕᒃᓴᑲᒻᒪᐃᖅᑲᐃ
ᐱᖃᓯᐅᑎᓗᒋᑦ? ᐅᕝᕙᓘᓐᓃᑦ ᐊᓯᐊᓃᑦᑎᐊᒻᒪᕆᒃᐸᑦ
ᐊᑭᓕᒃᓴᑲᒻᒪᐃᑦ? ᖁᔭᓐᓇᒦᒃ.

Chairman: Ms. Karetak-Lindell.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell (interpretation):
Thank you. (interpretation ends) That
would be after everything, all the
expenses. For the bad debts, what we do
every year is we have a general
allowance for doubtful accounts and then
we have a specific allowance that the
staff monitors depending on how the
loans are at year-end. It would be after all
those allowances are put in. Thank you,
Mr. Chairman.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ: ᖁᔭᓐᓇᒦᒃ. (ᑐᓵᔨᑎᒍᑦ) ᑖᓐᓇ
ᑭᖑᓂᖓᓂᐅᒐᔭᖅᑐᖅ ᑖᒃᑯᐊ ᑮᓇᐅᔭᖅᑐᕈᑎᓕᒫᖏᑦ.
ᑕᐃᒪᓕ ᐊᑭᓕᒃᓴᑲᒻᒪᒃᑕᖃᕐᓂᖅᐸᑦ ᐊᕐᕌᒍᑕᒫᑦ
ᐃᒪᓐᓇᐃᓕᐅᓲᖑᒐᑦᑕ ᑕᒪᒃᑯᓂᖓ ᐃᓕᔭᒃᓴᒫᓂᒃ
ᐱᓯᒪᓲᖑᒐᑦᑕ ᒪᑯᓄᖓ ᐊᑭᓖᔾᔪᑎᒃᓴᓂᒃ
ᐊᑭᓕᒃᓴᑲᒻᒪᖕᓄᑦ ᐊᒻᒪᓗ ᓇᓗᓇᐃᔭᖅᓯᒪᑦᑎᐊᖅᑐᒥ.
ᓴᓂᕐᕙᐃᓯᒪᖃᑦᑕᕐᒥᔪᒍᑦ ᐃᖅᑲᓇᐃᔭᖅᑎᓄᑦ
ᐅᔾᔨᕈᓱᒍᑕᐅᔪᒥᒃ ᐊᕐᕌᒍ ᓄᓐᖑᐊᓂ. ᑖᓐᓇ
ᑭᖑᓂᖓᒎᒐᔭᖅᑐᖅ ᑖᒃᑯᐊ ᓴᓂᕐᕙᒃᓯᒪᔪᑦ
ᐃᓕᔭᕇᖅᓯᒪᓕᖅᑎᓪᓗᒋᑦ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you. Mr. Savikataaq.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ. ᒥᔅᑕ ᓴᕕᑲᑖᖅ.

Mr. Savikataaq: Thank you, Mr.
Chairman. Just for the benefit of us here,
when you have a bad debt, obviously it
has to be… . If it’s not collectable, to
take it off the books, it has to be written
off. Is there a process where you write it
off yourself or does the government write
it off on behalf of you? How is that
handled when you have a bad debt? You
have to get the bad debt off your books
eventually. Thank you.

ᓴᕕᑲᑖᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᑖᒃᑯᓄᖓ ᐃᑲᔫᑎᒋᓂᐊᕐᒪᑦ ᐅᕙᑦᑎᓐᓄᑦ ᐅᕙᓃᑦᑐᒍᑦ.
ᑕᐃᒪ ᐊᑭᓕᒃᓴᑲᒻᒪᒃᑕᖃᖅᑎᓪᓗᒍ, ᑕᐃᒫᒃ
ᐊᑭᓕᖅᑕᐅᔪᓐᓇᖏᑉᐸᑦ ᑕᕝᕙᓂ ᐲᖅᑕᐅᔭᕆᐊᖃᕐᒪᑦ
ᑮᓇᐅᔭᓕᕆᔾᔪᑎᓂᒃ? ᑕᐃᒪᓕ ᐊᐅᓚᔾᔪᓯᖅᑎᖃᖅᐹ
ᐃᒻᒥᓂᒃ ᐲᕈᓐᓇᖅᐱᓯᐅᒃ ᐅᕝᕙᓘᓐᓃᑦ ᒐᕙᒪᒃᑯᓐᓄᑦ
ᐲᖅᑕᐅᓲᖑᕙᑦ? ᐲᖅᓯᔾᔪᑎ ᖃᓄᖅ ᑖᓐᓇ
ᐃᓕᖅᑯᓯᖃᓲᖑᕙ ᐊᑭᓕᒃᓴᑲᒻᒪᒃᑕᖃᖅᑎᓪᓗᒍ ᑕᕝᕙᓂ
ᐸᐃᑉᐹᖁᑎᔅᓯᓐᓂ? ᐲᕆᐊᖃᓲᖑᒻᒪᑦ ᖃᖓᒃᑯᒃᑭᐊᖅ.
ᖁᔭᓐᓇᒦᒃ.

Chairman: Thank you, Mr. Savikataaq.
If I understand, any write-offs over
$20,000 have to be approved through the
legislature here, so it’s a good question.
Ms. Karetak-Lindell.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅᑕ ᓴᕕᑲᑖᖅ.
ᑐᑭᓯᐅᒪᖅᑰᕋᒪ, ᑕᒪᒃᑯᐊ $20,000 ᐅᖓᑖᓃᑦᑐᑦ
ᐲᖅᑕᐅᔭᕆᐊᓖᑦ ᑕᕝᕙᓂ ᒪᓕᒐᓕᐅᕐᕕᖕᒥ
ᐊᖏᖅᑕᐅᔭᕆᐊᓕᒃ ᑕᕝᕙᓂ. ᑖᓐᓇ ᐊᐱᖅᑯᑎᑦᑎᐊᕙᒃ.
ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: You answered my
question.
>>Laughter

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᑭᐅᒐᕕᐅᒡᓗ ᐅᕙᓐᓄᑦ
ᐊᐱᖅᑯᑕᐅᔪᖅ.
>>ᐃᓪᓚᖅᑐᑦ
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Yes, we do have the ability to write off,
but we have a process. In our binder,
there’s a process of what becomes an
impaired account and the staff do monitor
all the accounts and make sure they are
within the requirements placed on them.
If they miss certain payments and are not
keeping up with their monthly payments,
then the staff would evaluate that client
and decide if it’s an impaired account.
Just to add a little more information, once
an account is considered impaired, we
stop the interest being charged to them,
and then there’s another process of trying
to work with the client. It might get to a
point where we have to sell off their
assets to pay off their loan, but there is a
very specific process that the staff
follows through. If it comes to the point
of where we have to write them off, then
there’s a different process also. As
George pointed out, after the threshold
for us, then it has to come to the
Government of Nunavut. Thank you, Mr.
Chairman.
Chairman: Ms. Savikataaq.
Mr. Savikataaq: Thank you for the
explanation. Staying on the same topic on
page [18] of your 2014-15 annual report,
this is just a clarification because I just
don’t understand. Halfway down, it talks
about total expenses for the year,
excluding the adjustment to the provision
for credit losses, with a slight decrease.
Credit losses were very close to the same,
one is $1,553,800 and it went down to
$1,505,000. I just want to know what that
is. It’s a million and a half in credit
losses. Is that bad debts or what is that
credit loss of a million and a half dollars?
Thank you.
Chairman: Can you repeat the page

ᐄ, ᐱᔪᓐᓇᕐᓂᖃᖅᑐᒍᑦ ᐲᖅᓯᔪᓐᓇᖅᖢᑕ. ᑭᓯᐊᓂᓕ
ᐊᑐᖃᑦᑕᖅᑕᑦᑎᓐᓂ ᐱᑕᖃᕐᒥᖕᒪᑦ ᐸᐃᑉᐹᕐᑯᑎᑦᑎᓐᓂ.
ᐊᐅᓚᓂᖃᕐᓂᕐᒪᑦ ᑭᓲᖕᒪᖔᑦ ᐊᑭᓕᖅᑕᐅᔪᓐᓇᖏᑦᑐᖅ
ᐊᒻᒪᓗ ᐃᖅᑲᓇᐃᔭᖅᑏᑦ
ᐅᔾᔨᖅᓱᖅᐸᓪᓕᐊᖏᓐᓇᖃᑦᑕᕐᒪᑕ ᑕᒪᒃᑯᓂᖓ
ᑮᓇᐅᔭᖃᐅᑕᐅᔪᓂᒃ ᑕᕝᕙᓂ ᐱᑕᖃᕆᐊᓕᖕᓂ
ᐊᑐᕆᐊᓕᖕᓃᒃᑲᓗᐊᕐᒪᖔᑦ ᒪᓕᒃᑲᓗᐊᕐᒪᖔᑕ. ᑕᐃᒪ
ᑕᐃᒪᓐᓇᐃᓕᖏᑉᐸᑦ ᐊᖑᒻᒪᑎᓐᖏᒻᒪᑕᓘᓐᓃᑦ ᑕᖅᑭᑕᒫᑦ
ᐊᑭᓕᖅᓱᕆᐊᓕᖕᓂᒃ, ᐃᖅᑲᓇᐃᔭᖅᑎᓄᑦ ᕿᒥᕐᕈᔭᐅᓲᑦ
ᖃᐅᔨᓴᖅᑕᐅᓲᑦ ᐃᒪᓐᓇ ᐊᑭᓕᒃᓴᑲᒻᒪᐅᖕᒪᖔᑦ.
ᐃᓚᒋᐊᒃᑲᓐᓂᑐᐃᓐᓇᕐᓗᒍ, ᑕᐃᒪᓕ
ᐊᑭᓕᖅᑕᐅᔪᓐᓇᐃᓪᓕᖅᑰᔨᔭᐅᒃᐸᑦ ᕿᑐᕐᖏᐅᕈᑎᖏᑦ
ᓄᖅᑲᖅᑎᑕᐅᖃᑦᑕᖅᑐᑦ ᐊᑭᓕᒐᒃᓴᖏᑦ ᐊᒻᒪᓗ
ᐊᓯᐊᒍᑦᑕᐅᖅ ᐃᖏᕐᕋᓂᖃᕆᓪᓗᓂ ᑖᒃᑯᓄᖓ
ᐱᔨᑦᑎᖅᑕᑦᑎᓐᓄᑦ. ᐃᒪᓐᓇ ᑎᑭᐅᑎᒃᐸᑦ
ᓂᐅᕐᕈᑎᒋᔭᕆᐊᖃᕈᑦᑎᒍᑦ ᐱᖁᑎᖏᑦ
ᐊᑭᓕᒃᓴᐃᔭᖅᑎᓐᓇᓱᒡᓗᒋᑦ, ᑕᐃᒪ ᐋᖅᑭᒃᓱᑦᑎᐊᖅᓯᒪᔪᒥᒃ
ᐊᑐᖅᑕᐅᓲᒥᑦ ᐱᑕᓕᒃ. ᑕᕝᕗᖓ ᑎᑭᐅᑎᓐᓂᕈᑦᑕ
ᐲᕆᐊᖃᓕᕐᓂᕈᑦᑎᒍᑦ ᐊᔾᔨᒋᓐᖏᑕᖓᓂᒃᑕᐅᖅ
ᐊᐅᓚᓂᖃᕐᒥᖕᒪᑦ. ᔪᐊᔾ ᐅᖃᕋᑖᕐᒪᑦ, ᑕᐃᒪ
ᑎᑭᐅᑎᓐᓂᖅᐸᑦ ᑕᕝᕗᖓ ᓄᓇᕗᑦ
ᒐᕙᒪᒃᑯᖏᓐᓅᕆᐊᖃᕋᔭᖅᑐᖅ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅᑕ ᓴᕕᑲᑖᖅ.

ᓴᕕᑲᑖᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ ᑖᔅᓱᒥᖓ
ᐅᓂᒃᑳᑦᑎᐊᕐᒪᑦ. ᑕᕝᕙᓃᖏᓐᓇᕐᓗᑕ ᒪᒃᐱᖅᑐᒐᖅ [18],
2014-15 ᐅᓂᒃᑳᖏᑦ. ᑖᓐᓇ ᓇᓗᓇᐃᕈᑎᖓ
ᑐᑭᓯᓐᓂᖏᓐᓇᒃᑯ ᕿᑎᖓᓂ ᑕᐅᕙᓂ ᐊᕐᕌᒍᓕᒫᒧᑦ
ᑮᓇᐅᔭᐃᔭᕈᑎᓂᑦ, ᑖᒃᑯᓄᖓᓗ ᐊᑭᓕᒃᓴᕆᔭᐅᔪᓄᑦ
ᐊᓯᐅᔨᓂᕐᒧᑦ ᒥᑭᒡᓕᒋᐊᕌᕐᔪᒃᑲᓗᐊᖅᑐᖅ. ᑭᓯᐊᓂ
ᐊᓯᐅᔨᔪᑦ ᑕᐃᒃᑯᐊ $1,553,000 $1,505,000-ᖑᕐᒪᑦ.
ᑖᓐᓇ $1.5 ᒥᓕᐊᓐ ᐊᓯᐅᔨᖅᑰᔨᖕᒪᑦ. ᑖᒃᑯᐊ
ᐊᑭᓕᒃᓴᑲᒻᒪᐅᕚᑦ ᑭᓱᒥᒃ $1.5 ᒥᓕᐊᖑᕙᑦ? ᖁᔭᓐᓇᒦᒃ.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᐅᖃᒃᑲᓐᓂᑲᐃᓐᓇᕉᒃ
ᒪᑉᐱᒐᖓᑕ ᓈᓴᐅᑎᖓ
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number in the annual report, Mr.
Savikataaq?

ᐊᕐᕌᒍᑕᒫᑦ ᐅᓂᒃᑳᓕᐊᕐᒥ, ᒥᔅᑕ ᓴᕕᑲᑖᖅ?

Mr. Savikataaq: Sorry, I thought I did.
Page 18, halfway down, the paragraph
starts off with “Total expenses for the
year (excluding the adjustment to the
provision for credit losses)…”

ᓴᕕᑲᑖᖅ (ᑐᓵᔨᑎᒍᑦ): ᒪᒥᐊᓇᖅ. ᑖᓐᓇ ᒪᒃᐱᖅᑐᒐᖅ
ᐊᕐᕌᒍᑕᒫᑦ ᐅᓂᒃᑳᓕᐊᒥ, ᒪᒃᐱᖅᑐᒐᖓ 18 ᑕᒫᓂ
ᑖᔅᓱᒧᖓ ᐊᕐᕌᒍᒧᑦ ᑮᓇᐅᔭᖅᑐᕈᑎᕕᓃᑦ
ᐋᖅᑭᒋᐊᕈᑎᖏᓪᓗ ᐊᑭᓕᒃᓴᐃᖅᑕᐅᔪᓐᓇᖏᑦᑐᓄᑦ.

Chairman: Thank you, Mr. Savikataaq.
Ms. Karetak-Lindell, did you want to
defer that to Ms. Rowe? Ms. Rowe.
Ms. Rowe: Thank you, Mr. Chairman.
On page 18 of our annual report, it’s
talking about total expenses for the year
and what we’re saying in that paragraph
is just how our total expenses, excluding
the adjustment for credit losses, differ
from year to year and how that’s going.
We see that our expenses relatively stay
the same from year to year for lending
activities, but the big swing, so to speak,
in our financial statements every year is
the provision for credit losses. Thank
you, Mr. Chairman.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅᑕ ᓴᕕᑲᑖᖅ.
ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ ᑖᓐᓇ ᑭᐅᖁᕕᐅᒃ ᒥᔅ ᕉᒧᑦ? ᒥᔅ
ᐅᕉ.

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᑕᕝᕙᓂ
ᒪᒃᐱᖅᑐᒐᖅ 18 ᐊᕐᕌᒍᓕᒫᒧᑦ ᐅᓂᒃᑳᓄᑦ ᑖᒃᑯᐊ
ᑮᓇᐅᔭᖅᑐᕈᑎᓕᒫᖏᑦ. ᑕᕝᕙᓂᓕ ᐅᖃᖅᑐᒍᑦ
ᑎᑎᕋᖅᓯᒪᓂᖓᓂᑦ ᖃᓄᖅ ᑮᓇᐅᔭᖅᑐᕈᑎᕗᑦ
ᑲᑎᓐᓂᖏᓪᓗ ᐱᖃᓯᐅᑎᓇᒋᑦ ᐋᖅᑭᒋᐊᕈᑎᖏᑦ
ᐊᑭᓕᖅᑕᐅᔪᓐᓇᖏᑦᑐᓄᑦ ᐊᕐᕌᒍᑕᒫᑦ ᐊᓯᔾᔨᓲᖑᖕᒪᑦ
ᐊᒻᒪᓗ ᖃᓄᖅ ᐃᖏᕐᕋᓂᖃᕐᒪᖔᑦ. ᑖᒃᑯᐊ
ᑮᓇᐅᔭᖅᑐᕈᑎᖏᑦ ᐊᔾᔨᒌᖏᓐᓇᕈᔪᖃᑦᑕᖅᑐᑦ ᐊᕐᕌᒍᑕᒫᑦ
ᒪᑯᓄᖓ ᐊᑭᓕᒃᓴᓂᒃᑎᑦᑎᓂᕐᒧᑦ. ᑭᓯᐊᓂᓕ
ᐊᓯᔾᔨᕈᑎᒋᓗᐊᓲᖅ ᐊᕐᕌᒍᑕᒫᑦ ᑖᓐᓇ
ᐊᑭᓕᖅᑕᐅᔪᓐᓇᐃᓪᓕᓯᒪᔪᓄᑦ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Mr. Savikataaq.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅᑕ ᓴᕕᑲᑖᖅ.

Mr. Savikataaq: Thank you, Mr.
Chairman. Just for clarity, I understand
and I assume, so that we will all
understand, it just means that your
operating expenses went down slightly
because you had less credit losses. Thank
you.

ᓴᕕᑲᑖᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᓇᓗᓇᓐᖏᑦᑎᐊᕐᓂᐊᕐᒪᑦ ᑐᑭᓯᐅᒪᓪᓗᖓᓗ
ᑐᑭᓯᔪᐃᓐᓇᐅᓂᐊᕋᑦᑕ ᑖᒃᑯᐊ ᑮᓇᐅᔭᖅᑐᕈᑎᑎᑦ
ᐊᒃᐸᕆᐊᕌᕐᔪᒃᑐᕕᓃᑦ ᐊᑭᓕᒃᓴᑲᒻᒪᒃᑕᐅᓐᖏᓐᓂᖓᓄᑦ?
ᖁᔭᓐᓇᒦᒃ.

Chairman: Ms. Rowe.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐅᕉ.

Ms. Karetak-Lindell: She says yes.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᐊᖏᖅᑐᖅ.

>>Laughter

>>ᐃᓪᓚᖅᑐᑦ

Ms. Rowe: Thank you, Mr. Chairman.
Yes.

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᐄ.
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Chairman: Mr. Savikataaq.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅᑕ ᓴᕕᑲᑖᖅ.

Mr. Savikataaq: Thank you, Mr.
Chairman. Staying on the same topic,
part of the role of your corporation is to
lend money to businesses that can’t or
have a hard time getting funding through
the banks and other financial sources. In
theory, it means that the bank might not
want to touch them because the risk is too
high.

ᓴᕕᑲᑖᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᑕᕝᕙᓃᖏᓐᓇᕐᓗᖓᓗ, ᐃᓕᔅᓯ ᑯᐊᐳᕇᓴᓯ ᐱᓕᕆᐊᖓᑕ
ᐃᓚᒋᖕᒪᒍ ᐊᑐᖅᑐᐊᖅᑎᑦᑎᓗᓯ ᓇᖕᒥᓂᖃᖅᑐᓄᑦ,
ᐃᒪᓐᓇ ᑮᓇᐅᔭᖅᑖᕈᓐᓇᖏᑦᑐᓄᑦ ᑮᓇᐅᔭᒃᑯᕕᖕᓂ
ᐊᓯᖏᓐᓂᒡᓗ ᑮᓇᐅᔭᖃᕐᕕᖕᓂ. ᑕᐃᒪ
ᐃᓱᒪᒋᑐᐃᓐᓇᖅᖢᒍ ᑐᑭᖃᕐᒪᑦ ᑮᓇᐅᔭᒃᑯᕕᖕᒥ
ᐊᒃᑐᖅᑕᐅᔪᒪᓐᖏᒻᒪᑦ ᐅᓗᕆᐊᓇᓗᐊᕐᓂᖓᓄᑦ.

Do you have stats on, let’s say, the last
five years, because I think the corporation
has been running fairly good in the last
five years, of what the failure rate is for
not paying back your loans? The fact that
you’re the lender of last resort would
imply that you take on higher risks and
higher risks mean the odds are that you
might not get all the money back that you
have lent out. Thank you.
Chairman: Ms. Karetak-Lindell.
Ms. Karetak-Lindell: Thank you. We
like to think of ourselves as the lender of
northern opportunity. We don’t phrase
ourselves as being the lender of last
resort anymore.
Yes, they are high risk and as Sherri
explained earlier, especially in the
construction part, banks will not give
loans to companies that don’t have
something that they could get a mortgage
on. Taking construction for example, that
is high risk. There are many factors that
can play into that: sealift, getting all of
your material on time for sealift, getting
your right deals for your equipment, and
getting them on sealift. These are, yes,
high-risk companies.
Having said that, in the last five years, we
only have eight non-performing loans out

ᓈᓴᐅᑎᖁᑎᖃᖅᐱᓯ ᐊᕐᕌᒍᓂ ᑕᓪᓕᒪᐅᕋᑖᖅᑐᓂᑦ ᑖᒃᑯᐊ
ᑯᐊᐳᕇᓴᒃᑯᑦ ᐃᖏᕐᕋᑦᑎᐊᖅᓯᒪᖕᒪᑕ. ᖃᓄᖅ
ᐊᑭᓕᖅᑕᐅᔪᓐᓇᖏᑦᑐᑦ ᖃᓄᖅ ᐊᖏᑎᒋᕙ? ᐃᒪᓐᓇ
ᑐᕚᕆᔭᐅᖕᒪᑕ ᑭᖑᓪᓕᖅᐹᖑᓪᓗᑎᒃ ᐊᑐᖅᑐᐊᕐᕕᖕᒥᓕ
ᐅᓗᕆᐊᓇᕐᓂᖅᓴᓂᒃ ᐱᖃᑦᑕᕋᔅᓯ. ᐅᓇ
ᐅᓗᕆᐊᓇᕐᓂᖅᓴᖅ ᑐᑭᖃᕐᒪᑦ
ᐅᑎᖅᑎᑕᐅᔪᐃᓐᓇᐅᓐᖏᑐᐃᓐᓇᕆᐊᖃᕐᒪᑕ
ᐊᑐᖅᑐᐊᖅᑕᐅᑎᑕᓯ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ.
ᐃᓱᒪᒋᔪᒪᓲᖑᒐᑦᑕ ᐃᒪᓐᓇ ᐊᑐᖅᑐᐊᖅᑎᑦᑎᔨᐅᔪᒍᑦ
ᐅᑭᐅᖅᑕᖅᑐᒥ ᐊᑐᐃᓐᓇᐅᔪᓄᑦ. ᐃᒪᓐᓇ
ᑭᖑᓪᓕᖅᐹᖑᓂᕋᕈᒪᓲᖑᓐᖏᓐᓇᑦᑕ.

ᐄ, ᑭᓯᐊᓂ ᐅᓗᕆᐊᓇᖅᑑᒐᓗᐊᑦ. ᐃᒪ ᓯᐊᕆ
ᐅᖃᖅᑲᐅᖕᒪᑦ ᐃᒡᓗᓕᐅᖅᑐᓂᑦ ᐱᓗᐊᖅᑐᒥ ᑮᓇᐅᔭᒃᑯᕖᑦ
ᐊᑐᖅᑐᐊᖅᑎᑦᑎᔪᓐᓇᖏᒻᒪᑕ ᑳᒻᐸᓂᐅᔪᓄᑦ, ᐃᒪᓐᓇ
ᓇᓪᓕᐅᑯᒫᕆᔪᓐᓇᓐᖏᑕᓯ. ᓲᕐᓗ ᐃᒡᓗᓕᐅᕐᓂᖅ
ᑐᑭᓕᐅᑎᓗᒍ ᑖᓐᓇ ᑕᒪᓐᓇ ᐅᓗᕆᐊᓇᖅᑑᖕᒪᑦ ᐃᒪᓐᓇ
ᐃᓗᓕᖏᑦ ᐅᓄᑯᓘᔭᕐᒪᑕ ᐅᒥᐊᕐᔪᐊᒃᑰᖅᑎᑦᑎᓃᑦ, ᑖᒃᑯᐊ
ᐃᒡᓗᒃᓴᐃᓪᓗ ᐅᓯᔭᐅᔭᕆᐊᖃᕐᓂᖏᑦ. ᒪᑯᓄᖓᓕ
ᐃᖅᑲᓇᐃᔭᐅᑎᓄᑦ ᐅᒥᐊᕐᔪᐊᕐᒨᖅᑕᐅᔭᕆᐊᖃᕐᓂᖏᑦ.
ᑕᒪᒃᑯᐊ ᐅᓗᕆᐊᓇᖅᑐᒦᓲᖑᒐᓗᐊᑦ ᑲᒻᐸᓂᐅᔪᑦ.

ᑭᓯᐊᓂ ᐅᖃᓚᐅᖅᖢᒍ ᑕᒫᓂ ᐊᕐᕌᒍᑦ ᑕᓪᓕᒪᐅᕋᑖᖅᑐᓂ,
8-ᖏᓐᓇᕐᓂᒃ ᐊᑭᓕᒃᓴᐃᕈᓐᓇᖏᑦᑐᖅᑕᖃᖅᓯᒪᔪᑦ
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of all the accounts that we have. I believe
there are 62. There are two in the last five
years that are non-performing. The other
six are pretty old accounts that we still
have on the books, but there only two in
the last five years that are nonperforming at the moment. I think it’s
about 16 percent of the total loan
portfolios that we have. Thank you, Mr.
Chairman.
Chairman: Thank you very much for the
update. Right here in its mandate, it states
that “The Corporation’s role is a blend of
being a lender of last resort,” so that’s
where we got that statement from. Mr.
Savikataaq.
Mr. Savikataaq: Thank you, Mr.
Chairman. If there are only two nonperforming in the last five years, how
long is it before you write off a debt
that’s in the book? You said that you
have eight and only two in the last five
years, so six are older than five years.
How long before you write off a bad
debt? Thank you.

ᑖᒃᑯᓇᖔᓕᒫᖅ 62-ᖑᖅᑰᖅᑐᓂᒃ ᑕᕝᕙᓐᖓᑦ. ᒪᕐᕈᐃᓐᓈᒃ
ᐊᕐᕌᒎᒃ ᑕᓪᓕᒪᐅᕋᑖᖅᑐᓂᒃ ᐊᑭᓖᔪᓐᓇᐃᓪᓕᔪᑦ. ᐃᓚᖏᑦ
ᐱᑐᖃᒻᒪᕆᐅᓕᕐᒪᑕ ᑕᕝᕙᓂ ᐸᐃᑉᐹᖁᑎᑦᑎᓐᓃᑦᑐᑦ.
ᑭᓯᐊᓂ ᒪᕐᕈᐃᓐᓈᒃ ᐊᕐᕌᒎᕋᑖᖅᑐᒥ ᐊᕐᕌᒍ
ᑕᓪᓕᒪᐅᕋᑖᖅᑐᓂᑦ ᒪᕐᕈᐃᓐᓈᒃ ᐊᑭᓖᔪᓐᓇᐃᓪᓕᓯᒪᔫᒃ.
16 ᐳᓴᕈᔫᖅᑰᖅᑕᖓ ᑕᕝᕙᖓᑦ ᑲᑎᓐᓂᓕᒫᖏᓐᓂ
ᐊᑐᖅᑐᐊᖅᑕᐅᑎᖃᑦᑕᖅᑕᑦᑕ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒻᒪᕆᒃ. ᑕᕝᕙᓂ
ᐱᔭᒃᓴᔅᓯᓐᓂ ᐊᑐᕆᐊᖃᖅᑕᑦᑎᓐᓂ ᐅᖃᖅᓯᒪᓪᓚᑦᑖᕐᒪᑦ
ᑯᐊᐳᕇᓴᒃᑯᒡᒎᖅ ᑖᓐᓇ ᑎᑎᕋᖅᓯᒪᓂᖓ
ᑭᖑᓪᓕᖅᐹᖑᒐᔅᓯᒎᖅ ᓵᑕᐅᔪᓐᓇᖅᑐᓄᑦ. ᒥᔅᑕ ᓴᕕᑲᑖᖅ.

ᓴᕕᑲᑖᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᒪᕐᕈᐃᓐᓇᐅᒃᐸᑎᒃ ᐊᑭᓖᔪᓐᓇᐃᓪᓕᓯᒪᔫᒃ ᐊᕐᕌᒍᓂ
ᑕᓪᓕᒪᐅᕋᑖᖅᑐᓂ, ᖃᓄᖅ ᐊᑯᓂᐅᑎᒋᔪᖅ
ᐅᑕᖅᑭᖃᑦᑕᖅᐱᓯ ᑕᕝᕙᓐᖓᑦ ᐲᖅᑕᐅᓇᓱᖕᓂᖏᓐᓂ
ᐸᐃᑉᐹᖅᑯᑎᔅᓯᓐᓂ? ᒪᕐᕈᐃᓐᓇᐅᒃᐸᑎᒃ ᐊᕐᕌᒍᑦ ᑕᓪᓕᒪᑦ
ᐅᖓᑖᓃᑉᐸᑕ, ᖃᓄᖅ ᐊᑯᓂᐅᑎᒋᔪᖅ ᐅᑕᖅᑭᖃᑦᑕᖅᐱᓯ
ᐲᖅᑕᐅᓚᐅᓐᖏᓐᓂᖏᓐᓂ? ᖁᔭᓐᓇᒦᒃ.

Chairman: Ms. Karetak-Lindell.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: I’ll pass that one
over to Ms. Sherri Rowe, please, Mr.
Chairman.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᓯᐊᕆ ᐅᕉᒨᕐᓂᐊᕋᒃᑯ,
ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Rowe.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman.
There are all kinds of determining factors
on how long we will keep it on our
books. It depends. Sometimes with the
loans, they are higher risk, but we have a
lot of security with those loans. It could
be a case that we have a building that we
are trying to sell off in a community. We
will generally try to exhaust all options
before we would ever bring it forward to

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐊᔾᔨᒌᓐᖏᑯᓘᔭᖅᑐᓂᒃ ᐊᑐᓲᖑᖕᒪᑕ ᖃᓄᖅ
ᐊᑯᓂᐅᑎᒋᔪᖅ ᐸᐃᑉᐹᖁᑎᑦᑎᓃᓐᓂᐊᕐᒪᖔᑕ.
ᐃᓛᓐᓂᒃᑯᑦ ᐊᑐᖅᑐᐊᖅᑎᑦᑎᓂᖅ
ᐅᓗᕆᐊᓇᖃᑦᑕᖅᑑᒐᓗᐊᖅ ᑭᓯᐊᓂ
ᑐᕌᒐᖃᐅᑦᑎᐊᖃᑦᑕᕋᑦᑕ ᐃᒡᓗᖁᑎᖃᖅᖢᑎᒡᓗ
ᓂᐅᕐᕈᑎᒋᔪᓐᓇᖅᑕᒥᖕᓂᒃ ᓄᓇᓕᖕᓂ. ᑕᐃᒪᓕ
ᖃᓄᖅᑑᕈᑎᒃᓴᓕᒫᑦᑎᐊᑦ ᐊᑐᕋᓱᓲᕆᒐᑦᑎᒍᑦ
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the Legislative Assembly to write off.
We had a case last year where we
actually recovered a loan that was from
the late 1990s and because we hold
security, that company still had an
interest in a lot that they then wanted to
sell and could not sell until we released
the security. Even though we waited 20
years, we did get our money. Although it
probably seems like we should write
these off quicker, it does pay to just stand
your ground and see what happens, as
long as there are assets still involved in
the corporation. Thank you, Mr.
Chairman.
Chairman: Thank you, Ms. Rowe. Mr.
Savikataaq.

ᒪᓕᒐᓕᐅᕐᕕᖕᒧᐊᓚᐅᓐᖏᓐᓂᑦᑎᓐᓂ
ᐲᖅᑕᐅᑎᓐᓇᓱᒡᓗᒋᑦ.
ᐊᕐᕌᓂ ᐃᒪᓐᓇᐃᑦᑐᖅᑕᖃᓚᐅᕐᒪᑦ ᐅᑎᖅᑎᑦᑎᓚᐅᕋᑦᑕ
ᐊᑐᖅᑐᐊᖅᑕᐅᑎᓚᐅᖅᓯᒪᔭᑦᑎᓐᓂ 1990 ᓄᓐᖑᖏᓐᓂ.
ᑕᐃᒫᒃ ᑎᒍᒥᐊᓚᐅᕋᑦᑎᒍᑦ ᐱᖁᑎᖏᑦ ᑕᐃᒃᑯᐊ
ᑲᒻᐸᓂᐅᔫᑉ ᓇᖕᒥᓂᖃᕐᕕᒋᔭᑦᑎᓐᓂ ᓄᓇᒥ
ᓂᐅᕐᕈᑎᒋᔪᒪᓕᕋᓗᐊᕐᒪᒋᑦ ᓂᐅᕐᕈᑕᐅᔪᓐᓇᓚᐅᓐᖏᒻᒪᑦ
ᓴᒃᑯᑦᑎᓚᐅᓐᖏᓐᓂᑦᑎᓐᓂ. 20-ᓂᑦ ᐊᕐᕌᒍᓂᑦ
ᐅᑕᖅᑭᓚᐅᕋᓗᐊᖅᖢᑕ ᑮᓇᐅᔭᓂᒃ ᐅᑎᕐᕕᐅᓚᐅᖅᑐᒍᑦ.
ᕿᓚᒥᐅᓂᖅᓴᒃᑯᑦ
ᖁᔭᓈᖅᑕᐅᑎᑦᑎᔭᕆᐊᖃᖅᑑᔮᕋᓗᐊᖅᑎᓪᓗᑕ, ᑭᓯᐊᓂ
ᓅᑦᑕᐃᓕᒪᑦᑎᐊᒻᒪᕆᓲᖑᒐᑦᑕ ᐃᒪᓐᓇ
ᐃᓚᐅᓐᖏᓐᓇᑐᐊᖅᐸᑕ ᑯᐊᐳᕇᓴᒃᑯᑦ. ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᐅᕉ. ᒥᔅᑕ
ᓴᕕᑲᑖᖅ.

Mr. Savikataaq: Thank you, Mr.
Chairman. I know you have put in a
request to increase the amounts that
you’re allowed to lend. Right now, you
have a $1 million limit and you would
like to, I believe, put it to $2 million. You
are there to try to help the businesses that
can’t get funding and you are a high-risk
lender. Do you believe it’s wise to
increase it so that someone could borrow
up to $2 million? Thank you.

ᓴᕕᑲᑖᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᖃᐅᔨᒪᔪᖓ ᒫᓐᓇ ᑐᒃᓯᕋᖅᓯᒪᒐᔅᓯ ᑖᓐᓇ
ᐅᓄᖅᓯᒋᐊᕋᓱᒃᖢᒍ ᒫᓐᓇ ᒥᓕᐊᓐᓂᒃ ᐃᓱᖃᕐᒪᑦ
ᐊᑐᖅᑐᐊᖅᑕᐅᑎᑦᑐᓐᓇᖅᑕᓯ. $2 ᒥᓕᐊᒨᕈᒪᖅᑰᕋᔅᓯᐅᒃ
ᐊᒻᒪᓗ ᑕᐃᑲᓃᒃᑲᔅᓯ ᓇᖕᒥᓂᖃᖅᑎᐅᔪᓂᒃ
ᐃᑲᔪᖅᑎᐅᓪᓗᓯ ᑮᓇᐅᔭᖅᑖᕈᓐᓇᖏᑦᑐᓂᒃ ᐃᒪᓐᓇ
ᐅᓗᕆᐊᓇᖅᑐᓂᒃ ᐊᑐᖅᑐᐊᖅᑎᑦᑎᓲᖑᒐᔅᓯ. ᐃᒪᓐᓇ
ᓯᓚᑐᒐᓗᐊᖅᐸᖃᐃ $2 ᒥᓕᐊᓐᓂᒃ ᑎᑭᓪᓗᒍ
ᐊᑐᖅᑐᐊᖅᑎᑦᑎᔪᓐᓇᖅᓯᓗᓯ? ᖁᔭᓐᓇᒦᒃ.

Chairman: Ms. Karetak-Lindell.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: Thank you. If they
have the security to cover that loan, we
would consider it. I believe our due
diligence done by our staff is very
thorough and if that borrower had the
security to go against the amount that
they’re borrowing, only then we would
consider approving such a loan. Thank
you, Mr. Chairman.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ. ᑕᐃᒪᓕ
ᓂᐅᕐᕈᑎᒃᓴᓂᒃ ᓇᓪᓕᐅᒃᑲᒫᖃᖅᐸᑕ,
ᐊᑭᓖᔾᔪᑎᒋᔪᓐᓇᕐᓂᐊᖅᑕᖏᓐᓂ ᐃᓱᒪᒃᓴᖅᓯᐅᕈᑎᒋᓲᕗᑦ.
ᑕᐃᒪᓕ ᑲᔪᓯᑦᑎᐊᕈᓐᓇᐅᑎᖃᖅᑰᕋᑦᑕ
ᕿᒥᕐᕈᐊᖃᑦᑕᖅᑕᕗᑦ ᓈᒻᒪᖅᑰᖃᑦᑕᕐᒪᑕ ᐊᒻᒪᓗ ᑕᐃᓐᓇ
ᐊᑐᖅᑐᐊᖅᑐᖅ ᓂᐅᕐᕈᑎᒃᓴᖃᖅᐸᑦ ᑖᔅᓱᒥᖓ
ᐊᑐᖅᑐᐊᖅᑕᖏᓐᓂ ᐊᑭᓖᔾᔪᑕᐅᔪᓐᓇᖅᑐᒥ. ᑕᐃᒪᓕ
ᑭᓯᐊᓂ ᐃᓱᒪᒋᓕᑕᐃᓐᓇᕋᔭᕋᑦᑎᒍᑦ ᐊᖏᕆᐊᒃᓴᖅ ᑖᓐᓇ
ᐊᑐᖅᑐᐊᖅᑕᐅᔪᒪᔪᖅ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Mr. Savikataaq.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅᑕ ᓴᕕᑲᑖᖅ.
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Mr. Savikataaq: Thank you, Mr.
Chairman. The reason I asked that is
because there’s only a limited amount of
money. So far, you guys have, in the last
five years, a good track record of having
bad debts. Currently, as of March 31, you
have one that is a non-performing
customer with a $1 million loan and that
would put quite a crimp in your
operations, I think. That’s why I brought
it up.
Is it wise? I guess you think it’s wise, but
other people might think it’s not because
it’s a high-risk lender, I believe. For
many reasons, like you said, it could be
construction or it could be sealift, but it’s
still high risk. That’s not a question; just
a comment, a concern, saying that one
company could put a crimp in the
operation for the whole system if the
money was high enough. That was just a
comment. I still have more questions
there.

ᓴᕕᑲᑖᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᑖᓐᓇ
ᐊᐱᕆᕋᑖᖅᐸᕋ ᐱᔾᔪᑎᒋᓪᓗᒍ, ᑮᓇᐅᔭᐃᑦ ᐃᓱᖃᕐᒥᖕᒪᑕ
ᐊᑐᐃᓐᓇᐅᔪᑦ ᒫᓐᓇᓗ ᐊᕐᕌᒍᓂᒃ ᑕᓪᓕᒪᐅᕋᑖᖅᑐᓂ
ᐊᑭᓕᒃᓴᐅᑲᒻᒪᓕᖕᓄᑦ ᐱᑕᖃᓗᐊᖅᓯᒪᓐᖏᒻᒪᑦ. ᑭᓯᐊᓂᓕ
ᒫᓐᓇ ᒫᑦᓯ 31 ᑎᑭᖦᖢᒍ, ᐊᑕᐅᓯᕐᒥᒃ ᒥᓕᐊᓐᓂᒃ
ᐊᑐᖅᑐᐊᖅᓯᒪᔪᒥᒃ ᐊᑭᓖᔪᓐᓇᖏᑦᑐᖅᑕᖃᕐᒪᑦ ᐊᒻᒪ ᑖᓐᓇ
ᐊᒃᑐᖅᓯᕐᔪᐊᑐᒻᒪᕆᐅᒐᔭᕐᒪᑦ ᐊᐅᓚᓂᕆᔭᔅᓯᓐᓂ. ᑕᐃᒪᓐᓇ
ᑕᕝᕙ ᓴᖅᑭᕋᑖᖅᐸᕋ.

ᓯᓚᑐᒐᓗᐊᖅᐸᖃᐃ ᓯᓚᑐᔫᓇᓱᒋᔭᓯ ᐃᓄᐃᓪᓗ ᐊᓯᖏᑦ
ᐃᓱᒪᒋᔭᐅᑐᐃᓐᓇᕆᐊᖃᕐᒪᑦ ᓯᓚᑐᓐᖏᓪᓗᓂ,
ᓯᓚᐃᑦᑑᓗᓂ. ᐅᓗᕆᐊᓇᖅᑑᖕᒪᑦ ᐊᑐᖅᑐᐊᖅᑎᖃᑦᑕᕐᓂᓯ
ᐱᔾᔪᑎᖃᖅᖢᑎᒃ ᐅᓄᖅᑐᓂᑦ ᐃᒪᓐᓇ
ᐃᒡᓗᓕᐅᕐᓂᕐᒧᓪᓘᓐᓃᑦ ᐅᒥᐊᕐᔪᐊᒃᑰᖅᑎᑦᑎᓂᕐᒧᓪᓘᓐᓃᑦ
ᐅᓗᕆᐊᓇᖅᑐᐃᓐᓇᐅᖕᒪᑦ. ᐊᐱᖅᑯᑕᐅᓐᖏᑦᑐᕐᖑᓇ
ᐅᖃᐅᓯᑐᐃᓐᓇᖅ ᐃᓱᒫᓘᑎᒐ. ᐊᑕᐅᓯᖅ ᑳᒻᐸᓂᐅᔪᖅ
ᐊᒡᕕᐊᓕᕈᓐᓇᕐᒪᑦ ᑕᕝᕙᓐᖓᑦ ᑮᓇᐅᔭᑦ ᐅᓄᕐᓂᖏᑦ
ᐹᓂᐊᓘᑐᐊᖅᐸᑕ. ᐅᖃᐅᓯᒃᓴᖃᖅᑐᖓ ᓱᓕ.
ᐊᐱᖅᑯᑎᒃᓴᖃᒃᑲᓐᓂᕋᒪ.

When you lend out money, I believe you
also do loan guarantees where you don’t
actually lend the money, like a co-signer.
Is that part of the mandate? Thank you.

ᑕᐃᒪ ᐊᑐᖅᑐᐊᖅᑎᑦᑎᔭᕌᖓᔅᓯ ᑮᓇᐅᔭᓂᑦ ᐃᒪᓐᓇ
ᐊᑭᓖᔪᓐᓇᐃᓪᓕᔪᕕᓂᐅᒃᐸᑕ ᐊᑭᓖᔪᒃᓴᒫᖑᓲᖑᒐᔅᓯ
ᐃᒪᓐᓇ ᐊᑐᖅᑐᐊᖅᑎᖏᒃᑲᓗᐊᖅᑎᓪᓗᒋᑦ
ᐊᑎᓕᐅᖃᑕᐅᔪᑎᑐᑦ. ᐱᔭᒃᓴᓯ ᐃᓚᒋᕙᐅᒃ? ᖁᔭᓐᓇᒦᒃ.

Chairman: Ms. Karetak-Lindell.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: Yes, it is. Just
further on the comment you made earlier,
we have the security in place for such an
occasion. It might take a lot of time for us
to sell off the security or the assets that
are being held against that loan. That’s
why, when Sherri was talking about how
long it takes for us to write something
off, sometimes to put something on the
market and get a buyer can take some
years, but it’s not because we don’t have
the security or the assets to be used
against that particular loan. There is one
on the books now as non-performing and

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᐄ, ᑕᐃᒪᐃᑦᑐᖅ.
ᑕᕝᕙᓂᓗ ᐅᖃᐅᓯᕆᕋᑖᖅᑕᕕᑦ ᐃᓚᒋᒃᑲᓐᓂᕐᓗᓂᐅᒃ.
ᑕᐃᒪ ᓇᓪᓕᐅᑯᒫᖃᕋᑦᑕ ᐃᓕᓯᒪᔭᑦᑎᓐᓂᑦ
ᑕᐃᒪᐃᑦᑐᖃᑳᓪᓚᖕᓂᖅᐸᑦ
ᐊᑯᓂᐅᑐᐃᓐᓇᕆᐊᓕᐅᒐᓗᐊᖅ ᓂᐅᕐᕈᑎᒋᓇᓱᒡᓗᒋᑦ
ᑖᒃᑯᐊ ᐊᑭᓖᔾᔪᑎᒃᓴᐅᔪᑦ ᑎᒍᒥᐊᖅᑕᕗᑦ ᑖᔅᓱᒧᖓ
ᐊᑭᓕᒃᓴᕆᔭᐅᔪᒧᑦ. ᑕᐃᒪ ᓯᐊᕆ ᐅᖃᐅᓯᖃᖅᖢᓂ ᖃᓄᖅ
ᐊᑯᓂᐅᑎᒋᔪᖅ ᐲᖅᓯᓇᓱᓲᖑᖕᒪᖔᑕ
ᐸᐃᑉᐹᖁᑎᑦᑎᓐᓂᒃ, ᐃᒪᓐᓇ ᓂᐅᕐᕈᑎᒋᓇᓱᒡᓗᒍ
ᓂᐅᕕᖅᑐᖅᓴᒥᑦ ᐊᕐᕌᒍᒐᓴᖕᓂᑦ ᓇᓂᓯᓇᓱᖕᓇᓲᖑᖕᒪᑦ.
ᐃᒪᓐᓇ ᐱᖁᑎᑕᖃᓲᖑᖕᒪᑦ ᑕᕝᕗᖓ ᐊᑭᓕᒃᓴᓄᑦ
ᐊᑭᓖᔾᔪᑎᒃᓴᓂᑦ. ᐊᑕᐅᓯᕐᒥᑦ ᑕᐃᒪ
ᐸᐃᑉᐹᖁᑎᑦᑎᓐᓃᑦᑐᖅ ᐊᑭᓖᔪᓐᓇᐃᓪᓕᓯᒪᔪᖅ
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yes, it is a $1 million. We do have the
security for that, but I believe they might
be filing for bankruptcy also. That makes
it a little difficult too, but we try all
means of trying to recover our loans.

$1 ᒥᓕᐊᖑᒐᓗᐊᖅ ᑭᓯᐊᓂ ᓂᐅᕐᕈᑎᒃᓴᓂᑦ ᑎᒍᒥᐊᕋᑦᑕ
ᑖᔅᓱᒧᖓ. ᑕᐃᒪᐃᓕ ᑮᓇᐅᔭᐃᒍᑎᓂᕐᒧᑦ
ᑐᒃᓯᕋᐅᑎᖃᑐᐃᓐᓇᕆᐊᖃᕐᒪᑕ ᑖᓐᓇ
ᐊᒃᓱᕉᑎᖃᕐᓇᕐᒥᔫᒐᓗᐊᖅ ᑭᓯᐊᓂ ᖃᓄᖅ
ᐆᒃᑐᕈᓐᓇᖅᑕᓕᒫᑦᑎᓐᓂ ᐆᒃᑐᖃᑦᑕᓲᖑᒐᑦᑕ
ᐊᑭᓕᒃᓴᐃᖅᑎᑦᑎᓇᓱᒃᖢᑕ ᐊᑐᖅᑐᐊᖅᑕᐅᑎᑕᑦᑎᓐᓂ.

I’ll let Sherri add some more technical
details to this particular question. Thank
you, Mr. Chairman.

ᓯᐊᕆ ᐃᓚᑎᒃᑲᓐᓂᕐᓂᐊᕋᒃᑯ ᑖᔅᓱᒧᖓ ᐊᐱᖅᑯᒻᒧᑦ.
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑕᖅ.

Chairman: Thank you. Ms. Rowe.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ. ᒥᔅ ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman.
As Nancy was saying, yes, we hold a
security. Although a loan may be
considered non-performing, it doesn’t
mean that we don’t have the ability to
collect on that loan. It just means that that
particular client at that point in time,
which was March 31, 2015, had met the
criteria of a non-performing loan. What
we have are rules in place and if
something is highly secured, if they
haven’t made a loan payment in six
months, then we would say that’s a nonperforming loan. If someone hasn’t made
a payment for six months, there’s
obviously something wrong and it’s up to
us to see what we can do.
For some clients, it might be a simple
matter of their business is more seasonal
or they’re going through a hard time for
six months, then come month seven, they
start making their loan payments again
and the next year, that loan ends up being
back as a performing loan. When you say
that it is non-performing, it isn’t
necessarily that that loan is absolutely
done and there’s nothing else we can do.
What it means is that at that point in time,
it has met our criteria of being nonperforming, in which case we need to
work with the client to see where we can
get, either through payments being
restarted or by selling off assets to pay us

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᓈᓐᓯ
ᐅᖃᖅᑲᐅᖕᒪᑦ ᑖᒃᑯᐊ ᑎᒍᒥᐊᖃᑦᑕᕋᑦᑎᒍᑦ ᐊᑭᓕᒃᓴᓄᑦ
ᐊᑭᓕᖅᓱᐃᔪᓐᓃᕐᓂᖅᐸᑕ ᐊᑭᓕᖅᓱᐃᔾᔪᑎᒃᓴᐅᔪᖅ,
ᑕᐃᒪᓐᓇ ᑐᑭᖃᖅᑐᖅ. ᓄᐊᑦᑎᔪᓐᓇᖅᑐᒍᑦ ᓱᓕ
ᐊᑭᖏᓐᓂᑦ ᐊᑭᓕᒃᓴᕆᔭᐅᔪᑦ ᐃᒪᓐᓇ ᑐᑭᖃᑐᐃᓐᓇᖅᑐᑦ
ᑖᒃᑯᐊ. ᑕᐃᔅᓱᒪᓂᐅᓕᖅᑎᓪᓗᒍ ᒫᑦᓯ 31, 2015
ᐃᓱᐊᓂ, ᐊᖑᒻᒪᑎᓚᐅᕐᒪᑦ ᑕᐃᒃᑯᓂᖓ ᒪᓕᒐᖏᓐᓂᑦ
ᐊᑭᓕᖅᓱᐃᔪᓐᓇᐃᓪᓕᔪᑦ. ᑕᐃᒃᑯᐊ ᒪᓕᒐᐃᑦ
ᐊᑐᖅᑕᐅᖃᑦᑕᕐᒪᑕ, ᓲᕐᓗ ᐊᑦᑕᕐᓇᔾᔭᐃᖅᓯᒪᑦᑎᐊᖅᐸᑕ
ᑮᓇᐅᔭᐃᑦ ᐊᑭᓕᖅᓯᓂᓐᖏᑉᐸᑕ ᑕᖅᑭᑦ 6
ᐊᓂᒍᖅᑎᓪᓗᒋᑦ ᐊᑭᓕᒃᓴᒥᖕᓂ, ᑕᐃᒪᓐᓇ
ᐊᑭᓕᖅᓯᔪᐃᓐᓇᐃᓪᓕᐅᖅᑲᖅᐸᑕ
ᐊᑭᓕᖅᓯᔪᓐᓇᐃᓪᓕᔪᑎᑐᑦ ᐊᑲᐅᓐᖏᓕᐅᕈᑎᖃᖅᑐᖅ
ᓇᓗᓇᕈᓐᓃᖃᑦᑕᕐᒪᑦ.

ᐃᓚᖏᓐᓄ ᐊᑭᓕᒃᓴᖃᖅᑐᖅ ᐊᕐᕌᒍ ᐃᓚᐃᓐᓇᖓᓂᑦ
ᑮᓇᐅᔭᓕᐅᖃᑦᑕᕐᒪᑕ ᐅᕝᕙᓘᓐᓃᑦ ᑕᖅᑭᓂᑦ
ᐱᖓᓲᔪᖅᑐᓄᑦ ᑮᓇᐅᔭᓕᐅᖅᑎᐊᕐᓂᖏᑉᐸᑕ
ᐊᕐᕌᒍᓐᖑᖅᐸᑦ ᑮᓇᐅᔭᓕᐅᑦᑎᐊᒃᑲᓐᓂᖅᐸᑦ
ᐅᑎᖅᑎᒃᑲᓐᓂᕋᒥᐅᒃ ᐊᑭᓕᖅᓯᖃᑦᑕᓕᕋᒥ
ᐅᑎᒃᑲᓐᓂᖅᖢᓂ. ᑕᐃᒪᓐᓇ ᐊᑐᖅᑐᐊᖅᑕᐅᔪᖅ ᐃᒪᓐᓇ
ᐊᓯᐊᒍᑦ ᐊᓯᖅᑯᕝᕕᒃᓴᐃᓪᓘᓐᓃᑦ ᐱᖃᑦᑕᖏᑦᑐᑦ. ᐃᒪᓐᓇ
ᑐᑭᖃᖅᑐᖅ ᒪᓕᒐᑦᑎᓐᓂᑦ ᐊᖑᒻᒪᑎᓗᓂ
ᐊᑭᓕᖅᓯᑲᑕᒍᓐᓇᐃᓪᓕᐅᖅᑲᑲᐃᓐᓇᖅᑐᖅ
ᐃᖅᑲᓇᐃᔭᖃᑎᒋᓕᖅᖢᑎᒍᑦ.
ᐊᑭᓕᖅᓱᐃᔪᓐᓇᖅᓯᒋᐊᖁᓪᓗᒍ ᐅᕝᕙᓘᓐᓃᑦ
ᓂᐅᕐᕈᑎᒋᔭᐅᓪᓗᑎᒃ ᐱᖁᑎᒋᔭᖏᑦ ᐊᑭᓕᒃᓴᖏᑦ
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back. Thank you, Mr. Chairman.

ᐊᑭᓕᖅᑕᐅᔪᓐᓇᖅᓯᓂᐊᕐᒪᑕ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you, Ms. Rowe. Mr.
Savikataaq.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᐅᕉ. ᒥᔅᑕ
ᓴᕕᑲᑖᖅ.

Mr. Savikataaq: Thank you, Mr.
Chairman. Going to your guidelines
there, when someone applies for a loan
that’s over $500,000, it then goes to the
board that recommends to the Minister to
reject or approve it. In the last five years,
have there been any occasions where the
Minister rejected the board’s
recommendations? Thank you.

ᓴᕕᑲᑖᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᒪᓕᒐᓯ
ᒪᓕᒃᖢᒋᑦ ᑐᒃᓯᕋᐅᑎᓕᐅᖅᐸᑦ ᐊᑐᖅᑐᐊᕈᒪᓗᑎᒃ
$500,000-ᓂᑦ ᑲᑎᒪᔨᒃᑯᓐᓄᐊᖅᖢᓂ ᒥᓂᔅᑕᒧᑦ ᑲᑎᒪᔩᑦ
ᒥᓂᔅᑕᒧᑦ ᐊᑐᓕᖁᔭᓕᐅᖅᖢᑎᒃ ᐊᖏᖅᑕᐅᖁᓪᓗᒍ,
ᐋᒃᑳᖅᑕᐅᖁᓪᓗᒍᓘᓐᓃᑦ. ᐊᕐᕌᒍᑦ ᑕᓪᓕᒪᑦ ᐃᓗᐊᓂ
ᒥᓂᔅᑕ ᐋᒃᑳᖅᓯᓚᐅᖅᓯᒪᓕᖅᐸ ᑲᑎᒪᔩᑦ
ᐊᑐᓕᖁᔭᓕᐊᖓᓂᑦ? ᖁᔭᓐᓇᒦᒃ.

Chairman: Ms. Karetak-Lindell.
Ms. Karetak-Lindell: None at this
moment, Mr. Chairman.
Chairman: Thank you. Mr. Savikataaq.
Mr. Savikataaq: Thank you, Mr.
Chairman. Now we will go the other
way. If that loan is less than $500,000,
the board can just say yes or no and they
don’t have to go to the Minister, but the
client can go to the Minister and ask for
an appeal. Have there been any decisions
that the board has made that have been
overturned by the Minister? Thank you.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.
ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᒫᓐᓇᐅᓂᖓᓂᑦ, ᐋᒃᑲ,
ᐃᒃᓯᕙᐅᑖᖅ.
ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ. ᒥᔅᑕ ᓴᕕᑲᑖᖅ.
ᓴᕕᑲᑖᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐃᒡᓗᖔᖓᓄᓪᓕᑭᐊᖅ. ᑕᐃᒃᑯᐊ ᐊᑐᖅᑐᐊᖅᑕᐅᔪᑦ
$500,000 ᑐᖔᓂ ᐊᑐᖅᑐᐊᕈᒪᒍᑎᑦ ᑲᑎᒪᔩᑦ ᒥᓂᔅᑕᒧᑦ
ᐊᖏᖅᑕᐅᓇᓱᒋᐊᖃᖅᐹᑦ? ᐅᕝᕙᓘᓐᓃᑦ ᐋᒃᑲ? ᒥᓂᔅᑕᒧᑦ
ᐊᔪᐃᓐᓈᕆᐊᕈᓐᓇᖅᐹᑦ? ᑲᑎᒪᔨᓄᑦ ᐃᓱᒪᓕᐅᕈᑕᐅᔪᖅ
ᒥᓂᔅᑕᒧᑦ ᐊᖏᖅᑕᐅᓐᓂᖏᑉᐸᑦ. ᖁᔭᓐᓇᒦᒃ.

Chairman: Ms. Karetak-Lindell.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: None at this time,
Mr. Chairman.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᒫᓐᓇᐅᓂᖓᓂᑦ, ᐋᒃᑲ,
ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Mr. Savikataaq.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅᑕ ᓴᕕᑲᑖᖅ.

Mr. Savikataaq: Thank you. I would say
that the board is running very well.

ᓴᕕᑲᑖᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᑲᑎᒪᔩᖅᑲᐃ
ᐱᓕᕆᑦᑎᐊᖅᑐᒻᒪᕆᐊᓘᖕᒪᑕ.

>>Laughter

>>ᐃᓪᓚᖅᑐᑦ

I’ll just leave it at that for now. I have
more, but I know there are others that

ᑕᕝᕗᖓ ᐃᓱᓕᑲᐃᓐᓇᕐᓂᐊᖅᐸᒃᑲ ᐊᓯᒃᑲ
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would like to take their turn. Hopefully
there’s more time for me later. Thank
you.

ᐊᐱᖅᓱᖅᑎᓐᓂᐊᕐᒥᒐᒃᑭᑦ. ᐅᐊᑦᑎᐊᕈ
ᐊᐱᖅᓱᒃᑲᓐᓂᐊᓗᖕᓂᐊᖅᐳᖓ. ᖁᔭᓐᓇᒦᒃ.

Chairman: Thank you, Mr. Savikataaq.
Just before I go to the next name on my
list, while we’re discussing this topic of
non-performing loans, what steps does
the board take for collection matters?
You went into a bit of detail on holding
assets and waiting sometimes for sale,
but are there other collection methods
that are being utilized to recoup some of
these delinquent accounts? Ms. KaretakLindell.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅᑕ ᓴᕕᑲᑖᖅ.
ᐊᐱᖅᓱᕐᓂᑦᑎᓐᓂᒃ ᑖᓐᓇ ᐅᖃᐅᓯᕆᓂᑦᑎᓐᓂᑦ
ᐊᑭᓕᖅᓱᐃᔪᓐᓇᐃᓪᓕᐅᖅᑲᓕᕆᑎᓪᓗᑕ,
ᖃᓄᐃᓕᐅᖃᑦᑕᖅᐸᑦ ᑲᑎᒪᔩᑦ ᐊᑭᓕᖅᓱᐃᑎᑦᑎᓇᓱᒡᓗᑎᑦ
ᐊᑭᓕᖅᓱᐃᔪᓐᓇᐃᓪᓕᐅᖅᑲᔪᓂᒃ? ᐱᖁᑎᓂᒃ
ᑎᒍᒥᐊᖅᑕᐅᖃᑦᑕᖅᑐᑦ ᐃᓛᓐᓂᒃᑯᑦ ᐅᑕᖅᑭᓪᓗᑎᒃ
ᓂᐅᕐᕈᑕᐅᓂᐊᕐᓂᖏᓐᓂ? ᖃᓄᐃᑦᑐᓂᓪᓕ
ᐊᑭᓖᑎᑦᑎᓇᓱᖃᑦᑕᖅᐱᓯ ᐊᑭᓕᒃᓴᕆᔭᐅᔪᑦ
ᐊᑭᓕᖅᑕᐅᔪᓐᓇᐃᓪᓕᐅᖅᑲᑎᓪᓗᒋᑦ? ᒥᔅ ᖃᕆᑕᖅᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: I’m not involved
in the day-to-day operations, obviously,
as chair, but they have steps that they do
take. In speaking earlier this morning, we
talked about other things that we do. We
advise them. Let’s say they are behind
with their payments to CRA and some
other suppliers. They can apply for a line
of credit to consolidate all their debt and
pay off everyone and owe only us. We
have lines of credit that, if they are
eligible, can be a 12-month cash
assistance to help them consolidate their
debt. We take many measures. We work
with the client to make sure that they are
fulfilling their requirements.
Just another note, so people feel more
secure about how we take care of the
public funds, when someone is approved
for a line of credit or a loan, that money
is then given to our lawyer, who holds it
in trust. He then pays out to suppliers and
where the funds need to go. We don’t
give that to the client to then pay their
bills. It’s just another step that we take to
make sure that the funds do go to where
the client said that he would use them,
whether it’s buying a piece of equipment
that has to get on the sealift for them to

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᐃᓚᐅᖃᑦᑕᖏᓐᓇᒪ
ᖃᐅᑕᒫᖅᓯᐅᑎᖏᓐᓂ ᐃᒃᓯᕙᐅᑕᐅᓂᓐᓄᑦ. ᑭᓯᐊᓂᓕ,
ᒪᓕᒐᖃᖅᑐᑦ ᐊᑐᖃᑦᑕᖅᑕᒥᖕᓂᒃ ᐊᒻᒪᓗ ᐅᐊᑦᑎᐊᖅ
ᐅᖃᖅᑲᐅᒐᒪᐃᓛᒃ ᐅᓪᓛᖅ, ᐊᓯᖏᓐᓂ
ᐅᖃᐅᓯᖃᖅᑳᖅᑲᐅᒐᑦᑕ, ᐅᖃᐅᔾᔨᒋᐊᖃᑦᑕᖅᑐᒍᑦ.
ᐊᑭᓕᒃᓴᔅᓯᓐᓂ ᐊᑭᓕᖅᓱᐃᔾᔪᓯᓯ ᑭᖑᕙᕐᒪᑖᓚᓪᓗᒋᑦ
ᑐᒃᓯᕋᐅᑎᓕᐅᕈᓐᓇᖅᑐᑦ ᐊᑭᓕᒃᓴᓂᑲᐃᓐᓇᕐᓗᑎᑦ.
ᐊᑭᓕᒃᓴᓕᒫᑦᑎᐊᖓ ᐊᑕᐅᓯᕐᒧᑦ ᐴᖅᑕᐅᓗᑎᒃ
ᐊᑭᓕᖅᓱᖅᑕᐅᓗᑎᑦ ᐅᕙᑦᑎᓐᓄᑐᐊᖅ
ᐊᑭᓕᒃᓴᖃᓕᕐᓗᑎᑦ. ᑕᒪᒃᑯᓂᖓ ᐊᑭᓕᒃᓴᖅᑖᕈᑎᓂᒃ
ᐱᔪᓐᓇᖅᑎᑕᐅᒃᐸᑕ ᑕᐃᒪᓐᓇ, ᑕᖅᑭᓄᑦ 12-ᓄᑦ
ᐱᓕᕆᔭᐅᔪᓐᓇᖅᑐᖅ ᑮᓇᐅᔭᑎᒍᑦ ᐃᑲᔪᖅᑐᖅᑕᐅᓗᑎᒃ
ᐊᑭᓕᒃᓴᖏᑦ ᓇᓃᕈᓘᔭᖅᑎᓪᓗᒋᑦ ᐊᑕᐅᓯᕐᒧᐊᖅᑕᐅᓗᑎᒃ.
ᐅᓄᖅᑐᓂᒃ ᐊᑐᖃᑦᑕᖅᑐᒍᑦ ᐃᖅᑲᓇᐃᔭᖃᑎᒋᓪᓗᑎᒍᓪᓗ
ᐊᑭᓕᒃᓴᖅᑖᖅᓯᒪᔪᖅ ᑕᐃᓐᓇ ᐊᖑᒻᒪᑎᑦᑎᐊᖁᓪᓗᒋᑦ
ᒪᓕᒐᕐᓂᒃ ᐊᑐᕆᐊᖃᖅᑕᖏᓐᓂᒃ.

ᐊᒻᒪᓗᑦᑕᐅᖅ ᓇᓗᓇᐃᖅᓯᒃᑲᓐᓂᖁᓪᓗᒋᑦ
ᖃᐅᔨᒪᑦᑎᐊᕐᓂᐊᕐᒪᑕ ᑕᖅᑲᒃᑯᐊ ᐸᖅᑭᖃᑦᑕᕋᑦᑎᒍᑦ
ᑮᓇᐅᔭᖁᑎᕗᑦ. ᐊᖏᖅᑕᐅᔭᕌᖓᒥ ᐊᑐᖅᑐᐊᕈᒪᔪᑦ,
ᑮᓇᐅᔭᖅ ᑐᓂᔭᐅᓪᓗᓂ ᒪᓕᒐᕐᓂᐊᖅᑎᒧᑦ.
ᒪᓕᒐᕐᓂᐊᖅᑎᐅᑉ ᑎᒍᒥᐊᓕᖅᖢᓂᐅᒃ
ᐊᑭᓕᖅᓱᐃᖃᑦᑕᖅᖢᓂ ᑕᐃᔅᓱᒧᖓ ᐊᑐᖅᑐᐊᖅᑐᒥᑦ
ᑮᓇᐅᔭᑦ ᐊᑭᓕᐅᑕᐅᔭᕆᐊᖃᖅᑐᑦ. ᑮᓇᐅᔭᑦ
ᑐᓂᔭᐅᓪᓚᑦᑖᖃᑦᑕᖏᑦᑐᑦ ᐊᑐᖅᑐᐊᓪᓚᑦᑖᖅᑐᒧᑦ
ᐊᑭᓕᒃᓴᖏᑦ ᐊᑭᓕᕐᓂᐊᕐᒪᑕ, ᑭᓯᐊᓂ ᑖᓐᓇᑦᑕᐅᖅ
ᐊᖅᑯᑎᒋᔭᐅᖃᑦᑕᕐᒥᔪᖅ ᑮᓇᐅᔭᐃᑦ ᑖᒃᑯᐊ
ᐊᑭᓕᐅᑕᐅᑦᑎᐊᖁᓪᓗᒋᑦ ᐊᑭᓕᒃᓴᖏᓐᓄᑦ ᐱᔨᑦᓯᖅᑕᑦᑕ,
ᓂᐅᕕᕈᑕᐅᓗᑎᒃ ᐱᖁᑎᑖᕈᑎᐅᓗᑎᒡᓘᓐᓃᑦ
ᐅᒥᐊᕐᔪᐊᒃᑯᑦ ᐅᓯᔭᐅᔭᕆᐊᖃᖅᑐᑦ ᐅᕝᕙᓘᓐᓃᑦ
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do gravel work in a community. They
would go into the trust. The lawyer
would then pay them out to the person
supplying the equipment. That’s another
way of making sure that the funds go
where they said they would put them.

ᑐᐊᐸᓕᕆᔾᔪᑕᐅᓂᐊᖅᑐᓄᑦ. ᑕᐃᒪᓐᓇ
ᐸᐸᑕᐅᔪᓅᖃᑦᑕᖅᑐᖅ ᒪᓕᒐᕐᓂᐊᖅᑎᐅᓪᓗ
ᑐᓂᐅᖅᑲᖅᐸᓪᓕᐊᓪᓗᓂᒋᑦ ᑕᐃᒃᑯᓄᖓ ᓂᐅᕕᕐᕕᐅᔪᓄᑦ.
ᑕᐃᒪᓐᓇᑕᐅᖅ ᐊᑐᖃᑦᑕᕐᒥᔪᒍᑦ ᑮᓇᐅᔭᐃᑦ
ᐊᑐᖅᑕᐅᑦᑎᐊᖁᓪᓗᒋᑦ ᐊᑭᓕᖅᓱᖅᑕᐅᕝᕕᒃᓴᖏᓐᓄᑦ.

I’ll leave Sherri to answer some of the
more technical questions, Mr. Chairman.

ᑖᓐᓇᓗᑦᑕᐅᖅ ᒥᔅ ᕉ ᑭᐅᑎᓐᓂᐊᕆᕙᕋ ᑖᔅᓱᒪ
ᐊᐱᖅᑯᑎᖓᑕ ᐃᓚᖓᓄᑦ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you. Ms. Rowe.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ. ᒥᔅ ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman.
We have many means available to us and
we actually have policies and procedures
in place on what we do with these loans
when someone stops making payment.
The first one we would do is just review
the file to see what security we’re holding
with them and what contracts they have.

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐅᓄᖅᑐᐊᓗᖕᓂᒃ ᐊᑐᐃᓐᓇᖅᑕᖃᖅᑐᒍᑦ
ᐊᑐᕈᓐᓇᖅᑕᑦᑎᓐᓂ. ᐊᑐᐊᒐᖃᖅᑐᒍᑦ ᒪᓕᒐᖃᐅᖅᖢᑕᓗ
ᖃᓄᐃᓕᐅᕈᓐᓇᕐᒪᖔᑦᑎᒍᑦ
ᐊᑭᓕᖅᓱᐃᔪᓐᓇᐃᓪᓕᔪᖃᖅᑎᓪᓗᒍ. ᓯᕗᓪᓕᖅᐹᖅ,
ᕿᒥᕐᕈᓇᖃᑦᑕᖅᑕᕗᑦ ᖃᐅᔨᓴᖅᖢᑎᒍᑦ ᖃᓄᐃᑦᑐᓂᒃ
ᐱᓯᒪᖕᒪᖔᑦᑕ ᐊᑭᓕᖅᓱᐃᔪᓐᓇᐅᑎᓪᓗᐊᕆᒐᔭᖅᑕᖏᓐᓂᒃ.

For example, if a client was doing a lot of
business with the Government of
Nunavut and had a contract with them,
we would attempt to get the contract
payments paid to us because they owe us
money. That’s one of our means to
collect. We have used that in the past
where, if someone stops paying us, the
money the GN owes to that company is
then placed to us instead. That’s a good
one because most of our clients have
some sort of dealings with the GN.

ᓲᕐᓗ ᐆᒃᑑᑎᒋᓗᒍ ᐊᑭᓕᒃᓴᓂᒃᑖᖅᓯᒪᔪᖅ ᒐᕙᒪᒃᑯᖏᓐᓂ
ᓄᓇᕗᑦ ᐱᓕᕆᖃᑎᖃᓪᓚᐱᒡᓗᓂ ᑳᓐᑐᕌᖃᕐᓗᓂ.
ᑕᐃᓐᓇ ᑳᓐᑐᕌᑎᒍᑦ ᐊᑭᓕᖅᓱᖅᑕᐅᖔᕈᒪᔪᖅ
ᐊᑭᓕᒃᓴᖃᕐᕕᖓᓄᑦ. ᑕᕝᕘᓇ ᐊᑭᓖᑎᑦᑎᔪᓐᓇᕐᒥᔪᒍᑦ
ᐊᑭᓕᒃᓴᓂᑦ ᑭᖑᓂᑦᑎᓐᓂᑦᑕᐅᖅ ᑕᒪᓐᓇ
ᐊᑐᖅᑕᐅᖃᑦᑕᖅᖢᓂ ᐊᑭᓕᖅᓱᐃᔪᓐᓃᖅᑐᖃᖅᑎᓪᓗᒍ
ᐊᑭᓕᒃᓴᒥᖕᓄᑦ ᑲᒻᐸᓂᐅᔪᑦ ᐅᕙᑦᑎᓅᖔᖅᑎᑕᐅᓕᖅᖢᑎᒃ
ᑮᓇᐅᔭᐃᑦ. ᑕᐃᒪᓐᓇ ᐱᐅᓪᓗᓂ. ᑕᐃᒪᓐᓇ
ᐊᑐᖅᑐᐊᖅᑕᕗᑦ ᓄᓇᕗᑦ ᒐᕙᒪᒃᑯᖏᓐᓂ ᐱᔨᔅᓯᖃᑦᑕᕐᒪᑕ
ᐃᓚᖏᑦ.

When you look at what security we have,
we talk to the client to see if there’s
maybe something they can sell off that
would bring them up to date and help to
get their business operating more
efficiently. If it’s a case where the client
has basically said, “There’s nothing I can
do and I don’t want to be in business,”
well, then we’re going to look at seizing
the assets and selling them. Thank you,
Mr. Chairman.

ᑕᒪᒃᑯᐊᓗ ᑎᒍᒥᐊᖅᑕᖏᑦ ᓇᓪᓕᐅᒃᑯᒫᑦ
ᐊᑭᓕᖅᓯᔪᓐᓇᐃᓪᓕᒃᐸᑕ ᐊᑭᓕᐅᑕᐅᓂᐊᖅᑐᑦ
ᕿᒥᕐᕈᓇᒃᖢᑎᒍᑦ ᐊᒻᒪ ᓇᖕᒥᓂᕆᔭᖓᑦ ᑖᓐᓇ
ᐊᐅᓚᑦᑎᐊᖁᓪᓗᒍ. ᑖᓐᓇ ᐱᔨᖅᓯᖅᑕᐅᔪᖅ ᐃᒪᓐᓇ
ᓇᖕᒥᓂᖃᕈᒪᔪᓐᓃᑳᓪᓚᒃᐸᑕ ᕿᒥᕐᕈᓇᓕᕐᓗᑕ
ᐊᖅᓵᖅᑕᐅᓗᓂ ᐱᖁᑎᒋᔭᖏᓐᓂ ᐊᒻᒪ ᓂᐅᕐᕈᑕᐅᓗᑎᒃ.
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

40

Chairman: Thank you, Ms. Rowe. If my
colleagues will indulge me with one more
question, when you’re talking about
holding security of assets against a
liability, is there… ? I know there are
going to be some variables depending
upon the line of business that you’re
funding, but is there an establishment of a
percentage of value to debt that NBCC
practices under? Ms. Rowe.
Ms. Rowe: Yes, Mr. Chairman, we have
rules in place on how much we consider
the value of the assets they have. For
example, if someone’s inventory isn’t
really worth that much in security for us,
that’s not something we’re going to put a
high value on. If it’s a brand-new piece of
heavy equipment, that would be 75
percent that we would value it at.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᐅᕉ.
ᖃᓄᐃᒃᓴᖏᒃᑯᑦᑕ ᑲᑎᒪᔨᐅᖃᑎᒃᑲ, ᐅᖃᐅᓯᖃᖅᑎᓪᓗᑎᑦ
ᑎᒍᒥᐊᖅᑎᓪᓗᑎᑦ ᐱᖁᑎᒋᔭᐅᔪᓂᒃ
ᐊᑭᓕᖅᓱᐃᔪᓐᓇᐃᓪᓕᒃᐸᑕ ᐊᑭᓕᐅᑕᐅᔪᒫᖅᑐᓂᒃ,
ᐊᔾᔨᒌᖃᑦᑕᖅᐸᓪᓚᐃᖏᒻᒪᑕ ᐱᓕᕆᔾᔪᓯᐅᖃᑦᑕᖅᑐᑦ
ᑮᓇᐅᔭᖃᖅᑎᑦᑎᖃᑦᑕᖅᑕᓯ ᑕᐃᒃᑯᐊ. ᐳᓴᓐᑎᖏᓐᓂᑦ
ᐋᖅᑭᒃᓱᐃᖃᑦᑕᖅᐱᓯ ᐊᑭᓕᒃᓴᕆᔭᐅᔫᑉ
ᐊᑐᖅᑐᐊᖅᑎᑦᑎᔨᒃᑯᑦ ᐃᓕᔅᓯᐅᓪᓗᓯ
ᐱᐅᓯᕆᕙᒃᑕᖏᓐᓄᑦ? ᒥᔅ ᐅᕉ.

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᐄ, ᐃᒃᓯᕙᐅᑖᖅ. ᒪᓕᒐᖃᖅᑐᒍᑦ
ᐊᑐᖅᑎᖃᑦᑕᖅᑕᑦᑎᓐᓂ, ᖃᔅᓯᑦ ᑖᓚᐅᔪᓐᓇᕐᒪᖔᑕ ᑖᒃᑯᐊ
ᐊᑭᒋᔭᖏᑦ ᐱᖁᑎᒋᔭᐅᔪᑦ, ᓲᕐᓗ ᐆᒃᑑᑎᒋᓗᒍ
ᐱᖁᑎᖃᖅᐸᑕ ᐊᑭᑐᓗᐊᓐᖏᑦᑐᓂᒃ, ᐊᑭᓖᔪᓐᓇᖏᓪᓗᑎᒃ
ᐊᑭᓕᒃᓴᖏᓐᓂᑦ ᑖᓐᓇ ᐊᑭᑐᓂᕋᖅᑕᐅᓗᓂ
ᐃᓕᔭᐅᔪᓐᓇᖏᑦᑐᖅ. ᓄᑖᑦᑎᐊᒻᒪᕆᐅᕙ
ᐅᖁᒪᐃᑦᑐᖅᓯᐅᑎᑦ ᓄᓇᓯᐅᑎ ᑖᓐᓇ 75 ᐳᓴᖓᑦ ᑖᒃᑯᐊ
ᐊᑭᖓ ᐊᑐᖅᑕᐅᓗᓂ ᐅᑎᖅᑎᑦᑎᔪᓐᓇᐃᓪᓕᒃᐸᑦ
ᐊᑭᓖᔾᔪᑕᐅᔪᓐᓇᕐᒪᑕ.

Basically, though, for us to give any
clients a loan, they have to come up with
at least the value of the loan in security.
Usually we are probably looking at twice
the value of the loan they want because
we want to make sure we’re secured, that
the money is as safe as it can be. We
know that our clients are all high-risk
clients. That’s why they’re coming to us
for loans. We have to do as much as we
can to protect NBCC’s assets, which is
our cash. Thank you, Mr. Chairman.

ᐃᒻᒪᖃ ᐊᑭᓪᓚᑦᑖᖓᓂᑦ ᐊᑐᕆᐊᖃᕐᒪᑕ
ᐊᑐᖅᑐᐊᖅᑕᖓᑕ ᐊᒻᒪ ᑐᖅᑯᐃᖅᓯᒪᔾᔪᑎᒋᔭᖓ. ᐃᒻᒪᖄ
ᒪᕐᕈᐊᖅᑎᓪᓗᐊᕐᓗᒍᖃᐃ ᐊᑐᖅᑐᐊᖅᑕᖓᑕ ᐊᑭᖓᓂ
ᐱᖃᕐᓗᑎᒃ ᑕᐃᒪᓐᓇ ᑮᓇᐅᔭᐃᑦ
ᐅᑎᖅᑎᑕᐅᔪᓐᓇᑦᑎᐊᓛᕐᒪᑕ. ᖃᐅᔨᒪᔪᖓ ᐊᑦᑕᕐᓈᕿᔪᑦ
ᐅᑎᖅᑎᑕᐅᔪᓐᓇᐃᓪᓕᖃᑦᑕᕐᒪᑕ ᐊᑭᓕᒃᓴᕆᔭᐅᔪᑦ.
ᑕᐃᒪᓐᓇ ᓴᐳᒻᒥᔭᕆᐊᖃᕋᑦᑎᒍᑦ ᐊᑐᖅᑐᐊᕐᕕᒃ
ᐱᖁᑎᒋᔭᖏᑦ ᑮᓇᐅᔭᖁᑏᑦ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Karetak-Lindell, you
would like to supplement?

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ,
ᐃᓚᒋᐊᕈᒪᕕᐅᒃ?

Ms. Karetak-Lindell: Thank you, Mr.
Chairman. There are some loans where
we have personal guarantees from the
people who are putting in the application.
We do checks on all the partners and
their personal financial situations. We do
have some loans where the person
borrowing, let’s say, or three people are
in a partnership, shareholders, they might

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ. ᐃᓚᖏᑦ ᐊᑐᖅᑐᐊᖅᑕᐅᔪᑦ
ᐊᑭᓖᔪᓐᓇᐃᓪᓕᒍᑎᒃ ᐊᑭᓖᔪᓐᓇᕈᑎᖏᑦ ᓲᕐᓗ
ᑕᐱᕆᔭᖏᑦ ᑕᐃᒃᑯᐊ ᖃᐅᔨᓴᖃᑦᑕᕐᒥᔭᕗᑦ ᓇᖕᒥᓂᖅ
ᑮᓇᐅᔭᖁᑎᒋᔭᖏᑦ ᑖᔅᓱᒪ ᐊᑐᖅᑐᐊᖅᑑᑉ.
ᑕᐃᒪᓐᓇ ᐊᑐᖅᑐᐊᖅᑐᖅᑕᖃᕐᒥᔪᖅ ᐱᖓᓲᓐᓂᖅᐸᑕ
ᑕᐱᕇᕐᓗᑎᒃ ᑳᒻᐸᓂᖃᕐᓗᑎᒃ, ᓇᖕᒥᓂᖃᖃᑕᐅᓗᑎᒃ.
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give us their personal guarantee. Those
are some of the things we look at when
we are looking at loan applications.
Thank you, Mr. Chairman.

ᐃᒻᒥᓂᒃ ᐊᑭᓖᔪᓐᓇᕈᑎᒃᓴᒥᖕᓂᒃ ᑐᓂᓯᔪᓐᓇᕐᒥᔪᑦ
ᑭᓲᖕᒪᖔᑕ. ᕿᒥᕐᕈᓇᓕᕌᖓᑦᑕ ᐊᑐᖅᑐᐊᕈᒪᔪᓂᑦ
ᑕᐃᒪᐃᑦᑐᓂᒃ ᑕᑯᓐᓇᖃᑦᑕᕐᒥᔪᒍᑦ. ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you very much for
that response. I’ll go to the next name on
my list. I may have some questions later
on, a little bit further. Mr. Mikkungwak.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ ᑭᐅᒐᕕᑦ.
ᐊᑎᖁᑎᓐᓄᐊᓚᐅᕐᒥᓚᖓ.
ᐊᐱᖅᑯᑎᖃᕐᓂᐊᖅᑐᒃᓴᐅᒋᕗᖓ ᐅᐊᑦᑎᐊᕈᒃᑲᓐᓂᖅ. ᒥᔅᑕ
ᒥᑭᓐᖑᐊᖅ.

Mr. Mikkungwak (interpretation):
Thank you very much, Mr. Chairman.
Welcome. First of all, I would like to ask
a question on your annual report for
2014-15 on page 20. In the last
paragraph, the Nunavut Business Credit
Corporation’s annual report indicates that
“15 new loans were approved and a total
of $5,840,222 was disbursed during the
year.” My question is: how many loan
applications were rejected? Thank you,
Mr. Chairman.

ᒥᑭᓐᖑᐊᖅ: ᒪ’ᓇᓪᓗᐊᕕᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᑐᓐᖓᓱᒻᒫᕐᓗᓯ.
ᓯᕗᓪᓕᖅᐹᖅ ᑖᓐᓇ ᐊᐱᖅᑯᑎᒋᓂᐊᒐᕋ ᑖᒃᑯᓇᓂ 201415 ᐊᕐᕌᒍᑕᒫᖅᓯᐅᑎᔅᓯᓐᓂ ᒪᒃᐱᒐᖓᓂᑦ 20, ᑖᓐᓇ
ᐊᓪᓕᖅᐹᖅ ᑎᑎᖅᑲᕆᑉᓗᒍ ᑖᒃᑯᐊ ᓄᓇᕗᒻᒥ
ᓇᖕᒥᓂᖃᖅᑐᓄᑦ ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴᒃᑯᑦ
ᐊᕐᕌᒍᑕᒫᖅᓯᐅᑎᒃᓯᓐᓂ ᐅᕙᓂ ᑎᑎᕋᖅᓯᒪᖕᒪᑦ, ᖁᓕᓪᓗ
ᑕᓪᓕᒪᓂᒃ ᐊᖏᓚᐅᕋᑉᓯ, ᑖᒃᑯᐊ ᑲᑎᖦᖢᒋᑦ
$5,840,222. ᑖᓐᓇᓕ ᐊᐱᖅᑯᑎᒋᓗᐊᕋᒐ ᖃᑉᓯᓪᓕᑭᐊᑦ
ᑐᒃᓯᕋᖅᑐᑦ ᐅᕝᕙᓘᓐᓃᑦ ᐆᒃᑐᕈᐊᖅᑐᑦ
ᐊᖏᖅᑕᐅᓐᖏᓚᐅᖅᐸᑦ? ᒪ’ᓇ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you, Mr.
Mikkungwak. Ms. Karetak-Lindell.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅᑕ ᒥᑭᓐᖑᐊᖅ.
ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: I’m going to give
that to Sherri.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᑖᓐᓇ ᓯᐊᕆ
ᑭᐅᑎᓐᓂᐊᕋᒃᑯᑦ.

Chairman: Ms. Rowe.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman.
With NBCC, we believe that by the time
a credit facility or loan goes to the board
of directors, it has met all the criteria
required for that to be a successful loan.
There are applications that come in for
whatever reason that do not end up
getting finalized, so the people walk
away before the application actually goes
to the board of directors. That is because
as we’re speaking with them, we will find
that maybe they don’t have enough
equity and we wouldn’t be able to loan
them enough money to do what they
want to do.

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᑖᒃᑯᐊ
ᐊᑐᖅᑐᐊᕐᕕᒃ ᑯᐊᐳᕇᓴᒃᑯᑦ ᐅᒃᐱᕈᓱᓚᐅᖅᓯᒪᒐᑦᑕ
ᐊᑐᖅᑐᐊᖅᑎᑦᑎᔨᐅᖃᑦᑕᖅᑐᑦ ᑲᑎᒪᔨᓄᑦ ᐊᑐᖅᑐᐊᕈᒪᔪᑦ
ᑐᓂᔭᐅᖦᖤᖅᐳᑦ, ᐊᒻᒪ ᐊᖑᒻᒪᑎᑦᑎᐊᖅᐸᑕ ᒪᓕᒐᖏᓐᓂᑦ
ᐊᑐᖅᑐᐊᕈᓐᓇᖅᑎᑕᐅᓗᑎᒃ. ᑐᒃᓯᕋᐅᑎᓕᐅᖅᑐᑦ ᐃᓚᖏᑦ
ᐱᔾᔪᑎᖃᐅᖅᖢᑎᒃ ᑲᑎᒪᔨᓄᐊᑲᐅᑎᒋᖃᑦᑕᖏᒻᒪᑕ
ᐃᓛᓐᓂᒃᑯᑦ ᑕᐃᒃᑯᐊ ᑲᑎᒪᔨᓄᑦ ᑐᓂᔭᐅᓪᓗᑎᒃ.
ᐅᖃᖃᑎᒋᖃᑦᑕᕋᑦᑎᒍᑦ ᑕᐃᒃᑯᐊ ᑐᒃᓯᕋᐅᑎᓕᐅᖅᑐᑦ,
ᐅᕝᕙᓘᓐᓃᑦ ᓇᖕᒥᓂᖅ ᐱᖁᑎᖃᓐᖏᓗᐊᖅᑐᖅᑲᐃ
ᐅᑎᖅᑎᔾᔪᑎᒃᓴᖏᓐᓂᑦ ᐊᑭᓕᒃᓴᖏᑕ.
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The board actually rejecting an
application in this last fiscal year, there
was one that was rejected by the board.
Thank you, Mr. Chairman.
Chairman: Thank you, Ms. Rowe. Mr.
Mikkungwak.
Mr. Mikkungwak: Thank you, Mr.
Chairman. When you indicate just one
rejection, to what extent do all board
members or the Board of Directors of the
Nunavut Business Credit Corporation
review the applications for loans and
other credit facilities? Thank you, Mr.
Chairman.
Chairman: Thank you, Mr.
Mikkungwak. Ms. Karetak-Lindell.
Ms. Karetak-Lindell: We have a process
where we have a credit facility committee
that looks at the application after our staff
have done the due diligence that Sherri
was just referring to a few minutes ago.
When the staff go to a community and
speak to a potential client, they can
determine at that point if this will have a
chance of making it right through to the
board and the approval. They do as much
work with the client. Maybe some of the
rejections could happen at that level
where there are already three taxis
running in a community. It does not seem
like there’s a need for a fourth one.
That’s just using one example of where
the staff might discourage someone
saying there probably isn’t the market for
this one.
Having said that, there might be a client
where there’s a lot of potential. Take
Pond Inlet and Mary River for example.
Maybe there’s room for new business to
do catering for the Mary River project.

ᑲᑎᒪᔩᓪᓗ ᐋᒃᑲ ᐋᒃᑳᖅᓯᖃᑦᑕᖅᖢᑎᒃ,
ᐋᒃᑳᖅᓯᓚᐅᖅᓯᒪᓪᓗᑎᒃ ᐊᑕᐅᓯᕐᒥᒃ ᑲᑎᒪᔨᐅᔪᑦ.
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᐅᕉ. ᒥᔅᑕ
ᒥᑭᓐᖑᐊᖅ.
ᒥᑭᓐᖑᐊᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐅᖃᖅᑎᓪᓗᑎᑦ ᑖᒃᑯᐊ ᐊᑕᐅᓯᕐᒥᒡᒎᖅ ᐋᒃᑳᖅᓯᓐᓂᕋᔅᓯ,
ᖃᓄᕐᓕ ᑲᑎᒪᔨᓕᒫᑦ ᓄᓇᕗᑦᒥ ᐊᑐᖅᑐᐊᕐᕕᒃ
ᑯᐊᐳᕇᓴᒃᑯᓐᓄᑦ ᕿᒥᕐᕈᖃᑦᑕᖅᐸᑦ ᑐᒃᓯᕋᐅᑎᓂᑦ
ᐊᓯᖏᓐᓂᒡᓗ ᐊᑐᖅᑐᐊᕈᑎᐅᖃᑦᑕᖅᑐᓂᒃ ᑐᒃᓯᕋᐅᑎᓄᑦ?
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅᑕ ᒥᑭᓐᖑᐊᖅ.
ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.
ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᐱᕙᓪᓕᐊᔾᔪᓯᖃᖅᑐᒍᑦ
ᑲᑎᒪᔨᕋᓛᑯᓗᖃᖅᑐᒍᑦ ᐊᑭᓕᒃᓴᓂᒃ ᕿᒥᕐᕈᔨᐅᔪᓂᒃ,
ᑕᑕᑎᖅᑕᐅᓯᒪᔪᓂᒡᓗ ᕿᒥᕐᕈᐊᖅᑎᐅᓪᓗᑎᒃ. ᑖᒃᑯᐊ
ᐃᖅᑲᓇᐃᔭᖅᑎᑦᑎᓐᓄᑦ ᑲᒪᒋᔭᐅᓚᐅᖅᑎᓪᓗᒋᑦ. ᑖᓐᓇ
ᓯᐊᕆᐅᑉ ᓂᓪᓕᐅᑎᒋᖅᑲᐅᔮ ᐅᐊᑦᑎᐊᖅ.

ᐃᖅᑲᓇᐃᔭᖅᑎ ᓄᓇᓕᖕᓄᐊᖅᐸᑦ ᐊᒻᒪᓗ
ᐊᑐᖅᑐᐊᕈᒪᔪᒥᒃ ᑲᑎᒪᖃᑎᖃᕈᓂ, ᑕᐃᓐᓇᐅᓕᖅᑎᓪᓗᒍ
ᑲᒪᒋᔭᐅᔪᓐᓇᖅᑐᖅ ᑲᑎᒪᔨᓄᓪᓗ ᑐᓐᓂᖁᑕᐅᑲᐅᑎᒋᓗᓂ.
ᐃᒻᒪᖄ ᑕᐃᒃᑯᐊ ᐊᖏᖅᑕᐅᓐᖏᑦᑐᑦ
ᐊᖏᖅᑕᐅᓐᖏᑦᑑᔪᓐᓇᖅᑐᑦ ᑕᐃᓐᓇ
ᐅᖃᓪᓚᖃᑎᒋᔭᐅᓚᐅᖅᑎᓪᓗᒍ ᐊᑐᖅᑐᐊᕈᒪᔪᖅ.
ᓄᓇᓕᖕᓃᓕᕌᖓᑕ ᑕᐃᒪᐃᓕᐅᖃᑦᑕᖅᑐᒍᑦ. ᑎᓴᒪᖓᓐᓂᑦ
ᑲᑎᒪᔨᑕᖃᖅᐸᑦ ᐱᐅᓇᔭᕐᒥᔪᖅ. ᓲᕐᓗ ᐆᒃᑑᑎᒋᓗᒍ
ᐃᖅᑲᓇᐃᔭᖅᑎ ᐅᖃᓪᓚᖃᑎᖃᓚᐅᕐᓗᓂ
ᐱᓐᖏᑐᐃᓐᓇᕆᐊᖃᖅᑐᑏᓚᔪᓐᓇᖅᑐᖅ.

ᑭᓯᐊᓂ ᑕᐃᒪᐃᓕᖅᑲᐅᑎᓪᓗᖓ ᐱᔪᒥᒃᓱᖅᑐᒥᑦ ᓲᕐᓗ
ᒥᑦᑎᒪᑕᓕᖕᒥ ᐆᒃᑑᑎᒋᓗᒍ ᓄᓘᔮᕐᓗ ᑕᐃᑲᑦᑎᐊᖑᓪᓗᓂ
ᓇᖕᒥᓂᖅᑖᕈᒪᒃᐸᑦ ᓂᕿᓕᐅᖅᑎᐅᓗᓂ
ᓂᕿᓕᐅᓚᐅᕐᓗᓂ ᑕᐃᒃᑯᓄᖓ ᓂᐅᕐᕈᑎᒋᕙᒡᓗᓂᒋᑦ,
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They would work with that client to see if
they have the will and desire to follow
through, they have the equity, and they
have other ways of showing that this loan
can be supported and that this community
needs this new business. Our staff would
then do a very thorough job of helping
that person with their business plan and
the process. It would then go to Angela
and she would then make a
recommendation to bring it forth to the
credit facility.
The credit facility does their due
diligence again of asking all the questions
and if they agree with the
recommendation to approve it, they
approve it at committee, but then it goes
to the full board. All members present,
even if they’re not present, they would
have been sent the material, have a
chance to ask questions and bring other
information that they know of, especially
if it’s their community or they just
happen to know that sector.

ᑕᐃᒪᓐᓇᐃᑦᑑᔪᓐᓇᖅᐸᑦ ᐱᔪᒥᓱᑦᑎᐊᖅᐸᓪᓗ
ᓱᓇᒃᑯᑖᕐᑲᑦᑎᐊᕐᓗᓂ ᓴᓇᕐᕈᑎᒃᓴᒥᓂᒃ ᑕᐃᒪᓐᓇ
ᐊᖏᖅᑕᐅᔪᒥᓇᕐᓂᖓ ᓇᓗᓇᕈᓐᓃᖅᑎᑦᑐᓐᓇᖅᑕᖓ
ᑲᑎᒪᔨᓄᑦ. ᐃᖅᑲᓇᐃᔭᖅᑏᑦ ᑕᒪᒃᑯᓂᖓ ᐱᓇᓱᒍᒪᔪᓂᒃ
ᐊᒃᓱᐊᓗᒃ ᐃᑲᔪᖃᑦᑕᖅᑐᑦ. ᐱᓕᕆᐊᕆᓂᐊᖅᑕᖏᑕ
ᐸᕐᓇᐅᑎᖏᑕ ᐋᖅᑭᒃᓱᕐᓗᒋᑦ. ᓲᕐᓗ ᐋᓐᔨᓚᒧᑦ
ᐊᑐᓕᖁᔭᓕᐅᕋᔭᖅᐳᑦ ᑖᒃᑯᐊ ᑲᑎᒪᔨᕋᓛᑯᓗᖏᓐᓄᑦ
ᑐᓐᓂᖁᑕᐅᓗᓂ.

ᑲᑎᒪᔨᕋᓛᑯᓗᖕᓄᐊᖅᑕᐅᒃᐸᑦ ᑖᒃᑯᐊ ᐃᓘᓐᓇᖏᑦ
ᐸᐃᑉᐹᖏᑦ ᕿᒥᕐᕈᓇᒃᑕᐅᓚᐅᕐᓗᑎᒃ ᐊᑎᓕᖁᔭᖅ ᑕᐃᓐᓇ
ᐊᖏᖅᑕᐅᒃᐸᑦ ᑲᑎᒪᔨᓄᑦ ᑐᓐᓂᖅᑯᑕᐅᓕᕋᔭᖅᑐᑦ.
ᑖᒃᑯᐊᓕ ᑲᑎᒪᔨᓕᒫᑦ ᐅᐸᒃᓯᒪᔪᐃᓐᓇᐅᒃᐸᑕ
ᑕᐃᑲᓃᓐᖏᒃᑯᑎᒡᓘᓐᓃᑦ, ᐸᐃᑉᐹᓂᒃ ᐱᑎᑕᐅᓯᒪᒐᒥᒃ
ᐊᐱᖅᓱᓕᕋᔭᖅᑐᑦ ᑭᓱᓂᒡᓗ ᑐᓴᐅᒪᔭᕆᐊᖃᖅᑕᒥᓂᒃ
ᑐᒃᓯᕋᕐᓗᑎᒃ. ᐱᓗᐊᕐᓗᒋᑦ ᓄᓇᓕᖕᓃᓐᖔᖅᐸᑕ ᑕᐃᒃᑯᐊ
ᑐᒃᓯᕋᐅᑏᑦ.

Only upon recommendation from the
credit facility and the board is
comfortable with approving this loan
would it then be approved by the board.
If it’s not over $500,000, that is the end
of the process and the loan is approved. If
it’s over, then it goes to the Minister.
Thank you, Mr. Chairman.

ᑲᑎᒪᔨᕋᓛᑯᓗᖕᓂ ᑲᑎᒪᔨᓄᑦ ᐊᖏᖅᑕᐅᖦᖤᖅᐳᖅ
ᑖᒃᑯᓄᖓ. $500,000-ᖑᒃᐸᑦ ᐊᖏᖅᑕᐅᓇᔭᖅᑐᖅ,
ᒥᓂᔅᑕᒨᖅᑕᐅᓕᕐᒥᓗᓂ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you very much for
that description. Mr. Mikkungwak

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ
ᓇᓗᓇᐃᔭᕋᑖᕋᕕᐅᒃ. ᒥᔅᑕ ᒥᑭᓐᖑᐊᖅ.

Mr. Mikkungwak: Thank you very
much, Mr. Chairman. Thank you for the
response. In one of your examples, you
indicated, in my opinion, one of the
smaller communities within Nunavut.
When you look at the Nunavut
Development Corporation being required
by law to focus its activities on smaller

ᒥᑭᓐᖑᐊᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ ᐊᒻᒪᓗ
ᖁᔭᓐᓇᒦᖅᖢᑎᑦ ᑭᐅᒐᕕᑦ. ᐆᒃᑑᑎᒋᖅᑲᐅᔭᕕᑦ ᐃᓚᖓᓂᑦ
ᐃᓱᒪᒃᑯᓪᓖ, ᓄᓇᓕᕋᓛᖑᓂᖅᐹᒦᖃᑕᐅᒐᒪ ᓄᓇᕗᑦᒥ
ᓇᖕᒥᓂᓕᖕᓂᑦ ᐊᑐᖅᑐᐊᕐᕖᑦ ᐱᖁᔭᕐᔪᐊᒃᑯᑦ ᓄᓇᓕᖕᓂ
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communities and when you look at the
Nunavut Business Credit Corporation
giving preference to applicants in small
and medium communities, to what
extent? Thank you, Mr. Chairman.

ᒥᑭᓐᓂᖅᓴᓂᑦ ᓵᓐᖓᓂᖅᓴᐅᖃᑦᑕᖁᔭᐅᔪᖅ, ᐊᒻᒪᓗ
ᑖᒃᑯᐊ ᐊᑐᖅᑐᐊᕐᕖᑦ ᑕᑯᓐᓇᕈᑎᒃᑯᑦ ᓄᓇᓕᖕᓂ
ᒥᑭᓐᓂᖅᓴᓂᑦ ᐊᑯᓐᓂᖅᓱᖅᑐᓂᓪᓗ, ᖃᓄᐃᓕᖓᓲᖑᕙ?
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you, Mr.
Mikkungwak. Ms. Karetak-Lindell.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦ, ᒥᔅᑕ ᒥᑭᓐᖑᐊᖅ.
ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: Thank you, Mr.
Chairman. We are a Nunavut-wide
corporation. We try to work with every
community. That’s why we look for the
funds to travel to every community and
speak with all communities.
At the end of the day, it boils down to
what economic activity can be supported
in a community. Can this community
support a second hotel? Can this
community support someone who wants
to open a small restaurant? We don’t
want to set up people to fail, so it has to
be a viable business opportunity. Maybe
there are some opportunities that we’re
not aware of and that is why we try to do
the outreach. We encourage every MLA
to support their constituents, to look to
us. If it’s not a client that could be our
customer, then we would direct them to
the appropriate agency that can help
them.
I am very hopeful that the more people
hear about success stories with NBCC,
they share the stories of having been
assisted by NBCC, but again, there could
be other players in the scenario, such as
Atuqtuarvik. We work with other
agencies, but it has to be an economic
activity that can be supported by that
community or by the region or by the
territory. It has to be a viable business
opportunity. We encourage everyone to
dream big and get the funding to get any
business off the ground.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ. ᓄᓇᕗᑦᓕᒫᒧᑦ ᑐᕌᖓᓪᓗᓂ
ᑎᒥᓐᖑᖅᑎᑕᐅᓯᒪᔪᒍᑦ. ᓄᓇᓕᓕᒫᓪᓗ
ᐃᖅᑲᓇᐃᔭᖃᑎᒋᓇᓱᓲᕆᓪᓗᑎᒃᑯᑦ
ᑕᐃᒪᐃᓕᐅᕈᓐᓇᕐᓂᐊᕋᑦᑕᓗ ᑮᓇᐅᔭᖃᖅᑎᑕᐅᓪᓗᑕ
ᐃᖏᕐᕋᔾᔪᑎᒃᓴᓂᑦ.

ᑮᓇᐅᔭᓕᐅᕋᓱᐊᕈᑏᑦ ᑕᒪᒃᑯᐊ
ᑕᑯᓐᓇᖃᓯᐅᑎᖃᑦᑕᖅᑕᕗᑦ, ᓲᕐᓗ ᓯᓂᒃᑕᕐᕕᒃᑕᖃᖅᐸᑦ,
ᓯᓂᒃᑕᕐᕕᓕᐅᕈᒪᔪᖃᖅᐸᑦ ᐃᓄᖏᑦ ᓈᒻᒪᖅᑰᔨᒃᐸᑕ
ᒪᕐᕉᖕᓂᒡᓗ ᒪᑭᑕᑎᑦᑎᔪᓐᓇᕐᒪᑕ
ᐃᓱᒪᒃᓴᖅᓯᐅᕈᑎᒋᔪᓐᓇᖅᑕᕗᑦ ᑕᐃᒃᑯᐊ.
ᑲᑕᖁᔨᓐᖏᓇᑦᑕ ᐃᓄᖕᓂᑦ. ᓇᖕᒥᓂᓕᒃ
ᒪᑭᑕᔪᓐᓇᑦᑎᐊᕈᓐᓇᕆᐊᓕᒃ. ᑭᓱᓂᑦ
ᖃᐅᔨᒪᔭᖃᓐᖏᑦᑕᕌᖓᑕ,
ᓄᓇᓕᖕᓄᐊᖅᑎᓐᓇᓱᖃᑦᑕᖅᖢᒍ ᒪᓕᒐᓕᐅᖅᑏᓪᓗ
ᐊᔭᐅᖅᑐᖅᐸᕗᑦ ᓂᕈᐊᖅᑎᒥᓂᒃ ᐃᑲᔪᖁᓪᓗᒋᑦ. ᑕᐃᒪᓐᓇ
ᐅᕙᑦᑎᒎᕈᓐᓇᖏᑉᐸᑕ ᐊᓯᐊᓄᖔᖅ ᐃᑲᔪᕈᓐᓇᖅᑐᓄᖔᖅ
ᓇᓗᓇᐃᖅᓯᕕᒋᖃᑦᑕᖅᑕᕗᑦ.

ᑐᓴᐅᒪᔭᐅᒍᑦᑕ ᒪᑯᐊᓗ ᓇᖕᒥᓂᓖᑦ ᐊᑐᖅᑐᐊᖅᑐᕕᓃᑦ
ᒪᑭᑕᑦᑎᐊᓕᖅᑐᑦ ᑕᒪᒃᑯᐊ ᑐᓴᐅᒪᕙᒃᑕᕗᑦ.
ᐃᑲᔪᖅᑕᐅᓂᖅᓴᐅᓕᕋᔭᖅᑐᑦ ᑭᓯᐊᓂᑦᑕᐅᖅ ᐊᓯᖏᓐᓂ
ᐃᖅᑲᓇᐃᔭᖃᑎᖃᓲᖑᔪᑦ. ᐊᑐᖅᑐᐊᕐᕕᒃ ᐊᓯᖏᓐᓂᑦ
ᑎᒥᓂᑦ ᐃᖅᑲᓇᐃᔭᖃᑎᖃᖃᑦᑕᖅᑐᖅ. ᑭᓯᐊᓂ ᑮᓇᐅᔭᑦ
ᒪᑭᑕᐅᑎᒃᓴᖏᑦ ᑕᒪᔾᔭᐅᔭᕆᐊᖃᖅᑐᑦ ᓄᓇᕗᑦᒥ
ᐅᕝᕙᓘᓐᓃᑦ ᓄᓇᓕᖁᑖᓂ. ᒪᑭᑕᑦᑎᐊᕈᓐᓇᕈᒥᓇᕆᐊᓕᒃ
ᑕᐃᒪ ᐊᔭᐅᖅᑐᐃᕗᒍᑦ ᒥᑭᔫᑏᓐᓇᑯᓗᖕᓂᑦ
ᐃᓱᒪᖃᓐᖏᓪᓗᓯ. ᐊᖏᔪᓂᑦ ᑕᑯᓐᓇᕋᓱᒋᔅᓯ.
ᑕᐃᒪᓐᓇᐅᖅᑰᖅᑐᖅ.
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I don’t know if Sherri has more to add to
that. Thank you, Mr. Chairman.

ᓯᐊᕆᐅᖅᑲᐃ ᐅᐃᒍᔪᒪᕙᐅᒃ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you. Mr.
Mikkungwak.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ. ᒥᔅᑕ ᒥᑭᓐᖑᐊᖅ.

Mr. Mikkungwak: Thank you, Mr.
Chairman. I thank Ms. Lindell for her
response. When you indicate economic
viability and as we all know, there are 25
communities within Nunavut, and then
when you break it down by regions, it is
three regions. I’m not sure if you guys
have ever come to a circumstance where
there may be two economically viable
possibilities occurring at the same time.
I’m not sure if that has ever occurred, but
if that were the case, how would you
prioritize the scope of work? Thank you,
Mr. Chairman.

ᒥᑭᓐᖑᐊᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ ᐊᒻᒪᓗ
ᖁᔭᓐᓇᒦᖅᖢᒍ ᒥᔅ ᓕᓐᑎᐅᓪ ᑭᐅᔪᓐᓇᕐᒪᑦ.
ᐅᖃᖅᑲᐅᒐᕕᑦ ᒪᑯᐊ ᒪᑭᑕᑦᑎᐊᕈᓐᓇᖅᑐᑦ
ᓇᖕᒥᓂᕆᔭᐅᔪᑦ ᖃᐅᔨᒪᔪᐃᓐᓇᐅᔪᒍᑦ, 25-ᖑᖕᒪᑕ
ᓄᓇᓖᑦ ᓄᓇᕗᑦ ᐃᓗᐊᓂ, ᐊᒻᒪᓗ ᐊᕕᒃᑐᖅᓯᒪᓪᓗᑎᒃ
ᐱᖓᓱᐃᓕᖓᓕᖅᖢᑎᒃ. ᓇᓗᔪᖓ ᒪᕐᕉᖕᓂᒃ
ᓇᖕᒥᓂᓖᖕᓂᒃ ᒪᑭᑦᑐᖃᕈᓐᓇᖅᐸᑦ ᐊᑕᐅᑦᑎᒃᑰᕐᓗᑎᒃ.
ᖃᓄᑭᐊᖅ ᑕᐃᒪᐃᑦᑐᖃᓚᐅᖅᓯᒪᖕᒪᖔᖅ ᓇᓗᔪᖓ
ᑭᓯᐊᓂ ᒪᕐᕉᒃ ᐊᑕᐅᑦᑎᒃᑯᑦ ᒪᑭᓐᓇᓱᓕᖅᐸᑎᒃ ᐊᑕᐅᓯᕐᒥᑦ
ᐱᓕᕆᐊᖅ, ᐊᔾᔨᒌᖕᓂ ᐱᓕᕆᐊᖃᕐᓗᑎᒃ ᖃᓅᓇᔭᖅᐸ?
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you, Mr.
Mikkungwak. Ms. Karetak-Lindell.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅᑕ ᒥᑭᓐᖑᐊᖅ.
ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: I’m thinking of
some applications that come before us,
Mr. Chairman. Thank you for that
question because that’s very valid. We
might have two applications of very
similar companies who do similar work.
One of the things that I know Angela
writes in her reports is there are an X
number of other companies in this
community who do this work, but this
one specifies that this is the sort of work
that they want to get into. We think
there’s enough market for two
competitors to work and that there’s
enough work. “These are the Government
of Nunavut RFPs right now that are
looking for these types of companies.”
They do all that work for us and tell us if
they feel that there is enough work for
two competitors in one community.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ. ᐃᓛᓐᓂᒃᑯᓂᒃᑯᐊ ᑕᑕᑎᖅᑕᐅᓯᒪᔪᑦ
ᕿᒥᕐᕈᓇᖃᑦᑕᕋᑦᑎᒍᑦ. ᑖᓐᓇ ᐊᐱᖅᑯᑎᑦᑎᐊᕙᒃ.
ᒫᕐᕉᖕᓂᒃ ᐱᓇᓱᒃᑐᖃᕈᓐᓇᖅᑐᖅ ᐊᔾᔨᒌᐸᓘᖕᓂ
ᐱᓕᕆᕕᒃᑖᕈᒪᔪᑦ. ᐋᓐᔨᓚᐅᑉ ᐅᓂᒃᑳᒥᒃ
ᓇᓗᓇᐃᖅᓯᖅᑲᐅᖕᒪᑦ. ᐊᓯᖏᑦ ᑳᒻᐸᓂᐅᔪᑦ
ᑖᔅᓱᒥᖓᔅᓴᐃᓐᓇᖅ ᐱᓕᕆᐊᖃᖅᐸᑕ ᑭᓯᐊᓂ ᐅᓇ
ᐱᔪᒪᔭᓂ ᐊᒻᒪᓗ ᐱᑕᖃᖅᐸᒌᕋᓗᐊᖅᐸᑦ ᒪᑭᑉᐸᑦ ᑕᒪᒃᑮᒃ
ᒪᑭᑕᑦᑎᐊᕈᓐᓇᖅᑑᒃ, ᑕᐃᒪᐃᑦᑐᒥᑦ ᐃᓱᒪᖃᖃᑦᑕᖅᑐᒍᑦ.
ᑕᐃᒪᐃᑦᑐᓂᒃ ᑳᒻᐸᓂᓂᒃ ᕿᓂᓲᖑᒐᑦᑕ.
ᐃᖅᑲᓇᐃᔮᕆᕈᓘᔭᖃᑦᑕᖅᑕᕗᑦ ᑐᑭᓯᓇᓱᒃᖢᑕ
ᒪᑭᑕᑦᑎᐊᕈᓐᓇᕐᒪᖔᑦ ᐊᑭᑦᑐᕋᐅᑎᔪᓪᓘᓐᓃᑦ ᒪᕐᕉᒃ
ᒪᑭᑕᔪᓐᓇᖅᐸᑎᒃ ᓄᓇᓕᖕᒥ ᐊᑕᐅᓯᕐᒥ.

If one applied before the other and had

ᓇᓕᐊᑐᐃᓐᓇᖅ ᓯᕗᓪᓕᖅᐹᖑᓐᓂᖅᐸᑦ
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gone through the process and we had
approved and if a competitor puts in a
similar one, then we would get the
information from our staff whether that
can be supported. We also look at Inuit
ownership. Is this a local company versus
someone who is not from that
community? There are different factors.
We try to support as much as we can,
looking at different factors, but we’re
very much in support of local businesses
that know their community and know
what they can do within that community.
Of course, if a company has Inuit
ownership, then it gives us that much
more… . We don’t rate them as points
ourselves as board members, but it
doesn’t hurt to get as much information
as we can. Thank you, Mr. Chairman.
Chairman: Thank you for that response.
Mr. Mikkungwak.
Mr. Mikkungwak (interpretation):
Thank you very much, Mr. Chairman. To
supplement my question, looking at the
smaller communities in Nunavut, some
are smaller than the others, but in some
cases, there are businesses that were
established quite a while back and they’re
well established. In some communities,
there are first-time business operators and
it seems like they don’t fare as well as the
older ones. With the Nunavut Business
Credit Corporation, how does it affect
your decision or how do you deal with
that as a board of directors? Thank you,
Mr. Chairman.
Chairman: Thank you, Mr.
Mikkungwak. Ms. Karetak-Lindell.
Ms. Karetak-Lindell: Ma’naujutit, Mr.
Chairman. (interpretation) Just to make
sure that I understand correctly, if

ᐸᐃᑉᐹᕈᔪᖏᓪᓗ ᑕᒪᒃᑯᐊ ᕿᒥᕐᕈᓇᒃᑕᐅᕌᓂᒡᓗᑎᒃ,
ᐊᒻᒪᓗ ᐊᓯᐊᓂᖔᖅ ᓴᖅᑭᑦᑐᖃᕋᓱᓕᖅᐸᑦ ᑕᐃᒃᑯᐊ
ᑐᓴᐅᒪᔾᔪᑏᑦ ᐃᖅᑲᓇᐃᔭᖅᑎᓄᑦ ᐋᖅᑭᒃᓱᖅᑕᐅᒐᔭᖅᑐᑦ.
ᐃᓄᖕᓄᑦ ᓇᖕᒥᓂᕆᔭᐅᓇᖓ ᑕᒪᓐᓇ ᓇᓗᓇᐃᕋᔭᖅᑕᕗᑦ.
ᓄᓇᓕᖕᓂᓗ ᑕᕝᕙᓂ ᓄᓇᖃᖅᑐᒧᑦ ᒪᑭᑎᑕᐅᓇᓱᒃᖢᑎᒃ
ᑲᖏᖅᖠᓂᕐᒥᐅᑕᐅᓐᖏᓪᓗᓂ, ᑕᒪᒃᑯᐊᕈᓘᔭᐃᑦ
ᐃᓱᒪᒃᓴᖅᓯᐅᕈᑎᒋᓇᓱᖃᑦᑕᖅᑕᕗᑦ. ᐱᔾᔪᑎᒃᓴᕈᓘᔭᖏᑦ
ᑕᒪᒃᑯᐊ ᖃᐅᔨᓇᓱᖃᑦᑕᖅᑕᕗᑦ. ᓄᓇᓖᑦ ᑭᓱᓂᒃ
ᑭᓐᖒᒪᔭᖏᓐᓂᑦ ᖃᐅᔨᒪᖕᒪᑕ
ᐊᑭᑦᑐᕋᐅᑎᒋᖃᑎᒋᓂᐊᖅᑕᒥᖕᓂᒡᓗ ᖃᐅᔨᒪᓪᓗᑎᒃ.

ᓇᒻᒥᓂᕆᔭᐅᔪᖅ ᐃᓄᓐᓄᑦ ᐱᒋᔭᐅᑉᐸᑦ, ᑕᐃᒪᓕ. . . .
ᓈᓴᐅᓯᖅᓱᖃᑦᑕᓐᖏᑕᕋᓗᐊᕗᑦ ᐅᕙᒍᑦ ᑲᑎᒪᔨᐅᓪᓗᑕ,
ᑭᓯᐊᓂ ᑐᓴᐅᒪᔪᑎᓂᒃ ᓈᒪᔾᔫᒥᔪᓂᒃ ᐱᔪᒪᖃᑦᑕᖅᑐᒍᑦ.
ᖁᔭᓐᓇᒦᒃ, ᒥᔅᑕ ᒥᑭᓐᖑᐊᖅ.
ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ ᑭᐅᒐᕕᑦ. ᒥᔅᑕ
ᒥᑭᓐᖑᐊᖅ.
ᒥᑭᓐᖑᐊᖅ: ᒪ’ᓇᓪᓗᐊᕕᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᐃᓚᒋᐊᓈᕐᓗᒍ
ᐃᓚᖏᑦ ᓄᓇᓕᕋᓛᑦ ᑕᐅᑐᒃᖢᒋᑦ ᓄᓇᕗᑦᒥ ᐃᓚᖏᑦ
ᓄᓇᓕᕋᓛᖑᖕᒪᑕ ᑭᓯᐊᓂ ᓇᖕᒥᓂᖃᖅᑎᐅᔪᑦ ᐃᓚᖏᑦ
ᐃᓂᓪᓚᕋᔪᑐᖃᐅᓖᑦ ᑮᓇᐅᔭᖃᑦᓯᐊᖅᖢᑎᒃ ᐃᓚᖏᑦ
ᑕᒪᒃᑯᐊ ᓄᓇᓕᕋᓛᖑᔪᑦ ᐅᕝᕙᓘᓐᓃᑦ ᓄᓇᓕᐅᔪᑦ
ᐃᓚᖏᑦ ᓇᖕᒥᓂᖃᖅᑎᐅᕙᓪᓕᐊᓕᓵᖅᑐᑦ
ᐱᕙᓪᓕᐊᓕᓵᖅᑎᓪᓗᒋᑦ ᐃᓛᓐᓂᑦ ᓵᓚᒋᔭᐅᔫᔭᑦᑕᕐᒪᑕ.
ᑕᒪᓐᓇ ᓄᓇᕗᒻᒥ ᓇᖕᒥᓂᖃᖅᑐᓄᑦ ᑮᓇᐅᔭᒃᑯᕕᒃ
ᑯᐊᐳᕇᓴᖑᑎᓪᓗᓯ, ᖃᓄᖅ ᑕᒪᓐᓇ
ᐊᒃᑐᐃᓂᖃᓪᓗᐊᑦᑕᖅᐸ ᐅᕝᕙᓘᕝᕙ ᑕᒪᓐᓇ ᐃᓛᓐᓂᑦ
ᐃᓕᑉᓯᓐᓄᑦ ᓴᖅᑭᑕᐅᑦᑕᖅᐸ ᑲᑎᒪᔨᐅᑉᓗᓯ? ᒪ’ᓇ,
ᐃᒃᓯᕙᐅᑖᖅ.
ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅᑕ ᒥᑭᓐᖑᐊᖅ.
ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.
ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ: ᒪ’ᓇᐅᔪᑎᑦ, (ᑐᓵᔨᑎᒍᑦ)
ᐃᒃᓯᕙᐅᑖᖅ. (ᑐᓵᔨᑎᒎᕈᓐᓃᖅᑐᖅ) ᑐᑭᓯᐊᓪᓚᖅᑳᕐᓗᖓ
ᑐᑭᓯᑦᑎᐊᕐᒪᖔᕐᒪ, ᑭᑐᓄᑦ ᓵᓚᒋᔭᐅᓂᖃᕐᒪᖔᕐᒥ.
ᐆᒃᑐᕐᓂᐊᖅᐸᑕ ᐱᓕᕆᐊᕐᒥᒃ ᐆᒃᑐᕐᓂᓗᒃᐸᑕ ᐱᓕᕆᐊᕐᒥᒃ
ᐊᒻᒪᓗ ᓵᓚᒋᔭᐅᒃᐸᑕ ᐊᕼᐃᐊᓄᑦ
ᑕᐃᑲᓂᕐᒥᐅᑕᐅᓐᖏᑦᑐᒨᑦ? ᐅᕙᒍᑦ
ᑐᓂᐅᖅᑲᐃᔨᐅᑦᑕᖏᓐᓇᑦᑕ ᑭᑐᑦ ᓵᓚᒃᓴᓂᐊᕐᒪᖔᑕ
ᑕᐃᒃᑯᓂᖓ ᐱᓕᕆᐊᕐᓂᒃ. ᑮᓇᐅᔭᓂᒃ ᐃᑲᔪᖅᑎᐅᔪᒍᑦ
ᐊᑐᖅᑐᐊᑎᑦᑎᔨᐅᔪᒍᑦ ᑕᐃᒃᑯᓄᖓ ᐆᒃᑐᕐᓂᐊᖅᑐᓄᑦ.
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someone is going to start a business and
if they don’t fare well, was that your
question? We don’t look at that. We are
set up as an entity to give loans to
individuals or people who would like to
start a business. We give loans to people.
We don’t select who is going to be
running the business. That is the
responsibility of the Nunavut
government. For example, the Nunavut
Housing Corporation is the one that
awards contracts. We don’t select who is
going to be employed.
Maybe one of the staff would like to
supplement my response.
Chairman: Mr. Mikkungwak.
Mr. Mikkungwak (interpretation):
Thank you very much, Mr. Chairman.
Thank you for your response. Some of
the business operators usually look for
funding to start their business. What
you’re referring to is bond security. How
do you deal with the bond security, for
example, if someone requests a loan? Do
you deal with it as soon as possible or is
there a time period where you can only
approve that loan at a board meeting?
Thank you, Mr. Chairman.

ᐃᓛᓐᓂᒃ bond secure review-ᓂᕋᖅᑕᐅᔪᒥ
ᐱᔭᕆᐊᖃᔪᖕᒪᑕ ᑕᒪᒃᑯᐊ ᐆᒃᑐᕐᓂᐊᖅᑐᑦ
ᐱᓕᕆᐊᒃᕼᐊᓂᑦ. ᑮᓇᐅᔭᓂᒃ ᐃᑲᔪᖅᑑᓪᓗᐊᖅᑐᒍᑦ
ᐊᑐᖅᑐᐊᑎᑦᑎᔨᐅᓪᓗᐊᖅᑐᒍᑦ ᑕᐃᒪᓐᓇ bond security
ᖑᓂᕋᖅᑕᐅᔪᖅ ᐱᔭᐅᔫᓪᓗᐊᖁᓪᓗᒍ ᑕᐃᒃᑯᓄᖓ
ᐆᒃᑐᖅᑐᒧᑦ. ᑭᓯᐊᓂ ᐅᕙᒍᑦ ᑐᓂᓯᔨᐅᓐᖏᓐᓇᑉᑕ,
ᓂᕈᐊᖅᑎᐅᖏᓐᓇᑉᑕ ᑭᓇ ᐱᓕᕆᐊᑦᑖᕐᓂᐊᕐᒪᖔᑦ.
ᑖᒃᑯᐊ ᒐᕙᒪᑦ ᓄᓇᕗᑦ ᐃᓗᐊᓂ ᐱᓕᕆᔨᖏᑦᑕ
ᐱᓕᕆᐊᕆᑦᑕᕐᒪᒋᑦ. ᐆᒃᑑᑎᒋᓗᒍ, ᐃᒡᓗᓕᕆᔨᕐᔪᐊᒃᑯᑦ
ᓂᕈᐊᖅᑎᐅᑦᑕᕐᒪᑕ ᐃᒡᓗᓕᕆᔨᕐᔪᐊᒃᑯᑦ ᑭᑐᑦ
ᐱᓕᕆᐊᑦᑖᕐᓂᐊᕐᒪᖔᑕ. ᑕᐃᒃᑯᐊ ᐆᒃᑐᓚᐅᖅᑐᑦ
ᐊᑕᐅᓯᐅᓐᖏᑐᐃᓐᓇᕆᐊᖃᖅᑐᖅ ᐃᑲᔪᓚᐅᒐᒍᑦ
ᑮᓇᐅᔭᓂᒃ ᐆᒃᑑᑎᒋᓂᐊᖅᑕᖏᓐᓄᑦ ᐊᑐᖅᑕᐅᓂᐊᖅᑐᓂᒃ
ᑭᓯᐊᓂ ᓂᕈᐊᖅᑎᐅᖏᓐᓇᑉᑕ ᑭᑐᑦ
ᐱᓕᕆᐊᖅᑖᕋᔭᕐᒪᖔᑕ.
ᑖᓐᓇ ᑭᐅᓂᖅ ᐊᔪᕋᒐ ᑭᕼᐃᐊᓂ ᐱᖃᑎᒐ
ᐃᓚᓯᒍᐊᕐᓂᖅᐸᑦ.
ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅᑕ ᒥᑭᓐᖑᐊᖅ.
ᒥᑭᓐᖑᐊᖅ: ᒪ’ᓇᓪᓗᐊᕕᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᑐᑭᓯᓇᑦᓯᐊᖅᖢᒍ ᑭᐅᒐᖕᓂ. ᑕᐃᒪ ᐃᓚᖏᑦ ᑕᒪᑉᑯᐊ
ᓇᖕᒥᓂᖃᖅᑎᐅᔪᐃᑦ ᑮᓇᐅᔭᓂᒃ ᑐᒃᓯᕋᖅᐸᖕᒪᑕ ᐄᑯᓗᒃ
ᐱᕚᓪᓕᕈᑎᒃᓴᒥᖕᓂᒃ. ᑭᕼᐃᐊᓂ ᑖᒻᓇ ᐅᖃᐅᓯᕆᔭᐃᑦ
Bond Security ᓇᖕᒥᓂᖃᖅᑎᐅᔪᒧᑦ ᐱᓕᕆᐊᕐᒥᒃ
ᐆᒃᑐᕋᑉᑎᑉᓗᒍ ᓄᓇᕗᒻᒥ ᑖᓐᓇᐅᑎᓪᓗᒍ. ᑖᓐᓇ Bond
security ᖃᓄᖅ ᐱᓕᕆᐊᕆᑦᑕᖅᐱᓯᐅᒃ ᐆᒃᑑᑎᒋᓗᒍ
ᐅᒃᑯᐊᓇᖅᓯᓚᕿᑉᐸᑦ ᑐᒃᓯᕋᕐᓂᖅᐸᑦ? ᐱᐊᓚᔪᒥᒃ
ᐱᓕᕆᐊᕆᔫᓪᓗᐊᖅᐱᓯᐅᒃ ᐅᕝᕙᓘᕝᕙ ᑲᑎᒪᔩᑦ ᑖᒻᓇ
ᐆᒃᑐᕋᖅᑐᖅ ᕼᐊᕙᒻᓂᐊᖅᑐᖅ ᐅᑕᖅᑭᔭᕆᐊᖃᖅᐸ
ᑲᑎᒪᔨᑦ ᑲᑎᒪᓕᖅᐸᑕ ᑭᕼᐃᐊᓂ ᐱᓕᕆᐊᖑᓂᐊᕐᒪᑦ?
ᒪ’ᓇ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Karetak-Lindell.
ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell (interpretation):
Thank you for that question. We usually
have teleconferences if there is an
emergency situation or those who will be
ordering items through sealift; they’re in
a rush. Some of them give us written
documents as they will be applying for
credit or business. We discuss the bond
securities during a teleconference. When
this needs to go to all the board members,
then we meet via teleconference. We do
hurry and try not to have monies that they

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ: ᒪ’ᓇᐅᔪᑎᑦ ᐊᐱᕆᒐᕕᑦ.
ᐅᖃᓘᑎᒃᑯᑦ ᑲᑎᒪᒐᔪᒃᑐᒍᑦ ᑐᐊᕕᕐᓇᖅᑐᖅᑕᖃᕌᖓᑦ
ᐃᓚᖏᑦ ᐅᒥᐊᕐᔪᐊᒃᑰᕐᓂᐊᓂᑦ ᓂᐅᕕᕐᓂᓗᒃᑐᑦ
ᑐᐊᕕᕐᒪᑕ. ᐃᓚᖏᑦ ᑎᑎᕋᖅᓯᒪᔪᒥᒃ ᑐᓂᓯᖦᖢᐊᖅᖢᑎᒃ
ᐅᒃᑐᕐᓂᐊᕐᒪᑕ ᐱᓕᕆᐊᒃᕼᐊᕐᒥᑦ. ᐅᖃᓘᑎᒃᑯᑦ ᑲᑎᒪᑉᓗᑕ
ᑕᐃᒃᑯᐊ ᑲᑎᒪᖅᑳᕐᕕᐅᕼᐅᖅᑐᑦ Credit facilityᖑᓂᕋᖅᑕᐅᔪᖅ ᐅᖃᓘᑎᒃᑯᑦ ᑲᑎᒪᓗᑎᒃ ᐊᒻᒪᓗ
ᑲᑎᒪᔨᓗᒃᑖᓅᕆᐊᖃᓕᕌᖓᑦ ᐅᖃᓘᑎᒃᑯᑦ ᐊᒻᒪ
ᑲᑎᒪᓕᕐᒥᓗᑕ. ᑐᐊᕕᕐᓂᓗᒃᑕᖅᑐᒎᒐᓗᐊᖅ
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need delayed. What they call line of
credit, we allocate those funds if they
needed the security in a timely manner.
Thank you.

ᑭᖑᕙᖅᑎᑉᓯᑦᑕᐃᓕᑉᓗᑕ ᑮᓇᐅᔭᓂᒃ ᐱᐊᓚᒋᐊᖃᖅᐸᑕ
ᑕᐃᒃᑯᐊ Line of credit-ᖑᓂᕋᖅᑕᐅᔪᒃᑯᑦ ᑮᓇᐅᔭᓂᒃ
ᑐᓂᓯᑦᑕᒫᔪᔪᒍᑦ ᑐᐊᕕᕐᓇᖅᑑᓂᖅᕼᐊᐅᓂᐊᖅᐸᑦ. ᒪ’ᓇ.

Chairman: Mr. Mikkungwak.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅᑕ ᒥᑭᓐᖑᐊᖅ.

Mr. Mikkungwak (interpretation):
Thank you very much, Mr. Chairman. I
appreciate her answer. I’ll move on to a
different subject. (interpretation ends) To
what extent is the Nunavut Business
Credit Corporation planning to increase
its lending activities in the harvesting,
arts, and tourism sectors of the economy?
Thank you, Mr. Chairman.
Chairman: Ms. Karetak-Lindell.

ᒥᑭᓐᖑᐊᖅ: ᒪ’ᓇᓪᓗᐊᕕᒃ, ᐃᒃᓯᕙᐅᑖᖅ ᒪ’ᓇᒫᖅᑐᒍᑦ
ᑐᑭᓯᓐᓇᑦᑎᐊᖅᑐᒍᑦ. ᐊᓯᐊᓄᓪᓗ ᓅᓐᓂᐊᓕᕋᒪ.
(ᑐᓵᔨᑎᒍᑦ) ᖃᓄᑎᒋ ᑖᓐᓇ ᓄᓇᕗᒻᒥ ᓇᖕᒥᓂᖃᖅᑐᓄᑦ
ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴ ᐊᑐᖅᑎᑦᑎᖃᑦᑕᕐᓂᐊᕐᓂᕐᒥᓄᑦ
ᐱᕈᖅᑎᑦᑎᓂᐊᖅᐸ, ᓲᕐᓗ ᐊᖑᓇᓱᖕᓂᕐᒧᑦ,
ᓴᓇᓐᖑᐊᓂᕐᓄᑦ ᐊᒻᒪ ᐳᓚᕋᑦᑐᓕᕆᓂᕐᒧᑦ. ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: Thank you very
much, Mr. Chairman. Thank you for the
question. It depends on the applications
that we receive from people in those
sectors. Having said that, we do try to
encourage people to explore those
opportunities.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒻᒪᕆᐊᓗᒃ,
ᐃᒃᓯᕙᐅᑖᖅ ᖁᔭᓐᓇᒦᒃᑕᐅᖅ ᐊᐱᕆᒐᕕᑦ. ᒪᓕᖃᑦᑕᕐᒪᑦ
ᑖᒃᑯᐊ ᐱᓇᓱᒃᑕᐅᔪᓂ ᑖᒃᑯᓇᓐᖓᑦ ᐊᕕᒃᑐᖅᓯᒪᔪᓂ
ᐱᓕᕆᕕᓂ, ᑕᐃᒪᐃᓕᓪᓗᑕ ᑎᓕᐅᕆᓇᓱᖃᑦᑕᖅᑐᒍᑦ
ᐃᓄᖕᓂᑦ ᑖᒃᑯᐊ ᑕᑯᓇᖁᓪᓗᒋᑦ ᐱᕕᒃᓴᐅᔪᑦ.

In our outreach, the staff goes to
communities to speak with people if
they’re talking about opening or starting
this venture. Some questions might be,
“Well, do you think there’s a market for
this other activity?” Maybe you can do
both. Again, it depends on who their
market. Is it just that community? Is it the
region? Is it all of Nunavut? Is it outside
of Nunavut? Having said that, the
business has to be in Nunavut. We don’t
approve loans or any activities that are
going to happen outside of Nunavut, so
the business has to be based in Nunavut.
There are different factors that we do
encourage. We do the outreach and try to
focus on those.

ᑐᓴᐅᒪᔭᐅᑎᑦᑎᕕᕗᑦ ᑖᒃᑯᐊ ᐃᖅᑲᓇᐃᔭᖅᑎᕗᑦ
ᓄᓇᓕᖕᓄᐊᖃᑦᑕᕐᒪᑕ ᐅᖃᖃᑎᖃᖅᖢᑎᒃ ᐃᓄᖕᓄᑦ,
ᓲᕐᓗ ᑳᒻᐸᓂᓕᐅᕋᓱᒍᒪᒐᔭᕈᑎᒃ. ᑕᕝᕙ
ᐊᐱᕆᔪᓐᓇᕋᔭᖅᐳᒍᖅᑲᐃ ᑖᒃᑯᐊ ᐱᓕᕆᓇᓱᒃᑕᓯ
ᑮᓇᐅᔭᓕᐅᕐᓇᖅᐸ? ᑭᓇᒥᐊᖅ ᓂᐅᕕᖅᑎᑦᑎᖃᕋᔭᕐᒪᖔᑕ
ᓲᕐᓗ ᓄᓇᓕᑐᐊᕐᒥ ᐊᕕᒃᖅᑐᖅᓯᒪᔪᒥᒃ ᓄᓇᕗᓕᒫᒧᑦ
ᓄᓇᕗᑦ ᓯᓚᑖᓄᓪᓘᓐᓃᑦ ᓂᐅᕈᑎᖃᕋᓱᐊᕈᑎᒃ.
ᑕᐃᒪᐃᓚᐅᕐᓗᓂ ᑖᓐᓇ ᓇᖕᒥᓂᓕᒃ ᓄᓇᕗᑦ
ᐃᓗᐊᓃᑦᑕᕆᐊᖃᕋᔭᖅᑐᖅ. ᓲᕐᓗ ᐊᖏᖃᑦᑕᖏᖅᑐᒍᑦ
ᐱᓕᕆᔪᓄᑦ ᓄᓇᕗᑦ ᓯᓚᑖᓂ ᐱᓕᕆᔭᐅᓂᐊᖅᑐᓄᑦ.
ᑖᓐᓇ ᓇᖕᒥᓂᓕᒃ ᓄᓇᕗᑦ ᐃᓗᐊᓃᑦᑕᕆᐊᖃᕋᔭᖅᑐᖅ.
ᐊᔾᔨᒌᖃᑦᑕᖏᒻᒪᑕ ᒪᓕᒃᑕᕗᑦ, ᐃᓛᒃ ᐊᒃᑐᐃᔪᑦ.
ᑖᒃᑯᐊ ᐱᕕᐅᓇᓱᒃᑕᐅᔭᕌᖓ ᑖᒃᑯᐊ ᑐᕌᓗᐊᖃᑦᑕᖅᑕᕗᑦ.

We get a letter of expectation from the

ᐊᒻᒪᓗ ᒥᓂᔅᑕ ᑎᑎᕋᕐᕕᐅᔭᕌᖓᑕ ᑎᑎᖅᑲᖅ
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Minister responsible for NBCC and we
work very hard to fulfill that letter of
expectation. In that letter, she points out
what areas the government wants us to
concentrate on. Again, at the end of the
day, though, it depends on who applies to
NBCC and for what sectors. We seem to
be concentrating on a sector more than
other sectors at times, but we hope to
diversify into as many sectors as we can.
Maybe Sherri has some more technical or
specific examples to add to my answer.
Thank you, Mr. Chairman.
Chairman: Thank you. Ms. Rowe.
Ms. Rowe: Thank you, Mr. Chairman.
Yes, we would like to diversify our loan
portfolio. We would really like to have
some clients that are from the arts and
from fisheries. However, in order to have
loans in those sectors, we need to get
applications. What we do, though, is we
are members of Nunavut Tourism, the
Nunavut Arts and Crafts Association, and
the Chamber of Mines. By having these
connections with all these sectors, we
hope then that if there’s a business idea
that someone has in that sector, they
would be referred to us. Thank you, Mr.
Chairman.
Chairman: Thank you, Ms. Rowe. If I
could just get some clarification, when
we’re talking about the annual report and
the different diversification of business
lines, the loan portfolio has almost twothirds of the portfolio in the construction,
real estate, and retail sectors.
Construction kind of confused me a little
bit. During one of the earlier responses, it
spoke to an example of lending money to
help a construction company build a
building. Now, are you lending money

ᓂᕆᐅᒋᔭᐅᔪᒧᑦ, ᓂᕆᐅᒋᔭᐅᔪᑦ ᓵᑦᑎᐊᕋᓱᖃᑦᑕᖅᑕᕗᑦ.
ᐊᒻᒪ ᒥᓂᔅᑕ ᐅᖃᓲᖑᓪᓗᓂ ᓇᓕᐊᖕᓂᑦ ᑭᓱᓄᑦ
ᑐᕌᖁᔭᐅᓪᓗᐊᕐᒪᖔᑕ, ᐊᒻᒪ ᐅᓪᓘᑉ ᓄᓐᖑᐊᓂ
ᒪᓕᓲᖑᖕᒪᑦ ᑭᓇ ᐱᓇᓱᖕᒪᖔᑦ ᐊᑐᖅᑐᐊᕈᒪᓗᓂ ᐊᒻᒪ
ᑭᓱᓕᕆᓂᕐᓄᑦ ᐱᓕᕆᕕᖕᓄᑦ.
ᐃᓛᓐᓂᒃᑯᑦ ᑭᓱᓕᕆᕕᓪᓗᐊᑕᕐᓂᑦ
ᑕᐅᑐᖕᓂᖅᓴᐅᖃᑦᑕᖅᑐᒍᑦ ᑭᓯᐊᓂ ᐊᓯᖏᓐᓄᑦᑕᐅᖅ
ᑭᓱᓕᕆᕕᓕᒫᓅᒐᓱᖕᓂᖅᓴᐅᔪᒪᒐᓗᐊᖅᖢᑕ.

ᓯᐊᕆᐅᖅᑲᐃ ᑖᒃᑯᐊ ᓇᓗᓇᐃᔭᑦᑎᐊᕈᓐᓇᕐᓂᖅᓴᕆᕙᐃᑦ
ᑭᐅᔾᔪᑎᒋᔭᕐᓂᑦ ᐃᓚᒋᐊᕐᓗᓂ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ. ᒥᔅ ᐅᕉ.
ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᐄ, ᐊᓯᐊᓄᑦ
ᑮᓇᐅᔭᓂᑦ ᐊᑐᖅᑎᑦᑎᖃᑦᑕᖅᑕᑦᑎᓐᓄᑦ ᐱᓕᕆᕕᓄᑦ
ᐊᑐᖅᑎᑦᑐᒪᖃᑦᑕᕋᓗᐊᖅᑐᒍᑦ ᓲᕐᓗ ᓴᓇᓐᖑᐊᖅᑏᑦ,
ᑕᕐᕆᔭᐅᓯᐅᖅᑏᑦ, ᐃᖃᓗᒐᓱᒃᑏᑦ ᑭᓯᐊᓂ ᑖᒃᑯᓇᓂ
ᐊᑐᖅᑎᑦᑎᖃᑦᑕᕈᒪᒍᑦᑕ ᐱᓕᕆᕕᖕᓄᑦ ᐱᓕᕆᔭᐅᔪᓄᑦ
ᐃᓚᒋᔭᐅᖃᑕᐅᒐᑦᑕ ᓄᓇᕗᑦᒥ ᐳᓚᕋᑦᑐᓕᕆᓂᕐᒧᑦ.
ᐃᓚᒋᔭᐅᒋᓪᓗᑕ ᓄᓇᕗᑦᒥ ᓴᓇᓐᖑᐊᖅᑎᓄᑦ
ᑲᑐᔾᔨᖃᑎᒌᓄᑦ, ᐃᓚᐅᒋᓪᓗᑕ ᐅᔭᕋᓐᓂᐊᕐᕕᖕᒧᑦ
Chamber ᐅᔭᕋᓐᓂᐊᕐᕕᖏᓐᓄᑦ. ᑖᒃᑯᐊ ᐊᔾᔨᒌᓐᖏᑦᑐᑦ
ᐱᓕᕆᓃᑦ ᐃᓚᐅᕕᒋᓪᓗᑎᒍᑦ, ᓲᕐᓗ ᐃᓱᒪᖃᕈᑎᒃ
ᐅᕙᑦᑎᓐᓄᑦ ᓵᑎᑕᐅᒐᔭᖅᑐᑦ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ ᒥᔅ ᐅᕉ.
ᓇᓗᓇᐃᕐᕕᒋᒃᑲᓐᓂᕈᓐᓇᕈᕕᖓ ᐅᖃᐅᓯᖃᓕᕌᖓᑦᑕ
ᐊᕐᕌᒍᑕᒫᖅᓯᐅᑎᓯ ᐅᓂᒃᑳᔅᓯᓐᓂᑦ ᐊᒻᒪ
ᐊᔾᔨᒌᓐᖏᕈᓘᔭᖅᑐᓂᑦ ᓇᖕᒥᓂᖃᕐᓂᕐᒧᑦ, ᑖᓐᓇ
ᐊᑐᖅᑐᐊᕐᓂᖅ ᒪᕐᕉᒃ ᐱᖓᓱᓐᓃᓪᓗᐊᑕᐅᖕᒪᑕ.

ᓲᕐᓗ ᐃᒡᓗᓕᐅᕐᓂᖅ ᑐᑭᓯᓗᐊᖃᑦᑕᖏᓐᓇᒃᑯ. ᐃᓚᖏᑦ
ᑭᐅᔭᐅᔾᔪᑎᖓ ᓲᕐᓗ ᑮᓇᐅᔭᓂᑦ ᐊᑐᖅᑎᓪᓗᑎᒃ
ᐃᑲᔪᕐᓂᐊᕋᒥ, ᐃᒡᓗᓕᐅᖅᑎᓂᒃ ᐃᒡᓗᓕᐅᕐᓂᐊᖅᑕᒥᓄᑦ.
ᑮᓇᐅᔭᓂᑦ ᐊᑐᖅᑎᑦᑎᖃᑦᑕᖅᐱᓯ
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for specific builds or are you lending
money to the construction company to be
able to carry on business? There is some
difference there. Ms. Karetak-Lindell,
would you be able to clarify that?
Ms. Karetak-Lindell: Mr. Chairman,
I’m not sure I understand what you’re
saying. Are we getting them money to
build or carry on what they’re already
doing? Is that correct? Well, it depends if
it’s a new client or an existing one,
obviously.
We have a high number of companies
that will not be… . Well, most of them
can’t be given money by the bank for the
construction phase because banks don’t
like to lend money to companies that
don’t have something that they can put a
mortgage on. For example, someone
wants to build four condos in Iqaluit.
They come to us and in many cases,
because of the housing shortage here in
the capital, they have pre-sold their units,
so that’s very good security for us, but
the banks will not give them the money
to buy the material and to build it.
We lend them the money to get their
order on sealift or start construction, get
it on sealift, ship it here, and build it.
Because they’re pre-sold units, we know
that we’re going to get our money, plus
once the four-unit condo is built, then
they can go to the bank also and use that
building to get their mortgage. They get
their mortgage, they pay us. We love
those customers because it’s short. We
lend money because there’s a need. It’s a
winning situation.
This city has grown tremendously since
1999, the housing shortage, and not only
for social housing but also for the new
staff that the Government of Nunavut is

ᓇᓕᐊᓪᓗᐊᑕᕐᓄᑦ ᓴᓇᔨᐅᔪᓄᑦ. ᐊᒻᒪᓘᓐᓃᑦ ᑖᒃᑯᐊ
ᐃᒡᓗᓕᐅᖅᑎᐅᔪᑦ ᐊᑐᖅᑎᖃᑦᑕᐱᓯᐅᒃ ᑳᒻᐸᓂᖓ
ᑲᔪᓰᔪᓐᓇᖁᓪᓗᒍ, ᐊᔾᔨᒌᓐᖏᑉᐸᑦ ᑖᓐᓇ
ᓇᓗᓇᐃᒃᑲᓐᓂᕈᓐᓇᖅᐱᐅᒃ?

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᐃᒃᓯᕙᐅᑖᖅ,
ᑐᑭᓯᓪᓚᑦᑖᓐᖏᑦᑐᖓ. ᐊᐱᖅᑯᑏᑦ
ᑮᓇᐅᔭᖅᑖᖅᑎᑦᑎᖃᑦᑕᖅᐱᓯ ᐃᒡᓗᓕᐅᖁᓪᓗᒋᑦ
ᐊᒻᒪᓘᓐᓃ ᐱᓕᕆᖃᑎᖏᓐᓂᑦ ᑲᔪᓰᓐᓇᖁᓪᓗᒍ. ᐃᓛᒃ
ᒪᓕᖃᑦᑕᕐᒪᑦ ᓄᑖᖑᖕᒪᖔᖅ ᑖᓐᓇ ᐊᑐᕋᓱᒃᑐᖅ
ᐊᒻᒪᓘᓐᓃᑦ ᐊᑐᖅᑐᐊᖅᓯᒪᖃᕐᓂᖏᑦᑐᖅ.

ᐅᓄᖅᑐᓂᑦ ᑳᒻᐸᓂᖃᐅᕋᑦᑕ ᐃᓛᒃ ᐃᓚᖏᑦ
ᑮᓇᐅᔭᖅᑖᖅᑎᑕᐅᔪᓐᓇᖏᒻᒪᑕ ᑮᓇᐅᔭᒃᑯᕕᖕᓄᑦ
ᓴᓇᓂᕐᒥᓄᑦ, ᓲᖃᐃᒻᒪᑦ ᑮᓇᐅᔭᓕᕆᕖᑦ ᑮᓇᐅᔭᒥᑦ
ᐊᑐᖅᑎᑦᑎᔪᒪᖃᑦᑕᖏᒻᒪᑦ, ᓲᕐᓗ ᑎᒍᔪᓐᓇᕋᔭᓐᖏᑕᒥᓂᒃ.
ᓲᕐᓗ ᑎᓴᒪᓂᒃ ᐃᒡᓗᓕᐅᕈᒪᒍᑎᒃ ᐃᖃᓗᖕᓂ,
ᐅᕙᑦᑎᓐᓄᐊᖅᐳᑦ ᐊᒻᒪ ᐅᓄᖅᑐᐃᖅᓱᖅᖢᓂ
ᐃᒡᓗᑭᓗᐊᕋᒥ ᐃᖃᓗᖕᓂ ᑖᒃᑯᐊ ᐃᒡᓗᖏᑦ
ᓂᐅᕐᕈᑎᒋᕙᒌᓚᐅᕐᒪᒋᑦ ᓴᓇᓚᐅᓐᖏᑎᓪᓗᒋᑦ. ᑖᓐᓇ
ᐱᐅᔪᐊᓘᖃᑦᑕᖅᑐᑦ ᐊᑭᓕᒃᓴᐃᕈᑎᑦᑎᐊᕙᐅᒐᔭᖅᑰᔨᓪᓗᓂ,
ᑭᓯᐊᓂ ᑮᓇᐅᔭᒃᑯᕕᓕᕆᔨᓂ
ᐃᒡᓗᒃᓴᖅᑖᖅᑎᑦᑎᔾᔮᓐᖏᒻᒪᑎᒃ
ᓴᓇᔭᐅᔪᓐᓇᐅᑎᑖᖅᑎᔾᔮᓐᖏᒻᒪᑎᒃ.

ᑕᐃᒪᐃᒻᒪᑦ ᑮᓇᐅᔭᓂᑦ ᐊᑐᖅᑎᐸᑦᑐᑎᒍ ᐅᒥᐊᕐᔪᐊᒃᑯᑦ
ᑎᑭᑦᑕᕐᓂᐊᖅᑰᕐᒪᑦ, ᑎᑭᓵᕆᔭᐅᓂᐊᕐᒪᑦ
ᐃᒡᓗᓕᐅᖅᑕᐅᓂᐊᖅᑐᑎᒃ. ᓲᖃᐃᒻᒪ
ᓂᐅᕈᑎᒋᔭᐅᕙᒌᖅᓯᒪᓚᐅᕐᒪᑕ ᖃᐅᔨᒪᓪᓗᑕ ᑮᓇᐅᔭᕗᑦ
ᐅᑎᖅᑎᑕᐅᓂᐊᖅᑐᑦ. ᐊᒻᒪ ᑖᓐᓇ ᐃᒡᓗᒃ
ᓴᓇᔭᐅᔭᕇᕐᒥᒐᒥ ᑕᕝᕙ
ᑮᓇᐅᔭᒃᑯᕕᖕᒧᐊᕈᓐᓇᖅᓯᒋᓪᓗᑎᒃ, ᐊᒻᒪ ᑖᓐᓇ ᐃᒡᓗ
ᐊᑐᕐᓗᒍ ᑮᓇᐅᔭᓂᑦ ᐊᑐᕈᑎᓕᕐᒥᓗᒍ. ᑮᓇᔭᐅᑎᒎᕋᒥᒋᑦ
ᐅᕙᑦᑎᓐᓄᑦ ᐊᑭᓖᓪᓗᑎᒃ. ᑕᐃᒃᑯᐊ ᓇᒡᓕᒋᑦᑎᐊᕋᑦᑎᒍᑦ
ᑳᒻᐸᓃᑦ, ᓲᖃᐃᒻᒪ ᓇᐃᓈᖃᑦᑕᕐᒪᑕ ᕿᓚᒻᒥᐅᓈᖃᑦᑕᕐᒪᑕ
ᑮᓇᐅᔭᓂᑦ ᐊᑐᖅᑎᖃᑦᑕᕋᑦᑎᒍᑦ ᐱᔭᕆᐊᖃᕋᒥ.
ᑕᒪᒃᑮᓕᒫᖅ ᓲᕐᓗ ᓵᓚᒃᓴᖅᑑᑎᐅᖃᑦᑕᕐᒪᑕ.

ᑖᓐᓇ ᓄᓇᓕᐸᐅᔭᖅ ᐱᕈᕐᔪᐊᖅᓯᒪᓕᕐᒪᑦ 1999-ᒥᓂᑦ
ᐃᒡᓗᑭᒃᓴᕐᓂᖅ ᐊᒻᒪ ᓲᕐᓗ ᐃᓄᑐᐃᓐᓇᕐᓄᑦ
ᐃᒡᓗᓕᕆᔨᒃᑯᑦ ᐃᒡᓗᖏᓐᓄᑦ. ᑭᓯᐊᓂ ᓄᓇᕗᑦ ᒐᕙᒪᒃᑯᑦ
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bringing in. People who are moving here.
There are many young couples that can
buy their own accommodation. They can
buy a condo. They can buy a house.
People are starting families. This city
needs new units to live in. Maybe they’re
using a social housing unit and want to
get out of it, so they buy a condo, they
leave their housing unit and that can then
be given to someone who has no other
means.
It’s a winning situation for us that
someone can come to us and we can give
them money. It’s a short-term loan
because they just want the money to buy
the materials, build it, and then they can
go to the bank then and pay us back. It’s
a good situation for us, for them, and the
city and we like those people. Thank you,
Mr. Chairman.

ᐃᖅᑲᓇᐃᔭᖅᑎᒋᒐᔭᖅᑕᖏᓐᓄᑦ ᐃᒡᓗᖃᕆᐊᖃᕆᓪᓗᑎᒃ,
ᑕᕝᕗᖓᓗ ᓅᑉᐸᓪᓕᐊᓗᑎᒡᓗ. ᐅᓄᕐᒪᑕᑦᑕᐅᖅ ᒪᒃᑯᒃᑐᑦ
ᐊᐃᑉᐸᕇᑦ ᐃᒡᓗᑖᕈᓐᓇᖅᑐᑦ, ᐃᒡᓗᒥ ᑲᑎᓐᖓᔪᒦᑦᑐᒥᑦ
ᐃᒡᓗᑖᕈᓐᓇᖅᑐᑦ. ᑖᓐᓇ ᓄᓇᓕᐸᐅᔭᖅ ᓄᑖᓂᑦ
ᑐᓐᖓᕕᖃᕆᐊᖃᕐᒪᑦ, ᓲᕐᓗ ᑖᒃᑯᐊᖃᐃ ᐃᒡᓗᓕᕆᔨᒃᑯᑦ
ᐃᒡᓗᖓᓃᒃᑯᑎᑦ ᓇᖕᒥᓂ ᐃᒡᓗᑖᕋᓱᒍᒪᖕᒪᑕ.

ᑕᐃᒪᐃᒻᒪᑦ ᐅᕙᑦᑎᓐᓄᑦ ᑕᐃᒃᑯᓄᖓᓗ
ᓵᓚᒃᓴᖅᑐᐃᓐᓇᐅᖅᑰᔨᕗᖅ ᓲᕐᓗ ᑮᓇᐅᔭᒥᑦ ᐊᑐᕈᒪᒐᒥ,
ᑮᓇᐅᔭᖅᑖᖅᑐᑎᒍᑦ. ᕿᓚᒥᐸᓗᒃ ᐊᑭᓖᓲᖑᕙᒃᑑᑎᐅᖕᒪᑕ.
ᑖᓐᓇ ᐅᕙᑦᑎᓐᓄᑦ ᐱᐅᔪᖅ ᑕᐃᒃᑯᓄᖓᓗ ᐊᒻᒪ
ᓄᓇᓕᐸᐅᔭᒧᓪᓗ. ᑕᐃᒃᑯᐊ ᐃᓄᐃᑦ ᐱᐅᒋᖃᑦᑕᖅᑕᕗᑦ.
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you very much for
that response. I like those people too
because it means there are more people
moving to Iqaluit and it helps the housing
continuum. Mr. Enook.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᓪᓛᓗᒃ ᑭᐅᒐᕕᑦ.
ᑕᐃᒃᑯᐊᑦᑕᐅᖅ ᐱᐅᒋᖕᒥᒐᒃᑭᑦ ᓲᖃᐃᒻᒪ ᐅᓄᕐᓂᖅᓴᐃᑦ
ᐃᖃᓗᖕᓄᐊᕐᒪᑕ, ᐊᒻᒪ ᐃᒡᓗᐃᑦ
ᐅᓄᖅᓯᒋᐊᕈᑎᒋᓪᓗᓂᔾᔪᒃ. ᒥᔅᑕ ᐃᓄᒃ.

Mr. Enook (interpretation): Thank you,
Mr. Chairman. Let me ask about your
duties. I think you had explained that the
people or companies you lend monies to,
you have lent monies for their projects
and you’re trying to reduce their projects.
Which sectors, for example, are you
trying to stay out of lending to? Thank
you, Mr. Chairman.

ᐃᓄᒃ: ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᑕᐃᒃᑯᐊ
ᐱᓕᕆᐊᕆᔭᔅᓯᓐᓄᑦ ᐊᐱᕆᖅᑳᓚᐅᕐᓚᖓ,
ᓇᓗᓇᐃᖅᓯᓯᒪᖅᑰᕋᔅᓯ ᒪᑯᐊᒎᖅ ᐊᑐᖅᑐᐊᖅᑎᖃᑦᑕᖅᑕᓯ
ᐃᓚᖏᑦ ᐊᑐᖅᑐᐊᖅᑎᖃᑦᑕᖅᓯᒪᔭᓯ ᐱᓕᕆᓂᖏᑦ
ᐃᓚᖏᑦ ᖃᔅᓰᓐᓇᕈᕆᐊᖅᑎᑉᐸᓪᓕᐊᓇᓱᐊᕋᔅᓯᐅᒃ.
ᓇᓕᐊᖕᓂᒃ ᐱᓕᕆᕕᐅᔪᑦ ᓲᕐᓗ
ᐃᓚᐅᕝᕕᒋᓐᖏᓐᓂᖅᓴᕆᒐᓱᒃᐱᓯᐅᒃ,
ᐊᑐᖅᑐᐊᖅᑎᑦᑎᓂᒃᑯᑦ? ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Karetak-Lindell.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell (interpretation):
I’m sorry, I didn’t catch the question.
What sectors we don’t want to… . I
wasn’t sure, (interpretation ends) Mr.
Chairman.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ: ᑐᑭᓯᓐᖏᑉᐳᖓᐃᓛᒃ. ᖃᓄᖅ
ᐱᓕᕆᓐᖏᑦᑎᑦᑎᓗᖕᒪᖔᑉᑕ ᑭᓱᓂᒃ ᑐᑭᓯᓐᖏᑦᑐᖓ,
(ᑐᓵᔨᑎᒍᑦ) ᐃᒃᓯᕙᐅᑖᖅ.
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Chairman: Mr. Enook, if you could
rephrase your question.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᒥᔅᑕ ᐃᓄᒃ
ᐊᐱᕆᑦᑎᐊᒃᑲᓐᓂᕆᐊᕈᓐᓇᕈᕕᑦ.

Mr. Enook (interpretation): If I can
rephrase it, (interpretation ends) is NBCC
planning to decrease its lending activities
in certain areas, such as construction, real
estate, or retail sectors of the economy, or
what sectors would you be looking at in
decreasing your activities, if any?
(interpretation) Thank you, Mr.
Chairman.

ᐃᓄᒃ: ᐃᒻᒪᖄᖃᐃ ᐅᖃᕆᐊᑦᑎᐊᕈᓐᓇᕈᒃᑯ, (ᑐᓵᔨᑎᒍᑦ)
ᓄᓇᕗᑦᒥ ᓇᖕᒥᓂᖃᖅᑐᓄᑦ ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴᒃᑯᑦ
ᐅᓄᕈᓐᓃᖅᑎᑦᑎᒋᐊᕐᓂᐊᖅᐸᑦ ᐊᑐᖅᑐᐊᖃᑦᑕᕐᓂᕐᒥᓄᑦ,
ᓲᕐᓗ ᐃᓪᒡᓗᓕᐅᕐᓂᕐᒧᑦ ᐊᒻᒪᓘᓐᓃᑦ ᓂᐅᕕᐊᒃᓴᖃᖅᑐᑦ.
ᑭᓱᑦ ᓇᓕᐊᖕᓄᑦ ᐱᓕᕆᕕᐅᓲᑦ
ᐊᑐᖅᑎᖏᓐᓂᖅᓴᕆᓇᓱᒃᑲᔭᖅᐱᓯᐅᒃ?
(ᑐᓵᔨᑎᒎᕈᓐᓃᖅᑐᖅ) ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you for that
clarification, Mr. Enook. Ms. KaretakLindell.
Ms. Karetak-Lindell (interpretation):
Thank you, Mr. Chairman. We’re not
trying to reduce any lending activities;
we’re trying to increase our lending
activities. We want more to be invested
in the communities. We had said today
that we have over $1 million in funds to
allocate or give out. We have lent up to
$25 million. We do have a limit of $40
million, but we have never reached that
limit. We do have more clients now, but
we do want more applications, perhaps
filmmakers, carvers, and fishers. We
want to see the sectors that haven’t
applied in the future. We don’t want to
decrease the lending amounts. I think that
was your question. Thank you, Mr.
Chairman.
Chairman: Mr. Enook.
Mr. Enook (interpretation): Thank you,
Mr. Chairman. I do have a question. Page
4 of the Nunavut Business Credit
Corporation’s 2015-18 business plan
indicates that it has “entered into separate
memorandums of understanding with the
Baffin Business Development Centre, the
Kitikmeot Community Futures

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ ᒥᔅᑕ ᐃᓄᒃ
ᓇᓗᓇᐃᑦᑎᐊᕋᕕᐅᒃ. ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ: ᒪ’ᓇᐅᔪᑎᑦ ᐃᒃᓯᕙᐅᑖᖅ.
ᐊᒥᓱᓯᓐᓂᖅᑐᖅᑎᑦᑎᓂᓗᓐᖏᑦᑐᒍᑦ
ᐊᒥᓱᓐᖑᖅᑎᑦᑎᓂᓗᒃᑐᒎᒐᓗᐊᖅ ᑖᒃᑯᐊ ᑮᓇᐅᔭᑦ
ᐃᓕᖃᑦᑕᖅᑕᕗᑦ ᐊᖏᓪᓕᕚᓪᓕᖁᒐᓗᐊᖅᖢᒋᑦ
ᓄᓇᓕᖕᓂ. ᐅᖃᓚᐅᖅᑎᑉᓗᑕ ᐅᓪᓗᒥᒃᑲᓐᓂᐅᔪᖅ $1
ᒥᓕᐊᓐ ᐅᖓᑖᓂ ᑐᓂᓯᔪᓐᓇᖅᓯᕼᐅᐊᖅᖢᑕ $25
ᒥᓕᐊᓄᑦ ᑎᑭᓯᒪᕼᐅᐊᖅᖢᒋᑦ ᐊᑐᖅᑐᐊᖅᑎᓯᒪᔭᕗᑦ.
$40 ᒥᓕᐊᓄᑦ ᑎᑭᑦᑑᓪᓗᐊᕋᓗᐊᖅᑎᓪᓗᒋᑦ ᑕᐃᑯᖓ
ᑎᑭᓚᐅᖅᕼᐃᒪᓐᖏᒻᓇᑉᑕ
ᐊᒥᕼᐅᓐᖑᖅᐹᓕᖅᑰᔨᔪᒎᒐᓗᐊᖅ ᐊᑐᖅᑐᐊᖅᑎᑕᑉᑎᓐᓂᒃ
ᐊᒻᒪᓗ ᐊᒥᕼᐅᓐᖑᖅᐹᓪᓕᕐᓗᒋᑦ ᐊᓯᖏᓐᓄᑦ
ᐆᒃᑐᕋᖅᑕᐅᑦᑕᖅᑐᓄᑦ ᐃᒻᒪᖃ ᑕᕐᕆᔭᐅᓯᐅᖅᑐᔪᑦ,
ᓴᓇᓐᖑᐊᖅᑎᐅᔪᓄᑦ, ᐃᖃᓗᓕᕆᔪᓄᑦ. ᑕᒪᒃᑯᐊ
ᐆᒃᑐᕋᕐᕕᐅᕼᐃᒪᓐᖏᑦᑐᑦ ᑕᑯᔪᒪᔭᕘᒐᓗᐊᑦ ᓯᕗᓂᕐᒥ.
ᓇᓪᓕᐊᒥᐊᕐᒧᑦ ᒥᑭᓪᓕᑎᑦᑎᓂᕆᓗᓐᖏᑦᑐᒍᑦ. ᑖᒃᑯᐊ
ᐊᐱᖅᕼᐆᑎᒋᖅᑲᐅᔭᕼᐃ. ᒪ’ᓇ, ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅᑕ ᐃᓄᒃ.

ᐃᓄᒃ: ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᐊᒻᒪᓗ, ᐊᐱᕆᔪᒪᖕᒥᒐᒪ
ᑖᒃᑯᓇᓂ ᒪᒃᐱᖅᑐᕋᖓᓂ 4, 2015-18-ᒧᑦ
ᐊᑐᕈᒪᔭᔅᓯᓐᓂᒃ ᐅᓂᒃᑳᖅᓯᒪᔪᓂᒃ ᐅᖃᖅᓯᒪᔪᖃᕐᒪᑦ
ᐊᖏᖃᑎᒌᒍᑎᒥᒡᒎᖅ ᑐᑭᓯᐅᒪᖃᑎᒌᓕᕐᓂᕐᒥᒎᖅ
ᓴᖅᑭᑦᑎᓯᒪᒐᔅᓯ ᑖᒃᑯᓇᖓᑦ ᕿᑭᖅᑖᓗᖕᒥ
ᓇᖕᒥᓂᖃᕐᓂᕐᒧᑦ ᐱᓕᕆᕝᕕᖕᒥ ᕿᑎᕐᒥᐅᓂ ᓄᓇᓕᖕᓄᑦ
ᓯᕗᓂᒃᓴᖃᕐᓂᕐᒧᑦ
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Incorporation and the Atuqtuarvik
Corporation.” Mr. Chairman, I may have
said the names of these businesses
improperly because I couldn’t find the
Inuktitut copy, but it is written down
somewhere. Can you describe what these
MOUs are intended to accomplish?
Thank you, Mr. Chairman.

ᐱᓕᕆᕝᕕᖕᒥ ᐊᒻᒪᓗ ᐊᑐᖅᑐᐊᕐᕕᒃ. ᑖᒃᑯᐊ, ᐃᒃᓯᕙᐅᑖᖅ,
ᐊᑎᖏᑦ ᑕᐃᑦᑎᐊᓐᖏᑐᐃᓐᓇᕆᐊᖃᖅᑕᒃᑲ
ᐃᓄᒃᑎᑑᖓᔪᓂᒃ ᓇᓂᔪᓐᓇᕋᑖᖏᓐᓇᒃᑯ
ᑎᑎᕋᖅᓯᒪᖕᒥᔫᒐᓗᐊᖅ. ᐅᑯᐊ ᑐᑭᓯᐅᒪᖃᑎᒌᖕᓂᕐᒧᑦ
ᐊᑎᓕᐅᖅᓯᒪᔭᓯ ᐅᕝᕙᓘᓐᓃᑦ ᐊᑎᓕᐅᕐᓂᐊᖅᑕᓯ
ᖃᓄᐃᓕᐅᕋᓱᐊᖅᑐᑦ ᑭᓱᒥᑦᑐᖅ ᑐᑭᖃᕋᓱᐊᖅᑐᑦ
ᖃᓄᐃᑉᐹᓪᓕᕈᑕᐅᓇᓱᐊᖅᑐᑦ? ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Karetak-Lindell.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell (interpretation):
Thank you, Mr. Chairman. Thank you,
Mr. Enook, for that question. The people
we work together with or companies in
the communities in the three regions are
lending associations. If they’re going to
be borrowing less money, then we turn
them over to those other entities for us to
be able to work closely together and
share our knowledge.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ: ᒪ’ᓇᐅᔪᑎᑦ, ᐃᒃᓯᕙᐅᑖᖅ.
ᒪ’ᓇᐅᔪᑎᑦ, ᒥᔅᑕ ᐃᓄᒃ ᐊᐱᕆᒐᕕᑦ. ᑖᒃᑯᐊ
ᐱᓕᕆᖃᑎᒋᑦᑕᖅᑕᕗᑦ ᓄᓇᓕᖕᓂ ᐊᕕᒃᑐᖅᓯᒪᔪᓂ
ᐱᖓᓲᖕᒪᑕ. ᑖᒃᑯᐊ ᐊᕕᒃᑐᖅᓯᒪᔪᒥᐃᑦ ᑮᓇᐅᔭᓂᒃᑕᐅᖅ
ᑐᒃᓯᕋᕐᕕᐅᔪᓐᓇᖅᑐᓂᒃ ᐱᑕᖃᑉᒪᑦ. ᒥᑭᓐᓂᖅᓴᒥᒃ
ᑮᓇᐅᔭᒥᒃ ᐊᑐᖅᑐᐊᕐᓂᐊᖅᐸᑦ ᑕᐃᑯᓄᖓᖔᖅ
ᑐᓂᔪᒐᑦᑎᒍᑦ ᐅᕝᕙᓘᕝᕙ ᐊᖏᕈᑎᓕᐅᕆᓯᒪᔭᕗᑦ
ᐱᓕᕆᖃᑎᒌᑦᓯᐊᕈᓐᓇᖁᑉᓗᑕ ᐊᒻᒪ ᖃᐅᔨᒪᔭᑦᑎᓐᓂᒃ
ᑐᓂᓯᖃᑎᒌᒃᑑᓪᓗᐊᖁᑉᓗᑕ.

Sometimes an entity requests to borrow
money so that they won’t have to
individually ask the loan companies. For
example, we would write a business plan
with them and not to increase the monies
they will need to use when they start
planning for an application for funds. I
will use an example. Here in the
Qikiqtaaluk region, if they go to the
lending entity there, then we give them
all their documents.
We do have a memorandum of
understanding to work together. If the
funding that they are requesting is too
large and is higher than the Baffin
Business Development Centre’s limit, if
they lend money to their limits, then they
give it to us and then they start talking
with our staff on how we could provide
further assistance. Without having to
make new applications, those two had
agreed to work closely together, so they
would only need to make one report or

ᑕᐃᓐᓇ ᑐᒃᓯᕋᖅᑐᖅ ᐃᓛᒃᑯᑦ
ᐱᓕᕆᖃᑎᒋᒋᐊᖃᕐᓂᐊᖏᒻᒪᑕ ᑖᒃᑯᐊ ᑐᒃᓯᕋᕐᕕᒋᔭᖏᑦ.
ᐆᒃᑑᑎᒋᓗᒍ ᐱᖓᓲᓗᒃᑖᕐᓗᑕ ᐸᕐᓇᐅᑎᒥᒃ
ᑎᑎᕋᖅᓯᒪᔪᒥᒃ ᐱᖁᔨᓗᒃᑖᕈᑉᑕ ᐅᕝᕙᓘᕝᕙ
ᐊᒥᓱᓐᖑᖅᐹᓪᓕᖅᑎᓪᓗᒋᑦ ᑖᒃᓱᒪ ᑮᓇᐅᔭᓂᒃ
ᐊᑐᕐᓂᓗᒃᑑᑉ ᐊᒥᓱᓐᖑᖅᐹᓪᓕᖁᖏᖦᖢᒋᑦ ᑕᒪᒃᑯᐊ
ᐱᔭᕆᐊᖃᖅᑕᖏᑦ. ᐸᕐᓇᒃᓯᒃᐸᑦ ᑐᒃᓯᕋᐅᒻᒥᒃ ᑮᓇᐅᔭᓄᑦ
ᐊᑕᐅᓯᕐᒧᑦ, ᐆᒃᑑᑎᒋᓗᒍ ᑕᕝᕙᓂ ᕿᑭᖅᑖᓗᖕᒥ
ᑮᓇᐅᔭᓂᒃ ᐊᑐᖅᑐᐊᖅᑎᑦᑎᔨᐅᕙᒃᑐᖅ ᑕᐃᑯᓐᖓᖅᐸᑕ
ᑕᕝᕙ ᑎᑎᕋᖅᓯᒪᔭᓗᒃᑖᖏᑦ ᑕᐃᑯᖓᖅᖢᑎᒃ.

ᐊᖏᖃᑎᒌᒃᓯᒪᒐᑉᑕ ᐱᓕᕆᖃᑎᒌᑦᑑᓪᓗᐊᓂᕐᒥᒃ ᑕᐃᓐᓇ
ᐊᖏᓗᐊᖅᐸᑦ ᑮᓇᐅᔭᖅ ᐊᑐᕈᒪᔭᖓ ᑖᓐᓇ ᕿᑭᖅᑖᓗᖕᒥ
ᓇᖕᒥᓂᖃᖅᑐᓄᑦ ᐱᕙᓪᓕᐊᓂᕐᒧᑦ ᑯᐊᐳᕇᓴᒃᑯᑦ
ᑭᒡᓕᖓᓄᑦ ᑎᑭᓪᓗᓂ. ᐃᒻᒪᖃ ᑮᓇᐅᔭᓂᒃ ᐊᑐᖅᑎᑦᓯᒃᐸᑦ
ᐅᕙᒍᑦ ᐅᕙᑦᑎᓐᓄᑦ ᑐᓂᓕᕐᓗᒍ ᐊᒻᒪ ᐅᖃᖃᑎᒌᓕᕐᓗᑎᒃ
ᐱᓕᕆᔨᕗᑦ ᖃᓄᖅ ᐃᑲᔪᒃᑲᓐᓂᖅᑑᓪᓗᐊᕐᒪᖔᑦᑎᒍᑦ
ᓄᑖᒥᒃ ᑎᑎᕋᒃᑲᓐᓂᕆᐊᖃᓐᖏᓪᓗᓂ ᓄᑖᓂᒃ
ᐅᓂᒃᑳᑲᓐᓂᕆᐊᖃᓐᖏᖦᖢᓂ. ᑖᒃᑯᐊ ᐊᖏᖃᑎᒌᒃᓯᒪᖕᒪᑕ
ᐱᓕᕆᖃᑎᒌᑦᑎᐊᕈᒪᑉᓗᑎᒃ ᐃᑲᔪᕐᓂᓗᒃᑐᒍ ᑖᓐᓇ
ᐊᑕᐅᓰᕐᓗᓂ ᐅᓂᒃᑳᖅᑑᓪᓗᐊᕆᐊᕐᓂᐊᕐᒪᑦ
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application and whichever lending entity
might be more able to help the requisite.

ᐊᒻᒪ ᓇᓪᓕᐊᒃ ᐊᑐᖅᑐᐊᖅᑎᑦᓯᔨᐅᔪᖅ
ᐃᑲᔪᖅᓯᐊᖅᐹᓪᓕᕈᓐᓇᕐᒪᖔᑦ ᑖᒃᓱᒥᖓ ᑐᒃᓯᕋᖅᑐᒥᒃ.

The memoranda of understanding are
going well in the Kitikmeot and in the
Qikiqtaaluk region. The lending entity in
Kivalliq is starting to work well now and
in the future, we will be finding a
memorandum of understanding. If that
wasn’t quite clear, I can add to that.
Thank you, Mr. Chairman.

ᑖᒃᑯᐊ ᐊᖏᕈᖅᓯᐅᕈᑎᑦ ᒫᓐᓇ ᐊᐅᓪᓛᑦᓯᐊᖅᑐᑦ
ᕿᑎᕐᒥᐅᓂ ᐊᒻᒪ ᑕᒡᕙᓂ ᕿᑭᖅᑖᓗᖕᒥ ᐊᒻᒪ
ᐱᓕᕆᖃᑎᒋᓂᓗᖕᒥᔭᖅᐳᑦ ᑕᒡᕙᓂ ᑭᕙᓪᓕᕐᒥ
ᐊᐅᓪᓛᑦᓯᐊᓕᖅᐸᓪᓕᐊᒐᓗᐊᕐᒪᑦᑕᐅᖅ ᑕᐃᓐᓇ
ᐊᖏᕈᖅᓯᐅᕈᑎ ᐊᔪᓐᖏᓕᕈᑉᑕ ᑕᐃᒃᑯᐊ ᐊᖏᖃᑎᒌᒍᒻᒥᑦ
ᐊᑎᓕᐅᖃᑎᒋᔪᒫᕐᒥᔭᕗᑦ. ᑐᑭᓯᓇᑦᓯᐊᕐᓂᖏᑉᐸᑦ
ᐃᓚᒋᐊᕈᓐᓇᖅᐸᕋ ᐊᐱᕆᒃᑲᓐᓂᕈᕕᑦ. ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you. Mr. Enook.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ. ᒥᔅᑕ ᐃᓄᒃ.

Mr. Enook (interpretation): Thank you.
I’m sure you would give the MOUs
between the groups of Nunavut business
lenders to the Minister so that they can be
presented to the Legislative Assembly.
When are you planning to hand the
MOUs to the Minister for tabling in the
Legislative Assembly? Thank you, Mr.
Chairman.

ᐃᓄᒃ: ᖁᔭᓐᓇᒦᒃ. ᑖᒃᑯᐊ ᑐᑭᓯᐅᒪᖃᑎᒌᓕᕐᓃᑦ
ᑖᒃᑯᓄᖓ ᓄᓇᕗᑦᒥ ᓇᖕᒥᓂᓕᖕᓄᑦ ᐊᑐᖅᑐᐊᕐᕕᖓᑦᑕ
ᒥᓂᔅᑕᒧᑦ ᑖᔅᓱᒧᖓ ᑲᒪᔨᐅᔪᒧᑦ ᑐᓂᓂᐊᖅᑕᒃᓴᕆᒐᔅᓯᐅᒃ
ᓴᖅᑭᑕᐅᔪᓐᓇᖅᓯᓂᐊᕐᒪᑕ ᒪᓕᒐᓕᐅᕐᕕᐅᑉ ᐃᓗᐊᓂ.
ᖃᖓ ᑖᒃᑯᐊ ᒥᓂᔅᑕᒧᑦ ᑐᓂᓂᐊᖅᑰᖅᐱᓯᐅᒃ,
ᑐᑭᓯᐅᒪᖃᑎᒌᒍᑎᒧᑦ ᐊᖏᖃᑎᒌᒍᑎᑦ? ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Karetak-Lindell.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: I will defer that
question to Sherri.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᑖᓐᓇ ᓯᐊᕆᒧᖔᖅ
ᑭᐅᔭᐅᖁᓐᖑᓱᒃᑲᒃᑯ.

Chairman: Ms. Rowe.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman.
Yes, we can get those to the Minister and
have them available for tabling. Thank
you, Mr. Chairman.

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᒥᓂᔅᑕᒨᕈᓐᓇᖅᑕᕗᑦ ᑖᒃᑯᐊ ᐊᒻᒪᓗ ᐊᑐᐃᓐᓇᐅᓕᕐᓗᑎᒃ
ᒪᓕᒐᓕᐅᕐᕕᒻᒧᑦ ᓴᖅᑭᖅᑕᐅᓛᕐᓗᑎ. ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you. Mr. Enook.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ. ᒥᔅᑕ ᐃᓄᒃ.

Mr. Enook (interpretation): Thank you.
Page 4 of the Nunavut Business Credit
Corporation’s business plan indicates that
it is “working to formalize a relationship
with the Kivalliq Business Development
Centre.” Can you describe in detail the
status of this initiative and where are you
in your efforts to start a working

ᐃᓄᒃ: ᖁᔭᓐᓇᒦᒃ. ᐊᒻᒪᑦᑕᐅᖅ ᓱᓕ ᑕᕝᕙᓂ
ᐱᓕᕆᐊᕆᔪᒪᔭᔅᓯ ᐅᓂᒃᑳᓕᐊᖏᓐᓂ ᒪᒃᐱᖅᑐᒐᖓᓂᑦ 4
ᐅᖃᖅᓯᒪᒐᔅᓯᑦᑕᐅᖅ, ᐱᓕᕆᖃᑎᖃᕋᔅᓯᒎᖅ ᒫᓐᓇ
ᐱᔭᕇᖅᐸᓪᓕᐊᓇᓱᐊᖅᖢᓯᓗ, ᓇᓗᓇᐃᖅᓯᒪᑦᑎᐊᖅᑐᒥᑦ
ᐱᓕᕆᖃᑎᒌᖕᓂᖃᕐᓂᕐᒥᑦ ᑭᕙᓪᓕᕐᒥ
ᐱᕈᖅᐸᓪᓕᐊᓇᓱᐊᕐᓂᕐᒧᑦ ᐱᓕᕆᕕᐅᔪᒥ.
ᓇᓗᓇᐃᖅᓯᕕᐅᓚᐅᖅᑕ ᖃᓄᐃᓕᓇᓱᒃᐱᓯ, ᖃᓄᕐᖑᓇ
ᑐᑭᓕᒃ ᐊᒻᒪᓗ
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relationship with KBDC? Thank you, Mr.
Chairman.

ᑖᓐᓇ ᐱᓕᕆᖃᑎᒌᖕᓂᕆᓇᓱᒃᑕᓯ ᓇᓃᓕᖅᐸ?
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Karetak-Lindell, I know
you briefly described it, but if you could
just go into a little bit further detail.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ
ᐅᖃᐅᓯᕆᒐᓛᖅᑲᐅᒻᒥᔭᕋᓗᐊᑦ
ᓇᓗᓇᐃᖅᑐᕆᐊᒃᑲᓐᓂᕈᓐᓇᖅᑭᐅᒃ?

Ms. Karetak-Lindell (interpretation):
Thank you, Mr. Chairman. You’re
probably looking at the document. We’re
working together now with the
(interpretation ends) Kivalliq Business
Development Centre. (interpretation)
They hired a new person this past
summer and they just started this
summer. They are setting things up and
up to now, we haven’t signed a formal
agreement with them. Once that office
gets going well, they are running and
doing what they’re supposed to be doing,
and when they understand what they are
supposed to be doing, once we feel that
they are ready, we will have them sign
the relationship agreement, but we’re not
there yet. Thank you, Mr. Chairman.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ: ᒪ’ᓇᐅᔪᑎᑦ, ᐃᒃᓯᕙᐅᑖᖅ. ᑖᓐᓇ
ᑕᐅᑦᑐᖅᑰᕋᖕᓃᑦ ᑎᑎᕋᖅᓯᒪᔪᖅ ᒫᓐᓇ
ᐱᓕᕆᖃᑎᖃᖅᑐᒍᑦ (ᑐᓵᔨᑎᒍᑦ) ᑭᕙᓪᓕᕐᒥ
ᓇᖕᒥᓂᖃᖅᑐᓄᑦ ᐱᕙᓪᓕᐊᓂᕐᒧᑦ ᐱᓕᕆᕝᕕᖕᒥ.
(ᑐᓵᔨᑎᒎᕈᓐᓃᖅᑐᖅ) ᒫᓐᓇ ᐱᓕᕆᔨᑖᓵᖅᓯᒪᓕᕐᒥ’ᒪᑕ
ᓄᑖᓂᒃ, ᑕᒡᕙᓂ ᐊᐅᔭᐅᔪᒥᒃ ᐱᓕᕆᒋᐊᓵᓚᐅᖅᑐᓂᒃ.
ᐊᖅᑭᒃᓱᐃᕙᓪᓕᐊᓪᓗᑎᒃ ᐃᓂᓪᓚᒃᓴᐃᕋᐅᔭᕐᒪᑕ. ᒫᓐᓇ
ᓱᓕ ᐊᑎᓕᐅᖃᑎᒋᓯᒪᓐᖏᑕᕗᑦ, ᑭᓯᐊᓂ ᑖᓐᓇ
ᖃᐅᔨᓴᐃᓐᓇᕐᓂᐊᖅᑕᕗᑦ ᐊᐅᓪᓛᑦᓯᐊᓕᖅᐸᑕ ᑖᒃᑯᐊ
ᐃᖕᒥᓂ ᐊᔪᓐᖏᑦᓯᐊᓕᖅᐸᑕ ᐱᓕᕆᐊᕐᒥᓂᒃ,
ᑐᑭᓯᐅᒪᑦᓯᐊᓕᖅᐸᑕᓗ ᓱᓇᓂᑦ ᐱᓕᕆᐊᖃᕆᐊᖃᕐᒪᖔᑕ.
ᑕᐃᒪ ᓈᒻᒪᒃᓯᓱᒋᒍᑦᑎᒍᑦ ᐊᑎᓕᐅᖅᑎᒋᐊᕈᒫᕐᒥᔭᕗᑦ.
ᑕᐃᑲᓃᓐᖏᑦᑐᒍᑦ ᓱᓕ ᑭᓯᐊᓂ ᒫᓐᓇ. ᒪ’ᓇᐅᔪᑎᑦ,
ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you. Mr. Enook.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ. ᒥᔅᑕ ᐃᓄᒃ.

Mr. Enook (interpretation): Thank you.
The Nunavut Business Credit
Corporation’s most recent annual report
on procurement and contracting indicates
that it spent $580,000 between 2012 and
2014 on “professional services” provided
by a company named Sila Management.
What specific services were provided for
$580,000? Thank you, Mr. Chairman.

ᐃᓄᒃ: ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᑖᒃᑯᐊᑦᑕᐅᖅ ᓄᓇᕗᑦᒥ
ᓇᖕᒥᓂᓕᖕᓄᑦ ᐊᑐᖅᑐᐊᕐᕖᑦ ᐊᕐᕌᒍᓕᒫᖅᓯᐅᑎᖏᓐᓂᑦ
ᐅᓂᒃᑳᖓ ᓇᓗᓇᐃᖅᓯᓯᒪᖕᒪᑦ ᑭᓱᓕᕆᓂᕆᓚᐅᖅᑕᔅᓯᓐᓂ
ᐊᒻᒪᓗ ᑳᓐᑐᕌᒃᑎᒍᑦ ᐱᓕᕆᐊᕆᓚᐅᖅᑕᓯ. ᐅᓇ
ᑎᑎᕋᖅᓯᒪᔪᖅ ᑐᑭᓯᔪᒪᓐᖑᐊᐱᓕᕐᒥᒐᒃᑯ. ᐊᕐᕌᒍᐊᓂᒎᖅ
2012-14-ᒧᑦ ᑎᑭᖦᖢᒍ, ᑮᓇᐅᔭᓂᑦ ᐊᑐᓚᐅᕋᔅᓯ
$580,000 ᐱᓕᕆᔨᓄᑦ ᐱᕚᓪᓕᕈᑎᓄᑦ
ᖃᓪᓗᓈᑎᑑᖓᔪᖅ. ᑖᒃᑯᓄᖓ ᑲᒪᔨᓄᑦ ᓯᓚ ᐱᓕᕆᔨᓄᑦ.
ᑭᓱᓕᕆᓚᐅᖅᑐᓄᑯᐊ ᑖᔅᓱᒧᖓ $580,000-ᒧᑦ?
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Karetak-Lindell.
ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: I shall defer that
question to Sherri to get into the detailed
explanation. Thank you, Mr. Chairman.
Chairman: Ms. Rowe.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᑖᓐᓇ ᓯᐊᕆᒧᖔᖅ
ᑐᓂᒃᑲᓐᓂᕈᒪᒐᒃᑯ ᓇᓗᓇᐃᖅᑎᒍᓐᓇᑦᑎᐊᕐᖓᒍ.
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐅᕉ.
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Ms. Rowe: Thank you, Mr. Chairman.
Can I just ask a question? Is that coming
from our contracting report and, if it is,
can you tell me what year?

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐊᐱᕆᖅᑳᑲᐃᓐᓇᕐᓚᖓ. ᑳᓐᑐᕌᒃᑖᖅᑎᑦᑎᖃᑦᑕᓂᑦᑎᓐᓂ
ᐅᓂᒃᑳᑎᓐᓂᓐᖔᖅᑲ, ᓇᓕᐊᓐᓂᓗ ᐊᕐᕌᒍᒧᑦ?

Chairman: It’s from the 2012-14
procurement activity report, page 2 of 8.
Ms. Rowe.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): 2012-14-ᒧᑦ
ᑲᓐᑐᕌᒃᑖᖅᑎᑕᐅᖃᑦᑕᖅᑐᒥᓃᑦ ᐅᓂᒃᑳᕆᔭᐅᑎᓪᓗᒋᑦ
ᒪᑉᐱᒐᖓ 2. ᒥᔅ ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman.
Listed in that report are the contract
values that were awarded in those years.
That doesn’t necessarily mean that’s how
much we spent. I can tell you that that is
not the total contract dollars that we
spent. It was how much the contract was
awarded for.

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᑕᕝᕙᓂ
ᑎᑎᖅᑐᖅᓯᒪᔪᑦ ᑕᕝᕙ ᑖᒃᑯᐊ ᑳᓐᑐᕌᒃᑖᖅᑎᑕᒥᓃᑦ
ᑕᐃᑲᓂ ᐊᕐᕌᒍᓂ. ᑕᐃᒫᒃ ᑳᓐᑐᕌᖃᕋᓗᐊᖅᑎᓪᓗᒋᑦ
ᓇᓗᓇᐃᖅᓯᒪᓪᓗᒋᑦ ᑕᐃᒪᓐᓇᓂᒃ ᑮᓇᐅᔭᐃᕐᓂᕐᒪᖔᑦᑕ
ᑐᑭᖃᖅᑎᒐᔅᓴᐅᖏᑦᑐᑦ. ᑳᓐᑐᕌᒃᑖᖅᑎᓪᓗᒋᑦ ᑕᐃᒪᓐᓇᓂ
ᑕᕝᕙᓂ ᑮᓇᐅᔭᐃᑦ ᑕᐃᒍᖅᑕᐅᓯᒪᓂᖏᑦ.

If you look in our annual report and you
look under professional fees, you will see
that we don’t spend anywhere near that
amount in a year, but we did have
contracts awarded for those amounts at
the start of a given year. That was in a
time when we thought that we might be
looking into the review of the Act, but
that never happened. The contract was
originally awarded.

ᐊᕐᕌᒍᑕᒫᖅᓯᐅᑦ ᐅᓂᒃᑳᕐᒥ ᑕᑯᒋᐊᕈᔅᓯ ᖃᐅᔨᒪᔨᑕᐃᑦ
ᑕᒪᒃᑯᐊ ᐊᑭᓕᖅᓱᖅᑕᒥᓂᖅᐳᑦ ᖃᐅᔨᒪᔨᑕᕐᓄᑦ
ᑕᐃᒪᓐᓈᓗᓐᓂᑦ ᐊᑭᓖᓐᓂᖏᑦᑎᐊᕋᑦᑕ ᐊᕐᕌᒍᒥ.
ᑳᓐᑐᕌᒃᓂᑦ ᑐᓂᓯᖃᑦᑕᕋᓗᐊᖅᑐᑕ ᐊᕐᕌᒍ
ᐱᒋᐊᓐᖓᕐᓂᖓᓂᑦ, ᑕᐃᔅᓱᒪᓂᐅᔪᒻᒪᓪᓕ
ᕿᒥᕐᕈᐊᕆᐊᖃᕐᓂᐊᖅᑐᒋᔪᒐᑦ ᐱᖁᔭᕐᒥᑦ. ᑭᓯᐊᓂ
ᕿᒥᕐᕈᐊᓐᖐᓐᓇᓚᐅᖅᓯᒪᒐᑦᑕ ᑳᓐᑐᕌᒃ
ᑐᓂᔭᐅᓯᒪᒐᓗᐊᖅᑐᓂ.

I hope that answers your question. Thank
you, Mr. Chairman.

ᑭᐅᕕᒋᖃᐃ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: It does somewhat, I believe.
Mr. Enook also asked what types of
professional services were provided with
those dollars. Ms. Rowe.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᐄᕈᔪᒃ. ᐊᐱᕆᕋᑖᕐᒥᒻᒪᑦᑕᐅᖅ
ᖃᓄᐃᑦᑐᓂᑦ ᖃᐅᔨᒪᔨᑕᕐᓄᑦ ᐱᔨᑦᑎᕋᐅᑎᓂᑦ
ᐃᑲᔪᖅᑕᐅᓂᖅᑭᓯ. ᒥᔅ ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman.
Those would be for accounting services.
Thank you, Mr. Chairman.
Chairman: Mr. Enook.
Mr. Enook (interpretation): Thank you.
(interpretation ends) So Sila Management
is an accounting firm, (interpretation) Mr.

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᑮᓇᐅᔭᓕᕆᔨᓄᑦ, ᑮᓇᐅᔭᓕᕆᔭᐅᓂᕐᒧᑦ. ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅᑕ ᐃᓄᒃ.
ᐃᓄᒃ: ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. (ᑐᓵᔨᑎᒍᑦ) ᓯᓚ
ᑲᒪᔨᒃᑯᑦ ᐅᑯᐊ ᑮᓇᐅᔭᓕᕆᔩᑦ, (ᑐᓵᔨᑎᒎᕈᓐᓃᖅᑐᖅ)
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Chairman.

ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Rowe.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐅᕉ.

Ms. Rowe: Yes, Sila Management… .
Well, it’s a management company, but
we were using them for accounting
services. Thank you, Mr. Chairman.

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᐄ, ᓯᓚ ᑲᒪᔨᒃᑯᑦ ᐊᐅᓚᑦᑎᔨᐅᓪᓗᑎᒃ
ᐊᓪᓚᕕᑦᑎᒍᑦ ᐊᒻᒪ ᑮᓇᐅᔭᓕᕆᔨᐅᓯᓐᓈᖅᑐᑎᒃ.
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you, Ms. Rowe. Mr.
Enook.
Mr. Enook (interpretation): Thank you. I
don’t want to get into too many of the
details, but I believe that if the wording
could be changed, it would be easier to
understand. The way it is worded, it
looks like that much money was spent.
It’s just something you can think about. I
don’t know how you can word it more
clearly to have a better explanation next
time. Thank you for explaining that.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᐅᕉ. ᒥᔅᑕ
ᐃᓄᒃ.
ᐃᓄᒃ: ᖁᔭᓐᓇᒦᒃ. ᐱᓕᕆᐊᖃᓗᐊᕈᒪᓐᖏᒃᑲᓗᐊᖅᑐᖓ
ᑭᓯᐊᓂ ᐅᓇᖃᐃ ᑎᑎᕋᖅᓯᒪᓂᖓ
ᐋᖅᑭᒋᐊᖅᓯᒪᓂᖅᓴᐅᓐᓂᖅᐸᑦ
ᐱᐅᓂᖅᓴᐅᒐᔭᖅᑐᕕᓂᕐᖓᐃᑦ ᑐᑭᓯᓇᕐᓂᖅᓴᐅᓗᓂᓗ.
ᑎᑎᕋᖅᓯᒪᓂᖓ ᑕᑯᑐᐃᓐᓇᖅᖢᒍ ᑕᐃᒪᓐᓇᕐᔪᐊᕌᓗᒃ
ᑮᓇᐅᔭᓂᑦ ᐊᑐᖅᑐᕕᓂᐅᖂᔨᓯᒪᖕᒪᑦ.
ᐃᓱᒪᒃᓴᖅᓯᐅᕈᑎᒃᓴᑐᐃᓐᓇᖅ. ᖃᓄᑭᐊᖅ
ᑎᑎᕋᑦᑎᐊᖅᓯᒪᓂᖅᓴᐅᒐᔭᖅᐸᑦ,
ᓇᓗᓇᐃᑦᑎᐊᖅᓯᒪᓂᖅᓴᐅᒐᔭᖅᐸᓘᓐᓃᑦ ᑭᖑᓂᖓᒍᑦ
ᐱᐅᓂᖅᓴᐅᒐᔭᖅᑰᖅᑐᖅ. ᖁᔭᓐᓇᒦᒡᓗ ᑖᓐᓇ
ᓇᓗᓇᐃᖅᑕᐅᖕᒪᑦ.

Let me move on to something else, Mr.
Chairman. The Nunavut Development
Corporation’s annual reports clearly
identify the companies that receive
financial assistance from the corporation,
as do the annual reports of the Northwest
Territories Business Development and
Investment Corporation, which provides
both contributions and loans to
businesses. Why do the Nunavut
Business Credit Corporation’s annual
reports not identify the companies that
receive loans from the corporation?
Thank you, Mr. Chairman.

ᐊᓯᐊᓄᐊᑲᐃᓐᓇᕈᒪᓪᓗᖓ ᐃᒃᓯᕙᐅᑖᖅ, ᑖᒃᑯᐊ
ᐊᕐᕌᒍᓕᒫᖅᓯᐅᑎᔅᓯᓐᓂ ᓇᓗᓇᐃᖅᓯᓯᒪᒐᔅᓯ ᐃᓚᖏᓐᓂᒃ
ᑳᒻᐸᓂᐅᔪᓂᑦ ᓇᖕᒥᓂᕆᔭᐅᔪᓂᑦ ᐃᑲᔪᖅᓯᒪᔭᔅᓯᓐᓂᒃ,
ᐊᒻᒪᓗᑦᑕᐅᖅ ᓄᓇᑦᑎᐊᕐᒥ ᐱᕈᖅᐸᓪᓕᐊᓇᓱᐊᕐᓂᕐᒧᑦ
ᐱᕙᓪᓕᐊᔪᓕᕆᓂᕐᒧᑦ ᑎᒥᖁᑎᒋᔭᖓ
ᓇᓗᓇᐃᖅᓯᓯᒪᑦᑎᐊᒻᒪᕆᖃᑦᑕᕐᒪᑦ ᑭᒃᑰᖕᒪᖔᑕ
ᑮᓇᐅᔭᖅᑖᖅᑎᑕᐅᓚᐅᖅᑐᑦ ᐊᑐᖅᑐᐊᕐᓂᒃᑯᑦ,
ᐅᕝᕙᓘᓐᓃᑦ ᑐᓂᔭᐅᑐᐃᓐᓇᕐᓂᒃᑯᑦ. ᖃᓄᐃᒻᒪᑦ ᓄᓇᕗᑦᒥ
ᓇᖕᒥᓂᓕᖕᓄᑦ ᐊᑐᖅᑐᐊᕐᕕᒃ, ᖃᓄᐃᒻᒪᑦ
ᐅᓂᒃᑳᖃᑦᑕᓐᖏᓚᓯ ᑭᒃᑰᖕᒪᖔᑕ ᑎᒦᑦ ᐱᓕᕆᕕᓪᓘᓐᓃᑦ
ᐃᓕᔅᓯᓐᓂᑦ ᑮᓇᐅᔭᖅᑖᖅᑐᕕᓃᑦ? ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Karetak-Lindell.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell (interpretation):
Thank you, Mr. Chairman. Thank you for
that question. We don’t give out money
that never has to be given back. We are a
lending group. We only give out loans.
We don’t give out contributions. We

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ: ᒪ’ᓇᐅᔪᑎᑦ, ᐃᒃᓯᕙᐅᑖᖅ.
ᒪ’ᓇᐅᔪᑎᓪᓗ ᑖᔅᓱᒥᖓ ᐊᐱᕆᒐᕕᑦ. ᑐᓂᓯᓂᔪᐃᑦᑑᔪᒍᑦ
ᑮᓇᐅᔭᓂᑦ ᐅᑎᖅᓯᑦᑕᕆᐊᖃᓐᖏᑦᑐᓂᑦ.
ᐊᑐᖅᑐᐊᖅᑎᑦᓯᔨᐅᔪᒍᑦ ᑮᓇᐅᔭᒃᑯᕕᒃᑎᑐᑦ ᐊᐅᓪᓛᖅᑐᒍᑦ
ᒪᑯᐊ ᐅᑎᖅᓯᑦᑕᕆᐊᖃᓐᖏᑦᑐᑦ ᐅᕝᕙᓘᓐᓃᑦ
ᑐᓂᔭᐅᒥᐊᖅᑐᑦ ᐅᕙᒍᑦ ᐱᖃᑦᑕᓐᖏᑕᕗᑦ.
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don’t give out grants. They’re usually
called grants and contributions in
English. That is not our responsibility.
We are a loan institution where, if we
give you money, you have to give the
money back.
Loan institutions generally hold private
documents. We do the same thing. We
sign an agreement with the groups who
borrow money from us about the money
that they are borrowing. We loan to
people who can’t get loans from banks
and they are required to pay them back to
us. However, I have heard that in the
NWT, they publicize the names of
recipients. I don’t know why we don’t do
that, but this is the way we run things
here. Thank you, Mr. Chairman.

ᐃᑲᔫᑏᑦ ᐊᐃᑦᑑᑏᓪᓗ ᐱᓕᕆᐊᕆᓐᖏᑕᕗᑦ.
ᐊᑐᖅᑐᐊᕐᕕᐅᓪᓚᕆᒃᖢᑕ ᑮᓇᐅᔭᒃᑯᕕᒃᑎᑐᑦ
ᐅᑎᖅᑎᑦᓯᔭᕆᐊᓕᓐᓂᑦ ᐱᓕᕆᐊᖃᖅᑐᒍᑦ.

ᑕᒪᒃᑯᐊ ᑮᓇᐅᔭᒥᒃ ᐊᑐᖅᑎᑦᓯᔨᐅᔪᑦ ᑮᓇᐅᔭᒃᑯᕕᐅᔪᑦ
ᑎᒍᒥᐊᔪᖕᒪᑕ ᖃᐅᔨᔭᐅᖁᓐᖏᑕᒥᓐᓂᒃ
ᑕᐃᒫᑦᓴᐃᓇᑦᑕᐅᖅ ᐱᓕᕆᐊᖃᖅᑐᒍᑦ ᑖᒃᑯᐊ ᑮᓇᐅᔭᓂᒃ
ᐊᑐᖅᑐᐊᓂᐊᖅᑐᑦ ᐅᕙᑉᑎᓐᓂᑦ ᐊᖏᖃᑎᒌᑦᓯᒪᑦᑕᖅᑕᕗᑦ
ᐊᑐᖅᑕᖏᑦ ᐱᓕᕆᐊᕆᔭᕗᑦ ᑭᑐᒥᐊᓄᑦ ᑐᓂᔭᐅᓂᖅ
ᐊᔪᖅᑐᑦ. ᑕᐃᓐᓇ ᐊᐅᓪᓛᖅᓯᒪᒐᑦᑕ ᑮᓇᐅᔭᑦ ᑖᒃᑯᐊ
ᐅᑎᖅᑎᔭᕆᐊᓕᓗᒃᑖᖑᑦᑕᕐᒪᑕ. ᑐᓴᐅᒪᔪᖓᐅᒐᓗᐊᖅ
ᓄᓇᑦᓯᐊᕐᒥ ᐊᑎᕐᓂᒡᓕ ᑐᓂᓯᔪᖕᒪᑕ. ᓱᓇᐅᖕᒪᖔᓪᓕ
ᑕᐃᓐᓇ ᐅᖃᐅᓯᕆᓂᖅ ᐊᔪᖅᑕᕋ ᐱᓕᕆᐊᕆᖏᓐᓇᑉᑯ
ᑭᓯᐊᓂ ᑕᒡᕙᓂ ᐱᓕᕆᐊᕆᔭᑉᑎᓐᓂ ᑕᐃᒪᐃᑦᑐᒍᑦ. ᒪ’ᓇ,
ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Mr. Enook.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅᑕ ᐃᓄᒃ.

Mr. Enook (interpretation): Thank you,
Mr. Chairman. In your annual report on
pages 14 and 15, there’s a picture there
saying that these are the groups that you
have helped. The pictures that are on
page 21, I’m sure they agreed to have
their pictures published in this report. If
we can show their faces, why can’t we
show how much they received? Thank
you, Mr. Chairman.

ᐃᓄᒃ: ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᑕᕝᕙᓂ
ᐊᕐᕌᒍᓕᒫᖅᓯᐅᑎᔅᓯᓐᓂ 14-15 ᐊᔾᔨᓐᖑᐊᖅᑕᖃᐅᕐᒪᑦ
ᐅᑯᐊᒎᖅ ᑕᕝᕙ ᐃᑲᔪᖅᓯᒪᔭᓯ. ᒪᒃᐱᖅᑐᕋᖓᓂ 21.
ᑖᒃᑯᐊ ᐊᔾᔨᓐᖑᐊᑦ ᐃᓗᐊᓃᑦᑐᑦ ᐊᖏᖅᓯᒪᔪᒃᓴᐅᖕᒪᑕ.
ᑕᕝᕙ ᐊᔾᔨᓐᖑᐊᖏᑦ ᑕᑯᒃᓴᐅᔪᓐᓇᖁᓪᓗᖏᑦ ᑕᕝᕙᓃᑉᐳᑦ
ᓱᖁᑎᒃᓴᖏᓐᓂᖏᓐᓂᒃ. ᖃᓄᐃᒻᒪᑦ ᑕᑯᒃᓴᐅᔪᓐᓇᖅᐸᑕ
ᖃᔅᓯᓐᓂᒃ ᐃᑲᔫᑎᑖᓚᐅᕐᒪᖔᑕ ᖃᓄᐃᒻᒪᑦ
ᑕᑯᒃᓴᕈᕆᐊᖃᓐᖏᓚᖅ ᑕᑯᒃᓴᐅᑦᑎᐊᓕᖅᑎᓪᓗᒋᑦ?
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you, Mr. Enook. Ms.
Karetak-Lindell.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅᑕ ᐃᓄᒃ. ᒥᔅ
ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell (interpretation):
The pictures are publicized, but it’s not
indicated which received how much in
loans. There are different kinds of loans
and the amount of the loans is different
from each other. The reasons why they
borrowed the money are not documented
as well, even though the pictures are
there.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ: ᑖᒃᑯᐊ ᐊᔾᔨᖏᑦ ᑕᑯᒃᓴᐅᔫᒐᓗᐃᑦ
ᑭᓯᐊᓂ ᖃᑉᓯᓪᓚᕆᖕᓂᒃ ᐊᑐᖅᓯᒪᖕᒪᖔᑕ
ᓇᓕᐊᖑᖕᒪᖔᑕ ᑕᐃᑯᓇᓂ ᑐᓂᓯᒪᔭᑉᑎᓐᓂ ᐊᑎᖏᑦ
ᐃᓕᓯᒪᓐᖏᑦᑐᑦ. ᐊᔾᔨᒌᓐᖏᑦᑐᓂᒃ ᐊᑐᖃᑦᑕᕐᒪᑕ
ᐊᖏᓂᖏᓪᓗ ᐊᔾᔨᒌᓐᖏᑉᖢᑎᒃ ᐊᒻᒪ ᓱᓇᓪᓚᕆᖕᓄᑦ
ᐊᑐᖅᓯᒪᖕᒪᖔᑕ ᑖᒃᑯᐊ ᐃᓕᓯᒪᓐᖏᑦᑐᑦ ᐊᔾᔨᖏᑦ
ᑕᑯᒃᓴᐅᒐᓗᐊᖅᑎᓪᓗᒋᑦ.
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To use an example, sometimes we lend
money to a bunch of groups in one
community and sometimes they try to go
after the same project. When other groups
work with them, they don’t know how
much that group or that company owes. If
they need to sell any of their assets, the
valuation of those assets, like who would
know the valuation of those assets if
someone is interested in buying the
assets, that business has this debt, so
there would be confusion as to the
valuation price.
We have to bring out a loan program and
explain as to why we’re handing out the
loans and also what kind of loan
agreements we have put together in the
office. (interpretation ends) In the
Nunavut Business Credit Corporation
leasing report, (interpretation) it is
documented properly. It is available to be
seen. However, we have to keep some of
it confidential.

ᐆᒃᑑᑎᒋᓗᒍ, ᐃᓚᖏᑦ ᓄᓇᓕᐅᑉ ᐊᑕᐅᓯᕐᒥ ᐊᒥᓲᑦᑕᕐᒪᑕ
ᐊᑐᖅᑎᑕᕗᑦ ᓄᓇᓕᖕᒥ ᐊᑕᐅᓯᕐᒥ. ᐃᒻᒪᖃ ᐊᑕᐅᓯᕐᒧᑦ
ᐆᒃᑑᖅᑐᑦ ᐱᓕᕆᐊᒃᓴᕐᒧᑦ ᑐᓂᔭᐅᓂᐊᖅᑐᒥᒃ ᐊᒻᒪ ᖃᓄᖅ
ᐊᑮᑦᑐᖃᑎᒌᖕᒪᖔᑕ ᖃᐅᔨᒪᐅᕼᐅᐊᖏᖦᖢᑎᒃ
ᐱᓕᕆᖃᑎᒋᔭᖏᓐᓄᑦ ᐅᕝᕙᓘᕝᕙ
ᓂᐅᕐᕈᑎᖃᕆᐊᖃᖅᐸᑕ ᐱᖁᑎᖏᓐᓂᒃ
ᖃᑉᓯᑐᕆᐊᖃᕋᔭᕐᒪᖔᑕ. ᐃᒻᒪᖃ ᑭᓇᑭᐊᖅ
ᖃᐅᔨᓕᕋᔭᕐᒪᑦ ᓂᐅᕕᕐᓂᓗᒃᑐᖅ, ᐅᑯᓄᖓ
ᐊᑮᑦᑐᖃᖅᐸᖕᒥᓂᖓ ᑕᐃᓐᓇ ᓂᐅᕐᕈᑎᒋᐅᖅᑕᖓ
ᐅᕙᖓᐃᓐᓇ’ᓈᖅ ᓂᐅᕕᕐᓂᓗᖕᓂᐊᓕᖅᐸᕋ.

ᐃᓚᖏᓐᓂ ᑎᑎᕋᖅᓯᒪᔭᑦᑎᓐᓂ ᑎᑎᕋᖅᓯᒪᑦᑕᕋᒃᑭᑦ
ᐊᑐᖅᑐᐊᒐᑉᑎᓐᓂ ᓴᖅᑭᑦᓯᔭᕆᐊᖃᔪᒐᑉᑕ ᑭᑐᓂᒃ
ᐊᑐᖅᑐᐊᕐᒪᖔᑕ ᓇᒥᐊᒥᒃ (ᑐᓵᔨᑎᒍᑦ) ᓄᓇᕗᑦ
ᓇᖕᒥᓂᖃᖅᑐᑦ ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴᓐ
(ᑐᓵᔨᑎᒎᕈᓐᓃᖅᑐᖅ) ᐊᑐᖅᑐᐊᖅᑎᓯᓂᕐᒧᑦ ᐅᓂᒃᑳᖅ
ᖃᑉᓯᓂᒃ ᓱᓇᓂᒃ ᐊᖏᖃᑎᒌᑦᓯᒪᖕᒪᖔᑕ ᐊᑐᖅᑐᐊᕐᓂᕐᒧᑦ
ᑎᑎᕋᕐᕕᑦᑎᓐᓂ, ᑎᑎᕋᕐᕕᐅᑉ ᐃᓗᐊᓂ ᐊᑐᕼᐅᖅᑐᓂᒃ
ᑭᓯᐊᓂ ᑕᐃᑲᓂ ᑎᑎᕋᖅᓯᒪᓪᓚᕆᖅᑰᕐᒪᑦ. ᑖᓐᓇ
ᑕᑯᔭᐅᔫᓪᓗᐊᕋᓗᐊᖅᖢᓂ ᑭᓯᐊᓂ ᐃᓚᖏᓐᓂ
ᓴᖅᑭᑎᑦᑎᑦᑕᐃᓕᒋᐊᖃᔪᒐᑉᑕ.

People who are trying to go after the
same project that are competing on a
project, when one group knows more
information than the other about the
financial dealings of the other company,
it is inappropriate. We make sure that
doesn’t happen. If they’re going to be
trying for a government contract and if
the government knows how much they
owe, that is usually considered when
there is more than one company going
after a contract.

ᑕᐃᒃᑯᐊ ᐱᓕᕆᐊᒥᒃ ᐆᒃᑐᖃᑎᒌᒃᑐᑦ ᐅᕝᕙᓘᓐᓃᑦ
ᐊᑭᕋᕇᓐᖑᐊᕐᓂᐊᖅᑐᑦ ᓱᓇᒥᒃᑭᐊᖅ ᐱᓕᕆᐊᕐᒥᒃ
ᐱᓂᐊᖅᑕᒥᖕᓂᒃ. ᐊᑕᐅᓯᖅ ᖃᐅᔨᒪᓂᖅᓴᐅᓕᖅᐸᑦ
ᐊᓯᖓᑕ ᑮᓇᐅᔭᓗᕿᖏᓐᓂᒃ ᑎᑎᕋᖅᑎᖓ
ᖃᐅᔨᒪᓕᖅᑎᑕᐅᑦᑕᐃᓕᖁᑉᓗᒍ ᑎᓕᔭᐅᓯᒪᑦᑕᕋᑦᑕ.
ᑕᐃᓇᑐᑦᑕᐃᓇᖅᑲᐃ ᑕᐅᑐᒃᑕᕗᑦ ᐆᒃᑐᕐᓂᐊᖅᐸᑕ
ᒐᕙᒪᖕᓂ ᐱᓕᕆᐊᒃᓴᕐᒥᒃ ᐊᑮᑦᑐᖃᕐᓂᖏᑦ
ᖃᐅᔨᒪᔭᐅᒃᐸᑕ ᑖᓐᓇ ᐊᑐᖅᑕᐅᔫᓪᓗᐊᕐᒪᑦ. ᑕᐃᒃᑯᓄᖓ
ᒪᕐᕉᖕᓄᑦ ᐅᕝᕙᓘᓐᓃᑦ ᐊᒥᓲᓂᖅᓴᓄᑦ ᐆᒃᑐᖅᑐᓄᑦ
ᑕᐃᔅᓱᒧᖓ ᐱᓕᕆᐊᕐᒥᒃ ᐱᓂᓗᒃᑖᓄᑦ.

Sherri can expand on how we were
thinking when we created this. Thank
you, Mr. Chairman.

ᓯᐊᕆᐅᑉ ᑕᒪᓐᓇ ᐃᓚᒋᐊᕐᓂᐊᕐᒪᒍ ᖃᓄᖅ ᐃᓱᒪᓪᓗᑕ
ᑕᐃᒪᐃᑎᒻᒪᖔᑦᑎᒍᑦ. ᒪ’ᓇ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you. Ms. Rowe.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ. ᒥᔅ ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman.
It’s all about protecting the privacy of our

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᐃᒪᓐᓇ
ᓴᐳᒻᒥᒃᓯᓂᐅᖕᒪᑦ ᑲᓐᖑᓇᕆᐊᖃᕐᓂᖏᓐᓂᑦ
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clients. Now, we disclose the
communities that companies are in, we
disclose the sector that that company is
in, and in some of the small communities,
just in doing that, that’s almost telling
people who that company is.
We could list in our annual report all the
names of our clients, but then we
wouldn’t produce the dollar amounts. Do
you see what I mean? If we were to give
the name of someone, we wouldn’t want
to associate that with the loan value.
Where do you get more information? We
feel you get more information by us
giving out the community, the region, the
sector, etcetera.

ᐱᔨᑦᑎᕋᖅᑕᑕ ᓴᖅᑮᑎᑦᑎᖃᑦᑕᖅᑐᒍᑦ ᓄᓇᓖᑦ
ᓇᑭᓐᖔᕐᒪᖔᑕ ᑳᒻᐸᓂᐅᔪᑦ, ᓴᖅᑭᖃᑦᑕᖅᑕᕗᑦ.
ᑭᓱᓕᕆᔨᐅᖕᒪᖔᑕ ᑳᒻᐸᓂᐅᔪᑦ. ᓄᓇᓕᕋᓛᖑᓂᖅᓴᓂᑦ
ᑕᐃᒪᐃᓕᑐᐃᓐᓇᖅᑐᖅ ᐃᒪᓐᓇ ᖃᐅᔨᑎᑦᑎᒐᓱᖃᑦᑕᕋᑦᑕ
ᑭᒃᑰᖕᒪᖔᑕ ᑖᒃᑯᐊ ᑳᒻᐸᓂᐅᔪᑦ.

ᐊᕐᕌᒍᑕᒫᖅᓯᐅᑎᑦᑕ ᐅᓂᒃᑳᖏᓐᓂᑦ
ᑎᑎᕋᕈᓐᓇᕋᓗᐊᖅᑐᒍᑦ ᖃᔅᓯᓂᑦ ᐊᑭᓕᒃᓴᖃᕐᒪᖔᑕ,
ᑭᓯᐊᓂ ᖃᔅᓯᐅᓂᖓ ᓈᓴᐅᑎᖓ ᐅᖃᖅᓯᒪᒐᔭᓐᖏᒻᒪᑦ.
ᑐᑭᓯᕖ? ᑕᐃᒪ ᐊᑎᕐᒥᑦ ᑎᑎᕋᕐᓂᕈᑦᑕ ᑮᓇᐅᔭᖓᓂᑦ
ᖃᐅᔨᔭᐅᖁᔨᓐᖏᒻᒥᒐᑦᑕ ᑕᐃᒪ ᑐᓴᐅᒪᑎᑦᑎᖃᑦᑕᕐᓂᕐᓗ
ᓄᓇᓕᖓ ᐊᕕᒃᑐᖅᓯᒪᓂᖓ, ᑭᓱᓕᕆᔨᐅᓂᖓᓗ.

It’s really just a balance of trying to
protect the information of clients. They
have all signed loan agreements with us.
In the loan agreements, it says that
NBCC will not disclose business
information. The NBCC Act also says the
same thing, right? Unless we could get all
our clients to consent for us to publicly
speak about their information, that would
be the way we would be comfortable
doing it, so to speak. Thank you, Mr.
Chairman.

ᑕᐃᒪᓐᓇ ᑕᕝᕙ ᓇᓕᒧᑎᑦᑎᓇᓱᑐᐃᓐᓇᖅᑐᖅ
ᓴᐳᒻᒥᓇᓱᒃᖢᒋᑦ ᑖᒃᑯᐊ ᐱᔨᑦᑎᕋᖅᑕᑦᑕ
ᐊᑎᓕᐅᖃᑎᒋᓯᒪᖃᑦᑕᕋᑦᑎᒍ, ᑕᕝᕙᓂᓗ ᐊᑐᖅᑐᐊᕈᑎᖓ
ᐊᖏᖃᑎᒌᒍᑎᓂᑦ ᓄᓇᕗᒥ ᓇᖕᒥᓂᖃᖅᑐᓄᑦ
ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴᒃᑯᑦ ᓴᖅᑭᑎᑦᑎᔾᔮᓐᖏᑦᑐᑦ
ᓇᖕᒥᓂᖓᑕ ᑎᑎᖅᑲᖁᑎᖏᓐᓂᑦ. ᓄᓇᕗᒥ
ᓇᖕᒥᓂᖃᖅᑐᓄᑦ ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴᓐ ᐱᖁᔭᖓ
ᑕᐃᒪᐃᓕᖓᖕᒥᖕᒪᑦᑕᐅᖅ ᑕᐃᒫᒃ ᐊᖏᖅᑎᖃᑦᑕᕐᒥᒐᑦᑎᒍᑦ
ᐱᔨᑦᑎᖅᑕᕗᑦ ᑕᒪᒃᑯᐊ ᑐᓴᐅᒪᔾᔪᑎᖏᓐᓂᑦ
ᓴᖅᑭᑎᔾᔮᓐᖏᓐᓂᕋᓲᖑᒐᑦᑕ. ᑕᐃᒪᓐᓇᓕ
ᐊᑲᐅᒋᓂᖅᓴᕆᒐᑦᑎᒍᑦ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you, Ms. Rowe. Mr.
Enook.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ ᒥᔅ ᐅᕉ. ᒥᔅᑕ
ᐃᓄᒃ.

Mr. Enook (interpretation): Thank you,
Mr. Chairman. I don’t agree with you at
all, maybe due to my lack of
understanding. For instance, people in the
NWT who do exactly the same things
you do publicize. The last publication
they have is for the 2013-14 fiscal year
and they include the owner of the
business, which community it’s coming
from, what sector they’re in, and how
much money they were lent. There are no
details.

ᐃᓄᒃ: ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᐋᒃᑲᐅᖅᑰᖅᑐᖅ,
ᐊᖏᖃᑎᒋᓐᖏᑦᑎᐊᕆᒃᑭᑦ. ᐅᕘᓇ
ᑐᑭᓯᐅᒪᓐᖏᓗᐊᒧᖅᑲᐃ ᓲᕐᓗ ᓄᓇᑦᑎᐊᕐᒥᐅᑦ
ᐃᓕᔅᓯᑎᑐᑦᑎᐊᖅᑕᐅᖅ ᑕᐃᒪᐃᑦᑐᓕᕆᔩᑦ ᓄᓇᑦᑎᐊᕐᒥ
ᓴᖅᑭᑎᑦᑎᐊᒻᒪᕆᖃᑦᑕᕐᒪᑕ. ᐅᓇ ᑭᖑᓪᓕᖅᐹᖅ
ᓴᖅᑭᓯᒪᔭᖓ 2013-14 ᑮᓇᐅᔭᖃᐅᑏᑦ ᐊᕐᕌᒍᐊᓂ,
ᓇᖕᒥᓂᕆᔭᐅᔫᑉ ᐊᑎᖓ, ᑭᐊᑉ ᐱᒋᖕᒪᖔᒍ, ᓇᓂ
ᓄᓇᓕᖕᓃᒻᒪᖔᑦ, ᑭᓱᓕᕆᖕᒪᖔᑕ, ᖃᔅᓯᑦ ᑮᓇᐅᔭᑦ
ᑐᓂᔭᐅᕙᑦ? ᐃᓗᓕᖏᓐᓂᑦ ᓴᖅᑭᑎᓐᖏᑦᑎᐊᖅᖢᓂ.
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In Nunavut and Canada, we usually say
that if public money is being spent, we
have to know what it is being spent on.
We have always heard that our
government needs to be transparent as
much as possible. I can’t understand what
you’re trying to hide. Who does it
benefit? Please clarify that to me. What is
the use of confidentiality when public
money is being spent? Thank you, Mr.
Chairman.
Chairman: Ms. Karetak-Lindell.
Ms. Karetak-Lindell (interpretation):
Thank you, Mr. Chairman. I can say that
we’re not hiding any money. It is under
legislation that was passed by the
Nunavut government and it states that
people who borrow money from us,
there’s confidential information in there
and we make them sign and we will
maintain that. We look into the
information that they don’t want anybody
else to know. If we provide that
information or if we provide their
pictures, when we’re audited by the
Auditor General, we will be told that we
broke the law. This legislation has been
set up by the Nunavut government. If we
did not follow those laws, the Auditor
General would tell us so.
The Nunavut Business Credit
Corporation Act, I’ll have to say it in
English. The legislation we follow,
(interpretation ends) the Nunavut
Business Credit Corporation Act, on
confidentiality, section15, “Any
information received by an employee of
the Corporation or a director about a
business enterprise that applies for a loan,
bond, guarantee or indemnity is
confidential and shall not be disclosed by
the employee or director

ᐅᓇ ᓄᓇᕗᑦᒥᐅᑎᒍᑦ ᑲᓇᑕᒥᐅᑎᒍᓪᓗ
ᐅᖃᐅᓯᕆᒐᔪᒃᑲᑦᑎᒍᑦ ᐃᓄᐃᑦ ᑮᓇᐅᔭᖁᑎᖓ
ᐊᑐᖅᑕᐅᓂᐊᖅᐸᑦ ᖃᐅᔨᒪᔪᓐᓇᕆᐊᖃᖅᑐᒍᑦ ᑭᓱᒧᑦ
ᐊᑐᖅᑕᐅᖕᒪᖔᑦ. ᑐᓴᐃᓐᓇᐅᔭᓲᖑᓪᓗᑕᓗ ᒐᕙᒪᒋᔭᕗᒡᒎᖅ
ᑕᑯᒃᓴᐅᑦᑎᐊᕆᐊᓕᒃ ᑕᑯᒃᓴᐅᔪᓐᓇᕐᓂᓕᒫᖓᒍᑦ.
ᑐᑭᓯᓐᖏᑦᑎᐊᒻᒪᕆᒃᑲᒪ ᑭᓱᒥᑦ ᑖᓐᓇ ᐃᔨᖅᓯᒪᓂᐊᓗᒃ
ᐱᕚᓪᓕᖅᑎᑦᑎᖕᒪᖔᑦ. ᑐᑭᓯᑎᑕᐅᒃᑲᓐᓂᓚᐅᕐᓚᖔ,
ᑐᑭᓯᑎᑕᐅᒃᑲᓐᓂᕆᐊᓚᐅᕐᓚᖓ ᖃᓄᖅ ᐊᑑᑎᖃᖅᐸ
ᐃᔨᖅᓯᒪᓂᖅ? ᐃᓄᐃᑦ ᑮᓇᐅᔭᖁᑎᖏᑦ
ᐊᑐᖅᑕᐅᑎᓪᓗᒋᑦ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ: ᒪ’ᓇ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐃᔨᖅᓯᓯᒪᓐᖏᓇᑉᑕ ᑮᓇᐅᔭᕐᓂᑦ
ᐅᖃᐅᓯᖃᖅᑑᓪᓗᐊᖅᑐᖓ. ᐱᖁᔭᕆᕋᑦᑎᒍᑦ ᑖᒃᑯᐊ
ᓄᓇᕗᑦ ᒐᕙᒪᒃᑯᑦ ᓴᓇᓚᐅᖅᑕᖓᑦ ᐱᖁᔭᖓ
ᐃᓕᓯᓯᒪᖕᒪᑦ ᑖᒃᑯᐊ ᐊᑐᖅᑐᑦ ᐅᕙᑦᑎᓐᓂᑦ ᑮᓇᐅᔭᑦ.
ᐃᓛᒃ, ᖃᐅᔨᒪᔭᐅᔭᕆᐊᖃᓐᖏᑦᑐᖅᑕᖃᕐᒪᑦ ᑕᐃᑲᓂ ᐊᒻᒪ
ᐊᑎᓕᐅᖅᑎᑉᐸᒃᖢᑎᒍᑦ ᒥᐊᓂᕆᓂᐊᕋᑉᑎᒍᑦ ᑕᐃᒃᑯᐊ
ᐊᓯᖏᓐᓄᑦ ᖃᐅᔨᒪᔭᐅᖁᓐᖏᑕᖏᑦ. ᑕᒪᓐᓇ
ᖃᐅᔨᒋᐊᓚᐅᖅᖢᑎᒍᑦ. ᑖᒃᑯᐊ ᓴᖅᑭᑎᒃᑯᑎᒍᑦ ᐊᑎᖏᑦ
ᐃᓕᒍᑦᑎᒍᑦ ᖃᐅᔨᓴᒐᐅᓕᕈᑉᑕ ᑕᒻᒪᖅᓯᒪᔪᖅᓯᐅᖅᑎᒧᑦ
ᐅᖃᐅᑎᔭᐅᓇᔭᖅᑐᒍᑦ ᓯᖁᒥᑦᓯᓚᐅᕋᑉᑕᒎᖅ ᐱᖁᔭᕐᒥᑦ.
ᒪᓕᒋᐊᓖᑦ ᐋᖅᑭᒃᑕᐅᓯᒪᔪᑦ ᓄᓇᕗᑦ ᒐᕙᒪᑦᒧᑦ
ᖃᓄᐃᒋᒐᑉᑎᒍᑦ ᑕᒻᒪᖅᓯᒪᔪᖅᓯᐅᑎᒻᒪᕆᖕᒧᑦ
ᐅᖃᐅᑎᔭᐅᓇᔭᖅᑐᒍᑦ.

ᑕᒡᕙᓂ ᓄᓇᕗᑦ ᓇᖕᒥᓂᖃᖅᑐᓄᑦ ᑮᓇᐅᔭᒃᑯᕕᒃ
ᑯᐊᐳᕇᓴᒃᑯᑦ ᐱᖁᔭᖅ, ᐊᒻᒪ ᖃᓪᓗᓇᐅᔭᕐᓗᒍ
ᑭᓯᐊᓂᐅᓂᐊᕐᒪᑦ, ᑖᓐᓇ ᐱᖁᔭᖅ ᒪᓕᒃᑕᕗᑦ ᑖᒻᓇ.
(ᑐᓵᔨᑎᒎᓕᖅᑐᖅ) ᓄᓇᕗᑦ ᓇᖕᒥᓂᖃᖅᑐᓄᑦ
ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴᓐ ᐱᖁᔭᖅ, ᑲᓐᖑᓇᕐᓂᕐᒧᑦ
ᓈᓴᐅᑎᖓ 15, “ᖃᓄᑐᐃᓐᓇᖅ ᖃᐅᔨᒪᔾᔪᑕᐅᔪᑦ
ᑎᒍᔭᐅᔪᑦ ᑯᐊᐳᕇᓴᒥᒃ ᑲᑎᒪᔨᐅᔪᒧᓪᓘᓐᓃᑦ
ᑐᓴᐅᒪᔾᔪᑎᓕᕆᔪᑦ ᓇᖕᒥᓂᕆᔭᐅᔪᒧᑦ ᑮᓇᐅᔭᓂᒃ
ᐊᑐᖅᑐᐊᕋᓱᒃᑐᒥᒃ ᓇᓪᓕᐅᒃᑯᒫᕈᑎᓄᑦ
ᐊᑭᓖᔾᔪᑎᒃᓴᓄᓪᓘᓐᓃᑦ ᑕᒪᓐᓇ ᑲᓐᖑᓇᖅᑑᖕᒪᑦ
ᓴᖅᑭᑕᐅᔾᔮᓇᓂᓗ ᐃᖅᑲᓇᐃᔭᖅᑎᒧᑦ ᑲᑎᒪᔨᒧᓪᓘᓐᓃᑦ
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(a) except as may be required in the
administration of this Act or the
regulations or any proceedings
under this Act or the regulations;
or
(b) unless the business enterprise
consents.”
(interpretation) That legislation was
given to us to run our operation as a
lending institution. If we publicize any
names, we would be breaking that
legislation. When our financial
statements are being audited by the
Auditor General, we would be told that
we are breaking the law that applies to us
that we cannot supply the names. Thank
you.
Chairman: Thank you, Ms. KaretakLindell. Just before I go back to Mr.
Enook, we’ve got the luxury of some
good timing. We have the access to
information and privacy commissioner
appearing before this Committee on
Monday. I’m sure there are differing
views, probably just even amongst the
Committee Members here on the
interpretation of that legislation. Luckily,
our ATIPP commissioner is also a
lawyer. I’m sure one of my colleagues
will ask some questions for her regarding
this topic on Monday. Mr. Enook.
Mr. Enook (interpretation): Thank you,
Mr. Chairman. I think I understand the
NBCC Act you referred to. I’m not sure
if it’s called exactly that. Once we amend
it and if you are told that you would be
able to publicize that information, I will
work with your Minister instead. Thank
you, Mr. Chairman.
Chairman: I didn’t hear a question in
there, Mr. Enook, just a comment. Did
you want to address that, Ms. Karetak-

(a)

ᐃᒪᓐᓇ ᑕᕝᕙᓃᒻᒪᑦ ᐱᖁᔭᖅ ᒪᓕᒃᑕᐅᑎᑕᐅᓂᖓᒍᑦ
ᐊᓯᐊᒎᓐᖏᑦᑐᖅ, ᑕᒪᒃᑯᐊ ᑕᕝᕙᓂ ᐱᖁᔭᐅᑉ
ᐊᑖᓃᑦᑐᑦ ᒪᓕᒋᐊᓕᖕᓂᓘᓐᓃᑦ;
ᐅᕝᕙᓘᓐᓃᑦ

(b)

ᑖᓐᓇ ᓇᖕᒥᓂᖃᖅᑎᐅᔪᖅ ᐊᖏᖅᐸᑦ ᑭᓯᐊᓂ.

(ᑐᓵᔨᑎᒎᕈᓐᓃᖅᑐᖅ) ᑖᓐᓇ ᒪᓕᒐᖅ ᐅᕙᑦᑎᓐᓄᑦ
ᑐᓂᔭᐅᓯᒪᔪᖅ ᐊᐅᓪᓛᖅᑎᑉᑎᓐᓄᑦ
ᐊᑐᖅᑐᐊᖅᑎᑦᑎᔨᐅᑎᑉᓗᑕ. ᓴᖅᑭᑎᑦᑎᒐᔭᕈᑉᑕ ᐊᑎᕐᒥᒃ
ᑖᒃᑯᓂᖓ ᓯᖁᒥᑦᓯᓇᔭᖅᖢᑕ ᐊᒻᒪ ᐅᑭᐅᑕᒫᑦ ᑮᓇᐅᔭᕗᑦ
ᖃᐅᔨᓴᒐᐅᕙᒃᑎᓪᓗᒋᑦ ᑖᒃᑯᐊ ᑲᓇᑕ ᒐᕙᒪᒋᔭᖏᑕ
ᖃᐅᔨᓴᖅᑎᓄᑦ ᑎᑎᕋᐅᓯᐅᓇᔭᖅᑐᒍᑦ
ᓯᖁᒥᑦᑎᓯᒪᓕᕋᑉᑕᒎᖅ ᑖᒃᑯᓄᖓ ᒪᓕᒐᕐᓂᒃ ᐅᕙᑦᑎᓐᓄᑦ
ᑐᕌᖓᔪᓂᑦ. ᑖᒃᑯᐊ ᐊᑐᖅᖢᒋᑦ ᓴᖅᑭᑎᑦᑎᓂᖅ
ᐊᔪᖅᑕᖅᐳᒍᑦ ᐊᑎᕐᓂᒃ. ᒪ’ᓇ.
ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᖃᕆᑕᖅᓕᓐᑎᐅᓪ. ᒥᔅᑕ ᐃᓄᖕᒧᑦ ᐅᑎᓚᐅᓐᖏᓐᓂᓐᓂ, ᑕᐃᒪ
ᓈᒻᒪᓈᑦᑎᐊᕋᑦᑕ ᑖᓐᓇ ᑲᓐᖑᓇᖅᖢᓂᓗ
ᑐᓴᐅᒪᔭᐅᔭᕆᐊᓕᖕᓄᑦ ᓇᒡᒐᔾᔭᐅᒥ ᓵᑦᑎᓃᓐᓂᐊᕐᒥᖕᒪ.
ᐄ, ᐊᔾᔨᒌᓐᖏᑦᑐᒥᒃ ᑕᒪᓐᓇ ᑕᐅᑐᒃᑕᐅᖅᑰᖅᑑᒐᓗᐊᖅ
ᐃᒪᓐᓇ ᑲᑎᒪᔨᐅᖃᑎᒌᒃᖢᓂᓘᓐᓃᑦ ᐊᔾᔨᒌᒃᑐᒃᓴᐅᖏᒻᒪᑦ
ᑐᑭᓯᐅᒪᓂᖓ ᐱᖁᔭᐅᑉ ᒥᒃᓵᓄᑦ. ᑕᐃᓐᓇ
ᑲᓐᖑᓇᖅᑐᓕᕆᔨ ᑲᒥᓯᓇᓗ ᒪᓕᒐᓕᕆᔨᐅᓪᓗᓂᓘᖕᒪᑦ
ᓇᒡᒐᔾᔭᐅᒥ ᑕᒪᓐᓇ ᐅᖃᐅᓯᕆᓂᐊᖅᐸᕗᑦ. ᒥᔅᑕ ᐃᓄᒃ.

ᐃᓄᒃ: ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᑐᑭᓯᖅᑰᕋᒪ ᑕᐃᓐᓇ
ᓄᓇᕗᑦ ᓇᖕᒥᓂᖃᖅᑐᓄᑦ ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴᓐ
ᐱᖁᔭᐅᓂᕋᖅᑲᐅᔭᐃᑦ ᑕᐃᒪᓐᓇᒻᒪᕆᒃ ᐊᑎᖃᕐᒪᖔᑦ
ᖃᐅᔨᒪᓐᖏᒃᑲᓗᐊᖅᖢᖓ. ᑕᐃᓐᓇ ᐊᓯᔾᔨᑐᐊᕈᑦᑎᒍᑦ
ᑎᓕᐅᖅᑕᐅᑐᐊᕈᔅᓯ ᓴᖅᑭᑎᑦᑎᖃᑦᑕᕈᓐᓇᖅᓯᒐᔭᕐᒥᔪᓯ
ᒥᓂᔅᑕᓯ ᐱᓕᕆᐊᕆᖔᕐᓂᐊᓕᖅᐸᕋ. ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᐊᐱᖅᑯᒻᒥᑦ ᑐᓴᕋᑖᓐᖏᓐᓇᒪ
ᐅᖃᐅᓯᑐᐃᓐᓇᖅ. ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ ᑕᒪᓐᓇ
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Lindell?

ᐅᖃᐅᓯᕆᔪᒪᕕᐅᒃ?

Ms. Karetak-Lindell (interpretation):
Thank you. Yes, we are following the
legislation. We are an organization that
was created by the legislation. We have
to follow that legislation. We are an
arm’s-length corporation, but we are
controlled by your legislation and it is
within that understanding of the law that
we’re following. If you want to amend it,
it is up to you, not us, as it’s an
organization run under your legislation.
Thank you.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ: ᒪ’ᓇᐅᔪᑎᑦ. ᐄ, ᒪᓕᒐᕐᓂᒃ ᒪᓕᒃᑲᑉᑕ
ᑎᒥᐅᒐᑉᑕ ᓴᓇᔭᐅᓯᒪᓪᓗᑕ ᑖᒃᑯᓄᖓ ᒐᕙᒪᖑᔪᓄᑦ
ᒪᓕᒡᓗᑕ ᑭᓯᐊᓂᐅᑦᑕᕋᑉᑕ. ᐅᖓᓯᒃᖢᑕ
ᑯᐊᐳᕇᓴᖑᔪᒎᒐᓗᐊᖅ ᑭᓯᐊᓂ ᐊᐅᓚᑕᐅᒐᑉᑕ
ᐱᖁᔭᑦᑎᓐᓄᑦ ᑐᑭᓯᐅᒪᓂᑦᑎᓐᓂᓪᓗ ᐱᖁᔭᓂᒃ ᒪᓕᒃᑲᑉᑕ.
ᑖᓐᓇ ᐊᓯᓐᖑᕈᒪᒍᔅᓯᐅᒃ ᐃᓱᒪᖅᓲᑎᒋᔭᓯ ᐅᕙᒎᓐᖏᑦᑐᖅ
ᑎᒥᒥᐊᖑᒐᑉᑕ ᐊᐅᓚᑕᐅᔪᓄᑦ ᐱᖁᔭᑦᑎᓐᓄᑦ. ᒪ’ᓇ.

Chairman (interpretation): Are you
done, Mr. Enook? (interpretation ends)
Just before going to the name of my list,
there have been a couple of topics that
have come up regarding suggestions of
legislation to be changed. I can’t
remember which one of the witnesses
alluded to it earlier, the increase in the
loan limit being one. Earlier on in one of
the other responses, it said that there are
some other issues with legislation that
needed to be looked at.

ᐃᒃᓯᕙᐅᑕᖅ: ᑕᐃᒪ, ᒥᔅᑕ ᐃᓄᒃ? (ᑐᓵᔨᑎᒍᑦ)
ᐊᑎᕐᓄᐊᒃᑲᓐᓂᓚᐅᓐᖏᓂᓐᓂ ᒪᕐᕉᖕᓂᒃ
ᓴᖅᑭᑦᑐᖃᖃᑦᑕᖅᓯᒪᓕᕐᒪᑦ ᐅᖃᕆᐊᕈᑎᓂᒃ ᐱᖁᔭᕐᓂᒃ
ᐊᓯᔾᔩᖁᔨᔪᓂᒃ ᐃᖅᑲᐅᒪᓐᖏᑕᕋᓗᐊᒃᑲ ᓇᓕᐊᒃ
ᐅᖃᕆᐊᖅᑐᖅᑎᑕᐅᓯᒪᔪᖅ. ᑖᓐᓇ ᐅᓄᖅᓯᒋᐊᕐᓂᖓ
ᐊᑐᖅᑐᐊᖅᑎᑕᐅᔪᓐᓇᖅᑐᐃᑦ ᐊᒻᒪ ᑭᐅᔾᔪᑕᐅᖅᑲᐅᕐᒪᑦ
ᑕᒪᒃᑯᓂᖓᓗ ᒪᓕᒐᕐᓃᑦᑐᓂᒃ ᕿᒥᕐᕈᐊᖅᑕᐅᔭᕆᐊᓕᖕᓂᒃ.

Has there been communication with the
Minister’s office and identifying a
timeline of when some of these
recommendations from your organization
to the Minister to provide these
submissions of legislative changes to the
Legislative Assembly? Ms. KaretakLindell.

ᒥᓂᔅᑕᐅᑉ ᐊᒡᓚᒡᕕᖓ ᐅᖃᖃᑎᖃᖅᓯᒪᕕᓰ ᖃᖓᒃᑯᑦ
ᑕᒪᒃᑯᐊ ᐊᑐᓕᖁᔭᐅᔪᑦ ᐃᓕᔅᓯ ᑎᒥᖁᑎᖓᓐᓂᒃ
ᒥᓂᔅᑕᒧᑦ ᑕᒪᒃᑯᐊ ᐊᓯᔾᔨᕆᐊᕈᑕᐅᖁᔭᐅᓯᒪᔪᑦ
ᐱᖁᔭᖅᑎᒍᑦ? ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: Thank you, Mr.
Chairman. I’m not familiar with all the
timelines, so maybe I’ll let Sherri address
that particular question. Thank you.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ. ᑕᒪᒃᑯᐊ ᖃᖓᒃᑰᒐᔭᕐᓂᖏᑦ
ᖃᐅᔨᒪᔭᐃᓐᓇᕆᓐᖏᓐᓇᒃᑭᑦ. ᓯᐊᕆ ᑭᐅᖁᓂᐊᕋᒃᑯ
ᑖᔅᓱᒥᖓ ᐊᐱᖅᑯᕐᒥᑦ. ᖁᔭᓐᓇᒦᒃ.

Chairman: Ms. Rowe.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman.
Yes, we have had preliminary discussions

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐱᒋᐊᕐᓂᖅᓯᐅᑎᓂᑦ ᐅᖃᖃᑎᒌᒍᑎᖃᖃᑦᑕᖅᓯᒪᔪᒍᑦ
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with the Minister. As for the timeline, I
couldn’t answer that. Thank you, Mr.
Chairman.

ᐊᒻᒪᓗ ᖃᖓᒃᑰᕆᐊᖃᕐᓂᖓᓂᓪᓕ ᑭᐅᔪᓐᓇᓐᖏᑕᕋ.
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you, Ms. Rowe. I did
note in your annual reports, in two
subsequent years, you have been asking
for this increase in the loan limit. That’s
just one example of the legislative
submission. Maybe it’s something we
will have to follow up with the Minister
with.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᐅᕉ. ᑕᕝᕙᓂ
ᐊᕐᕌᒍᑕᒫᖅᓯᐅᑎᓂᒃ ᐅᓂᒃᑳᔅᓯᓐᓂ ᑖᔅᓱᒥᖓ
ᐅᓄᖅᓯᒋᐊᖁᔨᖃᑦᑕᖅᓯᒪᓕᕋᓗᐊᕋᔅᓯ
ᐊᑐᖅᑐᐊᖅᑎᑦᑐᓐᓇᖅᑕᔅᓯᓐᓂᒃ. ᑖᓐᓇ ᒪᓕᒐᕐᓄᑦ
ᑐᓂᔭᐅᔭᕆᐊᖃᕐᓂᐊᕐᖓᑦ ᒥᓂᔅᑕ ᖃᐅᔨᒋᐊᕐᕕᒋᓛᖅᑲᕋ.

I’ll go to the next name on my list. Mr.
Joanasie.
Mr. Joanasie (interpretation): Thank
you, Mr. Chairman. Welcome, Ms.
Karetak-Lindell and your officials. I was
going to ask that question, but the
Chairman just asked it. Perhaps I’ll
supplement it. The limit of the amount of
money you can lend is $1 million. You
have stated that perhaps it should be
increased closer to $2 million.

ᐊᑎᒃᑲᓐᓂᕋ, ᒥᔅᑕ ᔪᐊᓇᓯ.

ᔪᐊᓇᓯ: ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ ᐊᒻᒪᓗ ᑐᓐᖓᓱᒋᑦ ᒥᔅ
ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ ᐃᖅᑲᓇᐃᔭᖅᑎᖁᑎᑎᓪᓗ. ᑖᓐᓇ
ᐊᐱᖅᑯᑎᒋᓂᐊᖅᑲᐅᔭᕋᓂ ᐊᐱᕆᒻᒪᑦ ᐃᒃᓯᕙᐅᑕᕗᑦ,
ᑭᓯᐊᓂ ᐃᓛᖃᐃ, ᐃᓚᒋᐊᕐᓗᒍ ᑖᓐᓇ ᑭᓪᓕᖃᕐᓂᕆᔭᓯ
ᑮᓇᐅᔭᓂᑦ ᑐᓂᓯᒍᓐᓇᕐᓂᕐᒥᑦ $1 ᒥᓕᐊᖑᑦᑕᕋᒥ ᐊᒻᒪ
ᐅᖃᖅᓯᒪᓪᓗᓯ ᐃᒻᒪᖄ $2 ᒥᓕᐊᒧᑦ
ᐊᖏᓪᓕᒋᐊᖅᑕᐅᒍᓐᓇᕈᓂ.

You provided a breakdown of the money
you have lent and where they were
loaned out to. I think there were mainly
two loans that reached $1 million, but
five or six are just under $1 million. Can
you clarify, in the last two or three years,
if there been any companies that applied
for a $2 million loan? How many
companies are there? Maybe you can
provide us with information on
(interpretation ends) how many
companies are interested in receiving a
bigger loan? Can we get an idea? Thank
you, Mr. Chairman.

ᐅᑯᐊ ᐊᕕᑦᑐᖅᓯᒪᔪᐃᑦ ᓇᓗᓇᐃᔭᖅᓯᒪᓪᓗᑎᒃ ᑮᓇᐅᔭᐃᑦ
ᑐᓂᖃᑦᑕᖅᓯᒪᔭᓯ, ᓇᒥᓗ ᓱᓇᒧᑦ, ᑭᓯᐊᓂ
ᒪᕐᕈᓪᓗᐊᑐᐊᖑᕙᓪᓚᐃᔫᑉ $1 ᒥᓕᐊᒧᑦ ᑎᑭᐅᑎᓯᒪᒻᒪᑎᒃ.
ᐃᓛᖃᐃ ᑕᓪᓕᒪᓪᓗ 6-ᓄᓪᓗᑭᐊᖅ $1
ᒥᓕᐊᑲᓴᐅᓪᓗᑎᒃ. ᑐᑭᓯᑎᑕᐅᒋᐊᕈᓐᓇᖅᐱᑖ ᓲᕐᓗ
ᐊᕐᕌᒎᓯᒪᔪᑦ ᒪᕐᕉᓪᓗ ᐱᖓᓱᓪᓘᓐᓃᑦ ᑳᒻᐸᓃᑦ $2
ᒥᓕᐊᒥᑦ ᐊᑐᕈᒪᓚᐅᖅᓯᒪᔪᕕᓃᑦ ᓲᕐᓗ ᖃᑦᑎᐅᒻᒪᖔᑕ.
ᑐᑭᓯᑎᑕᐅᒋᐊᕈᓐᓇᖅᐱᑖ (ᑐᓵᔨᑎᒍᑦ) ᖃᓄᖅ
ᐱᒍᒪᓂᖅᑕᖃᖅᑎᒋᒻᒪᖔᖅ, ᖃᑦᑎᓪᓗ ᑳᒻᐸᓂᐅᔪᑦ
ᐊᖏᓂᖅᓴᒥᑦ ᐊᑐᖅᑐᐊᕈᒪᔪᑦ? ᖃᐅᔨᒋᐊᕈᓐᓇᖅᐱᑕᖃᐃ.
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Karetak-Lindell.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: I have been on
this board only probably three years and I
have probably seen two companies that I

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᑕᕝᕙᓂ
ᑲᑎᒪᔨᓃᓯᒪᓕᕋᒪ ᐊᕐᕌᒍᓂᑦ ᐱᖓᓱᓂᖃᐃ
ᑕᑯᓯᒪᖅᑰᖅᑐᖓ ᒪᕐᕉᓐᓂᒃ ᑳᒻᐸᓂᐅᔪᓂᒃ
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can think of that might have wanted to
access more than $1 million, but it might
be one of those where people don’t say
they want more than that because they
know that they can’t access more than $1
million. It’s not up to us to say, “I can put
in a request for you to get $1.5 million.”
People don’t ask because they know that
there is no higher limit that they can get
from us, but there have been some
companies that could have used more
than $1 million because we see in their
application that they have asked
Atuqtuarvik, they have asked the regional
one, and other lenders to get more than
$1 million. I’ll let Sherri answer that
because she has all the details. Thank
you, Mr. Chairman.

ᐃᓱᒪᒋᔪᓐᓇᑕᓐᓂᑦ ᐃᒪᓐᓇ ᐱᒍᒪᖃᑦᑕᖅᓯᒪᔪᑦ $1
ᒥᓕᐊᓐ ᐅᖓᑖᓃᑦᑐᓂᑦ ᑮᓇᐅᔭᓂᑦ ᑐᒃᓯᕋᖃᑦᑕᖅᓯᒪᔪᑦ.
ᑭᓯᐊᓂ ᐅᓇᐅᑐᐃᓐᓇᕆᐊᖃᕐᖓᑦ ᐃᒪᓐᓇ
ᖃᐅᔨᒪᕙᒌᕋᒥᓪᓗᑭᐊᖅ ᐅᖓᑖᓄᑦ ᑐᒃᓯᕋᓲᖑᓐᖏᓚᑦ $1
ᒥᓕᐊᓐ. ᑭᓯᐊᓂ ᐅᕙᒍᓪᓕ ᐅᖃᕈᓐᓇᓐᖏᓐᓇᑦᑎᒍᑦ
ᐅᖃᔾᔮᓐᖏᓐᓇᑦᑕ ᐃᒪᓐᓇ $1.5 ᒥᓕᐊᓐ
ᐊᑐᖅᑐᐊᖅᑎᓐᓇᓱᒍᓐᓇᕆᒃᑭᑦ ᐅᖃᕈᓐᓇᖏᓐᓇᑦᑕ.
ᖃᐅᔨᒪᕙᒌᕋᒥᓪᓗᑭᐊᖅ ᑖᓐᓇ ᐃᓱᒋᔭᖓ ᐅᕙᑦᑎᓐᓂᑦ
ᑮᓇᐅᔭᑦ ᑎᒍᔪᓐᓇᖅᑕᖏᑦ. ᑭᓯᐊᓂ
ᑳᒻᐸᓂᑕᖃᖃᑦᑕᖅᓯᒪᔪᖅ $1 ᒥᓕᐊᓐ ᐅᖓᑖᓃᑦᑐᓂᑦ
ᐊᑐᕋᔭᖅᑐᔅᓴᐅᔪᑦ ᑐᒃᓯᕋᐅᑎᖏᓐᓂᑦ, ᐃᒫᒃ
ᐊᑐᖅᑐᐊᕐᕕᒃᑯᓐᓂᑦ ᑐᒃᓯᕋᖅᓯᒪᔪᑦ ᐊᕕᑦᑐᖅᓯᒪᔪᓂᓗ
ᑐᒃᓯᕋᖅᓯᒪᔪᑦ ᐊᓯᖏᓐᓄᓪᓗ ᐊᑐᖅᑐᐊᕐᕕᐅᔪᓄᑦ $1
ᒥᓕᐊᓐ ᐅᖓᑖᓂᑦ ᐱᓇᓱᒃ. ᓯᐊᕆ
ᐃᓚᒋᐊᖅᑎᑦᑎᓐᓂᐊᕋᒃᑯ ᑕᒪᒃᑯᓂᖓ ᖃᐅᔨᒪᓂᖅᓴᐅᒻᒪᑦ
ᐃᓗᓕᖏᓐᓂᑦ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you. Ms. Rowe.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ. ᒥᔅ ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman.
There are several sectors that would
definitely like to see our limit raised from
$1 million to $2 million. One of the
sectors is fisheries. Those companies that
are looking to purchase a fishing vessel,
for example, $1 million isn’t enough for
them. We also have the film industry
that, when they’re looking for funding,
again they’re usually looking for
something more than $1 million. Those
are the two sectors that come to mind.
We currently have probably five current
clients that have expressed an interest in
applying for loans more than $1 million.
Thank you, Mr. Chairman.

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᑕᐃᒪ
ᖃᑦᑎᑲᓪᓚᐅᒻᒪᑕ ᐅᓄᕐᓂᖅᓴᓂᑦ, $1 ᒥᓕᐊᓂᑦ $2
ᒥᓕᐊᓄᑦ ᑕᑯᔪᒪᔫᒐᓗᐊᑦ ᐃᓚᖏᑦ. ᑖᓐᓇ
ᐃᖃᓗᓕᕆᓂᕐᒧᑦ ᑕᐃᒃᑯᐊ ᑳᒻᐸᓂᐅᔪᑦ ᓲᕐᓗ
ᐅᒥᐊᕐᔪᐊᖅᑖᕈᒪᔪᓪᓘᓐᓃᑦ ᐃᖃᓗᒐᓲᒻᒥᑦ, ᓲᕐᓗ $1
ᒥᓕᐊᓐ ᒥᑭᓗᐊᕐᒪᑦ ᑕᐃᒃᑯᓄᖓ ᐊᒻᒪᓗ ᐱᑕᖃᕐᒥᔪᑦ
ᑕᕐᕆᔭᐅᓯᐅᖅᑏᑦ ᑮᓇᐅᔭᖅᓯᐅᓕᕌᖓᒥᒃ ᕿᓂᒐᔪᒻᒪᑕ $1
ᒥᓕᐊᓐ ᐅᖓᑖᓃᑦᑐᓂᑦ ᕿᓂᓲᖑᒻᒪᑕ. ᑖᒃᑯᐊ ᑕᕝᕙ
ᒪᕐᕉᓕᖅᑲᖓᔫᒃ. ᑕᓪᓕᒪᓂᑦ ᑕᐃᒪ ᐱᔨᑦᑎᖃᑦᑕᖅᑰᕋᑦᑕ
ᐃᒪᓐᓇ ᐱᔪᒪᓂᖃᖅᓯᒪᔪᓂᑦ ᑐᒃᓯᕋᕈᒪᓪᓗᑎᒃ $1 ᒥᓕᐊᓐ
ᐅᖓᑖᓃᑦᑐᓂ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you, Ms. Rowe. Mr.
Joanasie.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᕉ. ᒥᔅᑕ
ᔪᐊᓇᓯ.

Mr. Joanasie (interpretation): Thank
you. Perhaps one of the officials stated
that the economic development and
transportation department is working on

ᔪᐊᓇᓯ: ᖁᔭᓐᓇᒦᒃ. ᐅᖃᖅᑲᐅᒻᒪᑦ ᐃᖅᑲᓇᐃᔭᖅᑎᖓᑦ
ᐱᕙᓪᓕᐊᔪᓕᕆᔨᒃᑯᑦ ᐃᖏᕐᕋᔪᓕᕆᔨᒃᑯᓪᓗᒎᖅ
ᐱᓕᕆᕝᕕᖓᓐᓄᑦ ᑕᒪᒃᑯᓂᖓ ᑖᓐᓇ
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the legislation or they are in discussions
to change that legislation. (interpretation
ends) Do they seem to have an appetite to
raise the limit too or is it too early to say?
Thank you, Mr. Chairman.
Chairman: Sounds like what the
Member is asking is: is there any appetite
from the department to increase the limit?
Ms. Karetak-Lindell.
Ms. Karetak-Lindell: I couldn’t answer
for the department. We hope there is, but
I really couldn’t say one way or the other
how the department is feeling. You will
have to ask them that. Thank you, Mr.
Chairman.
Chairman: Thank you. There haven’t
been any discussions to date after two
years of requesting this in your annual
report. The department hasn’t given you
any indication on whether they’re
looking at it. Ms. Karetak-Lindell.

ᐱᖁᔭᖅ ᐊᓯᔾᔨᖅᑕᐅᕙᓪᓕᐊᓂᖓᓄᑦ
ᐅᖃᖃᑎᒌᑉᐸᓪᓕᐊᓯᒪᓂᕋᖅᓱᓂ. ᖃᓄᑭᐊᖅ
ᐃᓱᒪᒋᔭᖃᕐᒪᖔᑦᑕ ᑕᐃᒃᑯᐊ ᐱᕙᓪᓕᐊᔪᓕᕆᔨᒃᑯᑦ
ᐊᒻᒪᓗ ᐃᖏᕐᕋᔪᓕᕆᔨᒃᑯᑦ ᐅᖃᕈᓐᓇᖅᐹ ᓲᕐᓗ
(ᑐᓵᔨᑎᒎᓕᖅᑐᖅ) ᑕᒪᓐᓇ ᐱᔪᒪᓂᖅᑕᖃᖅᐸ ᐅᓄᕐᓂᖓ
ᖁᕝᕙᕆᐊᖅᑎᑐᒪᓗᒍ? ᒫᓐᓇᓘᓐᓃᑦ ᐅᖃᕐᕕᔅᓴᐅᓐᖏᓚᖅ
ᓱᓕ? ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᐃᒪᓐᓇ ᐱᓕᕆᕝᕕᒻᒥ
ᐅᓄᖅᓯᒋᐊᕆᑎᑦᑎᔪᒪᔪᖃᕐᒪᖔᖅ? ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.
ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ):
ᑭᐅᔾᔪᑎᔪᓐᓇᖏᓐᓇᑭᓪᓕ ᑕᐃᒃᑯᐊ ᐱᓕᕆᕖᑦ. ᐄ,
ᑕᐃᒪᐃᖁᔭᕋᓗᐊᕗᑦ ᑭᓯᐊᓂ ᐅᖃᕈᓐᓇᖏᑦᑐᖓ
ᓇᓕᐊᓐᓄᑐᐃᓐᓇᖅ ᑕᐃᓐᓇ ᐱᓕᕆᕕᒃ ᐃᑉᐱᒋᔭᖃᕐᒪᖔᑕ
ᑕᒪᑐᒥᖓ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ.
ᐅᖃᐅᑎᐅᓚᐅᖅᓯᒪᓐᖏᑐᖅ ᓱᓕ ᐅᓪᓗᒥ ᐊᕐᕌᒎᒃ ᒪᕐᕉᒃ
ᑐᒃᓯᕋᖃᑦᑕᓚᐅᕋᓗᐊᖅᑎᓪᓗᓯ ᐱᓕᕆᕕᒃ ᓱᓕ ᑕᐃᓐᓇ
ᐱᕙᓪᓕᐊᔪᓕᕆᔨᒃᑯᑦ ᕿᒥᕐᕈᓇᓐᓂᕐᒪᖔᑕ ᐅᖃᓐᖏᑦᑑᑦ?
ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: I’ll defer that
question to Sherri. That’s more a day-today operation.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᑖᓐᓇ ᑭᐅᑎᓐᓂᐊᖅᑕᕋ
ᓯᐊᕆ, ᑖᒃᑯᓂᖓ ᖃᐅᑕᒫᖅᓯᐅᑎᓂᒃ ᑲᒪᒻᒪᑦ. ᒥᔅ ᐅᕉ.

Chairman: Understandable. Ms. Rowe.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᑐᑭᓯᓇᖅᑯᖅ. ᒥᔅ ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman.
Yes, we have had conversations with
Economic Development and
Transportation. We just couldn’t express
an opinion on how they feel. We believe
they are supportive of it, but again, we
prefer that you ask them. Thank you, Mr.
Chairman.

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ. ᐄ, ᐅᖃᖃᑎᒋᖃᑦᑕᖅᑕᕗᑦ
ᐱᕙᓪᓕᐊᔪᓕᕆᔨᒃᑯᑦ ᐃᖏᕐᕋᔾᔪᑎᓕᕆᔨᒃᑯᓪᓗ
ᐱᓕᕆᕕᖓ. ᐅᖃᕈᓐᓇᓐᖏᑐᐃᓐᓇᖅᑐᒍᑦ ᖃᓄᖅ
ᐃᑉᐱᓐᓂᐊᓂᖃᕐᒪᖔᑕ ᑖᔅᓱᒪ ᒥᔅᓵᓄᑦ. ᐅᒃᐱᕈᓱᑦᑐᒍᓪᓕ
ᐃᑲᔪᖅᑐᐃᔫᒐᓗᐊᑦ ᑭᓯᐊᓂᓕ ᓱᓕ
ᑐᓴᕐᕕᒋᒃᑲᓐᓂᕆᐊᖃᕋᑦᑎᒍ. ᖁᔭᓐᓈᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Mr. Joanasie.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅᑕ ᔪᐊᓇᓯ.

Mr. Joanasie (interpretation): Thank
you, Mr. Chairman. Thank you for your
response. It’s understandable. Page 21 of
the Nunavut Business Credit

ᔪᐊᓇᓯ: ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᑕᒪᓐᓇ ᑐᑭᓯᓇᖅᑐᖅ.
ᑖᒃᑯᐊᑦᑕᐅᖅ ᓄᓇᕗᒻᒥ ᓇᒻᒥᓂᖃᖅᑐᓄᑦ
ᑮᓇᐅᔭᖃᖅᑎᑦᑎᔩᑦ ᑯᐊᐳᕇᓴᖓ 2013-14
ᐊᕐᕌᒍᑕᒫᖅᓯᐅᑎᖏᓐᓂ ᐅᕙᓐᓂ ᒪᒃᐱᒐᖓᓂ 21,
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Corporation’s 2013-14 annual report
indicates that 27 new loans were
approved during the 2013-14 fiscal year.
How many loan applications were
rejected? Thank you, Mr. Chairman.

ᐅᖃᖅᓯᒪᓚᐅᕋᔅᓯ ᑕᐃᒃᑯᐊᒎᖅ 27 ᑮᓇᐅᔭᓂᒎᖅ
ᑐᒃᓯᕋᓚᐅᖅᑐᑦ ᐊᖏᖅᑕᐅᓪᓗᑎᓪᓗ ᐊᕐᕌᒎᑉ ᐃᓗᐊᓂ.
ᖃᑦᓯᓂᓪᓕᑭᐊᖅ ᐊᖏᓚᐅᓐᖏᑉᐸᑦ? ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Karetak-Lindell.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell (interpretation):
Thank you, Mr. Chairman. Thank you for
that question. I was told that there was
only one.
Chairman: Thank you. Mr. Joanasie.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ: ᒪ’ᓇ, ᐃᒃᓯᕙᐅᑖᖅ ᐊᒻᒪ ᐊᐱᕆᒐᕕᑦ.
ᐅᖃᐅᑎᔭᐅᔪᖓ ᐊᑕᐅᓯᕐᒥᒎᖅ.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ. ᒥᔅᑕ ᔪᐊᓇᓯ.

Mr. Joanasie (interpretation): Thank
you. The Nunavut Business Credit
Corporation’s 2014-15 annual report
indicates that 15 new loans were
approved during the 2014-15 fiscal year.
How many loan applications were
rejected? Thank you, Mr. Chairman.

ᔪᐊᓇᓯ: ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᐊᒻᒪᑦᑕᐅᖅ
ᑭᖑᓂᐊᒍᑦ ᑕᐃᓐᓇ 2014-15-ᒥ
ᐊᕐᕌᒍᑕᒫᖅᓯᐅᑎᖏᓐᓂᑦᑕᐅᖅ ᐅᖃᖅᓯᒪᓪᓗᓂ 15-ᓂᒎᖅ
ᑐᒃᓯᕋᖅᑐᖃᓚᐅᖅᑐᖅ ᑕᐃᒃᑯᐊᓗ ᐊᖏᖅᑕᐅᓪᓗᑎᑦ.
ᖃᑦᓯᓂᓪᓕᑭᐊᖅ ᐊᖏᓚᐅᓐᖏᓚᑦ? ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Karetak-Lindell.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell (interpretation):
What page are you on? I just need to find
out, Mr. Chairman.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ: ᓇᓕᐊᓐᓂ ᒪᒃᐱᖅᑐᕋᕐᒥ
ᑕᐅᑐᒻᒪᖔᖅᐱᑦ ᖃᐅᔨᓐᖏᒃᖢᖓ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Page 20 of the 2014-15
annual report. Ms. Karetak-Lindell.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᒪᒃᐱᒐᖅ 20,
ᐊᕐᕌᒍᑕᒫᖅᓯᐅᑎᖏᓐᓂ 2014-15. ᒥᔅ ᖃᕆᑕᖅᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell (interpretation):
When there was a question posed earlier
on in regard to this, I believe the response
was that there was none or there was one.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ: ᐅᐊᑦᓯᐊᖅ ᐊᐱᕆᔪᖃᕐᒪᑦ ᑖᒃᑯᓂᖓ
ᐱᑕᖃᓐᖏᓐᓂᕋᐃᖅᑰᓚᐅᖅᑐᒍᑦ ᑕᒫᔭᕐᓂᖏᒃᑯᒪ.
ᐊᑕᐅᓯᕐᒥᒎᖅ.

Chairman: Thank you. Mr. Joanasie.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ. ᒥᔅᑕ ᔪᐊᓇᓯ.

Mr. Joanasie (interpretation): I
apologize if the question was already
answered or posed. (interpretation ends) I
also wanted to get a little bit more
information or details on your loans, the
rates. You had indicated that at NBCC,
there’s a 0 to 5 percent rate that you

ᔪᐊᓇᓯ: ᐅᑯᐊ ᐊᐱᕆᔭᐅᒌᑦᑐᕕᓂᐅᓐᓂᖅᐸᑦ ᒪᒥᐊᑉᐳᖓ.
(ᑐᓵᔨᑎᒎᓕᖅᑐᖅ) ᐊᒻᒪᓗᑦᑕᐅᖅ
ᐅᓂᒃᑳᒐᓛᒍᒪᖅᑲᐅᓪᓗᖓ ᑐᓴᒐᒃᓴᓂᒃ ᐱᔪᒪᓪᓗᖓ
ᐊᑐᖅᑐᐊᕈᑕᐅᖃᑦᑕᖅᑐᓂᒃ ᐅᖃᖅᑲᐅᒐᕕᓂᓛᒃ
ᐱᕙᓪᓕᐊᑎᑦᑎᔾᔪᑎᔅᓴᓄᑦ ᐊᑐᖅᑐᐊᕐᕖᑦ 0 ᐳᓴᓐᑎᒥᒃ 5
ᐳᓴᓐᑎᒧᑦ ᑕᐃᒪᓐᓇ ᐊᑭᓖᑎᑦᑎᖃᑦᑕᕐᒪᑕ
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charge based on the risk. What factors
lead to increases in this risk? Can you
give us some concrete examples or what
factors are considered that either decrease
the risk or increase the risk? Thank you,
Mr. Chairman.
Chairman: Thank you, Mr. Joanasie.
Turnabout is fair play. That was one of
the questions I was going to ask later.
Ms. Karetak-Lindell.
Ms. Karetak-Lindell: Thank you very
much, Mr. Chairman. In the process,
when the application is submitted and our
staff is looking at all the different factors,
we use different measures to determine
the risk of the client. In most of the
applications I have seen, they are deemed
high risk and many of the loans will be at
5 percent. There are different reports that
we look at. We look at the Equifax
reports that are done on each client. We
look at different factors.
Maybe I can get Sherri to be more
specific, but there is a set process for
each client that would help us determine
that level of risk. At this time, I can say
that many of them are at 5 percent and
I’ll let Sherri give more details on that.
Chairman: Ms. Rowe.
Ms. Rowe: Thank you, Mr. Chairman.
We follow the same procedures for every
client that comes in. When we’re looking
at risk, what we’re looking at is, like
Nancy said, we’re looking at the Equifax
reports to see what their credit rating is
like. We want to see if they have been a
good consumer and paying back other
credit that they’ve had.
We look at the management of the
company. Someone who has years of

ᐊᑦᑕᓇᕐᓂᕆᔭᖏᑦ ᒪᓕᒃᖢᒋᑦ. ᑭᓱᓂᒃ ᐱᔾᔪᑎᖃᖅᖢᑎᒃ
ᑖᓐᓇ ᐊᑦᑕᓇᕐᓂᖏᑦ ᐊᖏᓪᓕᒋᐊᖃᑦᑕᖅᐸᑦ?
ᐆᑦᑑᑎᓪᓚᑦᑖᖃᕐᓗᑎᑦ, ᑭᓱᒥᒃ ᐱᔾᔪᑎᖃᖅᖢᑎᒃ
ᐃᓱᒪᔅᓴᖅᓯᐅᕈᑎᖃᖃᑦᑕᖅᐸᑦ? ᐊᑦᑕᓇᕐᓂᖓ
ᐃᓄᐃᓴᓪᓕᒋᐊᖁᓪᓗᒍ ᐅᕝᕙᓘᓐᓃᑦ ᐊᑉᐸᕆᐊᖁᓪᓗᒍ?
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅᑕ ᔪᐊᓇᓯ.
ᑕᕝᕙᑦᑕᐅᖅ ᐊᐱᖅᑯᑎᒋᒍᒪᖅᑲᐅᒻᒥᔭᕋ ᑖᓐᓇ. ᒥᔅ
ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.
ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒻᒪᕆᐊᓗᒃ,
ᐃᒃᓯᕙᐅᑖᖅ. ᑕᕝᕙᓂ ᐃᖏᕐᕋᓂᕐᒥᑦ
ᑐᒃᓯᕋᐅᑎᓕᐅᖅᑐᖃᖅᑎᓪᓗᒍ ᑐᓂᓯᑦᑕᖅᐳᑦ
ᑐᒃᓯᕋᐅᑎᒥᓂᒃ ᐊᑐᖅᑐᐊᕈᒪᔭᒥᓐᓂᒃ, ᐊᔾᔨᒌᓐᖏᕈᓘᔭᖅᑐᑦ
ᐱᔾᔪᑎᖏᑦ ᕿᒥᕐᕈᓇᒃᑐᒋᑦ ᐊᔾᔨᒌᓐᖏᑦᑐᓂᑦ ᒪᓕᒐᕐᓂᑦ
ᐊᑐᖃᑦᑕᖅᑐᒍᑦ ᖃᐅᔨᓇᓱᑦᑐᑕ ᑖᓐᓇ ᑐᒃᓯᕋᖅᑕᖓ
ᐊᖑᒻᒪᑎᒐᓗᐊᕐᒪᖔᖅ ᑕᒪᒃᑯᐊ ᑐᒃᓯᕋᐅᑎᓕᐅᖅᑐᑦ
ᐊᑐᖅᑐᐊᕈᒪᓪᓗᑎ. ᐊᑦᑕᕐᓈᕿᖃᑦᑕᖅᑐᑦ
ᐅᑎᖅᑎᖏᓴᐃᓐᓇᑐᐃᓐᓇᕆᐊᖃᕐᓂᖏᓐᓄᑦ
ᐊᑐᖅᑐᐊᖅᑕᖏᓐᓂᑦ 5 ᐳᓴᓐᑎᒥᑦ
ᕿᑐᕐᖏᐅᕈᑎᖃᖅᑎᑕᐅᖃᑦᑕᖅᑐᑎ ᐊᑦᑕᕐᓇᕐᓂᖅᓴᐃᑦ,
ᑲᑎᒪᔨᓄᑦ ᑕᒪᓐᓇ ᕿᒥᕐᕈᓇᒃᑕᐅᖃᑦᑕᖅᑐᓂ.
ᕿᒥᕐᕈᓇᖃᑦᑕᖅᑐᒍᓪᓗ ᑕᐃᒃᑯᐊ ᓲᕐᓗ
ᐊᑭᓕᕈᓐᓇᐃᓕᑉᐸᑦ ᐊᑭᓕᖅᓯᔪᑎᔅᓴᕆᔭᖏᓐᓂᑦ
ᓇᒻᒥᓂᕆᔭᖏᓐᓂᑦ, ᕿᒥᕐᕈᓇᖃᑦᑕᖅᑐᑕᓗ ᑕᐅᑐᑦᑐᑎᒍ
ᐊᔾᔨᒌᓐᖏᑦᑐᑦ ᐱᔾᔪᑎᒋᔭᖏᑦ.
ᐃᒻᒪᖄ ᑖᓐᓇ ᓯᐊᕆ ᓇᓗᓇᐃᖅᓯᑦᑎᐊᑲᓐᓂᕐᓗᓂ
ᐅᓂᒃᑳᕈᓐᓇᕐᓂᐊᖅᑐᖅ.
ᐃᖏᕐᕋᓂᕐᒥᑦ ᐊᑐᖃᑦᑕᕋᑦᑕ ᐃᓛᒃᑰᖅᑐᒋᑦ ᐊᑐᖅᑐᐊᖅᑐᑦ
ᑕᐃᒃᑯᐊ ᐱᓕᕆᖃᑎᒋᖃᑦᑕᖅᑐᕗᑦ. ᑭᓯᐊᓂᓕ ᒫᓐᓇᐅᔪᖅ
ᐅᖃᕈᓐᓇᖅᑐᖓ ᐅᓄᖅᑑᓂᖅᓴᐃᑦ ᐊᑐᖅᑐᐊᖅᑐᑦ 5
ᐳᓴᓐᑎᒥᑦ ᕿᑐᕐᖏᐅᕈᑎᖃᖅᑎᑕᐅᔪᑦ
ᐊᑐᖅᑐᐊᕐᓂᕆᔭᖏᑦ. ᑖᓐᓇ ᒥᔅ ᕉ
ᓇᓗᓇᐃᖅᓯᑲᓐᓂᕐᓂᐊᕐᒪᑦ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐅᕉ.
ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᑖᒃᑯᐊ ᒪᓕᒐᑦ
ᐊᑐᖃᑦᑕᖅᑕᕗᑦ ᑖᒃᑯᐊᓴᐃᓐᓇᐃ. ᐃᓘᓐᓇᖏᓐᓄᑦ
ᐊᑐᖅᑐᐊᕆᐊᖅᑐᖅᑐᓄᑦ ᐊᑦᑕᕐᓇᕋᓗᐊᖅᑎᓪᓗᒋᑦ
ᐅᑎᖅᑎᖏᓴᐃᓐᓇᑐᐃᓐᓇᕆᐊᖃᕐᓂᖏᑦ, ᑕᒪᒃᑯᐊ
ᕿᒥᕐᕈᓇᖃᑦᑕᕋᑦᑎᒍ, ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ ᐅᖃᕋᑖᖅᑯ
ᑖᒃᑯᐊ ᐅᓂᒃᑳᖏᑦ, ᖃᓄᑎᒋ ᐊᑭᓕᔅᓴᖃᕐᒪᖔᑕ
ᖃᐅᔨᓴᕈᑏᑦ ᐊᑐᖃᑦᑕᕐᒥᔭᕗᑦ.
ᐊᑭᓕᖅᓱᐃᒃᑎᐊᖃᑦᑕᕐᒪᖔᑕ ᖃᐅᔨᓴᕈᑏᑦ ᑎᑎᕋᖅᓯᒪᔪᑦ
ᕿᒥᕐᕈᓇᒃᑐᑎᒍ.
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experience in managing that type of
company they’re starting is obviously
going to help that company whereas we
would assign a different risk to, let’s say,
someone who said that they wanted to
become a taxi driver and didn’t have a
taxi licence or didn’t have a driver’s
licence. Those would be things that
would make us think, “Hmm.”
The other things we look at for risk is we
look at the amount they’re looking to
borrow. We look at their financial results
to see what the business is like already or
if it’s a new business, we look at their
business plan. We check their financial
statements. We see what kind of security
they’re going to have. Those are all the
types of things that affect the risk rating
of a client. Thank you, Mr. Chairman.
Chairman: Thank you, Ms. Rowe. If the
Member won’t mind, just to get a little
further clarification, when you’re talking
about the premiums on top of the base
rate that the Government of Nunavut
charges you for your debt incomparable
to other lending facilities, how
competitive is this rate? Sorry for the
terminology, but do they get a smoking
deal or is it actually at a higher rate
because of the risk involved? Ms.
Karetak-Lindell or would you prefer Ms.
Rowe to…? Ms. Karetak-Lindell.
Ms. Karetak-Lindell: It is a higher rate
in that they’re a higher risk and it’s
difficult for them to go somewhere else
to get the money, but we look at it as a
good investment and that’s why we take
the risk on the clients that we do have.
I’ll let Sherri add to that. Thank you, Mr.
Chairman.
Chairman: Ms. Rowe.

ᐊᒻᒪ ᖃᓄᖅ ᐊᐅᓚᑕᐅᑎᒋᑦᑎᐊᕐᒪᖔᖅ ᑖᓐᓇ
ᑳᒻᐸᓂᐅᔪᖅ, ᐊᒻᒪᓗ ᖃᑦᑎᓂᑦ ᐊᕐᕌᒍᓄᑦ
ᒥᐊᓂᕆᔭᐅᓯᒪᑎᒋᓕᕐᒪᖔᖅ ᐊᐅᓚᑕᐅᓪᓗᓂ ᑖᓐᓇ
ᑳᒻᐸᓂᐅᔪᖅ. ᑕᐃᒪᓐᓇ ᐃᑲᔪᖅᑐᐃᖃᑦᑕᖅᑐᐃᑦ ᑳᒻᐸᓂᓂᑦ
ᐊᔾᔨᒋᓐᖏᑕᓂᑦ ᓲᕐᓗ ᐊᑦᑕᕐᓇᕐᓂᖅᓴᐅᖃᑦᑕᕐᒪᑕ,
ᓇᓗᓇᐃᖃᑦᑕᖅᑕᕗᑦ ᖃᓄᑎᒋ ᐊᑦᑕᓇᖅᑎᒋᒻᒪᖔᖅ
ᐅᑎᖅᑎᖏᓴᐃᓐᓇᑐᐃᓐᓇᕆᐊᖃᕐᓂᖓ. ᑕᐃᒃᑯᐊ ᓲᕐᓗ
ᑖᔅᓯᑐᑦ ᓚᐃᓴᖃᓐᖏᓪᓗᓂ ᐊᖁᑦᑐᓇᐅᑎᖃᕐᓂᖏᓪᓗᑎᑦ,
ᑕᒪᒃᑯᐊ ᑕᕝᕙ ᑕᐃᒪᐃᑦᑐᑦ ᖃᐅᔨᔪᑎᒋᖃᑦᑕᖅᑕᕗᑦ.

ᐊᓯᖏᑦᑕᐅᖅ ᐊᑦᑕᕐᓇᕐᓂᖏᓐᓄᑦ ᕿᒥᕐᕈᓇᖃᑦᑕᕐᒥᔭᕗᑦ
ᓲᕐᓗ ᐆᑦᑑᑎᒋᓗᒋᑦ ᐊᑐᖅᑐᐊᕈᒪᔪᖃᖅᑎᓪᓗᒍ, ᖃᓄᖅ
ᑮᓇᐅᔭᖃᖅᑎᒋᒻᒪᖔᑕ ᓇᒻᒥᓂᕆᔭᖓᓗ ᖃᓄᖅ
ᑮᓇᐅᔭᓕᐅᖅᑎᒋᒻᒪᖔᖅ, ᐅᕝᕙᓘᓐᓃᑦ ᐸᕐᓇᐅᑎᖏᑦ
ᐱᓕᕆᐊᔅᓴᕆᓂᐊᖅᑕᖏᓐᓄᑦ ᕿᒥᕐᕈᓇᒃᑐᑎᒍ,
ᖃᓄᐃᑦᑐᓂᓪᓗ ᐊᑭᓕᖅᓯᔪᓐᓇᐃᓕᑳᓪᓚᑉᐸᑕ
ᐊᑭᓕᖅᓯᔪᑎᒋᓂᐊᖅᑕᖏᓐᓂᑦ ᓇᓪᓕᐅᒃᑯᒫᖏᓐᓂᑦ.
ᑕᒪᒃᑯᓂᖓ ᑕᐅᑐᖃᑦᑕᖅᑐᒍᑦ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᐅᕉ.
ᖃᓄᐃᔅᓴᖏᒃᑯᕕᑦ ᓇᓗᓴᐃᖅᓯᑦᑎᐊᖁᓪᓗᒍ ᐊᑭᖏᓐᓂᑦ
ᐅᖃᐅᓯᖃᖅᑎᓪᓗᑎᑦ ᕿᑐᕐᖏᐅᓂᕆᔭᖓᑕ,
ᖄᒃᑲᓐᓂᐊᒍᑦ ᓄᓇᕗᑦ ᒐᕙᒪᒃᑯᖏᑕ
ᕿᑐᕐᖏᐅᑎᑦᑎᔪᑎᒋᖃᑦᑕᖅᑕᖓ ᐊᑭᓕᖅᓱᐃᓂᕐᓄᑦ.
ᐊᓯᖏᑦ ᑕᐃᒃᑯᐊ ᑕᐅᑐᓪᓗᒋᑦ ᐊᑐᖅᑐᐊᖅᑎᑦᑎᖃᑦᑕᖅᑐᑦ
ᐊᑭᑭᓐᓂᖅᐹᒥ ᕿᑐᕐᖏᐅᖅᑎᑦᑎᖃᑦᑕᖅᐱᓰ ᐅᕝᕙᓘᓐᓃᑦ
ᐊᑭᑐᓂᖅᓴᒥᒃ ᕿᑐᕐᖏᐅᖅᑎᑦᑎᖃᑦᑕᖅᐱᓯ. ᒥᔅ ᖃᕆᑕᖅᓕᓐᑎᐅᓪ.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᐊᑭᑐᓂᖅᓴᐅᖃᑦᑕᖅᑐᖅ
ᕿᑐᕐᖏᐅᕈᑎᖏᑦ ᐊᑦᑕᕐᓇᕐᓂᖅᓴᐅᔭᕌᖓᑕ.
ᐅᑎᖅᑎᒃᑎᓐᖏᑐᐃᓐᓇᕆᐊᖃᕐᓂᕆᔭᖏᑦ. ᐱᔭᕐᓂᖏᒻᒪᑦ
ᐊᑭᓖᑎᑦᑎᓇᓱᑦᑐᓂ ᑖᓐᓇ ᑮᓇᐅᔭᖅ
ᐊᑐᖅᑕᐅᑦᑎᐊᕐᓂᐊᕋᓗᐊᕐᒪᖔᖅ ᕿᒥᕐᕈᓇᒃᑐᑎᒍ
ᑕᒪᒃᑯᓄᖓ ᐊᑐᖅᑐᐊᖅᑐᓄᑦ. ᐃᓚᒋᐊᖅᑎᓐᓂᐊᖅᐸᕋ ᒥᔅ
ᕉ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐅᕉ.
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Ms. Rowe: Thank you, Mr. Chairman.
It’s not the best deal out on the market
that is for sure, but it also is not the worst
deal. What we’re trying to do is provide
affordable loans for these risky
businesses so that we can get business up
and running in Nunavut. Our rates are
dependent on our cost of borrowing at the
time. Every quarter, our rates change and
that’s based on the cost of borrowing
from the Government of Nunavut plus
the risk rating of 0 to 5 percent. Thank
you, Mr. Chairman.
Chairman: Thank you, Ms. Rowe. Mr.
Joanasie.
Mr. Joanasie: Thank you, Mr.
Chairman. Thank you for expanding on
that question I was going to get into.

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᐋᒐᐃᓛᒃ,
ᐊᑭᖏᑦ ᑖᒃᑯᐊ ᕿᑐᕐᖏᐅᓂᕆᖃᑦᑕᖅᑕᖏᑕ
ᐱᐅᓂᖅᐹᖑᓗᐊᕌᓗᓐᖏᑦᑐᖅ,
ᐊᑭᑭᓐᓂᖅᐹᖑᓗᐊᓐᖏᑦᑐᖅ ᐊᑭᑐᓂᖅᐹᖑᑦᑕᕋᓂᓗ.
ᑭᓯᐊᓂ ᐊᑐᖅᑐᐊᕈᓐᓇᖅᑎᑦᑎᔪᒍᑦ ᕿᑐᕐᖏᐅᕐᓂᖓ
ᖁᕝᕙᓯᓗᐊᕌᓗᓐᖏᓪᓗᑎ. ᓇᒻᒥᓂᕆᔭᖓ ᓄᓇᕘᒥ
ᓯᕗᒧᐊᒃᑎᐊᖁᓪᓗᖑ. ᕿᑐᕐᖏᐅᕈᑎᖏᑦ ᑕᒪᒃᑯᐊ
ᒪᓕᑦᑐᒋᑦ ᐊᑐᖅᑐᐊᕐᓂᕆᔭᑦᑕ ᐃᒪᓐᓇ ᐊᓯᔾᔨᖃᑦᑕᕐᒪᑕ
ᐊᕐᕌᒎᑉ ᐃᓗᐊᓂ ᕿᑐᕐᖏᐅᕈᑎᖏᑦ ᐊᑐᖅᑐᐊᖅᑕᕗᑦ.
ᓄᓇᕗᑦ ᒐᕙᒪᒃᑯᖏᓪᓗ 0 ᐳᓴᓐᑎᒥᒃ 5 ᐳᓴᓐᑎᒧᑦ ᑕᕝᕙ
ᑕᐃᒪᓐᓇ ᐋᖅᑭᒃᓯᒪᔪᑎᒋᔭᖓ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᕉ. ᒥᔅᑕ
ᔪᐊᓇᓯ.
ᔪᐊᓇᓯ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ
ᖁᔭᓐᓇᒦᑦᑕᐅᖅ ᑖᓐᓇ ᓇᓗᓇᐃᑦᑎᐊᕋᕕᐅᒃ.

The other thing I wanted to move on to
was in the annual report for 2014-15. I
just wanted clarification first on this
chart. There’s an acronym called LOC. I
just want clarification on what that means
first. Thank you.

ᐱᖃᑖᑦᑕᐅᖅ ᐊᐱᖅᑯᑎᒋᒍᒪᖅᑲᐅᔭᕋ, ᐊᕐᕌᒍᑕᒫᖅᓯᐅᑦ
2014-15-ᒥ ᓇᓗᓇᐃᖅᓯᑲᓐᓂᖁᔨᖅᑳᖅᖢᖓ, ᐅᓇ
ᐊᑎᖃᖅᑎᑕᐅᒻᒪ LOC. ᓇᓗᓇᐃᖅᑕᐅᖅᑳᖁᔭᕋ.
ᖁᔭᓐᓇᒦᒃ.

Chairman: It means line of credit, Mr.
Joanasie.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᐊᑐᖅᑐᐊᖅᑕᐅᔪᖅ
ᐅᓄᕐᓂᕆᔭᖓ, ᒥᔅᑕ ᔪᐊᓇᓯ.

Mr. Joanasie (interpretation): Thank
you. (interpretation ends) The different
loans and lines of credit that are
disbursed to the regions, you have listed
here the different communities. In
considering applications, do you look
at… ? We were talking with the Nunavut
Development Corporation earlier and
they were saying that small communities,
non-decentralized communities are their
target. Do you look at that when
considering proposals? Thank you, Mr.
Chairman.

ᔪᐊᓇᓯ: ᓇᑯᕐᒦᒃ. (ᑐᓵᔨᑎᒍᑦ) ᐊᒻᒪᓗ ᐊᑐᖅᑐᐊᖅᑕᐅᔪᑦ
ᐊᔾᔨᒌᓐᖏᑦᑐᑦ ᑐᓂᔭᐅᖃᑦᑕᖅᑐᑦ ᐊᒡᒍᑐᖅᓯᒪᓂᕐᒧᑦ
ᓄᓇᓖᑦ ᐊᔾᔨᒌᓐᖏᑦᑐᑦ ᑎᑎᕋᖅᑕᐅᓯᒪᒻᒪᑕ ᑕᕝᕙᓂ.
ᐃᓱᒪᔅᓴᖅᓯᐅᕈᑎᖃᓕᕌᖓᔅᓯ ᐊᑐᖅᑐᐊᕈᒪᔪᓂᒃ
ᓄᓇᕗᒻᒥᓗ ᐱᕙᓪᓕᐊᔪᓕᕆᔨᒃᑯᑦ ᑯᐊᐳᕇᓴᓐ ᑕᐅᑐᓪᓗᒋᑦ
ᑕᐃᒃᑯᐊ ᓄᓇᓕᓐᓄᑦ ᒥᑭᑦᑑᑕᐅᓂᖅᓴᓄᑦ
ᓯᐊᒻᒪᖅᑎᕆᕝᕕᐅᖏᑦᑐᓄᑦ ᐊᑐᖅᑕᐅᓂᖅᓴᐅᒻᒪᑦ.
ᑖᒃᑯᐊᑐᐊᑦ ᐃᓱᒪᔅᓴᖅᓯᐅᕈᑕᐅᖃᑦᑕᖅᐸᑦ
ᕿᒥᕐᕈᓇᓕᕌᖓᔅᓯ ᑐᒃᓯᕋᐅᑎᓂᒃ? ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Good question. Ms. Karetak-

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᐊᐱᖅᑯᑎᑦᑎᐊᕙᒃ. ᒥᔅ
ᖃᕆᑕᖅ-

71

Lindell.

ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: The mandate is
for all of Nunavut, Mr. Chairman. We’re
a lending corporation that lends out
public funds. We do try with our outreach
to reach the smaller communities. We’re
encouraging smaller communities to
approach us for their business ventures. If
a small community like Clyde River
needs a second hotel or Chesterfield Inlet
or Whale Cove or Grise Fiord, if they can
support another business opportunity and
their criteria fits our criteria, then we will
work with that client.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᑖᒃᑯᐊ ᐃᓘᓐᓇᖏᓐᓄᑦ
ᓄᓇᕗᓕᒫᒧᑦ ᑐᕌᖓᒻᒪᑕ ᑎᒥᖁᑎᒋᕗᑦ
ᐊᑐᖅᑐᐊᑎᑦᑎᔨᐅᒐᑦᑕ ᑎᒥᐅᓪᓗᑕ
ᐊᑐᖅᑐᐊᑎᑦᑎᖃᑦᑕᖅᑐᑦ ᒐᕙᒪᒃᑯᑦ ᑮᓇᐅᔭᖁᑎᖏᓐᓂᒃ.
ᐄ, ᐱᓕᕆᑎᑦᑎᓇᓱᖃᑦᑕᖅᑐᒍᑦ ᓄᓇᓕᓐᓂ
ᑐᓴᖅᑎᑦᑎᓇᓱᒃᖢᑕ ᒥᑭᑦᑑᑕᐅᓂᖅᓴᓂᒃ
ᑎᓕᐅᖃᑦᑕᖅᖢᑎᒍᓪᓗ ᐅᕙᑦᑎᓐᓄᐊᖁᓪᓗᒋᑦ
ᑐᒃᓯᕋᐅᑎᓕᐅᕐᓂᐊᕐᒪᑕ ᓇᒻᒥᓂᖁᑎᑖᖁᓪᓗᒋᑦ
ᒥᑭᑦᑑᑎᓂᒃ ᓄᓇᓕᓐᓂ ᑲᖏᖅᖢᒑᐱᒻᒥ ᓲᕐᓗ ᐊᒻᒪ
ᐃᒡᓗᓕᒑᕐᔪᒻᒥᓘᓐᓃᑦ ᑐᔪᕐᒥᕕᓕᐅᕐᓗᑎᑦ,
ᑎᑭᕋᕐᔪᐊᒥᓘᓐᓃᑦ ᐊᐅᓱᐃᑦᑐᒥ ᐃᑲᔪᖅᑐᐃᓂᐊᑐᐊᖅᐸᑕ
ᐃᒪᓐᓇ ᐊᐅᓚᔪᓐᓇᕐᓂᐊᑐᐊᖅᐸᑦ ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᖅ
ᓄᓇᓕᓐᓂ ᒪᓕᒐᖏᑦ ᑖᒃᑯᐊ ᒪᓕᒐᖁᑎᕗᑦ
ᐊᓐᖑᒻᒪᑎᔭᕌᖓᑦ ᒪᓕᒐᖁᑎᑦᑎᓐᓄᑦ
ᐃᖅᑲᓇᐃᔭᖃᑎᒋᖃᑦᑕᖅᑕᕗᑦ ᑕᐃᒃᑯᐊ.

Again, as I mentioned this morning, we
do try to reach to all communities. We do
encourage business activities. Fishing is
getting to be a big opportunity on
Broughton Island/Qikiqtarjuaq. We don’t
necessarily say our mandate is only for
the small communities, as you
mentioned, but we certainly encourage
applications to come from every
community and it is better if they come
from those small communities that have
less economic activity at the moment.
Thank you, Mr. Chairman.

ᐅᖃᖅᑲᐅᒐᒪᐃᓛᒃ ᐅᓪᓛᖅ ᓄᓇᓕᓕᒫᑦᑎᐊᓄᑦ
ᐅᐸᒍᑎᓇᓱᖃᑦᑕᖅᑐᒍᑦ ᐱᓕᕆᓇᓱᖃᑦᑕᖅᑕᕗᑦ ᓲᕐᓗ
ᐊᔾᔨᒌᓐᖏᑦᑐᓄᑦ ᓇᒻᒥᓂᖁᑎᒋᔭᐅᕙᑦᑐᑦ ᓲᕐᓗ
ᐱᕕᔅᓴᐅᖁᓪᓗᒋᑦ ᓲᕐᓗ ᕿᑭᖅᑕᕐᔪᐊᒥ ᐃᖃᓪᓕᐊᖅᑏᑦ.
ᑕᐃᒪᓐᓇ ᑎᓕᐅᔭᐅᓯᒪᔾᔪᑎᒋᔭᕗᑦ ᒥᑭᑦᑑᑎᓄᑦ
ᓄᓇᓕᓐᓄᑐᐃᓐᓇᖅ ᑐᕌᖓᓐᖏᒻᒪᑦ.
ᑎᓕᐅᕆᓪᓚᕆᖃᑦᑕᕐᒥᔪᖑᑦ ᑐᒃᓯᕋᖁᓪᓗᒋᑦ
ᓄᓇᓕᓕᒫᑦᑎᐊᑦ ᑐᒃᓯᕋᐅᑎᓕᐅᖁᓪᓗᒋᑦ
ᑎᓕᐅᖃᑦᑕᖅᑕᕗᑦ ᒥᑭᑦᑑᓂᖅᓴᓂᓪᓘᓐᓃᑦ ᒫᓐᓇ
ᑮᓇᐅᔭᓕᐅᕈᑎᖃᕋᓱᐊᕐᓂᕐᒥᒃ ᐱᓕᕆᓂᖃᓐᖏᑦᑐᑦ.
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Mr. Joanasie.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅᑕ ᔪᐊᓇᓯ.

Mr. Joanasie (interpretation): Thank
you, Mr. Chairman. Thank you for the
response. I would like to know how many
times a year the NBCC board of directors
meets. Thank you, Mr. Chairman.

ᔪᐊᓇᓯ: ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᖁᔭᓐᓇᒦᓪᓗ
ᑭᐅᒋᐊᕐᒪᖓ. ᑖᒃᑯᐊ ᑲᑎᒪᔨᖁᑎᖏᑦ ᓄᓇᕗᑦ
ᓇᒻᒥᓂᖃᖅᑐᓄᑦ ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴᒃᑯᑦ,
ᖃᐅᔨᒐᓱᐊᕈᒪᑦᑕᓕᕐᒥᔪᖓ, ᖃᑦᓯᐊᖅᑎ
ᑲᑎᒪᓲᖑᑦᑕᕐᒪᖔᑕ ᐊᕐᕌᒎᑉ ᐃᓗᐊᓂ? ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Karetak-Lindell.
ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell (interpretation): I
believe it’s two times that we have met
face to face, but when required, we hold
teleconferences frequently because if we
need to approve, for example, when there
are orders through sealift and there’s

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ: ᒪᕐᕈᐃᖅᖢᑕᐅᖅᑰᖅᑐᖅ
ᑕᑯᑐᕋᐅᑎᓪᓗᑕ ᑲᑎᒪᓲᖑᔪᒍᑦ ᑭᓯᐊᓂ ᐱᔭᕆᐊᖃᕌᖓᑦᑕ
ᐅᖃᓘᑎᒃᑯᑦ ᑲᑎᒪᒐᔪᒃᑐᒍᑦ ᐊᖏᕆᐊᖃᖅᑐᑦ
ᓈᒻᒪᓈᕆᐊᖃᕌᖓᑕ ᐆᒃᑑᑎᒋᓗᒍ ᐅᒥᐊᕐᔪᐊᒃᑯᑦ
ᐱᖁᑎᓂᒃ ᑎᑭᑎᑦᓯᓂᓗᓐᓂᐊᖅᐸᑕ ᐊᒻᒪ
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urgency to approve them. If we can’t
meet face to face, we meet through
teleconference. Our staff tell us that we
need to complete this business or
activities before the end of the month.
Therefore, we usually meet face to face
twice a year and when required, we hold
teleconferences on top of that. Thank
you, Mr. Chairman.
Chairman (interpretation): Thank you.
Mr. Joanasie.
Mr. Joanasie (interpretation): Thank
you, Mr. Chairman. Have you met this
year to date? Thank you, Mr. Chairman.
Chairman: Ms. Karetak-Lindell.

ᐅᑕᖅᑭᓂᖅ ᐊᔪᖅᐸᑕ ᑲᑎᒪᓂᐊᕐᓂᑦᑎᓐᓂ
ᑕᐅᑐᑦᑐᕋᐅᑎᓗᑕ ᐅᖃᓘᑎᒃᑯᑦ ᑲᑎᒪᔪᒃᑐᒍᑦ ᑖᒃᑯᐊ
ᐃᖅᑲᓇᐃᔭᖅᑎᒋᔭᕗᑦ ᐱᓕᕆᔨᒋᔭᕗᑦ ᓇᓗᓇᐃᓲᖑᒻᒪᑕ
ᐅᑯᐊ ᐱᓕᕆᐊᕆᓯᒪᔭᕆᐊᖃᖅᑐᑦ ᑖᓐᓇ ᑕᖅᑭ
ᓄᖑᓚᐅᖅᑳᑎᓐᓇᒍ. ᒪᕐᕈᐃᖅᖢᑕ ᐅᑭᐅᖅ ᐊᑕᐅᓯᖅ
ᐃᓗᐊᓂ ᑕᐅᑐᖃᑎᒌᒃᖢᑕ ᑲᑎᒪᒃᖤᖅᐳᒍᑦ ᐊᒻᒪ
ᐱᔭᕆᐊᖃᕌᖓᑦᑕ ᐅᖃᓘᑎᒃᑯᑦ ᑲᑎᒪᒃᑲᓂᖅᐸᒃᖢᑕ. ᒪ’ᓇ,
ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ: ᓇᑯᕐᒦᒃ. ᒥᔅᑕ ᔪᐊᓇᓯ.

ᔪᐊᓇᓯ: ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᑕᕝᕙᓂ ᐊᕐᕌᒍᒥ
ᑲᑎᒪᓚᐅᖅᓯᒪᓕᖅᑭᓯ? ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell (interpretation):
Thank you, Mr. Chairman. We just held
our meeting recently. Today is Friday.
Last Saturday on September 18 was our
last day of meeting and we will have a
teleconference this coming spring. We
also held a teleconference this spring.
Thank you, Mr. Chairman.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ: ᒪ’ᓇᐅᔪᑎᑦ, ᐃᒃᓯᕙᐅᑖᖅ.
ᑲᑎᒪᓂᓵᑦᑎᐊᖅᑐᒍᑦ ᑕᕝᕙᓂ ᐅᑉᓗᒥ
ᐅᓪᓗᑐᐃᓐᓇᐅᖤᖅᐳᖅ, ᓯᕙᑖᕐᕕᐅᓚᐅᖅᓯᒪᔪᒥ 18ᖑᓚᐅᖅᑎᓪᓗᒍ ᓰᑏᕝᕙ ᑲᑎᒪᓚᐅᕐᒥᔪᒍᑦ ᐊᒻᒪ
ᐅᖃᓘᑎᒃᑯᑦ ᑲᑎᒍᒪᒋᐊᕈᒫᕐᓂᐊᕆᕗᒍᑦ ᐊᒻᒪ ᐅᐱᕐᖔᖅ
ᑲᑎᒪᓛᕐᒥᔪᒍᑦ ᑕᕝᕙᓂ ᐅᑭᐅᖑᔪᒥ. ᒪ’ᓇ ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Mr. Joanasie.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅᑕ ᔪᐊᓇᓯ.

Mr. Joanasie (interpretation): Thank
you, Mr. Chairman. I was looking at page
40 of the annual report, (interpretation
ends) Statement of Operations.
(interpretation) I would like information
on the funds that are used by your
corporation. Looking at the actual and the
budget, there’s a big difference. For
example, in 2015, you are requesting
$100,000 for board meetings and in 2014,
it was $42,000. There seems to be a big
difference between the actual and the
budget. Why is that the case? Thank you,
Mr. Chairman.

ᔪᐊᓇᓯ: ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᐅᑯᐊ
ᐊᕐᕌᒍᑕᒫᖅᓯᐅᑎᔅᓯᓐᓂ ᕿᒥᕐᕈᓇᓚᐅᕐᒥᒐᒃᑯ ᒪᑉᐱᒐᖅ 40ᖓᓐᓂᑦ ᐅᓂᒃᑳᖅ ᐊᐅᓚᓂᕐᓄᑦ, ᖃᐅᔨᒋᐊᕈᒪᓕᖅᑐᖓᓗ
ᑖᒃᑯᐊ ᑮᓇᐅᔭᐃᑦ ᐊᑐᖃᑦᑕᖅᑕᓯ ᐊᒻᒪᓗ
ᐊᑐᕐᓂᐊᕐᓂᕋᖃᑦᑕᖅᑕᓯ ᐃᒪᐃᖏᓐᓇᕈᔪᖃᑦᑕᖅᑳ? ᓲᕐᓗ
ᐃᓛᒃ ᑕᐅᑐᑦᑐᒋᑦ ᒪᕐᕉᒃ ᑮᓇᐅᔭᖅᑑᑎᓪᓗᐊᑕᐃᑦ
ᐊᔾᔨᒌᓐᖏᑐᕐᔪᐊᕌᓘᔮᕐᖓᑎ ᐃᓚᖓᒍᑦ ᓲᕐᓗ
ᐆᑦᑐᑎᒋᓗᒋᖃᐃ, ᑮᓇᐅᔭᓂᑦ ᐊᑐᕐᓂᐊᕐᓂᕋᕈᒪᔪᓯ 2015
$100,000 ᑲᑎᒪᔩᑦ ᑲᑎᒪᔪᑎᖏᓐᓄᑦ, 2014-ᒥᓪᓗ
$42,000 ᐊᑐᓚᐅᖅᑐᑎ. ᒪᑯᐊ ᐃᓛᒃ
ᓈᒻᒪᓐᖏᓗᐊᖅᑑᔮᕐᓂᖏᓐᓂᑦ ᐅᔾᔨᕈᓱᑐᐃᓐᓇᖅᑐᖓ,
ᖃᓄᐃᒻᒪᒃᑭᐊᖅ ᑕᐃᒪᐃᓕᖓᕙ? ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you. That’s on page

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ. ᒪᑉᐱᖅᑐᒐᖅ
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40, like you said, of the annual report.
Ms. Karetak-Lindell.

40-ᒥᖑᓇ ᐅᖃᐅᓯᖃᖅᑕᐅᔪᖅ. ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell (interpretation):
Thank you, Mr. Chairman. You’re asking
the same question that I had brought up.
We have to set a budget possibly for a
year or more. At times, we have meetings
in other communities outside of Iqaluit. If
we’re going to be having a meeting in
another community outside of Iqaluit, it’s
usually more expensive. If we could, we
would hold our meeting outside of Iqaluit
and whenever possible, if we’re going to
a smaller community or another location,
we have to set aside some travel funds. If
we have teleconferences on more than
one occasion, then we would use less of
the travel budget.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ: ᒪ’ᓇ, ᐃᒃᓯᕙᐅᑖᖅ. ᐊᐱᕆᒐᕕᑦ
ᐊᐱᕆᓚᐅᖅᑕᓂᑦᑕᐅᖅ ᐊᐱᕆᕗᑎᑦ. ᖃᓄᖅ ᑮᓇᐅᔭᑦ
ᐊᑐᕐᓂᐊᕈᑎᒪᖔᑦᑎᒍ ᐃᓕᓯᔭᕆᐊᖃᐃᓐᓇᔪᒐᑦᑕ, ᐃᒻᒪᖄ
ᐊᑕᐅᓯᐅᓐᖏᑦᑐᒧᓘᓐᓃᑦ ᐅᑭᐅᒧᑦ ᐃᓕᐅᖅᑲᓱᕐᒪᑕ
ᖃᓄᖅ ᑮᓇᐅᔭᑦ ᐊᑐᕐᓂᐊᖅᑐᒋᒻᒪᖔᑦᑎᒍ. ᐃᓛᓐᓂ
ᓄᓇᓕᓐᓂ ᐊᓯᐊᓂ ᑲᑎᒪᕈᐊᓚᐅᖅᐸᒃᑲᓗᐊᖅᑐᑕᑦᑕᐅᖅ
ᐃᖃᓗᓐᓃᓐᓇᖅ ᐃᓛᓐᓂ ᑲᑎᒪᓕᖅᐸᑲᑦᑕ.
ᐊᓯᐊᓅᓂᐊᕈᑦᑕ ᐊᑭᑐᓂᖅᓴᐅᓂᐊᕐᒪᓪᓗ
ᓇᓗᓇᖅᐸᖏᑦᑐᓂ. ᑕᓐᓇ ᐃᓕᓯᒪᓂᓪᓕᐊᖅᑐᖅ ᐃᒻᒪᖄ
ᓄᓇᓕᓐᓄᑦ ᑲᑎᒪᔭᕆᐊᖃᕐᓂᕈᑦᑕ ᐊᔪᓐᖏᓐᓇᔭᖅᑐᑕ
ᐊᑭᑐᓂᖅᓴᐅᖂᕐᒪᑦ, ᐊᒥᓱᓅᓐᖏᒃᑳᖓᑦᑕ ᒥᑭᔪᓄᑦ
ᓄᓇᓕᓐᓄᑦ ᐊᐅᓪᓚᕐᓂᐊᕈᑦᑕ ᓇᑭᓗᑦᑖᕐᓗ ᐱᒐᑦᑕ,
ᐊᐅᓪᓛᕈᑎᔅᓴᑎᓐᓄᑦ ᐋᖅᑭᒃᓯᒪᓪᓗᓂ. ᑭᓯᐊᓂ
ᐅᖃᓘᑎᒃᑯᑦ ᑲᑎᒪᒐᔪᓐᓂᖅᓴᐅᔭᕌᖓᑦᑕ ᑖᒃᑯᐊ
ᐊᑐᕋᔭᖅᑕᕗᑦ ᑮᓇᐅᔭᑦ ᐊᑐᓐᖏᑉᐹᓪᓕᓲᖑᒻᒪᑕ.

Maybe Sherri would like to supplement
my response about the variance between
the actual and the budget.

ᑭᓯᐊᓂ ᓯᐊᕆ ᐃᓚᓯᒍᐊᕐᓂᖅᐸᑦ ᑖᔅᓱᒥᖓ
ᐊᔾᔨᒌᓐᖏᓗᐊᕐᓂᖏᓐᓂᑦ ᑖᒃᑯᓂᖓ
ᓇᓗᓇᐃᓚᐅᕋᓗᐊᖅᑐᖓᑦᑕᐅᖅ.

Chairman: Thank you. Mr. Joanasie.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ. ᒥᔅᑕ ᔪᐊᓇᓯ.

Mr. Joanasie (interpretation): Thank
you. For example, in 2015, $165,000 has
been set aside for other expenses and last
year, you only actually used $1,200.
Could we get an explanation of why
there’s a big difference? Thank you, Mr.
Chairman.

ᔪᐊᓇᓯ: ᖁᔭᓐᓇᒦᒃ. ᐃᓛ ᐅᓇᖃᐃ ᐆᑦᑑᑎᒋᓗᒍ
ᓱᓇᓂᑭᐊᖅ ᓂᕆᐅᒋᔭᖃᖅᐱᓯ ᓲᕐᓗ ᑕᕝᕙᓂ 2015-ᒥ
$165,000-ᓂᑦ ᐊᓯᖏᓐᓄᑦ ᐊᑭᓕᕆᐊᓕᓐᓄᑦ ᐊᕐᕌᓂ
$1,000-ᑐᐃᓐᓇᕐᓂᑦ ᐊᑐᓚᐅᖅᑐᓯ ᑖᔅᓱᒧᖓ.
ᑐᑭᓯᒋᐊᕈᓐᓇᖅᐱᑖ ᐊᒻᒪ ᑕᒪᒃᑯᐊ ᑖᓐᓇᖃᐃ
ᐆᑦᑑᑎᒋᑐᐃᓐᓇᕐᓗᒍ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Karetak-Lindell.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: I will pass that on
to Sherri. I can’t resist, but I have to say
that we were very prudent and took care
of public funds so well, we didn’t spend
all the money that we could have. I’ll let
Sherri deal with that one. Thank you.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ(ᑐᓵᔨᑎᒍᑦ): ᑖᓐᓇ ᓯᐊᕆᒧᑦ
ᑐᓐᓂᖁᑎᒋᓂᐊᕋᒃᑯ. ᐊᑐᖅᑕᐃᓕᒪᔪᕐᔪᐊᒻᒪᕆᐊᓘᓚᐅᕋᑦᑕ
ᑕᐃᔅᓱᒪᓂ ᑮᓇᐅᔭᓕᒫᑦ ᑕᐃᒃᑯᐊ ᐊᑐᓚᐅᓐᖏᑕᕗᑦ.
ᓯᐊᕆ ᑖᔅᓱᒧᖓ ᓂᓪᓕᖅᑎᓐᓂᐊᕋᒃᑯ. ᖁᔭᓐᓇᒦᒃ.

Chairman: Ms. Rowe.
Ms. Rowe: Thank you, Mr. Chairman.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐅᕉ.
ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
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Yes, we are very prudent with public
money. What happens during the year is,
like I had said previously, if you look
under our expenses and you see provision
for credit losses, you see that there’s no
budget for that amount and there’s also
no budget for the interest expense on the
advances from the Government of
Nunavut. Those two items, as we see in
the actual year, in 2015, once we see
what those numbers are going to be,
everything else then needs to be adjusted
to make that work. Like I said earlier, we
never want to spend beyond our means
and that’s one of the ways we do it.
As soon as we have a better idea of what
the interest rate is going to be for the
year, which usually happens at the start
of the year, that’s when we start adjusting
everything else to make sure that we
don’t overspend. Thank you, Mr.
Chairman.

ᐄ, ᐊᑐᖅᑕᐃᓕᒪᔪᐊᓘᖃᑦᑕᖅᑐᒍᑦ ᒐᕙᒪᒃᑯᓐᓄᑦ
ᑮᓇᐅᔭᖁᑎᒋᔭᐅᒻᒪᑕ. ᐊᕐᕌᒍ ᐃᓗᐊᓂ ᓲᕐᓗ
ᐅᐊᑦᑎᐊᑲᓐᓂᖅ ᐅᖃᖅᑲᐅᒐᒪ ᑕᑯᒋᐊᕈᕕᒋᓄᑯᐊ ᔭᒐᐃᔭᑦ
ᐃᓪᓗ ᐃᓗᓪᓕᖅᑕᐅᓯᒪᓐᖏᑦᑐᑦ ᐊᒻᒪᓗ ᕿᑐᕐᖏᐅᕐᓂᖏᑦ
ᓄᓇᕗᑦ ᒐᕙᒪᒃᑯᓐᓂᑦ ᐱᕙᒌᖅᑕᑦᑎᓐᓄ ᑮᓇᐅᔭᖅᑐᕈᑏᑦ
ᐃᓗᓕᖃᓐᖏᒻᒥᔪᑦ. 2015-ᒥᑦ ᑖᒃᑯᐊ ᓈᓴᐅᑏᑦ
ᐋᖅᑭᒋᐊᖅᑕᐅᐸᑕ ᑭᓱᓕᒫᑦ ᓈᓴᐅᑏᑦ
ᐋᖅᑭᒃᓱᖅᑕᐃᓐᓇᕆᓗᒋᔭᕆᐊᖃᓲᑦ. ᐃᒪᓐᓇᑎᒋ
ᐅᓄᖅᑎᒋᔪᓂᑦ ᐱᑎᑕᐅᒍᑦᑕ
ᐅᖓᑕᐅᔨᒃᑕᐃᓕᒪᓇᓱᖃᑦᑕᖅᑐᒍᑦ.

ᕿᑐᕐᖏᐅᕐᓃᑦ ᐊᔾᔨᒌᖃᑦᑕᖏᒻᒪᑕ ᐊᕐᕌᒍᑕᒫᑦ, ᑕᐃᒃᑯᐊ
ᒪᓕᔅᓴᖅᑎᖃᑦᑕᖅᑕᕗᑦ ᐅᖓᑕᐅᔨᓂᐊᓐᖏᓐᓇᑦᑕ
ᑮᓇᐅᔭᖁᑎᑦᑎᓐᓂ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you, Ms. Rowe. I’m
going to recognize the clock and we will
take a 15-minute break. Thank you.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᐅᕉ. 15
ᒥᓂᔅᓯᒥᒃ ᓄᖅᑲᖓᓚᐅᑲᓐᓂᐊᖅᐳᒍᑦ. ᖁᔭᓐᓇᒦᒃ.

>>Committee recessed at 15:20 and
resumed at 15:36

>>ᑲᑎᒪᔨᕋᓛᑦ ᓄᖅᑲᖓᑲᐃᓐᓇᖅᑐᑦ 15:20-ᒥ ᐊᒻᒪᓗ
ᐱᒋᐊᒃᑲᓐᓂᖅᑐᑎᒃ 15:36-ᒥ

Chairman: Thank you, everyone. I
would like to welcome everyone back to
the hearing with NBCC in the witness
chair. The next name I have on my list,
Mr. Enook.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ ᐃᓘᓐᓇᓯ
ᑐᓐᖓᓱᒋᔅᓯ ᐅᑎᕋᔅᓯ. ᓄᓇᕗᒻᒥ ᐊᑐᖅᑐᐊᕐᕕᒃ. ᒥᔅᑕ
ᐃᓄᒃ.

Mr. Enook (interpretation): Thank you,
Mr. Chairman. Maybe I didn’t
understand the response, but I would like
to go back to the $580,000. That’s in
2012-13 for Sila Management. When I
look at an annual report, I see it as
activities that were done over the year
and the financial statements are final. I
can’t understand why you make

ᐃᓄᒃ: ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐃᓱᒪᒋᕙᓪᓕᐊᓪᓗᒍᐃᓐᓇ ᑐᑭᓯᑦᑎᐊᓐᖏᓗᐊᖅᑰᖅᖢᒍ
ᕿᒪᐃᖅᑲᐅᒐᒪ ᑐᑭᓯᒋᐊᒃᑲᓐᓂᓚᐅᑲᓐᓂᐊᕋᒪ ᑕᐃᓐᓇ
$580,000 ᑎᑎᕋᖅᓯᒪᔪᕕᓂᖅ 2012-14 Sila
Management-ᒧᑦ ᐊᑐᖅᑐᕕᓂᐅᓂᕋᖅᑕᓯ. ᐆᒥᖓ
ᓯᕗᓪᓕᖅᐹᒥ ᐊᐱᕆᓚᐅᕐᓚᖓ, ᖃᓄᐃᒻᒪᑦ
ᐊᑐᕐᓂᐊᕋᓱᒋᓯᒪᔭᑐᐃᓐᓇᓯᓐᓂ ᑎᑎᕋᖅᓯᒪᕕᓯ? ᐅᑯᐊ
ᐊᕐᕌᒍᓕᒫᖅᓯᐅᑎᑦ ᐃᓱᒪᒋᓲᕆᒐᒃᑭᑦ ᐊᕐᕌᒍ ᐱᔭᕇᕐᒪᑦ
ᑎᑎᕋᖅᑕᐅᓕᑕᐃᓐᓇᖅᖢᑎᒃ. ᓈᓴᐅᑏᓪᓗ
ᑕᒻᒪᖅᓯᒪᔪᓐᓃᖅᖢᑎᒃ ᓲᖃᐃᒻᒪ ᑕᒻᒪᖅᓯᒪᔪᖅᓯᐅᑎᒃᑯᓐᓂ
ᐱᓕᕆᐊᖑᓯᒪᓕᕋᒥ. ᑐᑭᓯᔪᓐᓃᐸᓪᓕᐊᑐᐃᓐᓇᕋᒪ
ᖃᓄᐃᒻᒪᑦ ᑖᓐᓇ ᑕᒫᓐᖓᕈᔪᒻᒥ ᐊᑐᐃᓐᓇᐅᖅᑰᔨᔪᖅ
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adjustments within a year. Why don’t we
see the actual numbers, the final numbers
in regard to contracting? Thank you, Mr.
Chairman.

ᓈᓴᐅᑦ ᑕᑯᔅᓴᐅᒻᒪᖔᑦ. ᖃᓄᐃᒻᒪᑦ ᐊᑐᓪᓚᑦᑖᓚᐅᖅᑐᑦ
ᑎᑎᕋᖅᓯᒪᔪᓐᓇᓐᖏᓚᑦ ᑕᕝᕙᓂ ᑳᓐᑐᕌᖃᑦᑕᓂᕐᒧᑦ
ᑎᑎᕋᖁᑎᔅᓯᓐᓂ? ᐃᒪᓐᓇ ᐊᐱᕆᒋᐊᖅᑳᓚᐅᕐᓚᖓ.
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you, Mr. Enook. Ms.
Karetak-Lindell, would you like Ms.
Rowe to respond to that question?

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅᑕ ᐃᓄᒃ. ᒥᔅ
ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ, ᑭᐅᔪᒪᕕᐅᒃ ᐅᕝᕙᓘᓐᓃᑦ ᒥᔅ ᐅᕉᒧᑦ
ᑭᐅᔭᐅᖁᕕᐅᒃ?

Ms. Karetak-Lindell: We’re actually
looking for a page number, Mr.
Chairman.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᒪᑉᐱᖅᑐᒐᖓ
ᕿᓂᖅᑕᕗᑦ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: It’s in the procurement. That
was with Sila Management accounting
estimate of $580,000. It was allocated,
yet you said earlier that that wasn’t the
amount that was expended. The Member
is looking for a little bit more clarity on
how that number is reported in your
annual financials. Ms. Rowe.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᐅᑯᓇᓂ Sila
Management-ᑯᓂᒃᑯᐊ ᓇᓕᖅᑯᑕᐃᓚᐅᖅᓯᒪᓚᐅᕐᒪᑕ
$580,000 ᓴᓂᕐᕙᐃᓂᒃᖢᑎᑦ ᐅᖃᖅᑲᐅᒐᕕᑦ ᑖᒃᑯᐊ
ᑮᓇᐅᔭᖅᑐᕐᓂᕋᓚᐅᕋᕕᒋᑦ. ᐅᓇ ᒪᓕᒐᓕᐅᖅᑎ
ᑐᑭᓯᒃᑲᓐᓂᕈᒪᔪᖅ ᖃᓄᖅ ᑖᓐᓇ ᓈᓴᐅᑦ ᑕᐃᒪᓐᓇ
ᐋᖅᑭᑦᑕᐅᓚᐅᕐᒪᖔᑦ ᐅᑯᓇᓂ ᑮᓇᐅᔭᑦ ᐅᓂᒃᑳᑦ
ᐃᓗᓕᖏᓐᓂ. ᒥᔅ ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman. In
our annual report, it’s actual numbers, so
the actual amount spent. That contracting
report, which is not part of the annual
report but is part of a document that is
tabled for information, follows the same
format that the Government of Nunavut
uses to record all of their contracting and
leasing activities. What we have done is
we have used that same format and
because we have so few items to report
on, it’s just the way it got captured.
Basically, it says the award value of the
contract and that’s the awarded value of
the contract.
Now, we had those in place in years
where we needed significant accounting
assistance with issues that relate to our
audited financial statements. There was a
change in public sector accounting
standards. At the beginning of the year,
we were not sure how much it was going
to cost us to get that work done. In the

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐊᕐᕌᒍᑕᒫᖅᓯᐅᑏᑦ ᐅᓂᒃᑳᑎᓐᓂ ᐅᑯᐊ ᐊᑐᓪᓚᕆᓚᐅᖅᑐᑦ
ᓇᓗᓇᐃᖅᑕᐅᓯᒪᔪᑦ. ᑳᓐᑐᕌᑦ ᐅᓂᒃᑳᑦ ᐅᑯᐊᓕ
ᐃᓗᐊᓃᖃᑕᐅᓐᖏᑦᑑᒐᓗᐊᑦ ᑭᓯᐊᓂ ᒪᓕᒐᓕᐅᕐᕕᒻᒧᑦ
ᓴᖅᑭᑕᐅᖃᑦᑕᖅᑐᑦ ᑐᓴᐅᒪᓂᐊᕋᔅᓯ. ᓄᓇᕗᑦ ᒐᕙᒪᒃᑯᑦ
ᑎᑎᕋᖅᐸᓪᓕᐊᖃᑦᑕᕐᒪᑕ ᑳᓐᑐᕌᑕᐅᔪᕕᓃᑦ
ᐊᑐᖅᑐᐊᕈᑏᓪᓗ ᒪᑯᓂᖓ ᐃᒡᓗᓕᓂᑦ ᐊᓯᖏᓐᓂᓗ
ᐊᒻᒪᓗ ᐅᓄᓐᖏᑦᑐᑯᓗᓐᓂᒃ ᐅᓂᒃᑲᐅᓯᖃᖃᑦᑕᕋᑦᑕ
ᑕᐃᒪᓐᓇ ᓇᓗᓇᐃᖅᑕᐅᖃᓯᐅᔾᔭᐅᓯᒪᕗᖅ. ᑳᓐᑐᕌᒃ ᑖᓐᓇ
ᑐᓐᓂᖅᑯᑕᐅᒐᒥ ᑕᐃᒪᓐᓇ ᐅᓄᖅᑐᒋᔪᓂᒃ ᑮᓇᐅᔭᓂᒃ
ᐊᑐᖅᑐᔅᓴᓚᓯᒪᓚᐅᖅᑐᖅ.

ᑮᓇᐅᔭᖅᑎᒍᑦ ᐃᑲᔪᖅᑕᐅᖃᑦᑕᖅᑐᒍᑦ
ᑕᒻᒪᖅᓯᒪᔪᖅᓯᐅᖅᑎᐅᑉ ᐋᖅᑭᓱᖅᓯᒪᔭᖏᑦ ᐊᒻᒪᓗ
ᒪᓕᒐᐃᑦ ᐊᓯᔾᔨᖅᑕᐅᒻᒪᑕ
ᐋᖅᑭᓱᒃᑲᓐᓂᕆᐊᖃᓕᓚᐅᖅᑐᒍᑦ
ᖃᔅᓯᑖᓚᑐᓐᓂᐊᕐᒪᖔᓪᓗ ᐃᖅᑲᓇᐃᔭᖅᑎᑦᑎᒍᑦᑕ
ᑕᐃᒃᑯᐊ ᐋᖅᑭᓱᖅᑕᐅᓂᖏᓐᓂ.
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end, it ended up that we were able to get
a lot of advice from the Department of
Finance and from the Department of
Finance, that advice is free versus having
to use a contractor. Although the contract
was awarded for a list of things, we only
needed assistance for a few of those
things and that’s why the actual dollar
amount spent does not equal the actual
award value. I hope that answers your
question. Thank you, Mr. Chairman.
Chairman: Thank you, Ms. Rowe. Mr.
Enook.

ᖃᐅᔨᒪᔨᑕᖃᕈᓘᔭᓚᐅᖅᑐᒍᑦ ᑕᐃᒃᑯᓂᖓ
ᑮᓇᐅᔭᓕᕆᔨᒃᑯᑦ ᐱᓕᕆᕝᕕᖓᓐᓂᒃ ᑳᓐᑐᕌᑎ
ᐊᑐᓐᖏᖔᖅᑐᑎᒍ. ᑕᐃᓐᓇ ᑳᓐᑐᕌᒃ
ᑐᓐᓂᖁᑕᐅᓚᐅᕋᓗᐊᖅᑎᓪᓗᒍ ᐅᓄᓐᖏᑦᑐᑯᓗᐃᑦ
ᑕᐃᒃᑯᐊ ᐃᑲᔪᖅᑕᐅᓪᓚᕆᓚᐅᓐᖏᓐᓇᑦᑕ ᑕᐃᒪᓐᓇ
ᐋᖅᑭᒃᓯᒪᔪᖅ. ᑭᐅᕗᖓᖃᐃ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᐅᕉ. ᒥᔅᑕ
ᐃᓄᒃ.

Mr. Enook (interpretation): Thank you,
Mr. Chairman. Do I understand that the
contract that was awarded was written as
an as-needed basis? Is that the way it was
structured? I have seen those types of
contracts that are set up as an as-needed
basis. Is that where there was a difference
in the numbers afterwards? Thank you,
Mr. Chairman.

ᐃᓄᒃ: ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᑐᑭᓯᕗᖓᖃᐃ ᑕᐃᒪ
ᑕᐃᓐᓇ ᑐᓂᔭᐅᔪᕕᓂᖅ ᐃᒻᒪᖄ ᑎᑎᕋᖅᓯᒪᓂᖃᕐᓂᕐᒪᑦ
ᐱᔭᕆᐊᖃᕐᓂᖓ ᒪᓕᓪᓗᒍ, ᐃᒪᐃᓕᖓᓐᓂᕐᒪᖅᑲᐃ? Asneeded basis ᐃᒪᐃᓕᓐᖓᓐᓂᕐᒪᖅᑲᐃ ᑕᐃᒪᓐᓇ
ᐋᖅᑭᒃᓯᒪᕙ? ᑕᐃᒪᐃᑦᑐᓂᑦ ᑕᑯᖃᑦᑕᖅᓯᒪᒐᒪ
ᑕᐃᒪᐃᓕᖓᓐᓂᕋᒥᖃᐃ ᑕᐃᒪ ᑕᐃᒪᓐᓇ ᓈᓴᐅᑎᑦ
ᑕᐃᒪᐃᓕᖓᓕᕐᓂᖅᐸᑦ. ᑐᑭᓯᑦᑎᐊᓯᑳᓪᓚᑉᐳᖓᖃᐃ?
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Rowe.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman.
We had listed on the contract “to a
maximum value of,” and then listed the
different things that were needed to be
done. Of course, we would only pay for
items that we needed assistance with.
Thank you, Mr. Chairman.

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᐄ, ᑳᓐᑐᕌᒃᒥ
ᓇᓗᓇᐃᖅᓯᓚᐅᖅᑐᒍᑦ ᐆᕗᖓ ᑎᑭᓪᓗᒍ,
ᓇᓗᓇᐃᔭᖅᑐᑎᒃᑯᓪᓗ ᑕᐃᒃᑯᐊ ᐋᖅᑭᒃᓱᖅᑕᐅᔭᕆᐊᓖᑦ,
ᐊᑭᓕᖅᓱᐃᓂᐊᖅᑐᑕ ᑕᐃᒃᑯᓄᖓ ᑭᓯᐊᓂ
ᐃᑲᔪᖅᑕᐅᔪᒋᔭᑦᑎᓐᓄᑦ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Mr. Enook.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅᑕ ᐃᓄᒃ.

Mr. Enook (interpretation): Thank you,
Mr. Chairman. Could you tell me how
much of the $580,000 you used? Do you
have the numbers here? Thank you, Mr.
Chairman.

ᐃᓄᒃ: ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᐅᖃᐅᔭᐅᔪᓐᓇᖅᐳᖓ
ᑖᓐᓇ $580,000 ᖃᑦᑎᓂᑦ ᐊᑐᓚᐅᖅᐱᓯ? ᐱᓯᒪᕕᓯᐅ
ᑖᓐᓇ ᐅᕙᓂ? ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Rowe.
Ms. Rowe: Thank you, Mr. Chairman.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐅᕉ.
ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
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Just give me a minute; I’ll look. I’m not
sure if we have those detailed numbers
for all those years here with us.

ᐅᐊᑦᑎᐊᕈᐊᐃ ᕿᓂᐊᓪᓚᓪᓚᒍ. ᐃᓗᓕᑯᓘᔭᖏᓐᓂᑦ
ᓇᓗᓇᐃᔭᖅᓯᒪᔪᓂᑦ ᐱᓯᒪᒻᒪᖔ ᓇᓗᒐᒪ ᕿᓂᐊᓪᓚᓪᓚᒍ.

Thank you, Mr. Chairman. I don’t have
that, but we could get back to you with
that information. Thank you, Mr.
Chairman.

ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᑖᒃᑯᐊ ᐱᓯᒪᓐᖏᑕᕋᓗᐊᒃᑲ
ᑭᓯᐊᓂ ᑐᑭᓯᒍᒪ ᑕᐃᒃᑯᐊ ᑐᓴᐅᒪᒃᔪᑏᑦ
ᐃᓕᓐᓄᐊᖅᑕᐅᓂᐊᖅᐳᑦ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you, Ms. Rowe. Mr.
Enook.
Mr. Enook (interpretation): Thank you. I
have another question. I’m not sure
which one of you mentioned it some time
during the day, but you indicated that you
provide credit to potential businesses. Do
I understand that you provide credit only
to businesses in Nunavut and not outside
the territory? What policies do you have
or what kind of checks and balances do
you use to find out whether that company
is actually based in Nunavut and not
outside? For example, we were talking
about Sila. Do you get information such
as where they’re located, how many
people they employ from Nunavut, and
so on? How do you know if that business
is based in Nunavut? Perhaps you can
respond to that. Thank you, Mr.
Chairman.
Chairman: Ms. Karetak-Lindell.
Ms. Karetak-Lindell (interpretation):
Thank you, Mr. Chairman. Thank you for
that question. The businesses that make
applications have to be recognized as a
business in Nunavut. They have to be a
registered business based in Nunavut.
The owners also have to reside in
Nunavut for at least part of the year. We
give loans to businesses and the
businesses have to operate in Nunavut.
We look at whether they’re listed in the
Inuit owned businesses that are listed by

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᐅᕉ. ᒥᔅᑕ
ᐃᓄᒃ.
ᐃᓄᒃ: ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᐊᒻᒪᑦᑕᐅᖅ
ᐊᐱᕆᔪᒪᓕᕆᓪᓗᖓ ᓇᓕᖅᓯᑭᐊᕐᖏᓐᓇ ᐅᖃᖅᑲᐅᒻᒪᑦ
ᐅᓪᓘ ᐃᓚᖓᓂ, ᑭᓇᐅᔭᓂᒎᖅ ᓄᓇᕗᒻᒥᒎᖅ
ᓇᒻᒥᓂᖃᖅᑐᓄᑦ ᐊᑐᖅᑐᐊᖅᑎᑦᑎᔨᐅᒐᔅᓯ. ᑐᑭᓯᓪᓗᖓ
ᓄᓇᕗᑦᒦᑦᑐᓄᑦ ᑭᓯᐊᓂ ᐊᑐᖅᑐᐊᖅᑎᑦᑎᔨᐅᔪᓯ,
ᓄᓇᕗᒻᒥ ᑐᓐᖓᕕᖃᖅᑐᓄᑦ ᓲᕐᓗ ᑭᓱᒥᑦ
ᑐᓐᖓᕕᖃᖃᑦᑕᖅᐱᓯ ᓄᓇᕗᑦᒥᐅᑕᓪᓚᕆᐅᒐᓗᐊᕐᒪᖔᖅ
ᑖᓐᓇ ᐊᑐᖅᑐᐊᖅᑎᓕᒑᔭᓯ, ᑭᓱᒥᑦ ᑐᓐᖓᕕᖃᖅᐱᓯ?
ᓲᕐᓗ ᑐᑭᓕᐅᑎᓗᒍ ᐅᖃᐅᓯᕆᖅᑲᐅᒐᑦᑎᒍ ᓯᓚ, ᓲᕐᓗ
ᓇᓂᕐᒥᐅᑕᕙᑦ? ᖃᑦᑎᓂᑦ ᐃᖅᑲᓇᐃᔭᖅᑎᖃᖅᐸ
ᓄᓇᕗᑦᒥ? ᑐᑭᓕᐅᑎᑐᐃᓐᓇᕋᓱᑦᑕᕋ. ᐊᐱᖅᑯᑎᒐ ᖃᓄᖅ
ᖃᐅᔨᒪᖃᑦᑕᖅᐱᓯ ᑐᓐᖓᕕᖃᖅᐱᓯᓘᓐᓃᑦ, ᑖᒃᑯᐊᓗ
ᐊᐱᖅᑯᑏᒃᑲ ᑐᑭᓕᐅᑎᒋᔭᕋ ᑭᐅᔪᓐᓇᕈᔅᓯᐅᒃ. ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ: ᒪ’ᓇ, ᐃᒃᓯᕙᐅᑖᖅ ᒪ’ᓇᓗ
ᐊᐱᕆᒐᕕᑦ. ᑖᒃᑯᐊ ᑐᒃᓯᕋᖅᑎᐅᔪᑦ ᓇᒻᒥᓂᓕᐅᔪᑦ
ᓄᓇᕗᑦᒥ ᐃᓕᑕᕆᔭᐅᓯᒪᔭᕆᐊᖃᖅᑐᑦ, ᖃᓪᓗᓈᑎᑐᑦ
ᐊᓪᓚᑦᑕᐅᓯᒪᔭᕆᐊᖃᖅᑐᖅ ᑖᓐᓇ ᓇᒻᒥᓂᕆᔭᐅᔪᖅ
ᓄᓇᕗᑦᒥ. ᑖᒃᑯᐊ ᐊᑐᖅᑐᐊᖅᑐᑦ ᐃᓄᖏᑦ
ᓄᓇᕗᑦᒥᐅᑕᐅᓐᖏᓯᓐᓇᕆᐊᓖᑦ ᐅᕝᕙᓘᓐᓃᑦ
ᐃᓚᐃᓐᓇᖓᓂᑦ ᐅᑭᐅᕐᒥ ᑕᕝᕙᓂᓱᖅᑑᔪᓐᓇᖅᑐᑦ. ᑖᓐᓇ
ᓇᒻᒥᓂᖃᖅᑑᔪᒧᑦ ᑮᓇᐅᔭᓂᑦ ᐊᑐᖅᑐᐊᖅᑎᑦᑎᑕᕋᑦᑕ
ᑖᓐᓇ ᓇᒻᒥᓂᖃᖅᑑᔪᖅ ᓄᓇᕗᑦ ᐃᓗᐊᓂ
ᐊᐅᓪᓛᕈᓐᓇᕐᓂᖃᕆᐊᖃᖅᑐᖅ. ᑕᑯᒋᐊᔪᔪᒍᑦ ᑕᐃᑲᓂ
ᓄᓇᕗᑦ ᑐᓐᖓᕕᒃᑯᓐᓂ ᐊᑎᓕᐅᖅᑕᐅᓯᒪᒻᒪᖔᑕ
ᐃᓄᓐᓂᑦ ᐊᒥᓲᓂᖅᓴᓄᑦ ᐃᓄᓪᓚᕆᐅᔪᓄᑦ
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NTI. It has to be 51 percent Inuit owned.
We will look at the registry and make
sure that they are such an entity. We
check the Inuit registry at Nunavut
Tunngavik to make sure that it’s based
here and that it’s Inuit owned. They have
to have a business licence in Nunavut and
we have to look at all that information to
make sure that they are based in Nunavut.
The operators of the business can live
anywhere.
I hope you understand me. Sherri can
supplement that if she wants to.
Chairman: Ms. Rowe.
Ms. Rowe: Thank you, Mr. Chairman.
When we get a loan application, one of
the first things we do is determine the
ownership of the company. We determine
who the owners are and where the
company is registered. We make sure
they have a business licence for where
they’re doing business or whatever
community that’s in. We also check and
make sure that they are registered with
the workers’ compensation board. That’s
where we start to see.
With the owners, we see where the
company is actually registered. Is it
registered in Nunavut? And then we
determine where the work is being done
for that company. Let’s say for example,
if the company resided in Nunavut, but
told us that they were going to do the
work in Florida, that’s not something the
board would be interested in because
we’re looking at economic development
in Nunavut.
Where the owners live, all the time when
a business starts with us, I can say that at
least in the last five years, the owners of
the business are either resident in

ᓇᒻᒥᓂᖃᕐᓂᕋᖅᐸᑕ ᖃᓪᓗᓈᑎᑐᑦ ᐅᖃᕐᓗᒍ 51 ᐳᓴᖓ
ᐃᓄᓐᓄᑦ ᐱᒋᔭᐅᓯᒪᓇᕋᖅᑕᐅᑉᐸᑦ ᑖᓐᓇ
ᖃᐅᔨᔭᐅᒌᐊᕐᓂᐊᖅᑐᖅ ᓱᓕᓪᓗᐊᕕᒻᒪᖔᖅ. ᑖᓐᓇ
ᑎᑎᕋᖅᓯᒪᔪᑦ ᑕᐅᑐᒥᐊᓚᓐᖏᑕᕗᑦ ᐊᒻᒪᓗ
ᐅᑉᐱᕆᒥᐊᕐᓗᒍ. ᑖᓐᓇ ᓇᒻᒥᓂᐅᔪᖅ
ᐊᑎᓕᐅᖅᑕᐅᓯᒪᒻᒪᖔᖅ ᐃᓕᑕᕆᔭᐅᓯᒪᓪᓗᓂ ᓄᓇᕗᑦ
ᑐᓐᖓᕕᒃᑯᓐᓄᑦ ᑕᐃᑯᐊᓪᓗᐊᕕᒃᑲᓗᐊᕐᒪᖔᖅ
ᓱᓕᓪᓗᐊᕕᒃᑲᓗᐊᕐᒪᖔᖅ ᑖᓐᓇ ᖃᐅᔨᓴᒐᐅᕗᖅ. ᑖᓐᓇ
ᓚᐃᓴᖃᕆᐊᖃᖅᑐᖅ ᓄᓇᕗᑦ ᐃᓗᐊᓂ, ᐊᒻᒪ ᑖᒃᑯᐊ
ᓄᓇᓕᐅᑉ ᐃᓗᐊᓂ ᐱᓕᕆᔪᓐᓇᕈᑎᓗᖀᑦ ᑕᒪᒃᑯᐊᓗᑦᑖᑦ
ᖃᐅᔨᓴᒐᐅᒋᐊᖃᕼᐅᖅᑐᑦ ᓱᓕᑦᑎᐊᕋᓗᐊᕐᒪᖔᑕ. ᑖᒃᑯᐊ
ᐊᑎᐅᔪᑦ ᐃᓅᔪᑦ ᑖᔅᓱᒥᖓ ᓇᒻᒥᓂᓕᒻᒥᑦ ᐊᐅᓚᑦᑎᔨᐅᔪᑦ
ᓇᑭᒥᐊᖅ, ᐃᓛ ᓇᒥᒥᐊᖅ ᓄᓇᖃᕈᓐᓇᖅᑐᑦ.
ᑐᑭᓯᓐᓇᕐᒪᖔᕐᒪ ᓯᐊᕆ ᐃᓚᒋᐊᖅᑎᓐᓂᐊᖅᐸᕋ.
ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐅᕉ.
ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐊᑐᖅᑐᐊᕐᕈᒪᔪᖃᕌᖓ ᖃᐅᔨᖅᑳᕋᓱᓲᖑᔪᒍᑦ ᑭᒃᑯᓐᓂᑦ
ᓇᒻᒥᓂᕆᔭᐅᒻᒪᖔᖅ ᑳᒻᐸᓂᐅᔪᖅ, ᓇᓂ ᑳᒻᐸᓂ
ᓇᓗᓇᐃᖅᓯᒪᒻᒪᖔᖅ, ᐊᒻᒪᓗ ᓚᐃᓴᖃᕐᓗᑎᑦ
ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ ᐱᓕᕆᔭᒥᓂᒃ ᓄᓇᓕᒻᒥᓂ, ᐊᒻᒪ
ᖃᐅᔨᓴᖅᐸᑭᓪᓗᑕ ᑖᒃᑯᐊ ᐃᖅᑲᓇᐃᔭᖅᑐᓄᑦ
ᓇᓪᓕᐅᑯᒫᓕᕆᔨᒃᑯᓐᓄᑦ
ᓇᓗᓇᐃᖅᓯᒪᓲᖑᔭᕆᐊᖃᕆᓪᓗᑎ. ᑖᒃᑯᐊ
ᐱᒋᐊᕈᑎᒋᓲᕆᔭᕗᑦ.

ᑖᒃᑯᐊ ᑳᒻᐸᓂᖃᖅᑐᑦ ᓄᓇᕗᑦᒥ
ᓇᓗᓇᐃᖅᓯᒪᓪᓚᑦᑖᕋᓗᐊᕐᒪᖔᑕ ᐊᒻᒪ ᓇᒥ
ᐱᓕᕆᒐᔭᕐᒪᖔᑕ, ᓇᒥ ᐱᓕᕆᓂᐊᕐᒪᖔᑕ ᑖᔅᓱᒧᖓ
ᑳᒻᐸᓂᐅᔪᒧᑦ. ᓲᕐᓗ ᑖᓐᓇ ᑳᒻᐸᓂᐅᔪᖅ
ᓄᓇᕗᑦᒥᐅᑕᐅᓂᕈᓂ ᐊᒥᐊᓕᒐᕐᓂ ᐱᓕᕆᓂᐊᕈᑎ, ᑕᕝᕙ
ᑖᒃᑯᐊ ᑲᑎᒪᔨᓂᑦ ᐊᑐᖅᑎᑕᐅᒍᒪᒐᔭᓐᖏᓚᑦ, ᓲᖃᐃᒻᒪ
ᐱᕙᓪᓕᐊᓂᕐᒧᑦ ᑐᕌᕋᑦᑕ ᓄᓇᕗᑦᒥ.

ᑖᒃᑯᐊ ᓇᒻᒥᓂᖃᖅᑑᔪᑦ ᐊᖏᕐᕋᖃᕐᓂᖏᑦ
ᐅᖃᕈᓐᓇᖅᑐᖓ ᑖᒃᑯᐊ ᐊᕐᕌᒍ ᑕᓪᓕᒪ ᕿᒪᑦᑕᑎᓐᓂ
ᑖᒃᑯᐊ ᓇᒻᒥᓂᖃᖅᑎᐅᔪᑦ ᑳᒻᐸᓂᒥ
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Nunavut full time or at least part time and
if it was a part-time owner, it would be
that they have other staff that reside in
Nunavut all the time.

ᓄᓇᕗᑦᒥ ᐊᖏᕐᕋᖃᐃᓐᓇᕐᓗᑎᑦ, ᐊᒻᒪᓘᓐᓃᑦ ᐊᕐᕌᒍ
ᐃᓗᐊᓂ ᐃᓚᖓᓂᑦ ᐊᖏᕐᕋᖃᖅᐸᓪᓗᑎ. ᐊᒻᒪᓗ
ᑎᒍᒥᐊᖅᑎᑕᐅᓐᖏᒃᑯᓂ ᑳᒻᐸᓂᖏ ᐃᖅᑲᓇᐃᔭᖅᑎᖏᑦ
ᓄᓇᕗᑦᒥᐅᑕᐅᖏᓐᓇᐅᔭᕆᐊᓖᑦ.

That’s pretty much how we determine
where a business is resident, but in order
to get a loan from NBCC, you must be a
Nunavut-based business enterprise and
we rely on our lawyers to make sure
that’s true before a loan is issued. Thank
you, Mr. Chairman.

ᑕᐃᒪᓐᓇ ᕿᒥᕐᕈᐊᕈᑎᒋᓪᓗᐊᖃᑦᑕᖅᑕᕗᑦ
ᓄᓇᕗᑦᒥᐅᑕᐅᒻᒪᖔᑕ. ᑭᓯᐊᓂ ᐊᑐᕈᓐᓇᕐᓂᐊᕈᑎ
ᐅᕙᑦᑎᓐᓂ ᓄᓇᕗᑦᒥ ᑐᓐᖓᓱᒋᐊᖃᖅᐳᑎᑦ, ᐊᒻᒪ
ᐱᖁᔭᓕᕆᔨᑦᑎᓐᓄᑦ ᑖᒃᑯᐊ ᑐᓐᖓᕕᒋᖃᑦᑕᖅᑕᕗᑦ
ᑕᐃᒃᑯᐊ ᓱᓕᒐᓕᐊᕐᒪᖔᑕ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you, Ms. Rowe. Mr.
Enook.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᐅᕉ. ᒥᔅᑕ
ᐃᓄᒃ.

Mr. Enook (interpretation): Thank you.
I’ll use Sila for example. If one of their
employees is always residing in Nunavut,
is that what you would use to know,
according to your statement? Thank you,
Mr. Chairman.

ᐃᓄᒃ: ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᑐᑭᓯᕗᖓ ᓲᕐᓗ
ᑐᑭᓕᐅᑎᑐᐃᓐᓇᕐᓗᒍ ᓯᓚ, ᐃᖅᑲᓇᐃᔭᖅᑎᖏᓐᓂᑦ
ᓇᓕᐊᓐᓂᑭᐊᖅ ᓄᓇᕗᑦᒦᑐᖃᐃᓐᓇᐅᔭᖅᑐᖅ. ᑕᐃᒪᓐᓇ
ᖃᐅᔨᒪᒐᔭᖅᐱᓰ? ᐅᖃᐅᓯᕆᕋᑖᖅᑕᐃᑦ ᒪᓕᓪᓗᒍ.
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Do you still use the same
practices for contract businesses as you
do for loan recipients? Ms. KaretakLindell.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᑳᓐᑐᕌᒃᓄᑦ ᑕᐃᒪᐃᖃᑦᑕᕆᕕᓯ
ᑕᐃᒫᒃ ᐱᕙᒃᑲᔅᓯ ᐊᑐᖅᑐᐊᖅᑐᓄᑦ? ᒥᔅ ᖃᕆᑕᖅᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: I was just going to
point out that they’re not a loan client,
the one that you’re referring to, Sila.
They were awarded a contract to help
with the operation of the Nunavut
Business Credit Corporation. I would
understand that contract would have been
awarded following Government of
Nunavut guidelines and requirements of
who is eligible to be awarded a contract
by the GN. Thank you, Mr. Chairman.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᐊᑐᖅᑎᒃᑲᔭᓐᖏᑕᕗᑦ
ᑕᐃᓐᓇ ᐅᖃᐅᓯᕆᔭᐃᑦ, ᓯᓚ. ᐊᑐᖅᑎᓚᐅᓐᖏᑕᕗᑦ
ᑳᓐᑐᕌᒃᑎᑕᐅᓚᐅᖅᑐᑦ ᐃᑲᔪᕈᓐᓇᖁᓪᓗᒋᑦ
ᐊᐅᓚᓂᖏᓐᓄᑦ ᓄᓇᕗᒻᒥ ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ ᑮᓇᐅᔭᒃᑯᕕᑦ
ᑯᐊᐳᕇᓴᒧᑦ. ᑐᑭᓯᓪᓗᖓ ᑖᓐᓇ ᑳᓐᑐᕌᒃ
ᑐᓂᔭᐅᒐᔭᓚᐅᖅᓯᒪᔪᖅ ᓄᓇᕗᑦ ᒐᕙᒪᒃᑯᑦ ᐱᖁᑎᖏᑦ,
ᐊᒻᒪᓗ ᑭᒃᑯ ᑳᓐᑐᕌᒃᑕᐅᔪᓐᓇᕐᒪᖔᑕ ᓄᓇᕗᑦᑯᓐᓄᑦ.
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅᑕ ᐃᓄᒃ.

Chairman: Mr. Enook.
Mr. Enook (interpretation): Thank you. I
had forgotten to ask this question. Please
note that I asked this question to NDC
and I’ll ask you the question.

ᐃᓄᒃ: ᖁᔭᓐᓇᒦᒃ. ᐊᒻᒪ ᐅᓇ ᐊᐱᖅᑯᑎᒋᓂᐊᖅᑐᒍ
ᐊᐱᖅᑯᑎ ᖄᖏᖅᑲᐅᓐᓂᕋᒃᑯ, ᐊᒻᒪ ᖃᐅᔨᒪᓗᓯ ᑖᓐᓇ
ᐊᐱᖅᑯᑎᒋᓂᐊᖅᑕᕋ. ᑕᐃᒃᑯᓄᖓ ᓄᓇᕗᑦᒥ
ᐱᕙᓪᓕᐊᑎᑦᑎᓂᕐᒧᑦ ᑯᐊᐳᕇᓴᒃᑯᓐᓄᑦ
ᐊᐱᖅᑯᑎᒋᖅᑲᐅᒻᒥᔭᕗᑦ, ᐃᓕᔅᓯᓐᓄᑦ
ᐊᐱᖅᑯᑎᒋᓂᐊᕐᒥᔭᕋ.
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Back when Nunavut was created in 1999,
the NWT people had these two bodies
and after that in 2005, they amalgamated
the two bodies into one. In 2008, the
Nunavut government tabled a report that
was to be used to find out what was
going on and that document was tabled in
March 12, 2008. That document states
that it would be convenient if these two
bodies were merged into one entity and
that one entity be based in Rankin Inlet.
How does your board think about the
idea of whether or not it will be turned
into one entity? Has that been discussed
by your board and what’s your opinion
on that? Thank you, Mr. Chairman.

ᑕᐃᒃᑯᐊ ᑕᐃᔅᓱᒪᓂ ᓄᓇᕗᑦ ᓴᖅᑭᑕᐅᓚᐅᖅᑎᓪᓗᒍ
1999-ᒥᑦ ᓄᓇᑦᑎᐊᕐᒥᐅᑦ ᑖᒃᑯᓂᖓ ᑎᒥᐅᔫᓐᓂᒃ
ᒫᕐᕉᓐᓂᒃ ᐱᖃᓚᐅᕐᒥᒻᒪᑕ, ᑭᖑᓂᖓᒍᑦ 2005-ᖑᒻᒪᑦ
ᐊᑕᐅᓯᓐᖑᖅᑎᑕᐅᓚᐅᕐᒪᑦ ᓄᓇᑦᑎᐊᕐᒥ ᑖᒃᑯᐊ ᑎᒥᐅᔫᒃ
ᒪᕐᕉᔫᒐᓗᐊᒃ. 2008-ᒥᑦ ᓄᓇᕗᑦ ᒐᕙᒪᒃᑯ ᐅᓂᒃᑳᓕᐊᒥ
ᓴᖅᑭᑦᑎᐅᖅᓯᒪᒻᒪᑕ ᐃᓛᒃ ᖃᐅᔨᓴᕈᑕᐅᓂᐊᖅᑐᓂᑦ
ᓴᖅᑭᑦᑎᓚᐅᖅᓯᒪᒻᒪᑕ. ᑖᓐᓇ ᒫᑦᓯ 12, 2008-ᒥᑦ
ᒪᓕᒐᓕᐅᕐᕕᐅᑉ ᐃᓗᐊᓂ ᓴᖅᑭᑕᐅᓚᐅᖅᓯᒪᒻᒪᑦ, ᑖᓐᓇᓗ
ᐅᓂᒃᑳᓕᐊᖑᔪᖅ ᐅᖃᐅᓯᖃᖅᑐᓂ ᐊᑲᐅᒐᔭᖅᑑᒐᓗᐊᕉᖅ
ᑖᒃᑯᐊ ᑎᒥᐅᔫᒃ ᒪᕐᕉᒃ ᐊᑕᐅᓯᓐᖑᖅᑎᑕᐅᑉᐸᑎ,
ᐊᑕᐅᓯᐅᓕᕐᓗᓂ ᐊᒻᒪᓗ ᑖᓐᓇ ᑎᒥᐅᔪᖅ ᐊᑕᐅᓯᐅᓕᖅᑐ
ᑲᖏᖅᖠᓂᕐᒥ ᐃᓂᖃᕐᓗᓂ.
ᖃᓄᕐᓕ ᑖᓐᓇ ᑲᑎᒪᔨᓯᒍᑦ ᐃᓱᒪᒋᕕᓯᐅᒃ?
ᐊᑕᐅᓯᓐᖑᕋᔭᕐᒪᖔᑕ, ᑲᑎᒪᔨᓄᑦ ᑖᓐᓇ ᐅᖃᐅᓯᐅᓂᑰᕙ,
ᐊᒻᒪᓗ ᖃᓄᕐᓕ ᐃᓱᒪᒋᕕᓯᐅᒃ? ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you, Mr. Enook. It
was mentioned in one of the earlier
responses that there have been
discussions on it. Ms. Karetak-Lindell,
the board’s position.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅᑕ ᐃᓄᒃ.
ᑖᓐᓇᒎᖅ ᐅᖃᐅᓯᕆᔭᐅᓯᒪᔪᖅ ᕿᒪᑦᑕᑎᓐᓂ. ᒥᔅ
ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ ᖃᓄᖅ ᐃᓱᒪᒻᒪᖔᑕ ᑲᑎᒪᔨᓯ.

Ms. Karetak-Lindell (interpretation):
Thank you, Mr. Chairman. As members
of the board, we have not taken this into
consideration. We were created by the
Government of Nunavut. The board
decides on what they would use and what
corporation they would create or be the
type of board. Perhaps we would go that
route, but we haven’t discussed that as
we are under the Government of
Nunavut’s control.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ: ᒪ’ᓇ, ᐃᒃᓯᕙᐅᑖᖅ. ᑲᑎᒪᔨᐅᑎᓪᓗᑕ
ᑖᓐᓇ ᐃᓱᒪᒋᓯᒪᓐᖏᑕᕗᑦ. ᓴᓇᔭᐅᓯᒪᒐᑦᑕ ᒐᕙᒪᐅᔪᓄᑦ
ᓄᓇᕗᑦᒥ ᐃᓱᒪᓕᐅᖅᑎᐅᒻᒪᑕ ᑖᒃᑯᐊ ᑲᑎᒪᔩᑦ,
ᖃᓄᐃᑦᑐᓂᑦ ᐊᑐᕋᔭᕐᒪᖔᑕ, ᖃᓄᐃᑦᑐᓂᑦ ᑯᐊᐳᕇᓴᓂᑦ
ᓴᖅᑭᑎᑦᑎᓯᒪᖁᔨᒻᒪᖔᑕ. ᓴᓇᔭᐅᓯᒪᔫᑎᓪᓗᑕ
ᒐᕙᒪᐅᔪᓄᑦ ᐃᒻᒪᖄ ᐊᐱᕆᔭᐅᓇᔭᖅᑐᒍᑦ ᑕᐃᒪᓐᓇ
ᐱᓂᐊᓪᓗᐊᕕᒃᑯᔅᓯ, ᖃᓄᖅ ᐃᓱᒪᒻᒪᖔᑦᑕ. ᑭᓯᐊᓂ
ᐃᓱᒪᓕᐅᖅᓯᒪᓐᖏᑦᑐᒍᑦ ᑎᒍᒥᐊᖅᑕᐅᒐᑦᑕ ᒐᕙᒪᐅᔪᓄᑦ
ᓄᓇᕗᑦᒥ.

From what I have read, they are written
down by the Department of ED&T. I
believe they’re called Economic
Development. They did not appreciate
that idea they had seen. I had seen
something in writing to that effect.
However, as a board, we haven’t
discussed this and it would be hard for us
to talk too much about it because you
guys created us. Thank you, Mr.

ᑖᒃᑯᐊ ᐅᖃᓕᒫᖅᓯᒪᔭᒃᑲᑦᑕᐅᖅ ᑎᑎᕋᖅᓯᒪᔫᒐᓗᐊᑦ
ᑕᐃᒃᑯᐊ ᐱᓕᕆᕕᖓ ᐱᕙᓪᓕᐊᔪᓕᕆᔨᒃᑯᑦ ᑖᓐᓇ
ᓈᒻᒪᒋᓚᐅᓐᖏᒻᒪᔪᒃ, ᑎᑎᕋᖅᓯᒪᔪᒥᑦ
ᑕᑯᓚᐅᖅᑐᖓᐅᒐᓗᐊᖅ. ᑭᓯᐊᓂ ᐅᕙᒍᑦ ᑲᑎᒪᔨᐅᔪᑎᒍᑦ
ᐅᖃᐅᓯᕆᓯᒪᓐᖏᑕᕗᑦ, ᐊᒻᒪ ᓂᓪᓕᕕᒋᓗᐊᕐᓂᖅ
ᐊᔪᕋᔭᖅᑐᑎᒍᓗ, ᓴᓇᔭᐅᓯᒪᒐᑦᑕ ᐃᓕᔅᓯᓐᓄᑦ. ᒪ’ᓇ,
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Chairman.

ᐃᒃᓯᕙᐅᑖᖅ.

Chairman (interpretation): Thank you.
Mr. Mikkungwak.

ᐃᒃᓯᕙᐅᑕᖅ: ᓇᑯᕐᒦᒃ. ᒥᔅᑕ ᒥᑭᓐᖑᐊᖅ.

Mr. Mikkungwak: Thank you, Mr.
Chairman, for recognizing me again, like
some of my colleagues here.

ᒥᑭᓐᖑᐊᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ
ᐃᓕᓴᕆᑲᓐᓂᕋᕕᓐᖓ. ᐃᖅᑲᓇᐃᔭᖃᑎᒻᒪᑦᑕᐅᖅ
ᐊᓯᖏᑎᑐᑦ.

Annual reports of the Nunavut
Development Corporation explicitly
describe the number of jobs that are
created or preserved by its activities, but
in your annual reports, the Nunavut
Business Credit Corporation does not.
Page 27 of NBCC’s 2014-15 annual
report states that the corporation “is
committed to developing quantifiable
performance measures and annual
reporting practices to enable an objective
assessment of the corporation’s success
in fulfilling its statutory mandate to
stimulate economic development and
employment in Nunavut.” What specific
actions is NBCC taking to accomplish
this goal? Thank you, Mr. Chairman.

ᑖᒃᑯᐊ ᓄᓇᕗᑦᒥ ᐊᑐᖅᑐᐊᕐᕕᒃᑯᑦ ᐅᓂᒃᑳᖏᑦ
ᐊᕐᕌᒍᑕᒫᖅᓯᐅᑎᖏᑦ ᐅᖃᐅᓯᖃᕐᒪᑕ ᖃᖅᑎᑦ ᐃᖅᑲᓇᐃᔮ
ᓴᖅᑭᔭᐅᓚᐅᕐᒪᑕ ᐊᒻᒪᓘᓐᓃ ᐊᓯᐅᑎᓚᐅᓐᖏᒻᒪᖔᔅᓯᐅᒃ.
ᑭᓯᐊᓂ ᐊᕐᕌᒍᑕᒫᖅᓯᐅᑎᔅᓯᓐᓂ ᑖᓐᓇ ᓄᓇᕗᑦᒥ
ᐊᑐᖅᑐᐊᕐᕕᒃ ᑯᐊᐳᕇᓴᖓ, ᒪᑉᐱᖅᑐᒐᖅ 27 ᐅᓂᒃᑳᓯᓐᓂ
2014-15 ᐊᕐᕌᒍᑕᒫᖅᓯᐅᑎᑦ ᐅᓂᒃᑳᓯᓐᓂ, ᐅᖃᕐᒪᑖ
ᑖᓐᓇ ᑎᒥᐅᔪᖅ ᐊᖏᖅᓯᒪᒻᒪᑕ ᓇᐃᓴᕈᓐᓇᖅᑐᓂᑦ, ᓲᕐᓗ
ᐊᑐᕈᓐᓇᖅᑐᓂᑦ, ᕿᒥᕐᕈᔪᓐᓇᐅᑎᖃᑦᑎᐊᕐᓗᒋᑦ
ᑯᐊᐳᕇᓴᐅᑉ ᑲᔪᓯᑦᑎᐊᕐᓂᖓᓄᑦ ᑎᓕᔭᐅᔪᑎᓂᑦ
ᒪᓕᓪᓗᒍ ᐱᕈᖅᓴᐃᓂᒃᑯᑦ, ᐃᖅᑲᓇᐃᔮᑎᒍᓪᓗ ᓄᓇᕗᑦᒥ.
ᓇᓕᐊᓐᓂᑦ ᐱᓕᕆᓪᓗᐊᑕᖅᓯᒪᕕᓯ ᑖᒃᑯᐊ
ᑎᑭᑕᐅᓇᓱᑦᑐᑦ ᑎᑭᖁᓪᓗᒋᑦ? ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you, Mr.
Mikkungwak. Ms. Karetak-Lindell.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅᑕ ᒥᑭᓐᖑᐊᖅ.
ᒥᔅᑕ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: Thank you very
much, Mr. Chairman. I guess that’s one
of the obvious differences between NDC
and NBCC, that we have very different
mandates in how we achieve the same
goal, which is to support economic
development in our communities and in
Nunavut. They have a very set way of
measuring jobs created. They have a set
value of, I believe… . I was on that board
too. I believe it’s now $39,000. If you
invest $39,000, that’s considered a
person year, a job created.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᕌᓗᒃ,
ᐃᒃᓯᕙᐅᑖᖅ. ᑖᓐᓇᖃᐃ ᓇᓗᓇᓐᖏᑦᑐᖅ ᑖᒃᑯᐊ
ᐊᔾᔨᒋᓐᖏᑕᖓ ᑖᒃᑯᐊ ᓄᓇᕗᑦᒥ ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ
ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴᒃᑯᑦ ᐊᔾᔨᒌᓐᖏᑦᑐᓂᑦ
ᑎᓕᐅᕆᔪᑎᖃᖅᓯᒪᒐᑦᑕ ᐊᑕᐅᓯᕐᒥᑦ ᑐᕌᖁᓪᓗᑕ, ᓲᕐᓗ
ᐃᑲᔪᕈᓐᓇᖁᓪᓗᑕ ᐱᕙᓪᓕᐊᓂᒃᑯᑦ ᓄᓇᓕᓐᓂ.
ᑕᐃᒃᑯᐊᓕ ᐋᖅᑭᒃᓯᒪᑦᑎᐊᖅᑐᒥᑦ ᓇᓗᓇᐃᖅᓯᖃᑦᑕᕐᒪᑕ
ᐃᖅᑲᓇᐃᔮᓂ ᓴᖅᑭᑕᐅᔪᓂᑦ ᐋᖅᑭᓯᒪᔪᓂᑦ
ᑲᑎᒪᔨᐅᓚᐅᕐᒥᔪᖓ ᑕᐃᑲᓂ. ᐅᑉᐱᕈᓱᑦᑐᖓ $39,000ᖑᒍᓂ ᑮᓇᐅᔭᓂᑦ ᐃᓕᓯᒍᕕᑦ ᑖᓐᓇ ᐃᓱᒪᒋᔭᐅᒐᔭᖅᐳᖅ
ᐃᖅᑲᓇᐃᔮᒧᑦ ᐊᑕᐅᓯᕐᒧᑦ ᐊᑭᓕᐅᑕᐅᒍᓐᓇᕋᔭᖅᑐᖅ
ᐊᕌᒍᒧᑦ.

We lend money to clients who, in turn,
create jobs in their communities. We

ᑮᓇᐅᔭᓂᑦ ᐊᑐᖅᑎᑦᑎᖃᑦᑕᖅᑐᒍᑦ ᑖᒃᑯᐊ ᐃᒻᒥᓂᒃ
ᓴᖅᑭᑦᑎᓕᕐᒥᓗᑎᑦ ᐃᖅᑲᓇᐃᔮᒥᒃ ᓄᓇᓕᓐᓂ,
ᓄᓇᓕᒻᒥᓂ.

82

monitor to make sure they do what they
say they will do in their loan application.
We require that they report to us in a
manner that gives us an idea of the
company keeping to the mandate or what
they said they would do in their loan
application.

ᖃᐅᔨᓴᖃᑦᑕᖅᑕᕗᑦ ᐅᖃᓚᐅᖅᑕᒥᓂᒃ,
ᐱᓂᐊᕐᓂᕋᖅᑕᒥᓂᒃ ᐱᓪᓚᑦᑖᕋᓗᐊᕐᒪᖔᑕ
ᐱᓇᓱᓕᖅᑎᓪᓗᒋᑦ. ᐊᒻᒪ ᐅᕙᑦᑎᓐᓄᑦ
ᐅᖃᕆᐊᖃᓲᖑᓪᓗᑎ ᒪᓕᓪᓗᒍ ᐅᕙᑦᑎᓐᓂ
ᑐᑭᓯᔪᓐᓇᖅᓯᖁᓪᓗᒍ ᑖᓐᓇ ᑳᒻᐸᓂᐅᔪᖅ
ᑎᓕᔭᐅᔪᑎᒋᓚᐅᖅᑕᒥᓄᑦ ᒪᓕᖁᓪᓗᒋᑦ, ᐊᒻᒪᓘᓐᓃ
ᐅᖃᓚᐅᖅᑕᒥᓂᒃ ᐱᓇᓱᓕᖅᑎᓪᓗᒋᑦ.

We keep track of how many people work
for that company, but we don’t really
know if that company is creating jobs just
because we gave them money. For
example, we lend money to a company to
buy a loader. In one way, our job is done
if we give the money to our lawyer who
then pays for a loader to be shipped to
Clyde River. We don’t know if he is
already employing people who will drive
that loader or if it created a new position
in that community as a driver.

ᖃᐅᔨᓴᖃᑦᑕᖅᑕᕗᑦ ᖃᑦᑎᓂᑦ ᐃᖅᑲᓇᐃᔭᖅᑎᖃᕐᒪᖔᑕ
ᑖᔅᓱᒧᖓ ᑳᒻᐸᓂᐅᔪᑦ. ᑭᓯᐊᓂ ᖃᐅᔨᒪᓐᖏᑦᑐᒍ ᑖᓐᓇ
ᑳᒻᐸᓂᐅᔪᖅ ᓴᖅᑭᑦᑎᒻᒪᖔᑕ ᐃᖅᑲᓇᐃᔮᓂ ᓲᖃᐃᒻᒪ
ᑮᓇᐅᔭᖅᑖᖅᑎᔪᓐᓇᕈᖅᑎᒍ ᓲᕐᓗ. ᓲᕐᓗ ᑳᒻᐸᓂᒥᑦ
ᑮᓇᐅᔭᒥᑦ ᐊᑐᖅᑎᑦᑎᒍᑦᑕ ᐅᓯᑲᖅᑕᐅᑎᒥᑦ ᓂᐅᕕᖁᓪᓗᒋ
ᐃᓚᖓᒍᑦ ᐃᖅᑲᓇᐃᔮᕗᑦ ᐱᔭᕇᕐᒪᑦ ᓲᕐᓗ ᑮᓇᐅᔭᑦ
ᑐᓂᒍᑦᑎᒍ ᐱᖁᔭᓕᕆᔨᕐᒧᑦ ᓂᐅᕕᕐᓗᓂ ᐅᓯᑲᖅᑕᐅᑎᒥᑦ
ᑲᖏᖅᑐᒑᐱᒻᒧᐊᖅᑕᐅᓂᐊᕐᓗᓂ. ᖃᐅᔨᒪᓐᖏᑦᑐᒍᑦ ᑖᓐᓇ
ᐃᖅᑲᓇᐃᔭᖅᑎᖃᕐᒪᖔᖅ ᐊᖁᑎᐅᓂᐊᖅᑐᒧᑦ ᑖᔅᓱᒧᖓ
ᓄᓇᒃᑰᕈᑎᓄᑦ, ᐊᒻᒪᓘᓐᓃ ᐃᓂᒥᒃ ᓄᑖᒥᒃ
ᓴᖅᑭᑦᑎᒍᒪᒻᒪᖔᖅ ᓄᓇᓕᓐᓂ.

Ours is a little different in the way that
just because we lent money and invested
in the community where that company is
creating economic activity in their
community if that necessarily translates
into two and a half positions in that
community. It’s a little different for us as
a lender than with NDC, who has
subsidiaries that are employed by that
particular subsidiary receiving money
like Jessie Oonark. They know exactly
how many people are going to work at
Jessie Oonark because NDC put
contributions in Jessie Oonark.
We do keep track of a company in how
many people are working, let’s say,
because this company borrowed money
from NBCC, there are four people
working for that company. They could
claim that we created four jobs in that
community, but maybe Atuqtuarvik lent
them money too and are taking credit for
those four jobs that are created.

ᑕᐃᒪᐃᒻᒪᑦ ᐱᖅᑯᓯᕗᑦ ᐊᔾᔨᒋᑦᑎᐊᓐᖏᐊᕐᔪᒻᒪᒍ ᓲᖃᐃᒻᒪ
ᑮᓇᐅᔭᖃᖅᑎᑦᑎᒐᑦᑕ ᓄᓇᓕᓐᓂ ᐃᑲᔪᕆᐊᕋᑦᑕ, ᐊᒻᒪ
ᑖᓐᓇ ᓄᓇᓕᓐᓂ ᐱᕙᓪᓕᐊᑎᑦᑎᒻᒪᖔᑕ ᑮᓇᐅᔭᑎᒍᑦ.
ᓲᕐᓗ ᑮᓇᐅᔭᖃᐅᓗᐊᕈᑎ ᒪᕐᕉᓪᓗ ᐊᕝᕙᒥᓪᓗ
ᐃᖅᑲᓇᐃᔮᒥ ᓴᖅᑭᖅᑐᖃᕈᓂ ᓄᓇᓕᓐᓂ.
ᐊᔾᔨᒋᑦᑎᐊᖏᒻᒪᒍ ᐊᑐᖅᑐᐊᖅᑎᐅᓪᓗᑕ ᑖᒃᑯᓇᓐᖓᑦ
ᐱᕙᓪᓕᐊᔪᓕᕆᔨᒃᑯᓐᓂᑦ ᓄᓇᕗᑦᒥ, ᓇᒻᒥᓂᖃᐅᕐᒪᑕᓕ
ᐊᒻᒪ ᐃᖅᑲᓇᐃᔭᖅᑎᖃᖅᑐᑦ ᑖᔅᓱᒧᖓ ᓇᒻᒥᓂᕆᔭᐅᔪᒧᑦ
ᑮᓇᐅᔭᖅᑖᐸᓗᓪᓗᓂ. ᖃᐅᔨᒪᒐᔅᓯ ᔨᐊᓯ ᐅᓈᑯᓐᓃᑦᑐᒥ
ᓲᖃᐃᒻᒪ ᓄᓇᕗᑦᒥ ᐱᕙᓪᓕᐊᔪᓕᕆᔨᒃᑯᑦ ᑮᓇᐅᔭᓂᑦ
ᐃᑲᔫᑎᑖᑎᑦᑎᓚᐅᕐᒪᑕ ᔨᐊᓯ ᐅᓈᕐᒧᑦ.

ᑭᓯᐊᓂ ᓇᐅᑦᑎᖅᓱᖃᑦᑕᖅᑕᕗᑦ ᑖᒃᑯᐊ ᑳᒻᐸᓂᐅᔪᑦ
ᖃᑦᑎᓂᑦ ᐃᖅᑲᓇᐃᔭᖅᑎᖃᕐᒪᖔᑕ. ᐅᖃᕈᐊᕋᐸᔭᕈᑦᑕ
ᓲᖃᐃᒻᒪ ᑖᓐᓇ ᑳᒻᐸᓂᐅᔪᖅ ᓄᓇᕗᑦᒥ
ᐱᕙᓪᓕᐊᔪᓕᕆᔨᒃᑯᓐᓂ ᑮᓇᐅᔭᖅᑖᓚᐅᕋᒥ ᐃᒪᓐᓇᑎᒋ
ᐃᖅᑲᓇᐃᔭᖃᖅᐳᑦ. ᐅᖃᕈᓐᓇᕋᔭᖅᐳᒍᑦ ᑕᓪᓕᒪᓂᑦ
ᐃᖅᑲᓇᐃᔮᓂᑦ ᓴᖅᑭᑦᑎᔪᑦ ᑎᓴᒪᓂ ᓄᓇᕗᑦᒥ.
ᑭᓯᐊᓂᑦᑕᐅᖅ ᐊᑐᖅᑐᐊᕐᕖᑦᑕᐅᖅ ᐊᑐᖅᑎᑦᑎᓂᕐᒪᑕ
ᐃᖅᑲᓇᐃᔮᓂ ᓴᖅᑭᑦᑎᓂᐊᕐᓂᕋᕋᔭᕆᕗᑦ.
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In lending money, it’s not as easy for us
to say that a specific X number of jobs
were created, but we feel that with the
$23 million that we have out there right
now, there are more people working than
if we hadn’t invested that $23 million, if
we hadn’t lent out that money. There are
600 people currently working for those
companies that borrowed from us. Thank
you, Mr. Chairman.
Chairman: Mr. Mikkungwak.
Mr. Mikkungwak: Would it be correct,
if I heard you correctly, that your
screening process, as opposed to the
Nunavut Development Corporation, is
very different and to substantiate
employment, you’re leaving that to the
proponent who you’re lending money to?
Thank you, Mr. Chairman.
Chairman: Ms. Karetak-Lindell.
Ms. Karetak-Lindell: I’m not quite sure
I understand, Mr. Chairman, but it’s
almost like apples and oranges with NDC
and NBCC in that they’re providing
equity investments and buying preferred
shares in a company. We’re lending
money to a company to continue their
business or take on a new challenge or
increase their equipment or buy more
materials for their store.
How they screen and how we would
screen would be very different in that
we’re covering very different mandates.
I’m not sure I’m answering you, but it’s
very difficult to compare other than to
say that we monitor how many people are
working for that particular company
because, in the loan application, they
would say, “This money will enable us to
hire two more people, one is a heavy
equipment operator and another one to do

ᑮᓇᐅᔭᓂᑦ ᐊᑐᖅᑎᑦᑎᔪᓂᑦ ᐅᖃᓪᓚᑦᑖᕈᓐᓇᓐᖏᑦᑐᒍ
ᐃᒪᓪᓚᑦᑖᖅ ᐃᖅᑲᓇᐃᔮᑦ ᓴᖅᑭᑦᑎᓚᐅᖅᑐᑦ. ᑭᓯᐊᓂ
ᑖᒃᑯᐊ ᑮᓇᐅᔭᑦ $23 ᒥᓕᐊᖑᑎᓪᓗᒋᑦ ᑖᒃᑯᐊ $23
ᒥᓕᐊᓐ ᐊᑐᖅᑎᑦᑎᓚᐅᓐᖏᑯᑦᑕ ᐃᖅᑲᓇᐃᔮᓂ
ᓴᖅᑭᑎᑦᑎᑲᓐᓂᕈᓐᓇᕋᔭᓚᐅᓐᖏᒻᒪᑦ. ᐊᒻᒪ 600-ᖑᔪᑦ
ᒫᓐᓇᐅᔪᖅ ᐃᖅᑲᓇᐃᔭᖅᑐᑦ ᑖᒃᑯᓄᖓ ᑳᒻᐸᓂᓄᑦ
ᐅᕙᑦᑎᓐᓂᑦ ᐊᑐᖃᑦᑕᖅᑐᓂ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅᑕ ᒥᑭᓐᖑᐊᖅ.

ᒥᑭᓐᖑᐊᖅ (ᑐᓵᔨᑎᒍᑦ): ᑐᓴᑦᑎᐊᕋᑖᕈᒃᑭᑦ ᓱᓕᒐᔭᖅᐳᖔ
ᑖᒃᑯᐊ ᕿᒥᕐᕈᔪᑎᒋᓲᓯ ᓴᓂᐊᓂ ᓄᓇᕗᑦᒥ
ᐱᕙᓪᓕᐊᔪᓕᕆᔨᒃᑯᑦ ᐊᔾᔨᒌᓐᖏᑕᓪᓛᓗᒋᒻᒪᒍ, ᐊᒻᒪ
ᓇᓗᓇᐃᖁᓪᓗᒋᑦ ᐃᖅᑲᓇᐃᔮᖅᑖᖅᑎᑕᐅᔪᑦ ᑖᒃᑯᐊ
ᐱᔪᒪᓇᓱᓚᐅᖅᑐᒧᑦ ᑎᓕᔭᐅᑎᓯᒪᓪᓗᒎ
ᑮᓇᐅᔭᖅᑐᖅᑎᓚᐅᖅᑕᓯ? ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ):
ᑐᑭᓯᓪᓚᑦᑖᖅᑰᔨᓐᖏᓐᓇᒪ ᐊᐱᖅᑯᑎᔅᓴᒥᑦ. ᐃᒃᓯᕙᐅᑖᖅ.
ᐋᐳᑎᑐᑦ ᒥᓪᓗᐊᒐᖅᑎᑑᓪᓗᐊᔭᕐᒪᑦ ᐅᕙᑦᑎᒍᑦ ᐊᒻᒪ
ᐱᕙᓪᓕᐊᔪᓕᕆᔨᑎᒍᓪᓗ ᓄᓇᕗᑦᒥ. ᓲᖃᐃᒻᒪ
ᑮᓇᐅᔭᑎᒍᑦ ᐱᕈᖅᓴᐃᒻᒪᑕ ᐊᒻᒪ ᓂᐅᕕᖅᐸᑦᑐᑎ
ᐅᑎᕐᕕᐅᓪᓚᑦᑖᕐᓂᐊᖅᑐᓂᑦ ᑳᒻᐸᓂᒧᑦ, ᐊᒻᒪ ᑮᓇᐅᔭᓂᑦ
ᐊᑐᖅᑎᑦᑎᓪᓗᑕ ᑳᒻᐸᓂᐅᔪᒧᑦ ᑲᔪᓰᓐᓇᖁᓪᓗᒋᑦ
ᓇᒻᒥᓂᕆᔭᖏᑦ ᐊᒻᒪᓘᓐᓃ ᓄᑖᒥᑦ ᐱᒋᐊᖁᓪᓗᒋᑦ. ᓲᕐᓗ
ᐱᖁᑎᖏᑦ ᐅᓄᖅᓯᒋᐊᕐᓗᒋᑦ ᑭᓱᓂᓪᓗᑭᐊᖅ
ᓂᐅᕕᒃᑲᓂᕐᓂᖅᓴᐅᖁᓪᓗᒋᑦ ᓂᐅᕕᕐᕕᒻᒥᓄᑦ ᓲᕐᓗ.

ᖃᓄᕐᓕ ᖃᐅᔨᓴᕐᓂᖏᑦ ᐅᕙᒍᓪᓗ ᖃᐅᔨᓴᕐᓂᕗᑦ
ᐊᔾᔨᒌᓐᖏᑐᓪᓚᐅᒻᒪᑕ ᓲᖃᐃᒻᒪ ᐊᔾᔨᒌᓐᖏᑦᑐᓂᑦ
ᑎᓕᔭᐅᔪᑎᖃᕋᑦᑕ. ᖃᐅᔨᒪᓪᓚᑦᑖᓐᖏᑦᑐᖓ
ᑭᐅᒻᒪᖔᖅᐱᒋᑦ, ᐊᔾᔨᒌᑎᓐᓇᓱᓪᓗᒋᑦ
ᐅᖃᓪᓚᑦᑖᒐᔅᓴᐅᓐᖏᒻᒪᑦ, ᑭᓯᐊᓂ ᖃᐅᔨᓴᖃᑦᑕᖅᑐᒍᑦ
ᑖᒃᑯᐊ ᑳᒻᐸᓂᐅᔪᑦ ᐃᖅᑲᓇᐃᔭᖅᑎᖃᐅᕐᒪᖔᖅ. ᓲᖃᐃᒻᒪ
ᐱᔪᒪᓇᓲᑎᒥᒍᑦ ᑮᓇᐅᔭᒥᓐᓂ ᐊᑐᕈᒪᒍᑎ ᐅᖃᓲᖑᒻᒪᑕ
ᑖᒃᑯᐊ ᑮᓇᐅᔭᓄᑦ ᒪᕐᕈᑲᓐᓃᓐᓂ
ᐃᖅᑲᓇᐃᔭᖅᑎᑖᕈᓐᓇᕐᓂᐊᖅᑐᒍᑦ, ᐊᑕᐅᓯᖅ
ᐊᖁᑎᐅᓗᓂ ᐅᖁᒪᐃᑦᑐᖅᓯᐅᑎᓂᑦ,
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our bookkeeping because we’re now a
bigger business with more money.” Our
compliance officers would check to make
sure that they really are using that money
for hiring extra staff that they said they
would in their application.
I don’t know how much more detail I can
provide. I don’t know if Sherri add to that
too, Mr. Chairman. Thank you.
Chairman: Sounds like it was a pretty
good answer. One thing I might suggest
is you are contributing to the employment
of the number that was thrown out there,
to 600 residents of Nunavut. It might be
something worth bragging about. Mr.
Mikkungwak.

ᑮᓇᐅᔭᓕᕆᔨᖃᕐᓗᑕᓗ ᓲᖃᐃᒻᒪ
ᑮᓇᐅᔭᖃᕐᓂᖅᓴᐅᓕᕋᑦᑕ ᑳᒻᐸᓂᐅᓪᓗᑕ. ᒪᓕᒃᑎᑦᑎᕕᕗᑦ
ᖃᐅᔨᓴᖃᑦᑕᕋᔭᖅᐳᖅ ᑖᒃᑯᐊ ᒪᓕᓪᓚᑦᑖᕋᓗᐊᕐᒪᖔᑕ
ᑮᓇᐅᔭᑦ ᐊᑐᓪᓚᑦᑖᕋᓗᐊᕐᒪᖔᑕ ᐃᖅᑲᓇᐃᔭᖅᑎᑖᕈᑎᓄᑦ
ᓇᓗᓇᐃᖅᑲᐅᔭᓐᓂᑦ ᐱᓪᓗᒋᑦ ᐱᓇᓲᑎᒥᓄᑦ.

ᖃᓄᒃᑲᓐᓂᖅ ᑭᐅᒋᐊᑦᓴᖅ ᓇᓗᔪᖓ. ᐃᒻᒪᖄ ᓯᐊᕆ
ᑭᐅᒋᐊᒃᑲᓐᓂᕈᓐᓇᖅᑐᖅ, ᐃᒃᓯᕙᐅᑖᖅ. ᖁᔭᓐᓇᒦᒃ.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᑭᐅᔪᑎᑦᑎᐊᕙᔫᔮᖅᑐᖅ ᑖᓐᓇ.
ᐃᒪᐃᖔᖁᔨᒐᔭᖅᑐᖓᓕ ᐃᖅᑲᓇᐃᔮᓂᑦ
ᓴᖅᑮᖃᑦᑕᖅᑐᓄᑦ ᐃᑲᔪᖅᐸᑲᔅᓯ. ᑕᐃᒃᑯᐊ 600
ᐃᖅᑲᓇᐃᔮᑦ ᓴᖅᑭᖅᑕᐅᓯᒪᔪᑦ ᐃᑲᔪᖅᓯᒪᒐᔅᓯᐅᒃ
ᓴᖅᑮᓚᐅᕋᓱᒃᑎᓪᓗᒋᑦ. ᒥᔅᑕ ᒥᑭᓐᖑᐊᖅ.

Mr. Mikkungwak: Thank you, Mr.
Chairman. Thank you for speaking to the
600 employees. When we look at these,
as you guys indicated, 600 employees
within Nunavut, is that in one fiscal year
alone or when you look at your annual
report, it’s for 2014-15, is that a
compilation of a number of years? Thank
you, Mr. Chairman.

ᒥᑭᓐᖑᐊᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ
ᖁᔭᓐᓇᒦᑦᑕᐅᖅ. ᑖᒃᑯᐊ ᐅᖃᐅᓯᕆᕋᑖᕋᕕᒋᑦ 600
ᐃᖅᑲᓇᐃᔭᖅᑎᒡᒎᖅ. ᑕᐃᒪ ᐅᖃᖅᑲᐅᒐᔅᓯ 600
ᐃᖅᑲᓇᐃᔭᖅᑏᒡᒎᖅ ᓄᓇᕗᑦ ᐃᓗᐊᓂ ᑮᓇᐅᔭᓕᕆᔪᑏᑦ
ᐊᕐᕌᒍᖓᑕ ᐊᑕᐅᓯᕐᒦᑦ 600-ᖑᕙᑦ ᑕᕝᕙᓂ 2014-15-ᒥ
ᑮᓇᐅᔭᓕᕆᔪᑏᑦ ᐊᕐᕌᒍᖓᓂᑦ, ᐅᕝᕙᓘᓐᓃᑦ
ᑲᑎᖓᐅᖅᑲᖅ ᑲᑎᑎᖅᑕᐅᓯᒪᕙᑦ ᐊᕐᕌᒍᓂᑦ
ᐊᒥᓱᑲᓪᓚᓐᓂᑦ? ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you, Mr.
Mikkungwak. I doubt if they’re counting
the same people more than once, but I’ll
let Ms. Karetak-Lindell respond to that.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᑦᑕᐅᖅ ᒥᔅᑕ
ᒥᑭᓐᖑᐊᖅ. ᑖᔅᓱᒥᖓᔅᓴᐃᓐᓇᖅ
ᓈᓴᐃᓕᖅᑭᖃᑦᑕᑐᔅᓴᐅᓐᖏᑦᑑᒐᓗᐊᑦ. ᒥᔅ ᖃᕆᑕᖅᓕᓐᑎᐅᓪ ᑭᐅᑦᑎᐊᓂᐊᕐᖓᒍ.

Ms. Karetak-Lindell: Everything for us
is as of March 31, 2015. We take like a
snapshot picture of March 31, 2015
because that’s the end of our reporting
time. I don’t think there’s that much more
to add. Thank you, Mr. Chairman.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᒫᑦᓯ 31, 2014-ᒥᓂᑦ
ᑖᒃᑯᐊ ᐱᒋᐊᖅᓯᒪᔪᐃᑦ. ᒫᑦᓯ 31, 2015-ᒥᑦ ᑖᒃᑯᐊ
ᐊᔾᔨᓐᖑᐊᖅᑎᑐᑦ ᐊᔾᔨᓕᐅᖅᑕᒥᓂᕆᓗᑎᒍ ᑕᑯᓐᓈᕋᔅᓴᐃᑦ
ᑕᐃᒪᓐᓇᐅᔪᑦ. ᐃᓚᒋᐊᕈᓐᓇᑲᓐᓂᐸᓪᓚᐃᓐᖏᑕᕋ ᑖᓐᓇ
ᑕᐃᒫᒃ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you. Mr.
Mikkungwak.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ. ᒥᔅᑕ ᒥᑭᓐᖑᐊᖅ.

Mr. Mikkungwak: Thank you very
much, Mr. Chairman. I’ll move on to

ᒥᑭᓐᖑᐊᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒻᒪᕆᐊᓗᒃ,
ᐃᒃᓯᕙᐅᑖᖅ. ᐊᓯᐊᓄᖔᖅ
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another one here, thanks to my colleague
here. When you look at the Nunavut
Business Credit Corporation Act, which
was originally passed in 1988 and has not
been substantively amended since the
creation of Nunavut, in addition to
increasing the maximum lending limit
under section 37 of the Act, what specific
amendments to the statute would the
Board of Directors of the Nunavut
Business Credit Corporation recommend
be made by the Legislative Assembly?
Thank you, Mr. Chairman.
Chairman: Thank you, Mr.
Mikkungwak. That’s one question off my
list. Ms. Karetak-Lindell.

ᓅᒋᐊᓕᕐᓚᖓ ᐊᐱᖅᑯᕐᒧᑦ, ᐆᒪ ᒪᓕᒐᓕᐅᖅᑎᐅᖃᑎᒪ
ᐃᖅᑲᐃᑎᒻᒫᖓ. ᓄᓇᕗᑦᒥ ᓇᒻᒥᓂᖃᐅᑎᓄᑦ
ᐊᑐᖅᑐᐊᕐᕕᒃ ᑯᐊᐳᕇᓴᑦ ᑖᓐᓇ 1988-ᒥᑦ
ᓴᖅᑭᖅᑕᐅᓚᐅᖅᓯᒪᒻᒪᑦ, ᐊᒻᒪᓗᑦᑕᐅᖅ ᐱᖁᔭᖓ
ᐊᓯᔾᔨᖅᑕᐅᓗᐊᓚᐅᖅᓯᒪᒐᓂ ᑕᐃᒪᓐᖓᑦ
ᓄᓇᕘᑖᓚᐅᖅᓯᒪᒐᑦᑕ. ᑖᒃᑯᐊ ᐊᖏᓪᓕᒋᐊᕈᒪᓪᓗᓯᐅᒃ
ᓈᓴᐅᑎᓕᐅᑉ 37 ᐊᑖᓂ ᐊᑐᖅᑐᐊᕈᓐᓇᖅᑎᑕᓯ
ᐊᖏᓪᓕᒋᐊᖁᒐᔅᓯᐅᒃ. ᖃᓄᒃᑲᓂᕐᓗ ᐱᖁᔭᖓ ᓄᓇᕗᑦᒥ
ᓇᒻᒥᓂᖃᐅᑎᓄᑦ ᐊᑐᖅᑐᐊᕕᐅᑉ ᐊᓯᔾᔩᖁᒐᔭᖅᑭᓯᐅᒃ
ᒪᓕᒐᓕᐅᕐᕕᒃ ᐃᓕᔅᓯ ᐱᓕᕆᐊᖃᖓ? ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅᑕ ᒥᑭᓐᖑᐊᖅ
ᐊᐱᕆᒋᐊᖃᔾᔮᒍᓐᓃᖅᑯᖓ ᐊᐱᕆᕈᓘᔭᕐᖓᑦ. ᒥᔅ
ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: Thank you, Mr.
Chairman. Like I said, I have only been
on this board for about three years and
vice-chair for a couple and acting for a
month or two weeks, very recently
anyway. At our board meetings, we talk
about how much more autonomy we can
have as an arm’s-length corporation.
Sometimes we feel that the legislation
should reflect that.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ. ᐅᖃᖅᑲᐅᒻᒥᒐᒪᐃᓛᒃ ᑕᕝᕙᓂ
ᑲᑎᒪᔨᓃᓕᕋᒪ ᐱᖓᓱᑐᐃᓐᓇᕐᓂᑦ ᐊᕐᕌᒍᓂ,
ᐃᒃᓯᕙᐅᑕᕐᒧᑦ ᑐᖏᓕᐅᓯᒪᓪᓗᖓ ᐊᕐᕌᒎᓐᓄ ᒪᕐᕉᓐᓄᒃ
ᐊᒻᒪᓗ ᐊᑕᑲᐃᓐᓇᖅᑐᖓ ᐃᒃᓯᕙᐅᑕᐅᒐᒪ ᐱᓇᓱᐊᕈᓯᓄᑦ
ᐱᖓᓱᓄᖅᑲᐃ. ᑲᑎᒪᓕᕋᐃᒐᑦᑕ ᐅᖃᐅᓯᖃᖅᐸᑦᑐᒍᑦ
ᖃᓄᒃᑲᓐᓂᖅ ᐃᒻᒥᓂᒃ ᐊᐅᓚᓂᖃᕐᔫᒥᒍᓐᓇᕋᔭᕐᒪᖔᑦᑕ,
ᐃᒻᒥᒃᑰᕐᔫᒥᓗᑕ. ᐃᓛᓐᓂᒃᑯᑦ ᐃᓱᒪᓲᖑᔪᒍᑦ ᑖᒃᑯᐊ
ᒪᓕᒐᓕᐊᖑᓯᒪᔪᐃᑦ ᑕᐃᒪᐃᒍᓐᓇᑎᑦᑎᖁᓪᓗᒋᑦ.

I’m trying to remember a particular one
that we felt needed change. As you say,
the Act is very old and it doesn’t always
reflect the realities of today. Some of the
reporting requirements are not indicative
of the corporation being a mature
corporation, for lack of better words, that
they feel that we have followed our
mandate and recovered the corporation to
a state where we should have the power
to deal with certain issues without always
having to go to the Minister. Some of
them are reporting requirements that
probably don’t add to any more
assistance to you, I guess, as people who
have to read these reports that we submit
to.

ᐃᖅᑲᖅᓴᕋᓱᐊᑲᐃᓐᓇᕋᒪ ᑕᐃᒃᑯᐊ ᐊᓯᔾᔨᖁᔪᔭᑦᑎᓐᓂᑦ.
ᑖᓐᓇ ᐱᖁᔭᕐᖏᓛᒃ ᐱᑐᖄᓘᒻᒪᑦ ᐅᖃᕋᑖᕋᕕᑦ
ᑕᐃᒪᐃᑦᑐᖅ. ᐊᒻᒪᓗ ᐅᓪᓗᒥ ᐃᓅᓯᐅᓕᖅᑐᓄᑦ
ᐱᑐᖃᐅᓗᐊᓕᖅᑐᑎ ᐅᓂᒃᑳᓕᐅᕐᓂᐅᔭᕆᐊᖃᑦᑐᐃᓪᓗ.
ᖃᓄᕐᖓᐃ ᐅᖃᓚᐅᕐᒪᒍ,
ᓇᓗᓇᐃᖅᑐᐃᒍᑎᔅᓴᐅᖃᑦᑕᖏᒻᒪᑕ, ᐃᒫᒃ
ᐊᐅᓚᑯᑖᑑᔮᓕᕐᓗᓂ ᑖᓐᓇ ᑯᐊᐳᕆᓴᐅᔪᖅ
ᑕᐃᒪᐃᑦᑑᔮᖅᐸᖏᒻᒪᑦ ᓱᓕ. ᑖᒃᑯᐊ ᑐᕌᒐᕆᒋᐊᓕᕗᑦ
ᑐᕌᕋᓱᐊᖅᓯᒪᑦᑕᖅᑲᕗᑦ ᐊᒻᒪᓗ
ᐱᔪᓐᓇᐅᑎᖃᕆᐊᖃᕋᓗᐊᕋᑦᑕ ᓇᒻᒥᓂ ᐃᓚᖏᓐᓂᑦ
ᐃᓱᒫᓗᓇᖅᑐᓂᑦ ᐱᓕᕆᐊᖃᕈᓐᓇᖅᑎᑕᐅᓗᑕ
ᒥᓂᔅᑕᒨᖏᓐᓇᖅᑐᐊᓘᖃᑦᑕᖏᓪᓗᑕ. ᐃᓚᖏᓪᓗ ᒪᑯᐊ
ᐅᓂᒃᑳᓕᐅᕆᐊᖃᕐᓂᕗᑦ
ᐃᓚᓕᐅᑎᓗᐊᖅᐸᓪᓚᐃᕙᓐᖏᑦᑐᑦ ᐃᓕᔅᓯᓐᓄᑦ
ᑐᑭᓯᕚᓪᓕᕈᑕᐅᕙᓪᓚᐃᕙᓐᖏᑦᑐᑦ
ᐅᓂᒃᑳᓕᐅᕐᕕᒋᒋᐊᖃᖅᐸᑕᑦᑎᓐᓄᑦ.

86

As an arm’s-length corporation, I think
it’s important that we have the ability and
that’s only after we have proven that we
can do the mandate the best we can with
the resources that we have. Obviously the
$1 million threshold is a big one because
we have the ability to go up to $40
million and our goal to even reach $25
million is way below the $40 million that
we could be authorized to give out.
It’s a learning curve, but again, as a
corporation created by the Government of
Nunavut, you are the people who make
the legislation and you are the ones who
make the decision as to how to best serve
this territory and the people of Nunavut.
We are the tools created to carry out your
mandate that you set out in your
priorities, getting economic development
in all the communities, especially the
smaller ones that are non-decentralized.
How does the government best use the
resources that they have with them? If
using an arm’s-length corporation is a
tool for you as legislators to fulfill your
mandate of creating a healthy and
prosperous territory, we’re the tools. We
can offer suggestions on how legislation
can be changed or how regulations can be
changed for us to do our jobs better, but
that’s probably a discussion that every so
many years, we as a board take time to
really work at our strategic outlook, our
business plans, how we can better serve
Nunavummiut with what’s at our
fingertips, what we can use.
In that, it’s difficult to answer because we
can give you a wish list, but how far that
wish list goes is up to this group of
people who sit in this room making
decisions and changing legislation.
Thank you, Mr. Chairman.

ᑭᓯᐊᓂᓕ ᒐᕙᒪᒃᑯᑦ ᓯᓚᑖᕐᔪᐊᓃᑦᑐᑕ ᑎᒥᐅᓪᓗᑕ
ᐱᒻᒪᕆᐊᓘᓱᒋᔭᕋ ᐱᔪᓐᓇᕐᓂᖃᕋᑦᑕ,
ᑕᑯᔅᓴᐅᑎᓚᐅᖅᑐᑕᐃᓛᒃ ᐊᔪᓐᖏᓇᑦᑕ ᑖᒃᑯᓂᖓ
ᑐᕌᒐᖏᓐᓂᑦ ᒪᓕᒍᓐᓇᕋᑦᑕ ᐊᔪᓐᖏᓐᓂᕗᑦ ᒪᓕᓪᓗᒍ
ᐱᓕᕆᔪᑎᕗᓪᓗ ᑖᓐᓇ ᒪᓕᓪᓗᒍ. ᑖᓐᓇ $1 ᒥᓕᐊᓐ
ᐃᓱᖃᕈᓐᓃᑎᑦᑎᒐᓱᐊᕐᓂᖅ ᐊᖏᔪᐊᓘᒻᒪᑦ ᑖᓐᓇ. $40
ᒥᓕᐊᓄᑦ ᐊᑐᖅᑐᐊᖅᑕᐅᑎᑦᑎᒍᓐᓇᕋᑦᑕ ᐃᓱᐊᓄᑦ. ᒫᓐᓇ
ᑐᕌᒐᖃᓐᖑᐊᖅᑐᑕ $25 ᒥᓕᐊᓂᑦ. ᑖᓐᓇ $40 ᒥᓕᐊᓄᑦ
ᑎᑭᐅᑎᓐᖏᓪᓚᕆᒻᒪᑦ ᓱᓕ. ᐊᖏᖅᑕᐅᒍᓐᓇᕋᓗᐊᖅᑐᑕ
$40 ᒥᓕᐊᓄᑦ, ᐊᑐᖅᑐᐊᖅᑎᑦᑎᓗᑕ ᐊᑕᖏᕐᓗᒋᑦ.

ᑕᐃᒪ ᑯᐊᐳᕇᓴᐅᓪᓗᑕ ᒐᕙᒪᒃᑯᓐᓄᑦ ᓴᖅᑭᖅᑕᐅᓯᒪᓪᓗᑕ
ᓄᓇᕗᑦ ᒐᕙᒪᒃᑯᖏᓐᓄᑦ, ᐃᓕᔅᓯᐅᕗᓯ ᑕᕝᕙ,
ᒪᓕᒐᓕᐅᖅᑎᐅᔪᓯ ᒪᓕᒐᓕᐅᓲᖑᔪᓯ, ᐊᒻᒪ ᐋᖅᑮᔨᐅᔪᓯ
ᖃᓄᖅ ᐱᐅᓂᖅᐹᒃᑯᑦ ᐱᔨᑦᑎᕋᖅᑕᐅᒍᓐᓇᕐᒪᖔᖅ
ᓄᓇᕗᑦ, ᐊᒻᒪᓗ ᓄᓇᕗᑦᒥᐅᑕᐃᑦ. ᐅᕙᒍᓪᓕ
ᓴᓇᕈᑎᑐᐃᓐᓇᐅᔪᒍᑦ ᐃᓕᔅᓯ ᐃᓱᒪᑖᖏᓐᓂᑦ
ᓱᒋᐊᕈᔾᔨᖃᑦᑕᓂᐊᕐᓗᑕ. ᒪᑭᒪᐅᑎᓕᕆᓂᖅ ᐱᓪᓗᒍ
ᓄᓇᓕᓕᒫᓂᑦ, ᐱᓗᐊᖅᑐᒥ ᓄᓇᓕᕋᓛᖑᓂᖅᓴᓂᑦ
ᒐᕙᒪᒃᑯᑦ ᐱᓕᕆᕕᖏᓐᓄᑦ ᓯᐊᒻᒪᕐᕕᐅᓯᒪᓐᖏᑦᑐᓄᑦ.

ᖃᓄᖅ ᒐᕙᒪᒃᑯᑦ ᐊᑐᑦᑎᐊᓂᖅᐸᖑᖃᑦᑕᕐᒪᖔᑕ
ᐱᓕᕆᔪᑎᒥᓂᒃ. ᑕᐃᒪ ᐅᕙᑦᑎᓐᓂᑦ ᐊᑐᖃᑦᑕᖅᑐᑎᒃ
ᓯᓚᑖᓃᕌᔪᒃᑐᓂᑦ ᐱᓕᕆᔪᔨᖃᑦᑕᖅᑐᒍᑦ ᐃᓕᔅᓯ
ᓴᖅᑭᖁᓯᒪᔭᖏᓐᓂᑦ. ᑕᐃᒪ ᓄᓇᕗᑦᒥ ᐱᐅᔪᑯᓗᒻᒥ
ᖃᓄᐃᓐᖏᑎᐊᖅᑐᑯᓗᒻᒥᑦ ᓴᖅᑮᒐᓱᑦᑎᓪᓗᓯ
ᓴᓇᕈᑎᑐᐃᓐᓇᐅᔪᒍᑦ ᐃᓕᔅᓯᓐᓄᑦ. ᑕᐃᒪᓐᓇᓕ ᒪᓕᒐᖅ
ᖃᓄᖅ ᐊᓯᔾᔨᖅᑕᐅᒍᓐᓇᕐᒪᖔᖅ ᐱᖁᔭᕐᓗ
ᐊᓯᔾᔨᖅᑕᐅᐃᔪᓐᓇᕐᒪᖔᖅ, ᐊᓯᔾᔨᖅᑕᐅᒍᓐᓇᖅᑑᒐᓗᐊᖅ
ᐃᖅᑲᓇᐃᔮᕗᑦ ᐱᓕᕆᑎᐊᓂᖅᓴᕆᒍᓐᓇᕐᓂᐊᕋᑦᑎᒍ.
ᐊᑯᓂ ᑭᓯᐊᓂ ᑲᑎᒪᔨᓄᑦ ᐱᓕᕆᐊᖑᓪᓗᑎ ᐸᕐᓇᐅᑎᕗᑦ
ᓯᕗᓂᑦᑎᓐᓄᑦ ᐱᓕᕆᐊᔅᓴᑎᓐᓄᓪᓗ ᐸᕐᓇᐅᑎᕗᑦ,
ᐃᓱᒪᒋᐊᖅᐸᑲᑦᑕ ᖃᓄᒃᑲᓐᓂᖅ
ᐱᔨᑦᑎᕋᒃᑲᓐᓂᕈᓐᓇᕐᒪᖔᑦᑕ ᐱᐅᓂᖅᓴᒃᑯᑦ
ᓄᓇᕗᑦᒥᐅᑕᕐᓂᑦ.

ᑭᐅᔭᕐᓂᖏᑦᑐᕐᖏᓛᒃ ᑖᓐᓇ ᐊᐱᖅᑯᑏᑦ. ᐃᒫᒃ
ᐱᔪᒪᔭᑦᑎᓐᓂᒃ ᑎᑎᖅᑐᖅᓯᒪᔪᓂᑦ ᑐᓂᓯᒍᓐᓇᕋᓗᐊᖅᑐᒍᑦ,
ᑭᓯᐊᓂᓕ ᖃᑦᑎᓂᑦ ᐅᕙᒍᑦ ᐱᒍᒪᔭᖏᓐᓂᑦ ᑐᓂᓯᒍᑦᑕ
ᑐᓂᓯᓂᐊᕐᒪᖔᔅᓯ ᐋᖅᑮᒋᐊᖃᒐᔭᕐᒥᒐᔅᓯ ᒪᓕᒐᖅᑎᒍᑦ.
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
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Chairman: Thank you, Ms. KaretakLindell. That’s exactly why you’re here
today, to help us discover different ways
that we can assist you in fulfilling our
mandate. I for one would be interested to
see that wish list that you spoke of. Mr.
Mikkungwak.
Mr. Mikkungwak: Thank you, Mr.
Chairman. When I’m asking these
questions regarding the Nunavut
Business Credit Corporation, I guess this
would be more for your staff here. When
you look at loan portfolios and maybe
yourself even being one of the directors,
are you guys satisfied with the current
structure that you have regarding loan
portfolios for construction, real estate,
and retail as opposed to the other one
where earlier on, I had asked about
lending aspects regarding harvesting,
arts, and tourism? The way you have it
structured now, when you’re screening
the two different types, in my opinion,
are you guys satisfied with the structure
in place at the time? Thank you, Mr.
Chairman.
Chairman: Ms. Karetak-Lindell.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᖃᕆᑕᖅᓕᓐᑎᐅᓪ. ᑕᕝᕙ ᑖᓐᓇ ᐱᔾᔪᑎᒋᓪᓗᒍ ᑕᕝᕙᓃᑉᐳᑎᑦ,
ᐃᑲᔪᕐᓂᐊᕋᕕᑦ ᐅᕙᑦᑎᓐᓂ ᖃᓄᖅ ᐅᖃᐅᔨᔪᑎᖏᓛᒃ
ᖃᓄᖅ ᐃᑲᔪᒃᑲᓐᓂᕈᓐᓇᕐᒪᖔᑦᑕ ᐃᓕᔅᓯᓐᓂ.
ᐅᖃᐅᓯᕆᓪᓗᐊᑦᑎᐊᕋᕕᐅᒃ. ᒥᔅᑕ ᒥᑭᓐᖑᐊᖅ.

ᒥᑭᓐᖑᐊᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᑭᖑᓪᓕᖅᐹᖅ. ᐊᐱᖅᓱᓕᕋᐃᒐᒪᐃᓛᒃ ᓄᓇᕗᑦᒥ
ᓇᒻᒥᓂᓕᓐᓄᑦ ᐊᑐᖅᑐᐊᕐᕕᒻᒥ ᑐᕌᖓᓗᐊᖅᑐᖃᐃ ᐅᓇ,
ᐃᕝᕕ ᐃᖅᑲᓇᐃᔭᖅᑎᖏᓐᓄᑦ. ᑕᒪᒃᑯᐊᖃᐃ
ᐊᑐᖅᑐᐊᖅᑎᑦᑐᒪᔭᓯ ᕿᒥᕐᕈᐊᓕᕋᐃᒐᔅᓯᐅᒃ,
ᑲᑎᒪᔨᐅᔪᓯᓘᓐᓃᑦ ᓈᒻᒪᒃᓴᖃᑦᑕᖅᑭᓰ
ᐋᖅᑭᑎᖅᓯᒪᓂᕆᔭᔅᓯᓐᓂ, ᐊᑐᖅᑐᐊᖅᑎᓯᒪᔭᔅᓯᓐᓂ?
ᐃᓗᓪᓕᐅᕐᓂᕐᒧᑦ, ᓂᐅᕕᕐᕕᓕᕆᓂᕐᒧᑦ ᐊᒻᒪᓗ
ᐅᖃᐅᓯᐅᖃᐅᒻᒥᔪᖅ ᐊᐱᖅᑯᑎᒋᖅᑲᐅᒻᒥᔭᕋ
ᐊᑐᖅᑐᐊᖅᑎᑦᑎᖃᑦᑕᕐᓂᖅ ᐊᖑᓇᓱᓐᓂᕐᒧᑦ ᐊᒻᒪ
ᓴᓇᕈᓘᔭᖃᑦᑕᓂᕐᒧᑦ ᐳᓚᕋᒃᑐᓕᕆᓂᕐᒧᓪᓗ. ᒫᓐᓇ ᑕᐃᒪ
ᐋᖅᑭᑎᖅᓯᒪᒐᔅᓯᐅᒃ ᐊᑐᐊᒐᖃᕋᔅᓯᐅᒃ,
ᒪᕐᕉᓕᖃᖓᕈᔪᑦᑐᒍᓕ ᑕᑯᓐᓈᕋᒃᑯ. ᓈᒻᒪᒋᕕᓯᐅᒃ
ᐋᖅᑭᑎᖅᓯᒪᓂᖓ ᒫᓐᓇ ᐊᑐᕆᐊᖃᖅᐸᑦᑕᓯ? ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: Because I’m not
dealing with the day-to-day operation, I’ll
pass that on to Sherri so that she can
throw out her wish list.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᖃᐅᑕᒫᑦ ᐊᓪᓚᕕᒻᒦᓛᒃ
ᐱᓕᕆᖃᑕᐅᖏᓐᓇᐸᓐᖏᓐᓇᒪ ᓯᐊᕆᖔᖅ ᑭᐅᒋᐊᖁᔭᕋ.

Chairman: Ms. Rowe.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman.
Are we happy with that portfolio? I mean
our portfolio reflects who applies for
loans with NBCC. Would we like to
diversify it? Sure.

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᖁᕕᐊᒋᔭᕗᑦ
ᐊᑐᖅᑐᐊᖅᑎᒃᓯᒪᔭᕗᑦ ᑕᐃᒪᐃᓕᖓᓂᖏᑦ. ᑕᐃᒪ
ᖃᐅᔨᔭᔅᓴᐅᕗᖅ ᑭᒃᑯᑦ ᐊᑐᖅᑐᐊᕈᒪᓲᖑᒻᒪᖔᑕ.
ᓯᐊᒻᒪᑲᓐᓂᕆᐊᕈᒪᕕᕗ ᐊᓯᖔᖏᓐᓂᑦ
ᐊᑐᖅᑐᐊᑎᑦᑎᑲᓐᓂᕈᒪᓂᐊᕐᓗᑕ.

We have the funding in place, so it’s not
like we’re saying yes to real estate and no
to something else. That’s not our problem

ᑕᐃᒪ ᐊᖏᕐᕋᔭᖅᑐᒍᑦ ᐊᖏᕐᕋᒃᓴᓕᕆᓂᕐᒧᑦ
ᐃᓪᓗᓕᕆᓂᕐᒥᑦ ᐃᓪᓗᒥ
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at this point. Our problem is we need to
get those sectors to us to apply for
money. The only way we can do that is
being out in the communities, making
contacts with people in those sectors.
Like we said, we’re a member of
Nunavut Tourism; we’re a member of
Nunavut Arts and Crafts [Association],
fisheries. We get out there to the best of
our ability with the funding we have to
make those connections so that people
can help us get in contact with people in
those sectors who might want to apply
for funding.
At this point, it’s not that we’re ever
turning down one sector over another.
Right now, we have the funding in place
that those are the sectors where the
applications are coming from. Because
we still have room, we still have up to
$40 million, we’re not in a situation
where we have to pick between one
sector and another, although I hope that
10 or 20 years from now, there will be
that problem that there will be people
from all sectors applying and that you
would have to start just focusing on a
particular sector. For right now, we don’t
have that problem yet. Thank you, Mr.
Chairman.
Chairman: Thank you, Ms. Rowe. Ms.
Angnakak.
Ms. Angnakak: Thank you, Mr.
Chairman. Good afternoon. In looking at
this page that’s titled, “Loans by
Municipality and Sector,” there are quite
a few businesses I see that are of the
same thing in the same community. I’m
wondering: as NBCC, how do you deal
with competition? Let’s say, Kugluktuk I
see here, you have two loans under retail.
You’re helping one business and then
you’re helping another business in the

ᓂᐅᕕᐊᔅᓴᖃᖃᑦᑕᓂᕐᒥᑦ, ᑭᓯᐊᓂ ᑐᒃᓯᕋᖃᑦᑕᖅᑲᑕ
ᑭᓯᐊᓂ ᐱᑎᖃᑦᑕᕈᓐᓇᕋᔭᕐᒥᒐᑦᑎᒍ. ᓄᓇᓕᓐᓂ
ᖃᐅᔨᒋᐊᖅᑎᑕᐅᓗᑎᑦ ᐊᒻᒪ ᓄᓇᓕᓐᓂ
ᐃᓪᓗᓕᐅᖅᑎᓂᓪᓗ ᓄᓇᕗᑦᒥ ᐳᓚᕋᒃᑐᓕᕆᔨᒃᑯᓂᓪᓗ
ᐃᓚᒋᔭᐅᓂᕋᖅᑲᐅᒐᑦᑕ ᓄᓇᕗᑦᒥ ᓴᓇᕈᓘᔭᖅᑏᑦ
ᑲᑐᔾᔨᖃᑎᒌᖏᓐᓄᑦ ᐃᓚᒋᔭᐅᓂᕋᖅᑲᐅᒐᑦᑕ.
ᑮᓇᐅᔭᕆᔭᕗᑦ ᒪᓕᑦᑐᒋᑦ ᖃᐅᔨᒐᓱᐊᖅᐸᒃᑲᓗᐊᖅᑐᒍᑦ
ᑮᓇᐅᔭᖅᑖᖅᑎᑕᐅᔭᕆᐊᓕᓐᓂᑦ ᐃᑲᔪᖅᑕᐅᔭᕆᐊᓕᓐᓂᑦ.

ᐃᒫᒃ ᐊᑭᑦᑐᕋᐅᑎᑎᑉᐸᓐᖏᑕᕗᑦ ᐳᓚᕋᒃᑐᓕᕆᓂᕐᒧᑦ
ᐃᓪᓗᓕᐅᕐᓂᕐᓗ ᒪᑯᐊ ᐊᔾᔨᒌᓐᖏᑦᑐᕈᓘᔭᐃᑦ. ᑕᐃᒪ
ᓇᑭᕈᓘᔮᖅᐸᒻᒪᑕᐃᓛᒃ ᑐᒃᓯᕋᖅᑐᐃᑦ ᑕᒪᒃᑯᓇᓐᖓᑦ.
$40,000,000 ᐃᓱᖃᖅᑐᑎᒃ ᐊᑐᖅᑐᐊᖅᑎᒍᓐᓇᖅᑕᕗᑦ.
ᓂᕈᐊᕆᐊᖅᐸᖏᑦᑐᒍᑦ ᓇᓪᓕᐊ ᐱᑎᖅᑳᓂᐊᕐᒪᖔᑦᑎᒍ.
ᑕᐃᒪᐃᖁᓇᖔᓛᖅᑐᒐᓗᐊᖅ ᖁᓕᑦ ᐊᕙᑎᓪᓘᓐᓃᑦ
ᐊᒡᒋᖅᑲᑕ ᓇᑭᕈᓘᔮᓗᒃ ᑐᒃᓯᕋᖅᑐᐊᓘᓕᕐᓗᑎ
ᓂᕈᐊᖃᑦᑕᕆᐊᖃᓕᕐᓗᑕ ᓇᓪᓕᐊ ᓯᕗᓪᓕᐅᓂᐊᕐᒪ
ᓇᓪᓕᐊᓗ ᐱᓕᕆᐊᖑᔪᖅ
ᐱᑎᖄᖃᑦᑕᕆᐊᖃᓛᕐᒪᖔᑦᑎᒍ. ᐅᐊᑦᑎᐊᕈ ᑭᓯᐊᓂ
ᑕᐃᒪᐃᓛᖅᐸᓪᓚᐃᔪᖅ ᒫᓐᓇᐅᖏᑦᑐᖅ. ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ ᒥᔅ ᐅᕉ. ᒥᔅ
ᐊᕐᓇᒃᑲᖅ.

ᐊᕐᓇᒃᑲᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐅᓐᓄᓴᒃᑯᑦ. ᒪᑉᐱᒐᖅ ᕿᒥᕐᕈᐊᖅᑐᒍ ᑖᓐᓇ
ᐊᑐᖅᑐᐊᖅᑎᑕᐅᓯᒪᔪᐃᑦ ᓄᓇᓖᑦ ᒪᓕᑦᑐᒋᑦ ᐊᒻᒪᓗ
ᑭᓱᓕᕆᔨᐅᓂᖏᑦ ᒪᓕᑦᑐᒋᑦ. ᓄᓇᓕᓐᓂ
ᑕᕝᕙᓂᔅᓴᐃᓐᓇᖅ ᐊᔾᔨᒌᒃᑐᖅᑕᖃᖅᑳ? ᐃᓕᔅᓯᓕ
ᐊᑐᖅᑐᐊᖅᑎᑦᑎᔨᐅᓪᓗᓯ ᐊᑭᑦᑐᕋᐅᑎᓂᐅᓲᓂᑦ ᖃᓄᖅ
ᑲᒪᓲᖑᕕᓯ? ᖁᕐᓗᖅᑑ ᐆᑦᑑᑎᒋᓐᖑᐊᕐᓗᒍ ᐅᕙᓂ
ᐊᑎᖃᖃᑕᐅᒻᒪᑦ, ᒪᕐᕉᓐᓂᒃ ᐊᑐᖅᑐᐊᖅᑎᑦᑎᓯᒪᒐᔅᓯ
ᓂᐅᕕᕐᕕᓕᕆᓂᕐᒧᑦ ᑐᕌᖓᔪᓂᒃ. ᑕᐃᒪ ᐊᑕᐅᓯᖅ
ᐃᑲᔪᑦᑕᖅᑳ
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same community that might be
competing against each other. How do
your policies and procedures deal with
competition? Thank you, Mr. Chairman.

ᑕᐃᒪ ᐊᐃᑉᐹᑦᑕᐅᖅ ᐃᑲᔪᕆᓪᓗᓯᐅᒃ ᐊᑭᑦᑐᕋᐅᑎᔪᔅᓴᐅᔫᑉ
ᓄᓇᓕᒻᒥ. ᐊᑐᐊᒐᓯ ᑕᒪᒃᑯᐊ ᐊᑭᑦᑐᕋᐅᑎᔪᐃᑦ ᐃᑲᔪᒐᓯ
ᐱᔾᔪᑎᒋᓪᓗᒋᑦ? ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you, Ms. Angnakak.
Ms. Karetak-Lindell.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᐅᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᐊᕐᓇᒃᑲᖅ.
ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: I believe someone
asked that question earlier, so I’ll say
more or less the same thing.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ):
ᐊᐱᖅᑯᑕᐅᔭᕇᖅᐸᓚᐃᖅᑲᐅᔫᒐᓗᐊᖅ. ᐃᓛᒃ
ᑕᐃᒫᔅᓴᐃᓐᓇᐸᓗᒃ.

When we do the due diligence in going
through the applications, we always
check to make sure that that community
can support the two businesses. An
example I used was if there are already
three taxis and a fourth proponent
wanting to get in, the report probably
would come back from the staff that they
could not support a fourth taxi in that
community.
In looking at the recommendations and
the briefing notes from the staff, they’re
very thorough. One area that we have is
that it would always list who the other
companies are working in that
community in that same field. Can this
community really support another entry
into that field?
Let’s say there are three construction
companies and one of them has applied
to expand. We look very carefully into
what kind of work they’re doing. Just
because there are three construction
companies doesn’t mean they might do
the same thing. Maybe one of them
specifies in gravel work because they
have the heavy equipment, one likes to
bid only on government jobs when they
come in, and one wants to get into
building houses to sell once they’re
made.

ᖃᐅᔨᒋᐊᕆᐊᓕᓕᒫᑦᑎᓐᓂᑦ ᖃᐅᔨᒋᐊᕋᓱᓕᕋᐃᒐᑦᑕ
ᑐᒃᓯᕋᐅᑏᑦ ᕿᒥᕐᕈᐊᖅᑐᑎᒍ ᖃᐅᔨᓴᐃᓐᓇᓲᖑᔪᔪᒍᑦ
ᓄᓇᓕᒃ ᒫᕐᕉᓐᓂᒃ ᒪᑭᒪᑎᑦᑎᒍᓐᓇᕐᓂᐊᕋᓗᐊᕐᒪᖔᖅ
ᐊᔾᔨᒌᓐᓂᒃ ᓇᒻᒥᓂᖃᐅᑏᓐᓂᒃ. ᐆᑦᑑᑎᒋᓗᒍ
ᐱᖓᓲᓕᕇᕐᖓᑕ ᑖᒃᓰᑦ ᐊᒻᒪᓗ ᑎᓴᒪᒋᓂᐊᖅᑕᖓᓂᑦ
ᑐᒃᓯᕋᖅᑐᖃᖅᑐᓂ. ᐃᖅᑲᓇᐃᔭᖅᑎᕗᑦ
ᖃᐅᔨᒋᐊᓚᐅᕐᓗᑎᒃ ᐅᓂᒃᑳᓕᐅᕋᔭᖅᑐᑦ ᐅᖃᕐᓗᑎᓪᓗ
ᑖᒃᓯᒥᑦ ᒪᑐᐃᖅᑐᖃᒃᑲᓂᖅᑲᑦ ᐊᒥᓲᓗᐊᓕᕋᔭᕐᖓᑕ.

ᑖᒃᑯᐊ ᐊᑐᓕᖁᔭᓕᐊᑦ ᕿᒥᕐᕈᐊᑕᐅᑦᑕᖅᑯᑦ
ᑐᑭᓯᑎᑦᑎᒋᐊᕈᑏᓪᓗ ᐃᖅᑲᓇᐃᔭᖅᑎᑎᓐᓄᑦ
ᑲᑎᑕᐅᕙᑦᑐᐃᑦ ᐅᖃᓕᒫᖅᑕᐅᓪᓗᑎ.
ᑐᒃᓯᕋᐅᑎᓕᕆᓕᕋᐃᒐᑦᑕ ᖃᓄᐃᑦᑐᓂᑦ ᓇᒻᒥᓂᖃᐅᑎᓂᑦ
ᐊᔾᔨᖃᓐᖏᒃᑲᓗᐊᕐᒪᖔᖅ ᓄᓇᓕᓐᓂ
ᖃᐅᔨᒋᐊᖅᑎᑦᑎᓲᖑᔪᒍᑦ. ᑕᐃᒃᑯᐊ
ᑎᑎᖅᑕᐅᖃᑕᐅᓯᒪᓪᓗᑎ ᐃᓚᐸᑕᓗ
ᖃᓄᐃᓕᑦᑕᕋᔭᕐᒪᖔᖅ ᐊᔾᔨᖓᓂᑦ ᓴᖅᑭᖅᑐᖃᒃᑲᓂᖅᑲᑦ.

ᐃᒫᒃ ᐆᑦᑑᑎᒋᓗᒍ ᐱᖓᓱᑦ ᐃᓪᓗᓕᐅᖅᑎᐅᐸᑕ
ᐃᓚᖓᓪᓗ ᐊᖏᓪᓕᒋᐊᕆᒍᒪᓪᓗᓂ ᓇᒻᒥᓂᖃᐅᑎᒥᓂᒃ
ᑐᒃᓯᕋᖅᑲᑕ ᑮᓇᐅᔭᓂᑦ, ᕿᒥᕐᕈᐊᑎᐊᓪᓚᕆᒐᓱᒃᑲᔭᖅᑕᕗᑦ
ᑭᓱᓪᓕᕆᓪᓚᑦᑖᓲᖑᒻᒪᖔᑕ, ᑭᓱᓕᐅᓲᖑᒻᒪᖔᑕ. ᐃᒫᒃ
ᐱᖓᓱᑦ ᐃᓪᓗᓕᐅᖅᑎᐅᒐᓗᐊᕐᓗᑎ ᐊᔾᔨᒌᓐᖏᑦᑐᓄᑦ
ᐃᓪᓗᓕᐅᖅᑎᐅᔪᓐᓇᕐᖓᑕ, ᐊᐃᑉᐹ ᓄᓇᓯᐅᑎᖃᕐᓗᓂ
ᐅᖁᒪᐃᒃᑐᓕᕆᔪᑎᔅᓴᓂ, ᑐᐊᐸᓕᕆᔪᓐᓇᕐᓗᓂᓗ, ᐊᒻᒪ
ᑕᐃᒫᒃ ᓴᓇᔨᐅᒐᓗᐊᕐᓗᓂᑦᑕᐅᖅ ᐊᓯᐊ ᒐᕙᒪᒃᑯᑦ
ᑳᓐᑐᕌᒃᑐᐊᖏᓐᓂᑦ ᐱᒐᓱᐊᖅᑎᐅᔪᓐᓇᕐᒥᔪᖅ ᐊᒻᒪᓗ
ᐊᓯᒃᑲᓐᓂᖓ ᐃᓪᓗᓕᐅᖅᑎᑦᑕᐅᖅ ᓇᒻᒥᓂᖅ
ᐊᖏᕐᕋᖅᓴᕆᔭᐅᓂᐊᖅᑐᓂᑦ ᓂᐅᕕᐊᓴᕆᓛᖅᑕᒥᓂᒃ
ᐃᓪᓗᓕᐅᖃᑦᑕᕈᒪᓗᓂ.
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We look at those and three construction
companies doing very different things.
Our staff look at all that and come back
to us and say, “If so and so continues to
just work on the housing market and
doesn’t try to diversify into also taking
away the gravel contracts from the other
guy, then maybe there’s enough work for
all three of them.” Those are the kinds of
questions the staff asks and then the
credit facility asks and the board. You
know the process of all the different
places where people are asking questions.
The market study has to prove that it will
be supported. Maybe there’s a factor of
Inuit ownership in a particular company
that is applying and they’re going to hire
beneficiaries and train them as
apprentices or whatever. There are many
different ways of why we might give
approval to a loan application with the
kind of supporting documents that show
that they would be a good investment in
that community. Thank you, Mr.
Chairman.

ᐱᖓᓱᑦ ᐃᓪᓗᓕᐅᖅᑎᐅᒐᓗᐊᑦ ᐊᔾᔨᒌᓐᖏᑦᑎᐊᒻᒪᕆᑦᑐᓂ
ᓄᓇᓕᐅᑉ ᐃᓗᐊᓂ ᐱᓕᕆᐊᖃᕈᓐᓇᕐᖓᑕ.
ᐃᖅᑲᓇᐃᔭᖅᑎᕗᑦ ᐅᕙᑦᑎᓐᓄᑦ
ᐅᓂᒃᑳᕆᐊᖅᑐᓕᕋᔭᖅᑐᖅ ᑕᐃᒫᒃ
ᐃᓪᓗᓕᐅᖏᓐᓇᖃᑦᑕᑐᐃᓐᓇᐃᓇᕐᓂᐊᖅᑲᑦ ᑕᐃᓇ
ᓇᒻᒥᓂᖃᐅᑎ, ᐊᒻᒪᓗᑦᑕᐅᖅ ᐊᓯᔾᔩᒐᓱᓐᖏᓪᓗᓂ
ᑐᐊᐸᐃᔭᐃᔭᕐᓂᕆᖃᑦᑕᖅᑕᖓᓂᑦ ᐊᑭᑦᑐᕋᐅᑎᖃᑎᖓᑕ.
ᑕᐃᒪ ᒪᑭᒪᒍᓐᓇᕋᔭᖅᑯᑦ ᐱᖓᓲᒐᓗᐊᖅᑲᑕ
ᐊᔾᔨᒌᓐᖏᑉᐸᑕ. ᐃᖅᑲᓇᐃᔭᖅᑎᕗᑦ ᑕᐃᒪ
ᐊᐱᖅᓱᕆᐊᖅᑐᖅᑎᓲᕗᑦ ᑕᒪᒃᑯᓂᖓᕈᓘᔭᖅ.
ᐊᐱᖅᑯᑕᐅᓂᐅᓴᕈᓘᔭᖅᑐᓂᑦ ᐊᐱᖅᑯᑎᖃᓲᖑᔪᒍᑦ.

ᐃᑲᔪᖅᓯᖅᑕᐅᒐᔭᖅᑐᖅ ᑭᓯᐊᓂ ᐊᔾᔨᒌᓗᐊᓐᖏᑉᐸᑕ
ᐅᕝᕙᓘᓐᓃᑦ ᐃᓄᓐᓄᑦ ᓇᒻᒥᓂᕆᔭᐅᓂᖓ
ᐃᓱᒪᒋᔭᐅᒋᐊᕋᔭᕐᒥᔪᖅ ᑐᒃᓯᕋᖅᑐᖅ, ᐊᒻᒪᓗᑦᑕᐅᖅ
ᐃᖅᑲᓇᐃᔭᖅᑎᑦᑎᓛᖅᑲ ᓄᓇᕗᑦᒥ ᓄᓇᑖᖃᑕᐅᓯᒪᔪᓂ.
ᖃᓄᕈᓘᔮᓗᒃ ᐱᔾᔪᑎᖃᕈᓐᓇᖅᑐᖅ ᓱᒻᒪᑦ
ᐊᖏᕈᓐᓇᕐᒪᖔᑦᑕ ᑐᒃᓯᕋᐅᑎᒥᑦ ᑮᓇᐅᔭᒧᑦ.
ᑎᑎᖅᑲᖁᑎᖃᖅᑲᑕ ᓇᓗᓇᐃᖅᑐᐃᑦᑎᐊᖅᓯᒪᔪᓂᑦ
ᑕᐃᒫᒃ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Angnakak.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐊᕐᓇᒃᑲᖅ.

Ms. Angnakak: When you have a
proposal before you and somebody
proposes that they’re going to hire Inuit
and then you have another proposal of
the kind of competing business that
maybe don’t say that they’re going to
hire Inuit or haven’t specified, how is that
taken into consideration in regard to if
you’re going to approve the loan request
or not? Thank you, Mr. Chairman.

ᐊᕐᓇᒃᑲᖅ (ᑐᓵᔨᑎᒍᑦ): ᑕᐃᒪ ᑐᒃᓯᕋᐅᑎᓂᑦ
ᑎᒍᒥᐊᓕᕈᔅᓯ ᐃᒪᓐᓇ ᑐᒃᓯᕋᖅᑐᖃᕐᓗᓂ ᐃᓄᓐᓂᑦ
ᐃᖅᑲᓇᐃᔭᖅᑎᑦᑎᓂᐊᕐᓂᕐᓗ ᐊᒻᒪᓗ
ᑐᒃᓯᕋᐅᑎᑕᖃᒃᑲᓂᕐᒥᓗᓂ ᑕᐃᒪᓐᓇᐸᓗᑦᑕᐅᖅ
ᐊᑭᑦᑐᕋᐅᑎᖃᑎᒋᔭᖓᓂᑦ ᓇᒻᒥᓂᖃᖅᑐᒥᑦ
ᐅᖃᓐᖏᓪᓗᑎᒃ ᐃᓄᓐᓂᒃ
ᓇᓗᓇᐃᖅᓯᓯᒪᓐᖏᓪᓗᑎᓪᓘᓐᓃᑦ, ᖃᓄᖅ ᑕᒪᓐᓇ
ᐃᓱᒪᔅᓴᖅᓯᐅᕈᑕᐅᓲᖑᕙ? ᓲᕐᓗ ᐊᖏᕐᓂᐊᕈᔅᓯ
ᐊᑐᖅᑐᐊᕈᒪᔪᕕᒥᒃ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Karetak-Lindell.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: Thank you, Mr.
Chairman. Our board is made up of board
members appointed by the Government
of Nunavut based on their knowledge of

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ. ᑲᑎᒪᔨᕗᑦ ᐃᓄᖃᕐᒪᑕ ᐃᓚᒋᔭᐅᔪᓂᑦ
ᑎᒃᑯᐊᖅᑕᐅᓯᒪᓪᓗᑎ ᓄᓇᕗᑦ ᒐᕙᒪᒃᑯᖏᓐᓂᑦ.
ᑐᓐᖓᕕᒋᓪᓗᒋᑦ ᑖᒃᑯᐊ ᖃᐅᔨᒪᓂᕆᔭᖏᑦ
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their community and their dedication to
Nunavut. We work very hard asking
those same types of questions. Of course,
we want to see Inuit owned businesses
succeed in our territory that, in turn, hire
beneficiaries. We ask those types of
questions that we would probably ask to
ensure that the benefits go to Inuit
beneficiaries. That is why we created
Nunavut, to make sure the benefits go to
the people of the territory.
Having said that, we’re a lender to all
businesses in Nunavut. As board
members, we have to look at all the
factors. I would like to think that if two
companies were exactly the same and we
could pick only one, we would have to go
with one that’s going to benefit the
community, hire more Inuit, and
hopefully be Inuit owned. In an ideal
world, that’s the case, but we have
applications that come in from everyone.

ᓄᓇᓕᒻᒥᓂᑦ ᐊᒻᒪᓗ ᐱᔪᒪᓂᕆᓯᒪᔭᖏᑦ ᓄᓇᕗᑦᒥ.
ᐊᒃᓱᕈᖅᑐᒻᒪᕆᐅᖃᑦᑕᖅᑐᒍᑦ ᑕᐃᒪᐃᑐᓂᑦ ᐊᐱᖅᓱᖅᑐᑕ.
ᑕᑯᔪᒪᒻᒥᒐᑦᑕᑦᑕᐅᖅ ᐃᓄᓐᓂᑦ ᓇᒻᒥᓂᕆᔭᐅᔪᑦ
ᑲᔪᓯᑦᑎᐊᕈᓐᓇᖁᓪᓗᒋᑦ ᓄᓇᕗᑦᒥ. ᐃᒪᓐᓇᓗ
ᓄᓇᑖᖃᑕᐅᓯᒪᔪᓂᑦ ᐃᖅᑲᓇᐃᔭᖅᑎᑦᑎᓗᑎ.
ᑕᐃᒪᐃᑦᑐᓂᑦ ᐊᐱᖅᓱᕈᑎᖃᖃᑦᑕᖅᑐᒍᑦ
ᐊᐱᕆᒐᔭᖅᑐᔅᓴᐅᔪᒍᑦ ᒪᓐᓇ ᐱᑕᖃᖁᓗᒍ. ᑕᒪᒃᑯᐊ
ᐃᑲᔫᑕᐅᓂᖏᑦ ᐱᕚᓪᓕᕈᑕᐅᓂᖏᑦ
ᓄᓇᑖᖃᑕᐅᓯᒪᔪᓄᐊᕐᓗᑎ. ᑕᒪᓐᓇ ᓄᓇᕗᑦ
ᐱᓐᖑᖅᑎᑕᐅᔪᑎᒋᓚᐅᕐᒪᒍ ᑕᒪᒃᑯᐊ ᐃᑲᔫᑎᔅᓴᐃᑦ
ᓄᓇᕗᑦᒥ ᐃᓄᖏᓐᓄᐊᖁᓪᓗᒋᑦ.

ᑕᒪᓐᓇ ᐅᖃᐅᓯᕆᓚᐅᖅᑐᒍ ᓇᒻᒥᓂᓕᓕᒫᓄᑦ
ᐊᑐᖅᑐᐊᖅᑎᑦᑎᔨᐅᒐᑦᑕ. ᑕᐃᒪᐃᒻᒪᑦ ᑲᑎᒪᔨᐅᓪᓗᑕ
ᑲᑎᒪᔨᐅᖃᑕᐅᓪᓗᑕ ᕿᒥᕐᕈᐊᖅᑕᐃᓐᓇᕆᔭᕆᐊᖃᕋᑦᑎᒍ
ᐃᓗᓕᒫᖏᑦ. ᐃᓱᒪᒍᒪᒐᓗᐊᕐᒥᔪᖓ ᒪᕐᕉᐸᑎ ᑳᒻᐸᓂᐅᔫᒃ
ᐊᔾᔨᒌᑉᐸᑎᒃ ᐊᐃᑉᐸᐃᓐᓇᖓ ᓂᕈᐊᕆᓗᒍ ᐊᑕᐅᓯᕐᒧᑦ
ᐱᕚᓪᓕᕈᑕᐅᓂᖅᓴᐅᒐᔭᖅᑐᒥᑦ ᓄᓇᓕᓐᓂ ᐃᓄᓐᓂᓪᓗ
ᐃᖅᑲᓇᐃᔭᖅᑎᑦᑎᓂᖅᓴᐅᓗᓂ ᐊᒻᒪᓗ ᓲᕐᓗ
ᐃᓄᓐᓄᖅᑲᐃ ᓇᒻᒥᓂᕆᔭᐅᓂᖅᓴᐅᓗᓂ. ᑕᐃᒪᐃᑉᐸᑦ
ᑕᕝᕙ ᑭᓯᐊᓂ ᑐᒃᓯᕋᐅᑎᑕᖃᓲᖑᒻᒥᒐᑦᑕ ᑭᒃᑯᓕᒫᓂᑦ.

We can only make decisions on the facts
presented on the loan application.
Sometimes we have very heated
discussions at the board level, but at the
end of the day, we have to be open and
fair, and basing our decisions on the facts
of the application and the facts presented
to us by our very competent staff who do
due diligence on every application.
Thank you, Mr. Chairman.

ᐋᖅᑭᒃᓯᒍᓐᓇᕋᑦᑕ ᑭᓯᐊᓂ ᑖᒃᑯᐊ ᑐᒃᓯᕋᐅᑎᑦ ᐃᓗᓕᖏᑦ
ᐊᑐᕐᓗᒋᑦ ᑭᓯᐊᓂ ᐋᖅᑭᒃᓯᔪᓐᓇᕋᑦᑕ. ᐃᓛᓐᓂᒃᑯᑦ
ᐊᐃᕙᖃᑎᒌᕈᔪᒃᑐᒻᒪᕆᐅᖃᑦᑕᖅᑐᒍᑦ ᑲᑎᒪᔨᐅᓪᓗᑕ.
ᑕᐃᒪ ᐅᓪᓗᖅ ᐃᓱᓕᓚᐅᖅᑎᓪᓗᒍ ᒪᑐᐃᖓᔭᕆᐊᖃᕋᑦᑕ,
ᓈᒻᒪᓪᓗᑕᓪᓗ ᐊᔾᔨᒌᑎᑦᑎᓗᑕᓗ, ᐋᖅᑭᒃᑕᕗᓪᓗ ᑕᒪᒃᑯᐊ
ᑐᓐᖓᕕᖃᕐᓗᑎᑦ. ᑕᕝᕙᓂ ᑐᒃᓯᕋᐅᑎᐅᔫᑉ ᐃᓗᓕᖏᓐᓂᑦ
ᑐᓂᔭᐅᔪᓪᓗ ᑭᓯᐊᓂ ᐊᑐᕐᓗᒋᑦ, ᐃᖅᑲᓇᐃᔭᖅᑎᕗᓪᓗ
ᐅᑉᐱᓇᕐᒪᑕ ᖃᐅᔨᒋᐊᕆᐊᓕᓕᒫᓂᑦ ᖃᐅᔨᒋᐊᖅᐸᑦᑐᑎ.
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you. Ms. Angnakak.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ. ᒥᔅ ᐊᕐᓇᒃᑲᖅ.

Ms. Angnakak: Thank you, Mr.
Chairman. In regard to due diligence, I
don’t think you have a lot of staff in your
office that can spend a lot of time in the
communities. I’m sure some of the
background research that you have to do
takes time. If your staff can’t do it, who
do you hire to do it? Thank you, Mr.
Chairman.

ᐊᕐᓇᒃᑲᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᑕᒪᑐᒧᖓᓕ ᖃᐅᔨᒋᐊᕆᐊᓕᓕᒫᓂᑦ ᖃᐅᔨᖃᑦᑕᓂᕐᒧᑦ
ᐃᖅᑲᓇᐃᔭᖅᑎᓯ ᐅᓄᓗᐊᖅᑰᖏᒻᒪᑕ, ᐊᓪᓚᕕᔅᓯᓐᓂ
ᓄᓇᓕᓐᓃᖏᓐᓇᕈᓐᓇᖏᒻᒪᑕ, ᐃᓚᖏᑦ ᑕᒪᓐᓇ
ᖃᐅᔨᓴᕐᓂᕆᖃᑦᑕᖅᑕᓯ ᖃᐅᔨᒋᐊᕆᐊᖃᕐᓂᕆᖃᑦᑕᖅᑕᓯ
ᐊᑯᓂᐅᖃᑦᑕᑐᔅᓴᐅᒻᒪᑦ. ᑕᐃᒪᓕ ᐃᖅᑲᓇᐃᔭᖅᑎᓯ
ᐱᓕᕆᔪᓐᓇᖏᑉᐸᑕ ᑭᒃᑯᓐᓂᑦ
ᐃᖅᑲᓇᐃᔭᖅᑎᑦᑎᖃᑦᑕᖅᐱᓯ? ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
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Chairman: Ms. Karetak-Lindell.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: Thank you, Mr.
Chairman. We have memoranda of
understanding with the three regional
development centres in that we share
information. We have board members
who are aware of what’s happening in
their communities, so that always helps.
One of our board members is also an
employee of a regional development
centre who might have helped that person
go through the process at her very own
development centre.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ. ᑐᑭᓯᐅᒪᖃᑎᒌᓂᕐᒧᑦ
ᐊᖏᖃᑎᒌᒍᑎᖃᖅᑐᒍᑦ ᐱᖓᓱᓐᓂᒃ ᐊᕕᑦᑐᖅᓯᒪᔪᒥᒃ
ᐱᕙᓪᓕᐊᑎᑦᑎᔪᒧᑦ ᐃᖅᑲᓇᐃᔭᕐᕕᓐᓂ.
ᑐᓴᐅᒪᔭᐅᑎᔾᔪᑎᖏᓐᓂᒃ ᐊᒥᖅᑲᐸᒃᖢᑕ
ᖃᓄᐃᓕᐅᓕᕐᒪᖔᑕᓗ ᓄᓇᓕᖏᓐᓂ. ᑕᒪᓐᓇ
ᐃᑲᔫᑎᖃᖃᑦᑕᖅᐳᖅ. ᑲᑎᒪᔨᑦᑕ ᐃᓚᖓ
ᐃᖅᑲᓇᐃᔭᖅᑎᐅᒥᒻᒪᑦ ᐊᕕᑦᑐᖅᓯᒪᔪᓂᒃ
ᐱᕙᓪᓕᐊᑎᑦᑎᓂᕐᒧᑦ ᐃᖅᑲᓇᐃᔭᕐᕕᖓᓐᓂ ᑕᐃᒪᓐᓇ
ᐃᑲᔪᓚᐅᖅᓯᒪᔪᕕᓂᐅᑐᐃᓐᓇᕆᐊᖃᕐᒪᑦ ᑖᓐᓇ
ᐱᕙᓪᓕᐊᑎᑦᑎᓂᕐᒧᑦ ᐃᖅᑲᓇᐃᔭᕐᕕᒃ
ᓴᖅᑭᑕᐅᓇᓱᑦᑎᓪᓗᒍ.

We have six positions within the Nunavut
Business Credit Corporation, but that’s
why we sometimes hire contractors. We
have a lawyer who checks to make sure
that… . As I said earlier, if a company is
listing themselves as 51 percent owned
by Inuit, then we have to make sure that
that’s real, that they’re registered with
NTI, and that they have a business
licence to operate in the community
they’re in. Yes, that takes time, but we
also offer training to our staff so that
they’re up to date on the best practices of
doing this work.
We have Equifax. We call CRA to make
sure that when we accept a personal loan
or get a personal guarantee that they
don’t owe CRA in their personal lives.
Sherri can get into more detail, but there
are times that we have to use outside
companies to help us with that. The more
trained our staff get, the more
responsibilities also that they can take on.
Once you become a well-oiled
corporation, then everything is following.
We have the same models that you use
for each and every client so that you
know you have done 10 and your 11th
one is going to go a lot faster.

6-ᓂᑦ ᐃᖅᑲᓇᐃᔭᖅᑎᖃᖅᑐᒍᑦ ᓄᓇᕗᒻᒥ
ᓇᒻᒥᓂᖃᑦᑐᓄᑦ ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴᒃᑯᓐᓂ
ᑳᓐᑐᕌᖃᖅᑎᑦᑎᓂᖅ ᐱᓕᕆᑎᑦᑎᓲᖑᒻᒪᑕ.
ᒪᓕᒐᓕᕆᔨᖃᕋᑦᑕ ᐅᖃᖅᑲᐅᒐᒪ ᑕᐃᒪ ᑖᒃᑯᐊ
ᑲᒻᐸᓂᐅᔪᖅ 51%-ᒥ ᐊᕝᕙᕆᓗᐊᕌᕐᔪᑦᑕᖓᓂᒃ
ᓇᒻᒥᓂᕆᔭᐅᑉᐸᑦ ᐃᓄᓐᓂᒃ ᑕᐃᒪ ᐱᓪᓚᑦᑖᕋᓗᐊᕐᒪᖔᑦ
ᑖᓐᓇ ᓱᓕᒐᓗᐊᕐᒪᖔᖅ ᖃᐅᔨᒋᐊᖃᓲᖑᒐᑦᑕ ᓄᓇᕗᑦ
ᑐᓐᖓᕕᒃᑯᑦ ᑎᒥᖓᓐᓂᒃ ᑕᐃᒪ ᓇᒻᒥᓂᖃᕐᓂᒧᓪᓗ
ᐱᔪᓐᓇᐅᑎᖃᕋᓗᐊᕐᒪᖔᑕ ᓄᓇᓕᓐᓂ ᐊᐅᓚᔾᔪᑎᓂᒃ.
ᑕᒪᓐᓇ ᐊᑯᓂᐅᓲᖑᒐᓗᐊᖅ ᑭᓯᐊᓂ ᐃᖅᑲᓇᐃᔭᖅᑎᕗᑦ
ᐃᓕᓐᓂᐊᖅᑎᓯᒪᔭᕆᐊᖃᖅᐸᒻᒥᒐᑦᑎᒍ ᐊᑲᐅᓂᖅᐹᒃᑯᑦ
ᐱᓕᕆᓂᕐᒥᒃ.

ᐊᒻᒪᓗ Equifax-ᑯᓪᓗ ᑖᒃᓰᔭᖅᑎᒃᑯᓪᓗ ᐃᒪᓐᓇ ᓲᕐᓗ
ᐊᑭᓖᔪᓐᓇᖏᑉᐸᑦ ᐊᑭᓖᔾᔪᔾᔨᓛᕈᒪᒍᑦᑕ ᑕᐃᒫᒃ ᐃᓐᑲᒻ
ᑖᒃᓯᓕᕆᔨᒃᑯᓐᓄᑦ. ᓯᐊᕆᐅᑉ ᐃᓗᓕᑯᓘᔭᖏᑦ
ᐅᖃᐅᓯᕆᒃᑲᓐᓂᕈᓐᓇᖅᑕᕋᓗᐊᖏᑦ ᑭᓯᐊᓂ ᐃᓛᓐᓂᒃᑯᑦ
ᐊᑐᕆᐊᖃᖃᑦᑕᕐᒥᒐᑦᑕ ᓯᓚᑕᑦᑎᓃᑦᑐᓂᒃ ᑲᒻᐸᓂᐅᔪᓂᒃ
ᐃᑲᔪᖅᑎᖃᕐᓗᑕ. ᑭᓯᐊᓂ ᐃᓕᓐᓂᐊᖅᓯᒪᓂᖅᓴᐅᑉᐸᑕ
ᐃᖅᑲᓇᐃᔭᖅᑎᕗᑦ ᑲᒪᒋᔪᓐᓇᖅᑕᖏᑦ
ᐅᓄᖅᓯᕚᓪᓕᖃᑦᑕᒥᒻᒪᑕ. ᑕᐃᒪᓕ ᐃᖏᕐᕋᑎᐊᕐᓗᑎᑦ
ᑯᐊᐳᕇᓴᖑᓕᕈᕕᑦ ᐃᒪᓐᓇ ᐃᔾᔪᐊᒐᖃᖃᑦᑕᕐᒥᒐᑦᑕ
ᑖᒃᑯᓄᖓ ᐱᔨᑦᑎᖅᑕᓕᒫᖅᑎᓐᓄᑦ ᑕᐃᒪ ᖁᓕᓂᒃ 11ᓂᓪᓘᓐᓃᑦ ᖃᓄᑭᐊᖅ ᓱᒃᑲᓂᖅᓴᐅᒐᔭᖅᐸ.
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I don’t know if Sherri wants to add to my
long, convoluted answer. Sorry. Thank
you, Mr. Chairman.
Chairman: I think the response was
adequate. Ms. Angnakak.
Ms. Angnakak: Thank you, Mr.
Chairman. Thank you for your answer. I
don’t know. There’s not a number on
exactly how many loans you have now.
Maybe you could start with that. I’m
sorry I was not able to be here earlier this
afternoon and this could have been asked
already, but how many loans in total do
you have and out of those, how many are
new this year? Thank you, Mr. Chairman.

ᓯᐊᕆ ᐃᓚᒋᐊᖅᓯᔪᒪᕙᓗᑭᐊᖅ
ᓇᓗᓇᖅᓯᕈᓘᔭᖅᑎᖅᑰᓕᕋᒃᑯ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᐄ, ᑖᓐᓇ ᓈᒻᒪᑦᑐᖅ
ᑭᐅᔾᔪᑎᒋᔭᐃᑦ. ᒥᔅ ᐊᕐᓇᒃᑲᖅ.
ᐊᕐᓇᒃᑲᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ ᐊᒻᒪᓗ
ᖁᔭᓐᓇᒦᒃ ᑭᐅᔾᔪᑎᒋᔭᕐᓄᑦ. ᑕᕝᕙᓐᖓᑦ
ᓈᓴᐅᑎᓪᓚᑦᑖᖅᑕᖃᓐᖏᑦᑑᒐᓗᐊᖅ
ᐊᑐᖅᑐᐊᖅᑎᖃᑦᑕᖅᑕᓯ ᖃᔅᓯᐅᒻᒪᖔᑕ
ᐱᒋᐊᕈᑎᒋᓗᒍᖃᐃ. ᒪᒥᐊᓇᐅᒐᓗᐊᖅ
ᑕᕝᕙᓃᑦᑐᓐᓇᖅᑲᐅᖏᓐᓇᒪ ᐅᓐᓄᓴ ᐱᒋᐊᓕᕋᑖᖅᑎᓪᓗᒍ
ᐊᐱᕆᔭᐅᔭᕇᖅᑐᔅᓴᐅᔪᕕᓂᐅᒐᓗᐊᖃᐃ. ᖃᔅᓯᑦ ᓄᑖᖑᕙᑦ
ᑕᒫᓂ ᐊᕐᕌᒍᒥ? ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: A portion of that question
was asked already, but did you want Ms.
Rowe to answer that, Ms. KaretakLindell? Ms. Karetak-Lindell, please.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᑖᓐᓇ ᐃᓚᖓ
ᐊᐱᖅᑯᑕᐅᔭᕇᖅᑲᐅᔫᒐᓗᐊᖅ. ᒥᔅ ᐅᕉ ᑭᐅᖁᔭᐃᑦ, ᒥᔅ
ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ? ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: We have 62 loans
at the moment as far as 2008-09; loans
approved in 2008-09, there were 3 of
them; in 2009-2010, we approved 6; in
2010-11, we approved 12; in 2011-12, we
approved 9; in 2012-13, we approved 10;
in 2013-14, we approved 25.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): 62-ᓂ
ᐊᑐᖅᑐᐊᑎᑦᑎᓯᒪᔪᒍᑦ ᒫᓐᓇ. 2008-ᒥᓂᒃ 2009
ᐊᑐᖅᑐᐊᕈᒪᔪ ᐊᖏᖅᑕᐅᓯᒪᔪᑦ 2008-09-ᒥ
ᐱᖓᓲᓚᐅᖅᐳᑦ, 2009-10, 6-ᖑᓚᐅᖅᑐᑦ ᐊᖏᖅᑕᕗᑦ,
2010-11 ᐊᖏᓚᐅᖅᑐᒍᑦ 12-ᓂᒃ, 2011-12, 9-ᓂᒃ
ᐊᖏᓚᐅᖅᑐᒍᑦ ᐊᒻᒪ 2012-13 ᖁᓕᓂᒃ
ᐊᖏᓚᐅᖅᑐᒍᑦ, 2013-14, 25-ᓂᒃ ᐊᖏᓚᐅᖅᑐᒍᑦ.

Having said that, though, some of these
could be renewals and some of them
could be the same company that asked for
a line of credit. It depends on whether it’s
a renewal or not, but I’m told that we
have 62 loans at this moment and they’re
the ones totalling $23 million plus. Thank
you, Mr. Chairman.

ᑖᒃᑯᐊ ᐅᖃᐅᓯᕆᓚᐅᖅᑐᒋᑦ ᑭᓯᐊᓂ ᐃᓚᖏᑦ ᑖᒃᑯᐊ
ᓄᑖᓐᖑᖅᑎᑎᔾᔪᑎᕕᓂᐅᑐᐃᓐᓇᕆᐊᓕᒃ. ᐃᓚᖏᓪᓗ
ᑖᓐᓇᑕᐃᓐᓇᖅ ᑲᒻᐸᓂ ᐊᑭᓕᔅᓴᓂᒍᓐᓇᐅᑎᑖᕈᒪᓲᖑᒻᒪᑕ.
ᐄ, ᑖᓐᓇ ᐊᒃᑐᐊᓂᖃᖅᑐᖅ ᑕᒪᒃᑯᓄᖓ
ᓄᑖᖑᖅᑎᑦᑎᒋᐊᕈᑕᐅᒻᒪᖔᑕ. 62-ᓂᒃ ᒫᓐᓇ
ᐊᑐᖅᑐᐊᑎᑦᑎᓯᒪᔪᒍᑦ. ᑖᓐᓇ $23 ᒥᓕᐊᖑᓪᓗᓂ
ᑲᑎᓐᓂᖓ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you for that response.
Ms. Angnakak.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ ᑭᐅᔾᔪᑎᒋᔭᕐᓄᑦ.
ᒥᔅ ᐊᕐᓇᒃᑲᖅ.

Ms. Angnakak: Thank you. Just one
further question about this area, when
you have the same client, they could have

ᐊᕐᓇᒃᑲᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ. ᐊᑕᐅᓯᖅ ᓱᓕ
ᐊᐱᖅᑯᑎᔅᓴᖅ ᑕᒫᓂ. ᑕᐃᒪ ᑖᔅᓱᒥᖓᑦᑕᐃᓐᓇᖅ
ᐱᔨᑦᑎᖅᑕᖃᕌᖓᔅᓯ ᐊᑕᐅᓯᕐᒧᑦ ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᒧᑦ
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a loan with you for one business and then
if it is a case where the same client might
come back and say, “I want another loan
for another business,” are they counted as
two clients or one client if that happens?
Thank you, Mr. Chairman.
Chairman: Ms. Karetak-Lindell.
Ms. Karetak-Lindell: It would be one
client, but the same client could come
back and either asks for an increase or if
they had a loan, they might need a line of
credit to get a sealift order in. It would be
counted as the one client. Thank you, Mr.
Chairman.
Chairman: Ms. Angnakak.

ᐊᑐᖅᑐᐊᕈᓐᓇᕐᒪᑕ. ᐃᒪᓐᓇᐃᑦᑐᖃᖃᑦᑕᖅᓯᒪᕚ
ᐅᑎᕐᓗᑎᑦ ᐃᓕᔅᓯᓐᓄᑦ ᐊᑐᖅᑐᐊᑲᓐᓂᕈᒪᓕᕐᒥᒐᒪ
ᐊᓯᐊᓄᑦ ᓇᒻᒥᓂᖁᑎᓄᑦ? ᑖᓐᓇ ᒪᕐᕉᓪᓗᑎᒃ ᐱᔨᑦᑎᖅᑕᓯ
ᐅᖃᐅᑕᐅᖃᑦᑕᖅᐹ ᐅᕝᕙᓘᓐᓃᑦ ᐊᑕᐅᓯᐅᓪᓗᓂ?
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.
ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᐄ, ᐊᑕᐅᓯᐅᒐᔭᖅᑐᖅ
ᐱᔨᑦᑎᖅᑕᕗᑦ ᑭᓯᐊᓂ ᑖᓐᓇᑦᑕᐃᓐᓇᖅ ᐱᔨᑦᑎᖅᑕᕗᑦ
ᐅᑎᕈᓐᓇᒥᒻᒪᑦ ᐅᓄᖅᓯᒋᐊᖅᑎᑦᑎᔪᒪᓗᓂ ᐅᕝᕙᓘᓐᓃᑦ
ᐊᑐᖅᑐᐊᕇᖅᓯᒪᒍᑎ
ᐊᑭᓕᔅᓴᓂᒍᒻᒪᐅᑎᑖᕈᒪᑐᐃᓐᓇᕆᐊᖃᕐᒪᑕ ᐅᒥᐊᕐᔪᐊᒃᑯᑦ
ᑎᑭᑎᑦᑎᔾᔪᑎᔅᓴᒥᓐᓂᒃ. ᐄ, ᑖᓐᓇ ᑖᔅᓱᒥᖓ ᐊᑕᐅᓯᕐᒥᒃ
ᓈᓴᖅᑕᐅᒐᔭᖅᑐᖅ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐊᕐᓇᒃᑲᖅ.

Ms. Angnakak: I just had a question too.
When I see the industry, I see
transportation several times and some of
them are over $200,000. I just want an
example under transportation what type
of business might that be, as an example.
Thank you, Mr. Chairman.

ᐊᕐᓇᒃᑲᖅ (ᑐᓵᔨᑎᒍᑦ): ᑕᐃᒪ ᐊᐱᖅᑯᑎᖃᖅᑲᐅᒻᒥᒐᒪ
ᑕᐃᒪ ᐃᖏᕐᕋᔪᓕᕆᓂᕐᒧᑦ ᐅᓯᑲᑦᑕᓂᕐᒧᑦ ᖃᔅᓯᑲᓪᓚᓐᓂᒃ
ᑕᑯᒍᒪ ᐃᓚᖏᓪᓗ $200,000 ᐅᖓᑖᓃᑦᑐᑦ.
ᑐᑭᓕᐅᔾᔨᖁᔨᑐᐃᓐᓇᖅᑐᖓ ᑕᒪᓐᓇ ᐅᓯᑲᑦᑕᓂᕐᒧᑦ
ᑭᓱᓂᑭᐊᖅ ᓇᒻᒥᓂᖁᑎᖃᕋᔭᖅᐸ ᑐᑭᓕᐅᑎᓗᒍ?
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Karetak-Lindell.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: Thank you, Mr.
Chairman. One example I can look at is
taxi service. That’s considered
transportation. I can ask Sherri to add to
that because my memory is failing me
and I can’t remember seeing some of the
names or what exactly they do. Sherri.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ. ᑐᑭᓕᐅᑎᔪᓐᓇᖅᑕᕋ ᑖᒃᓯᓕᕆᓂᕐᒧᑦ
ᑖᒃᓯᖃᕐᓂᕐᒧᑦ. ᑖᓐᓇ ᐅᓯᑲᑦᑕᓂᕐᒥᒃ ᐃᓱᒪᒋᔭᐅᒻᒪᑦ. ᓯᐊᕆ
ᐃᓚᒋᐊᖅᓯᖁᔪᓐᓇᖅᑕᕋ ᐃᖅᑲᐅᒪᔪᓐᓇᑦᑎᐊᕈᓐᓃᕋᒪ
ᖃᓄᐃᓕᐅᓪᓚᑦᑖᖅᓯᒪᓐᓂᕐᒪᖔᑕ, ᓯᐊᕆ.

Chairman: Thank you. Ms. Rowe.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ. ᒥᔅ ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman.
We have several companies that are in
the transportation business. We do have
several taxi businesses.

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᖃᔅᓯᑲᓪᓚᓐᓂᒃ ᓇᒻᒥᓂᒋᔭᐅᔪᓂᒃ ᐅᓯᑲᑦᑕᖅᑎᐅᔪᓂᒃ
ᐱᑕᖃᕋᑦᑕ ᖃᔅᓯᑲᓪᓚᓂᓪᓗ ᑖᒃᓯᖁᑎᖃᖅᑐᓂᒃ.

Ms. Karetak-Lindell: I think they’re
both taxis, right?

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᑖᒃᓯᐅᔫᒃ ᑕᒪᒃᑮᒃ?
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Ms. Rowe: Are they all taxis?
Collectively, we agree they’re all taxis
that are in our transportation. Thank you,
Mr. Chairman.

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᐄ, ᑖᒃᓰᓐᓇᐅᖅᑰᒻᒥᔪᑦ ᑖᒃᑯᐊ?
ᑲᑎᑦᑐᒋᑦ ᑖᒃᓰᓇᐅᓂᖏᓐᓄᑦ ᐃᖏᕐᕋᔪᓕᕆᓂᕐᒧᑦ
ᐅᓯᑲᑦᑕᓂᕐᒧᑦ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you, Ms. Rowe. Ms.
Angnakak.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ ᒥᔅ ᐅᕉ. ᒥᔅ
ᐊᕐᓇᒃᑲᖅ.

Ms. Angnakak: Thank you. It’s just that
under transportation, there’s a loan for
$250,631.22. Does it cost that much to
run a taxi? Thank you, Mr. Chairman.

ᐊᕐᓇᒃᑲᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ. ᑕᕝᕙᓂ
ᐃᖏᕐᕋᔪᓕᕆᓂᕐᒧᑦ ᐅᓯᑲᑦᑕᓂᕐᒧᑦ $250,631.22
ᐊᑐᖅᑐᐊᖅᑕᖁᓂ ᑕᐃᒪᓐᓈᓗᒃ ᑮᓇᐅᔭᖅᑐᕐᒫᑦ ᑖᒃᓯᒥᑦ
ᐊᐅᓚᑦᑎᓇᓱᓪᓗᓂ? ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: So many taxis on road, I
guess. Did you want that to go to Ms.
Rowe? Ms. Rowe.
Ms. Karetak-Lindell: We’re letting our
expert here answer.
Chairman: Ms. Barkhouse-McPherson.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᐄ, ᑖᒃᓰᖅᑲᐃ ᐅᓄᕐᒪᑕ
ᐃᖏᕐᕋᔪᑦ. ᒥᔅ ᐅᕉᒨᖁᔭᐃᑦ? ᒥᔅ ᐅᕉ.
ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᐄ, ᖃᐅᔨᒪᔨᕐᔪᐊᖁᑎᕗᑦ
ᑭᐅᑎᓐᓂᐊᕋᑦᑎᒍ.
ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐹᒃᕼᐊᐅᔅ-ᒪᒃᕕᐅᓴᓐ.

Ms. Barkhouse-McPherson: Thank you,
Mr. Chairman. The transportation that
you’re referring to, one is actually
purchasing new taxi fleets. They have
expanded their business. That includes
buying them from the south, having them
shipped up here, making sure everything
is equipped operational-wise so that
they’re safe to be on the roads. Another
one is actually purchasing of a preexisting taxi company, so it’s an
acquisition of another business. That’s
why you’re looking at the numbers and
saying, “$200,000, that’s kind of steep.”
Those would be the two situations that
we have run into.

ᐹᒃHᐊᐅᔅ-ᒪᒃᕕᐅᓴᓐ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ. ᑕᒪᒃᑯᐊ ᐅᓯᑲᑦᑕᓂᕐᒧᑦ ᐅᖃᐅᓯᕆᔭᓯ
ᐊᑕᐅᓯᖅ ᓂᐅᕕᕋᓱᒻᒪᑦ ᖃᔅᓯᓐᓂᒃ ᑖᒃᓰᖁᑎᓂ
ᐊᖏᓪᓕᒋᐊᖅᓯᒪᒻᒪᑕ ᓇᒻᒥᓂᖁᑎᒥᓐᓂᒃ ᖃᓪᓗᓈᓂᒃ
ᓂᐅᕕᕐᓗᒋᑦ ᒪᐅᖓ ᐅᓯᔭᐅᑎᓪᓗᒋᑦ. ᐃᒪᓐᓇ
ᐱᓕᕆᔾᔪᑎᖃᑦᑎᐊᕋᓗᐊᕐᒪᑕ ᐊᐅᓚᔾᔪᑎᔅᓴᖏᓐᓂ
ᐊᑦᑕᓇᓐᖏᑦᑐᒥᒃ ᐃᖏᕐᕋᔪᓐᓇᓂᐊᕐᒪᑕ ᐊᒻᒪᓗ ᐊᐃᑉᐸᖓ
ᓂᐅᕕᕈᑕᐅᓂᐊᖅᑐᖅ ᑖᒃᓯᖁᑎᖃᖅᐸᒌᖅᑐᓂᒃ
ᓂᐅᕕᕈᑎᔅᓴᐅᓪᓗᑎᑦ ᑎᒍᓯᓂᖅ ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᒥᒃ
ᐊᓯᖓᑕ. $200,000 ᐅᓄᖅᑰᔨᔫᒐᓗᐊᑦ ᑖᒃᑯᐊ ᑕᕝᕙ
ᑕᐃᒪᐃᑦᑑᒐᔭᖅᑐᑦ ᖃᐅᔨᓴᖅᑕᕗᑦ.

Chairman: Ms. Angnakak.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐊᕐᓇᒃᑲᖅ.

Ms. Angnakak: Thank you, Mr.
Chairman. Thank you for your response,
but there’s actually another one. In the
Kivalliq, in Rankin Inlet, it’s over $1
million for transportation. Is that an

ᐊᕐᓇᒃᑲᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ ᐊᒻᒪᓗ
ᖁᔭᓐᓇᒦᒃ ᑭᐅᔪᑎᑦ ᐊᒻᒪ ᐱᑕᖃᒃᑲᓂᕐᒥᒻᒪᑦ ᑭᕙᓪᓕᕐᒥ
ᑲᖏᖅᖠᓂᕐᒥ $1-ᒥᓕᐊᓐ ᐅᖓᑖᓃᑦᑐᒧᑦ

96

airline? It must be a cheap airline or a
really expensive taxi. Thank you, Mr.
Chairman.

ᖃᖓᑕᓲᑦ ᐊᑭᑭᑦᑐᑯᓗᐃᓪᓗᑭᐊᖅ ᐅᕝᕙᓗᑭᐊᖅ ᑖᒃᓰᑦ
ᐊᑭᑐᔪᒻᒪᕆᐊᓗᐃᑦ? ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you. Ms. Rowe.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ. ᒥᔅ ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman.
Unfortunately, we have some clients that
do a number of things. Transportation
was their initial business, but now it has
gone beyond transportation so that now
there’s actually building. There are
actually buildings in place like, think of a
garage, so to speak. That’s why you
would see something labelled
“transportation,” but they actually fall
into many categories, transportation but
also, let’s say, repair and maintenance
with a garage. Thank you, Mr. Chairman.

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᐄ,
ᐊᐃᑦᑖᖑᒐᓗᐊᖅ ᐱᔨᑦᑎᖅᑕᖃᖃᑦᑕᕐᒥᒐᑦᑕ
ᐊᔾᔨᒌᓐᖏᑦᑐᓂᒃ ᖃᔅᓯᑲᓪᓚᓐᓂᒃ ᐱᓕᕆᖃᑦᑕᖅᑐᓂᒃ
ᑕᒪᓐᓇ ᐅᓯᑲᑦᑕᕐᓂᖅ ᐱᒋᐊᕈᑎᒋᓚᐅᕋᓗᐊᖅᖢᓂᒋᑦ
ᑭᓯᐊᓂ ᒫᓐᓇᐅᓕᖅᑐᖅ ᐅᓯᑲᑦᑕᕐᓂᐅᑉ ᓯᓚᑖᓃᓕᕐᒥᒻᒪᑕ
ᑕᐃᒪᓐᓇ ᐃᒡᓗᖁᑎᖃᐅᓕᖅᖢᑎᓪᓗ ᐃᒪᓐᓇ
ᐃᒡᓗᖁᑎᖃᓕᕐᒪᑕ ᐃᓱᒪᒋᓪᓗᒋᑦ ᓲᕐᓗ ᓄᓇᓯᐅᑎᒃᑯᕕᒻᒥ
ᑕᐃᒪᑦᑕ ᑕᕝᕙ ᑕᑯᒐᔭᒥᓂᖅ ᐅᓯᑲᑦᑕᓂᕐᒨᖓᓗᐊᖅᑎᓪᓗᒍ
ᑭᓯᒥ ᐊᔾᔨᒌᓐᖏᑦᑐᓄᑦ ᐃᖏᕐᕋᔪᓕᕆᓂᐅᒐᓗᐊᖅᑐᓂ
ᓲᕐᓗ ᓱᕋᒃᓯᒪᔪᓂᒃ ᓴᓇᕕᐅᔪᓐᓇᕐᓗᓂ. ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Angnakak.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐊᕐᓇᒃᑲᖅ.

Ms. Angnakak: Thank you, Mr.
Chairman. I’m going to go on to
something else. In your letter from the
Minister, your letter of expectation for
2015-16, one of the areas it talks about is
the need for NBCC to have an Inuit
employment plan. In your response back
to the Minister, you talk about everything
else except that. Does NBCC have an
Inuit employment plan? I might as well
ask my other question right away. How
many beneficiaries do you have working
there and what’s the long-term plan to
increase the number of beneficiaries?
Thank you, Mr. Chairman.

ᐊᕐᓇᒃᑲᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐊᓯᐊᓄᐊᖔᕐᓂᐊᓕᕐᒥᒐᒪ ᑕᕝᕙᓂ ᒥᓂᔅᑕᒥ
ᑎᑎᕋᖅᑕᐅᔪᕕᓂᕐᓂ ᑕᒪᒃᑯᐊ ᓂᕆᐅᒋᓯᒪᔪᑦ 2015-16ᒧᑦ. ᑕᐃᒪ ᐅᖃᐅᓯᖃᖅᓯᒪᒻᒪᑦ ᐃᓚᖓᑦ
ᐱᑕᖃᕆᐊᖃᕐᓂᖏᓐᓂ ᑖᒃᑯᐊ ᓄᓇᕗᒻᒥ
ᓇᒻᒥᓂᖃᖅᑐᓄᑦ ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴᒃᑯᑦ ᐃᓄᓐᓂ
ᐃᖅᑲᓇᐃᔭᖅᑎᑦᑎᓂᕐᒧᑦ ᐸᕐᓇᐅᑎᖃᕆᐊᖃᕐᓂᖏᓐᓂ.
ᑕᕝᕙᓂᓕ ᑭᐅᔾᔪᑎᒥ ᒥᓂᔅᑕᒧᑦ ᐅᖃᐅᓯᖃᕋᔅᓯ ᐊᓯᖏᓐᓂ
ᐅᖃᐅᓯᖃᖅᑮᑦ ᑖᔅᓱᒥᖓᐅᓐᖏᑦᑐᖅ? ᓄᓇᕗᑦ
ᓇᒻᒥᓂᖃᖅᑐᓄᑦ ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴᒃᑯᑦ ᐃᓄᓐᓂ
ᐃᖅᑲᓇᐃᔭᖅᑎᓂᕐᒧᑦ ᐸᕐᓇᐅᑎᖃᖅᐸ? ᐊᒻᒪ
ᐊᐱᕆᑲᐅᑎᒋᓗᖓᖃᐃ ᖃᔅᓯᓂᑦ ᓄᓇᑖᖃᑕᐅᓯᒪᔪᓂᒃ
ᐃᖅᑲᓇᐱᔭᖅᑎᒥ ᐊᒻᒪᓗ ᐊᑯᓂᐅᔪᒃᑯᑦ ᖃᓄᖅ
ᐸᕐᓇᐅᑎᖃᖅᐱᓯ ᑖᒃᑯᐊ ᓄᓇᑖᖃᑕᐅᓯᒪᔪᑦ
ᐅᓄᖅᓯᒋᐊᕋᓱᓪᓗᒋᑦ? ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Karetak-Lindell.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: Thank you, Mr.
Chairman. That might have been an
oversight on my letter, but we are very
serious about our Inuit employment plan.
We have only six positions there and five
are filled at this moment. We have two

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ. ᑖᓐᓇ ᑎᑭᑕᕕᓂᕋᓗᐊᕋᓗᑭᐊᖅ. ᐄ, ᑕᒪᓐᓇ
ᐃᓄᓐᓂ ᐃᖅᑲᓇᐃᔭᖅᑎᑦᑎᓂᕐᒧᑦ
ᐸᕐᓇᐅᑎᑖᕆᐊᖃᖅᑐᒍᑦ. 6-ᖏᓐᓇᕐᓂ
ᐃᖅᑲᓇᐃᔭᖅᑎᖃᕋᑦᑕ ᑕᐃᑲᓂ ᑭᓯᐊᓂ ᑕᓪᓕᒪᐃᑦ
ᐃᓄᖃᖅᑐᑎᑦ ᒫᓐᓇ ᐊᒻᒪᓗ ᒪᕐᕉᓐᓂᒃ
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Inuit beneficiaries working for us there at
the moment. We’re always looking to
find qualified people to work within our
organization. We do have an Inuit
employment plan. I saw it in one of our
other reports, even though I did not
include reference to it in my letter of
expectation, but it is always our goal that
our foremost desire is to have higher
Inuit employment in the office. Thank
you, Mr. Chairman.
Chairman: Ms. Angnakak.

ᐃᓄᓐᓂᒃ ᓄᓇᑖᖃᑕᐅᓯᒪᔫᓐᓂᒃ ᐃᖅᑲᓇᐃᔭᖅᑎᖃᖅᑐᒍᑦ
ᐅᓪᓗᒥᐅᔪᖅ. ᕿᓃᓐᓇᐅᔭᕋᓗᐊᖅᑐᒍᑦ ᐱᔪᓐᓇᐅᑎᓕᓐᓂ
ᑕᕝᕙᓂ ᑎᒥᖁᑎᒋᔭᑦᑎᓐᓂ. ᐄ, ᑕᐃᒪᓐᓇ
ᐃᖅᑲᓇᐃᔭᖅᑎᑦᑎᓂᕐᒧᑦ ᐸᕐᓇᐅᑎᖃᖅᑐᒍᑦ ᐊᓯᐊᓂᒃ
ᐅᓂᒃᑳᓕᐊᕆᓯᒪᔭᑦᑎᓐᓂ ᑕᑯᓯᒪᔭᒃᑲ
ᐅᖃᐅᓯᕆᓯᒪᓐᖏᒃᑲᓗᐊᖅᑐᒍ ᑕᕝᕙᓂ ᓂᕆᐅᒋᔭᑦᑎᓐᓂ
ᑎᑎᕋᕈᑎᒋᓚᐅᖅᑕᑎᓐᓂ ᑭᓯᐊᓂ ᑐᕌᒐᕇᓐᓇᕋᑦᑎᒍ
ᐱᔪᒪᓂᖃᐃᓐᓇᕋᑦᑕ ᐃᒪᓐᓇ ᐅᓄᕐᓂᖅᓴᓂᒃ ᐃᓄᓐᓂᒃ
ᐃᖅᑲᓇᐃᔭᖅᑎᑦᑎᔪᓐᓇᕈᒪᓪᓗᑕ. ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐊᕐᓇᒃᑲᖅ.

Ms. Angnakak: Thank you, Mr.
Chairman. Thank you for that answer.
I’m wondering: what is NBCC doing to
increase their Inuit employment? I know
you go to trade schools. Do you also go
to the career development…? I don’t
know what they’re called, but the schools
put them on often. Do you attend those?
Thank you, Mr. Chairman.

ᐊᕐᓇᒃᑲᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᖁᔭᓐᓇᒦᓪᓗ ᑭᐅᒐᕕᑦ. ᐃᒻᒪᖃ ᓄᓇᕗᒻᒥ
ᓇᒻᒥᓂᖃᖅᑐᓄᑦ ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴᒃᑯᑦ ᑖᒃᑯᐊ
ᖃᓄᐃᓕᐅᓕᖅᐸᑦ ᐃᓄᐃᑦ ᐅᓄᕐᓂᖅᓴᐃᑦ
ᐃᖅᑲᓇᐃᔭᖁᓪᓗᒋᑦ? ᖃᐅᔨᒪᔪᖓ
ᐃᓕᓐᓂᐊᕐᕕᓕᐊᕌᖓᔅᓯ ᐃᖅᑲᓇᐃᔭᓕᒻᒪᓴᖅᑐᓂ
ᐃᓕᓐᓂᐊᖅᑐᓄᑦ ᐅᐸᒍᑎᖃᑦᑕᖅᐱᓰ ᐃᓕᓐᓂᐊᕕᒻᒥ
ᑕᐃᒪᐃᓕᐅᖃᑦᑕᕐᒪᑕ? ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Rowe.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman.
Yes, we have attended those. Not every
year, but when we can, we meet with
students and meet with college students,
looking for future employees. Thank you,
Mr. Chairman.

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᐄ,
ᐊᕐᕌᒍᑕᒫᖑᓐᖏᑦᑑᒐᓗᐊᖅ ᐊᔪᕐᓇᖏᑦᑕᕌᖓᑦ
ᑲᑎᒪᖃᑎᖃᖃᑦᑕᖅᑐᒍᑦ ᐃᓕᓐᓂᐊᖅᑎᓂᒃ ᐊᒻᒪ
ᓯᓚᑦᑐᓴᕐᕕᒻᒦᑦᑐᓂᒃ ᓯᕗᓂᔅᓴᒥ ᐃᖅᑲᓇᐃᔭᓛᕈᒪᔪᓂᒃ.
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Angnakak.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐊᕐᓇᒃᑲᖅ.

Ms. Angnakak: Thank you, Mr.
Chairman. These kinds of areas,
especially in the area of finance, when
you talk about that, or accounting, we
often find that it’s hard to find interest all
the time when you’re at that age. Would
NBCC be open to, in the future, maybe
having like a mentorship position open
that may be working with the college?
Maybe that’s an area that can be worked
out where they do the hours at NBCC.

ᐊᕐᓇᒃᑲᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᑕᐃᒪᓐᓇᐃᑦᑐᑦ ᑕᒪᒃᑯᐊ ᐱᓗᐊᖅᑐᒥ ᑮᓇᐅᔭᓕᕆᓂᕐᒥᒃ
ᑕᐃᒪᐃᑦᑐᓂᒃ ᑮᓇᐅᔭᓕᕆᓂᕐᒥᒃ ᐅᖃᐅᓯᖃᖅᑎᓪᓗᑕ
ᑕᖅᑲᒃᑯᓇᓐᖔᖅᑐᓂᒃ ᐱᔪᒪᔪᓂᒃ ᕿᓂᖃᑦᑕᕋᑦᑕ
ᒪᒃᑯᑦᑐᓂᒃ. ᑖᒃᑯᐊ ᐊᑐᖅᑐᐊᕕᒃᑯᑦ ᑯᐊᐳᕇᓴᒃᑯᑦ ᓲᕐᓗ
ᐃᓕᓐᓂᐊᑎᑦᑎᖃᑦᑕᕈᓐᓇᖅᓯᓛᖅᐹᑦ ᓯᓚᑦᑐᓴᕐᕕᒻᒥᓗ
ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕐᓗᑎᑦ ᐃᑲᕐᕋᓕᐅᖃᑦᑕᕐᓗᑎᑦ
ᑖᒃᑯᓇᓐᖓᕐᓗᑎᑦ ᐊᑐᖅᑐᐊᕕᒃᑯᓐᓂ?
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Thank you, Mr. Chairman.

ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Rowe.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman.
We would always be quite willing to try
something like that. Unfortunately, we
only have six positions, so there are not a
lot of us, but we’re always looking for
new, bright talent. Thank you, Mr.
Chairman.

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐆᑦᑐᕈᒪᑦᑎᐊᖅᑐᒍᑦ ᒪᒥᐊᓇᖅᑑᒐᓗᐊᖅ 6-ᖏᓐᓇᑯᓗᓐᓂᒃ
ᐃᖅᑲᓇᐃᔭᖅᑎᖃᕋᑦᑕ. ᐅᓄᓐᖏᑦᑐᕈᓘᒐᑦᑕ
ᐃᓄᒋᐊᓐᖏᓇᑦᑕᐃᓛᒃ ᓄᑖᓂᒃ ᕿᓂᖃᑦᑕᖅᑐᒍᑦ
ᑕᐃᒪᐃᑦᑐᓕᕆᔾᔪᑎᔅᓴᒥ ᖃᓄᑐᐃᓐᓇᖅ. ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Angnakak.
Ms. Angnakak: Thank you, Mr.
Chairman. Perhaps you would note that
to be on your wish list to increase your
number of staff. Thank you, Mr.
Chairman.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐊᕐᓇᒃᑲᖅ.
ᐊᕐᓇᒃᑲᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᐃᒻᒪᖃ
ᐱᔪᒪᔭᔅᓯ ᐃᓗᐊᓂᖃᐃ ᑖᒃᑯᓇᓂ
ᑎᑎᕋᖃᓯᐅᑎᔪᓐᓇᓂᐊᖅᑕᓯ ᑕᒪᓐᓇ? ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Karetak-Lindell.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: Mr. Chairman,
definitely, but that is something we’re
working towards. As we increase our
loan capability and our number of clients,
definitely, the number of positions would
have to reflect the number of files that we
have. That’s why we’re looking to
increase the lending threshold. We’re
trying to give out more than $25 million
if we could and those are goals,
definitely, for our board. Thank you, Mr.
Chairman.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᐃᒃᓯᕙᐅᑖᖅ, ᐄ,
ᐊᒃᓱᓪᓗᑭᐊᖅ, ᑭᓯᐊᓂ ᑕᒪᓐᓇ ᑐᕌᒐᕆᓇᓱᒻᒥᔭᕗᑦ
ᐃᖅᑲᓇᐃᔭᖅᑎᓪᓗᑕ ᐊᑐᖅᑐᐊᖅᑕᐅᔪᓐᓇᖅᑐᑦ
ᐅᓄᖅᓯᒋᐊᖅᑕᐅᑎᓪᓗᒋᑦ ᐃᖅᑲᓇᐃᔮᓪᓗ ᐅᓄᕐᓂᕆᔭᖏᑦ
ᐅᓄᖅᓯᒋᐊᕋᔭᖅᑐᑦ ᐊᑐᖅᑐᐊᖅᑐᑦ ᐅᓄᖅᓯᒋᐊᖅᐸᑕ.
ᑕᐃᒪᓐᓇ ᑕᕝᕙ ᐊᑭᑦᑐᕆᐊᕈᒪᔭᕗᑦ
ᐊᑐᖅᑐᐊᖅᑕᐅᔪᓐᓇᖅᑐᑦ ᑭᒡᓕᖓ $25-ᒥᓕᐊᓐ ᐅᖓᑖᓂ
ᐊᑐᖅᑐᐊᑎᑦᑎᔪᓐᓇᕐᓗᑕ. ᑕᒪᒃᑯᐊᕈᓘᔭᐃᑦ ᑕᒪᔾᔭ
ᑐᕌᒐᔅᓴᕆᔭᕗᑦ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Ms. Angnakak.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐊᕐᓇᒃᑲᖅ.

Ms. Angnakak: Thank you, Mr.
Chairman. I don’t have any more
questions. I just want to thank you very
much for being here from me. In my
opinion, I think you guys are doing a
really good job. I know where NBCC
came from and the troubles that you guys
had and where you are today. A pat on
the back to you guys.

ᐊᕐᓇᒃᑲᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐊᐱᖅᑯᑎᔅᓴᖃᕈᓐᓃᕋᓗᐊᖅᑐᖓ.
ᖁᔭᓐᓇᒦᕈᒪᑐᐃᓐᓇᖅᖢᓯ ᓵᑦᑎᓃᒃᑲᔅᓯ. ᐃᓱᒪᒋᔭᒃᑯᓪᓕ
ᐊᒃᓱᐋᓗᒃ ᐃᖅᑲᓇᐃᔭᑦᑎᐊᕋᔅᓯ ᖃᐅᔨᒪᒐᒪ ᓄᓇᕗᑦ
ᓇᒻᒥᓂᖃᖅᑐᑦ ᑮᓇᐅᔭᒃᑯᕕᒃ ᑯᐊᐳᕇᓴᒃᑯᑦ ᑖᒃᑯᐊ
ᑭᖑᓂᑦᑎᓐᓂ ᐊᑐᖅᑐᐊᕐᕕᒃᑯᑦ
ᐊᑲᐅᓐᖏᓕᐅᕈᑎᖃᓚᐅᖅᓯᒪᒻᒪᑕ. ᐊᒃᓱᐋᓗᒃ ᐅᐱᒋᕙᔅᓯ.
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Chairman: Mr. Savikataaq.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅᑕ ᓴᕕᑲᑖᖅ.

Mr. Savikataaq: Thank you, Mr.
Chairman. It’s not so much a question,
just a clarification; it’s pretty simple. On
page 48 of the 2014-15 annual report, it
states the annual interest rates. You said
earlier that the interest rates are from 0 to
5 percent, but the interest rates listed here
are way over that. Just clarification; I
don’t understand it. Thank you.

ᓴᕕᑲᑖᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐊᐱᖅᑯᑎᐅᓗᐊᓐᖏᑦᑑᒐᓗᐊᖅ ᑭᓯᐊᓂ
ᓇᓗᓇᐃᖅᓯᖁᔨᑐᐃᓐᓇᖅᖢᖓ. ᒪᒃᐱᒐᖅ 48, 2014-15
ᐊᕐᕌᒍᑕᒫᖅᓯᐅᑎᖏᓐᓄᑦ ᐅᓂᒃᑳᓂᒃ ᐅᖃᖅᓯᒪᒻᒪᑦ
ᐊᕐᕌᒍᑕᒫᑦ ᕿᑐᕐᖏᐅᕈᑎᖓᑕ ᐊᑭᖓ, ᐅᖃᖅᑲᐅᒐᕕᑦ
ᕿᑐᕐᖏᐅᕈᑎᖏᑦ 0 ᐳᓴᓐᑎᒥᒃ 5 ᐳᓴᓐᑎᒦᓐᓂᕋᖅᑕᐅᒻᒪᑦ
ᑭᓯᐊᓂ ᕿᑐᕐᖏᐅᕈᑎᒃ ᑕᕝᕙᓂ ᑎᑎᕋᖅᑕᐅᓯᒪᔪᖅ
ᐅᖓᑖᓃᒻᒪᑕ ᑖᒃᑯᐊ. ᓇᓗᓇᐃᖅᓯᔪᓐᓇᖅᐲᑦ
ᓱᖅᑯᐃᒍᓐᓇᐃᓪᓕᒐᒃᑯ? ᖁᔭᓐᓇᒦᒃ.

Chairman: Thank you. If I may, the 0 to
5 percent is in addition to the base rate
charged by the Government of Nunavut.
Does that answer your question or would
you like a more formal one from the
corporation? (interpretation) Are you
done? (interpretation ends) Do you have
any more questions? Mr. Savikataaq.
Mr. Savikataaq: Thanks for the
explanation. Just looking at it, it’s
deceiving when you’re not used to
looking at that. On the same token there,
it says impaired loans and looking up the
definition of it, I think that means a bad
loan that may not be collectible, I think.
It’s quite the language, but I think that’s
what I got out of it. You also stated that
you stopped the interest rates on nonperforming loans, yet on there, you have
an interest rate for impaired loans. Just a
clarification. Thank you.
Chairman: Ms. Rowe, would you like to
explain that?
Ms. Rowe: Thank you, Mr. Chairman.
The interest rates you’re seeing are the
interest rates that were in place when the
loan agreement was signed. When we
don’t charge interest on non-performing
loans, that’s from when we determine
that it’s non-performing or impaired. At
that date, we stop charging interest on

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖃᓄᐃᔅᓴᖏᒃᑯᕕᑦ. 0-5
ᐳᓴᓐᑎ ᖄᒃᑲᓐᓂᐊᒍᑦ ᓄᓇᕗᑦ ᒐᕙᒪᒃᑯᖏᑕ
ᐊᑭᓖᑎᑦᑎᖃᑦᑕᖅᑕᖏᑦ ᕿᑐᕐᖏᐅᕈᑎᖏᑕ.
ᑖᒃᑯᓇᓐᖓᓘᓐᓃᑦ ᑭᐅᔭᐅᔪᒪᕕᑦ? (ᑐᓵᔨᑎᒎᕈᓐᓃᖅᑐᖅ)
ᑕᐃᒫ? (ᑐᓵᔨᑎᒍᑦ) ᐊᐱᖅᑯᑎᔅᓴᖃᖅᐱᑦ ᓱᓕ? ᒥᔅᑕ
ᓴᕕᑲᑖᖅ.

ᓴᕕᑲᑖᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ ᓇᓗᓇᐃᕋᕕᐅᒃ.
ᕿᒥᕐᕈᓇᖅᑕᕗᑦ ᑖᓐᓇ ᑕᐅᑐᑐᐃᓐᓇᖅᖢᒍ ᐅᐃᒻᒪᓇᕐᒪᑦ.
ᑕᕝᕙᓂᑦᑕᐃᓐᓇᖅ ᑖᒃᑯᐊ ᐊᑭᓕᐅᖅᑕᐅᔪᓐᓇᐃᓕᐅᖅᑲᔪᑦ
ᐊᑐᖅᑐᐊᖅᑕᐅᔪᕕᓃᑦ ᐅᑎᖅᑎᑕᐅᔪᓐᓇᐃᓕᐅᖅᑲᔪᖅ
ᑕᐃᒪᓐᓇ ᑐᑭᓯᓪᓚᖅᑰᖃᐅᔭᕋᓗᐊᕋ ᑕᐃᒪᓐᓇ ᐊᒻᒪᓗ
ᐅᖃᖅᑲᐅᒐᕕᑦ ᑕᐃᒃᑯᐊᒎᖅ ᕿᑐᕐᖏᐅᕈᑎᖏᑦ
ᓄᖅᑲᖅᑎᑕᐅᖃᑦᑕᕐᒪᑕ ᐊᑭᓕᖅᓯᖃᑦᑕᕈᓐᓃᑎᓪᓗᒋᑦ
ᐊᑭᓕᔅᓴᓖᑦ ᑕᕝᕙᓂᓕ ᕿᑐᕐᖏᐅᕈᑎᖃᖅᖢᑎᑦ
ᐊᑭᓕᔅᓴᑐᖃᐃᑦ. ᓇᓗᓇᐃᖅᑕᐅᑲᓐᓂᓚᐅᕐᓕᐅᓇ
ᕿᑐᕐᖏᐅᕈᑎᖓ. ᖁᔭᓐᓇᒦᒃ.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᒥᔅ ᐅᕉ, ᓇᓗᓇᐃᖅᓯᔪᒪᕖᑦ.

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᕿᑐᕐᖏᐅᕈᑎᖏᑕ ᐊᑭᖏᑦ ᐊᑐᖅᑕᐅᓕᕇᓚᐅᖅᓯᒪᔪᑦ
ᐊᑐᖅᑐᐊᔾᔪᑎᑦ ᐊᖏᕈᑎ ᐊᑎᓕᐅᖅᑕᐅᓚᐅᖅᑎᓪᓗᒍ.
ᕿᑐᕐᖏᐅᑎᑦᑎᖃᑦᑕᖏᑦᑐᒍᑦ ᑕᐃᒃᑯᓂᖓ
ᐊᑭᓕᖅᑕᐅᔪᓐᓇᐃᓕᖃᑦᑕᖅᑐᓂᒃ ᖃᐅᔨᔭᕌᖓᑦᑕ
ᐊᑭᓕᖅᑕᐅᔪᓐᓇᐃᓕᑦᑎᐊᒻᒪᕆᑦᑐᓂᒃ
ᓄᖅᑲᖅᑎᖃᑦᑕᖅᑕᕗᑦ ᕿᑐᕐᖏᐅᕈᑎᖏᑦ
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those loans, but interest is charged on
those loans up until it becomes nonperforming or impaired.

ᐊᑭᓕᖅᑕᐅᔪᓐᓇᐃᓕᑦᑎᐊᒻᒪᕆᑉᐸᑦ ᑭᓯᐊᓂ.
ᑕᐃᒃᑯᓂᖓ ᕿᑐᕐᖏᐅᑎᑦᑎᖃᑦᑕᖅᑐᒍᑦ
ᑎᑭᓐᓇᓱᓐᓂᖏᓐᓂ ᐊᑭᓕᖅᓯᔪᓐᓇᐃᓕᓇᓱᓂᖏᓐᓄᑦ.

Loans can go from impaired or nonperforming to performing and then back
to non-performing over the course of its
life. The interest stops. When it becomes
performing, the interest is then charged
again, and then if it goes non-performing,
we stop again. Over the life of a loan,
many things can happen to it. Thank you,
Mr. Chairman.

ᐊᑐᖅᑐᐊᖅᑕᐅᔪᑦ ᑕᐃᑲᓐᖓᑦ
ᐊᑭᓕᖅᑕᐅᔪᓐᓇᐃᓕᖃᓚᐅᕐᓗᑎᑦ
ᐊᑭᓕᖅᑕᐅᔪᑲᓐᓂᕈᓐᓇᕐᓗᑎᑦ ᐅᑎᖅᑕᕋᕈᓐᓇᕐᒥᔪᑦ
ᑕᐃᒪᓐᓇ ᐱᓲᖑᒻᒪᑕ. ᕿᑐᕐᖏᐅᕈᑎᖏᑦ
ᓄᖅᑲᖅᑎᑕᐅᓚᐅᑲᖅᖢᓂ ᐊᑭᓕᕈᓐᓇᐃᓕᒻᒪᒍ ᐊᒻᒪ
ᐊᑭᓕᖅᓯᖃᑦᑕᕈᓐᓇᓯᒻᒪᑦ ᕿᑐᕐᖏᐅᖅᑎᑕᐅᓕᕆᓪᓗᓂ.
ᑕᐃᒪᓐᓇ ᓄᖅᑲᖅᑎᑕᐅᓚᐅᑲᐱᓪᓚᒃᖢᑎᒃ
ᐊᑭᓕᖅᓱᑕᐅᔪᓐᓇᐃᓕᔭᕌᖓᑦ. ᑕᐃᒪᓐᓇ ᐋᖅᑭᓯᒪᔪᖅ.
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: If I could get clarification,
Mr. Savikataaq, if you will permit me,
just for TV viewers and for simplicity,
what’s to stop somebody from going into
a non-performing loan for nine months
and then catch up because you’ve just got
nine months of free interest? From the
description, it could be a perception. I
know there’s a different one, but Ms.
Rowe.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ):
ᓇᓗᓇᐃᖅᓯᑲᓐᓂᐊᕐᔪᑯᓗᓪᓗᑎᑦ, ᖃᓄᐃᔅᓴᖏᒃᑯᕕᑦ, ᒥᔅᑕ
ᓴᕕᑲᑖᖅ, ᖃᖓᒃᑯᓪᓕ ᓄᖅᑲᑎᑦᑎᖃᑦᑕᖅᐸᑦ ᑕᓚᕖᓴᑦᑐᑦ
ᖃᐅᔨᓂᐊᕐᒪᑕ? ᖃᓄᕐᓕ ᓄᖅᑲᑎᑦᑎ ᑕᖅᑭᓄᑦ 9-ᓄᑦ
ᐊᑭᓕᖅᓱᐃᔪᓐᓇᐃᓕᕙᑕ ᕿᑐᕐᖏᐅᕈᑎᖃᓐᖏᑎᐊᖅᖢᓂ
ᑕᐃᒪᓐᓇ ᐱᒐᔭᖅᐹ? ᒥᔅ ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman.
Once your loan becomes performing, we
charge you for those nine months of
interest. Thank you, Mr. Chairman.

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐊᑐᖅᑐᐊᖅᑕᐃᑦ ᑕᐃᒃᑯᐊ ᐅᑎᖅᑐᓐᓇᕆᑦ
ᕿᑐᕐᖏᐅᑎᑕᐅᖃᑦᑕᕐᒥᔪᑦ 9-ᓄᑦ ᑕᖅᑭᓄᑦ
ᕿᑐᕐᖏᐅᑎᑕᐅᖏᓚᐅᑲᒃᖢᓂ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you for that
clarification. Mr. Savikataaq.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ ᓇᓗᓇᐃᕋᕕᐅᒃ.
ᒥᔅᑕ ᓴᕕᑲᑖᖅ.

Mr. Savikataaq: Thank you, Mr.
Chairman. Just for clarity, the impaired
loans, the interest that’s listed on there is
what the client was paying at the time
when they were good loans. Thank you.

ᓴᕕᑲᑖᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᑕᐃᒃᑯᐊ
ᐊᑭᓕᖅᑕᐅᔪᓐᓇᐃᓕᐅᖅᑲᔪᑦ ᐊᑐᖅᑐᐊᖅᑕᐅᔪᑦ
ᕿᑐᕐᖏᐅᖅᑎᑕᐅᔪᓐᓃᑲᐃᓐᓇᐸᒻᒪᑕ, ᑕᐃᒪᓕ
ᐊᑭᓕᖅᓱᕐᓗᐊᖅᓯᒪᔭᖓ ᐊᑐᖅᑐᐊᖅᖢᓂ
ᐅᑎᖅᑎᐅᕆᐊᑦᑎᐊᑎᓪᓗᒍ? ᖁᔭᓐᓇᒦᒃ.

Chairman: Ms. Rowe.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman.
Yes.

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᐄ.

Chairman: Mr. Savikataaq.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅᑕ ᓴᕕᑲᑖᖅ.
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Mr. Savikataaq: Thank you, Mr.
Chairman. Just looking at these, then, it
appears that the higher the interest rates,
the better the odds that it becomes an
impaired loan because all the other loans
are substantially less. That’s just a
comment. Thank you.
Chairman: Ms. Karetak-Lindell, would
you like to comment on the comment?
Ms. Karetak-Lindell: Thank you, Mr.
Chairman. We talked before about the
rate and the higher the risk, the higher the
interest. In my opinion, if it’s a high risk,
then that means we have determined that
there’s more of a chance that that
company could face difficulties. Most of
those ones are also old loans, from the
time when we probably did not have as
good an operation where we worked with
them a lot closer. Sometimes we would
find that a year had passed and someone
had not been checked on and they end up
owing all kinds of money to CRA
because we didn’t do the due diligence of
keeping an eye how that client was
paying their bills.
Now today, we say that it’s very
different. We try to make sure that they
contact us or we find out sooner before
it’s too late and then we could work with
them. Maybe we have to change their
monthly payment to better reflect the
reality of what they can afford to pay
each month. There’s a lot more
monitoring today. Unfortunately, some of
those are old loans that were from the
less efficient times of NBCC. Thank you,
Mr. Chairman.
Chairman: Thank you, Ms. KaretakLindell. (interpretation) Mr. Savikataaq,
are you done? (interpretation ends) Just
before we close out, I don’t have any

ᓴᕕᑲᑖᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ. ᑖᒃᑯᐊ
ᑕᐅᑐᒃᖢᒋᑦ ᕿᑐᕐᖏᐅᕈᑎᖓ ᐊᑭᑐᓂᖅᓴᐅᑉᐸᑦ
ᐊᑭᓕᖅᑕᐅᔪᓐᓇᐃᓕᐅᖅᑲᓂᖅᓴᐅᓕᕋᔭᖅᑐᖅ. ᑕᐃᒪᓐᓇ
ᓂᓪᓕᑐᐃᓐᓇᕈᒪᓪᓗᖓ ᐊᑉᐸᓯᓐᓂᖅᓴᒥ ᐃᓚᖏᑦ
ᕿᑐᕐᖏᐅᕈᑎᖃᕐᒪᑕ. ᖁᔭᓐᓇᒦᒃ.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ
ᓂᓪᓕᐅᑎᖓᑕ ᓂᓪᓕᕈᒪᕖᑦ?
ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ. ᐅᖃᐅᓯᕆᓚᐅᖅᓯᒪᒻᒥᒐᑦᑎᒍ ᐊᑭᖏᑦ
ᕿᑐᕐᖏᐅᕈᑏᑦ ᐊᑦᑕᓇᕐᓂᖅᓴᐅᔭᕌᖓᑕ
ᐅᑎᖅᑎᑦᑎᔪᓐᓇᐃᓕᓂᐊᑐᐃᓐᓇᕆᐊᖓᑕ
ᕿᑐᕐᖏᐅᕈᑎᖓ ᐊᖏᓂᖅᓴᐅᑎᑕᐅᓲᖅ
ᐊᑐᖅᑐᐊᖅᑕᐅᔫᑉ. ᐃᓱᒪᒋᔭᒃᑯᓪᓕ ᐊᑦᑕᓇᖅᐸᑦ
ᖃᐅᔨᔭᐅᒋᐊ ᓲᕐᓗ ᑲᒻᐸᓂᐅᔪᖅ
ᐊᑭᓕᖅᓯᖃᑦᑕᕈᓐᓇᐃᓕᒐᔭᕐᒪᑦ. ᑕᐃᒃᑯᐊ ᐱᑐᖃᐃᑦ
ᑕᐃᔅᓱᒪᓂᖃᐃ ᐊᐅᓚᓂᖃᑦᑎᐊᖏᑦᑎᓪᓗᒋᑦ
ᐃᖅᑲᓇᐃᔭᖃᑎᒋᓪᓗᒋᑎᐊᓂᖅᓴᕆᖃᑦᑕᓚᐅᖅᓯᒪᔪᑦ
ᐱᓕᕆᑦᑎᐊᖏᑦᑎᓪᓗᒋᑦ ᑕᐃᒃᑯᐊ ᐊᑐᖅᑐᐊᖅᓯᒪᔪᑦ
ᐃᓚᖏᑦ ᖃᐅᔨᓴᖅᑕᐅᓐᖏᓴᐃᓐᓇᖅᑐᕕᓂᐅᓪᓗᑎᑦ
ᐊᑭᓕᔅᓴᓂᑦᑐᐊᓘᓚᐅᖅᓯᒪᒻᒪᑦ
ᖃᐅᔨᓴᖅᑕᐅᑦᑎᐊᓂᓐᖏᒻᒪᑦ
ᓇᐅᑦᓯᖅᑐᐊᕆᔭᐅᑦᑎᐊᕐᓂᖏᒻᒪᑦ ᐊᑐᖅᑐᐊᖅᑐᖅ ᑕᐃᓐᓇ
ᖃᓄᖅ ᐅᑎᖅᑎᑦᑎᕙᓪᓕᐊᓕᕋᓗᐊᕐᒪᖔᑦ.

ᐅᓪᓗᒥᐅᓕᖅᑐᕐᓕ ᐊᔾᔨᒋᒍᓐᓃᑎᐊᖅᑕᖓ. ᑕᒪᒃᑯᐊ
ᑐᓴᕐᕕᒋᓵᓕᓇᓱᖃᑦᑕᖅᑕᕗᑦ ᑭᖑᕙᓗᐊᓚᐅᓐᖏᓐᓂᖓᓂ
ᐃᖅᑲᓇᐃᔭᖃᑎᒋᖃᑦᑕᖅᑕᕗᓪᓗ ᑕᖅᑭᑕᒫᓪᓗᖃᐃ
ᐊᑭᓕᖅᓱᐃᑎᖓ ᐊᓯᔾᔩᕌᕐᔪᓪᓗᒋᑦ ᐱᓪᓚᑦᑖᕐᓂᖏᑦ
ᐊᑭᓕᖅᓰᔪᓐᓇᖃᑦᑕᕐᓂᕆᔭᖏᑦ ᒪᓕᑦᑕᐅᓗᑎᑦ
ᑮᓇᐅᔭᓕᐊᖏᑦ. ᒪᒥᐊᓇᖅᑐᐃᑦ ᐃᓚᖏᑦ ᑖᒃᑯᐊ
ᐱᑐᖃᐅᒻᒪᑕ ᐊᑐᖅᑐᐊᑎᑕᐅᔪᑐᖃᐃᑦ. ᑖᒃᑯᐊ
ᐊᑐᖅᑐᐊᕕᒃᑯᓐᓄᑦ ᐅᑎᖅᑎᑕᐅᓚᐅᖅᓯᒪᓐᖏᑦᑐᑦ.
ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᖃᕆᑕᖅᓕᓐᑎᐅᓪ. (ᑐᓵᔨᑎᒎᕈᓐᓃᖅᑐᖅ) ᒥᔅᑕ ᓴᕕᑲᑖᖅ, ᑕᐃᒫ?
(ᑐᓵᔨᑎᒍᑦ) ᒪᑐᒋᐊᓚᐅᓐᖏᓂᑦᑎᓐᓂ
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other names on my list. I’ve just got a
couple of questions that kind of arisen
throughout the day.

ᐊᑎᖁᑎᖃᕈᓐᓃᕋᒪ ᑭᓯᐊᓂ ᒪᕐᕉᓐᓂᒃ ᐊᐱᖅᓲᑎᔅᓴᖃᕋᒪ.

When we’re talking about the annual
report and the Department of Economic
Development and Transportation
overseeing it, has the department ever
asked the corporation to add or remove
any information from its annual reports?
Ms. Karetak-Lindell.

ᐅᖃᐅᓯᖃᖅᑎᓪᓗᑎᑦ ᐊᕐᕌᒍᑕᒫᖅᓯᐅᒻᒥᒃ ᐅᓂᒃᑳᒥᒃ
ᐱᕙᓪᓕᐊᔪᓕᕆᔨᒃᑯᑦ ᐃᖏᕐᕋᔪᑦᑎᓕᕆᔨᒃᑯᓪᓗ
ᐱᓕᕆᕝᕕᖓᓐᓄᑦ ᐅᖃᐅᓯᖃᖅᑎᓪᓗᑎᑦ. ᐱᓕᕆᕕᒃ ᑖᓐᓇ
ᐊᐱᕆᓚᐅᖅᓯᒪᕚ ᐃᓕᔅᓯᓐᓄᑦ ᐃᓚᒋᐊᖅᓯᔪᒪᓪᓗᑎᑦ
ᐲᖅᓯᖁᔨᓪᓗᑎᓪᓘᓐᓃᑦ ᑐᓴᒐᒃᓴᓂᒃ ᑕᕝᕙᖓᑦ ᐊᕐᕌᒍᑕᒫᖅ
ᐅᓂᒃᑳᕆᐊᕆᔭᔅᓯᓃᖔᖅᑐᓂᒃ? ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: Thank you, Mr.
Chairman. I know they have asked us to
remove things from our business plan
because we were too far ahead of our
goals, but I’ll leave that for Sherri to
answer. Thank you.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ. ᖃᐅᔨᒪᔭᕋ, ᐄ, ᐱᓕᕆᐊᔅᓴᓄᑦ
ᐸᕐᓇᐅᑎᒋᔪᖅ ᐃᓚᖏᑦ ᑐᕌᒐᔅᓴᑎᓐᓄᑦ
ᐅᖓᑕᐅᔾᔨᓗᐊᖅᓯᒪ ᑭᓯᐊᓂ ᑖᓐᓇ ᐅᓂᒃᑳᑎᓐᓂᐊᖅᐸᕋ
ᓴᓂᑦᑎᐊᓃᑦᑐᖅ. ᖁᔭᓐᓇᒦᒃ.

Chairman: Ms. Rowe.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman.
Our annual report goes over to the
Department of ED&T, who then
approves the report. They have never
asked us to change the content of the
report, maybe how something is
presented, but they have never asked us
to take something out of our annual
report. Thank you, Mr. Chairman.

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐊᕐᕌᒍᑕᒫᖅᓯᐅᑎᕗᑦ ᐅᓂᒃᑳᑦ ᑖᒃᑯᐊ
ᐱᕙᓪᓕᐊᔪᓕᕆᔨᒃᑯᓐᓄᑦ ᐅᓂᒃᑳᕗᑦ ᑐᓂᖃᑦᑕᖅᑕᕗᑦ
ᐊᐱᕆᓚᐅᖅᓯᒪᓐᖏᑦᑐᑦ ᐃᓗᓕᕆᔭᖏᓐᓂ ᑭᓯᐊᓂ
ᐅᖃᐅᓯᖅᑖᕐᔪᖏᑦ. ᑭᓯᐊᓂ ᑕᐃᒪᓐᓇ ᐲᖅᓯᖁᔨᓪᓗᑎᑦ
ᐅᖃᓚᐅᖅᓯᒪᓐᖏᑦᑐᑦ. ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.

Chairman: Thank you, Ms. Rowe. I
would just like to go back to, on page 10
of the 2015-18 business plan, there’s a
statement in there that quotes, “Now also
working in conjunction with commercial
banks, when the lending limit required by
clients exceeds the NBCC threshold of $1
million,” can you describe how NBCC
works with commercial banks to assist
their clients in going over that limit? Ms.
Rowe.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᒥᔅ ᐅᕉ. ᒫᓐᓇ
ᐅᑎᕐᕕᒋᒃᑲᓂᐊᕐᔪᑯᓗᓪᓗᒍ 10-ᖓ ᐸᕐᓇᐅᑎᓯ 201518-ᒧᑦ ᐸᕐᓇᐅᑎᓯ ᐅᖃᖅᓯᒪᒻᒪᑕ ᒫᓐᓇ ᑕᐃᒪ
ᐃᖅᑲᓇᐃᔭᖃᑎᖃᖅᖢᑎᒃ ᑮᓇᐅᔭᒃᑯᕕᓕᕆᔨᓐᓂ
ᐊᑐᖅᑐᐊᖅᑕᐅᔪᒪᔪᖅ ᐅᖓᑕᐅᔾᔨᔭᕌᖓᑦ
ᑭᒡᓕᒋᐊᕆᓯᒪᔭᖏᓐᓂ ᐊᑐᖅᑐᐊᕕᒃ ᑯᐊᐳᕇᓴᒃᑯᑦ $1
ᒥᓕᐊᖑᒻᒪᑦ. ᓇᓗᓇᐃᖅᓯᔪᓐᓇᖅᐲᑦ ᖃᓄᖅ ᑯᐊᐳᕇᓴᓯ
ᐃᖅᑲᓇᐃᔭᖃᑎᖃᖃᑦᑕᕐᒪᖔᑕ ᑮᓇᐅᔭᒃᑯᕕᓐᓂ
ᐃᑲᔪᖅᓯᓇᓱᑦᑎᓪᓗᓯ ᐊᑐᖅᑐᐊᖅᑐᓂᒃ $1 ᒥᓕᐊᓐ
ᐅᖓᑖᓄᑦ ᐊᑐᖅᑐᐊᕈᒪᔪᖃᖅᑎᓪᓗᒍ? ᒥᔅ ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman.
We have had situations where our clients
are looking to borrow more than $1

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ, ᐃᒃᓯᕙᐅᑖᖅ.
ᐃᒪᓐᓇᐃᖃᑦᑕᖅᓯᒪᒻᒪᑦ ᑕᐃᒃᑯᐊ
ᐊᑐᖅᑐᐊᕈᒪᔪᖃᖅᑎᓪᓗᒍ $1
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million and we have funded $1 million of
the deal and then they have been able to
get additional funding further along in the
project from a commercial bank. Of
course, we have talked about it a lot
today. That would be one of our builders
or developers where they needed more
than $1 million. We have given them the
$1 million. They have used that to get the
materials once they are partially built.
They could then go to a commercial bank
and get funding. Thank you, Mr.
Chairman.
Chairman: Thank you, Ms. Rowe. Just
one final question. When we’re talking
about adding different lenders or different
partners within the assistance of
providing funding for a commercial
entity, we’re also talking about increased
risk. In some cases, when an outside
lender or a partner is used, what position
on assets does NBCC take if, in a
circumstance like you’re saying earlier
where some people haven’t been able to
fulfill their obligations or right through to
financial bankruptcy? Ms. KaretakLindell, do you want to respond to that?

ᒥᓕᐊᓐ ᐅᖓᑖᓄᑦ ᐊᒻᒪ ᑮᓇᐅᔭᖃᖅᑎᓚᐅᖅᖢᑎᒍ $1
ᒥᓕᐊᓐᓂᒃ ᐊᒻᒪ ᖄᒃᑲᓐᓂᐊᒍᑦ
ᑮᓇᐅᔭᖅᑖᑲᓐᓂᕈᓐᓇᖅᓯᓚᐅᕐᒥᔪᖅ ᐱᓕᕆᐊᖃᓕᖅᑎᓪᓗᒍ
ᑮᓇᐅᔭᒃᑯᕕᒻᒥ. ᐅᖃᐅᓯᕆᕐᔪᐊᖃᑦᑕᖅᓯᒪᔭᕗᑦ ᑕᒪᒃᑯᐊ
ᓲᕐᓗ ᐃᒡᓗᓕᐅᖅᑎᕗᑦ ᐃᒡᓗᓕᐅᖅᑏᑦ ᑕᐃᒪᐃᒐᔪᒻᒪᑕ $1
ᒥᓕᐊᓐ ᐅᖓᑖᓂ ᓲᕐᓗ $1 ᒥᓕᐊᓐᓂᒃ ᑐᓂᑦᑕᖅᑲᕗᑦ
ᐃᒡᓗᔅᓴᓂᒃ ᓂᐅᕕᕐᒪᑕ ᐃᒡᓗ ᓇᑉᐸᖅᑎᕆᓕᕐᒪᑕ
ᑮᓇᐅᔭᒃᑯᕕᒻᒥ ᐊᑐᖅᑐᐊᕈᓐᓇᖅᓯᖃᑦᑕᕐᒪᑕ. ᖁᔭᓐᓇᒦᒃ,
ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ ᒥᔅ ᐅᕉ.
ᑭᖑᓪᓕᖅᐹᖅ ᐊᐱᖅᑯᑎᔅᓴᕋ. ᐅᖃᐅᓯᖃᖅᑎᓪᓗᓯ
ᐃᓚᒋᐊᔅᓯᖃᑦᑕᕐᓂᖅ ᐊᑐᖅᑐᐊᑎᑦᑎᖃᑦᑕᖅᑐᓂ
ᐊᔾᔨᒌᓐᖏᑦᑐᓂᒃ ᐃᑲᔪᖅᑐᐃᖃᑦᑕᕐᓗᓯ
ᑮᓇᐅᔭᖃᖅᑎᑦᑎᖃᑦᑕᕐᓗᑎᓪᓗ ᑮᓇᐅᔭᒃᑯᕕᒻᒦᖔᖅᑐᒥ,
ᒪᒥᐊᓇᖅ, ᐃᓛᓐᓂᒃᑯᑦ ᓯᓚᖅᑲᑎᔅᓯᓐᓃᖔᖅᑐᖅ
ᐊᑐᖅᑐᐊᑎᑦᑎᑉᐸᑦ ᐊᒻᒪ ᑕᐱᕆᓗᓯᐅᒃ, ᖃᓄᕐᓕ ᐃᓕᔅᓯ
ᐊᑐᖅᑐᐊᕐᕕᒃ ᑯᐊᐳᕇᓴᖑᓪᓗᓯ ᐊᑐᖅᑐᐊᖅᑕᐅᔪᒥᒃ
ᐱᖁᑎᒋᔭᐅᔪᒥᒃ ᐱᖃᖃᓯᐅᑎᖃᑦᑕᖅᐱᓯ ᐅᕝᕙᓘᓐᓃᑦ
ᑕᐃᒃᑯᖓ ᑮᓇᐅᔭᓕᐅᕈᓐᓇᐃᓕᑦᑎᐊᑎᓪᓗᒋᑦ ᑲᒻᐸᓂᐅᔪᑦ
ᖃᓄᖅ ᐱᖃᑦᑕᖅᐸᑦ? ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ.

Ms. Karetak-Lindell: Initially, yes.
Thank you, Mr. Chairman. We’re the
first on many of those in that, let’s say,
the $1 million ones, we’re giving out the
majority of the funds in a lot of those
clients’ requests. We will be first on
some, but I’ll let Sherri follow that up
with some technical ones.

ᖃᕆᑕᖅ-ᓕᓐᑎᐅᓪ (ᑐᓵᔨᑎᒍᑦ): ᐅᕙᒍᑦ ᓯᕗᓪᓕᐅᓪᓗᑕ
ᐊᑐᖅᑐᐊᑎᑦᑎᖃᑦᑕᖅᐳᒍᑦ $1-ᒥᓕᐊᓐᓂᒃ
ᐊᑐᖅᑐᐊᑎᑦᑎᑕᖅᐳᒍᑦ ᐅᓄᕐᓂᖅᓴᓂᒃ
ᐊᑐᖅᑐᐊᑎᑦᑎᓪᓗᑕ ᑐᒃᓯᕋᖅᑕᐅᔪᓂᒃ ᓯᕗᓪᓕᐅᓪᓗᑕ
ᐊᑐᖅᑐᐊᕕᐅᒐᔭᖅᑐᒍᑦ. ᑖᓐᓇ ᓯᐊᕆ ᑭᐅᑎᓐᓂᐊᕋᒃᑯ.

Chairman: Ms. Rowe.

ᐃᒃᓯᕙᐅᑕᖅ: ᒥᔅ ᐅᕉ.

Ms. Rowe: Thank you, Mr. Chairman. It
depends on the situation. We prefer to be
in first position all the time. Sometimes
that isn’t always possible and sometimes
we will take second position, but that
doesn’t happen often. Most of the time,

ᐅᕉ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ ᐃᒃᓯᕙᐅᑖᖅ.
ᖃᓄᐃᓕᖓᓂᖓᓂᒃ ᒪᓕᑉᐸᑦᑐᖅ. ᐱᔪᒪᓂᖅᓴᕆᓲᕗᑦ
ᓯᕗᓪᓕᐅᑎᑕᐅᓂᕐᒥᒃ ᖃᖓᓕᒫᖅ. ᐃᓛᓐᓂᒃᑯᑦ ᑕᒪᓐᓇ
ᐊᔪᕐᓇᐸᒃᑐᖅ, ᐃᓛᓐᓂᑯᓪᓗ ᑐᓪᓕᒋᔭᐅᓗᑕ
ᑭᓯᐊᓂᐅᕙᒃᑐᖅ ᑭᓯᐊᓂ ᑕᐃᒪᐃᒐᔪᓐᖏᑦᑐᖅ.
ᐊᒥᓱᑎᒍᓪᓕ
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we are the first one into the deal, in
which case our security is registered first,
which automatically gives us first
position. Thank you, Mr. Chairman.
Chairman: Thank you for clarifying and
explaining that. Like my colleague Ms.
Angnakak said, I would like to thank all
three witnesses for appearing before this
Committee. I think it was very
educational and inspirational in a lot of
ways to see the progress that has been
made in overcoming some of the
challenges that you guys inherited.
It seems to me that there has been a lot of
forward progress and a lot of forward
momentum going forward with NBCC.
To me, with the amount of investment
that has been put into Nunavut
businesses, it sounds like it’s looking
forward to ongoing future successes.
There will always be challenges, but I
would like to personally thank you guys
for appearing before this Committee and
helping me and my colleagues identify
what the true role of NBCC is and how
you’re performing and meeting your
mandate.

ᓯᕗᓪᓕᐅᑎᑕᐅᓂᖃᓲᖑᔪᒍᑦ ᐊᑭᓕᖅᑕᐅᔭᕆᐊᓕᐅᓪᓗᑕ
ᑕᐃᒪᐃᓐᓂᖓᓄᓪᓗ ᐊᑎᓕᐅᑕᐅᓂᖃᖅᐸᑉᐳᖅ
ᓴᐳᔾᔭᐅᓂᕆᔭᕗᑦ. ᖁᔭᓐᓇᒦᒃ ᐃᒃᓯᕙᐅᑖᖅ.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒃ ᑕᒪᓐᓇ
ᓇᓗᓇᐃᕆᒃᑲᓐᓂᕋᕕᐅᒃ. ᒥᔅ ᐊᕐᓇᒃᑲᖅ ᖁᔭᓐᓇᒦᕈᒪᕙᕋ
ᐊᒻᒪᓗ ᑖᒃᑯᐊ ᐊᐱᖅᓱᖅᑕᐅᔪᐃᑦ ᐱᖓᓱᑦ
ᑕᕝᕙᓃᖃᑕᐅᒍᓐᓇᖃᑖᕐᒪᑕ. ᐃᓕᑉᐹᓪᓕᕐᓇᑦᑎᐊᖅᑲᐅᔪᖅ
ᖁᕕᐊᓇᖅᑐᓂᓗ ᐊᒥᓱᑎᒍᑦ ᓯᕗᒧᐊᕈᑕᐅᖃᑦᑕᖅᓯᒪᔪᐃᑦ
ᐱᔭᕐᓂᖏᑦᑐᑦ ᐊᓂᒍᖅᑕᐅᔪᓐᓇᐸᒃᑐᑎᑦ
ᑲᒪᒋᒋᐊᖃᖅᐸᓚᐅᖅᑕᓯ.

ᓯᕗᒧᐊᑦᑎᐊᖅᓯᒪᖅᑰᔨᑦᑎᐊᖅᑐᓯ ᓄᓇᕗᒻᒥ
ᓇᒻᒥᓂᖃᖅᑐᓄᑦ ᐊᑐᖅᑐᐊᖅᑎᑦᑎᔨᒃᑰᓪᓗᓯ ᐊᒻᒪᓗ
ᑕᒪᒃᑯᐊ ᑮᓇᐅᔭᖃᖅᑎᑦᑎᒍᑎᓯ ᓄᓇᕗᒻᒥ ᓇᒻᒥᓂᕆᔭᓄᑦ
ᓂᕈᐅᓇᑦᑎᐊᓇᕈᑕᐅᒻᒪᑦ ᑲᔪᓯᓂᖃᑦᑎᐊᓂᐊᕐᓂᒥ
ᓯᕗᓂᑦᑎᓐᓂ ᐊᒃᓱᕈᕐᓇᖅᑐᖃᐃᓐᓇᕐᓂᐊᕋᓗᐊᖅᑎᓪᓗᒍ,
ᑭᓯᐊᓂ ᓇᒻᒥᓂᖅ ᖁᔭᓕᒍᒪᑦᑎᐊᐸᔅᓯ
ᑕᕝᕗᖓᕈᓐᓇᖅᑲᐅᒐᑦᑎ ᐃᑲᔪᖅᑐᓯᓗ ᑐᑭᓯᒃᑲᓐᓂᖁᓪᓗᑕ
ᐱᓕᕆᐊᕆᓚᑦᑖᖅᑕᓯ ᑭᓱᓪᓚᕆᐅᒻᒪᖔᖅ, ᖃᓄᕐᓗ
ᐊᖑᒻᒪᑎᒻᒪᖔᑦᑎᐅᒃ.

I would like to invite Ms. KaretakLindell for her closing comments. Thank
you.

ᑕᐃᒪ ᒥᔅ ᖃᕆᑕᖅ-ᓕᓐᑎᐊᓪ ᒪᑐᔾᔪᑎᖃᕈᒪᑉᐸᑦ
ᐱᕕᖃᖅᑎᒍᒪᓕᕐᒥᔭᕋ. ᖁᔭᓐᓇᒦᒃ.

Ms. Karetak-Lindell: Thank you very
much, Mr. Chairman. Thank you to all of
the Members for giving us this
opportunity to appear before you and
answer any questions.

ᖃᕆᑕᖅ-ᓕᓐᑎᐊ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒻᒪᕆᐊᓗᒃ,
ᐃᒃᓯᕙᐅᑖᖅ ᐊᒻᒪᓗ ᖁᔭᓐᓇᒦᖅᑐᒋᑦ ᑲᑎᒪᔨᕋᓛᓕᒫᑦ
ᐱᕕᖃᖅᑎᑕᐅᓂᑦᑎᓐᓂᒃ ᑕᕝᕙᓃᒍᓐᓇᖅᑎᑕᐅᕈᓘᔭᕋᑦᑕ
ᑭᐅᔪᓐᓇᖁᓪᓗᑕ ᐊᐱᖅᑯᑎᒋᔪᒪᖅᑲᐅᔭᑦᑎᓐᓂᒃ.

We’re very dedicated to our mission, our
mandate. We have very competent staff
and I want to thank my staff here and the
staff that are in the office on behalf of the
board to get us to this position.

ᑲᔪᖏᖅᓯᒪᓪᓚᕆᑦᑐᒍᓂᓛᒃ ᐱᓕᕆᐊᕆᔭᑦᑎᓐᓄᑦ,
ᐃᖅᑲᓇᐃᔭᖅᑎᖃᑦᑎᐊᖅᑐᑕᓗ ᐱᔪᒍᑦ ᑖᒃᑯᐊᓗ
ᖁᔭᓐᓇᒦᕈᒪᓪᓗᒋᑦ ᑕᕝᕙᓃᑦᑐᑦ ᑎᑎᕋᕐᕕᒦᑦᑐᓪᓗ ᑲᑎᒪᔩᑦ
ᑭᒡᒐᑐᕐᓗᒋᑦ ᑕᒪᐅᓐᖓ ᑎᑭᒍᓐᓇᖅᓯᓯᒪᓂᑦᑎᓐᓄᑦ.
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I also want to make sure that the Standing
Committee and the other Members know
that we’re not hiding anything in our
books. We’re trying to do the best we can
within the mandate given to us. We’re
bound by legislation that we have to
work with.
Having said that, we do require help from
others and one of them is spreading the
word of what our mandate is. The more
people talk about us to their constituents,
the more they approach us to ask
questions. It’s a winning situation for all
of us if we share the information.
We’re certainly open to any other
questions that the Members might have.
They can go directly to Sherri if there are
some questions that they want answered
before they go on the radio stations or
share information in their newsletters.
Any clarification, we’re certainly open to
sharing that.

ᓇᓗᓇᐃᕐᕕᒋᔪᒪᓪᓗᒋᓪᓗ ᑲᑎᒪᔨᕋᓛᑦ ᐊᓯᖏᓪᓗ
ᖃᐅᔨᒪᖁᓪᓗᒋᑦ ᐃᔨᕋᖅᑐᐊᖃᓐᖏᓯᐊᕋᑦᑕ ᑭᓱᑐᐃᓐᓇᕐᒥᒃ
ᐊᓪᓚᒃᓯᒪᔪᖁᑎᑦᑎᓐᓂ, ᖃᓄᓕᒫᕈᓐᓇᑕᑦᑎᓐᓂᒃ
ᐱᓕᕆᓇᓱᒃᑲᑦᑕ ᑎᓕᐅᕈᑎᒋᓯᒪᔭᕗᑦ ᒪᓕᒃᑐᒍ.
ᒪᓕᒋᐊᖃᖅᑐᖃᖅᐳᒍᑦ ᒪᓕᒐᓕᐊᖑᓯᒪᔪᑎᒍᑦ.

ᑖᓐᓇᐅᒐᓗᐊᖅᑎᓪᓗᒍ ᐃᑲᔪᖅᑕᐅᖃᑦᑕᕆᐊᖃᓲᖑᒻᒥᔪᒍᑦ
ᐊᓯᑦᑎᓐᓄᑦ, ᐃᓚᖓᓪᓗ ᑐᓴᐅᒪᑎᑦᑎᒋᐊᕋᓱᓐᓂᕐᒥᒃ
ᑭᓱᓂᒃ ᐱᓕᕆᐊᒃᓴᖃᕐᒪᖔᑦᑕ. ᑕᕝᕘᓇ
ᐅᖃᐅᓯᐅᕙᓪᓕᐊᒍᑦᑕ ᓂᕈᐊᖅᑎᖁᑎᒋᔭᔅᓯᓐᓄᑦ,
ᓇᓗᓇᓐᖏᑦᑐᖅ ᐅᐸᒍᑎᔭᐅᓂᖅᓴᐅᓂᐊᖅᑐᒍᑦ
ᐊᐱᖅᑯᑎᖃᑐᐊᕌᖓᑕ. ᑕᒪᓐᓇ ᐱᐅᓪᓚᕆᑦᑐᖅ
ᑐᓴᐅᒪᖃᑎᒌᑦᑎᐊᖃᑦᑕᕈᑦᑕ.
ᒪᑐᐃᖓᑦᑎᐊᖅᑐᒍᓪᓗ ᐊᐱᖅᑯᑕᐅᒃᑲᓐᓂᕈᒪᒐᔭᖅᑐᓂᒃ
ᑲᑎᒪᔨᕋᓛᒃᑯᓐᓂᒃ, ᐅᐸᒍᑎᒍᓐᓇᖅᑐᑦ ᓯᐊᕆᒧᑦ,
ᑐᓴᐅᒪᑎᑦᑎᓪᓗᑎᓪᓘᓐᓃᑦ ᓄᓇᓕᓐᓂ ᓈᓚᐅᑎᑎᒍᑦ
ᑐᓴᒐᒃᓴᑎᒍᓪᓘᓐᓃᑦ ᑎᑎᖅᑲᑎᒍᑦ.
ᑐᑭᓯᒋᐊᒃᑲᓐᓂᕈᒪᔪᖃᖅᐸᑦ ᑭᐅᔪᒪᑐᐃᓐᓇᑦᑎᐊᖅᑐᒍᑦ.

We thank you very much for your
hospitality and making us feel welcome
here. (interpretation) Thank you.

ᖁᔭᓐᓇᒦᕕᔾᔪᐊᖅᐸᓯ ᑐᓐᖓᓱᑦᑎᑕᐅᑦᑎᐊᕐᓂᑎᓐᓄᑦ
ᑕᕝᕙᓃᓐᓂᑎᓐᓂ. (ᑐᓵᔨᑎᒎᕈᓐᓃᖅᑐᖅ) ᒪ’ᓇ.

Chairman: Thank you very much. I’m
sure you guys will be looking forward to
our report tabled in the legislature
upcoming and the government’s response
to it as well within 120 days.

ᐃᒃᓯᕙᐅᑕᖅ (ᑐᓵᔨᑎᒍᑦ): ᖁᔭᓐᓇᒦᒻᒪᕆᐊᓗᒃ.
ᓇᓗᓇᓐᖏᑦᑐᖅ ᓂᕆᐅᑦᑎᐊᕐᓂᐊᖅᑐᓯ
ᐅᓂᒃᑳᓕᐊᕆᔪᒫᖅᑕᑦᑎᓐᓂᒃ ᒪᓕᒐᓕᐅᕐᕕᒻᒥ
ᑭᖑᓪᓕᐅᓂᐊᖅᑐᒥ ᑲᑎᒪᓂᐊᖅᑎᓪᓗᒋᑦ ᐊᒻᒪᓗ ᒐᕙᒪᒃᑯᑦ
ᑭᐅᔾᔪᑎᒋᔪᒫᖅᑕᖓᓂᑦᑕᐅᖅ ᐅᓪᓗᐃᑦ 120 ᐃᓗᐊᓂ.

I would just like to remind Members of
the Committee on Social Wellness that
we will be reviewing the Department of
Justice at 1:00 p.m. sharp tomorrow.

ᑲᑎᒪᔩᑦ ᐃᖅᑲᐃᑎᔪᒪᑐᐃᓐᓇᓕᖅᑕᒃᑲ ᑲᑎᒪᔨᕋᓛᑦ
ᐃᓄᓕᒫᑎᒍᑦ ᖃᓄᐃᓐᖏᓯᐊᕐᓂᕐᒧᑦ ᕿᒥᕐᕈᓛᕋᑦᑕ
ᐃᖅᑲᖅᑐᐃᔪᓕᕆᔨᒃᑯᑦ 1:00-ᒧᐊᖅᐸᑦ ᖃᐅᑐᐊᖅᐸᑦ.

Thank you, everyone. We’re adjourned.

ᖁᔭᓐᓇᒦᒃ ᐃᓘᓐᓇᓯ ᑕᕝᕗᖓ ᓄᖅᑲᓚᐅᕐᒥᑕ.

>>Committee adjourned at 16:49

>>ᑲᑎᒪᔨᕋᓛᑦ ᓄᖅᑲᖅᑐᑦ 16:49-ᒥ

106

