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2 ᓇᒻ ᒥᓂᖃᕐ ᓂ ᕐᒧ ᑦ ,  ᓂ ᐅᕕᐊ ᒃ ᓴᖃ ᕐ ᓂ ᕐᒧ ᑦ  &  ᑕᐅᖅ ᓰ ᕐ ᓂᒧ ᑦ  ᐅ ᐸᓗᖓᐃᖅᓯ ᒪᓂᖅ ᐃᓕ ᓐᓂ ᐊ ᕋ ᒃ ᓴᖅ

ᑖᓐᓇ ᓇᒻᒥᓂᖃᖅᑐᓄᑦ, ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐊᒻᒪᓗ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᕐᒧᑦ 
ᐃᓕᓐᓂᐊᕋᒃᓴᖅ ᐅᖃᓕᒫᒐᖅ ᑐᑭᒧᐊᕈᑎᒋᕙᑦ ᐃᓕᓐᓂᐊᕐᓗᑎᑦ ᖃᓄᖅ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ 
ᐊᒻᒪᓗ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᒍᓐᓇᕐᒪᖔᖅᐱᑦ. ᑖᔅᓱᒥᖓ ᐱᓐᓂᕈᕕᑦ ᐅᖃᓕᒫᒐᕐᒥᒃ 
ᑎᑎᕋᕐᕕᒃᓴᒥᒃ ᐃᓕᓐᓂᐊᖃᑕᐅᓂᕐᒧᑦ, ᐃᓕᓴᐃᔩᑦ ᐊᔪᕆᖅᓱᐃᔾᔨᓂᐊᖅᑐᖅ ᐊᕕᑦᑐᖅᓯᒪᓂᖏᓐᓂᑦ 
ᒪᓕᒐᒃᓴᒥᒃ ᑖᔅᓱᒥᖓ, ᐃᓕᓐᓂᐊᕈᑎᒋᔭᐅᓗᓂ ᐃᓕᓐᓂᐊᕐᕕᒻᒥ ᐊᒻᒪᓗᑦᑕᐅᖅ ᐱᔭᕆᐊᑭᑦᑐᒃᑯᑦ 
ᑕᑯᓂᐊᕈᑎᒋᔪᓐᓇᓛᕋᕕᐅᒃ ᓇᒻᒥᓂᖃᖅᑎᓪᓗᑎᑦ. 

ᖃᐅᔨᓂᐊᖅᑐᑎᑦ ᑕᕝᕙᓂ ᐅᖃᓕᒫᒐᕐᓂ ᑎᑎᕋᕐᕕᒃᓴᓕᓐᓂ, ᐃᓚᖏᑦ ᑕᐃᒎᓰᑦ ᐊᑖᒍᑦ 
ᑎᑎᕋᕐᕕᐅᓯᒪᒻᒪᑕ, ᓇᓗᓇᐃᖅᓯᒍᑕᐅᓪᓗᓂ ᓯᕗᓪᓕᖅᐹᕐᒥ ᐱᒋᐊᕈᑎᒋᔭᐅᒻᒪᑦ ᑕᐃᒎᓰᑦ 
ᓄᑖᖑᒍᓐᓇᖅᑐᑦ ᐅᕝᕙᓘᓐᓃᑦ ᖃᐅᔨᒪᔭᐅᔪᓐᓇᖅᑐᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ. ᑖᒃᑯᐊ ᑕᐃᒎᓰᑦ 
ᐊᒻᒪᓗᑦᑕᐅᖅ ᐊᓯᖏᑦ ᐱᖃᓯᐅᔾᔭᐅᓯᒪᕗᑦ ᑕᐃᒎᓰᑦ ᑐᑭᖏᓐᓂᒃ ᐃᓚᖓᓂᒃ ᑐᓄᐊᓂ ᑖᔅᓱᒪᑉ 
ᐅᖃᓕᒫᒐᑉ, ᑕᒪᐃᓐᓂ ᑐᕌᖓᔪᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐊᒻᒪᓗ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔪᑦ 
ᐱᓕᕆᐊᑦ. 

ᐅᓪᓗᒥᐅᔪᖅ ᐳᓚᕋᒋᐊᖅᑐᓲᑦ ᐱᔭᕆᐊᑐᓛᖑᓕᕐᒪᑕ ᐅᐊᑦᑎᐊᕈ ᑕᐃᒪᐃᔪᙱᒃᑲᓗᐊᖅᑐᑎᑦ. 
ᐱᔨᑦᑎᕋᕈᑎᓂᑦ ᕿᓂᖅᑐᑦ ᐊᒻᒪᓗ ᐊᑐᕈᒪᓪᓗᑎᑦ ᓂᕆᐅᒋᔭᖏᓐᓂᒃ ᐊᑐᕐᓂᐊᕋᓱᒋᓪᓗᑎᑦ. 
ᖃᕋᓴᐅᔭᒃᑯᑦ ᖃᐅᔨᓴᕈᓐᓇᓂᖅᓴᐅᑦᑎᐊᕕᐅᑎᓕᕐᒪᑕ ᐊᒻᒪᓗ ᓄᓇᕐᔪᐊᕐᒥ ᑐᑭᓯᒋᐊᕈᑎᖏᓐᓂᒃ 
ᑕᑯᓂᐊᑐᐃᓐᓇᕈᓐᓇᓕᖅᑐᑎᑦ ᐊᒡᒐᑐᐊᖏᑦ ᐊᑐᕐᓗᓂᒋᑦ ᖃᕋᓴᐅᔭᒃᑯᑦ ᖃᐅᔨᓴᕐᓗᑎᑦ. 

ᐅᑭᐅᖅᑕᖅᑐᒥ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᕗᑦ ᐊᑐᖅᑕᐅᒍᓐᓇᑦᑎᐊᕈᓐᓇᖁᓪᓗᒍ, ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᐱᓕᕆᐊᖃᓲᑦ ᖃᐅᔨᒪᑦᑎᐊᕆᐊᓖᑦ ᑐᓴᐅᒪᑎᑦᑎᑦᑎᐊᖃᑦᑕᕋᓗᐊᕐᒪᖔᕐᒥᒃ ᐱᔨᑦᑎᕋᑦᑎᐊᕐᓗᑎᓪᓗ 
ᐱᔨᑦᑎᕋᕐᓂᐊᖅᑕᖏᓐᓄᑦ. ᑕᒪᓐᓇ ᐃᓕᓐᓂᐊᕋᒃᓴᖅ ᐋᖅᑭᓱᖅᑕᐅᓯᒪᕗᖅ ᐃᑲᔪᖅᑐᖅᑕᐅᖁᓪᓗᒋᑦ 
ᑐᑭᓯᐅᒪᓂᖏᑦ, ᐊᒻᒪᓗ ᑐᑭᒧᐊᑦᑎᑕᐅᖁᓪᓗᒋᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐱᓕᕆᐊᖃᓲᑦ 
ᓇᒻᒥᓂᖁᑎᖃᕐᓂᕐᒧᑦ, ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐊᒻᒪᓗ/ᐅᕝᕙᓘᓐᓃᑦ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᖁᓪᓗᒋᑦ. 

ᑕᒪᐃᓐᓂ ᑐᑭᓯᒋᐊᕈᑏᑦ ᑐᓂᔭᒥᓂᐅᔪᑦ ᐊᑎᓕᐅᖅᑐᖃᖅᑎᓪᓗᒍ ᑖᔅᓱᒧᖓ ᐃᓕᓐᓂᐊᕋᒃᓴᒧᑦ 
ᐅᕝᕙᓘᓐᓃᑦ ᐱᔪᒥᓂᐅᔪᓄᑦ ᑖᒃᑯᓂᖓ ᐅᖃᓕᒫᒐᕐᓂᒃ ᑎᑎᕋᕐᕕᒃᓴᓂᑦ ᑲᙳᓇᖅᑐᒦᑎᑕᐅᓂᐊᖅᑐᑦ. 
ᐃᕝᕕᑐᐊᖅ ᐊᒻᒪᓗ ᓄᓇᕗᒻᒥ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ 
(DMO) ᑕᑯᓂᐊᖅᑐᑑᒍᓐᓇᓂᐊᖅᑐᑦ ᑐᑭᓯᒋᐊᕈᑎᓂᑦ ᑐᓂᔭᒥᓂᕐᓂᑦ. ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ 
ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᒋᔭᐃᑦ ᓄᐊᑦᑎᒻᒪᑕ ᑕᒪᒃᑯᓂᖓ ᑐᑭᓯᒋᐊᕈᑎᓂᑦ ᖃᐅᔨᓴᖁᓪᓗᒋᑦ ᖃᓄᖅ 
ᐃᑲᔪᖅᑐᐃᒃᑲᓐᓂᕈᓐᓇᕐᒪᖔᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐃᓕᓐᓂᐊᓂᕐᒥᒃ, ᑐᑭᓯᐅᒪᓗᑎᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓃᑦ 
ᐊᒻᒪᓗ ᐃᑲᔪᕐᓗᑎᑦ ᐱᐅᓯᑎᒋᐊᕐᔫᒥᓂᐊᕋᕕᒋᑦ ᐊᑐᖅᑕᐅᖔᕋᓱᐊᕐᓃᑦ ᐊᓯᖕᓂᑦ ᓇᒻᒥᓂᖁᑎᓕᖕᓂᑦ 
ᐊᒻᒪᓗ ᓂᐅᕕᕐᕕᐅᓂᖅᓴᐅᓕᕐᓗᑎᑦ.

ᖃᓄᖅ ᐊᑐᕈᓐᓇᕐᒪᖔᖅᐱᐅᒃ ᑖᓐᓇ ᐅᖃᓕᒫᒐᖅ



ᐱᒋᐊᕐᓂᖓ: 

A. ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐊᒻᒪᓗ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ 
ᐱᓕᕆᐊᖓ

B. ᖃᓄᖅ ᑐᑭᖃᕐᒪᖔᖅ ᓇᒻᒥᓂᖁᑎᖃᕐᓗᓂ, ᓂᐅᕕᐊᒃᓴᖃᖃᑦᑕᕐᓗᓂ 
ᐊᒻᒪᓗ ᑕᐅᖅᓰᖃᑦᑕᕐᓗᓂ ᐅᐸᓗᖓᐃᖅᓯᒪᓗᓂ

C. ᐱᒻᒪᕆᐅᓂᖏᑦ ᒪᓕᑦᑕᐅᔭᕆᐊᖃᓲᑦ

D. ᐃᑲᔪᕐᓂᖃᕐᓂᖏᑦ ‘ᐅᐸᓗᖓᐃᖅᓯᒪᓗᓂ’

E. ᖃᓄᐃᖅ ᖃᐅᔨᓴᕈᓐᓇᕐᒪᖔᖅᐱᑦ ᓇᒻᒥᓂᖁᑏᑦ ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ, 
ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᕝᒡᕙᓘᓐᓃᑦ ᑕᐅᖅᓰᓂᕐᒧᑦ 
ᐅᐸᓗᖓᐃᖅᓯᒪᓕᕐᒪᖔᕐᒥᒃ

ᑕᕝᕙᓂ ᐃᓕᓐᓂᐊᕋᒃᓴᒥ, ᐃᓕᓐᓂᐊᕐᓂᐊᖅᑐᑎᑦ ᐅᑯᓂᖓ:



4 ᓇᒻ ᒥᓂᖃᕐ ᓂ ᕐᒧ ᑦ ,  ᓂ ᐅᕕᐊ ᒃ ᓴᖃ ᕐ ᓂ ᕐᒧ ᑦ  &  ᑕᐅᖅ ᓰ ᕐ ᓂᒧ ᑦ  ᐅ ᐸᓗᖓᐃᖅᓯ ᒪᓂᖅ ᐃᓕ ᓐᓂ ᐊ ᕋ ᒃ ᓴᖅ

ᐱᒋᐊᕐᓂᖓ

A. ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᑕᐅᖅᓰᓂᕐᒧᓪᓗ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ ᐱᓕᕆᐊᖅ
ᑐᙵᓱᒋᑦ ‘ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᑕᐅᖅᓰᓂᕐᒧᓪᓗ ᐅᐸᓗᖓᐃᕐᓗᓂ’ 
ᐳᓚᕋᑦᖅᑐᓕᕆᕙᑦᑐᓄᑦ. ᑖᓐᓇ ᐃᓕᓐᓂᐊᕐᓂᕐᒧᑦ ᐅᖃᓕᒫᒐᑦ 
ᑎᑎᕋᕐᕕᐅᒍᓐᓇᖅᑐᓂᓗ ᐃᓚᒋᔭᐅᕗᖅ ᐃᓕᓐᓂᐊᕋᒃᓴᖕᓄᑦ 
ᐃᑲᔪᖅᑕᐅᖁᓪᓗᑎᑦ ᐊᑭᑦᑐᕋᐅᑎᖃᑕᐅᓂᐊᕋᕕᑦ ᓄᓇᕐᔪᐊᕐᒥ 
ᐳᓚᕋᖅᑐᓕᕈᕆᓂᕐᒧᑦ. ᓇᒻᒥᓂᖁᑎᖃᖅᓯᒪᒐᓗᐊᕈᕕᓪᓘᓐᓃᑦ 10+ ᐊᕐᕌᒍᓄᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐃᓕᓐᓂᐊᖅᓯᒪᓗᑎᑦ, ᐅᕝᕙᓘᓐᓃᑦ ᐸᕐᓇᒃᑯᙱᑦ ᓄᑖᕐᒥᒃ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓇᒻᒥᓂᖁᑎᑖᕐᓂᐊᕐᓗᑎᑦ, ᑖᓐᓇ ᐃᑲᔫᑎᐅᔪᖅ ᓄᑖᕐᓂᑦ 
ᑐᑭᓯᒋᐊᕈᑎᓕᒃ, ᐃᑲᔫᑎᓕᓐᓂᒃ ᑲᓱᖅᑕᕈᑎᖃᖅᑐᓂ ᐊᒻᒪᓗ ᐱᒻᒪᕆᐅᔪᓂᑦ 
ᐃᓕᓐᓂᐊᕋᒃᓴᖅᑕᖃᖅᑐᓂ ᐃᑲᔪᖅᑐᖅᑕᐅᖁᓪᓗᒋᑦ Tourism Suppliers 
ᓇᒻᒥᓂᖁᑎᖏᑦ ᐊᑐᕐᓂᐊᑎᓪᓗᒋᑦ. 

ᑲᓇᑕᑉ ᐅᑭᐅᖅᑕᖅᑐᖓᓂ ᐊᕕᑦᑐᖅᓯᒪᔪᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᐊᑐᕐᔫᒥᑎᑦᑎᔪᑦ ᑲᓇᑕᑉ ᐅᑭᐅᖅᑕᖅᑐᖏᑕ ᐊᕕᑦᑐᖅᓯᒪᔪᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓴᖅᑭᔮᕆᐊᕐᔫᒥᑎᑦᑎᔩᑦ ᑲᑎᒪᔨᖏᑦ (PNTMC) 
ᐱᓕᕆᖃᑎᒌᒍᑕᐅᕗᖅ ᑲᓇᑕᑉ ᐅᑭᐅᖅᑕᖅᑐᖓᓂ ᐊᕕᑦᑐᖅᓯᒪᔪᖏᓐᓂᑦ − 
ᓄᓇᕗᑦ ᐳᓚᕋᖅᑐᓕᕆᔨᖏᑦ, ᓄᓇᑦᓯᐊᖅ ᐳᓚᕋᖅᑐᓕᕆᓂᖏᑦ ᐊᒻᒪᓗ ᔫᑳᓐ 
ᒐᕙᒪᒃᑯᑦ ᐳᓚᕋᖅᑐᓕᕆᔨᖏᑦ ᐃᓕᖅᑯᓯᓕᕆᔨᖏᓪᓗ, ᐊᒻᒪᓗ ᑐᑭᒧᐊᑦᑎᑦᑎᔩᑦ 
ᑲᑎᒪᔨᕋᓛᖃᐅᖅᑐᑎᑦ ᓄᓇᕗᑦ ᒐᕙᒪᖏᓐᓂ, ᓄᓇᑦᓯᐊᑉ ᒐᕙᒪᖏᓐᓂ 
ᐊᒻᒪᓗ ᔫᑳᓐ ᒐᕙᒪᖏᓐᓂ. ᑖᒃᑯᐊ ᐱᓕᕆᖃᑎᒌᓐᓂᖏᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᓂᐅᕕᐊᒃᓴᖃᕋᓱᐊᓲᑦ ᐊᑐᓂ ᐊᕕᑦᑐᖅᓯᒪᔪᓂᑦ. ᑕᐃᔭᐅᓪᓗᑎᑦ 
ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ (DMOs), 
ᐃᖅᑲᓇᐃᔭᖃᑎᒌᒃᓯᒪᔪᑦ ᐊᒥᓱᓂᑦ ᓂᐅᕐᕈᕕᐅᒐᓱᐊᕐᓂᕐᒧᑦ ᐱᓕᕆᐊᓂᑦ, 
ᐊᒻᒪᓗ 2015-ᖑᑎᓪᓗᒍ ᓴᖅᑮᓚᐅᖅᑐᑦ ᐱᓕᕆᐊᕐᒥᒃ ᐋᖅᑭᑦᑕᐅᖁᓪᓗᒋᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᒪᓕᑦᑕᐅᔭᕆᐊᓕᖕᓂᒃ ᐱᖓᓱᓄᑦ ᐊᕕᑦᑐᖅᓯᒪᔪᓄᑦ. 
ᒪᓕᑦᑕᐅᔭᕆᐊᓖᑦ ᐃᓕᓐᓂᐊᕐᓂᐊᖅᑕᑎᑦ ᑕᕝᕙᙶᖓᔪᑦ ᐱᓕᕆᐊᕐᒥ.

ᔪᓚᐃ 2015 ᐊᒻᒪᓗ ᕖᕝᕗᐊᕆ 2015 ᐊᑯᕐᖓᖏᓐᓂ, ᑖᒃᑯᐊ ᑲᓇᑕᑉ 
ᐅᑭᐅᖅᑕᖅᑐᖓᓂ ᐊᕕᑦᑐᖅᓯᒪᔪᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ 
ᓄᐊᑦᑎᓚᐅᖅᑐᑦ ᑐᑭᓯᒋᐊᕈᑎᓂ ᐅᑭᐅᖅᑕᖅᑐᒥ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒨᖓᔪᓂᑦ 
ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᕙᑦᑐᓂᑦ, ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᓂᑦ 

ᐊᒻᒪᓗ ᐊᓯᖏᓐᓂᒃ ᑲᓇᑕᒥ ᓂᐅᕐᕈᕕᐅᕙᑦᑐᓂᑦ ᐋᖅᑭᒃᓱᐃᓯᒪᔪᑦ 
ᒪᓕᑦᑕᐅᔭᕆᐊᓕᓐᓂᒃ, ᐃᓕᒃᑲᓐᓂᖁᓪᓗᒋᑦ ᐃᑲᔫᑎᒃᓴᑦ ᐊᑐᐃᓐᓇᐅᒪᔪᑦ 
ᐱᕈᖅᐸᓪᓕᐊᖁᓪᓗᒍ ᐳᓚᕋᖅᑐᓕᕆᓂᖅ ᐊᒻᒪᓗ ᐊᑐᖅᑕᐅᔫᒥᓗᓂ 
ᐊᑭᑦᑐᕋᐅᑎᔪᖃᕐᓂᖅᓴᐅᖁᓪᓗᒍ, ᓂᐅᕕᐊᒃᓴᖃᖃᑦᑕᑎᓪᓗᒋᑦ ᓂᐅᕐᕈᐊᓄᑦ 
ᐅᕝᕙᓘᓐᓃᑦ ᑕᐅᖅᓰᑎᑦᑎᔨᐅᓲᑦ ᐱᓕᕆᖃᑎᒋᔭᐅᔪᑦ ᓄᓇᕐᔪᐊᕐᒥ 
ᓂᐅᕕᐊᒃᓴᖃᓲᑦ. 

ᑕᐃᑲᙵᑦ ᖃᐅᔨᓵᕐᒥᒃ ᐊᒻᒪᓗ ᑐᓴᕆᐊᕐᕕᖃᓚᐅᖅᑎᓪᓗᒋᑦ 
ᐳᓚᕋᖅᑐᓕᕆᕙᑦᑐᓂᑦ, ᑖᒃᑯᐊ ᑲᓇᑕᑉ ᐅᑭᐅᖅᑕᖅᑐᖓᓂ ᐊᕕᑦᑐᖅᓯᒪᔪᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᐋᖅᑭᒃᓱᐃᓚᐅᖅᑐᑦ ᓄᑖᕐᒥᒃ 
ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ, ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐊᒻᒪᓗ ᑕᐅᖅᓰᓗᓂ 
ᐅᐸᓗᖓᐃᖅᓯᒪᓂᕐᒧᑦ ᒪᓕᑦᑕᐅᔭᕆᐊᓖᑦ. 

(ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᑕᐅᖅᓰᓂᕐᒧᓪᓗ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖏᑦ 
ᒪᓕᑦᑕᐅᕙᑦᑐᑦ ᓂᕆᐅᒋᔭᐅᔪᑦ. ᑖᒃᑯᐊ ᒪᓕᑦᑕᐅᔭᕆᐊᓖᑦ ᓇᓂᔭᐅᔪᓐᓇᖅᑐᑦ 
ᐅᕙᓂ ᖃᕋᓴᐅᔭᒃᑯᑦ tradereadynorth.ca ᐊᒻᒪᓗ ᐱᖃᓯᐅᔾᔭᐅᓯᒪᓪᓗᑎᑦ 
ᑐᑭᒧᐊᕈᑎᒋᔭᐅᓪᓗᐊᕐᓗᑎᑦ ᑖᔅᓱᒧᖓ ᐃᓕᓐᓂᐊᕋᒃᓴᒧᑦ. 

ᑎᑭᓐᓇᓱᐊᕐᒪᒍᓕ ᑕᒪᔅᓱᒪᑉ ᓇᒻᒥᓂᖁᑎᖃᕐᓂᖅ, ᓂᐅᕕᐊᒃᓴᖃᕐᓂᖅ 
ᐊᒻᒪᓗ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 
(ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᑕᐅᖅᓰᓂᕐᒧᓪᓗ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖏᑦ ᒪᓕᑦᑕᐅᕙᑦᑐᑦ 
ᓂᕆᐅᒋᔭᐅᔪᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᕐᒧᑦ ᐱᓕᕆᐊᖅ) ᓴᙱᓂᖅᓴᒥᒃ ᐊᒻᒪᓗ 
ᐊᑭᑦᑐᕋᐅᑎᓇᕐᓂᖅᓴᒥᒃ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ ᓴᖅᑮᑎᑦᑎᓇᓱᐊᖅᑐᖅ 
ᑲᓇᑕᑉ ᐅᑭᐅᖅᑕᖅᑐᖓᓂ. ᓇᒻᒥᓂᖁᑎᖃᕐᓂᖅ, ᓂᐅᕕᐊᒃᓴᖃᕐᓂᖅ ᐊᒻᒪᓗ 
ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ ᐃᓕᓐᓂᐊᕋᒃᓴᖅ ᐊᒻᒪᓗ ᐃᑲᔫᑎᖏᑦ 
(ᖃᕋᓴᐅᔭᒃᑰᒐᓗᐊᕈᑎᑦ ᐃᓕᓐᓂᐊᕐᓂᑯᓪᓘᓐᓃᑦ) ᐅᓂᒃᑲᐅᑕᐅᕗᑦ 
ᑐᑭᓯᐅᒪᓕᖁᓪᓗᑎᑦ ᖃᓄᐃᓕᐅᕆᐊᖃᕐᓂᕐᓂ ᐅᐸᓗᖓᐃᖅᓯᒪᖁᓪᓗᑎᑦ.

ᔫᑳᓐᒥ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ
ᐅᖄᓚᐅᑎᖓ:  
867-667-8723 

ᖃᕋᓴᐅᔭᒃᑯᑦ:  
industryservices@gov.yk.ca

ᓄᓇᑦᓯᐊᕐᒥ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ
ᐅᖄᓚᐅᑎᖓ:  
867-873-5007  

ᖃᕋᓴᐅᔭᒃᑯᑦ:  
info@spectacularnwt.com

ᓄᓇᕗᑦ ᐳᓚᕋᖅᑐᓕᕆᔨᖏᑦ: 
ᐅᖄᓚᐅᑎᖓ:  
867-979-6551 

ᖃᕋᓴᐅᔭᒃᑯᑦ:  
members@nunavuttourism.com 



5T R A D E R E A D Y N O R T H . C A

ᐱᒋᐊᕐᓂᖓ

B. ᖃᓄᖅ ᑐᑭᖃᕐᒪᖔᖅ ᓇᒻᒥᓂᖁᑎᖃᕐᓂᕐᒧᑦ, ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ 
ᐊᒻᒪᓗ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ

This learning program will share with tourism suppliers:

•	What Business/Market/Trade Ready is;

•	Why BMT Standards are important;

•	Expectations of consumers and the Travel Trade;

•	How BMT standards fit into expanded marketing 
Distribution Sales Channels; and

•	Tools to help you determine what standard level  
is a fit for your business.

ᖃᓄᖅ ᑕᐅᑦᑐᖃᕐᒪᑦ 
ᓂᐅᕕᐊᒃᓴᖃᕐᓗᓂᐱᔨᑦᑎᖅᑕᐅᓲᒧᑦ ᐅᕝᕙᓘᓐᓃᑦ 
ᐊᐅᓪᓚᕐᓗᓂᑕᐅᖅᓰᑎᑦᑎᕕᑎᒍᑦ?
ᐊᓪᓕᕐᒥ ᑕᐅᑐᒐᒃᓴᐅᔪᖅ ᐊᔾᔨᒌᙱᑦᑐᑦ ᐊᖅᑯᑎᐅᓲᑦ ᐊᑐᖅᑕᐅᓪᓗᑎᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᔨᐅᔪᖅ ᓂᐅᕕᐊᒃᓴᖃᕈᓐᓇᖅᑐᖅ 
(Distribution Sales Channels).

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦᓂᐅᕕᐊᒃᓴᖃᕈᑏᑦ ᓇᐅᒃᑰᖓᓲᖑᓂᖏᑦ ᐊᑐᖅᑕᐅᓲᖏᑦ

1. ᐊᑐᕐᓂᐊᖅᑐᑦ ᓂᐅᕐᕈᐊᑦ ᓂᐅᕕᖅᑎᑕᐅᓪᓗᑎᑦ
END CONSUMER

END CONSUMER

END CONSUMER

END CONSUMER

TRAVEL  
AGENT

TRAVEL  
AGENTTOUR OPERATOR

RECEPTIVE  
TOUR OPERATOR

END CONSUMER

END CONSUMER

END CONSUMER

END CONSUMER

TRAVEL  
AGENT

TRAVEL  
AGENT

TOUR OPERATOR

TOURISMSUPPLIER

2. ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔩᓪᓗ

�� � � � � � � � � � � � � � �  . �  �

ᐱᒋᐊᕐᓂᖓ

�. ᖃᓄᖅ ᑐ�ᖃᕐᒪᖔᖅ ᓇᒻᒥᓂᖁᑎᖃᕐᓂᕐᒧᑦ� ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐊᒻᒪᓗ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓗᓂ

ᐅᐸᓗᖓᐃᖅᓯᒪᓗᓂ ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ� ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐊᒻᒪᓗ�
ᐅᕝᕙᓘᓐᓃᑦ ᑕᐅᖅᓰᓂᕐᒧᑦ ᑐ�ᓯᐅᒪᓂᐅ�ᖅ ᖃᓄᖅ ᐊᐅᓚᑦᑎᔪᓐᓇᕐᒪᖔᖅ 
ᓂᐅᕕᐊᒃᓴᐅᔪᑦ ᐊᑐᐊᒐᖏᓐᓂᑦ ᐊᒻᒪᓗ ᒪᕐ�ᓐᓂᒃ ᐊᔾᔨᒌᙱ�ᓐᓂᒃ 
ᐱᔨᑦᑎᑕᐅᓲᓂᑦ.  ᓇᒻᒥᓂᖁᑎᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ ᑐ�ᓕᒃ 
ᓇᒻᒥᓂᖁᑎᓕᐅᔪᖅ ᑕᒪᐃᓐᓂᓕ�ᖅ ᓚᐃᓴᓐᓯᖃᕐᒪᑦ� ᐱᔪᓐᓇᐅᑎᖃᖅᑐᓂ 
ᐊᒻᒪᓗ ᓇᓪᓕᐅᒃᑯ�ᖅᓯᒪᓪᓗᓂ ᐊᐅᓚᓂᖃᖁᓪᓗᒍ ᐱᖁᔭᖅᑎᒍᑦ.  
ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ ᑐ�ᐊᖅᑐᖅ 
ᓂᐅᕕᖅᑎᑦᑎᖃᑦᑕᕐᓗᓂ ᓂᐅᕕᓲᕐᓄᑦ ᐃᓄᓐᓄᑦ ᐊᒻᒪᓗ ᑕᐅᖅᓰᓂᕐᒧᑦ 
ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ ᑐᕌᖓᔪᖅ ᓂᐅᕕᐊᒃᓴᖃᖃᑦᑕᕐᓗᓂ ᐊᓯᐊᑎ�ᖅᑐᒃᑯᑦ 
������������ ����� ��������  ᓂᐅᕕᐊᒃᓴᖃᖁᓪᓗᒍ ᐊᒥ�ᒃᑲᓐᓂᕐᓄᑦ 
ᐱᔨᑦᑎᕋᖅᑕᐅᓂᐊᖅᑐᓄᑦ.

�ᓐᓇ ᐱᓕᕆᐊᖅ ᐃᑲᔪᕈᑎᒋᔭᐅᓇ�ᐊᖅᑐᖅ �ᒃᑯᓄᖓ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᓲᑦ ᐊᐅᓚᑦᑎᖁᓪᓗᒋ ᓂᐅᕕᐊᒃᓴᖏᓐᓂᑦ� ᐊᒻᒪᓗ 
ᐊᑐᐊᒐᓕᐅᖁᓪᓗᒋᑦ ᒪᓕᓐᓂᐊᕐᒪᑕ ᒪᓕᑦᑕᐅᔭᕆᐊᓕᖕᓂᒃ 
ᓂᐅᕕᐊᒃᓴᖃᖅᑎᓪᓗᒋᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᖅᑕᐅᓂᐊᖅᑐᓂᑦ. 

�ᓐᓇ ᐃᓕᓐᓂᐊᕋᒃᓴᖅ ᑲᑐᔾᔨᓂᐊᖅᑐᖅ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᐃᓐᓇᐅᒪᑐᑎᑦᑎᓲᓂᑦ� 

• �ᓲᒻᒪᖔᖅ ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ�ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ�ᑕᐅᖅᓰᓂᕐᒧᑦ
ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ�

• �ᒻᒪᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᑕᐅᖅᓰᓂᕐᒧᓪᓗ
ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖏᑦ ᒪᓕᑦᑕᐅᕙᑦᑐᑦ
ᓂᕆᐅᒋᔭᐅᔪᑦ ᐱᒻᒪᕆᐅᒻᒪᖔᖅ� 

• ᓂᕆᐅᒋᔭᑦ ᓂᐅᕕᖅᐸᑦᑐᑦ ᐊᒻᒪᓗ ᐊᐅᓪᓚᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᑎᒍᑦ�

• ᖃᓄᖅ ��� ᒪᓕᑦᑕᐅᔭᕆᐊᓖᑦ ᑐᕌᖓᒻᒪᖔᑕ
•
ᐃᑲᔫᑎᒃᓴᑦ � ᐊᒻᒪᓗ ᓇᓗᓇᐃᕐᓗᑎᑦ ᓇᓗᓇᐃᖅᓯᓂᐊᕋᕕᑦ 
ᖃᓄᐃᑦᑐᓂᑦ ᒪᓕᑦᑕᐅᔭᕆᐊᓕᖕᓂᒃ ᓇᒻᒥᓂᖁᑎᖕᓄᑦ 
ᑐᕌᖓᓂᐊᕐᒪᖔᕐᒥᒃ.  

ᖃᓄᖅ ᑕᐅᑦᑐᖃᕐᒪᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓗᓂ ᐱᔨᑦᑎᖅᑕᐅᓲᒧᑦ 
ᐅᕝᕙᓘᓐᓃᑦ ᐊᐅᓪᓚᕐᓗᓂ ᑕᐅᖅᓰᑎᑦᑎᕕᑎᒍᑦ? 

ᐊᓪᓕᕐᒥ ᑕᐅᑐᒐᒃᓴᐅᔪᖅ ᐊᔾᔨᒌᙱᑦᑐᑦ ᐊᖅᑯᑎᐅᓲᑦ 
ᐊᑐᖅᑕᐅᓪᓗᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᔨᐅᔪᖅ 
ᓂᐅᕕᐊᒃᓴᖃᕈᓐᓇᖅᑐᖅ ������������� ����� ���������.

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᖃᕈᑏᑦ ᓇᐅᒃᑰᖓᓲᖑᓂᖏᑦ ᐊᑐᖅᑕᐅᓲᖏᑦ

�� ᐊᑐᕐᓂᐊᖅᑐᑦ ᓂᐅᕐᕈᐊᑦ ᓂᐅᕕᖅᑎᑕᐅᓪᓗᑎᑦ
ᓂᐅᕕᖅᐸᑦᑐᑦ

ᓂᐅᕕᖅᐸᑦᑐᑦ

ᓂᐅᕕᖅᐸᑦᑐᑦ

ᓂᐅᕕᖅᐸᑦᑐᑦ

ᐊᐅᓪᓚᖅᑐᓕᕆ�

ᐊᐅᓪᓚᖅᑐᓕᕆ�
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᐅᓚᑦᑎ�

���ᐊ��ᑦ
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᐅᓚᑦᑎ�

ᓂᐅᕕᖅᐸᑦᑐᑦ

ᓂᐅᕕᖅᐸᑦᑐᑦ

ᓂᐅᕕᖅᐸᑦᑐᑦ

ᓂᐅᕕᖅᐸᑦᑐᑦ

ᐊᐅᓪᓚᖅᑐᓕᕆ�

ᐊᐅᓪᓚᖅᑐᓕᕆ�

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᐅᓚᑦᑎ�

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐ���ᐅ�ᑎᑦᑎ�

�� ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔩᓪᓗ

ᓂᐅᕕᐊ��ᖃᓂᕐᒧᕐ
ᐅᐸᓗᖓᐃᖅᓯᒪᓕᖅᑐᖅ

ᑕᐅᖅᓰᓂᕐᒧᑦ 
ᐅᐸᓗᖓᐃᖅᓯᒪᓕᖅᑐᒻ

ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᖅᓯᒪᔪᖅ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔪᖅ



6 ᓇᒻ ᒥᓂᖃᕐ ᓂ ᕐᒧ ᑦ ,  ᓂ ᐅᕕᐊ ᒃ ᓴᖃ ᕐ ᓂ ᕐᒧ ᑦ  &  ᑕᐅᖅ ᓰ ᕐ ᓂᒧ ᑦ  ᐅ ᐸᓗᖓᐃᖅᓯ ᒪᓂᖅ ᐃᓕ ᓐᓂ ᐊ ᕋ ᒃ ᓴᖅ

ᐱᒋᐊᕐᓂᖓ

ᑕᑯᔪᓐᓇᖅᑐᑎᑦ ᑎᑎᖅᑐᒐᐅᔭᖅᓯᒪᔪᓂᑦ ᒪᑉᐱᒐᑉ ᐆᒪᑉ ᓯᕗᓂᐊᓂ, 
ᓂᐅᕕᕐᓗᓂ ᐊᑐᕐᓂᐊᖅᑐᒧᑦ ‘ᒪᕐᕉᒃ ᐃᓅᒃ ᑮᓇᐅᔭᓂᒃ ᑕᐅᖅᓰᔫᒃ’. 
ᓂᐅᕕᖅᑎᑦᑎᕙᑦᑐᑎᑦ ᐊᑐᕐᓂᐊᖅᑐᒧᑦ ᓂᐅᕕᖅᑐᒧᑦ ᐊᒻᒪᓗ 
ᑮᓇᐅᔭᑦ ᐱᓪᓗᒋᑦ 10%−ᖑᔪᑦ ᓂᐅᕕᕈᑎᒥᓃᑦ ᓂᐅᕕᐊᒃᓴᖕᓄᑦ 
ᐱᔨᑦᑎᕋᕈᑎᖕᓄᓘᓐᓃᑦ. ᐅᐊᑦᑎᐊᕈᒃᑲᓐᓂᖅ ᑕᕝᕙᓂ ᐃᓕᓐᓂᐊᕋᒃᓴᒥ, 
ᐃᓕᓐᓂᐊᕐᓂᐊᕐᒥᔪᑎᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᖅ ᐊᐅᓪᓚᐸᑦᑐᓄᑦ 
ᑕᐅᖅᓰᔨᒃᑯᑎᒍᑦ ᑖᒃᑯᓄᖓ ᐊᑐᕐᓂᐊᖅᑐᓄᑦ ᓂᐅᕕᓲᓄᑦ. ᑖᓐᓇ 
ᐊᔾᔨᒋᙱᑕᖓ ᓂᐅᕕᐊᒃᓴᕆᔭᐅᔪᑦ ᓇᐅᒃᑰᓲᖑᓂᖏᑦ ᓂᐅᕕᖅᑎᑦᑎᓗᓂ 
ᐊᑐᕐᓂᐊᖅᑐᒧᑦ ᓂᐅᕕᖅᑐᓄᑦ. ᑖᒃᑯᐊ ᐊᐅᓪᓚᐸᑦᑐᓄᑦ ᑕᐅᖅᓰᔨᒃᑯᑦ 
ᑲᒻᐸᓂᐅᒻᒪᑕ ᓂᐅᕕᐊᒃᓴᖃᕐᓗᑎᑦ ᓂᐅᕕᐊᒃᓴᖕᓂᑦ ᐃᓕᖕᓂᑦ 
ᑭᒡᒐᖅᑐᐃᓪᓗᑎᑦ. 

ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕐᓂᐊᕋᓗᐊᕈᕕᓪᓘᓐᓃᑦ ᐊᐅᓪᓚᐸᑦᑐᓄᑦ 
ᑕᐅᖅᓰᑎᑦᑎᔨᒃᑯᑎᒍᑦ, ᖄᖓᒍᑦ ᓂᐅᕕᖅᑐᖃᕋᐃᑉᐸᑦ (ᐊᑭᓖᔾᔪᑏᑦ 
ᓂᐅᕕᖅᑐᖃᓚᐅᖅᑎᓪᓗᒍ) ᐊᑭᓖᒋᐊᖃᕋᔭᖅᑐᑎᑦ ᐊᐅᓪᓚᐸᑦᑐᓄᑦ 
ᑕᐅᖅᓰᑎᑦᑎᔨᒃᑯᑎᒍᑦ ᑲᒻᐸᓂᐅᔪᓄᑦ....ᓂᐅᕕᕐᕕᐅᔭᕋᐃᒍᑎᑦ ᑭᓯᐊᓂ. 

ᐱᒻᒪᕆᐅᕗᖅ ᖃᐅᔨᒪᓗᓂ ᐊᐅᓪᓚᐸᑦᑐᓄᑦ ᑕᐅᖅᓰᔨᒃᑯᑦ 
ᓂᐅᕕᐊᒃᓴᖃᕐᓗᓂ, ᓂᐅᕕᖅᑐᑉ ᐊᑭᖓ ᐊᔾᔨᒋᒐᔭᕐᒪᒍ ᐊᓯᐊᑎᒎᙱᑦᑐᖅ 
ᓂᐅᕕᖅᑎᑦᑎᓂᙱᒃᑲᓗᐊᕈᕕᑦ. ᐆᑦᑑᑎᒋᓗᒍ, ᐊᑭᖃᖅᑎᑦᑎᒍᕕᑦ 
$500−ᓂᑦ, ᑕᒪᐃᓐᓂ ᓂᐅᕕᖅᑐᑦ ᐊᑭᓖᒐᔭᖅᑐᑦ ᐊᑭᖓᓂᒃ. 
ᓂᐅᕕᖅᑎᑦᑎᒍᕕᓪᓕ ᐊᑐᕐᓂᐊᖅᑐᒧᑦ ᐃᓄᒻᒧᑦ ᓂᐅᕕᖅᑐᒧᑦ, ᑖᒃᑯᐊ 
$500−ᖑᔪᑦ ᑕᒪᐃᓐᓂᑦ ᐃᓕᖕᓅᖔᕋᔭᖅᑐᑎᑦ. ᓂᐅᕕᐊᒃᓴᖃᕈᕕᑦ 
ᑖᒃᑯᑎᒎᓇ ᐊᐅᓪᓚᐸᑦᑕᓄᑦ ᑕᐅᖅᓰᔨᓄᑦ, ᐊᑭᓖᔪᖅ ᑖᔅᓱᒥᖓᔅᓴᐃᓐᓇᖅ 
$500−ᓂᑦ ᐊᑭᓖᒐᔭᖅᑐᖅ, ᑭᓯᐊᓂᓕ ᑲᒻᐸᓂᐅᔪᖅ ᓂᐅᕕᐊᒃᓴᓕᒃ 
ᐃᓕᖕᓂᒃ ᑭᒡᒐᖅᑐᐃᓪᓗᓂ, ᑮᓇᐅᔭᓂᑦ ᐊᑭᓕᖅᑕᐅᒐᔭᕐᒥᒻᒪᑦ 
ᐊᖏᕈᑕᐅᓯᒪᔪᒥᒃ ᐊᑭᓕᖅᑕᐅᔾᔪᑎᒃᓴᖏᓐᓂᑦ ᓂᐅᕕᖅᑎᑦᑎᒍᓂ, ᐊᒻᒪᓗ 
ᐃᓕᖕᓂᒃ ᐊᑭᓖᓗᓂ ᐊᒥᐊᒃᑯᖏᓐᓂᑦ.

ᒫᓐᓇᓕ ᑕᐃᒪ ᑖᒃᑯᐊ ᓂᐅᕕᐊᒃᓴᕆᔭᐅᔪᑦ ᓇᐅᒃᑰᓲᖑᓂᖏᑦ 
ᑖᒃᑯᓄᖓ ᒪᓕᑦᑕᐅᔭᕆᐊᖃᓲᑦ ᓂᕆᐅᒋᔭᐅᔪᓄᑦ.

B. ᖃᓄᖅ ᑐᑭᖃᕐᒪᖔᖅ ᓇᒻᒥᓂᖁᑎᖃᕐᓂᕐᒧᑦ, ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ 
ᐊᒻᒪᓗ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ ᑲᔪᓯᔪᖅ
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ᐱᒋᐊᕐᓂᖓ

C. ᐱᒻᒪᕆᐅᓂᖏᑦ ᒪᓕᑦᑕᐅᔭᕆᐊᖃᓲᑦ ᓂᕆᐅᒋᔭᐅᔪᑦ
ᑭᓲᒻᒪᑕ ᐊᒻᒪᓗ ᓱᒻᒪᑦ ᐱᒻᒪᕆᐅᕙᑦ?
ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᑕᐅᖅᓰᓂᕐᒧᓪᓗ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖏᑦ ᒪᓕᑦᑕᐅᕙᑦᑐᑦ 
ᓂᕆᐅᒋᔭᐅᔪᑦ ᐃᑲᔪᓲᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᓲᑦ 
ᐊᑭᑦᑐᕋᐅᑎᒍᓐᓇᓕᖅᑎᑦᑎᓲᑦ ᐅᕝᕙᓘᓐᓃᑦ ᐊᑭᓕᑦᑐᕋᐅᑎᑎᑦᑏᓐᓇᓲᑦ. 
ᓂᐅᕐᕈᕙᑦᑐᑦ ᖃᐅᔨᒪᒻᒪᑕ ᐃᓂᒃᓴᓕᐅᕐᓂᕐᒧᑦ ᐅᕝᕙᓘᓐᓃᑦ ᖁᔭᓈᖅᓯᓂᕐᒧᑦ 
ᐊᑐᐊᒐᖏᓐᓂᑦ ᓄᓇᕐᔪᐊᕐᒥ “ᐊᔾᔨᒌᑦᑐᒡᒍᑕᐅᓪᓗᑎᑦ” ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ. 
ᑐᔪᕐᒥᕕᒻᒥ ᐃᓂᒃᓴᓕᐅᕋᓗᐊᕈᑎᑦ, ᐅᒥᐊᕐᔪᐊᒃᑰᕈᑎᒃᓴᒥᓂᒃ, ᐅᕝᕙᓘᓐᓃᑦ 
ᐅᓪᓗᐃᓐᓇᒃᑯᑦ ᐊᐅᓪᓚᕈᔾᔭᐅᒍᑎᑦ, ᖃᐅᔨᒪᔭᕆᐊᖃᕐᒪᑕ ᖃᓄᐃᑦᑐᒥᒃ 
ᐊᑐᕐᓂᐊᕐᒪᖔᕐᒥᒃ ᖃᓄᐃᑦᑐᒥᓪᓘᓐᓃᑦ ᐱᔨᑦᑎᖅᑕᐅᓂᐊᕐᒪᖔᕐᒥᒃ, 
ᐊᑭᖓ, ᖃᓄᖅ ᐃᓂᒃᓴᓕᐅᖅᑐᒃᓴᐅᒻᒪᖔᕐᒥᒃ, ᖃᖓᒃᑯᑦ 
ᐊᑭᓖᔪᒃᓴᐅᔭᕆᐊᖃᕋᔭᕐᒪᖔᕐᒥᒃ ᖃᐅᔨᒪᒻᒥᓗᑎᑦ ᐊᒻᒪᓗ ᖃᖓᒃᑯᑦ 
ᖁᔭᓈᕐᓂᕈᑎᑦ ᐊᓯᔾᔩᓐᓂᕈᑎᓪᓘᓐᓃᑦ ᐸᕐᓇᐅᑎᓂ ᐊᑭᓕᐅᑎᒥᓂᖏᑦ 
ᐅᑎᖅᑎᒐᒃᓴᐅᒍᓐᓃᕋᔭᕐᒪᖔᕐᒥᒃ ᖃᐅᔨᒪᕆᐊᖃᓲᑦ.

ᐊᑐᓕᖅᑎᑦᑎᑎᓪᓗᑕ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᑕᐅᖅᓰᓂᕐᒧᓪᓗ 
ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖏᑦ ᒪᓕᑦᑕᐅᕙᑦᑐᑦ ᓂᕆᐅᒋᔭᐅᔪᓂᒃ, ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᔨᐅᔪᖅ ᐅᑉᐱᕆᔭᐅᓕᓲᖅ ᓂᐅᕕᕐᕕᖃᕐᓂᐊᖅᑐᓄᑦ. 
ᓂᐅᕕᕐᓂᐊᖅᑐᑉ ᓂᕆᐅᒋᔭᖏᑦ ᑭᖑᕙᙱᑦᑐᒃᑯᑦ ᑭᐅᔭᐅᖃᑦᑕᓂᐊᕐᒪᑕ ᐊᒻᒪᓗ 
ᓱᖅᑯᐃᓇᑦᑎᐊᖅᑐᑯᓗᖕᓂᒃ ᐃᓂᒃᓴᓕᐅᕐᓂᕐᒧᑦ ᖁᔭᓈᖅᓯᓂᕐᒧᓪᓗ ᐊᑐᐊᒐᖓ 
ᒪᓕᑦᑕᐅᓲᖅ ᐱᐅᔫᓂᑎᖏᒍᑦ ᐱᔨᑦᑎᕋᕐᕕᐅᓂᖏᑦ ᖃᐅᔨᒋᐊᕐᕕᖃᖅᑎᓪᓗᒋᑦ 
ᐅᕝᕙᓘᓐᓃᑦ ᐃᓂᒃᓴᓕᐅᖅᑎᓪᓗᒋᑦ.

ᑖᒃᑯᐊ ᓇᒻᒥᓂᖁᑎᖃᕐᓂᕐᒧᑦ, ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᑕᐅᖅᓰᓂᕐᒧᓪᓗ 
ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖏᑦ ᒪᓕᑦᑕᐅᕙᑦᑐᑦ ᓂᕆᐅᒋᔭᐅᔪᑦ ᑐᖔᓂᐅᙱᑦᑐᖅ 
ᒪᓕᑦᑕᐅᔭᕆᐊᖃᓲᑦ ᐃᓱᒪᒃᓴᖅᓯᐅᕈᑎᒋᔭᐅᓗᑎᑦ ᐃᓚᐅᖃᑕᐅᖁᓪᓗᑎᑦ 
ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ 
ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐱᓕᕆᐊᕆᔭᐅᓲᓄᑦ ᐅᕝᕙᓘᓐᓃᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ 
ᐱᓕᕆᐊᕐᓂᒃ ᐊᑐᕈᓐᓇᖁᓪᓗᑎᑦ.

ᐅᐸᓗᖓᐃᖅᓯᒪᔭᕆᐊᖃᕈᑏᑦ ᒪᓕᑦᑕᐅᓲᑦ ᓂᕆᐅᒋᔭᐅᓂᖏᓐᓄᑦ 
ᐃᑲᔪᓲᑦ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᓐᓂ 
ᐃᒻᒥᓂᒃ ᐅᑉᐱᕈᓱᑦᑎᐊᕐᓗᑎᑦ ᓴᖅᑭᔮᕐᔫᒥᑎᑦᑎᒍᓐᓇᕐᓂᖏᓐᓂᒃ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᔪᓂᑦ ᓈᒻᒪᑐᒃᑯᑦ 
ᓂᐅᕕᐊᒃᓴᕆᔭᐅᔪᑦᓇᐅᒃᑰᓲᖑᓂᖏᑦ ᐊᖅᑯᑎᖏᑦ ᐅᕝᕙ 
ᐅᑯᐊ ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᑦ, ᓂᐅᕕᐊᒃᓴᖃᖅᑐᑦ, ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᒪᓕᑦᑕᐅᔭᕆᐊᓲᑦ ᓂᕆᐅᒋᔭᐅᓂᖏᓐᓄᑦ ᒪᓕᑦᑕᐅᔭᕆᐊᓖᑦ ᐋᖅᑭᓱᖅᑕᐅᓯᒪᔪᑦ 
ᑐᓴᕆᐊᕐᕕᖃᓚᐅᖅᑎᓪᓗᒋᑦ ᐳᓚᕋᖅᑐᓕᕆᕙᑦᑐᓂᑦ ᐱᖓᓱᓂᑦ ᑲᓇᑕᑉ 
ᐅᑭᐅᖅᑕᖅᑐᖓᑕ ᐊᕕᑦᑐᖅᓯᒪᔪᖏᓐᓂᑦ, ᑐᓴᕆᐊᕐᕕᖃᖅᑐᒥᓂᐅᓪᓗᑎᓪᓗ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦᑕᐅᖅᓰᔨᓂᑦ, ᐊᒻᒪᓗ ᑐᑭᓯᒋᐊᕈᑎᓂᑦ ᓄᐊᑦᑎᓚᐅᖅᑐᑎᑦ 
ᐊᓯᖏᓐᓂᑦ ᑲᓇᑕᑉ ᐊᕕᑦᑐᖅᓯᒪᔪᖏᓐᓂᑦ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ 
ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᓐᓂ.

ᐊᒥᓱᑦ ᑲᓇᑕᒥ ᐊᕕᑦᑐᖅᓯᒪᔪᑦ ᑕᐃᒪᐃᒻᒥᒻᒪᑕ, ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᑦ, 
ᓂᐅᕕᐊᒃᓴᖃᖅᑐᑦ, ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᒪᓕᑦᑕᐅᔭᕆᐊᓲᑦ 
ᓂᕆᐅᒋᔭᐅᓂᖏᓐᓄᑦ ᑐᑭᒧᐊᕈᑎᒋᔭᐅᕗᑦ ᐱᖓᓱᓄᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᕐᒧᑦ 
ᖁᑦᑎᓐᓂᖃᐅᖅᑐᓄᑦ ᓇᓗᓇᐃᔭᖅᑕᐅᓯᒪᓪᓗᑎᑦ ᐊᓪᓕᕐᒥ.

ᑕᕝᕘᓇ ᐱᓕᒻᒪᓴᕐᓂᕐᒧᑦ ᐱᓕᕆᐊᑎᒍᑦ ᐊᒻᒪᓗ ᑎᑎᕋᕐᕕᓴᒃᑯᑦ, 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᔨᖏᑦ ᑐᑭᓯᒋᐊᕈᑎᓂᑦ ᐱᒻᒪᕆᐅᔪᓂᑦ 
ᐳᓚᕋᖅᑐᓕᕆᕙᑦᑐᓂᑦ ᐱᔪᓐᓇᓂᐊᕐᒥᒻᒪᑕ, ᐱᓕᕆᐊᖃᓲᖑᓂᖏᑦ ᑎᒥᐅᔪᑦ 
ᑲᑐᔾᔨᖃᑎᒌᓪᓗ, ᓇᓗᓇᐃᔭᖅᓯᒪᓂᖏᓐᓂᓗ ᐊᑐᓂ ᑲᓇᑕᑉ ᐅᑭᐅᖅᑕᖅᑐᖏᑕ 
ᐊᕕᑦᑐᖅᓯᒪᓂᖏᓐᓂᑦ, ᐊᒻᒪᓗ ᖃᓄᐃᑦᑑᓂᑦ ᐊᑐᐊᒐᕐᓂᒃ ᐃᓕᖅᑯᓯᕆᔭᐅᓲᓂᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᓲᑦ ᒪᓕᒍᓐᓇᕐᒪᖔᕐᒥᒃ 
ᓂᐅᕕᐊᒃᓴᖃᕐᓗᑎᑦ ᓂᐅᕕᐊᒃᓴᕆᔭᐅᔪᑦ ᓇᐅᒃᑰᓲᖑᓂᖏᑎᒍᑦ.

ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᑕᐅᖅᓰᓂᕐᒧᓪᓗ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖏᑦ 
ᒪᓕᑦᑕᐅᕙᑦᑐᑦ ᓂᕆᐅᒋᔭᐅᔪᑦ:

ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᖅ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖓᓄᑦ ᒪᓕᑦᑕᐅᔭᕆᐊᖃᓲᑦ
ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ ᑐᑭᓕᒃ ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᖅ ᓚᐃᓴᓐᓯᓕᒫᖃᕐᒪᑦ, ᐱᔪᓐᓇᐅᑎᓂᑦ, ᐊᒻᒪᓗ ᓇᓪᓕᐅᒃᑯᒫᕐᓂᒃ 
ᐊᐅᓚᒍᓐᓇᖁᓪᓗᒍ ᐱᖁᔭᕐᒥᒃ ᒪᓕᓪᓗᓂ.

1.	� ᓇᒻᒥᓂᖁᑎᓕᒃ/ᐊᐅᓚᑦᑎᔨ ᖃᐅᔨᒃᑲᖅᑕᐅᔾᔪᑎᖏᑕ ᑐᑭᓯᒋᐊᕈᑎᖏᓐᓂᑦ ᑐᓂᓯᔭᐅᓗᓂ (ᐊᑎᖓ, ᓇᒻᒥᓂᖁᑎᖓᑕ ᐊᑎᖓᓗ, 
ᑐᕌᕈᑎᖓᓗ) ᐅᖄᓚᐅᑎᖓ ᖃᕋᓴᐅᔭᒃᑯᓪᓗ ᑐᕌᕈᑎᖓ ᐱᖃᓯᐅᑎᓗᒋᑦ)

2. 	� ᑕᒪᐃᓐᓂ ᓚᐃᓴᓐᓯᓂᑦ, ᓇᓪᓕᐅᒃᑯᒫᓂᑦᐊᒻᒪᓗᐱᖁᔭᖅᑎᒍᑦᒪᓕᑦᑕᐅᔭᕆᐊᓕᖕᓂᒃᒪᓕᑦᑎᐊᕐᓗᓂ.

ᑭᖑᓪᓕᕐᒥ ᒪᑉᐱᒐᕐᒥ ᑲᔪᓯᓂᐊᖅᑐᑦ
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ᒪᓕᑦᑕᐅᔭᕆᐊᖃᓲᑦ: ᑲᔪᓯᔪᖅ
ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦᒪᓕᑦᑕᐅᔭᕆᐊᖃᓲᑦ
ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᒋᐊᖃᕈᑎᖏᑦ ᒪᓕᑦᑕᐅᔭᕆᐊᖃᓲᑦ ᐊᒻᒪᓗ ᐅᑯᐊᒃᑲᓐᓃᑦ:

ᓂᐅᕕᐊᒃᓴᖃᕐᓗᓂ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ ᑐᕌᖓᔪᖅ ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᖅ ᓂᐅᕕᐊᒃᓴᖃᕋᒥ ᓂᐅᕐᕈᔪᒪᒐᔭᖅᑐᓂᑦ ᐸᕐᓇᐸᓪᓕᐊᔪᓂᑦ, 
ᑐᓴᖅᑎᑦᑎᓲᖅ ᓂᐅᕐᕈᒍᒪᒐᔭᖅᑐᓂᑦ ᐊᕐᕌᒍᓕᒫᕐᒥ,ᐊᒻᒪᓗ ᐅᐸᓗᖓᐃᖅᓯᒪᑦᑎᐊᖅᑐᓂ ᓯᕗᓂᐊᒍᑦ ᐃᓂᒃᓴᓕᐅᕆᔪᓐᓇᓂᐊᕐᒪᑦ.

ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ1. ᖃᕋᓴᐅᔭᒃᑯᑦ ᑐᕌᕈᑎᓕᒃ ᐅᖄᓚᐅᑎᖃᖅᑐᓂᓗ ᐊᕐᕌᒍᓕᒫᖅ ᐊᑐᕋᒃᓴᒥ. ᒪᑐᓯᒪᒍᓂ ᐊᕐᕌᒍᑉ 
ᐃᓚᖓᒍᑦ ᓂᐱᓕᐅᖅᓯᒪᔪᒥᒃ ᑭᐅᔾᔪᑎᖃᑲᐅᑎᒋᔪᖅ ᐅᖄᓚᐅᑎᒃᑯᑎᒍᑦ, ᑭᐅᔾᔪᑎᑎᒍᑦ ᐊᒻᒪᓗ/ᐅᕝᕙᓘᓐᓃᑦ ᖃᕋᓴᐅᔭᖅᑎᒍᑦ. .

ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ2.ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦᓴᖅᑭᔮᕈᑎᖏᓐᓂᒃᐱᖃᓲᖅᓲᕐᓗᒃᐅᖃᓕᒫᒐᕋᓛᑦ,ᐸᐃᑉᐹᕋᓛᕐᓂᑦᑭᒃᑰᒻᒪᖔᕐ
ᒥᒃᑐᑭᓯᒋᐊᕈᑎᓖᑦ,ᐃᑭᐊᖅᑭᕕᓖᑦ ᖃᕋᓴᐅᔭᒃᑯᓘᓐᓃᑦ ᐃᓅᖃᑎᒌᓐᓂᕐᒧᑦᐅᖃᖃᑎᒌᕝᕕᖏᓐᓂᑐᓴᐅᒪᑎᑦᑎᖃᑦᑕᓲᑦ.

ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ3.ᐊᐅᓚᓂᖃᖅᑎᓪᓗᒋᑦ,ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᖅ24-48ᐃᑲᕐᕋᓂᑦᑭᐅᔪᓐᓇᓲᖅᐊᐱᖅᑯᑎᓄᑦ 
ᐊᒻᒪᓗ24ᐃᑲᕐᕋᓂᑦᑭᐅᔪᓐᓇᓲᖅ ᐃᓂᒃᓴᓕᐅᕋᓱᐊᖅᑐᓄᑦ/ᐃᓂᒃᓴᓕᐅᕈᒪᔪᓄᑦ.

ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ  ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ4.   ᓴᖅᑭᔮᖅᑎᑦᑎᓯᒪᔪᖅ  ᐊᑭᖏᓐᓂᑦ  ᐊᒻᒪᓗ  ᓂᐅᕕᕐᓂᐊᖅᑐᑦ  
ᐃᓂᒃᓴᓕᐅᖅᑎᓪᓗᒋᑦ,ᐊᑭᓖᑎᓪᓗᒋᑦ ᐊᒻᒪᓗ ᖁᔭᓈᖅᓯᑎᓪᓗᒋᑦ ᖃᓄᐃᓕᐅᕈᑕᐅᓂᐊᕐᒪᖔᕐᒥᒃᐊᑐᐊᒐᖏᓐᓂᑦ.

ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᕐᒧᑦᒪᓕᑦᑕᐅᔭᕆᐊᓖᑦ
ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᕐᒧᑦ ᒪᓕᑦᑕᐅᓲᑦ ᐊᒻᒪᓗᒃᑲᓐᓂᖅ ᐅᑯᐊ ᒪᓕᑦᑕᐅᔭᕆᐊᓖᑦ:

ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ ᑐᑭᓕᒃ ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᖅ ᓂᐅᕕᐊᒃᓴᖃᓲᖅ ᑖᒃᑯᓄᖓ ᐊᒻᒪᓗ ᑖᒃᑯᑎᒎᓇ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᒃᑯᖏᓐᓂᑦ ᓂᐅᕕᐊᒃᓴᖃᖅᑎᑦᑎᓲᑦ ᑭᒡᒐᑐᐃᓪᓗᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓇᒻᒥᓂᖁᑎᖃᐅᖅᑐᓂᑦ; 
ᑐᑭᓯᐅᒪᓪᓗᓂᓗ ᖄᖓᒍᑦ ᐊᑭᓕᐅᑎᖃᕆᐊᖃᕐᓂᖏᓐᓂᑦᐅᕝᕙᓘᓐᓃᑦᐊᑭᓕᖏᑦᐊᑭᓕᐅᑕᐅᓚᐅᖅᑎᓪᓗᒋᑦᑮᓇᐅᔭᑦᑐᓂᔭᐅᔪᑦᐊᑭᓕᖅᓱ
ᐃᔾᔪᑎᖏᓐᓂᑦ;ᐊᖏᕈᑎᖃᓲᖅ ᑕᐅᖅᓰᓂᕐᒧᑦᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦᑎᒥᖏᓐᓂᑦᐃᓂᒃᓴᓕᐅᖅᑐᑦᖁᔭᓈᖅᓯᔪᑦᐊᑐᐊᒐᖏᓐᓂᒃ.

ᑕᐅᖅᓰᓂᕐᒧᑦᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ1.ᓂᐅᕕᐊᒃᓴᖃᕐᓗᓂᐅᐸᓗᖓᖅᓯᒪᓂᖃᓕᖅᑐᖅᐊᕐᕌᒍᒧᑦᐊᕐᕌᒍᒧᑦ,ᐅᕝᕙᓘᓐᓃᑦᐊᐅᓚᓂᖃᖅᓯᒪᓕᖅᑐᓂ
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦᓇᒻᒥᓂᖁᑎᒋᔭᐅᓪᓗᓂ ᑲᔪᓯᓂᖃᑦᑎᐃᐊᖅᖅᓯᑲᒪᓇᓪᓗᐅᓂᔭᓗᖃ.ᑎᖃᕐᓗᓂᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦᑕᐅᖅᓰᔨᖏᓐᓂᒃ.

ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ2.  ᐊᒥᓱᓂᑦ ᓂᐅᕕᖅᑕᐅᔪᓐᓇᖅᑐᓂᑦ (ᐊᑭᓕᕆᐊᓖᑦ ᐊᑭᓕᓚᐅᕐᓗᒋᑦ/ᖄᖓᒍᑦ 
ᐊᑭᓕᐅᑎᖃᕐᓂᖅ) ᐊᑭᓕᐅᑕᐅᓚᐅᖅᑎᓪᓗᒋᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᒃᑯᓐᓄᑦ ᐊᖏᕈᑎᒋᔭᐅᓗᑎᑦ ᐊᑯᓂᐅᓂᖃᕐᓗᑎᑦ, ᑖᒃᑯᓂᖓᓗ 
ᐊᑭᖏᓐᓂᑦ ᐊᑕᐅᓯᕐᒧᑦ ᐊᕐᕌᒍᑉ ᓯᕗᓂᐊᒍᑦ ᓂᐅᕕᖅᑕᐅᓚᐅᖅᑎᓐᓇᒋᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᐅᓗᑎᑦ ᐊᒻᒪᓗ ᐊᖏᕈᑎᒋᔭᐅᓪᓚᑦᑖᖅᓯᒪᓗᑎᑦ 
ᐊᑭᖏᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓇᐅᑎᓪᓗᒍ ᐊᖏᕈᑎᒋᔭᐅᓯᒪᓗᑎᑦ.

ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ3.  ᑭᐅᓲᑦ 24 ᐃᑲᕐᕌᓂᑦ ᐊᕐᕌᒍᓕᒫᖅ ᑐᒃᓯᕋᐅᑎᓂᑦ, ᐊᐱᖅᑯᑎᓂᑦ, ᐃᓂᒃᓴᓕᐅᕈᑕᐅᒍᒪᔪᓂᑦ 
ᖁᔭᓈᕈᒪᔪᓂᓪᓗ ᑕᐃᒃᑯᓇᙵᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᒃᑯᖏᓐᓂᑦ.

ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ4.   ᑕᐅᖅᓰᓂᕐᒧᑦ ᑐᕌᖓᔪᓂᑦ ᐃᓂᒃᓴᓕᐅᕐᕕᒃᓴᖅ ᐊᑭᓕᖅᓱᐃᔪᓐᓴᕐᓗᑎᓪᓗ ᖁᔭᓈᖅᓯᓂᕐᒧᓪᓗ 
ᐊᑐᐊᒐᖃᐅᕐᓗᑎᑦ ᐊᒥᓱᓄᑦ ᐃᓂᒃᓴᓕᐅᖅᓯᒪᔪᓄᑦ FIT (ᐃᓛᒃᑯᖓᓪᓚᑦᑖᖅᑐᑦ ᓂᐅᕐᕈᔪᑦ) ᐃᓂᒃᓴᓕᐅᕈᑕᐅᓂᖏᓐᓂᑦ.

ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ5.  ᐃᓚᐅᖃᑕᐅᒍᓂ ᑎᑭᑕᐅᓂᐊᖅᑐᑦ ᓂᐅᕕᐊᒃᓴᓖᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᓐᓄᑦ-ᓯᕗᒃᑲᑕᕈᑕᐅᓪᓗᑎᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᒃᑯᓐᓄᑦ ᖃᐅᔨᑎᑦᑎᓗᓂ ᓂᐅᕐᕈᔪᑦ ᐅᐸᓗᖓᐃᖅᑕᐅᓯᒪᓗᓂ ᑲᑐᔾᔨᓗᑎᑦ ᑮᓇᐅᔭᖅᑎᒍᑦ ᐊᑐᕈᓐᓇᕐᓗᑎᑦ 
ᐊᒻᒪᓗ/ᐅᕝᕙᓘᓐᓃᑦ ᐊᑭᑭᓪᓕᒋᐊᖅᓯᒪᔪᓂᑦ ᐊᑭᖃᖅᑎᑦᑎᓗᑎᑦ (ᐊᑐᐃᓐᓇᐅᒪᑎᑕᐅᔪᖅ ᐃᓚᖏᓐᓄᑦ) ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑕᐅᖅᓰᔨᒃᑯᓐᓂᑦ ᐊᑐᕈᓐᓇᑎᑦᑎᔨᖏᓐᓄᑦ.

ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ6.  ᐊᔾᔨᙳᐊᖃᖅᑎᑦᑎᓲᑦ/ᐱᐅᔪᓂᑦᖃᕋᓴᐅᔭᒃᑯᑦᑕᑯᔭᐅᔪᓐᓇᖅᑐᓂᓪᓗᐱᔭᐅᔭᕆᐊᖃᖅᑐᑎᑦ 
ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᓐᓄᑦ ᐅᕝᕙᓘᓐᓃᑦ ᐊᐅᓪᓚᑎᑦᑎᔩᑦ ᓂᐅᕕᐊᒃᓴᕆᔭᐅᒐᔭᕐᒪᑕ ᐊᒻᒪᓗᑦᑕᐅᖅ 
ᐅᓪᓗᒥᒨᖓᔪᑦ ᓂᐅᕕᐊᒃᓴᑦ ᓇᓗᓇᐃᔭᖅᓯᒪᓂᖏᑦ/ᑐᑭᓯᒋᐊᕈᑎᖏᑕ ᑎᑎᖅᑲᖏᑦ.

ᐱᒋᐊᕐᓂᖓ

C. ᐱᒻᒪᕆᐅᓂᖏᑦ ᒪᓕᑦᑕᐅᔭᕆᐊᖃᓲᑦ ᓂᕆᐅᒋᔭᐅᔪᑦ ᑲᔪᓯᔪᖅ

ᑖᒃᑯᐊ ᒪᓕᑦᑕᐅᔭᕆᐊᖃᖅᑐᖁᑎᖏᑦ ᑐᑭᒧᐊᕈᑎᒋᔭᐅᔪᒃᓴᐅᕗᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᔨᖏᓐᓄᑦᐃᖅᑲᓇᐃᔭᖅᑐᑦ ᐳᓚᕋᓐᓂᕐᒧᑦ 
ᑕᐅᖅᓰᓂᕐᒥᒃ. ᒪᓕᑦᑕᐅᔭᕆᐊᓖᓪᓗ ᐊᔾᔨᒌᙱᑐᒡᒍᑕᐅᒍᓐᓇᖅᑐᑦ ᒪᓕᑦᑐᒋᑦ ᖃᓄᐃᑦᑑᓂᖏᑦ ᐋᔩᕋᕈᑕᒥᓃᑦ ᐊᖏᖃᑎᒌᑦᑐᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᔩᑦ ᐊᒻᒪᓗ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᐅᔪᑦ ᐊᐅᓚᑎᑦᑎᔪᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ ᓇᒻᒥᓂᖁᑎᖓᓂᒃ.
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ᐱᒋᐊᕐᓂᖓ

D. ᐃᑲᔫᑎᖃᕐᓂᖏᑦ 'ᐅᐸᓗᖓᐃᖅᓯᒪᓗᓂ'
ᑖᓐᓇ ᐃᓕᓐᓂᐊᕋᒃᓴᖅ ᐋᖅᑭᓱᖅᑕᐅᓯᒪᕗᖅ ᐃᑲᔪᖅᑕᐅᖁᓪᓗᒋᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᓲᑦ ᐱᓕᕆᓪᓗᑎᑦ 
ᑐᑭᓯᐅᒪᑦᑎᐊᕐᓂᐊᕐᒪᑕ ᖃᓄᖅ ᐊᑐᓕᖅᑎᑦᑎᓗᑎᑦ 
ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᓄᑦ ᓂᐅᕕᐊᒃᓴᖃᓂᕐᒧᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᓪᓗ 
ᒪᓕᑦᑕᐅᔭᕆᐊᓖᑦ ᓇᒻᒥᓂᖁᑎᖏᓐᓂᑦ ᐊᑐᕈᓐᓇᑎᑦᑎᓂᐊᕐᒪᑕ 
ᓄᑖᕐᓂᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒥᒃ ᐊᒻᒪᓗ ᓂᐅᕕᐊᒃᓴᕆᔭᐅᔪᑦ 
ᓇᐅᒃᑰᓲᖑᓂᖏᓐᓂᒃ. ᐊᒻᒪᓗᒃᑲᓐᓂᖅ, ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᔩᑦ ᑲᒻᐸᓂᐅᔪᑦ ᐊᑐᖅᑕᐅᓂᖅᓴᐅᒍᒪᒐᔭᖅᑐᑦ 
ᓂᐅᕕᖅᐸᑦᑐᓄᑦ ᐊᒻᒪᓗ ᐊᐅᓪᓚᑎᑦᑎᔨᓄᑦ ᓚᐃᓴᓐᓯᖃᑦᑎᐊᖃᑦᑕᕐᓗᑎᑦ, 
ᓈᒻᒪᑦᑐᓂᒃ ᓇᓪᓕᐅᒃᑯᒫᖃᕐᓗᑎᑦ ᐊᒻᒪᓗ ᐊᔾᔨᒌᑦᑐᓂᑦ 
ᐊᑐᐊᒐᖃᖃᑦᑕᕐᓗᑎᑦ. 

ᒪᓕᑦᑐᒍ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖓᑕ ᖁᑦᑎᓐᓂᖓ ᓇᒻᒥᓂᖁᑎᕕᑦ, 
ᐃᓚᐅᖃᑕᐅᔪᓐᓇᕋᔭᖅᑐᑎᑦ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ 
ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᖃᓄᐃᓕᐅᕈᑎᒋᔭᐅᓲᑦ ᐊᒻᒪᓗ 
ᐱᓕᕆᐊᖏᑦ ᐅᑯᐊᖑᓪᓗᑎᑦ ᑖᒃᑯᑑᙱᑦᑑᒐᓗᐊᑦ: 

•	ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᑯᐊᐸᒃᑯᖏᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᑮᓇᐅᔭᑦ 
ᔫᑳᓐᒥ; 

•	ᐃᓚᐅᖃᑕᐅᔪᑦ ᐊᐅᓪᓚᓂᕐᒧᑦ ᑕᐅᖅᓰᔩᑦ FAM Tours 
ᓄᓇᑦᓯᐊᕐᒥ; ᐅᕝᕙᓘᓐᓃᑦ 

•	ᐅᐸᒍᑎᓗᑎᑦ ᑲᓇᑕᒥ ᑲᑎᓐᓂᖅ ᓄᓇᕗᑦ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᖏᓐᓂ. 

ᑐᑭᓯᒋᐊᒃᑲᓐᓂᖁᓪᓗᑎᑦ ᐱᓕᕆᐊᕐᓂᒃ ᐅᑭᐅᖅᑕᖅᑐᒥ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ 
ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᓇᓂᔭᐅᔪᓐᓇᖅᑐᑦ ᐅᑭᐅᖅᑕᖅᑐᑉ ᐊᕕᑦᑐᖅᓯᒪᔪᖏᑕ 
ᑲᓱᕈᑎᖏᓐᓂᑦ ᖃᐅᔨᒋᐊᕐᕕᒃᓴᖏᓐᓂᓪᓗ ᑕᐃᑲᓂ ᑕᑯᓂᐊᕋᒃᓴᑦ 

tradereadynorth.ca ᐅᕝᕙᓘᓐᓃᑦ ᒪᑉᐱᕐᓗᒍ 4−ᒧᑦ 
ᑕᕝᕙᓂ ᐅᖃᓕᒫᒐᕐᒥ ᐅᑭᐅᖅᑕᖅᑐᑉ ᐊᕕᑦᑐᖅᓯᒪᓂᖓ 
ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦᑕ 
ᖃᐅᔨᒋᐊᕐᓗᓂ ᑐᑭᓯᒋᐊᕈᑎᖏᑦ. 

ᖃᓄᐃᑦᑑᒐᓗᐊᕈᓂ ᓇᒻᒥᓂᖁᑎᒋᔭᕕᑦ ᐱᕙᓪᓕᐊᓂᖓᓂᒃ ᐅᕝᕙᓘᓐᓃᑦ 
ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖓᓂᒃ, ᑖᒃᑯᐊ ᐊᑐᕋᒃᓴᑦ ᐃᑲᔫᑏᓪᓗ ᐊᒻᒪᓗ 
ᑲᓱᕈᑎᖏᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᓲᑦ ᓄᑖᕐᓂᒃ ᐊᒻᒪᓗ ᓄᑖᕈᕆᐊᖅᓯᒪᔪᓂᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑐᑭᓯᒋᐊᕈᑎᖏᓐᓂᑦ ᐃᑲᔪᖅᑕᐅᖁᓪᓗᑎᑦ 
ᐱᕈᖅᐸᓪᓕᐊᑎᓪᓗᒍ ᓇᒻᒥᓂᖁᑎᒋᔭᐃᑦ.

ᐱᔭᕇᕈᓂ ᐱᓕᒻᒪᓴᕐᓃᑦ, ᐱᔭᕇᖅᓯᒐᓗᐊᕈᕕᓪᓘᓐᓃᑦ 1, 2 ᐅᕝᕙᓘᓐᓃᑦ 
ᑕᒪᐃᓐᓂ 3 ᐃᓕᓐᓂᐊᒐᒃᓴᓂᑦ, ᐱᖃᑕᐅᖁᕙᑦᑎᒋᑦ ᓇᐃᑦᑐᒥᒃ 
5-ᒥᓂᔅᓯ ᖃᐅᔨᓴᐅᑎᒥᒃ ᐃᑲᔪᖅᑕᐅᖁᓪᓗᑕ ᖃᐅᔨᓴᖅᑕᐅᔾᓂᖓᓂᒃ 
ᐱᓕᕆᐊᑉ. ᑭᐅᔾᔪᑎᑎᑦ ᖃᐅᔨᒃᑲᐃᑎᑦᑎᓂᐊᖅᑐᑦ ᐅᕙᑦᑎᓐᓂᑦ 
ᐃᑲᔪᖅᑐᐃᒃᑲᓐᓂᕈᓐᓇᓂᑦᑎᓐᓂᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᖅ ᐱᕙᓪᓕᐊᓗᓂ 
ᓂᐅᕕᐊᒃᓴᖃᕐᓂᒧᓪᓗ ᐃᓕᓐᓂᐊᑎᑦᑎᓂᕐᒥᒃ ᑲᓇᑕᑉ ᐅᑭᐅᖅᑕᖅᑐᖓᓂ.
ᖃᕋᓴᐅᔭᒃᑯᑦ ᓈᑎᕆᔪᓐᓇᖅᑐᑎᑦ ᐅᕙᓂ 
tradereadynorth.ca/evaluation ᐅᕝᕙᓘᓐᓃᑦ ᐃᓕᓴᐃᔩᑦ 
ᖃᐃᑦᑎᖃᑦᑕᓂᐊᖅᑐᑦ ᖃᐅᔨᓴᐅᖅᑎᓂᑦ ᐃᓕᓐᓂᐊᕐᓃᑦ ᐱᔭᕇᕈᓂ.



1 0 ᓇᒻ ᒥᓂᖃᕐ ᓂ ᕐᒧ ᑦ ,  ᓂ ᐅᕕᐊ ᒃ ᓴᖃ ᕐ ᓂ ᕐᒧ ᑦ  &  ᑕᐅᖅ ᓰ ᕐ ᓂᒧ ᑦ  ᐅ ᐸᓗᖓᐃᖅᓯ ᒪᓂᖅ ᐃᓕ ᓐᓂ ᐊ ᕋ ᒃ ᓴᖅ

ᐱᒋᐊᕐᓂᖓ

E. ᖃᓄᖅ ᖃᐅᔨᓴᕈᓐᓇᕐᒪᖔᖅᐱᑦ ᓇᒻᒥᓂᖁᑎᒋᔭᐃᑦ ᓇᒻᒥᓂᖁᑏᑦ, 
ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᑕᐅᖅᓰᓂᕐᒧᓘᓐᓃᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᒻᒪᖔᖅ

There are several learning tools, templates and resources 
found on tradereadynorth.ca that can help you learn more 
about becoming Business, Market or Trade Ready. The 
resources include a Glossary of Terms, policy samples, and 
other tourism best practices.

The Business, Market and Trade (BMT) Ready Checklist 
was created to help you conduct a quick self-assessment of 
where your tourism business is on the ‘readiness’ scale — 
either Business, Market or Trade Ready. 

The BMT Ready Checklist is a document that will be 
requested by your DMO along with other demonstrated 
evidence showing that you meet the standards best suited for 
your chosen Distribution Sales Channels. This information 
will help your DMO when it is creating opportunities for Tourism 
Suppliers to participate in its programs.

The BMT Ready Checklist for your Territory can be found by 
visiting tradereadynorth.ca, under your respective Territory.

1 0 ᓇ ᒻ ᒥ ᓂ ᖃ ᕐ ᓂ ᕐ ᒧ ᑦ ,  ᓂ ᐅ ᕕ ᐊ ᒃ ᓴ ᖃ ᕐ ᓂ ᕐ ᒧ ᑦ  &  ᑕ ᐅ ᖅ ᓰ ᓂ ᕐ ᒧ ᑦ  ᐅ ᐸ ᓗ ᖓ ᐃ ᖅ ᓯ ᒪ ᓂ ᖅ  ᐃ ᓕ ᓐ ᓂ ᐊ ᕋ ᒃ ᓴ ᖅ  ᐅ ᖃ ᓕ ᒫ ᒐ ᑦ

ᐱᒋᐊᕐᓂᖓ

E. ᖃᓄᖅ ᖃᐅᔨᓴᕈᓐᓇᕐᒪᖔᖅᐱᑦ ᓇᒻᒥᓂᖁᑎᒋᔭᐃᑦ
ᓇᒻᒥᓂᖁᑏᑦ, ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᑕᐅᖅᓰᓂᕐᒧᓘᓐᓃᑦ 

ᐅᐸᓗᖓᐃᖅᓯᒪᒻᒪᖔᖅ 

ᐊᒥᓲᒻᒪᑕ ᐃᓕᓐᓂᐊᓂᕐᒧᑦ ᐊᑐᕋᒃᓴᑦ, ᓈᑎᕆᐊᓖᑦ ᐃᑲᔫᑏᑦ ᐊᒻᒪᓗ ᐃᑲᔫᑎᒃᓴᐅᔪᑦ 
ᓇᓂᔭᐅᔪᓐᓇᖅᑐᑎᑦ ᐅᕙᓂ tradereadynorth.ca ᐃᑲᔪᕈᓐᓇᖅᑐᑦ ᐃᓕᑉᐹᓪᓕᕐᓗᑎᑦ ᓇᒻᒥᓂᖁᑏᑦ, 
ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᕝᕙᓘᓐᓃᑦ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᒐᓗᐊᕐᒪᖔᖅ.  ᐃᑲᔫᑎᒃᓴᐃᑦ 
ᐱᖃᓯᐅᔾᔨᔪᑦ ᑕᐃᒎᓰᑦ ᑐᑭᖏᑦ, ᐊᑐᐊᒐᓕᐅᕐᓂᕐᒧᑦ ᐆᑦᑑᑏᑦ, ᐊᒻᒪᓗ ᐊᓯᖏᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ 
ᐊᑐᖅᑕᐅᓲᑦ ᐱᐅᓛᑦ.

ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᖅ, ᓂᐅᕕᐊᒃᓴᖃᓂᕐᒧᑦ ᑕᐅᖅᓰᓂᕐᒧᓪᓗ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᕐᒧᑦ 
ᖃᓄᐃᓕᐅᕈᑕᐅᔭᕆᐊᓖᑦ ᑎᑎᖅᑐᖅᑕᐅᕝᕕᖓ ᐋᖅᑭᓱᖅᑕᐅᓚᐅᖅᑐᖅ ᐃᑲᔪᖅᑕᐅᖁᓪᓗᑎᑦ 
ᓱᑲᑦᑐᒃᑯᑦ ᓇᒻᒥᓂᖅ ᖃᐅᔨᓴᕐᓂᐊᕋᕕᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓇᒻᒥᓂᖁᑏᑦ 
'ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖃᓕᕐᒪᖔᖅ' ᖃᓄᑎᒋ — 
ᓇᒻᒥᓂᖁᑏᑦ, ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᑕᐅᖅᓰᓂᕐᒧᓘᓐᓃᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖓᓂᒃ.

ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᖅ, ᓂᐅᕕᐊᒃᓴᖃᓂᕐᒧᑦ ᑕᐅᖅᓰᓂᕐᒧᓪᓗ 
ᐅᐸᓗᖓᐃᖅᓯᒪᓂᕐᒧᑦ ᖃᓄᐃᓕᐅᕈᑕᐅᔭᕆᐊᓖᑦ ᑎᑎᖅᑐᖅᑕᐅᕝᕕᖓ 
ᑎᑎᕋᖅᑕᐅᓯᒪᔪᖅ ᑐᒃᓯᕌᕆᔭᐅᒐᔭᖅᑐᖅ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ 
ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᒧᑦ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ 
ᑲᑐᔾᔨᖃᑎᒌᒧᑦ  ᐊᒻᒪᓗᑦᑕᐅᖅ ᐊᓯᖏᑦ ᓇᓗᓇᐃᒃᑯᑕᑦ ᑕᑯᒃᓴᐅᑎᑦᑎᔪᑦ 
ᒪᓕᒃᑲᕕᑦ ᐃᓕᖕᓄᑦ ᓈᒻᒪᓛᖑᔪᑦ ᓂᕈᐊᖅᓯᒪᔭᖕᓄᑦ ᐊᓯᐊᑎᒍᑦ 
ᓇᐅᒃᑯᑐᐃᓐᓇᖅ ᓂᐅᕕᖅᑎᑦᑎᔨᐅᔪᓄᑦ. ᑕᒪᒃᑯᐊ ᑐᑭᓯᒋᐊᕈᑏᑦ 
ᐃᑲᔪᕐᓂᐊᖅᑐᑦ ᐊᓯᐊᑎᒍᑦ ᓇᐅᒃᑯᑐᐃᓐᓇᖅ ᓂᐅᕕᖅᑎᑦᑎᔨᐅᔪᓄᑦ 
ᐱᕕᖃᖅᑎᑦᑎᒐᓱᐊᖅᑎᓪᓗᒋᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᔩᑦ  
ᐃᓚᐅᖃᑕᐅᓗᑎᑦ ᐱᓕᕆᐊᖏᓐᓄᑦ.

ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᖅ, ᓂᐅᕕᐊᒃᓴᖃᓂᕐᒧᑦ ᑕᐅᖅᓰᓂᕐᒧᓪᓗ 
ᐅᐸᓗᖓᐃᖅᓯᒪᓂᕐᒧᑦ ᖃᓄᐃᓕᐅᕈᑕᐅᔭᕆᐊᓖᑦ ᑎᑎᖅᑐᖅᑕᐅᕝᕕᖓ 
ᐊᕕᑦᑐᖅᓯᒪᔪᖁᑎᖕᓄᑦ ᓇᓂᔭᐅᔪᓐᓇᖅᑐᖅ ᑕᑯᓂᐊᕐᓗᒍ 
tradereadynorth.ca, ᐅᑭᐅᖅᑕᖅᑐᑉ ᐊᕕᑦᑐᖅᓯᒪᔪᖓᓂ.



A. ᑲᓇᑕᒥ ᐳᓚᕋᖅᑐᓕᕆᓂᖅ ᖃᓄᐃᑦᑑᒻᒪᖔᖅ 
ᓇᐃᓈᖅᓯᒪᓂᖏᑦ

B. ᑕᓪᓕᒪᑦ ᖃᓄᐃᓕᐅᕈᑕᐅᓲᑦ ᐃᖅᑲᓇᐃᔮᖃᕈᑎᒋᔭᐅᓪᓗᑎᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥ

C. ᐳᓚᕋᖅᑐᓕᕆᓂᖅ ᑲᓇᑕᑉ ᐅᑭᐅᖅᑕᖅᑐᖓᓂ

D. ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ ᓴᖅᑭᔮᕐᔫᒥᑎᑦᑎᓂᖅ ᑲᓇᑕᒥ

E. ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᑯᒃᓴᐅᑎᑦᑎᒐᓱᐊᕈᑏᑦ 
ᓂᐅᕕᖅᑐᖃᖁᓪᓗᒍ ᐱᓕᕆᐊᑦ ᐱᔨᑦᑎᕋᕈᑏᓪᓗ 
ᐅᑭᐅᖅᑕᖅᑐᒥ

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 1:  
ᐳᓚᕋᖅᑐᓕᕆᓂᖅ

ᑕᕝᕙᓂ ᐃᓕᓐᓂᐊᕋᒃᓴᒥ, ᐃᓕᓐᓂᐊᕐᓂᐊᖅᑐᑎᑦ ᐅᑯᓂᖓ:



1 2 ᓇᒻ ᒥᓂᖃᕐ ᓂ ᕐᒧ ᑦ ,  ᓂ ᐅᕕᐊ ᒃ ᓴᖃ ᕐ ᓂ ᕐᒧ ᑦ  &  ᑕᐅᖅ ᓰ ᕐ ᓂᒧ ᑦ  ᐅ ᐸᓗᖓᐃᖅᓯ ᒪᓂᖅ ᐃᓕ ᓐᓂ ᐊ ᕋ ᒃ ᓴᖅ

ᐱᔾᔪᑎ ᑕᔅᓱᒪᑉ ᐃᓕᓐᓂᐊᕋᒃᓴᑉ ᓇᐃᓈᖅᓯᒪᔪᒃᑯᑦ ᑐᑭᓯᒋᐊᖅᑎᑦᑎᒋᐊᖅᑐᖅ 
ᐱᔾᔪᑎᒋᓗᐊᓲᖏᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐱᖃᓯᐅᑎᓪᓗᒋᑦ ᑭᓯᐊᓂᓗ ᑖᒃᑯᑑᙱᒻᒥᔪᑦ, 
ᐅᓪᓗᒥᐅᔪᖅ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ ᐱᓕᕆᐊᓲᑦ ᖃᓄᐃᓕᖓᓕᕐᒪᖔᖅ, ᑲᓇᑕᒥ ᐊᒻᒪᓗ 
ᐅᑭᐅᖅᑕᖅᑐᒥ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᑐᔾᔨᖃᑎᒌᑦ ᐊᒻᒪᓗ ᐊᓯᒃᑲᓐᓂᖏᑦ.
ᑐᑭᖓ ᐳᓚᕋᖅᑐᓕᕆᓂᖅ ᐅᕙᑦᑎᓐᓄᑦ ᒪᓕᑦᑐᖅ ᐊᑐᖅᑕᐅᒋᐊᓯᓚᐅᖅᓯᒪᔪᒥᒃ ᓄᓇᕐᔪᐊᕐᒥ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᑐᔾᔨᖃᑎᒌᓄᑦ ᐊᒻᒪᓗ ᓄᓇᕐᔪᐊᕐᒥ ᓄᓇᓕᕐᔪᐊᑦ ᑭᒡᓕᓯᓂᐊᖅᑎᒃᑯᑦ ᑲᒥᓴᓐᑯᖏᑦ:

ᐃᓄᑉ ᖃᓄᐃᓕᐅᕈᑎᖏᑦ ᐊᐅᓪᓚᖅᑐᓂ ᑕᐃᑯᖓ ᐊᒻᒪᓗ 
ᓂᐅᕐᕈᓪᓗᓂ ᐊᓯᐊᓂᑦ ᓇᔪᐃᓐᓇᐸᑦᑕᖓᓂᒃ ᐊᕐᕌᒍ 
ᐅᖓᑖᓅᙱᑦᑐᖅ ᑭᐱᙳᐃᔭᖅᑐᓂ, ᐃᖅᑲᓇᐃᔭᕆᐊᖅᑐᓂ 
ᐊᒻᒪᓗ ᐊᓯᖏᓐᓂᑦ ᐱᔾᔪᑎᖃᖅᑐᓂ.”
ᓄᑖᖑᒐᓗᐊᕈᕕᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᔨᐅᒐᓗᐊᕈᕕᑦ ᐅᕝᕙᓘᓐᓃᑦ 
ᐱᓕᕆᐊᖃᕐᓂᑰᒐᓗᐊᕈᕕᑦ ᐊᒥᓲᓕᖅᑐᓄᑦ ᐅᑭᐅᓄᑦ, ᑐᑭᓯᐅᒪᓗᓂ ᐃᑲᔪᕐᓂᖃᕐᓂᖓ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑕᒪᐃᓐᓂ ᑲᓇᑕᒧᑦ ᐊᒻᒪᓗ ᐱᖓᓱᓄᑦ ᑲᓇᑕᑉ ᐅᑭᐅᖅᑕᖅᑐᖓᓂ ᐊᕕᑦᑐᖅᓯᒪᔪᓄᑦ ᐃᑲᔪᕈᓐᓇᕐᒪᑕ 
ᖃᐅᔨᓗᑎᑦ ᖃᓄᖅ ᓇᒻᒥᓂᖁᑎᒋᔭᐃᑦ ᐊᖏᓂᖅᓴᒧᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑐᕌᖓᓂᖃᕐᒪᖔᖅ. 
ᑖᒃᑯᐊ ᒪᓕᑦᑕᐅᓲᑦ, ᐊᑐᓕᖅᑎᑦᑐᒋᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓇᒻᒥᓂᖁᑎᖕᓄᑦ ᐃᑲᔪᕋᔭᖅᑐᑦ ᐃᓕᖕᓂᑦ 
ᐊᑭᑦᑐᕋᐅᑎᑦᑎᐊᓂᖅᓴᐅᓕᕐᓗᑎᑦ ᐊᒻᒪᓗ ᓇᓕᒧᓕᖅᑎᑦᑎᑦᑎᐊᕐᓗᑎᑦ ᐅᑭᐅᖅᑕᖅᑐᒥ ᑲᓇᑕᒥ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᖃᖃᑦᑕᓂᕐᒧᑦ ᐱᓕᕆᐊᕐᓂᒃ.  ᐃᑲᔪᕋᔭᕐᒥᔪᑦ ᓇᒻᒥᓂᖁᑎᖕᓂᑦ 
ᐱᕈᖅᐸᓪᓕᐊᑎᑦᑎᓗᑎᑦ.

“
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A. ᑲᓇᑕᒥ ᐳᓚᕋᖅᑐᓕᕆᓂᖅ ᖃᓄᐃᑦᑑᒻᒪᖔᖅ ᑕᑯᒃᓴᐅᑎᑕᐅᓂᖏᑦ
To picture how your business fits into the tourism 
industry, it is beneficial to know who some of the key 
players are. As mentioned earlier, each territory and province 
has a Destination Marketing Organization. They often 
partner with national organizations that lead tourism marketing 
on behalf of Canada, representing the best in Canadian tourism 
experiences to international Travel Trade and media in their 
key markets. 

Destination Canada
Destination Canada (DC) promotes Canada as a  
four-season travel destination in 11 key markets around  
the world. 

Destination Canada (DC) markets Canada as a tourism 
destination, targeting international markets and generating 
interest and desire for Canadian tourism experiences which will 
bring new revenues to the Canadian economy. Through sound 
tourism research and effective tourism marketing, DC leads the 
marketing of Canadian tourism destinations and experiences, 
stimulating demand for travel to Canada. This supports the 
creation of employment in Canada and generates revenue for 
Tourism Suppliers. 

Learn more about Destination Canada’s  
business and marketing activities:  
en.destinationcanada.com

See how Destination Canada promotes  
experiences to visitors:  
caen-keepexploring.canada.travel

Aboriginal Tourism Association of Canada 
(ATAC)
The Aboriginal Tourism Association of Canada (ATAC) is a 
consortium of over 20 Aboriginal tourism industry organizations 
and government representatives from across Canada. ATAC 
supports a collective approach to promotion and marketing 
of authentic Aboriginal cultural tourism experiences across 
Canada, as well as provides tourism development advisory 
services, conferences, training and research for Aboriginal 
tourism suppliers, Tour Operators and communities starting 
cultural tourism businesses in Canada. The ATAC corporate 
and membership website contains many useful development 
resources, research and features Aboriginal tourism guidelines 
and protocols for marketing and development.

Learn more about Aboriginal Tourism Association  
of Canada’s business and marketing activities: 
aboriginalcanada.ca/corporate  

See how ATAC promotes Aboriginal tourism experiences 
to visitors: 
aboriginalcanada.ca/en

Provincial and Territorial Tourism Organi-
zations
At the federal level, the Government of Canada works  
with the provinces and territories to market tourism, develop 
tourism products and attractions and develop and address 
legislation and policies affecting the tourism industry. This level 
of collaboration involves many different industries and areas of 
governments. 

Destination Canada as a Crown Corporation of the Government 
of Canada plays this lead role for marketing tourism on behalf 
of the federal government. 

Provincial and Territorial Destination  
Marketing Organizations
At the provincial and territorial level, the Destination Marketing 
Organizations (DMO’s) lead in the marketing of their territory 
or province to promote tourism suppliers, attractions and 
experiences. Your northern DMOs are:

•	Tourism Yukon:  
tc.gov.yk.ca/tourism

•	Northwest Territories Tourism:  
spectacularnwt.com/members

•	Nunavut Tourism:  
nunavuttourism.com 

Tourism Industry Associations
As a Tourism Supplier you know that there is more to tourism 
than marketing and promotion. To support the tourism 
industry businesses and sector-specific associations, there are 
provincial and territorial Tourism Industry Associations (TIAs) 
and organizations. These organizations provide a collective 
voice and represent tourism industry interests when issues arise 
that affect  
the growth or sustainability of the tourism industry. In Nunavut 
and the Northwest Territories the industry associations also 
have DMO responsibilities.

•	Tourism Industry Association of the Yukon: 
tiayukon.com

•	Northwest Territories Tourism:  
spectacularnwt.com

•	Nunavut Tourism: 
nunavuttourism.com 
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A. ᑲᓇᑕᒥ ᐳᓚᕋᖅᑐᓕᕆᓂᖅ ᖃᓄᐃᑦᑑᒻᒪᖔᖅ ᑕᑯᒃᓴᐅᑎᑕᐅᓂᖏᑦ

ᑕᐅᑐᙳᐊᕈᓐᓇᕐᓗᒍ ᖃᓄᖅ ᓇᒻᒥᓂᖁᑎᒋᔭᐃᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑐᕌᖓᓂᖃᕐᒪᖔᖅ, ᐃᑲᔪᕐᓂᖃᕋᔭᖅᑐᖅ ᖃᐅᔨᒪᒍᕕᑦ ᑭᒃᑯᑦ 
ᐱᓕᕆᔨᓪᓗᐊᑕᐅᒻᒪᖔᑕ.  ᐅᖃᐅᑕᐅᖅᑲᐅᒻᒥᔪᖅ, ᐊᑐᓂ ᐅᑭᐅᖅᑕᖅᑐᒥ 
ᐊᕕᑦᑐᖅᓯᒪᔪᑦ ᑲᓇᑕᒥᓗ ᐊᕕᑦᑐᖅᓯᒪᔪᑦ  ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ 
ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ. ᐱᓕᕆᖃᑎᖃᕆᐊᙵᓲᖑᒻᒪᑕ ᑲᓇᑕᒥ 
ᑲᑐᔾᔨᖃᑎᒌᓂᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ ᓴᖅᑭᔮᕐᔫᒥᑎᑦᑎᓕᖅᑐᑎᑦ 
ᑭᒡᒐᖅᑐᐃᓪᓗᑎᑦ ᑕᒪᐃᓐᓂ ᑲᓇᑕᒥ, ᑭᒡᒐᖅᑐᐃᓪᓗᑎᓪᓗ ᐱᐅᒫᕐᓂᒃ ᑲᓇᑕᒥ 
ᓂᐅᕐᕈᕕᐅᑦᑎᐊᓛᖑᒍᓐᓇᓲᑦ ᓄᓇᕐᔪᐊᕐᒥᐊᐅᓪᓚᓂᕐᒧᑦᑕᐅᖅᓰᔨᖏᓐᓂᑦ ᐊᒻᒪᓗ 
ᐱᕙᓪᓕᐊᔪᒃᑰᖅᑎᑦᑎᓂᖏᓐᓂᑦ ᓂᐅᕕᖅᑎᑦᑎᔨᒋᓇᓱᐊᖅᑕᖏᓐᓄᑦ. 

ᑲᓇᑕ ᓂᐅᕐᕈᕕᐅᓗᓂ

ᑲᓇᑕ ᓂᐅᕐᕈᕕᐅᓗᓂ ᓴᖅᑭᔮᕐᔫᒥᑎᑦᑎᓲᖅ ᑲᓇᑕᒥ ᐊᕐᕌᒍᒥ ᓯᓚᖓ 
ᐊᓯᔾᔨᖃᑦᑕᖅᑎᓪᓗᒍ ᑎᓴᒪᐃᕋᖅᑎᖅ ᖃᖓᑐᐃᓐᓇᒃᑰᒐᓗᐊᖅ 
ᓂᐅᕐᕈᕕᐅᖃᑦᑕᖁᔭᐅᓪᓗᓂ 11−ᖑᔪᓂᑦ ᓂᐅᕕᖅᑎᑦᑎᓇᓱᐊᕐᕕᒋᓲᖏᓐᓂᑦ 
ᓄᓇᕐᔪᐊᕐᒥ.

ᑲᓇᑕᒥ ᓂᐅᕐᕈᕕᐅᓗᓂ ᐅᐸᑦᑕᐅᑎᑦᑎᓇᓱᐊᓲᖅ ᑲᓇᑕᒧᑦ 
ᓂᐅᕐᕈᕕᐅᖃᑦᑕᕐᓗᓂ, ᓄᓇᕐᔪᐊᕐᒥ ᓂᐅᕕᖅᑎᑦᑎᓇᓱᐊᓲᖑᓪᓗᑎᑦ 
ᑕᒪᐅᙵᕐᓂᐊᕐᒪᑕ ᐊᒻᒪᓗ ᐅᐸᒍᒪᓕᖅᑎᑦᑎᓲᖑᓪᓗᑎᑦ ᐊᒻᒪᓗ ᑲᓇᑕᒧᑦ 
ᓂᐅᕐᕈᑎᑦᑎᒍᒪᓕᓲᖑᓪᓗᑎᑦ ᓄᑖᕐᓂᒃ ᑮᓇᐅᔭᓂᑦ ᐃᓯᖅᐸᓪᓕᐊᔪᖃᕐᓂᐊᕐᒪᑦ 
ᑲᓇᑕᑉ ᑮᓇᐅᔭᓕᐅᕋᓱᐊᕐᓂᖓᓄᑦ.  ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᖃᐅᔨᓴᑦᑎᐊᖃᑦᑕᓂᒃᑯᑦ ᐊᒻᒪᓗ ᐊᐅᓚᓂᖃᑦᑎᐊᑐᒃᑯᑦ 
ᓂᐅᕐᕈᕕᐅᑎᑦᑎᓇᓱᐊᖃᑦᑕᖅᑐᑎᑦ ᑲᓇᑕᒥ, ᑲᓇᑕ ᓂᐅᕐᕈᕕᐅᓗᓂ 
ᓯᕗᒃᑲᑕᖅᑎᐅᕗᖅ ᓴᖅᑭᔮᖅᑎᑦᑎᔨᐅᓪᓗᓂ ᑲᓇᑕᒥ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᓂᐅᕐᕈᕕᐅᒐᓱᐊᖅᑎᑦᑎᓲᖑᓪᓗᑎᑦ ᐊᒻᒪᓗ ᐊᑐᖅᑎᑦᑎᓇᓱᐊᓲᖑᓪᓗᑎᑦ 
ᓂᐅᕐᕈᐊᓂᑦ ᐳᓛᕆᐊᕐᓗᑎᑦ, ᑲᓇᑕᒧᑦ 
ᓂᐅᕐᕈᒋᐊᓪᓚᑎᑦᑎᒋᐊᕐᔫᒥᓲᖑᓂᖏᓐᓄᑦ.  ᑕᒪᓐᓇ ᐃᑲᔪᖅᑐᐃᓂᖃᖅᑐᖅ 
ᐃᖅᑲᓇᐃᔮᒃᓴᓂᑦ ᓴᖅᑮᑎᑦᑎᓲᖑᓪᓗᓂ ᑲᓇᑕᒥ ᐊᒻᒪᓗ ᑮᓇᐅᔭᓂᑦ 
ᐃᓯᖅᐸᓪᓕᐊᑎᑦᑎᓲᖅ ᐊᐅᓪᓚᐸᑦᑐᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᔨᖏᓐᓄᑦ.

ᐃᓕᑉᐹᓪᓕᕆᑦ ᑲᓇᑕ ᓂᐅᕐᕕᐅᓗᓂ ᐱᓕᕆᐊᕆᓲᖏᓐᓂᑦ ᐊᒻᒪᓗ 
ᓂᐅᕕᖅᑎᑦᑎᓇᓱᐊᖅᑐᑎᑦ ᑕᑯᒃᓴᐅᑎᑦᑎᒍᑎᖏᑦ: 
en.destinationcanada.com

ᑕᑯᒋᑦ ᖃᓄᖅ ᑲᓇᑕ ᓂᐅᕐᕈᕕᐅᓗᓂ ᓴᖅᑭᔮᕐᔫᒥᑎᑦᑎᓲᖑᒻᒪᖔᑕ ᓂᐅᕐᕈᐊᓂᑦ: 
caen-keepexploring.canada.travel

ᓄᓇᖃᖅᑳᖅᓯᒪᔪᑦ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᑲᓇᑕᒥ

ᓄᓇᖃᖅᑳᖅᓯᒪᔪᑦ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᑲᓇᑕᒥ 
ᑲᑎᒪᕕᐅᕗᑦ ᐅᖓᑖᓂ 20−ᓂᑦ ᓄᓇᖃᖅᑳᖅᓯᒪᔪᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑲᑐᔾᔨᖃᑎᒌᓂᒃ ᐃᓚᒋᔭᐅᔪᖁᑎᖃᖅᑐᓂ ᐊᒻᒪᓗ ᒐᕙᒪᒃᑯᓐᓂᑦ 
ᑭᒡᒐᖅᑐᐃᔨᖃᐅᖅᑐᓂ ᑲᓇᑕᒦᙶᖓᔪᓂᑦ.  ᑖᒃᑯᐊ ᓄᓇᖃᖅᑳᖅᓯᒪᔪᑦ 
ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᐃᑲᔪᖅᑐᐃᓲᑦ 
ᐱᓕᕆᖃᑎᒌᒋᐊᙵᑎᑦᑎᓪᓗᑎᑦ ᓴᖅᑭᔮᕐᔫᒥᑎᑦᑎᓂᖏᑎᒍᑦ ᐊᒻᒪᓗ 
ᓂᐅᕕᖅᑎᑦᑎᓇᓱᐊᓲᖑᓪᓗᑎᑦ ᓄᓇᖃᖅᑳᖅᓯᒪᔪᓪᓚᑦᑖᑦ ᐃᓕᖅᑯᓯᖏᓐᓂᑦ 
ᐊᑐᖅᑐᑎᑦ ᓂᐅᕐᕈᑎᑦᑎᓇᓱᐊᖅᑐᑎᑦ ᑲᓇᑕᓕᒫᕐᒥ, ᐊᒻᒪᓗᑦᑕᐅᖅ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐱᕙᓪᓕᐊᑎᑦᑎᓂᕐᒥᒃ ᐅᖃᐅᔾᔨᒋᐊᓲᖑᓪᓗᑎᑦ 
ᐱᔨᑦᑎᕋᕐᓂᖏᑎᒍᑦ, ᑲᑎᒪᕕᔾᔪᐊᑎᑦᑎᓲᑦ, ᐃᓕᓐᓂᐊᑎᑦᑎᓲᑦ ᐊᒻᒪᓗ 
ᖃᐅᔨᓴᓲᑦ ᓄᓇᖃᖅᑳᖅᑐᓕᕆᓂᕐᒧᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ ᐱᓕᕆᐊᖃᓲᕐᓄᑦ, 
ᐊᐅᓪᓚᑎᑦᑎᔨᓄᑦ ᐊᒻᒪᓗ ᓄᓇᓕᐅᔪᓄᑦ ᐃᓕᖅᑯᓯᕐᒥᒃ ᑕᑯᑎᑦᑎᓗᑎᑦ 
ᐳᓚᕋᖅᑐᓕᕆᕙᑦᑐᓂᑦ ᑲᓇᑕᒥ.  ᓄᓇᖃᖅᑳᖅᓯᒪᔪᑦ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ 
ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᐋᖅᑭᓱᖅᓯᒪᓂᖏᑦ ᐊᒻᒪᓗ ᐃᓚᒋᔭᐅᔪᖁᑎᖏᑦ 
ᐃᑭᐊᖅᑭᕕᖓᓂ ᐃᓗᓕᖃᐅᖅᑐᑦ ᐊᒥᓱᓂᑦ ᐊᑑᑎᖃᑦᑎᐊᖅᑐᓂᑦ 
ᐱᕙᓪᓕᐊᒍᑎᖃᕐᓂᕐᒧᑦ ᐊᑐᕋᒃᓴᐅᔪᓂᑦ, ᖃᐅᔨᓴᖅᑕᐅᓯᒪᔪᓂᑦ ᐊᒻᒪᓗ 
ᑕᑯᒃᓴᐅᑎᑦᑎᓗᐊᓲᑦ ᓄᓇᖃᖅᑳᖅᓯᒪᔪᑦ ᐳᓚᕋᖅᑐᓕᕆᕙᑦᑐᑦ 
ᑐᑭᒧᐊᕈᑎᖏᓐᓂᑦ ᐊᒻᒪᓗ ᐃᓕᖅᑯᓯᕆᔭᐅᑦᑎᐊᕆᐊᖃᓲᑦ 
ᓂᐅᕕᐊᒃᓴᖃᕐᓗᓂ ᓂᐅᕐᕈᐊᓄᑦ ᐊᒻᒪᓗ ᐱᕙᓪᓕᐊᑎᑦᑎᓂᕐᒧᑦ. 

ᐃᓕᒃᑲᓐᓂᕆᑦ ᓄᓇᖃᖅᑳᖅᓯᒪᔪᑦ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᑲᓇᑕᒥ 
ᐱᓕᕆᐊᕆᓲᖏᓐᓂᑦ ᑕᑯᒃᓴᐅᑎᑦᑎᓂᖃᓲᖏᓐᓂᓪᓗ 
ᐳᓛᕆᐊᖅᑎᑦᑎᓇᓱᐊᖅᑐᑎᑦ ᖃᓄᐃᓕᐅᕈᑎᖏᓐᓂᑦ:  
aboriginalcanada.ca/corporate  
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ᖃᐅᔨᓗᑎᑦ ᖃᓄᖅ ᑖᒃᑯᐊ ᓄᓇᖃᖅᑳᖅᓯᒪᔪᑦ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ 
ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᑲᓇᑕᒥ ᓴᖅᑭᔮᕐᔫᒥᑎᑦᑎᓲᖑᒻᒪᖔᑕ ᓄᓇᖃᖅᑳᖅᓯᒪᔪᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᖅᑎᑦᑎᓲᑦ ᓂᐅᕐᕈᐊᓄᑦ: 
aboriginalcanada.ca/en

ᑲᓇᑕᑉ ᐊᕕᑦᑐᖅᓯᒪᔪᖏᑦ ᐅᑭᐅᖅᑕᖅᑐᒥᓗ 
ᐊᕕᑦᑐᖅᓯᒪᔪᖏᑦ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ
ᑲᓇᑕᑉ ᒐᕙᒪᖓᓂ, ᒐᕙᒪᒃᑯᑦ ᐃᖅᑲᓇᐃᔭᖃᑎᖃᓲᑦ ᑲᓇᑕᑉ ᐊᕕᑦᑐᖅᓯᒪᔪᖏᓐᓂ 
ᐅᑭᐅᖅᑕᖅᑐᒥᓗ ᐊᕕᑦᑐᖅᓯᒪᔪᖏᓐᓂ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ 
ᓴᖅᑭᔮᕐᔫᒥᑎᑦᑎᓇᓱᐊᖅᑐᑎᑦ, ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᓂᑦ ᐋᖅᑭᒃᓱᐃᓪᓗᑎᑦ 
ᐊᒻᒪᓗ ᐅᐸᑦᑕᐅᓲᓂᑦ ᐊᒻᒪᓗ ᐱᕙᓪᓕᐊᑎᑦᑎᓲᑦ ᑲᒪᒋᔭᖃᓲᓪᓗ ᐱᖁᔭᕐᓂᑦ ᐊᒻᒪᓗ 
ᐊᑐᐊᒐᕐᓂᑦ ᐊᑦᑐᐃᓂᖃᐅᖅᑐᓂᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ.  ᑕᒪᓐᓇ 
ᐃᖅᑲᓇᐃᔭᖃᑎᒌᓐᓂᖃᕆᐊᖃᓲᑦ ᐊᒥᓱᓂᑦ ᓴᓇᕕᐅᔪᓂᑦ ᐊᒻᒪᓗ ᒐᕙᒪᐅᔪᑦ 
ᐱᓕᕆᕝᕕᖏᓐᓂ.

ᑲᓇᑕ ᓂᐅᕐᕈᕕᐅᓗᓂ ᒐᕙᒪᒃᑯᑦ ᑯᐊᐳᕇᓴᐅᓪᓗᑎᑦ ᑲᓇᑕᑉ ᒐᕙᒪᖓᓂ 
ᓯᕗᓕᖅᑎᐅᓲᑦ ᑕᑯᒃᓴᐅᑎᑦᑎᓪᓗᓂ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ ᑭᒡᒐᖅᑐᐃᓪᓗᑎᑦ ᑲᓇᑕᑉ 
ᒐᕙᒪᖏᓐᓂᑦ.

ᑲᓇᑕᑉ ᐊᕕᑦᑐᖅᓯᒪᔪᖏᑦ ᐅᑭᐅᖅᑕᑐᕐᓗ ᐊᕕᑦᑐᖅᓯᒪᔪᖏᑦ 
ᓂᐅᕐᕈᕕᐅᑎᑕᐅᓇᓱᐊᕐᓂᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᑦ

ᑲᓇᑕᑉ ᐅᑭᐅᖅᑕᑐᓪᓗ ᐊᕕᑦᑐᖅᓯᒪᓂᖏᓐᓂᑦ, ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ 
ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᓯᕗᓕᖅᑎᐅᕗᑦ ᓴᖅᑭᔮᕐᔫᒥᑎᑦᑎᓇᓱᐊᖅᑐᑎᑦ 
ᐊᕕᑦᑐᖅᓯᒪᔪᖁᑎᖏᓐᓂ ᐊᑐᖅᑕᐅᓂᐊᕐᒪᑕ ᐳᓚᕋᖅᑐᓕᕆᕙᑦᑐᑦ, ᐅᐸᑦᑕᐅᓲᑦ 
ᐊᑐᖅᑕᐅᓲᓪᓗ.  ᐅᑭᐅᖅᑕᖅᑐᒥ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ 
ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᐅᑯᐊᖑᕗᑦ: 

• ᔫᑳᓐᒥ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ:
tc.gov.yk.ca/tourism

• ᓄᓇᑦᓯᐊᕐᒥ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ: 
spectacularnwt.com/members

• ᓄᓇᕗᒻᒥ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ: 
nunavuttourism.com 

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐱᓕᐊᖃᓲᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᓲᖑᓪᓗᑎᑦ ᖃᐅᔨᒪᒐᕕᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᖅ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᑐᐃᓐᓇᐅᙱᒻᒪᑦ 
ᐊᑐᕐᔫᒥᑎᑦᑎᓇᓱᐊᕐᓂᐅᑐᐃᓐᓇᕋᓂᓗ.  ᐃᑲᔪᖅᑐᖅᑕᐅᖁᓪᓗᒍ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓇᒻᒥᓂᖁᑎᓖᑦ ᐊᒻᒪᓗ ᐱᓕᕆᔨᐅᔪᑦ 
ᑲᑐᔾᔨᖃᑎᒌᖏᑦ, ᑲᓇᑕᒥ ᐊᕕᑦᑐᖅᓯᒪᔪᓂᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑲᑐᔾᔨᖃᑎᒌᖃᐅᖅᐳᑦ ᐊᒻᒪᓗ ᑲᑐᔾᔨᖃᑎᒌᓂᑦ.  ᑖᒃᑯ ᐊᑲᑐᔾᔨᖃᑎᒌᑦ 
ᑕᒪᐃᓐᓂ ᓂᐱᖃᓲᑦ ᐊᒻᒪᓗ ᑭᒡᒐᖅᑐᐃᓲᖑᓪᓗᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᐊᑐᖅᑕᐅᒍᒪᓲᑦ ᐱᔾᔪᑏᑦ ᓴᖅᑭᕌᖓᑦᑕ ᐊᑦᑐᐃᓂᖃᖅᑐᑎᑦ 
ᒪᑭᒪᑎᑦᑎᓐᓇᖅᑐᑎᓪᓘᓐᓃᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ.
ᓄᓇᕗᒻᒥ ᓄᓇᑦᓯᐊᕐᒥᓗ ᓴᓇᕕᐅᔪᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ 
ᑲᒪᒋᐊᖃᓲᖑᒻᒥᔪᑦ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ 
ᑲᑐᔾᔨᖃᑎᒌᖏᑕ ᑲᒪᓲᖏᓐᓂᑦ.

• ᔫᑳᓐᒥ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ:  tiayukon.com

• ᓄᓇᑦᓯᐊᕐᒥ ᐳᓚᕋᖅᑐᓕᕆᔨᑯᑦ: spectacularnwt.com

• ᓄᓇᕗᒻᒥ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ:
nunavuttourism.com



1 4 ᓇᒻ ᒥᓂᖃᕐ ᓂ ᕐᒧ ᑦ ,  ᓂ ᐅᕕᐊ ᒃ ᓴᖃ ᕐ ᓂ ᕐᒧ ᑦ  &  ᑕᐅᖅ ᓰ ᕐ ᓂᒧ ᑦ  ᐅ ᐸᓗᖓᐃᖅᓯ ᒪᓂᖅ ᐃᓕ ᓐᓂ ᐊ ᕋ ᒃ ᓴᖅ

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ  1 :  ᐳᓚᕋᖅᑐᓕᕆᓂᖅ

A. ᑲᓇᑕᒥ ᐳᓚᕋᖅᑐᓕᕆᓂᖅ ᖃᓄᐃᑦᑑᒻᒪᖔᖅ ᑕᑯᒃᓴᐅᑎᑕᐅᓂᖏᑦ ᑲᔪᓯᔪᖅ

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᓂᖅ 
ᑖᒃᑯᐊ ᓂᐅᕕᓲᑦ ᐊᒻᒪᓗ ᓂᐅᕕᐊᒃᓴᖃᓲᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᓱᓇᒃᑯᑖᖃᖅᑎᑦᑎᔩᑦ ᐊᑐᖅᑕᐅᓂᐊᖅᑐᓂᑦ ᐱᔨᑦᑎᕋᕈᑎᓂᓪᓗ. 
ᑲᓇᑕᒦᒍᓐᓇᖅᑐᑦ, ᐅᑭᐅᖅᑕᖅᑐᒥ, ᐊᓯᐊᓂᓘᓐᓃᑦ ᓄᓇᕐᔪᐊᕐᒥ. 
ᐃᓕᓐᓂᐊᒃᑲᓐᓂᕐᓂᐊᕐᒥᔪᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᓂᕐᒥᒃ 
ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 3-ᒥ − ᑕᐅᖅᓰᓂᕐᒧᑦ ᐊᑐᐃᓐᓇᐅᒪᓂᖅ. 

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᓲᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᔨᐅᔪᓐᓇᕋᕕᑦ ᐅᕙᓘᓐᓃᑦ 
ᐃᓄᒃ ᐱᒋᐊᖅᑎᑦᑎᒍᒪᓪᓗᑎᑦ ᓇᒻᒥᓂᖁᑎᖕᓂᑦ ᐅᕝᕙᓘᓐᓃᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᔨᐅᓗᑎᑦ. ᓱᓇᒃᑯᑖᖃᖅᑏᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓇᒻᒥᓂᖁᑎᒋᔭᐅᕗᑦ ᐊᒻᒪᓗ ᐅᐸᑦᑕᐅᒍᒪᓲᑦ 
ᓂᐅᕐᕈᐊᓄᑦ ᐱᕙᓪᓕᐊᑎᑦᑎᓲᖑᓪᓗᑎᑦ, ᐊᑐᕐᔫᒥᑎᑦᑎᓇᓱᐊᓲᑦ 
ᓂᐅᕕᐊᒃᓴᖃᓲᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓂᐅᕕᖅᐸᑦᑐᓄᑦ ᐊᓯᐊᑎᒍᓪᓘᓐᓃᑦ 
ᐊᐅᓪᓚᓂᕐᒧᑦ ᑕᐅᖅᓰᔩᑦ ᓂᐅᕕᖅᐸᑦᑐᓄᑦ ᓂᐅᕕᐊᒃᓴᖃᓲᖑᓪᓗᑎᑦ. 
ᑖᓐᓇ ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ, ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐊᒻᒪᓗ ᑕᐅᖅᓰᓂᕐᒧᑦ 
ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ ᐱᓕᕆᐊᖅ ᐃᓕᓐᓄᑦ ᐃᓕᓐᓂᐊᖅᑕᐅᔪᒃᓴᐅᕗᖅ. 

ᓂᐅᕐᕈᐊᑦ/ᐳᓛᕆᐊᖅᑐᑦ 
ᖃᓄᑐᐃᓐᓇᖅ ᑕᐃᒍᓐᓇᖅᑕᑎᑦ, ᑭᓯᐊᓂᓕ 
ᐳᓚᕋᖅᑐᓕᕆᓂᑕᖃᕋᔭᙱᑦᑐᖅ ᐃᓄᒃᑕᖃᕐᓂᙱᒃᑯᓂ ᐊᐅᓪᓚᕈᒪᔪᓂᑦ 
ᐊᒻᒪᓗ ᐊᑐᕈᒪᔪᓂᑦ ᐊᔾᔨᒌᙱᑦᑐᓂᑦ ᓄᓇᓕᐅᔪᓂᑦ. ᓂᐅᕐᕈᐊᖅ 
ᐅᕝᕙᓘᓐᓃᑦ ᐳᓛᕆᐊᖅᑐᖅ ᓇᓗᓇᐃᖅᓯᓲᖅ ᐃᓱᒪᓕᐅᖅᑐᓂ ᑭᓱᓂᑦ 
ᓂᐅᕕᕐᓂᐊᕐᒪᖔᕐᒥᒃ, ᖃᖓ ᓂᐅᕕᕋᔭᕐᒪᖔᕐᒥᒃ ᐊᒻᒪᓗ ᖃᑦᑎᓂᑦ 
ᑮᓇᐅᔭᓂᑦ ᐊᑐᕐᓂᐊᕐᒪᖔᕐᒥᒃ. ᐃᖅᑲᓇᐃᔮᕆᕙᑦ ᑐᑭᓯᐅᒪᓗᒋᑦ ᖃᓄᖅ 
ᑖᒃᑯᐊ ᓂᐅᕐᕈᐊᑦ ᓇᒻᒥᖅ ᓂᕈᐊᕐᓂᖏᑦ ᐊᑦᑐᐃᓂᖃᕈᓐᓇᕐᒪᖔᑕ 
ᑲᔪᓯᓂᖃᑦᑎᐊᕈᓐᓇᓂᕐᓂ. ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ 
ᑲᑐᔾᔨᖃᑎᒌᓯ ᐃᑲᔪᕈᓐᓇᕐᒥᔪᑦ ᑐᑭᓯᓗᑎᑦ ᓂᕆᐅᓐᓂᕆᔭᐅᔪᓂᑦ 
ᓂᐅᕐᕈᐊᓄᑦ ᑲᓇᑕᑉ ᐅᑭᐅᖅᑕᖅᑐᖓᓅᖅᑎᓪᓗᒋᑦ. 

ᖃᓄᖅ ᓇᒻᒥᓂᖁᑎᒋᔭᐃᑦ ᐱᓕᕿᐊᖃᓲᖑᕙ 
ᐊᖏᓂᖅᓴᒥᒃ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒨᖓᔪᓂᑦ? 
ᐊᒥᓱᑦ ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᑦ ᑲᑐᔾᔨᖃᑎᒌᓪᓗ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ 
ᐊᑐᓲᑦ ᑮᓇᐅᔭᓂᑦ ᓂᐅᕐᕈᑎᑦᑎᓇᓱᐊᖅᑐᑎᑦ ᑲᓇᑕᑉ ᓄᓇᓕᖏᓐᓄᑦ, 
ᐱᖃᓯᐅᑎᓪᓗᒍ ᐊᕕᑦᑐᖅᓯᒪᓂᕆᔭᐃᑦ. ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᖅ ᐱᐅᙱᑦᑐᒥᒃ 
ᓂᐅᕐᕈᔪᓂᑦ ᐊᑐᖅᑎᑦᑎᒍᓂ, ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᓴᖅᑭᔮᕈᑏᑦ 
ᐊᑐᖅᑕᐅᔪᑦ, ᓇᒻᒥᓂᖁᑎᑎᓪᓗ ᐊᑐᖅᑕᑎᑦ, ᐊᑦᑕᓇᖅᑐᒨᕈᓐᓇᖅᑐᑦ. 
ᓇᒻᒥᓂᖁᑎᒋᔭᐃᑦ ᐊᒻᒪᓗ ᐊᓯᖏᑦ ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᑦ ᐊᑐᓲᖑᒻᒪᑕ 
ᒪᓕᑦᑕᐅᓲᓂᑦ ᐱᐅᔪᒻᒪᕆᖕᒥᒃ ᓂᐅᕐᕈᕕᐅᑎᑦᑎᓇᓱᐊᖅᑐᑎᑦ ᓄᓇᓖᑦ 
ᓇᒻᒥᓂᖁᑏᓪᓗ ᐃᑲᔪᖅᑕᐅᓂᐊᕐᒪᑦ. 

ᑲᓇᑕ ᓂᐅᕐᕈᕕᐅᓗᓂ ᐊᒻᒪᓗ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ 
ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᓴᖅᑭᔮᕐᔫᒥᑎᑦᑎᓲᑦ ᐅᑭᐅᖅᑕᖅᑐᑉ ᐊᕕᑦᑐᖅᓯᒪᔪᖓᓄᑦ 
ᓂᐅᕐᕈᕕᐅᑦᑎᐊᕈᓐᓇᕐᓂᖏᓐᓂᑦ ᓂᐅᕐᕈᐊᓄᑦ ᓄᓇᕐᔪᐊᕐᒥᐅᑕᓄᑦ ᐊᒻᒪᓗ 
ᐃᖅᑲᓇᐃᔮᖃᓲᑦ ᓂᐅᕐᕈᐊᖅᑖᑎᑦᑎᓇᓱᐊᖅᑐᑎᑦ ᐊᕕᑦᑐᖅᓯᒪᔪᖕᓄᑦ, 
ᐃᑲᔪᖅᑕᐅᒍᓐᓇᖅᓯᒐᔭᖅᑐᓂᓗ ᑕᒪᓐᓇ ᓇᒻᒥᓂᖁᑎᒋᔭᐃᑦ. 
ᐱᒻᒪᕆᐅᕗᖅ ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᑦ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ 
ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑕ ᑭᒡᒐᑐᖅᑕᖏᑦ ᓴᖅᑮᓗᑎᑦ ᓄᓇᕐᔪᐊᕐᒧᑦ 
ᐊᐅᓚᑦᑎᓂᖃᓲᖑᒻᒪᑕ ᒪᓕᑦᑕᐅᔭᕆᐊᓕᓐᓂᒃ ᐊᔾᔨᖃᖅᑐᓂᑦ ᓂᐅᕐᕈᐊᑦ 
ᓂᕆᐅᒋᔭᖏᓐᓂᑦ.

ᐳᓚᕋᖅᑐᓕᕆᓂᖅ
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B. ᑕᓪᓕᒪᑦ ᖃᓄᐃᓕᐅᕈᑕᐅᓲᑦ ᐃᖅᑲᓇᐃᔮᖃᕈᑎᒋᔭᐅᓪᓗᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ

According to the Tourism Industry Association of Canada 
(TIAC), “ travel and tourism” consists of  
five industry sectors. They are:

	 1.	Transportation

	 2.	Accommodations

	 3.	Food and Beverage

	 4.	Meetings and Events

	 5.	Attractions 

Businesses in the tourism sector range in size: 

•	A very small business has between one and  
four employees. 

•	A small business has between five and 20. 

•	A mid-sized business has between 20 and  
99 employees.

•	A large business has more than 100 employees.

These five industries within the tourism sector account for  
1.7 million jobs and contributed an estimated $84 billion to the 
Canadian economy in 2013. 

If you would like to know more about Canada’s tourism industry 
the following link will take you to more information about 
Canada’s tourism industry. You can also find Canada’s National 
Tourism Strategy at tourism.gc.ca 

To learn more about how your Territory is developing 
tourism, you can visit the Territorial tourism site for business 
information, marketing plans, research and  
other valuable links:

•	Yukon  
tc.gov.yk.ca/tourism 

•	Northwest Territories: 
www.iti.gov.nt.ca/sectors/tourism 
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B. ᑕᓪᓕᒪᑦ ᖃᓄᐃᓕᐅᕈᑕᐅᓲᑦ ᐃᖅᑲᓇᐃᔮᖃᕈᑎᒋᔭᐅᓪᓗᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ
ᒪᓕᑦᑐᒋᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᖃᓄᐃᓕᐳᕈᑎᖃᓲᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ 
ᑲᓇᑕᒥ, "ᐊᐅᓪᓚᖃᑦᑕᕐᓂᖅ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ" ᑕᓪᓕᒪᓂᒃ 
ᐱᓕᕆᕝᕕᐅᕙᑦᑐᓂᑦ ᐊᑐᓲᑦ.  ᐅᑯᐊᖑᓪᓗᑎᑦ:

1. ᐃᖏᕐᕋᔪᓕᕆᔨᒃᑯᑦ

2. ᑐᔪᕐᒥᕕᓕᕆᔨᒃᑯᑦ

3. ᓂᕿᓕᕆᔨᒃᑯᑦ ᐃᒥᓕᕆᔨᒃᑯᑦ

4. ᑲᑎᒪᕖᑦ ᖃᓄᐃᓕᐅᕈᑕᐅᕝᕖᑦ

5. ᖃᓄᐃᓕᐅᕈᓘᔭᕐᕖᑦ

ᓇᒻᒥᓂᖁᑎᓖᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ ᑲᒪᓲᑦ ᐊᔾᔨᒌᙱᓐᓂᖃᐅᖅᑐᑦ ᐊᖏᓂᖏᑦ:

• ᒥᑭᔪᒻᒪᕆᒃ ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᖅ ᐊᑕᐅᓯᕐᒥᒃ ᑎᓴᒪᓄᓪᓗ
ᐃᖅᑲᓇᐃᔭᖅᑎᖃᓲᖅ.

• ᒥᑭᔪᖅ ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᖅ ᑕᓪᓕᒪᓂᒃ ᐊᕙᑎᓄᑦ
ᐃᖅᑲᓇᐃᔭᖅᑎᖃᓲᖅ.

• ᐊᖏᓗᐊᙱᑦᑐᖅ ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᖅ ᐊᕙᑎᓂᑦ 99−ᓄᑦ
ᐃᖅᑲᓇᐃᔭᖅᑎᖃᓲᖅ.

• ᐊᖏᔪᖅ ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᖅ ᐅᖓᑖᓂᑦ 100−ᓂᑦ
ᐃᖅᑲᓇᐃᔭᖅᑎᖃᓲᖅ.

ᑕᓪᓕᒪᐅᔪᑦ ᑖᒃᑯᐊ ᓴᓇᕕᐅᓲᑦ ᐳᓚᕋᖅᑐᓕᕆᕙᑦᑐᑎᑦ 1.7 ᒥᓕᐊᓐᓂᒃ 
ᐃᖅᑲᓇᐃᔮᖃᓲᑦ ᐊᒻᒪᓗ ᐃᑲᔪᓲᑦ $84 ᕕᓕᐊᓐᓂᒃ ᑮᓇᐅᔭᖃᖅᑎᑎᓪᓗᑎᑦ 
ᑲᓇᑕᒥ 2013-ᖑᑎᓪᓗᒍ.

ᖃᐅᔨᒃᑲᓐᓂᕈᒪᓐᓂᕈᕕᑦ ᑲᓇᑕᑉ ᐳᓚᕋᖅᑐᓕᕆᓂᖓᓂᑦ ᐅᑯᐊ ᑲᓱᖅᑕᕈᑏᑦ 
ᑐᑭᓯᒋᐊᖅᑎᑎᒃᑲᓐᓂᕐᓂᐊᖅᑐᑦ ᐃᓕᖕᓂᒃ ᑲᓇᑕᑉ ᐳᓚᕋᖅᑐᓕᕆᓂᖓᓂᒃ.  
ᖃᐅᔨᔪᓐᓇᕐᒥᔭᑎᑦ ᑲᓇᑕᒥ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᖃᓄᖅᑑᕈᑎᖓ ᐅᕙᓂ 
tourism.gc.ca 

ᐃᓕᓐᓂᐊᒃᑲᓐᓂᖁᓪᓗᑎᑦ ᖃᓄᖅ ᐊᕕᑦᑐᖅᓯᒪᓂᕆᔭᐃᑦ ᐱᕙᓪᓕᐊᑎᑦᑎᒻᒪᖔᕐᒥᒃ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ, ᑕᑯᓂᐊᕈᓐᓇᖅᑕᐃᑦ ᐅᑭᐅᖅᑕᖅᑐᒥ ᐊᕕᑦᑐᖅᓯᒪᔪᑦ ᐃᑭᐊᖅᑭᕕᖏᑦ 
ᓇᒻᒥᓂᖁᑎᓖᑦ ᑐᑭᓯᒋᐊᕈᑎᖏᓐᓄᑦ, ᓂᐅᕕᐊᒃᓴᖃᓂᕐᒧᑦ ᐸᕐᓇᐅᑏᑦ, ᖃᐅᔨᓴᕈᑕᐅᔪᑦ ᐊᒻᒪᓗ ᐊᓯᖏ 
ᑦᐱᒻᒪᕆᐅᔪᑦ ᑲᓱᖅᑕᕈᑎᖏᑦ: 

• ᔫᑳᓐ
tc.gov.yk.ca/tourism 

• ᓄᓇᑦᓯᐊᖅ
www.iti.gov.nt.ca/sectors/tourism 

• ᓄᓇᕗᑦ:
nunavuttourism.com/component/
content/article?id=189:corporate-info
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THE FIVE INDUSTRIES 
OF THE TOURISM 
SECTOR
Activity: 
Tourism Suppliers often are very good at particular 
areas of their business and may struggle at times with 
delivering other elements of their tourism experience 
because they just don’t have the resources, time, 
equipment or infrastructure needed. 

There are two ways to deal with this challenge.  
You can spend a lot of money, to purchase equipment 
and operate all elements in your tourism product. Or you 
can partner with other Tourism Suppliers and businesses 
delivering experiences and services in  
the various tourism industries, to develop a product to sell 
to your clients. 

What industry of the tourism sector is your business 
in? Please check all that may apply:

o	Transportation

o	Accommodations

o	Food and Beverage

o	Meeting and Events

o	Attractions

What are other tourism sector industries located in 
your region that you might partner with to develop 
or enhance your tourism experience for your 
clients? Please explain in bullet form or paragraph 
what the overall experience or product will include. 

For example: 

•	I will partner with the airport shuttle service  
to bring my clients to me. 

•	I will partner with a local restaurant to provide me 
with bag lunches for my hiking adventures.

•	I will partner with the dog sled operator to include a 
day tour in my multi-day experience for visitors.

B. ᑕᓪᓕᒪᑦ ᖃᓄᐃᓕᐅᕈᑕᐅᓲᑦ ᐃᖅᑲᓇᐃᔮᖃᕈᑎᒋᔭᐅᓪᓗᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ

1 6 ᓇ ᒻ ᒥ ᓂ ᖃ ᕐ ᓂ ᕐ ᒧ ᑦ ,  ᓂ ᐅ ᕕ ᐊ ᒃ ᓴ ᖃ ᕐ ᓂ ᕐ ᒧ ᑦ  &  ᑕ ᐅ ᖅ ᓰ ᓂ ᕐ ᒧ ᑦ  ᐅ ᐸ ᓗ ᖓ ᐃ ᖅ ᓯ ᒪ ᓂ ᖅ  ᐃ ᓕ ᓐ ᓂ ᐊ ᕋ ᒃ ᓴ ᖅ  ᐅ ᖃ ᓕ ᒫ ᒐ ᑦ

ᑕᓪᓕᒪᑦ ᖃᓄᐃᓕᐅᕈᑕᐅᓲᑦ 
ᐃᖅᑲᓇᐃᔮᖃᕈᑎᒋᔭᐅᓪᓗᑎᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥ

ᖃᓄᐃᓕᐅᕈᑎᒋᔭᐅᔪᖅ: 

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᓲᑦ ᓇᒻᒥᓂᖁᑎᓖᑦ ᐊᒃᓱᒻᒪᕆᐊᓗᒃ 
ᐱᓕᕆᔪᓐᓇᑦᑎᐊᖅᑐᑦ ᓇᒻᒥᓂᖁᑎᖏᓐᓂᑦ ᐊᒻᒪᓗ 
ᐊᒃᓱᕈᕈᓐᓇᓲᖑᓪᓗᑎᑦ ᐃᓛᓐᓂᒃᑯᑦ ᐊᓯᖏᓐᓂᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ 
ᐱᓕᕆᐊᖃᕋᓱᐊᖅᑐᑎᑦ ᐊᑐᕋᒃᓴᖃᙱᑐᐃᓐᓇᕐᓂᖏᓐᓄᑦ, 
ᐱᕕᖃᙱᑐᐃᓐᓇᕐᓂᖏᓐᓄᑦ, ᓱᓇᒃᑯᑖᖃᙱᑐᐃᓐᓇᕐᓂᖏᓐᓄᑦ 
ᐅᕝᕙᓘᓐᓃᑦ ᐱᖁᑎᕐᔪᐊᖃᙱᓐᓂᖏᓐᓄᑦ ᐊᑐᕆᐊᓕᒻᒥᓂᒃ.

ᒪᕐᕉᕘᒃ ᑕᒪᓐᓇ ᐊᒃᓱᕈᕈᑕᐅᔪᖅ ᑲᒪᒋᔭᐅᔪᓐᓇᕈᑎᖏᒃ. 
ᑮᓇᐅᔭᓂᑦ ᐊᒥᓱᓂᑦ ᐊᑐᕈᓐᓇᖅᑐᑎᑦ, ᓂᐅᕕᕐᓗᑎᑦ ᓱᓇᒃᑯᑖᓂᒃ 
ᐊᒻᒪᓗ ᐊᐅᓚᑦᑎᓗᑎᑦ ᑕᒪᐃᓐᓂ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᓂᐅᕕᐊᒃᓴᕆᔭᕐᓂᑦ.  ᐅᕝᕙᓘᓐᓃᑦ ᐱᓕᕆᖃᑎᖃᕆᐊᙵᕈᓐᓇᖅᑐᑎᑦ 
ᐊᓯᖏᓐᓂᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᓲᑦ ᓇᒻᒥᓂᖁᑎᓖᑦ 
ᐊᑐᖅᑕᐅᑎᑦᑎᓗᑎᑦ ᓂᐅᕐᕈᐊᖑᔪᓂᑦ ᐊᒻᒪᓗ ᐱᔨᑦᑎᕋᕐᓗᑎᑦ 
ᐊᔾᔨᒌᙱᑦᑐᓂᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐱᓕᕆᐊᖃᓲᕐᓂᒃ, 
ᐋᖅᑭᒃᓱᐃᖁᓪᓗᑎᑦ ᓂᐅᕕᐊᒃᓴᒥᒃ ᓂᐅᕕᖅᑎᑦᑎᖃᑦᑕᕐᓂᐊᕋᕕᑦ 
ᐱᔨᑦᑎᕋᖅᑕᖕᓄᑦ.

ᓇᒻᒥᓂᖁᑎᒋᔭᐃᑦ ᑭᓱᓕᕆᓲᖑᕙ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ?  
ᑎᑎᖅᓯᕕᒋᓗᒋᑦ ᓇᒻᒥᓂᖁᑎᕕᑦ ᖃᓄᐃᓕᐅᓲᖏᑦ:

o ᐃᖏᕐᕋᔪᓕᕆᓂᖅ

o ᑐᔪᕐᒥᕕᓕᕆᓂᖅ

o ᓂᕿᓕᕆᓂᖅ ᐃᒥᒐᒃᓴᓂᓪᓗ

o ᑲᑎᒪᓃᑦ ᐊᒻᒪᓗ
ᖃᓄᐃᓕᐅᕈᓘᔭᕐᕕᐅᔪᑦ

o ᐅᐸᑦᑕᐅᓲᑦ
ᖃᓄᐃᓕᐅᖅᑎᑕᐅᓪᓗᑎᑦ

ᖃᓄᐃᑦᑑᕙᑦ ᐊᓯᖏᑦ ᐳᓚᕋᖅᑐᓕᕆᕙᑦᑐᑦ ᓄᓇᓐᓂ 
ᐊᕕᑦᑐᖅᓯᒪᔪᒥᒃ ᐃᖅᑲᓇᐃᔭᖃᑎᒋᒋᐊᕈᓐᓇᖅᑕᑎᑦ ᐋᖅᑭᒃᓱᐃᓗᓯ 
ᐅᕝᕙᓘᓐᓃᑦ ᐱᐅᓯᑎᒋᐊᕐᓗᒍ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᖅᑕᐅᓲᑦ 
ᐱᔨᑦᑎᕋᖅᑕᖕᓄᑦ?  ᓇᓗᓇᐃᔭᕐᓗᒋᑦ ᐃᓛᒃᑰᖓᔪᒃᑯᑦ ᐅᕝᕙᓘᓐᓃᑦ 
ᑎᑎᕋᖅᓯᒪᔪᑦ ᑲᑎᙵᐅᑎᓪᓗᒋᑦ ᖃᓄᐃᑦᑐᒥᒃ ᑕᒪᐃᓐᓂ 
ᐊᑐᖅᑕᐅᑎᑦᑎᖃᑦᑕᕋᔭᕐᒪᖔᖅᐱᑦ ᓂᐅᕐᕈᐊᓄᑦ ᐅᕝᕙᓘᓐᓃᑦ 
ᓂᐅᕕᐊᒃᓴᖕᓄᑦ.

ᐆᑦᑑᑎᒋᓗᒋᑦ ᐃᒪᓐᓇ ᑎᑎᕋᕐᓗᒋᑦ:

• ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕆᐊᙵᕐᓂᐊᖅᑐᖓ
ᖃᖓᑕᓲᒃᑯᕕᒻᒦᙶᖅᑐᓂᑦ ᓄᓇᒃᑰᕈᑎᒃᑯᑦ
ᐱᔨᑦᑎᕋᖅᑎᖏᓐᓂᑦ ᐱᔨᑦᑎᕋᖅᑕᒃᑲ ᖃᐃᑕᐅᖃᑦᑕᓂᐊᕐᒪᑕ.

• ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕆᐊᙵᕐᓂᐊᖅᑐᖓ ᓄᓇᓕᓐᓂ
ᓂᕆᕕᒻᒥ ᐴᖅᓯᒪᔪᓂᑦ ᐅᓪᓗᕈᕐᒥᑕᖅᑕᐅᓂᐊᖅᑐᓂᑦ
ᑕᖁᐊᒃᓴᓂᖃᑦᑕᕐᓂᐊᕋᒪ ᐱᓱᖃᑎᒋᓗᒋᑦ ᐱᔨᑦᑎᕋᖅᑕᒃᑲ
ᑕᖁᐊᕆᖃᑦᑕᕐᓂᐊᕋᒃᑭᑦ.

• ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕆᐊᙵᕐᓂᐊᖅᑐᖓ ᕿᒧᒃᓯᑎᑦᑎᔨᓂᑦ
ᐱᖃᓯᐅᔾᔨᖃᑦᑕᕐᓂᐊᕋᒪ ᐅᓪᓗᐃᓐᓇᖅ ᐊᐅᓪᓚᖃᑎᒋᓗᒋᑦ
ᐊᒥᓱᓄᑦ ᐅᓪᓗᓄᑦ ᓂᐅᕐᕈᐊᑦ ᑕᑯᔭᖅᑐᖅᑎᖃᑦᑕᔨᕈᒃᑭᑦ. 

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 1: ᐳᓚᕋᖅᑐᓕᕆᓂᖅ

B. ᑕᓪᓕᒪᑦ ᖃᓄᐃᓕᐅᕈᑕᐅᓲᑦ ᐃᖅᑲᓇᐃᔮᖃᕈᑎᒋᔭᐅᓪᓗᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ
ᑲᔪᓯᔪᖅ
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C. ᐳᓚᕋᖅᑐᓕᕆᓂᖅ ᑲᓇᑕᑉ ᐅᑭᐅᖅᑕᖅᑐᖓᓂ
2013–ᖑᑎᓪᓗᒍ, ᑲᓇᑕᑉ ᐅᑭᐅᖅᑕᖅᑐᖓᑕ ᐊᕕᑦᑐᖅᓯᒪᔪᑦ ᐱᖓᓱᑦ 
ᑕᒪᐃᓐᓂ:

•	ᐃᒪᓐᓇᐸᓗᒃ $ 296.3 ᒥᓕᐊᓐᓂᒃ ᑮᓇᐅᔭᓂᑦ ᐃᓯᖅᑎᑦᑎᓚᐅᖅᑐᑦ,

•	ᐃᒪᓐᓇᐸᓗᒃ 549,110−ᓂᒃ ᓂᐅᕐᕈᐊᓂᑦ ᑲᓇᑕᒥ ᓄᓇᕐᔪᐊᕐᒥᓗ 
ᓂᐅᕐᕈᕕᐅᑎᑦᑎᓚᐅᖅᑐᑦ, ᐊᒻᒪᓗ

•	ᐃᖅᑲᓇᐃᔮᒃᓴᓕᐅᖅᑐᑎᑦ ᐃᒪᓐᓇᐸᓗᒃ 7,500, ᐊᕐᕌᒍᓕᒫᕐᒥ ᐊᒻᒪᓗ 
ᐊᕐᕌᒍᑉ ᐃᓚᖓᓂ

ᐃᒪᓐᓇᐸᓗᒃ 1,000 ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᓲᑦ 
ᓂᐅᕐᕈᐊᖃᓚᐅᖅᑐᑦ ᑕᒪᐃᓐᓂ ᑕᓪᓕᒪᓂᑦ ᐱᓕᕆᕙᑦᑐᓂᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ. ᐊᑐᓂ ᐱᓕᕆᔨᐅᔪᑦ ᐊᔾᔨᒌᙱᑦᑐᓂᑦ 
ᐅᐸᓗᖓᐃᖅᓯᒪᔪᑦ ᖃᐅᔨᒪᓂᓖᑦ ᐊᒻᒪᓗ ᑭᒡᒐᖅᑐᐃᓲᑦ ᑲᓇᑕᑉ 
ᐅᑭᐅᖅᑕᖅᑐᖓᓂ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᖅᑕᐅᑎᑦᑎᓪᓗᑎᑦ 
ᓄᓇᓕᖕᓄᑦ, ᑲᓇᑕᒥ ᓄᓇᕐᔪᐊᕐᒥᓗ.

ᖃᐅᔨᓵᖑᓯᒪᔪᑦ ᓇᓗᓇᐃᖅᓯᓯᒪᕗᑦ ᐅᖓᓯᓐᓂᖅᓴᐅᒍᓂ 
ᐅᐸᑦᑕᐅᖁᔭᐅᓲᖅ ᓂᐅᕐᕈᕕᐅᓗᓂ ᓂᐅᕕᕐᕕᐅᓗᓂᓗ 
ᐃᑲᔪᖅᑕᐅᓂᖅᓴᐅᔭᕆᐊᓕᒃ ᐸᕐᓇᐅᑎᓕᐅᖅᑐᖃᕐᓗᓂ 
ᐃᓂᒃᓴᓕᐅᖅᑐᖃᕐᓗᓂᓗ ᕿᑲᕆᐊᖅᑐᓄᑦ. ᐊᔾᔨᒋᑐᐃᓐᓇᕐᒥᔭᖓ ᑲᓇᑕᑉ 

ᐅᑭᐅᖅᑕᖅᑐᖓᓂ. ᐅᖓᓯᓐᓂᖅᐹᖑᒐᑦᑕ ᖃᓪᓗᓈᓃᑦᑐᓂᑦ. ᓂᐅᕐᕈᓂᕐᒧᑦ 
ᑕᐅᖅᓰᔩᑦ ᐃᖅᑲᓇᐃᔭᕐᓂᐅᓴᓂᖅᓴᐅᓲᑦ ᓇᒻᒥᓂᖁᑎᓕᖕᓂᑦ 
ᖃᓂᓐᓂᖅᓴᐅᔪᓂᑦ ᓂᐅᕐᕈᕕᐅᖁᔭᐅᓲᕐᒧᑦ, ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕇᖅᑐᑎᓪᓗ 
ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᔨᓂᒃ ᐊᒻᒪᓗ ᐃᑲᔪᕈᓐᓇᖅᑐᑎᑦ ᐱᔨᑦᑎᖅᑕᒥᓄᑦ 
ᐅᐸᖃᑦᑕᖅᑕᖏᓐᓂᒃ ᖃᓄᐃᑦᑐᖃᑲᒻᒪᓕᕐᓂᕈᓂ.

ᐳᓚᕋᖅᑐᓕᕆᓂᖅ ᐅᑭᐅᖅᑕᖅᑐᒥ, ᐱᕈᖅᐸᓪᓕᐊᒐᓗᐊᖅᑎᓪᓗᒍ 
ᐊᕐᕌᒍᑕᒫᑦ, ᐊᒃᓱᕈᕈᑕᐅᓲᖑᓇᖅᑐᖅ ᖃᓄᐃᑦᑐᑐᐃᓐᓇᕐᒧᑦ 
ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᑦ ᐱᒋᐊᓕᖅᑎᓪᓗᒋᑦ.  ᐱᔪᓐᓇᕐᓂᖓ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᓲᖅ ᓇᒻᒥᓂᖅ 
ᐱᓕᕆᐊᒃᓴᖅᑖᕋᓱᐊᕐᓗᓂ ᓈᒻᒪᑦᑐᒥᒃ, ᐊᕐᕌᒍᒥ ᐊᒃᓱᕈᕐᓇᑐᒻᒪᕆᐅᕗᖅ. 
ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕐᓗᓂ ᑲᓇᑕᒥ ᓄᓇᕐᔪᐊᕐᒥᓗ ᐊᐅᓪᓚᐸᑦᑐᑦ 
ᑕᐅᖅᓰᔨᒃᑯᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᔨᓂᒃ ᐊᓯᐊᓂᒃ 
ᐊᑐᕈᓐᓇᖅᑕᒥᓂᒃ ᓂᐅᕕᐊᒃᓴᖃᖅᑎᑦᑎᓇᓱᐊᕈᓐᓇᓲᖑᒻᒥᔪᑦ ᓂᐅᕐᕈᐊᓄᑦ. 
ᐃᓕᑉᐹᓪᓕᕐᓂᐊᖅᑐᑎᑦ ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕐᓗᓂ ᐊᐅᓪᓚᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑕᐅᖅᓰᔨᒃᑯᑦ ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 3-ᒥ: ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ 
ᒪᓕᑦᑕᐅᓲᑦ.
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D. ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ ᓴᖅᑭᔮᕐᔫᒥᑎᑦᑎᓂᖅ ᑲᓇᑕᒥ

How does the world learn  
about Canada? 
What does Canada’s marketing 
organization do for tourism?

Destination Canada (DC), formerly the Canadian Tourism 
Commission, leads the Canadian tourism industry in 
marketing Canada as a premier  
four-season tourism destination where travellers  
can enjoy extraordinary experiences. 

Together with Provincial, Territorial and industry partners, 
DC leads marketing and promotions supported with current 
research, to build awareness of Canada’s Tourism Suppliers 
in primary and emerging markets, in Canada  
and internationally. 

ᓇᓕᐊᓐᓂᒃ ᑲᓇᑕ ᑕᒪᒃᑯᓂᖓ 
ᖃᓄᐃᓕᐅᕈᑎᖃᕋᓱᐊᖅᐸᑦ 
ᓴᖅᑭᔮᕐᔫᒥᑎᑦᑎᓇᓱᐊᖅᑐᑎᑦ?
ᒫᓐᓇᐅᔪᖅ, ᑲᓇᑕ ᐅᐸᓪᓗᒍ ᐱᓕᕆᐊᖓ ᓴᖅᑭᔮᕐᔫᒥᑎᑦᑎᓇᓱᐊᖅᑐᖅ 
11–ᖑᔪᓂᑦ ᓄᓇᓕᕐᔪᐊᕐᓂᒃ ᓄᓇᕐᔪᐊᕐᒥ.  ᐅᑯᐊᖑᓪᓗᑎᑦ:

•	ᐋᔅᑐᕋᐃᓕᐊ

•	ᕗᕋᔨᐅᓪ

•	ᑦᓴᐃᓇ

•	ᕗᕌᓐᔅ

•	ᔫᒪᓂ

•	ᐃᓐᑎᐊ

•	ᔭᐹᓐ

•	ᒥᐊᒃᓯᑯ

•	ᑲᓇᓐᓇᖓ ᑯᕇᐊ

•	ᔫᓇᐃᑕᓐ ᑭᖕᑕᒻ

•	ᔫᓇᐃᑕᑦ ᔅᑕᐃᑦᔅ

DC conducts market research to help DMOs and  
the tourism industry understand trends, preferences, 
expectations and other consumer insights. DC  
provides tools and learning resources to help the  
industry leverage Canada’s successful tourism brand, Canada. 
Keep Exploring.

To learn more about Destination Canada’s markets, visit: 
en.destinationcanada.com/markets/ 
where-we-market-canada 

How can DC support your business?
As Tourism Suppliers in Canada, you have at your  
disposal a wide range of Resources such as Guidelines  
for the Brand Identity of Destination Canada  
(Version 3.1) where you will find the DC mission, values and 
characteristics of the Canadian brand and learn how to adopt 
this brand yourself. The DC toolkit experiences (experiences: 
Toolkit for Destination Canada partners –  
2nd edition) tell you all about experiential tourism, and the 
Explorer Quotient will help you better understand your 
consumers. Talk to your marketing representatives in your 
Territory about reaching your best customer or go to 
en.destinationcanada.com/resources-industry/tools to explore 
the free resources available.

Resources of DC also include training videos covering many 
different aspects of tourism, a complete list of  
major Travel Trade events and exhibitions, and through DC, you 
will find information about the Canadian Signature Experiences 
Collection (CSE), a membership program that helps Suppliers 
tailor and market experiences to DC’s identified markets for 
specific types of  
Canadian experiences. 

ᑐᑭᓯᒋᐊᒃᑲᓐᓂᖁᓪᓗᑎᑦ 
ᓯᕗᓪᓕᐅᔾᔭᐅᓇᓱᐊᖅᑐᓂᑦ, ᐱᓕᕆᐊᕐᓂᑦ 
ᐊᒻᒪᓗ ᐃᑲᔫᑎᓂᑦ ᑲᓇᑕ ᐅᐸᓪᓗᒍ 
ᐱᓕᕆᐊᖓᓂᒃ ᓇᓂᔭᐅᔪᓐᓇᖅᐳᑦ ᐅᕙᓂ 
en.destinationcanada.com 
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E. ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᖅ ᐱᓕᕆᐊᑦ ᐊᒻᒪᓗ 
ᐱᔨᑦᑎᕋᕈᑏᑦ ᐅᑭᐅᖅᑕᖅᑐᒥ ᑲᔪᓯᔪᖅ

In Yukon the Department of Tourism and Culture’s Tourism 
Branch is known as Tourism Yukon. Tourism Yukon is the 
Destination Marketing Organization responsible for 
promotion of Yukon as a travel destination. Through attendance 
at international travel Trade Shows, hosting FAM Tours for 
media or Travel Trade, managing social media marketing 
and engagement, they try and grow visitation to Yukon by 
promoting what there is to see and do when here. The six Visitor 
Information Centres throughout Yukon provide information to 
visitors when they are in the destination to help them find the 
activities they want to do, when they want to do them. The 
Industry  
Services unit works one-on-one with Tourism Suppliers, new 
or established, to help them understand how to work in the 
industry, rules and regulations, and where to access resources 
that may support an entrepreneur’s development and marketing 
activities. 

Tourism Yukon 
tc.gov.yk.ca/tourism 

Tourism Yukon (marketing website)  
travelyukon.com 

In the Northwest Territories (NWT), tourism industry 
leadership is shared by two organizations, connected but 
distinct in their roles. Northwest Territories Tourism (NWTT) is 
the tourism Destination Marketing Organization for the Territory 
and is also the industry advocate. NWT Tourism works closely 
with Destination Canada in marketing, research and program 
opportunities and with the Tourism Industry Association 
of Canada (TIAC) on advocacy matters. NWTT leads the 
participation for tourism suppliers at national and international 
trade shows, encourages and facilitates tourism suppliers’ 
participation in Consumer Shows, provides industry and 
market information to help Tourism Suppliers make marketing 
decisions and more. Industry, Tourism and Investment (ITI) 
is the Government of the Northwest Territories’ Department 
that licenses NWT Tourism Suppliers and that leads product 
development and training programs. ITI manages five regional 
tourism offices and also manages all territorial parks and 
campgrounds, which are considered part of the products and 
services used by both tourists and residents alike.

Spectacular NWT 
(marketing website and corporate members):  
spectacularnwt.com/members 

Government of the NWT, Department of Industry, Tourism 
& Investment:  
www.iti.gov.nt.ca/sectors/tourism 

In each of the three Territories, the tourism industry has common goals: to grow visitation, tourism revenues and the 
economy. It is important to know that across the three Territories, tourism is organized differently and understanding 
the organizational structure, players and programs of your DMO may contribute to your success.
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E. ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᖅ ᐱᓕᕆᐊᖅ
ᐱᔨᑦᑎᕋᕈᑏᓪᓗ ᐅᑭᐅᖅᑕᖅᑐᒥ

ᔫᑳᓐᒥ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᐊᒻᒪᓗ ᐃᓕᖅᑯᓯᓕᕆᔨᒃᑯᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᐊᕕᑦᑐᖅᓯᒪᓂᖓ ᖃᐅᔨᒪᔭᐅᒻᒥᔪᖅ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᔫᑳᓐᒥ.  
ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᔫᑳᓐᒥ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ 
ᑲᑐᔾᔨᖃᑎᒌᕆᔭᐅᕗᖅ ᑲᒪᒋᔭᓕᒃ ᓴᖅᑭᔮᕐᔫᒥᑎᑕᐅᓇᓱᐊᖅᑐᓂ ᔫᑳᓐ 
ᓂᐅᕐᕈᕕᐅᖃᑦᑕᕐᓗᓂ.  ᓄᓇᕐᔪᐊᕐᒥ ᐊᐅᓪᓚᖃᑦᑕᓲᑦ ᐃᖅᑲᓇᐃᔭᕐᕖᑦ 
ᑕᑯᒃᓴᐅᑎᑦᑎᓂᖃᖅᑎᓪᓗᒋᑦ, ᑲᑎᑎᑦᑎᓪᓗᑎᑦ FAM Tours 
ᐱᕙᓪᓕᐊᔪᓕᕆᔨᒃᑯᓐᓂᑦ ᐅᕝᕙᓘᓐᓃᑦ ᐊᐅᓪᓚᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᖏᑦ, 
ᖃᕋᓴᔭᐅᒃᑯᑦ ᑐᓴᐅᒪᖃᑎᒌᒍᑏᑦ ᓂᐅᕕᐊᒃᓴᖃᖅᑐᑎᑦ ᐃᓚᓕᐅᔾᔨᓪᓗᑎᓪᓗ, 
ᐊᒥᓱᕈᕆᐊᖅᑎᑦᑎᓇᓱᐊᓲᑦ ᓂᐅᕐᕈᐊᓂᑦ ᔫᑳᓐᒧᑦ ᓴᖅᑭᔮᕐᔫᒥᑎᑦᑎᓇᓱᐊᖅᑐᑎᑦ 
ᑭᓱᓂᑦ ᑕᑯᔪᖃᕈᓐᓇᕐᒪᖔᕐᒥᒃ ᐊᒻᒪᓗ ᖃᓄᐃᓕᐅᖅᑐᖃᕈᓐᓇᕐᒪᖔᕐᒥᓗ 
ᔫᑳᓐᒦᑎᓪᓗᒋᑦ.  ᐱᖓᓲᔪᖅᑐᑦ ᐳᓛᕆᐊᖅᑐᓄᑦ ᑐᑭᓯᒋᐊᕐᕖᑦ ᔫᑳᓐᒥ 
ᑐᑭᓯᒋᐊᖅᑎᑦᑎᓲᑦ ᓂᐅᕐᕈᐊᓂᑦ ᑕᒫᓃᑎᓪᓗᒋᑦ ᐃᑲᔪᖅᑕᐅᖁᓪᓗᒋᑦ 
ᖃᓄᐃᓕᐅᕈᓐᓇᖅᑕᖏᓐᓂᑦ ᖃᓄᐃᓕᐅᕈᒪᔭᖏᑦ ᒪᓕᓪᓗᒋᑦ, ᖃᖓᒃᑯᓪᓗ 
ᑕᒪᒃᑯᐊ ᐊᑐᕋᒃᓴᐅᒐᔭᕐᒪᖔᑕ.  ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐱᔨᑦᑎᕋᖅᑏᑦ 
ᐃᖅᑲᓇᐃᔭᖃᑎᖃᓲᑦ ᐊᑐᓂ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᓲᑦ 
ᑲᒻᐸᓂᐅᔪᑦ ᓇᒻᒥᓂᖁᑎᓕᖕᓂᑦ, ᓄᑖᖑᒐᓗᐊᕈᑎᓪᓘᓐᓃᑦ 
ᐊᐅᓚᓂᖃᑯᑖᒃᑲᓗᐊᖅᑐᓪᓘᓐᓃᑦ, ᐃᑲᔪᖅᑕᐅᖁᓪᓗᒋᑦ ᑐᑭᓯᐅᒪᓂᐊᕐᒪᑕ 
ᖃᓄᖅ ᐃᖅᑲᓇᐃᔭᕈᓐᓇᕐᒪᖔᕐᒥᒃ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ, ᒪᓕᒐᕋᓛᕐᓂᒃ 
ᐊᑐᐊᒐᕋᓛᕐᓂᓗ, ᐊᒻᒪᓗ ᓇᑭᑦ ᐱᔪᓐᓇᕐᒪᖔᑕ ᐃᑲᔫᑎᒃᓴᓂᑦ 
ᐃᑲᔪᖅᑐᐃᒍᓐᓇᕋᔭᖅᑐᑦ ᑮᓇᐅᔭᓕᐅᕋᓱᐊᖅᑐᑦ ᐱᕙᓪᓕᐊᖁᓪᓗᒋᑦ ᐊᒻᒪᓗ 
ᓂᐅᕐᕈᑎᖃᕐᓂᕐᒧᑦ ᓴᖅᑭᔮᕐᔫᒥᑎᑦᑎᓂᖏᓐᓂᑦ.

ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᔫᑳᓐ tc.gov.yk.ca/tourism 

ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᔫᑳᓐ (ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ 
ᐃᑭᐊᖅᑭᕕᖓ) travelyukon.com

T R A D E R E A D Y N O R T H . C  A

ᓄᓇᑦᓯᐊᕐᒥ  (NWT), ᐳᓚᕋᖅᑐᓕᕆᓂᖅ ᓯᕗᓕᖅᑎᐅᖃᑎᒌᑦᑑᒃ ᒪᕐᕉᒃ 
ᑲᑐᔾᔨᖃᑎᒌᖑᔫᒃ, ᐱᓕᕆᐊᕐᒥᓂᒃ ᑲᓱᖅᑎᓯᒪᓪᓗᑎᒃ ᑭᓯᐊᓂᓕ 
ᐊᔾᔨᒌᙱᑦᑐᒡᒍᑕᓂᒃ ᑲᒪᓲᖑᓪᓗᑎᒃ.  ᓄᓇᑦᓯᐊᕐᒥ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ 
ᐳᓚᕋᖅᑐᓕᕆᕙᑦᑐᑦ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑐᑎᑦ ᓄᓇᖏᓐᓄᑦ 
ᑲᑐᔾᔨᖃᑎᒌᖑᓪᓗᑎᑦ ᓄᓇᑦᓯᐊᕐᒧᑦ ᐊᒻᒪᓗ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒨᖓᔪᓂᒃ 
ᐊᔭᐅᕆᔨᐅᓪᓗᑎᑦ.  ᓄᓇᑦᓯᐊᕐᒥ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ 
ᐃᖅᑲᓇᐃᔭᖃᑎᖃᑦᑎᐊᓲᑦ ᑲᓇᑕ ᐅᐸᓪᓗᒍ ᑲᑐᔾᔨᖃᑎᒌᖏᓐᓂᒃ 
ᓂᐅᕕᐊᒃᓴᓂᑦ ᓴᖅᑭᔮᖅᑎᑦᑎᓂᕐᒧᑦ, ᖃᐅᔨᓴᕐᓂᕐᒧᑦ ᐊᒻᒪᓗ ᐱᓕᕆᐊᑦ 
ᐱᕕᖃᕈᑕᐅᓂᖏᓐᓄᑦ ᐊᒻᒪᓗ ᐃᖅᑲᓇᐃᔭᖃᑎᖃᑦᑎᐊᓲᑦ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ 
ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᑲᓇᑕᒥ ᐊᔭᐅᕆᓂᕐᒧᑦ ᐱᔾᔪᑎᓂᑦ.   ᓄᓇᑦᓯᐊᕐᒥ 
ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓯᕗᓕᖅᑎᐅᕗᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᓇᒻᒥᓂᖃᖅᑎᐅᔪᓂᑦ ᑲᓇᑕᒥ ᓄᓇᕐᔪᐊᕐᒥᓗ ᐃᖅᑲᓇᐃᔭᕐᕖᑦ 
ᑕᑯᒃᓴᐅᑎᑦᑎᓂᖏᓐᓂᑦ, ᑲᔪᖏᖅᓴᐃᓲᑦ ᐊᒻᒪᓗ ᐱᓕᕆᐊᖃᖅᑎᑦᑎᒋᐊᓲᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓇᒻᒥᓂᖃᖅᑎᐅᔪᑦ ᐃᓚᐅᖃᑕᐅᓂᖏᓐᓂᑦ 
ᓂᐅᕕᖅᐸᑦᑐᓄᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ ᑕᑯᒃᓴᐅᑎᑦᑎᓂᖏᓐᓂᑦ, 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ ᐊᒻᒪᓗ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᑐᑭᓯᒋᐊᖅᑎᑦᑎᓲᖑᓪᓗᑎᑦ 
ᐃᑲᔪᖅᑕᐅᖁᓪᓗᒋᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓇᒻᒥᓂᖃᖅᑎᐅᔪᑦ 
ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐃᓱᒪᓕᐅᕈᓐᓇᖁᓪᓗᒋᑦ ᐊᒻᒪᓗ ᐊᓯᒃᑲᓐᓂᖏᓐᓂᑦ.  
ᐱᓕᕆᔨᐅᔪᑦ, ᐳᓚᕋᖅᑐᓕᕆᔩᑦ ᐊᒻᒪᓗ ᑮᓇᐅᔭᓂᑦ ᐊᑐᓲᑦ ᒐᕙᒪᒃᑯᑦ 
ᐳᓚᕋᖅᑐᓕᕆᔨᖏᓐᓂᑦ ᓚᐃᓴᓐᓯᑖᖅᑎᑦᑎᓲᑦ ᓄᓇᑦᓯᐊᕐᒥ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᓇᒻᒥᓂᖃᖅᑎᐅᔪᓂᑦ ᐊᒻᒪᓗ ᓯᕗᓕᖅᑎᐅᓲᖑᓪᓗᑎᑦ ᓂᐅᕕᐊᒃᓴᑦ 
ᐱᕙᓪᓕᐊᑎᑎᑕᐅᓂᖏᓐᓂᑦ ᐃᓕᓐᓂᐊᖅᑎᑕᐅᓂᖏᓐᓂᓪᓗ.  ᑖᒃᑯᐊ 
ᐱᓕᕆᐊᖃᓲᑦ, ᐳᓚᕋᖅᑐᓕᕆᔩᑦ ᐊᒻᒪᓗ ᑮᓇᐅᔭᓂᑦ ᐊᑐᓲᖅᑦ ᐊᐅᓚᑦᑎᓲᑦ 
ᑕᓪᓕᒪᓂᑦ ᐊᕕᑦᑐᖅᓯᒪᔪᓂᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᓪᓚᕝᕕᖏᓐᓂᑦ ᐊᒻᒪᓗ 
ᐊᐅᓚᑦᑎᓲᖑᓪᓗᑎᑦ ᑕᒪᐃᓐᓂ ᓄᓇᑦᓯᐊᕐᒥ ᒥᕐᖑᐃᓯᕐᕕᖏᓐᓂᑦ ᐊᒻᒪᓗ 
ᑐᐱᕐᕕᖏᓐᓂᑦ, ᐃᓱᒪᒋᔭᐅᓪᓗᑎᑦ ᑕᒪᒃᑯᐊ ᐃᓚᒋᔭᐅᒻᒪᑕ ᓂᐅᕕᐊᒃᓴᐅᓗᑎᑦ 
ᐱᔨᑦᑎᕋᕈᑕᐅᓪᓗᑎᓪᓗ ᐊᑐᖅᑕᐅᓲᑦ ᓂᐅᕐᕈᐊᓄᑦ ᐊᒻᒪᓗ ᓄᓇᓕᒻᒥᐅᑕᐅᔪᓄᑦ

ᑲᔾᔮᓇᖅᑐᒻᒪᕆᐊᓗᒃ ᓄᓇᑦᓯᐊᖅ

(ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐃᑭᐊᖅᑭᕕᒃ ᐊᒻᒪᓗ ᐃᓚᒋᔭᐅᔪᑦ 
ᓇᒻᒥᓂᖁᑎᓖᑦ):

 spectacularnwt.com/members 

ᓄᓇᑦᓯᐊᑉ ᒐᕙᒪᖏᑦ, ᓴᓇᔪᓕᕆᔨᒃᑯᑦ, ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ & 
ᐱᖁᑎᕐᔪᐊᓕᕆᔨᒃᑯᑦ:  
www.iti.gov.nt.ca/sectors/tourism 

ᐊᑐᓂ ᐱᖓᓱᓂᑦ ᐅᑭᐅᖅᑕᖅᑐᑉ ᐊᕕᑦᑐᖅᓯᒪᔪᖏᓐᓂ, ᐳᓚᕋᖅᑐᓕᕆᓂᖅ ᐊᔾᔨᒌᑦᑐᒡᒍᑕᓂᒃ ᑎᑭᑦᑎᓇᓱᐊᓲᑦ: ᐊᒥᓱᕈᖅᑎᑕᐅᒋᐊᕐᓗᑎᑦ ᓂᐅᕐᕈᐊᑦ, 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑮᓇᐅᔭᓂᑦ ᐃᓯᖅᑎᑦᑎᓇᓱᐊᕐᓗᑎᑦ ᐊᒻᒪᓗ ᑮᓇᐅᔭᓕᐅᕈᓐᓇᑦᑎᐊᓂᖅᓴᐅᓕᕐᓗᑎᑦ.  ᐱᒻᒪᕆᐅᕗᖅ ᖃᐅᔨᒪᓗᓂ ᐱᖓᓱᓂᑦ ᐅᑭᐅᖅᑕᖅᑐᑉ 
ᐊᕕᑦᑐᖅᓯᒪᔪᖏᓐᓂ, ᐳᓚᕋᖅᑐᓕᕆᓂᖅ ᐋᖅᑭᓱᖅᑕᐅᓲᖑᒻᒪᑦ ᐊᔾᔨᒌᙱᑐᒃᑯᑦ ᐊᒻᒪᓗ ᑐᑭᓯᐅᒪᓗᓂ ᐋᖅᑭᓱᖅᓯᒪᓂᖏᑦ, ᐱᓕᕆᔨᐅᓲᑦ ᐊᒻᒪᓗ ᐱᓕᕆᐊᑦ 
ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᕆᔭᖏᑦ ᐃᑲᔪᕈᓐᓇᕋᔭᕐᒥᒻᒪᑦ ᑲᔪᓯᓂᖃᑦᑎᐊᖁᓪᓗᒍ ᓇᒻᒥᓂᖁᑎᒋᔭᐃᑦ.



2 0 ᓇᒻ ᒥᓂᖃᕐ ᓂ ᕐᒧ ᑦ ,  ᓂ ᐅᕕᐊ ᒃ ᓴᖃ ᕐ ᓂ ᕐᒧ ᑦ  &  ᑕᐅᖅ ᓰ ᕐ ᓂᒧ ᑦ  ᐅ ᐸᓗᖓᐃᖅᓯ ᒪᓂᖅ ᐃᓕ ᓐᓂ ᐊ ᕋ ᒃ ᓴᖅ

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ  1 :  ᐳᓚᕋᖅᑐᓕᕆᓂᖅ

ᓄᓇᕗᒻᒥ, ᓄᓇᕗᒻᒥ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᖃᖅᑎᐅᕗᑦ 
ᓴᖅᑭᔮᕐᔫᒥᑎᑦᑎᓲᖑᓪᓗᑎᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᓄᓇᕗᒻᒧᑦ ᓄᓇᕗᒻᒥ 
ᐱᕙᓪᓕᐊᔪᓕᕆᔨᒃᑯᑦ ᐃᖏᕐᕋᔪᓕᕆᔨᒃᑯᓪᓗ ᑎᒍᒥᐊᖅᑎᐅᒐᓗᐊᖅᑐᑎᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᖅ ᐱᕙᓪᓕᐊᑎᑕᐅᓂᖓᓂᒃ. ᐋᖅᑭᓱᖅᓯᒪᓂᖏᑦ 
ᐃᖅᑲᓇᐃᔮᓖᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᖅ, 
ᖃᐅᔨᓴᕐᓂᖅ ᐊᒻᒪᓗ ᓂᐅᕕᐊᒃᓴᓂᑦ ᐱᕙᓪᓕᐊᒍᑎᖃᕐᓂᖅ 
ᐊᓯᔾᔨᖅᐸᓪᓕᐊᒐᓗᐊᖅᑎᓪᓗᒍ ᓄᓇᕗᑦ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ 
ᑲᒪᒋᔭᖃᐃᓐᓇᓂᐊᖅᑐᑦ ᓴᙱᔪᒥᒃ ᓴᖅᑭᔮᕐᔫᒥᑎᑦᑎᓂᕐᒧᑦ 
ᐱᓕᕆᐊᕐᒥᒃ ᐊᒻᒪᓗ ᐃᖅᑲᓇᐃᔭᖃᑎᖃᐃᓐᓇᕐᓗᑎᑦ ᑲᓇᑕ ᐅᐸᓪᓗᒍ 
ᑲᑐᔾᔨᖃᑎᒌᖏᓐᓂᑦ ᐊᒻᒪᓗ ᐳᓚᕋᖅᑐᓕᕆᔨᐅᕙᑦᑐᓂᑦ.

ᓄᓇᕗᑦ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ  
nunavuttourism.com/members

ᓄᓇᕗᑦ ᒐᕙᒪᖏᑦ, ᐱᕙᓪᓕᐊᔪᓕᕆᔨᒃᑯᑦ ᐃᖏᕐᕋᔪᓕᕆᔨᒃᑯᓪᓗ  
gov.nu.ca/edt

ᑖᒃᑯᐊ ᐱᖃᓯᐅᔾᔨᔪᑦ ᓯᕗᓪᓕᖅᐹᖓᓂ ᑕᒪᐃᓐᓂ ᐱᖓᓱᓂᑦ 
ᐃᓕᓐᓂᐊᕈᑎᒃᓴᑦ ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᑦ, ᓂᐅᕕᐊᒃᓴᖃᖅᑐᑦ, 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᑉ ᐃᓕᓐᓂᐊᕋᒃᓴᖓᓂ. 
ᖃᐅᔨᒪᓕᕋᕕᑦ ᓇᓗᓇᐃᔭᖅᓯᒪᓂᖏᓐᓂᑦ ᐳᓚᕋᖅᑐᓕᕆᕙᑦᑐᓂᑦ 
ᐊᒻᒪᓗ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒨᖓᔪᓂᑦ ᓴᖅᑭᔮᕆᐊᕐᔫᒥᑎᑦᑎᔨᓂᑦ 
ᑲᓇᑕᒥ ᐊᒻᒪᓗ ᑲᓇᑕᑉ ᐅᑭᐅᖅᑕᖅᑐᖓᓂᒃ, ᐃᓕᓐᓂᐊᕐᓂᐊᓕᕐᒥᔪᑎᑦ 
ᖃᓄᖅ ᓇᒻᒥᓂᖃᖅᑐᑦ, ᓂᐅᕕᐊᒃᓴᕆᔭᐅᔪᑦ, ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᒪᓕᑦᑕᐅᔭᕆᐊᖃᓲᑦ ᓂᕆᐅᒋᔭᐅᓂᖏᓐᓂᑦ ᐱᐅᓯᑎᒋᐊᕐᔫᒥᖁᓪᓗᒍ 
ᓴᖅᑭᔮᕐᔫᒥᑎᓐᓂᐊᕋᕕᐅᒃ ᓇᒻᒥᓂᖁᑎᒋᔭᐃᑦ ᐱᕈᖅᐸᓪᓕᐊᓂᐊᕐᒪᑦ. 

E. ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᖅ ᐱᓕᕆᐊᑦ ᐊᒻᒪᓗ 
ᐱᔨᑦᑎᕋᕈᑏᑦ ᐅᑭᐅᖅᑕᖅᑐᒥ ᑲᔪᓯᔪᖅ

ᑕᑯᓂᐊᕐᓗᒍ tradereadynorth.ca 
ᖃᐅᔨᒋᐊᕐᕕᒃᓴᐅᔪᓄᑦ ᐅᑭᐅᖅᑕᖅᑐᑉ 
ᐊᕕᑦᑐᖅᓯᒪᔪᖏᑕ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ 
ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖕᓄᑦ 
ᑭᐅᔪᓐᓇᖅᑐᑎᑦ ᐊᐱᖅᑯᑎᒃᓴᓂᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ, ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ, 
ᐱᓕᕆᐊᓄᑦ ᐱᔨᑦᑎᕋᕈᑎᓄᓪᓗ. ᑕᐃᒫᒃ 
ᓱᓕ, ᒪᑉᐱᒐᖅ 4 ᑕᑯᓂᐊᕐᓗᒍ ᑭᒃᑯᓐᓂᒃ 
ᐅᖃᕐᕕᖃᕈᓐᓇᕐᒪᖔᖅᐱᑦ.



A. ᐱᒻᒪᕆᐅᓂᖏᑦ ᒪᓕᑦᑕᐅᔭᕆᐊᖃᓲᑦ ᐃᓕᖅᑯᓯᕆᔭᐅᔪᑦ

B. ᓇᒻᒥᓂᖁᑎᒋᔭᐃᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓗᓂ

C. ᓂᐅᕕᐊᒃᓴᕆᔭᑎᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓗᒋᑦ

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 2:  
ᒪᓕᑦᑕᐅᔭᕆᐊᖃᓲᑦ — ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ 
ᓂᐅᕕᐊᒃᓴᖃᕐᓂᒧᓪᓗ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ

ᑕᕝᕙᓂ ᐃᓕᓐᓂᐊᕋᒃᓴᒥ, ᐃᓕᓐᓂᐊᕐᓂᐊᖅᑐᑎᑦ ᐅᑯᓂᖓ:



2 2 ᓇᒻ ᒥᓂᖃᕐ ᓂ ᕐᒧ ᑦ ,  ᓂ ᐅᕕᐊ ᒃ ᓴᖃ ᕐ ᓂ ᕐᒧ ᑦ  &  ᑕᐅᖅ ᓰ ᕐ ᓂᒧ ᑦ  ᐅ ᐸᓗᖓᐃᖅᓯ ᒪᓂᖅ ᐃᓕ ᓐᓂ ᐊ ᕋ ᒃ ᓴᖅ

A. ᐱᒻᒪᕆᐅᓂᖏᑦ ᒪᓕᑦᑕᐅᔭᕆᐊᓖᑦ

ᑕᕝᕙᓂ ᐃᓕᓐᓂᐊᕋᒃᓴᒥ ᐱᒋᐊᕈᑎᒋᔭᐅᕗᖅ ᓯᕗᓪᓖᒃ ᒪᕐᕉᒃ ᖁᑦᑎᓐᓂᖏᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᕐᒧᑦ ᐅᕝᕙᓘᓐᓃᑦ ᒪᓕᑦᑕᐅᔭᕆᐊᓕᖕᓄᑦ − ᓇᒻᒥᓂᖁᑎᓖᑦ 
ᐅᐸᓗᖓᐃᖅᓯᒪᔪᑦ ᐊᒻᒪᓗ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔪᑦ.

ᓇᒻᒥᓂᖁᑎᒋᔭᐃᑦ ᒪᓕᓪᓗᓂ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᒪᓕᑦᑕᐅᓲᓂᑦ 
ᐱᐅᔪᒥᒃ ᓇᒻᒥᓂᖁᑎᖃᕈᑎᒋᔭᐅᓲᖑᕗᖅ. ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᓲᖑᓪᓗᑎᑦ ᓇᒻᒥᓂᖁᑎᖃᖅᑑᓪᓗᑎᑦ, 
ᐅᑉᐱᕆᔭᐅᓕᕈᓐᓇᖅᑐᑎᑦ ᐊᐅᓚᓂᖃᕋᕕᑦ ᐃᓕᓴᕆᔭᐅᓯᒪᔪᓂᑦ 
ᓇᒻᒥᓂᖁᑎᓖᑦ ᒪᓕᒋᐊᖃᓲᖏᓐᓂᒃ, ᐊᒻᒪᓗ ᓂᐅᕕᖅᑎᖁᑎᑎᑦ 
ᐊᐅᓚᓂᕆᔭᕐᓂᑦ ᐅᑉᐱᕈᓱᑦᑎᐊᓂᖅᓴᐅᓕᕋᔭᖅᑐᑦ, ᖃᐅᔨᒪᓪᓗᑎᑦ 
ᒪᓕᒃᑲᕕᑦ ᐱᐅᓛᓂᑦ ᓇᒻᒥᓂᖁᑎᖃᕐᓂᕐᒧᑦ ᐃᓕᖅᑯᓯᕆᔭᐅᓲᓂᑦ. 
ᓂᐅᕕᖅᐸᑦᑐᑦ ᓇᒻᒥᓂᖁᑎᖕᓂᑦ ᐃᓂᒃᓴᓕᐅᕈᓐᓇᑦᑎᐊᕈᓂ 
ᐱᔭᕆᐊᑭᑦᑐᒃᑯᑦ ᐊᐅᓚᓂᖃᑦᑎᐊᑐᒃᑯᓪᓗ ᐊᒻᒪᓗ ᐊᑦᑕᓇᙱᑦᑐᒥᒃ, 
ᐱᐅᔪᒻᒪᕆᐊᓗᒻᒥᒃ ᐊᑐᕐᓗᓂ ᓇᒻᒥᓂᖁᑎᖕᓂᑦ ᐱᒋᐊᖅᑎᓪᓗᒍ 
ᐃᓱᓕᑦᑎᑎᓪᓗᒍᓗ, ᐅᖃᐅᔾᔨᒐᔭᖅᑐᖅ ᐱᖃᑎᒥᓂᒃ ᐊᒻᒪᓗ 
ᐃᓚᒥᓂᒃ ᓇᒻᒥᓂᖁᑎᕕᑦ ᐊᐅᓚᓂᖓᓂᒃ, ᐱᔨᑦᑎᕋᕋᒃᓴᑎᑦ 
ᐊᒥᓱᕈᒃᑲᓐᓂᕈᓐᓇᕋᔭᖅᑐᑎᑦ.

ᑐᓴᖅᑎᑕᐅᓇᓱᐊᖅᑐᖅ: ᐊᐅᓚᑦᑎᓗᓂ ᓇᒻᒥᓂᖁᑎᒥᒃ, 
ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒥᒃ ᐊᒻᒪᓗ ᑕᐅᖅᓰᓂᕐᒥᒃ 
ᐅᐸᓗᖓᐃᖅᓯᒪᓗᓂ ᒪᓕᑦᑕᐅᔭᕆᐊᓕᖕᓂᒃ 
ᐊᑐᕐᓗᓂ ᐃᑲᔪᓲᖅ ᐃᓕᖕᓂᒃ, ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᔨᒥᒃ, ᐊᑭᑦᑐᕋᐅᑎᓕᕐᓗᑎᑦ 
ᐊᑭᑦᑐᕋᐅᑏᓐᓇᕈᓐᓇᕐᓗᑎᓪᓗ. 

ᐊᓪᓕᕐᒥ ᑎᑎᖅᑐᒐᐅᔭᖅᓯᒪᔪᑦ ᑕᑯᒃᓴᐅᑎᑦᑎᔪᖅ ᓂᐅᕕᐊᒃᓴᕆᔭᐅᓲᑦ 
ᓱᑯᑦᑎᐊᒎᓲᖑᒻᒪᖔᑕ ᓂᐅᕕᖅᑐᓄᑦ. ᓂᐅᕕᐊᒃᓴᖃᕐᓗᓂ 
ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ ᑐᑭᓕᒃ ᐅᐸᓗᖓᐃᖅᓯᒪᑦᑎᐊᕋᕕᑦ 
ᓂᐅᕕᖅᑎᑦᑎᔪᓐᓇᕐᓗᑎᑦ ᐱᔨᑦᑎᕋᕐᓂᐊᑕᖕᓄᑦ.

ᐳᓚᕋᖅᑐᓕᕆᕐᓂᒧᑦ ᖃᓄᐃᓕᐅᕈᑕᐅᓲᑦ ᓱᑯᑦᑎᐊᒎᖓᓂᖏᑦ

1. ᓂᐅᕕᖅᐸᑦᑐᒧᑦ
ᓂᐅᕕᖅᐸᑦᑐᖅ

ᓂᐅᕕᖅᐸᑦᑐᖅ

ᓂᐅᕕᖅᐸᑦᑐᖅ

ᓂᐅᕕᖅᐸᑦᑐᖅ

ᐊᐅᓪᓚᕈᑎᒋᔭᐅᓂᐊᖅᑐᓂᑦ
ᐃᓂᓴᓕᐅᕆᔨ

ᐊᐅᓪᓚᕈᑎᒋᔭᐅᓂᐊᖅᑐᓂᑦ
ᐃᓂᓴᓕᐅᕆᔨ

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ ᑲᒻᐸᓂᓕᒃ

ᐊᐅᓪᓚᐅᔾᔨᔨ

ᐱᓕᕆᐊᖃᕈᓐᓇᖅᑐᖅ
ᐊᐅᓪᓚᐅᔾᔨᔨ

ᓂᐅᕕᖅᐸᑦᑐᖅ

ᓂᐅᕕᖅᐸᑦᑐᖅ

ᓂᐅᕕᖅᐸᑦᑐᖅ

ᓂᐅᕕᖅᐸᑦᑐᖅ

ᐊᐅᓪᓚᕈᑎᒋᔭᐅᓂᐊᖅᑐᓂᑦ
ᐃᓂᓴᓕᐅᕆᔨ

ᐊᐅᓪᓚᕈᑎᒋᔭᐅᓂᐊᖅᑐᓂᑦ
ᐃᓂᓴᓕᐅᕆᔨ

2. ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᑕᐅᖅᓰᔨᖏᑎᒍᑦ

ᐊᐅᓪᓚᐅᔾᔨᔨ

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 2: ᒪᓕᑦᑕᐅᔭᕆᐊᖃᓲᑦ – ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᒧᓪᓗ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ

ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᖅᓯᒪᔪᖅ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔪᖅ
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ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 2: ᒪᓕᑦᑕᐅᔭᕆᐊᖃᓲᑦ – ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᒧᓪᓗ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ

B. ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ

Why are these standards important?
If you are going to succeed in tourism, you need to be on the 
radar of your DMO and the only way to do that is to ensure 
they have your basic contact information and that they know 
you are operating legally. The DMO needs to know who is 
offering tourism experiences, what they are offering, and how 
they are being sold, so they can pass this information on when 
promoting the territory as a tourism destination. When the DMO 
is promoting an experience or activity they need to know that 
the Tourism Supplier offering that experience will respond to 
consumer or  
travel trade inquiries and bookings, in a manner that is industry 
standard for the Distribution Sales Channels. 

If you are not interested or able to accept advance bookings, 
maintain consistent policies or respond to inquiries within the 
‘standard’ time frame, and are happy with the way you operate, 
then the marketing opportunities and programs offered by your 
DMO  
may not apply to your business model. 

As a Tourism Supplier, if you are in business, you have to 
have the necessary licenses and insurances. It’s the law. 
Moreover, all businesses are expected to have insurance and 
a business license, providing evidence of both legitimacy and 
consideration for safety and responsibility to the guest, the 
staff and the operation. 

A Business Ready attraction or service  
may be one that…

•	Does not require, or is not set up to accept  
advance bookings.

•	�Has standard hours of operation and is open “daily” 
through the high tourist season and operates on a first-
come first-served basis. 

•	�Does not wish to work with the Travel Trade or to offer 
sales Commissions.

•	May implement a cancellation process based on a case-
by-case basis rather than following recognized industry 
standards or communicating a set policy to their clients.

Examples may include some museums and cultural centres, 
retail and food service venues, highway lodges targeting walk-in 
customers, events and festivals.

What permits, licenses and insurance do I 
need?
Depending on your sector, level of risk, type of activities, etc., 
your requirements for permits, licenses and insurance will vary.

Across all three Territories, a business license and commercial 
insurance is a must. Beyond that, consider such activities as:

•	Are you serving food or alcohol—what food safety, liquor 
licenses permits or training certificates are required in your 
Territory?

•	Guiding on the water or in remote land-based adventures? 
Do you need a special Wilderness License?

•	Are you in a boat, on a four-wheeler, in a plane or a dog 
sled? Your insurance company will want to know what level 
of risk you are asking your guests to take.

There are many factors to understanding what you need. 
To learn more about the licensing requirements for Tourism 
Suppliers, contact your DMO (tradereadynorth.ca/contacts) or 
visit the links to each Territory including but not limited to: 

Yukon 
gov.yk.ca/services/cat_licensing.html 

Wilderness Tourism License  
env.gov.yk.ca/camping-parks/tourism_operators.php 

NWT 
www.iti.gov.nt.ca/programs-services/ 
tourism-operator-licensing

Nunavut  
gov.nu.ca/contact-us

 Business Ready Standards
The minimum standards for recognition as  
Business Ready by your DMO are:

Business Ready refers to a business that has  
all of its licenses, permits, and insurance  
in place in order to operate legally. 

BR1.	� Provide owner/operator contact information 
(include contact name, business name, mailing 
address, telephone number, and email address)

BR2. 	�Be in good standing with all applicable licenses, 
insurance and legislative requirements.
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ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 2: ᒪᓕᑦᑕᐅᔭᕆᐊᖃᓲᑦ − ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᒧᓪᓗ 
ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ 

B. ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ

ᓱᒻᒪᑦ ᑖᒃᑯᐊ ᒪᓕᑦᑕᐅᔭᕆᐊᓖᑦ ᐱᒻᒪᕆᐅᕙᑦ?

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ ᐱᓕᕆᐊᖃᑦᑎᐊᕐᓂᐊᕈᕕᑦ, ᖃᐅᔨᒪᔭᕆᐊᖃᖅᑐᑎᑦ 
ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᓐᓄᑦ 
ᖃᐅᔨᒪᔭᐅᑦᑎᐊᕐᓗᑎᑦ ᐊᒻᒪᓗ ᑕᐃᒪᐃᒍᓐᓇᖅᐳᑎᑦ ᑭᓯᐊᓂ 
ᖃᐅᔨᒪᑦᑎᐊᕈᕕᑦ ᑭᓇᒥᒃ ᖃᐅᔨᒋᐊᕐᕕᒃᓴᐅᒐᔭᖅᑐᒥᒃ ᑐᑭᓯᒋᐊᕈᑎᖃᕈᕕᑦ 
ᐊᒻᒪᓗ ᖃᐅᔨᒪᓗᑎᑦ ᐊᐅᓚᓂᖃᑦᑎᐊᕋᕕᑦ ᐱᖁᔭᐅᔪᑦ ᒪᓕᓪᓗᒋᑦ.  ᑖᒃᑯᐊ 
ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᖃᐅᔨᒪᔭᕆᐊᓖᑦ 
ᑭᒃᑯᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᖅᑎᑦᑎᒍᓐᓇᕐᒪᖔᕐᒥᒃ, ᑭᓱᓂᑦ 
ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᒻᒪᖔᕐᒥᒃ, ᐊᒻᒪᓗ ᖃᓄᖅ ᓂᐅᕕᐊᒃᓴᕆᔭᐅᓲᖑᒻᒪᖔᕐᒥᒃ, 
ᑕᐃᒪᐃᒃᑯᑎᑦ ᑐᑭᓯᒋᐊᖅᑎᑦᑎᔪᓐᓇᓕᕋᔭᖅᑐᑦ ᓴᖅᑭᔮᖅᑎᑦᑎᓕᕈᑎᑦ 
ᐊᕕᑦᑐᖅᓯᒪᔪᖅ ᓂᐅᕐᕈᕕᐅᖃᑦᑕᕋᓱᐊᖅᑎᓪᓗᒍ.  ᑖᒃᑯᐊ 
ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ 
ᓴᖅᑭᔮᖅᑎᑦᑎᓇᓱᐊᖅᑎᓪᓗᒋᑦ ᐊᑐᖅᑕᐅᒐᔭᖅᑐᓂᑦ 
ᖃᓄᐃᓕᐅᕈᑕᐅᒐᔭᖅᑐᓂᓪᓘᓐᓃ% ᖃᐅᔨᒪᔭᕆᐊᓖᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑲᒻᐸᓂᐅᔪᖅ ᐊᑐᖅᑎᑦᑎᒐᔭᖅᑐᖅ ᐱᓕᕆᔪᒪᓂᖃᕈᓐᓇᓂᐊᕐᒪᑦ 
ᓂᐅᕕᖅᐸᑦᑐᑉ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᑉ ᑐᑭᓯᒋᐊᕈᑎᖏᓐᓂᑦ 
ᐃᓂᒃᓴᓕᐅᕈᑎᒋᒐᓱᐊᖅᑕᖏᓐᓂᓪᓗ, ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᒪᓕᑦᑕᐅᓲᑦ 
ᒪᓕᓪᓗᒋᑦ ᓂᐅᕕᐊᒃᓴᖃᓲᖑᔪᓄᑦ ᓇᐅᒃᑯᑐᐃᓐᓇᖅ.

ᐱᓕᕆᐊᖃᕈᒪᙱᒃᑯᕕᑦ ᐅᕝᕙᓘᓐᓃᑦ ᓯᕗᓂᐊᒍᑦ 
ᐃᒃᓂᓴᓕᐅᖅᑎᑦᑎᒍᓐᓇᙱᒃᑯᕕᑦ, ᐊᔾᔨᒌᖏᓐᓇᖅᑐᒥᒃ ᐊᑐᐊᒐᖃᕐᓗᑎᑦ 
ᐅᕝᕙᓘᓐᓃᑦ ᑭᐅᖃᑦᑕᕈᕕᑦ ᑐᑭᓯᒋᐊᕈᑕᐅᓇᓱᐊᖅᑐᓂᑦ ‘ᐊᔾᔨᒌᑦᑐᒥᒃ’ 
ᐊᑯᓂᐅᓂᖓᓂᒃ ᑭᐅᖃᑦᑕᕐᓗᑎᑦ, ᐊᒻᒪᓗ ᖁᕕᐊᓱᒃᑯᕕᑦ ᐊᐅᓚᑦᑎᓂᕐᒥᒃ 
ᓇᒻᒥᓂᖁᑎᖕᓂᑦ, ᓂᐅᕕᐊᒃᓴᖃᓂᕐᒧᑦ ᓴᖅᑭᔮᖅᑎᑦᑎᓂᖃᕆᐊᖃᕐᓂᖏᑦ 
ᐊᒻᒪᓗ ᐱᓕᕆᐊᖏᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᔪᑦ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ 
ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᓐᓄᑦ ᓇᒻᒥᓂᖁᑎᖕᓄᑦ ᑐᕌᖓᒐᔭᙱᑦᑐᑦ.
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᒻᐸᓂᐅᓪᓗᑎᑦ, ᓇᒻᒥᓂᖁᑎᒋᔭᐃᑦ ᐊᐅᓚᓂᖃᕐᓗᓂ, 
ᓚᐃᓴᓐᓯᖃᕆᐊᖃᐊᖅᑐᑎᑦ ᐊᒻᒪᓗ ᓇᓪᓕᐅᒃᑯᒫᖃᕆᐊᖃᖅᑐᑎᑦ.  
ᐱᖁᔭᐅᒻᒪᑦ.  ᐊᒻᒪᓗᒃᑲᓐᓂᖅ, ᑕᒪᐃᓐᓂ ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᑦ 
ᓂᕆᐅᓐᓂᖃᕐᕕᐅᕗᑦ ᓇᓪᓕᐅᒃᑯᒫᖃᕐᓗᑎᑦ ᐊᒻᒪᓗ 
ᓇᒻᒥᓂᖃᕈᓐᓇᐅᑎᖃᕐᓗᑎᑦ ᓚᐃᓴᓐᓯᒥᒃ, ᓇᓕᖅᑲᖏᓐᓂᑦ ᑕᑯᑎᑦᑎᓗᑎᑦ 
ᓈᒻᒪᑦᑑᓂᖓᓄᑦ ᐊᒻᒪᓗ ᐃᓱᒪᒃᓴᖅᓯᐅᕈᑕᐅᖃᑦᑕᕋᔭᕐᒪᑕ 
ᐊᑦᑕᓇᖅᑕᐃᓕᒪᓂᖏᓐᓄᑦ ᑲᒪᒋᔭᕆᐊᖃᕐᓂᖏᓐᓄᓪᓗ ᑐᔪᕐᒥᐊᑦ, 
ᐃᖅᑲᓇᐃᔭᖅᑏᑦ ᐊᒻᒪᓗ ᐃᖏᕐᕋᓂᖓᓂᒃ. 

ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ ᐅᐸᑦᑕᐅᔪᒪᓲᑦ ᐅᕝᕙᓘᓐᓃᑦ 
ᐱᔨᑦᑎᕋᕈᑎᐅᔪᖅ ᐃᒪᐃᑦᑑᒍᓐᓇᖅᑐᖅ...

• ᐱᔭᕆᐊᖃᙱᑦᑐᑦ, ᐅᕝᕙᓘᓐᓃᑦ ᐋᖅᑭᓱᖅᓯᒪᙱᑦᑐᖅ
ᓯᕗᓂᐊᒍᑦ ᐃᓂᒃᓴᓕᐅᕈᓐᓇᐅᑎᓂᒃ.

• ᐊᔾᔨᒌᑦᑐᓂᒃ ᐃᑲᕐᕋᓂᒃ ᒪᑐᐃᖓᑎᑦᑎᓲᖅ ᐊᒻᒪᓗ "ᖃᐅᑕᒫᑦ" ᒪᑐᐃᖓᓲᖅ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ 
ᐱᓕᕆᐊᒃᓴᓗᐊᙳᐊᑎᓪᓗᒍ ᐊᕐᕌᒍᒥ ᐊᒻᒪᓗ ᐊᐅᓚᓂᖃᓲᖅ ᒪᓕᑦᑐᒋᑦ ᖃᐃᖅᑳᖅᑐᑦ 
ᐱᔨᑦᑎᖅᑕᐅᓗᑎᑦ.

• ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕈᒪᙱᑦᑐᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᓂᒃ ᐅᕝᕙᓘᓐᓃᑦ
ᓂᐅᕕᐊᒃᓴᖃᕈᒪᙱᑦᑐᑦ ᐊᑭᓖᖃᑦᑕᕐᓗᑎᑦ ᖄᖓᒍᑦ ᐊᑭᓕᐅᑕᐅᓲᑦ
ᓂᐅᕕᖅᑎᑦᑎᔪᒥᓂᐅᔪᓂᑦ.

• ᐊᑐᓕᖅᑦᑎᒍᓐᓇᖅᑐᑦ ᖁᔭᓈᖅᓯᓂᕐᒧᑦ ᐊᐅᓚᓂᐅᔪᓂᑦ ᒪᓕᑦᑐᒋᑦ
ᐊᑐᓂ ᖁᔭᓈᖅᓯᕙᑦᑐᑦ ᐅᑯᓂᖓ ᐃᓕᓴᕆᔭᐅᓯᒪᔪᓂᑦ
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᒪᓕᑦᑕᐅᓲᓂᑦ ᒪᓕᙱᖔᕐᓗᑎᑦ ᐅᕝᕙᓘᓐᓃᑦ
ᑐᓴᐅᒪᖃᒌᓐᓂᕐᒧᑦ ᐊᑐᐊᒐᖅᑎᒍᑦ ᐋᖅᑭᒃᑕᐅᓯᒪᒐᑎᑦ
ᐱᔨᑦᑎᓲᖏᓐᓄᑦ. 

ᐆᑦᑑᑏᑦ ᐅᑯᐊᖑᒍᓐᓇᖅᑐᑦ ᑕᑯᔭᒐᖃᕐᕖᑦ ᐊᒻᒪᓗ ᐃᓕᖅᑯᓯᓕᕆᕝᕖᑦ, ᓂᐅᕕᕐᕖᑦ 
ᓂᕆᕖᓪᓗ, ᐊᖅᑯᑎᑯᑖᑉ ᓴᓂᐊᓂ ᑐᔪᕐᒥᕖᑦ ᐱᔨᑦᑎᕋᕋᓱᐊᖅᑐᑦ ᐃᓯᖅᑕᐅᓗᑎᑦ 
ᐱᔨᑦᑎᖅᑕᐅᓂᐊᖅᑐᓂᑦ, ᖃᓄᐃᓕᐅᕈᑕᐅᔪᓂᑦ ᓇᓪᓕᐅᓂᖅᓯᐅᕈᑕᐅᔪᓂᓪᓗ. 

ᖃᓄᐃᑦᑐᓂᑦ ᐱᔪᓐᓇᐅᑎᓂᑦ, ᓚᐃᓴᓐᓯᓂᑦ ᐊᒻᒪᓗ ᓇᓪᓕᐅᒃᑯᒫᓂᒃ 
ᐱᖃᕆᐊᖃᖅᐳᖓ? 

ᒪᓕᑦᑐᒋᑦ ᖃᓄᐃᑦᑐᑦ ᐱᓕᕆᐊᕆᓲᑎᑦ, ᖃᓄᑎᒋ ᐊᑦᑕᓇᕐᓂᖏᑦ, 
ᖃᓄᐃᑦᑑᓂᖏᑦ ᖃᓄᐃᓕᐅᖅᑎᑦᑎᓲᑎᑦ, ᐊᓯᖏᓪᓗ, 
ᐱᔪᓐᓇᐅᑎᖃᕆᐊᖃᕈᑎᑎᑦ, ᓚᐃᓴᓐᓯᑎᑦ ᐊᒻᒪᓗ ᓇᓪᓕᐅᒃᑯᒫᕆᒋᐊᓕᑦᑎᑦ 
ᐊᔾᔨᒌᑦᑐᒡᒍᑕᐅᒐᔭᙱᒻᒪᑕ.

ᑕᒪᐃᓐᓂ ᐅᑭᐅᖅᑕᖅᑐᒥ ᐊᕕᑦᑐᖅᓯᒪᔪᓂᑦ ᐱᖓᓱᓂᑦ, ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ 
ᓚᐃᓴᓐᓯᖃᕆᐊᖃᓪᓚᕆᑦᑐᑎᑦ ᐊᒻᒪᓗ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ 
ᓇᓪᓕᐅᒃᑯᒫᖃᕐᓗᑎᑦ.  ᐅᖓᑕᐅᔨᓯᒪᔪᑦ, ᐃᓱᒪᒋᒋᐊᕐᓗᒋᑦ ᖃᓄᐃᓕᐅᕈᑕᐅᓲᑦ 
ᓲᕐᓗᒃ: • ᓂᕿᒥᒃ ᐃᒥᐊᓗᒻᒥᓗ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᓲᖑᕕᑦ−ᖃᓄᐃᑦᑐᓂᑦ

ᓂᕿᓕᕆᓂᕐᒧᑦ ᐊᑦᑕᓇᖅᑕᐃᓕᒪᒍᑎᖃᕆᐊᖃᖅᐸ, 
ᐃᒥᐊᓗᖃᕈᓐᓇᐅᑎᓂᑦ ᐃᓕᓐᓂᐊᑎᑦᑎᒍᑎᓂᓪᓗ 
ᓇᓗᓇᐅᒃᑯᑕᖃᕐᓗᑎᑦ ᐊᕕᑦᑐᖅᓯᒪᔪᖁᑎᖕᓄᑦ?

• ᐊᐅᓪᓚᐅᔾᔨᖃᑦᑕᕐᓂᐊᕈᕕᑦ ᐃᒪᒃᑯᑦ ᐅᕝᕙᓘᓐᓃᑦ ᐅᖓᓯᑦᑐᒥᒃ
ᓄᓇᒥ ᖃᓄᐃᓕᐅᖅᑎᑦᑎᖃᑦᑕᕐᓂᐊᖅᐱᑦ? ᐊᔾᔨᐅᙱᑦᑐᒥᒃ
ᓄᓇᑐᐃᓐᓇᕐᒧᑦ ᐊᐅᓪᓚᐅᔾᔨᒍᓐᓇᐅᑎᒥᒃ ᓚᐃᓴᓐᓯᖃᕆᐊᖃᖅᐲᑦ?

• ᐅᒥᐊᖅᑐᑎᑦᑎᖃᑦᑕᕋᔭᖅᐱᑦ, ᐱᓲᑎᑎᒍᑦ, ᖃᖓᑕᓲᒃᑯᑦ ᐅᕝᕙᓘᓐᓃᑦ
ᕿᒧᒃᓯᑎᑦᑎᖃᑦᑕᕐᓗᑎᑦ?  ᓇᓪᓕᐅᒃᑯᒫᑦ ᐊᑐᓲᑦ ᑲᒻᐸᓂᐅᔪᖅ
ᖃᐅᔨᒪᔪᒪᒐᔭᖅᑐᖅ ᖃᓄᑎᒋ ᐊᑦᑕᓇᖅᑎᒋᒻᒪᖔᖅ ᓂᐅᕐᕈᐊᑎᑦ
ᖃᓄᐃᓕᐅᖃᑦᑕᕋᔭᕐᓂᖏᑦ. 

ᐊᒥᓲᒻᒪᑕ ᐱᔾᔪᑏᑦ ᑐᑭᓯᐅᒪᔭᕆᐊᓕᑦᑎᑦ.  ᐃᓕᑉᐹᓪᓕᖁᓪᓗᑎᑦ 
ᓚᐃᓴᓐᓯᑖᕆᐊᖃᕐᓂᕐᒥᒃ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᒻᐸᓂᐅᔪᓂᑦ, 
ᖃᐅᔨᒋᐊᕐᕕᒋᓗᒍ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ 
ᑲᑐᔾᔨᖃᑎᒌᒋᔭᐃᑦ (tradereadynorth.ca/contacts) ᐅᕝᕙᓘᓐᓃᑦ 
ᑕᑯᓂᐊᕐᓗᒋᑦ ᑲᓱᖅᑕᕈᑕᐅᔪᑦ ᐊᑐᓂ ᐅᑭᐅᖅᑕᖅᑐᒥ ᐊᕕᑦᑐᖅᓯᒪᔪᓂᑦ 
ᐅᑯᐊᖑᓪᓗᑎᑦ ᑖᒃᑯᑑᙱᒃᑲᓗᐊᖅᑐᑎᓪᓗ:  

ᔫᑳᓐ
gov.yk.ca/services/cat_licensing.html 

ᓄᓇᑐᐃᓐᓇᕐᒧᑦ ᐊᐅᓪᓚᐅᔾᔨᔪᓐᓇᐅᑎ ᓚᐃᓴᓐᓯ 
env.gov.yk.ca/camping-parks/
tourism_operators.php 

ᓄᓇᑦᓯᐊᖅ
www.iti.gov.nt.ca/programs-services/ 
tourism-operator-licensing

ᓄᓇᕗᑦ
gov.nu.ca/contact-us

ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔪᑦ ᒪᓕᒋᐊᓕᖏᑦ

ᒪᓕᑦᑕᐅᔭᕆᐊᖃᓲᑦ ᐃᓕᓴᕆᔭᐅᓗᓂ ᓇᒻᒥᓂᖁᑎᒋᔭᐃᑦ 
ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖓᓂᒃ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ 
ᓄᓇᖏᓐᓂᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᓐᓄᑦ ᐅᑯᐊᖑᕗᑦ:  

ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᖅ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᕋᖅᑕᐅᓲᖅ ᑕᒪᐃᓐᓂ 
ᓚᐃᓴᓐᓯᖃᓕᖅᑎᓪᓗᒍ, ᐱᔪᓐᓇᐅᑎᖏᓐᓂᑦ, ᓇᓪᓕᐅᒃᑯᒫᖃᓕᖅᑎᓪᓗᒍᓗ 
ᐊᐅᓚᓂᖃᕈᓐᓇᖁᓪᓗᒍ ᐃᖁᔭᕐᒥᒃ ᒪᓕᓪᓗᓂ. 

BR1.  ᓇᒻᒥᓂᖃᖅᑐᖅ/ᐊᐅᓚᑎᑦᑎᔪᖅ ᖃᐅᔨᒋᐊᕐᕕᒃᓴᖓᓂᒃ ᑐᑭᓯᐊᖅᑎᑦᑎᓯᒪᓗᓂ
(ᐱᖃᓯᐅᑎᓗᒋ ᐊᑎᖓ, ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔫᑉ ᐊᑎᖓ, 
ᑎᑎᖅᑲᓂᐊᕐᕕᒃᑯᑎᒍᑦ ᑐᕌᕈᑎᖓ, ᐅᖄᓚᐅᑎᖓ 
ᖃᕋᓴᐅᔭᒃᑯᓪᓗ ᑐᕌᕈᑎᖏᑦ)

BR2.   ᒪᓕᑦᑎᐊᕐᓗᓂ ᑕᒪᐃᓐᓂ ᐱᔭᕆᐊᓕᖏᓐᓂᒃ
ᓚᐃᓴᓐᓯᓂᒃ, ᓇᓪᓕᐅᒃᑯᒫᓂᒃ ᐊᒻᒪᓗ 
ᐱᖁᔭᖅᑎᒍᑦ ᐱᔭᕆᐊᓕᖏᓐᓂᑦ.



24 ᓇᒻ ᒥᓂᖃᕐ ᓂ ᕐᒧ ᑦ ,  ᓂ ᐅᕕᐊ ᒃ ᓴᖃ ᕐ ᓂ ᕐᒧ ᑦ  &  ᑕᐅᖅ ᓰ ᕐ ᓂᒧ ᑦ  ᐅ ᐸᓗᖓᐃᖅᓯ ᒪᓂᖅ ᐃᓕ ᓐᓂ ᐊ ᕋ ᒃ ᓴᖅ

ᖃᓄᖅ ᑖᓐᓇ ᑐᑭᖃᕐᒪᑦ?
ᓂᐅᕕᐊᒃᓴᖃᕐᓗᓂ ᐅᐸᓗᖓᐃᖅᓯᒪᔪᖅ ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᖅ 
ᐱᓕᕆᐊᖃᕐᓗᓂ ᓇᒻᒥᓂᖅ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᖓᓂᒃ, ᐋᖅᑮᓯᒪᔪᖅ 
ᐊᑭᖏᓐᓂᑦ ᐊᒻᒪᓗ ᐊᐅᓚᑦᑎᓲᖅ ᓂᐅᕕᖅᑎᑦᑎᕙᑦᑐᓂ.

ᐃᑲᔪᕐᓂᖃᕐᓂᖏᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ 
ᐅᐸᓗᖓᐃᖅᓯᒪᓗᓂ
ᓇᓕᒧᓐᓂᖃᖅᑎᒐᐃᒐᕕᐅᒃ ᓇᒻᒥᓂᖁᑎᒋᔭᐃᑦ ᑖᒃᑯᓄᖓ 
ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔪᑦ ᒪᓕᒋᐊᓕᖏᑦ, 
ᑲᓱᖅᑎᒍᓐᓇᑦᑎᐊᓲᑎᑦ ᓂᐅᕕᖅᑐᖁᑎᑎᑦ ᐊᒻᒪᓗ 
ᓂᐅᕕᕐᓗᑎᑦ, ᐋᖅᑮᓯᒪᓂᕐᓄᑦ ᐃᓂᒃᓴᓕᐅᕈᓐᓇᕋᕕᑦ, 
ᐅᑎᖅᑎᑦᑎᓲᖑᓪᓗᑎᑦ ᐅᖄᓚᔾᔪᑕᐅᔪᓂᑦ ᑭᖑᕙᓗᐊᙱᑦᑐᒃᑯᑦ, 
ᐊᐅᓚᓂᖃᑦᑎᐊᑐᒃᑯᑦ ᓴᖅᑭᔮᖅᑎᑎᓪᓗᑎᑦ ᓂᐅᕕᐊᒃᓴᖕᓂᑦ ᐊᒻᒪᓗ 
ᓴᐳᑎᒍᓐᓇᖅᑐᑎᑦ ᖁᔭᓈᖅᑐᓂᑦ ᐃᓂᒃᓴᒥᓂᕋᓗᐊᖓ ᐅᓪᓗᖓ 
ᑕᕝᕙᑦᑎᐊᑯᓘᒐᓗᐊᖅᑎᓪᓗᒍ.

ᓂᐅᕕᐊᒃᓴᖃᕐᓗᓂ ᐅᐸᓗᖓᐃᖅᓯᒪᔭᕆᐊᖃᕈᑏᑦ ᒪᓕᑦᑕᐅᔭᕆᐊᓖᑦ
ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᖅ ᐅᐸᓗᖓᐃᖅᓯᒪᓗᓂ ᒪᓕᑦᑕᐅᔭᕆᐊᓖᑦ ᐊᒻᒪᓗ ᐅᑯᐊᒃᑲᓐᓃᑦ:

ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔪᑦ ᑐᑭᓕᒃ ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᖅ ᓂᐅᕕᐊᒃᓴᖃᖃᑦᑕᓲᖅ ᓂᐅᕐᕈᐊᒃᓴᓂᑦ ᐸᕐᓇᐸᓪᓕᐊᑎᓪᓗᒍ; 
ᐊᕐᕌᒍᓕᒫᕐᒥ ᐅᖃᖃᑎᖃᓲᑦ ᓂᐅᕐᕈᐊᒃᓴᓂᑦ, ᐊᒻᒪᓗ ᐅᐸᓗᖓᐃᖅᓯᒪᓪᓗᓂ ᓯᕗᓂᐊᒍᑦ ᐃᓂᒃᓴᓕᐅᕐᕕᐅᓂᐊᕐᒪᑦ. 

MR1.	 ᖃᕋᓴᐅᔭᒃᑯᑦ ᑐᕌᕈᑎᓕᒃ ᐅᖄᓚᐅᑎᖃᖅᑐᓂᓗ ᐊᕐᕌᒍᑕᒫᑦ ᐊᑐᐃᓐᓇᐅᒪᓪᓗᓂ, ᒪᑐᓯᒪᒍᓂᓘᓐᓃᑦ ᐊᕐᕌᒍᑉ ᐃᓚᖓᒍᑦ,   
ᑭᐅᓯᑲᐅᑎᒋᓇᖅᑎᑦᑎᔪᖅ ᐅᖄᓚᐅᑎᒃᑯᑎᒍᑦ ᓂᐱᓕᐅᖅᓯᒪᔪᒃᑯᑦ, ᓂᐱᓕᐅᖅᓯᒍᓐᓇᕐᓗᓂ ᐊᒻᒪᓗ/ᐅᕝᕙᓘᓐᓃᑦ ᖃᕋᓴᐅᔭᖅᑎᒍᑦ.

MR2.	 ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦᐅᖃᓕᒫᒐᕋᓛᕐᓂᑦ, ᐸᐃᑉᐹᕋᓛᕐᓂᑦᑐᑭᓯᒋᐊᕈᑎᓕᒃ, ᐃᑭᐊᖅᑭᕕᑎᒍᑦ ᐃᓅᖃᑎᒌᒍᓐᓇᐅᑎᑎᒍᓪᓘᓐᓃᑦ 
ᖃᕋᓴᐅᔭᖅᑎᒎᖅᑐᖅ.

MR3.	 ᐊᐅᓚᓂᖃᖅᑎᓪᓗᒍ, ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᖅ 24-48 ᐃᑲᕐᕋᓂᑦ ᑭᐅᑲᐅᑎᒋᒍᓐᓇᖅᑐᖅ ᑐᑭᓯᒋᐊᕋᓱᐊᖅᑐᓄᑦ ᐊᒻᒪᓗ 24 ᐃᑲᕐᕋᓂᑦ 
ᑭᐅᔪᓐᓇᑲᐅᑎᒋᔪᖅ ᐃᓂᒃᓴᓕᐅᖅᑐᓄᑦ/ᐃᓂᓴᒃᓕᐅᕈᒪᔪᓄᓪᓗ

MR4.	 ᓴᖅᑮᑎᑦᑎᓯᒪᔪᖅ ᐊᑭᖏᓐᓂᑦ ᓂᐅᕕᖅᐸᑦᑐᓄᓪᓗ ᐃᓂᒃᓴᓕᐅᕈᑎᖏᒻᓐᓂᒃ, ᐊᑭᓕᐅᑎᒃᓴᖏᓐᓂᑦ ᐊᒻᒪᓗ ᖁᔭᓈᖅᓯᓂᕐᒧᑦ 
ᐊᑐᐊᒐᖏᓐᓂᑦ.

 

C. ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ 

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 2: ᒪᓕᑦᑕᐅᔭᕆᐊᖃᓲᑦ – ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᒧᓪᓗ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ
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 Market Ready 1 (MR1)

Has an email address and telephone number operational year-round. If closed for the  
season, provides automated response through voice mail, answering service and/or email.

Why is this important?
Your customers need a way to contact you. They need to know 
that if they make an inquiry via phone or email that they can 
count on getting a response. They may want to give you their 
business — they need to connect.

Market Ready Standards mean that your email and  
or voice mail is checked regularly or you have an auto  
reply message that indicates when you will reply.  
Don’t disappoint the customer and don’t lose that sale!

Your year-round telephone number helps a potential customer 
talk to the owner or operator and ask important decision-
making questions. If they can’t reach you — 
they will call someone else or choose a different experience 
altogether. 

If you are closed for the season, the customer is not going to 
wait four months and try again. They are moving on to the next 
Tourism Supplier on their list. Help them do business with 
you!

What should the auto reply or voice  
message include?
The details of your message or email reply will be determined 
by how you do business or if you are closed in the off-season. 
You can also decide how personal you want to make it, sharing 
names, news, or developments. Consider the following points in 
drafting your message:

•	A ‘Thank you’ for calling.

•	A greeting from your company.

•	 �Indicate why you didn’t answer, how often you check 
messages and your commitment to calling them back.

•	Offer an alternate contact name and number.

•	 Refer to your website to learn more or provide  
your email to send a request.

•	 Reference an event or news at opening, or coming soon — 
a small promotional opportunity.

•	 Encourage the caller to leave clear detailed information for 
you to connect with them and answer all their questions.

	 Example voice mail – Operational year-round:

	� “�Thank you for calling Snow Owl Bed and  
Breakfast. We are assisting other guests and  
are sorry to have missed your call. Please leave  

your name and the time you called with any  
details about how we can help you and we will  
get back to you within 24 hours. For more information 
about our new renovations or to  
make an inquiry about rates and availability  
at Snow Owl, please visit snowowlbnb.com.  
Have a great day and we look forward to you  
being our guest!”

	 Example of voice mail – Closed for the season:

	 “�You have reached the voice mail of Cirque  
River Adventures and the home of Sal and  
Mike. Even though our 2015 season is now  
complete, we are in full planning mode for  
summer 2016 and can’t wait to take you on  
the water. Please contact our winter office  
number at (867) 123-4567 and Julie, our  
satellite office manager, will be happy to  
assist you. Alternatively, you can email  
Julie at info@cirqueriver.com or visit  
cirqueriveradventures.ca to learn more  
about our trip programs for the coming season.”

C. ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ ᑲᔪᓯᔪᖅ 
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C. ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ ᑲᔪᓯᔪᖅ
 ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ 1 (MR1)

ᖃᕋᓴᐅᔭᒃᑯᑦ ᑐᕌᕈᑎᓕᒃ ᐅᖄᓚᐅᑎᖃᖅᑐᓂᓗ ᐊᕐᕌᒍᓕᒫᖅ ᐊᑐᕋᒃᓴᒥ.  ᒪᑐᓯᒪᒍᓂ ᐊᕐᕌᒍᑉ ᐃᓚᖓᒍᑦ, ᑭᐅᑲᐅᑎᒋᔪᓐᓇᖅᑐᖅ 
ᐅᖄᓚᐅᑎᒃᑯᑦ ᓂᐱᓕᐅᖅᓯᒪᔪᒥᒃ, ᑭᐅᔨᖃᕐᓗᓂ ᐊᒻᒪᓗ/ᐅᕝᕙᓘᓐᓃᑦ ᖃᕋᓴᐅᔭᒃᑯᑦ.

ᓱᒻᒪᑦ ᐱᒻᒪᕆᐅᕙ?

ᐱᔨᑦᑎᖅᑕᑎᑦ ᖃᐅᔨᒪᔭᕆᐊᖃᕐᒪᑕ ᖃᓄᖅ ᐃᓕᖕᓂᒃ 
ᖃᐅᔨᒃᑲᐃᒍᓐᓇᕐᒪᖔᕐᒥᒃ ᐅᖃᕐᕕᖃᕐᓗᑎᑦ.  ᖃᐅᔨᒪᔭᕆᐊᓖᑦ 
ᑐᑭᓯᒋᐊᕋᓱᐊᕈᑎᑦ ᐅᖄᓚᐅᑎᒃᑯᑎᒍᑦ ᖃᕋᓴᐅᔭᒃᑯᓪᓘᓐᓃᑦ 
ᑭᐅᔭᐅᔪᓐᓇᕐᓂᐊᕐᒪᑕ.  ᑮᓇᐅᔭᖏᓐᓂᑦ ᐊᑐᕈᒪᔪᑦ ᓂᐅᕕᕐᓗᑎᑦ ᐃᓕᖕᓂᒃ 
− ᐃᓕᖕᓄᑦ ᐅᖃᕐᕕᖃᕆᐊᓖᑦ.

ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔪᑦ ᒪᓕᑦᑕᐅᔭᕆᐊᓖᑦ ᑐᑭᓕᒃ 
ᖃᕋᓴᐅᔭᐃᑦ ᐅᕝᕙᓘᓐᓃᑦ ᓂᐱᓕᐅᖅᓯᒪᔪᑦ ᐅᖄᓚᐅᑎᒃᑯᑎᒍᑦ 
ᖃᐅᔨᒋᐊᓲᕆᒐᕕᐅᒃ ᐅᕝᕙᓘᓐᓃᑦ ᑭᐅᑲᐅᑎᒋᔪᒥᒃ ᑭᐅᔪᓐᓇᕋᕕᑦ 
ᑐᓴᖅᑎᑦᑎᒍᑎᒥᒃ ᓇᓗᓇᐃᖅᓯᓯᒪᔪᖅ ᑭᐅᓂᐊᕋᕕᑦ.
ᖁᓅᒻᒥᑎᖅᑕᐃᓕᓗᒍ ᐱᔨᑦᑎᖅᑕᐃᑦ ᐊᒻᒪᓗ ᐊᓯᐅᑦᑕᐃᓕᓗᒍ 
ᓂᐅᕕᖅᑎᑦᑎᒍᓐᓇᕐᓃᑦ!

ᐊᕐᕌᒍᓕᒫᖅ ᐅᖄᓚᐅᑏᑦ ᐊᑐᖅᐸᑦᑕᐃᑦ ᐃᑲᔪᕈᓐᓇᖅᑐᖅ ᓂᐅᕕᕈᒪᔪᖅ 
ᐅᖃᖃᑎᖃᕐᓗᓂ ᓇᒻᒥᓂᖁᑎᓕᒻᒥᒃ ᐅᕝᕙᓘᓐᓃᑦ ᐊᐅᓚᑦᑎᔨᒥᒃ ᐊᒻᒪᓗ 
ᐊᐱᖅᓱᕐᓗᓂ ᐱᒻᒪᕆᐅᔪᒥᒃ ᐃᓱᒪᓕᐅᕈᑎᒋᒐᔭᖅᑕᖏᑕ ᐊᐱᖅᑯᑎᖏᓐᓄᑦ.  
ᐃᓕᖕᓂᒃ ᐅᖃᕐᕕᖃᕈᓐᓇᙱᒃᑯᑎᑦ − ᐊᓯᐊᓂᖔᖅ ᐅᖄᓚᒐᔭᖅᑐᑦ 
ᐅᕝᕙᓘᓐᓃᑦ ᐊᓯᐊᓂᖔᖅ ᐊᑐᖔᒻᒪᕆᓕᕐᓗᑎᑦ ᐊᐅᓪᓚᖅᓯᒪᑎᓪᓗᒋᑦ 
ᓂᐅᕐᕈᓗᑎᑦ. 
ᒪᑐᓯᒪᓂᐊᕈᕕᑦ ᐊᕐᕌᒍᑉ ᐃᓚᖓᒍᑦ, ᐱᔨᑦᑎᕋᕋᔭᖅᑕᒥᓂᕋᓗᐊᑦ ᐅᑕᖅᑭᔾᔮᙱᑦᑐᖅ ᑎᓴᒪᓄᑦ ᑕᖅᑭᓄᑦ 
ᐆᑦᑐᑲᓐᓂᓕᕐᒥᓗᓂ.  ᐊᓯᐊᓄᖔᖅ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᒻᐸᓂᐅᔪᒧᑦ ᓅᒃᑲᔭᖅᑐᖅ ᐊᑐᕋᔭᖅᑕᖓᓂᒃ.  
ᐃᑲᔪᕐᓗᒋᑦ ᐃᓕᖕᓂᒃ ᑮᓇᐅᔭᖏᓐᓂᒃ ᐊᑐᕐᓗᑎᑦ!

ᑭᓱᓂᑦ ᐱᖃᓯᐅᔾᔨᓯᒪᔭᕆᐊᖃᖅᐹ ᖃᕋᓴᐅᔭᒃᑯᑦ 
ᑭᐅᑲᐅᑎᒋᑎᑦᑎᒍᑎ ᐅᕝᕙᓘᓐᓃᑦ 
ᓂᐱᓕᐅᖅᓯᒪᔭᕆᐊᖃᖅᐸ ᑭᓱᓂᑦ ᐅᖄᓚᐅᑏᑦ?

ᓇᓗᓇᐃᔭᖅᓯᒪᓂᖏᑦ ᑐᓴᖅᑎᑦᑎᒍᑎᕕᑦ ᐅᕝᕙᓘᓐᓃᑦ ᖃᕋᓴᐅᔭᒃᑯᑦ 
ᑭᐅᑲᐅᑎᒋᔾᔪᑎᖏᑦ ᓇᓗᓇᐃᖅᑕᐅᒐᔭᖅᑐᑦ ᖃᓄᖅ ᓇᒻᒥᓂᖁᑎᒋᔭᐃᑦ 
ᑲᒪᕆᓲᕆᒻᒪᖔᖅᐱᐅᒃ ᐅᕝᕙᓘᓐᓃᑦ ᒪᑐᓯᒪᒍᕕᑦ ᐳᓚᕋᕐᓇᐅᙱᑦᑎᓪᓗᒍ.  
ᐃᓱᒪᓕᐅᕈᓐᓇᕐᒥᔪᑎᑦ ᖃᓄᑎᒋ ᐃᓄᒻᒧᑦ ᑐᕌᖓᓂᖃᖁᒻᒪᖔᖅᐱᐅᒃ, 
ᑲᑐᔾᔨᓗᑎᑦ ᓲᕐᓗᒃ ᐊᑎᕐᓂᑦ, ᐱᕙᓪᓕᐊᔪᓂᑦ, ᐅᕝᕙᓘᓐᓃᑦ 
ᖃᓄᐃᓕᐅᕈᑎᒋᔭᐅᕙᓪᓕᐊᔪᓂᑦ.  ᐃᓱᒪᒋᒋᐊᕐᓗᒋᑦ ᐅᑯᐊ ᐅᖃᐅᑕᐅᓲᑦ 
ᑎᑎᕋᕆᐊᙵᕐᓗᒍ ᑐᓴᖅᑎᑦᑎᒍᑏᑦ ᑭᐅᑲᐅᑎᒋᔾᔪᑎᖕᓄᑦ 
ᓂᐱᓕᐅᖅᓯᒪᓂᐊᖅᑕᓄᓪᓘᓐᓃᑦ:

• 'ᖁᔭᓐᓇᒦᒃ' ᐅᖄᓚᒐᕕᑦ.

• ᑲᒻᐸᓂᒋᔭᐃᑦ ᑐᙵᓱᐊᑎᑦᑎᓗᓂ.

• ᓇᓗᓇᐃᖅᓯᓗᑎᑦ ᓱᒻᒪᑦ ᑭᐅᔪᓐᓇᙱᒻᒪᖔᖅᐱᑦ, ᖃᓄᑎᒋ
ᖃᐅᔨᒋᐊᓲᖑᒻᒪᖔᖅᐱᑦ ᓂᐱᓕᐅᖅᓯᒪᔪᓂᑦ ᑐᓴᕈᑎᓂᓘᓐᓃᑦ
ᐊᒻᒪᓗ ᐅᖄᓚᕕᒋᓂᐊᕐᓂᕋᕐᓗᒍ.

• ᐊᓯᐊᓂᒃ ᐅᖄᓚᕕᒃᓴᖓᑕ ᐊᑎᖓᓂᒃ ᓂᐱᓕᐅᖅᓯᒪᓗᑎᑦ ᐊᒻᒪᓗ
ᓈᓴᐅᑎᖓᓂᒃ..  ᐃᑭᐊᖅᑭᕕᖕᓄᑦ ᑕᑯᓂᐊᖁᓗᒍ ᐅᕝᕙᓘᓐᓃᑦ
ᖃᕋᓴᐅᔭᒃᑯᑦ ᑐᕌᕈᑏᑦ ᑐᓂᓗᒍ.

• ᐅᖃᐅᓯᕆᓗᒍ ᖃᓄᐃᓕᐅᕈᑕᐅᓂᐊᖅᑐᖅ ᑐᓴᕋᒃᓴᓘᓐᓃᑦ
ᒪᑐᐃᖅᑎᓪᓗᓯ, ᐅᕝᕙᓘᓐᓃᑦ ᐊᑐᖅᑕᐅᓛᖅᑐᓂᑦ − ᒥᑭᔪᑯᓘᒐᓗᐊᖅ
ᓴᖅᑭᔮᕆᐊᕈᑎᐅᔪᒥᒃ ᐱᕕᖃᖅᐳᑎᑦ.

• ᑲᔪᖏᖅᓴᕐᓗᒍ ᐅᖄᓚᔪᖅ ᓱᖅᑯᐃᓇᑦᑎᐊᖅᑐᒥᒃ
ᐅᖃᐅᓯᖃᑦᑎᐊᖁᓗᒍ ᑐᑭᓯᒋᐊᕈᑎᓂᑦ ᖃᓄᖅ
ᐅᖄᓚᕕᒋᔪᓐᓇᕋᔭᕐᒪᖔᖅᐱᐅᒃ ᐊᒻᒪᓗ ᑭᐅᔭᐃᓐᓇᕆᓗᒋᑦ
ᐊᐱᖅᑯᑎᓕᒫᖏᑦ.

ᐆᑦᑑᑎ ᐅᖄᓚᐅᑎᒃᑯᑎᒍᑦ ᓂᐱᓕᐅᖅᓯᒪᔪᖅ − ᐊᐅᓚᓂᖃᖅᑐᖅ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᒻᐸᓂᐅᔪᖅ ᐊᕐᕌᒍᓕᒫᕐᒥ: 

   “ᖁᔭᓐᓇᒦᒃ ᐅᖄᓚᒐᕕᑦ ᐅᒃᐱᕐᔪᐊᖅ ᑐᔪᕐᒥᕕᒃ ᐊᒻᒪᓗ 

ᐅᓪᓛᕈᕐᒥᑕᕐᓇᕐᓗ.  ᐊᓯᖏᓐᓂᑦ ᐱᔨᑦᑎᕋᑲᓚᐅᕋᑦᑕ 
ᑐᔪᕐᒥᔪᓂᑦ ᐊᒻᒪᓗ ᒪᒥᐊᑦᑐᒍᑦ ᐅᖄᓚᑎᓪᓗᑎᑦ 
ᑭᐅᒍᓐᓇᙱᑲᓚᐅᖅᑐᑕ.  ᐊᑏᑦ ᐊᒻᒪᓗ ᖃᑦᑎᒨᖅᑎᓪᓗᒍ 
ᐅᖄᓚᒐᓱᐊᖅᑐᒥᓂᐅᑎᓪᓗᑎᑦ ᓇᓗᓇᐃᔭᖅᓯᒪᓂᖏᓐᓂᓗ 
ᖃᓄᖅ ᐃᑲᔪᕈᓐᓇᕐᒪᖔᑦᑎᒋᑦ ᐅᖃᕐᓗᑎᑦ ᐊᒻᒪᓗ 
ᑭᐅᓂᐊᖅᑐᑕ 24 ᐃᑲᕐᕋᑦ ᐃᓗᐊᓂ.  ᑐᑭᓯᒋᐊᒃᑲᓐᓂᖁᓪᓗᑎᑦ 
ᓄᑖᕐᓂᑦ ᓴᓇᔭᐅᒋᐊᕈᑕᐅᔪᓂᑦ ᐃᒡᓗᖁᑎᑦᑎᓐᓄᑦ ᐅᕝᕙᓘᓐᓃᑦ 
ᖃᐅᔨᒐᓱᐊᕈᕕᑦ ᐊᑭᖏᓐᓂᑦ ᐊᑐᐃᓐᓇᐅᒪᒐᔭᖅᑕᖏᓪᓗ 
ᐅᓪᓗᖏᑦ ᐅᒃᐱᕐᔪᐊᒻᒥ, ᑕᑯᓂᐊᕐᓗᒍ snowowlbnb.com.  
ᐅᓪᓗᖃᑦᑎᐊᕆᑦ ᐊᒻᒪᓗ ᓂᕆᐅᒋᑦᑎᐊᖅᐸᑦᑎᒋᑦ 
ᑐᔪᕐᒥᐊᕆᓛᕋᑦᑎᒋᑦ!” 

Example of voice mail – Closed for the season:

“ You have reached the voice mail of Cirque  
River Adventures and the home of Sal and  
Mike. Even though our 2015 season is now  
complete, we are in full planning mode for  
summer 2016 and can’t wait to take you on  
the water. Please contact our winter office  
number at (867) 123-4567 and Julie, our  
satellite office manager, will be happy to  
assist you. Alternatively, you can email  
Julie at info@cirqueriver.com or visit  
cirqueriveradventures.ca to learn more  
about our trip programs for the coming season.”

ᐃᓕᓐᓂᐊᕋ ᒃᓴᖅ 2 :  ᒪᓕ ᑦᑕᐅᔭᕆᐊᓖᑦ  −  ᓇ ᒻᒥᓂᖃᕐᓂᕐᒧ ᑦ  ᐊ ᒻ ᒪᓗ ᓂᐅᕕᐊᒃᓴᖃᕐᓂ ᕐᒧ ᑦ  ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅᐃᓕᓐᓂᐊᕋᒃᓴᖅ 2: ᒪᓕᑦᑕᐅᔭᕆᐊᖃᓲᑦ – ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᒧᓪᓗ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ



2 6 ᓇᒻ ᒥᓂᖃᕐ ᓂ ᕐᒧ ᑦ ,  ᓂ ᐅᕕᐊ ᒃ ᓴᖃ ᕐ ᓂ ᕐᒧ ᑦ  &  ᑕᐅᖅ ᓰ ᕐ ᓂᒧ ᑦ  ᐅ ᐸᓗᖓᐃᖅᓯ ᒪᓂᖅ ᐃᓕ ᓐᓂ ᐊ ᕋ ᒃ ᓴᖅ

MARKET READY 1
Activity: 
In this multiple choice activity, please choose the best answer that applies:

Your business is closed for the season and you get a call from a potential client that wants to talk to someone  
in person, ASAP. You:

	 A. 	� Have a voice mail that explains the hours of operation and invite them to call you back in four months.

	 B. 	� Provide an alternate number so that the off-season contact can answer inquiries.

	 C. 	� Ignore the request because you’re off duty and frankly, not interested in talking work while you’re  
in Mexico for two months of your off season.

	 D. 	� Indicate in a message that you are closed and invite the potential guest to send you an email that  
you check weekly.

Best Answers – B. and D.

B. Allows the guest inquirer to talk to someone right away. You don’t lose the customer because you weren’t available.

D. Provides the inquirer with enough information to understand your seasonal operation without saying — no — not 
available — come back later.

Ultimately, you don’t want to disappoint the customer or lose a potential sale. MR1 helps you keep potential customers 
informed 
and interested as they make their plans.

M O D U L E  2 :  T H E  STA N DA R D S  –  B U S I N E SS  A N D  M A R K E T  R E A DY

C. ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ ᑲᔪᓯᔪᖅ 

2 6 ᓇ ᒻ ᒥ ᓂ ᖃ ᕐ ᓂ ᕐ ᒧ ᑦ ,  ᓂ ᐅ ᕕ ᐊ ᒃ ᓴ ᖃ ᕐ ᓂ ᕐ ᒧ ᑦ  &  ᑕ ᐅ ᖅ ᓰ ᓂ ᕐ ᒧ ᑦ  ᐅ ᐸ ᓗ ᖓ ᐃ ᖅ ᓯ ᒪ ᓂ ᖅ  ᐃ ᓕ ᓐ ᓂ ᐊ ᕋ ᒃ ᓴ ᖅ  ᐅ ᖃ ᓕ ᒫ ᒐ ᑦ

C. ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ ᑲᔪᓯᔪᖅ

ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ  1
ᖃᓄᐃᓕᐅᕈᑎᒃᓴᖅ:

ᑕᕝᕙᓂ ᓂᕈᐊᕐᓗᓂ ᐊᒥᓱᓂᑦ ᑭᐅᔾᔪᑎᐅᒍᓐᓇᖅᑐᓂᑦ, ᓂᕈᐊᕐᓗᑎᑦ ᐱᐅᓛᕐᒥᒃ ᑭᐅᔾᔪᑎᒥᒃ ᐃᓕᖕᓄᑦ ᑐᕌᖓᔪᓂᑦ: 

ᓇᒻᒥᓂᖁᑎᒋᔭᐃᑦ ᒪᑐᓯᒪᑲᓚᐅᕐᒪᑦ ᐊᕐᕌᒍᑉ ᐃᓚᖓᒍᑦ ᐊᒻᒪᓗ ᐅᖄᓚᕕᐅᓪᓗᑎᑦ ᐱᔨᑦᑎᕈᓐᓇᑕᕐᓄᑦ ᐅᖃᖃᑎᖃᕈᒪᔪᖅ ᐃᓄᑦᑎᒍᑦ, ᒫᓐᓇ.  ᐃᒪᓐᓇᐃᓕᐅᖅᑐᑎᑦ: 

A. ᓂᐱᓕᐅᖅᓯᒪᔪᖃᕐᓗᑎᑦ ᐅᖄᓚᐅᑎᖕᓂᑦ ᓇᓗᓇᐃᔭᐃᓗᑎᑦ ᐃᑲᕐᕋᖏᓐᓂ ᒪᑐᐃᖓᓂᕆᓲᖏᑕ ᓇᒻᒥᓂᖁᑎᕕᑦ ᐊᒻᒪᓗ
ᐅᖄᓚᒃᑲᓐᓂᖁᓗᒋᑦ ᑎᓴᒪᑦ ᑕᖅᑮᑦ ᐊᓂᒍᕈᑎᑦ.

B. ᐊᓯᐊᓂᒃ ᐅᖄᓚᐅᑎᒧᑦ ᐅᖄᓚᖁᓗᒋᑦ ᐳᓚᕋᖅᑐᓕᕆᓐᓇᐅᑎᓐᓇᒍ ᐅᖄᓚᕕᒃᓴᐅᔪᖅ ᑭᐅᔪᓐᓇᕋᔭᕐᒪᑦ ᑐᑭᓯᒋᐊᕈᒪᔪᓂᑦ.

C. ᐅᖃᕐᕕᖃᕈᒪᓂᖓ ᓱᖁᑎᒋᙱᓪᓗᒍ ᐃᖅᑲᓇᐃᔭᙱᓐᓇᕕᑦ ᐊᒻᒪᓗ ᐅᖃᕐᕕᖃᕈᒪᙱᑐᐃᓐᓇᕋᕕᑦ ᐃᖅᑲᓇᐃᔮᕕᑦ ᒥᒃᓵᓄᑦ
ᒥᐊᒃᓯᑯᒦᑦᑎᓪᓗᑎᑦ ᒪᕐᕉᖕᓄᒃ ᑕᖅᑮᓐᓄᒃ ᐳᓚᕋᖅᑐᓕᕆᓐᓇᐅᑎᓐᓇᒍ.

D. ᓇᓗᓇᐃᖅᓯᓗᑎᑦ ᓂᐱᓕᐅᖅᓯᒪᔪᒥᒃ ᒪᑐᐃᓯᒪᓂᕋᕐᓗᑎᑦ ᐊᒻᒪᓗ ᐱᔨᑦᑎᕋᕈᓐᓇᖅᑕᐃᑦ ᖃᕋᓴᐅᔭᒃᑯᑦ ᑎᑎᕋᖁᓗᒍ ᖃᐅᔨᓴᓲᕆᓪᓗᒍ
ᖃᕋᓴᐅᔭᒃᑯᑦ ᑎᑎᕋᕐᕖᑦ ᐱᓇᓱᐊᕈᓯᑕᒫᑦ.

ᑭᐅᔾᔪᑎᑦᑎᐊᕙᐅᓛᒃ − B. ᐊᒻᒪᓗ D.
B.ᐱᔨᑦᑎᕈᓐᓇᖅᑕᐃᑦ ᑐᑭᓯᒋᐊᕋᓱᐊᖅᑐᖅ ᐅᖃᕐᕕᖃᑲᐅᑎᒋᑎᓪᓗᒍ ᐃᓄᒻᒥᒃ.  ᐱᔨᑦᑎᕋᕈᓐᓇᕋᔭᖅᑕᐃᑦ ᐊᓯᐅᔨᒋᐊᖃᙱᓐᓇᕕᐅᒃ ᐊᑐᐃᓐᓇᐅᓚᐅᙱᕈᓗᒃᑲᕕᑦ.
D.ᑐᑭᓯᒋᐊᕋᓱᐊᖅᑐᒥᒃ ᓈᒻᒪᑦᑐᓂᑦ ᑐᑭᓯᒋᐊᖅᑎᓪᓗᒍ ᑐᑭᓯᐅᒪᓂᐊᕐᒪᑦ ᐊᕐᕌᒍᑉ ᐃᓚᖓᓂᒃ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᒪᑐᐃᖓᓲᖑᒐᔅᓯ − ᐋᒡᒑᙱᓪᓗᒍ −
ᐊᑐᐃᓐᓇᐅᒪᙱᓐᓂᕋᙱᓪᓗᑎᑦ − ᐅᑎᓛᖁᙱᓪᓗᒍᓗ.
ᑭᖑᓪᓕᖅᐹᒥᓕ, ᖁᓅᒻᒥᖁᙱᓐᓇᕕᐅᒃ ᐱᔨᑦᑎᕋᕈᓐᓇᖅᑕᐃᑦ ᓂᐅᕕᕐᕕᐅᔪᓐᓇᑎᓪᓗᑎᑦ ᐊᓯᐅᔨᔪᒪᙱᓐᓇᕕᑦ.  MR1 ᐃᓕᖕᓂᒃ ᐃᑲᔪᕐᒪᑦ ᐱᔨᑦᑎᕋᕈᓐᓇᕋᔭᖅᑕᑎᑦ
ᑐᓴᐅᒪᑎᖃᑦᑕᕐᓗᒋᑦ ᐱᓕᕆᐊᖃᖁᓗᒋᑦ ᓇᒻᒥᓂᖁᑎᖕᓂᑦ ᐸᕐᓇᐅᑎᓕᐅᖅᑎᓪᓗᒋᑦ.
6

ᐃᓕᓐᓂᐊᕋ ᒃᓴᖅ 2 :  ᒪᓕ ᑦᑕᐅᔭᕆᐊᓖᑦ  −  ᓇ ᒻᒥᓂᖃᕐᓂᕐᒧ ᑦ  ᐊ ᒻ ᒪᓗ ᓂᐅᕕᐊᒃᓴᖃᕐᓂ ᕐᒧ ᑦ  ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅᐃᓕᓐᓂᐊᕋᒃᓴᖅ 2: ᒪᓕᑦᑕᐅᔭᕆᐊᖃᓲᑦ – ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᒧᓪᓗ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ
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ᓱᒻᒪᑦ ᐱᒻᒪᕆᐅᕙ?
ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᖃᓕᒫᒐᑦ ᐃᑲᔪᓲᑦ ᑐᑭᓯᑎᑦᑎᓗᑎᑦ 
ᓂᐅᕕᖅᐸᑦᑐᓂᑦ ᓇᒻᒥᓂᖁᑎᕕᑦ ᒥᒃᓵᓅᖓᔪᓂᑦ. ᓇᓕᐊᓐᓄᑐᐃᓐᓇᖅ 
ᑐᓴᐅᒪᔭᐅᔪᒪᓐᓂᕈᕕᑦ, ᓇᓕᐊᓐᓂᑐᐃᓐᓇᖅ ᓂᐅᕕᖅᐸᑦᑐᓂᑦ, 
ᓂᐅᕕᐊᒃᓴᖃᓂᕐᒧᑦ ᓴᖅᑭᔮᖅᑎᑦᑎᖃᑦᑕᕆᐊᖃᖅᑐᑎᑦ. ᐱᔨᑦᑎᕋᔭᖅᑕᐃᑦ 
ᐊᖏᕐᕋᖅᓯᒪᒐᒥ ᓱᓕ ᐸᕐᓇᑦᑐᓂ ᓇᒧᙵᕐᓂᐊᕐᒪᖔᕐᒥᒃ, ᐊᒻᒪᓗ 
ᑕᑯᓂᐊᕋᔭᖅᑐᖅ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ 
ᑲᑐᔾᔨᖃᑎᒌᕕᑦ ᐃᑭᐊᖅᑭᕕᖓᓄᑦ ᓯᕗᓪᓕᖅᐹᒥ. ᐃᓕᖕᓂᒃ 
ᓇᓂᓯᖁᒐᔭᖅᑕᐃᑦ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ 
ᑲᑐᔾᔨᖃᑎᒌᑉ ᐃᑭᐊᖅᑭᕕᖓᓂ, ᓇᒻᒥᓂᖅ ᐃᑭᐊᖅᑭᕕᒻᒥ, ᖃᕋᓴᐅᔭᒃᑯᑦ 
ᐃᓅᖃᑎᒌᒍᓐᓇᐅᑎᑎᒍᑦ ᐅᕝᕙᓘᓐᓃᑦ ᑎᑭᓵᕆᔭᐅᓯᒪᔮᖅᑐᖅ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑐᑭᒧᐊᕈᑎᖏᑦ ᐊᕕᑦᑐᖅᓯᒪᔪᓃᙶᖅᑐᖅ.

ᐱᔨᑦᑎᕋᔭᖅᑕᐃᑦ ᓄᓇᔅᓯᖕᓃᒌᕈᓂ ᐊᒻᒪᓗ ᕿᓂᕈᓂ 
ᖃᓄᐃᓕᐅᕈᑎᒋᓂᐊᖅᑕᖓᓂᒃ ᓄᓇᓕᒻᒥ, ᐊᑐᕈᓐᓇᖅᑐᖅ ᓄᓇᓕᓐᓂ 
ᑐᑭᓯᒋᐊᕐᕕᒻᒥ, ᐃᑭᐊᖅᑭᕕᒃ, ᐃᓅᖃᑎᒌᒍᓐᓇᓂᕐᒧᑦ ᖃᕋᓴᐅᔭᕐᒥᒃ 
ᐅᕝᕙᓘᓐᓃᑦ ᓄᓇᓕᓐᓂ ᐱᕙᓪᓕᐊᔪᓂᑦ. ᑖᒃᑯᐊ ᐅᖃᓕᒫᒐᕋᓛᑎᑦ 
ᑐᑭᓯᒋᐊᕈᑎᖏᑦ ᑕᐃᑲᓂ ᓄᓇᓕᓐᓂ ᑐᑭᓯᒋᐊᕐᕕᒻᒦᑉᐸᑦ, ᓄᓇᓕᓐᓂ 
ᑐᔪᕐᒥᕕᒻᒥ?  ᓂᐅᕐᕈᐊᖅ ᐃᓕᖕᓂᒃ ᓇᓂᓯᓴᕋᐃᒍᓐᓇᖅᐸ ᕿᓂᖅᑎᓪᓗᒍ 
ᖃᓄᐃᓕᐅᕋᒃᓴᓂᑦ ᓄᓇᓕᓐᓂ?

ᓂᐅᓂᐅᕕᐊᒃᓴᑎᑦ ᓴᖅᑭᔮᖅᑎᙱᒃᑯᕕᒋᑦ, ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ 
ᑐᑭᓯᒋᐊᕈᑎᖃᙱᒃᑯᕕᑦ−ᖃᑦᑏᓐᓇᐅᓂᖅᓴᐃᑦ ᐱᔨᑦᑎᕋᔭᖅᑕᑎᑦ 
ᖃᐅᔨᒪᒐᔭᖅᑐᑦ ᓇᒻᒥᓂᖁᑎᕕᑦ ᒥᒃᓵᓄᑦ ᐅᕝᕙᓘᓐᓃᑦ ᓇᒦᒻᒪᖔᖅᐱᑦ 
ᐊᒻᒪᓗ ᑭᓱᓕᕆᓲᖑᒻᒪᖔᖅᐱᑦ. ᓂᐅᕕᐊᒃᓴᖃᓂᕐᒧᕐ ᑦ ᑐᑭᓯᒋᐊᕈᑏᑦ 
ᐱᓕᕆᐊᕆᔭᐅᓲᖑᕗᑦ ᓇᒻᒥᓂᖁᑎᖃᖅᑐᓄᑦ ᑕᒪᒃᑯᐊ ᐱᓪᓗᒋᑦ.

ᖃᓄᐃᑦᑐᓂᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ 
ᑐᑭᓯᒋᐊᕈᑎᖃᕆᐊᖃᖅᐳᖓ?
ᓯᕗᓪᓕᖅᐹᒥ ᐊᐱᕆᓗᑎᑦ ᐊᓯᐊᓂᒃ ᐊᐱᖅᑯᑎᒥᒃ–ᓇᒦᒻᒪᑕ 
ᓂᐅᕕᐊᒃᓴᖃᕐᕕᒋᒐᔭᖅᑕᒃᑲ ᐱᔨᑦᑎᕋᓕᕐᓗᒋᑦ?

ᓄᓇᓕᖕᓃᒌᕈᑎᑦ, ᐅᖃᓕᒫᒐᕋᓛᖅ ᐅᕝᕙᓘᓐᓃᑦ ᐸᐃᑉᐹᕋᓛᕐᒧᑦ 
ᑐᑭᓯᒋᐊᕈᑎᑎᑦ ᑎᑎᕋᖅᓯᒪᔪᑦ ᓄᓇᓕᓐᓂ ᐳᓛᕆᐊᖅᑐᓄᑦ ᑐᑭᓯᒋᐊᕐᕕᒻᒥ 
ᐅᕝᕙᓘᓐᓃᑦ ᑐᔪᕐᒥᕕᒻᒥ ᐊᒻᒪᓗ ᐃᓚᖏᓐᓂᑦ ᓄᓇᓕᓐᓂ ᐱᕙᓪᓕᐊᔪᓂᑦ 
ᓴᖅᑭᔮᖅᑎᑦᑎᒍᑎᖏᓐᓂᑦ ᐊᑑᑎᖃᕈᓐᓇᖅᑐᑦ. ᐊᕕᑦᑐᖅᓯᒪᔪᒥ 
ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᓴᖅᑮᓲᖑᒍᑎᑦ 
ᕿᑲᕆᐊᕐᓂᕐᒧᑦ ᐸᕐᓇᐅᑎᓂᑦ/ᐊᐅᓪᓚᖅᑐᓄᑦ ᑐᑭᒧᐊᕈᑎᓂᑦ ᐃᑲᔪᕐᓗᑎᑦ 
ᓂᐅᕐᕈᐊᓂᑦ ᐋᖅᑭᒃᓱᐃᓇᓱᐊᖅᑎᓪᓗᒋᑦ ᐊᑐᕈᒪᒐᔭᖅᑕᖏᓐᓂᑦ 
ᐊᐅᓪᓚᖅᓯᒪᓗᑎᑦ, ᖃᐅᔨᒪᑦᑎᐊᕆᑦ ᑎᑎᖅᑐᖅᓯᒪᔪᒦᒃᑲᓗᐊᕐᒪᖔᖅᐱᑦ 
ᐅᕝᕙᓘᓐᓃᑦ ᓴᖅᑭᔮᖅᑎᓐᓇᓱᐊᕐᓗᑎᑦ ᖃᐅᔨᔭᒃᓴᐅᑦᑎᐊᕐᓗᓂ 
ᑎᑎᕋᖅᑕᐅᓯᒪᔪᓂᑦ.

ᐱᒻᒪᕆᐅᕗᖅ ᐅᖃᐅᓯᕆᓗᒍ, ᑮᓇᐅᔭᓂᑦ ᐊᑐᕐᓗᓂ ᓂᐅᕕᐊᒃᓴᑎᑦ 
ᓴᖅᑭᔮᖅᑎᓐᓇᓱᐊᕐᓗᒋᑦ ᐃᑭᐊᖅᑭᕕᖃᕐᓂᑐᐃᓐᓇᐅᙱᒻᒪᑦ ᐅᕝᕙᓘᓐᓃᑦ 
ᐅᖃᓕᒫᒐᕋᓛᖃᕐᓗᓂ ᑎᑎᕋᖅᓯᒪᔪᓂᑦ. ᐃᓱᒪᒃᓴᖅᓯᐅᕐᓗᑎᑦ 
ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕐᓗᑎᑦ ᐊᓯᖏᓐᓂᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᓇᒻᒥᓂᖃᐅᖅᑐᓂᑦ, ᐃᓚᐅᖃᑕᐅᖃᑦᑕᕐᓗᑎᑦ ᓂᐅᕕᖅᐸᑦᑐᓄᑦ 
ᑕᑯᒃᓴᐅᑎᑦᑎᕕᐅᓂᖏᓐᓂᑦ, ᐅᕝᕙᓘᓐᓃᑦ ᐊᔾᔨᓕᐅᕆᓂᕐᒧᑦ 
ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒥᒃ ᐃᓕᓐᓂᐊᕐᓗᑎᑦ ᐊᒻᒪᓗ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑲᑎᒪᕕᔾᔪᐊᖃᑕᐅᖃᑦᑕᕐᓗᑎᑦ.  ᐃᑭᐊᖅᑭᕖᑦ ᓄᑖᕐᓂᑦ ᐃᓗᓕᖃᕆᐊᓖᑦ 
ᐊᔾᔨᙳᐊᓂᓪᓗ − ᖃᖓᓕᒫᑦᑎᐊᒃᑯᑦ. ᐃᓅᖃᑎᒌᓐᓂᕐᒧᑦ 
ᖃᕋᓴᐅᔭᒃᑰᕈᑏᑦ ᐅᖃᓕᒫᕈᒥᓇᕆᐊᓖᑦ, ᓇᐃᑦᑑᓗᑎᑦ ᐊᓯᖏᑦ 
ᑲᑐᔾᔨᔪᓐᓇᓂᕐᐊᕐᒪᑕ ᐊᑐᖅᑕᒥᓂᖏᓐᓂᑦ ᐱᔨᑦᑎᕋᕈᑎᖕᓂᑦ. 
ᑮᓇᐅᔭᓂᑦ ᐊᑐᕐᓗᑎᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᖃᓕᒫᕋᒃᓴᓂᑦ ᐊᒻᒪᓗ 
ᑲᑐᔾᔨᖃᑦᑕᕐᓗᑎᑦ, ᐊᔭᐅᕆᓗᑎᑦ, ᐃᖅᑲᓇᐃᔭᖃᑎᖃᖃᑦᑕᕐᓗᑎᑦ, 
ᐊᑐᕐᔫᒥᑎᑦᑎᓇᓱᐊᖃᑦᑕᕐᓗᑎᓪᓗ. ᐃᓄᖕᓂᒃ ᐱᓕᕆᖃᑎᖃᕆᐊᙵᕈᑏᑦ 
ᖃᓄᐃᓕᐅᕈᑕᐅᓂᖏᑦ ᐃᓚᒋᔭᐅᙱᒃᑲᓗᐊᖅᑎᓪᓗᒋᑦ ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ, 
ᓂᐅᕕᐊᒃᓴᖃᓂᕐᒧᕐ ᑦᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᒍᑏᑦ 
ᒪᓕᑦᑕᐅᔭᕆᐊᖃᕈᑎᖏᓐᓂᒃ, ᐱᐅᓯᕚᓪᓕᑎᑦᑎᒍᑕᐅᓂᐊᖅᑐᑦ ᖃᓄᖅ 
ᓂᐅᕕᐊᒃᓴᖁᑎᑎᑦ ᑎᑎᕋᖅᓯᒪᓂᖏᑦ ᐱᔨᑦᑎᕋᕐᒪᖔᕐᒥᒃ ᓇᒻᒥᓂᖁᑎᖕᓂᑦ.

ᖃᑦᑎᓂᑦ ᑮᓇᐅᔭᓂᑦ ᐊᑐᕆᐊᖃᖅᐳᖔ 
ᓂᐅᕕᐊᒃᓴᒃᑲ ᑕᑯᒃᓴᐅᑎᒋᐊᕐᔫᒥᓗᒋᑦ?
ᑐᑭᓯᐅᒪᓗᓂ ᖃᑦᑎᓂᑦ ᑮᓇᐅᔭᓂᑦ ᐊᑐᖅᑐᒃᓴᐅᒻᒪᖔᖅᐱᑦ 
ᓂᐅᕕᐊᒃᓴᕕᑦ ᑐᑭᓯᒋᐊᕈᑎᖏᓐᓂᑦ, ᖃᓄᐃᑦᑐᓂᑦ ᓈᒻᒪᑦᑐᓂᑦ 
ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᑐᑭᓯᒋᐊᕈᑎᖏᓐᓂᑦ ᓇᒻᒥᓂᖁᑎᖕᓄᑦ ᐊᒻᒪᓗ 
ᐃᓕᔭᐅᓗᑎᑦ ᐱᕙᓪᓕᐊᒧᓂᑦ ᓴᖅᑭᔮᖅᑎᑦᑎᓲᓂᑦ ᓇᒻᒥᓂᖅ 
ᓇᒻᒥᓂᖁᑎᖕᓄᑦ’ ᐃᓱᒪᓕᐅᕈᑎᒋᒐᔭᖅᑕᐃᑦ. ᐱᒋᐊᕈᑎᖃᓲᑦ 
ᖃᐅᔨᒪᑦᑎᐊᕐᓗᑎᑦ ᓂᐅᕕᐊᒃᓴᑎᑦ ᓴᖅᑭᔮᕈᑎᖏᑕ ᑮᓇᐅᔭᖅᑐᕈᑎᒃᓴᖕᓂᑦ. 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᖅᑕᐅᓲᑦ % ᑕᒪᐃᓐᓂ ᑮᓇᐅᔭᑦ ᐃᓯᖅᐸᓪᓕᐊᔪᑦ 
ᓂᐅᕕᐊᒃᓴᖃᓂᕐᒧᑦ ᓴᖅᑭᔮᕈᑎᒃᓴᖏᑕ ᐊᑭᖏᑦ ᐃᒪᓐᓇᐅᒍᓐᓇᓲᑦ 
5-15%−ᖏᑦ ᐊᒻᒪᓗ ᐊᔾᔨᒌᑉᐸᙱᑦᑐᑦ ᒪᓕᑦᑐᒋᑦ ᓇᒻᒥᓂᖁᑎᕕᑦ 
ᐋᖅᑭᓱᖅᓯᒪᓂᖏᑦ, ᖃᓄᐃᑦᑐᒥᒃ ᐱᓕᕆᐊᖃᓲᖑᓂᑎᑦ, ᑕᒪᐃᓐᓂ 
ᐊᐅᓚᓂᖃᑦᑎᐊᓕᕐᓂᑎᑦ ᐊᒻᒪᓗ ᑎᑭᓐᓇᓱᐊᖅᑕᑎᑦ. ᐆᑦᑑᑎᒋᓗᒍ 
ᑕᒪᐃᓐᓂ ᐊᕐᕌᒍᑕᒫᑦ ᑮᓇᐅᔭᑦ ᐃᓯᖅᐸᓪᓕᐊᔪᑦ ᐃᒪᓐᓇᐅᒍᑎᑦ 
$100,000 ᐃᓱᒪᒃᓴᖅᓯᐅᕐᓗᑎᑦ ᐋᖅᑮᓂᐊᕋᕕᑦ ᓂᐅᕕᐊᒃᓴᕆᔭᑎᑦ 
ᓴᖅᑭᔮᕈᑎᖏᑕ ᑮᓇᐅᔭᖅᑐᕈᑎᒃᓴᖏᑦ $5,000-ᖑᒐᔭᕐᒪᑕ ᑎᑭᓪᓗᒋᑦ 
$15,000−ᓄᑦ ᐊᕐᕌᒍᒧᑦ. ᓂᐅᕕᐊᒃᓴᑎᑦ ᓴᖅᑭᔮᕐᔫᒥᑎᓪᓗᒋᑦ 
ᐱᒻᒪᕆᐅᕗᑦ ᐊᑭᖏᑦ ᐱᓕᕆᐊᒃᓴᖃᕐᓗᓂ ᓇᒻᒥᓂᖁᑎᖕᓂᑦ. ᐃᓕᖕᓂᒃ 
ᑲᓱᖅᑎᑦᑎᒐᔭᖅᑐᑦ ᐱᔨᑦᑎᕋᕈᓐᓇᕋᔭᖅᑕᖕᓄᑦ.

ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ 2 (MR2)

ᓂᐅᕕᐊᒃᓴᕆᔭᖕᓂᑦ ᓴᖅᑭᔮᕆᐊᕐᔫᒥᑎᑦᑎᔪᖅ ᓲᕐᓗᒃ ᐅᖃᓕᒫᒐᕋᓛᕐᓂᑦ, ᐸᐃᑉᐸᕋᓛᕐᒥᒃ ᑐᑭᓯᒋᐊᕈᑏᑦ ᑎᑎᕋᖅᓯᒪᓪᓗᒋᑦ, ᐃᑭᐊᖅᑭᕕᒻᒥ 
ᐅᕝᕙᓘᓐᓃᑦ ᐃᓅᖃᑎᒌᒍᓐᓇᐅᑎᑎᒍᑦ ᖃᕋᓴᐅᔭᒃᑰᖓᓗᓂ

ᐃᑲᔫᑎ: ᐱᐅᔪᓂᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᖃᐅᔨᓴᕈᑎᑕᖃᐅᑦᑎᐊᖅᑐᑦ 
ᓂᐅᕐᕈᑎᑦᑎᓇᓱᐊᓲᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖕᓄᑦ ᐊᒻᒪᓗ ᖃᐅᔨᒪᓂᖃᐅᖅᑐᑎᑦ 
ᐃᖅᑲᓇᐃᔭᑎᖏᑦ ᑐᑭᒧᐊᑦᑎᑦᑎᒍᓐᓇᖅᑐᑦ ᑲᓱᖅᑎᑦᑎᓗᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᓇᒻᒥᓂᖁᑎᖕᓂᑦ ᐊᒻᒪᓗ ᓂᐅᕕᕈᓐᓇᖃᑦᑕᕋᔭᖅᑐᓂᑦ. 
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MARKET READY 2
Activity: 
In this multiple choice activity, please choose the best answer that applies:

You sell full-day and half-day tours to visit arts and cultural points of interest combined with stops at local restaurants. 
Your customers need to pre-book at least 24 hours in advance so that you can coordinate all your stops with your 
Suppliers. Some marketing materials will reach consumers earlier in their travel and vacation planning than other 
marketing materials. 

Which of the following marketing options would you use if you wanted to increase your chances of reaching potential 
customers before they arrive in the location where you operate your tourism business?  
(Circle all that apply.)

	 A. 	� A website

	 B. 	� Your brochure or Rack Card which you have placed at a local hotel or VIC

	 C. 	� Your Facebook Page

	 D. 	 Recommendations on Trip Advisor or other similar social media channels

	 E. 	 Paid Advertising in publications that reach your targeted geographic and demographic markets

	 F. 	 All of the above, except B

	 G. 	All of the above

Answer 

The answer is F. If you want to increase the chances that your business may be seen and then examined as an option by 
someone planning their travel before they arrive and you are ready to take their booking before they get there, then the 
options in A, C, D  
and E are great marketing options for you. 

If you just want to handle customers as they arrive in your location and want to limit your exposure to a smaller number 
of customers, then putting your rack card in local hotels or VICs may be the only marketing you choose to use.  

For marketing success (i.e.: Sales), it is best to have a combination of marketing tactics to help those planning a trip — 
either in advance or from within the destination — to find you and learn about what you offer. Ultimately though, the 
marketing choices  
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ᖃᓄᐃᓕᐅᕈᑎᒃᓴᖅ: 
ᑕᕝᕙᓂ ᐊᒥᓱᓂᑦ ᓂᕈᐊᕐᓂᕐᒧᑦ ᖃᓄᐃᓕᐅᕈᑎᒃᓴᒥᒃ, ᓂᕈᐊᖅᓯᓗᑎᑦ ᐱᐅᓛᕐᒥᒃ ᑭᐅᔾᔪᑎᒥᒃ ᐃᓕᖕᓄᑦ ᑐᕌᖓᔪᒥᒃ:

ᓂᐅᕕᐊᒃᓴᖃᓲᖑᒐᕕᑦ ᐅᓪᓗᓕᒫᖅ ᐊᒻᒪᓗ ᐅᓪᓗᑉ ᐃᓚᐃᓐᓇᖓᒍᑦ ᓇᒧᙵᑎᑦᑎᖃᑦᑕᕐᓗᑎᑦ ᓲᕐᓗᒃ ᑕᑯᔭᖅᑐᑎᓪᓗᒋᑦ ᓴᓇᙳᐊᒐᕐᓂᑦ 
ᐃᓕᖅᑯᓯᓕᕆᓂᕐᒨᑦ ᑕᑯᔭᖅᑐᕐᕕᐅᔪᓂᑦ ᐊᒻᒪᓗᑦᑕᐅᖅ ᓄᓇᓕᓐᓂ ᓂᕆᕕᓐᓅᕐᓗᑎᑦ.  ᐱᔨᑦᑎᖅᑕᐃᑦ ᓯᕗᓂᐊᒍᑦ ᐃᓂᒃᓴᓕᐅᕆᐊᓕᒃ 24 ᐃᑲᕐᕋᑦ 
ᓯᕗᓂᐊᒍᑦ ᐋᖅᑭᓱᖅᑕᐃᓐᓇᕆᓂᐊᕋᕕᒋᑦ ᓄᖅᑲᑕᕐᕕᓕᒫᒃᓴᖏᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᔨᖕᓄᑦ.  ᐃᓚᖏᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᓱᓇᒃᑯᑖᖏᑦ 
ᐱᔨᑦᑎᕋᖅᑕᖕᓅᖅᓴᕋᐃᒃᑲᔭᖅᑐᑦ ᐊᐅᓪᓚᓕᓵᖅᑎᓪᓗᒋᑦ ᐊᒻᒪᓗ ᕿᑲᕆᐊᕐᓂᕐᒧᑦ ᐸᕐᓇᐅᑎᓕᐅᖅᑎᓪᓗᒋᑦ ᐊᓯᖏᓪᓗ ᓂᐅᕕᐊᒃᓴᖃᓂᕐᒧᑦ ᑐᑭᓯᒋᐊᕈᑎᖏᑦ.

ᓇᓕᐊᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᓂᕈᐊᕋᒃᓴᑦ ᐊᑐᕋᔭᖅᐱᒋᑦ ᐊᒥᓱᕈᕆᐊᕐᔫᒥᓂᖅᓴᕆᖁᓐᓂᕈᕕᒋᑦ ᐱᔨᑦᑎᕋᕈᓐᓇᖅᑕᑎᑦ ᑎᑭᓚᐅᙱᓐᓂᖏᓐᓂ ᓄᓇᖕᓄᑦ 
ᐊᐅᓚᓂᖃᕐᕕᒋᔭᕐᓄᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ ᓇᒻᒥᓂᖁᑎᒋᔭᕐᓂᑦ?
(ᐊᒻᒪᓗᑭᑕᐅᔨᓗᒋᑦ ᐃᓕᖕᓄᑦ ᑐᕌᖓᔪᑦ.)

A. ᐃᑭᐊᖅᑭᕕᒃ

B. ᐅᖃᓕᒫᒐᕋᓛᑎᑦ ᐅᕝᕙᓘᓐᓃᑦ ᐸᐃᑉᐹᕋᓛᕐᒥ ᑐᑭᓯᒋᐊᕈᑏᑦ ᑎᑎᕋᖅᓯᒪᔪᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑐᒋᑦ ᓄᓇᓕᓐᓂ ᑐᔪᕐᒥᕕᒻᒥ ᐅᕝᕙᓘᓐᓃᑦ
VIC−ᒥ

C. ᕙᐃᔅᕗᒃ−ᖁᑎᖕᓂᑦ

D. ᐊᑐᖁᔭᐅᓯᒪᔪᖅ ᐊᐅᓪᓚᖃᑦᑕᖅᑐᑦ ᐅᖃᐅᓯᒃᓴᖏᑦ ᐅᕝᕙᓘᓐᓃ% ᐊᓯᖏᑦ ᐊᔾᔨᐸᓗᖏᑦ ᖃᕋᓴᐅᔭᒃᑯᑦ ᐃᓅᖃᑎᒌᒍᑏᑦ ᐊᑐᖅᑕᓲᑦ

E. ᐊᑭᓖᓯᒪᓪᓗᑎᑦ ᓴᖅᑭᔮᕈᑎᖕᓂᑦ ᓴᖅᑭᖅᑎᑕᐅᓲᑦ ᓄᓇᓂ ᓂᐅᕕᕐᕕᒋᓇᓱᐊᖅᑕᖕᓄᑦ ᐊᒻᒪᓗ ᖃᓄᐃᑦᑑᓂᖏᑦ ᐃᓄᐃᑦ ᒪᓕᑦᑐᒋᑦ
ᓂᐅᕕᖅᑎᓐᓇᓱᐊᖅᑕᖕᓄᑦ

F. ᑕᒪᐃᓐᓂ ᖁᓛᓃᑦᑐᑦ, ᑖᓐᓇᐅᙱᑦᑐᖅ B

G. ᑕᒪᐃᓐᓂ ᖁᓛᓃᑦᑐᓕᒫᑦ

ᑭᐅᔾᔪᑎ
ᑭᐅᔾᔪᑕᐅᔭᕆᐊᓕᒃ F.  ᐊᒥᓱᕈᕆᐊᖁᒍᕕᒋᑦ ᓇᒻᒥᓂᖁᑎᒋᔭᐃᑦ ᑕᑯᔭᐅᓂᖅᓴᐅᓕᕐᓗᓂ ᐊᒻᒪᓗ ᖃᐅᔨᓴᖅᑕᐅᓗᓂ ᓂᕈᐊᖅᑕᐅᒍᓐᓇᕐᓂᖓᓄᑦ ᐃᓄᒻᒧᑦ ᐸᕐᓇᑦᑐᒧᑦ 
ᐊᐅᓪᓚᕈᑎᖏᓐᓂᑦ ᑎᑭᓚᐅᙱᑦᑎᓪᓗᒋᑦ ᐊᒻᒪᓗ ᐅᐸᓗᖓᐃᖅᓯᒪᓪᓗᑎᑦ ᐃᓂᒃᓴᓕᐅᕈᓐᓇᕐᒪᑕ ᑎᑭᓚᐅᙱᑦᑎᓪᓗᒋᑦ, ᓂᕈᐊᕐᓗᒋᑦ A, C, D ᐊᒻᒪᓗ E ᐱᐅᒻᒪᕆᑦᑐᑦ 
ᓴᖅᑭᔮᕐᔫᒥᑎᓪᓗᒍ ᑲᒻᐸᓂᒋᐃᑦ.
ᑎᑭᒐᐃᑉᐸᑕ ᑭᓯᐊᓂ ᐱᔨᑦᑎᕋᕋᔭᖅᑕᑎᑦ ᑲᒪᒋᖃᑦᑕᕈᒪᒍᕕᒋᑦ (ᓲᕐᓗᒃ: ᓂᐅᕕᕐᓗᑎᑦ), ᐱᐅᓛᖑᒐᔭᖅᑐᖅ ᓂᐅᕕᐊᒃᓴᑎᑦ ᓴᖅᑭᔮᕈᑎᒋᓇᓱᐊᕐᓗᒋᑦ ᐃᑲᔪᖅᑕᐅᖁᓗᑎᑦ ᐸᕐᓇᒃᑐᑦ 
ᐊᐅᓪᓚᕐᓂᐊᕐᓗᑎᑦ − ᓯᕗᓂᐊᒍᑦ ᐅᕝᕙᓘᓐᓃᑦ ᓄᓇᖕᓂ ᑎᑭᕝᕕᒋᔭᖏᓐᓂ − ᓇᓂᔭᐅᔪᓐᓇᕐᓗᑎᑦ ᐃᓕᑉᐹᓪᓕᕐᓗᑎᓪᓗ ᑭᓱᓂᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᓲᖑᓂᕐᓂᑦ.  ᑭᓯᐊᓂᓕ 
ᐃᓱᒪᓕᐅᕋᔭᖅᑐᑦ, ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᓴᖅᑭᔮᕈᑎᑎᑦ ᓂᕈᐊᕋᔭᖅᑕᑎᑦ ᓇᒻᒥᓂᖁᑎᖕᓄᑦ ᓂᕈᐊᕈᑎᒋᒐᔭᖅᑕᑎᑦ. 

ᐃᓕᓐᓂᐊᕋ ᒃᓴᖅ 2 :  ᒪᓕ ᑦᑕᐅᔭᕆᐊᓖᑦ  −  ᓇ ᒻᒥᓂᖃᕐᓂᕐᒧ ᑦ  ᐊ ᒻ ᒪᓗ ᓂᐅᕕᐊᒃᓴᖃᕐᓂ ᕐᒧ ᑦ  ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ

C. ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ ᑲᔪᓯᔪᖅ
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ᓱᒻᒪᑦ ᐱᒻᒪᕆᐅᕙ?
ᓂᐅᕕᖅᐸᑦᑐᑦ ᐅᑉᐱᕈᓱᒋᐊᖃᕐᒪᑕ ᓂᐅᕕᕐᓂᐊᖅᑕᖏᑕ 
ᐃᓱᒪᓕᐅᕐᓗᑎᑦ. ᐱᒻᒪᕆᐅᕗᖅ ᑭᐅᑲᐅᑎᒋᓗᓂ ᐊᐱᖅᑯᑕᐅᔪᓄᑦ ᐊᒻᒪᓗ 
ᑭᐅᓗᒋᑦ ᐊᐱᖅᑯᑎᖏᑦ ᐊᐱᖅᑯᑎᖃᕈᑎᑦ. ᓂᐅᕕᖅᑎᒃᑲᔭᖅᑕᑎᑦ 
ᐱᔨᑦᑎᕋᔭᖅᑕᑎᓪᓘᓐᓃᑦ ᐃᓕᖕᓂᒃ ᐅᖃᕐᕕᖃᕈᓐᓇᙱᒃᑯᑎᑦ 
ᐅᕝᕙᓘᓐᓃᑦ ᑭᐅᑲᐅᑎᒋᙱᒃᑯᕕᑦ, ᐊᓯᐊᓄᖔᕋᔭᖅᑐᑦ 
ᑲᒻᐸᓂᐅᔪᒧᑦ ᐱᔨᑦᑎᖅᑕᐅᓗᑎᑦ. ᓇᓂᓯᒐᔭᖅᑐᑦ ᑲᒻᐸᓂᐅᔪᒥᒃ 
ᐅᖃᕐᕕᒃᓴᐅᓴᕋᐃᑦᑐᒥᒃ, ᓇᓗᓇᐃᔭᐃᒍᓐᓇᖅᑐᓂᑦ ᐊᑲᕐᕆᔮᕐᓇᑐᒃᑯᑦ 
ᐊᒻᒪᓗ ᖃᐅᔨᒪᑦᑎᐊᓲᖑᓪᓗᑎᑦ ᐱᔨᑦᑎᖅᑕᐅᔪᑉ ᑭᙴᒪᒋᔭᖏᑦ 
ᐊᑐᐃᓐᓇᐅᒪᕕᐅᒐᓗᐊᕐᒪᖔᕐᒥᒃ. ᖃᓄᖅ ᑲᒪᓲᖑᓃᑦ ᐱᔨᑦᑎᕋᔭᖅᑕᖕᓂᑦ 
ᓯᕗᓪᓕᖅᐹᕐᒥ ᐃᓕᖕᓂᒃ ᖃᐅᔨᒃᑲᐃᑎᓪᓗᒍ ᐋᖅᑮᓲᖑᔪᖅ 
ᐃᖅᑲᓇᐃᔭᖃᑎᒌᓐᓂᕆᒐᔭᖅᑕᓯᖕᓂᒃ ᐊᒻᒪᓗ ᓯᕗᓪᓕᖅᐹᕐᒥᒃ 
ᐱᕕᖃᕐᕕᒋᔭᑐᐊᕆᕗᑦ ᐱᔨᑦᑎᕋᕋᔭᖅᑕᕕᑦ ᐃᓕᖕᓂᒃ ᐅᑉᐱᕈᓱᒍᓐᓇᕐᓗᓂ, 
ᐊᑐᕈᓐᓇᑎᑦᑕᖕᓂᑦ ᐊᒻᒪᓗ ᐱᔨᑦᑎᕋᕈᑎᖕᓂᑦ.

ᓂᐅᕕᖅᐸᑦᑐᑦ ᓯᓚᑐᒻᒪᑕ. ᐊᑐᓲᑦ ᐃᑭᐊᖅᑭᕕᒻᒥ ᖃᐅᔨᓴᖅᑐᑎᑦ, 
ᖃᐅᔨᒪᔪᑦ ᖃᐅᔨᓴᕐᓗᑎᑦ ᐱᔨᑦᑎᖅᑕᒥᓂᐅᔪᑦ ᐅᖃᐅᓯᒥᓂᖏᓐᓂᑦ 
ᐊᒻᒪᓗ ᖃᐅᔨᓴᕋᔭᕐᒥᔪᑦ ᓇᒻᒥᓂᖁᑎᖕᓂᑦ ᐊᒻᒪᓗ ᐊᓯᖏᓐᓂᑦ, 
ᐊᐅᓪᓚᓚᐅᙱᓐᓂᕐᒥᓂᒃ. ᖃᓄᖅ ᑲᒪᒋᔭᐅᒻᒪᖔᑕ ᐱᔨᑦᑎᖅᑕᐅᓗᑎᑦ 
ᑐᑭᓯᒋᐊᕋᓱᐊᖅᑎᓪᓗᒋᑦ ᐅᑎᕐᓗᑎᓪᓗ ᐊᖏᕐᕋᒥᓄᑦ 
ᐊᐅᓪᓚᖅᓯᒪᓚᐅᖅᑎᓪᓗᒋᑦ ᐃᓱᒪᓕᐅᕈᑎᒋᒐᔭᖅᑕᖏᑦ ᖃᓄᖅ 
ᐅᖃᐅᓯᖃᕐᒪᖔᑕ ᓇᒻᒥᓂᖁᑎᖕᓂᑦ ᐊᒻᒪᓗ ᐊᑐᖅᑕᒥᓂᖏᓐᓂᑦ 
ᐊᕕᑦᑐᖅᓯᒪᔪᖁᑎᖕᓂᑦ. ᑕᐃᒫᒃ ᓱᓕ, ᖁᓅᒻᒥᑎᑦᑕᐃᓕᓗᒍ 
ᐱᔨᑦᑎᕋᕈᓐᓇᕋᔭᖅᑕᐃᑦ ᐊᒻᒪᓗ ᐊᓯᐅᔨᑦᑕᐃᓕᖏᑦ 
ᑮᓇᐅᔭᓕᐅᕈᑎᖃᕋᓱᐊᕈᓐᓇᓂᕐᓂ ᐱᓕᕆᐊᒃᓴᓗᐊᓚᐅᕐᓂᖕᓄᑦ 
ᐅᖄᓚᕕᖃᕐᓗᑎᑦ ᐅᕝᕙᓘᓐᓃᑦ ᐃᓂᒃᓴᓕᐅᖅᑎᑦᑎᓇᓱᐊᕐᓗᑎᑦ.

ᖃᓄᖅ ᒪᓕᒍᓐᓇᖅᐳᖓ ᒪᓕᑦᑕᐅᔭᕆᐊᓕᒻᒥᒃ?
ᐊᒥᓲᒻᒪᑕ ᖃᓄᐃᓕᐅᕈᓐᓇᖅᑕᑎᑦ ᑕᒪᓐᓇ ᒪᓕᒍᓐᓇᖁᓪᓗᒍ ᓲᕐᓗᒃ:

•	ᓇᓗᓇᐃᔭᖅᓯᒪᓂᖏᑦ ᐃᑭᐊᖅᕕᖕᓃᓪᓗᑎᑦ, ᓵᖕᓃᑎᓪᓗᒋᑦ 
ᐸᐃᑉᐹᕋᓛᑦ ᑐᑭᓯᒋᐊᕈᑎᖏᑦ, ᐅᖃᓕᒫᒐᕋᓛᑦ 
ᐅᕝᕙᓘᓐᓃᑦ ᖃᕋᓴᐅᔭᒃᑯᑦ ᐃᓅᖃᑎᒌᒍᓐᓇᐅᑎᖏᑎᒍᑦ 
ᖃᐅᔨᒋᐊᕐᕕᒃᓴᑎᑦ ᑐᑭᓯᒋᐊᕈᑎᖏᑦ ᑕᐃᑲᓃᑎᓪᓗᒋᑦ, ᖃᖓᒃᑯᑦ 
ᐊᐅᓚᓂᖃᓲᖑᒻᒪᖔᖅᐱᑦ, ᐃᑲᕐᕋᖏᑦ ᒪᑐᐃᖓᓂᕕᑦ ᐊᒻᒪᓗ 
ᑭᐅᓂᐊᕐᓂᕋᕐᓗᑎᑦ 24−48 ᐃᑲᕐᕋᑦ ᐃᓗᐊᓂ.

•	ᖃᕋᓴᐅᔭᒃᑯᑦ ᐃᓂᒃᓴᓕᐅᕈᓐᓇᕈᕕᑦ ᐅᓪᓗᖅᓯᐅᑎᓂᑦ 
ᐅᕝᕙᓘᓐᓃᑦ ᐊᑭᓖᑎᑦᑎᔪᓐᓇᕈᕕᑦ, ᖃᐅᔨᒪᑦᑎᐊᕐᓗᑎᑦ 
ᐊᑐᕋᒃᓴᐅᒐᓗᐊᕐᒪᖔᖅ, ᐱᔭᕆᐊᑭᑦᑐᒃᑯᑦ ᐊᑐᕋᒃᓴᐅᓗᑎᑦ ᐊᒻᒪᓗ 
ᐊᓯᖕᓄᑦ ᑕᑯᔭᐅᔪᓐᓇᙱᓪᓗᑎᑦ ᐱᔨᑦᑎᖅᑕᕕᑦ ᑐᑭᓯᒋᐊᕈᑎᖏᑦ 
ᓴᐳᔾᔭᐅᓂᐊᕐᒪᑕ.

ᐅᖃᖃᑎᒌᑦᑎᐊᕐᓂᖅ, ᑕᑎᒋᔭᒃᓴᐅᓂᖅ ᐊᒻᒪᓗ ᑭᖑᕙᙱᑐᒃᑯᑦ 
ᑭᐅᖃᑦᑕᕐᓗᓂ ᐊᐱᖅᑯᑕᐅᔪᓄᑦ, ᐊᒻᒪᓗ ᓇᓗᓇᐃᖅᓯᓗᓂ 
ᐃᓂᒃᓴᓕᐊᕆᔭᐅᓇᓱᐊᖅᑐᓂᑦ 24 ᐃᑲᕐᕋᑦ ᐃᓗᐊᓂ, ᐆᑦᑑᑎᓕᒫᖑᕗᑦ 
ᑕᒪᔅᓱᒥᖓ ᒪᓕᑦᑕᐅᓲᕐᒥᒃ ᒪᓕᓪᓗᓂ.

ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ 3 (MR3)

ᐊᐅᓚᑦᑎᓐᓇᐅᑎᓪᓗᒍ ᐊᕐᕌᒍᒥ, ᓇᒻᒥᓂᖁᑎᒋᔭᐃᑦ 24-48 ᐃᑲᕐᕋᓂᑦ ᐃᓗᐊᓂ ᑭᐅᖃᑦᑕᕆᐊᓕᒃ 
ᐊᐱᖅᑯᑕᐅᔪᓄᑦ ᐊᒻᒪᓗ 24 ᐃᑲᕐᕋᓂᑦ ᑭᐅᖃᑦᑕᕐᓗᑎᑦ ᐃᓂᒃᓴᓕᐅᖅᑐᖃᕈᒪᒍᓂ/ᐃᓂᒃᓴᓕᐅᕈᒪᔪᖃᕈᓂ.

M O D U L E  2 :  T H E  STA N DA R D S  –  B U S I N E SS  A N D  M A R K E T  R E A DY

C. ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ ᑲᔪᓯᔪᖅ 

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 2: ᒪᓕᑦᑕᐅᔭᕆᐊᖃᓲᑦ – ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᒧᓪᓗ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ



3 0 ᓇᒻ ᒥᓂᖃᕐ ᓂ ᕐᒧ ᑦ ,  ᓂ ᐅᕕᐊ ᒃ ᓴᖃ ᕐ ᓂ ᕐᒧ ᑦ  &  ᑕᐅᖅ ᓰ ᕐ ᓂᒧ ᑦ  ᐅ ᐸᓗᖓᐃᖅᓯ ᒪᓂᖅ ᐃᓕ ᓐᓂ ᐊ ᕋ ᒃ ᓴᖅ

MARKET READY 3
Activity: 
In this multiple choice activity, please choose the best answer that applies:

You get a request to make a booking on a Friday afternoon via voice mail. The message states that they want  
you to call them back the next day, as they will be unavailable for the rest of the evening. They think they are ready to 
book but have a few questions.

You are about to go out on a 3 day trip and cannot return their call until the following Tuesday. 

You think:

	 A. 	� Don’t worry about it — they’ll call you back!

	 B. 	� Ask a colleague, employee or business partner to return the call the next day in your absence.

	 C. 	� Call them back on Tuesday and hope that they still want to book a trip.

	 D. 	� Call them back immediately, apologize in a voice mail, explain that you will follow-up immediately  
on Tuesday morning and can’t wait to host them.

	 E. 	 A and/or C.

	 F. 	 B and/or D.

Best Answers – B, D or F

You start building your reputation the moment you respond to an inquiry. If you respond late, your first impression is 
already made.  
If your customer can’t reach you or make a reservation with you, that business is likely gone.

Building on the first Market Ready Standard (MR1), where you are required to be available to respond by telephone or 
email, this standard (MR3) is about responding in a timely basis. 
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3 0 ᓇ ᒻ ᒥ ᓂ ᖃ ᕐ ᓂ ᕐ ᒧ ᑦ ,  ᓂ ᐅ ᕕ ᐊ ᒃ ᓴ ᖃ ᕐ ᓂ ᕐ ᒧ ᑦ  &  ᑕ ᐅ ᖅ ᓰ ᓂ ᕐ ᒧ ᑦ  ᐅ ᐸ ᓗ ᖓ ᐃ ᖅ ᓯ ᒪ ᓂ ᖅ  ᐃ ᓕ ᓐ ᓂ ᐊ ᕋ ᒃ ᓴ ᖅ  ᐅ ᖃ ᓕ ᒫ ᒐ ᑦ

ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ  3
ᖃᓄᐃᓕᐅᕈᑎᒃᓴᖅ: 
ᓇᓕᐊᒃ ᑭᐅᒐᔭᖅᐱᐅᒃ:

ᓂᐱᓕᐅᕆᓯᒪᔪᒃᑯᑦ ᖃᖓᑦᑕᐅᓯᕈᒪᔪᒥᒃ ᓈᓚᕋᑖᖅᑐᑎᑦ. ᓂᐱᓕᐅᕆᓯᒪᔪᖅ ᖃᐅᑎᓪᒍ ᐅᖄᓚᕕᐅᔪᒪᓂᕋᖅᖢᓂ, 
ᐅᓐᓄᐊᖓᓂᒃ ᐊᑐᐃᓐᓇᐅᔾᔮᖏᓐᓂᖓᓄᑦ. ᖃᖓᑦᑕᐅᓯᓚᐅᖅᑎᓐᓇᒍ ᐊᐱᖅᑯᑎᖃᕐᓂᕋᐃᓪᓗᓂ.

ᐊᓂᓕᒑᑦᑎᐊᓕᖅᑎᓪᓗᑎᑦ ᐅᓪᓗᓄᑦ ᐱᖓᓱᓄᑦ ᐊᐅᓪᓚᕐᓂᐊᓕᕐᓂᕐᓄᑦ ᑭᐅᔪᓐᓇᔾᔮᖏᑦᑕᑦ ᐊᐃᑉᐹᙳᕋᓱᐊᕐᓂᖓᓂ.

ᐃᓱᒪᕗᑎᑦ:

A. ᐃᓱᒫᓗᒋᓇᒍ — ᐅᖄᓚᓛᕐᒥᔪᖅ!

B. ᐃᖅᑲᓇᐃᔭᖃᑎᖕᓂᒃ, ᐃᖅᑲᓇᐃᔭᖅᑎᒥᒃ ᐱᓇᓱᐊᖃᑎᒋᔭᕐᓂᒡᓘᓐᓃᑦ ᐅᖄᓚᖁᔨᓗᑎᑦ
ᐃᖅᑲᓇᐃᔭᕐᕕᖕᒦᔾᔮᖏᓐᓂᕐᓄᑦ.

C. ᐅᖄᓚᕕᒋᓗᒋᑦ ᐊᐃᑉᐹᓂ ᓂᕆᐅᖕᓂᖃᕐᓗᑎᑦ ᖃᖓᑦᑕᐅᓯᖅᑕᐅᔪᒪᓂᖓᓂᒃ ᓱᓕ.

D. ᑭ. ᐅᖄᓚᕕᒋᑲᐅᑎᒋᓗᒋᑦ, ᓂᐱᓕᐅᕐᓗᑎᓪᓘᓐᓃᑦ ᒪᒥᐊᓪᓗᑎᑦ, ᐊᐃᑉᐹ ᐅᓪᓛᖓᓂᒃ ᐅᑎᕈᕕᑦ
ᐅᑎᕐᕕᒋᓛᕐᓂᕋᕐᓗᒋᑦ ᐊᑯᓂᒋᓂᕋᕐᓗᒍ.

E. A ᐊᒻᒪᓗ C ᑭᐅᔾᔪᑏᑦ ᐊᑐᕐᓗᒋᑦ ᓇᓕᐊᑐᐃᓐᓇᕐᓘᓐᓂᑦ.

F. B ᐊᒻᒪᓗ/ᐅᕝᕙᓘᓐᓃᑦ D.

ᑭᐅᔾᔪᑎᑦᑎᐊᕙᐅᓛᑦ − B, D ᐅᕝᕙᓘᓐᓃᑦ F
ᐅᑉᐱᕆᔭᐅᔪᒪᑦᑎᐊᕈᕕᑦ ᐱᓕᕆᑦᑎᐊᓲᖑᓂᕐᓂ ᖃᐅᔨᒪᔭᐅᒋᐊᓯᑲᐅᑎᒋᒐᔭᖅᑐᑎᑦ ᑭᐅᑐᐊᕈᕕᑦ ᐊᐱᖅᑯᑯᑕᐅᔪᒧᑦ.  ᑭᖑᕙᓗᐊᕐᓗᑎᑦ ᑭᐅᒍᕕᑦ, ᖃᐅᔨᒃᑲᐃᒐᔭᖅᑐᑎᑦ 
ᑭᐅᑲᐅᑎᒋᔪᓐᓇᙱᓐᓂᕐᓂ.  ᐱᔨᑦᑎᖅᑕᐃᑦ ᐃᓕᖕᓂᒃ ᐅᖃᕐᕕᖃᕈᓐᓇᙱᒃᑯᓂ ᐅᕝᕙᓘᓐᓃᑦ ᐃᓂᒃᓴᓕᐅᕈᓐᓇᙱᒃᑯᓂ ᐃᓕᖕᓄᑦ, ᑮᓇᐅᔭᓂᑦ ᐊᑐᕋᔭᖅᑕᖏᑦ ᐊᓯᐅᑲᐅᑎᒋᕙᑎᑦ.
ᐱᕙᓪᓕᐊᒍᑎᖃᕐᓗᓂ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᕐᒥᒃ ᒪᓕᑦᑕᐅᓲᕐᒥᒃ (MR1), ᐊᑐᐃᓐᓇᐅᒪᔭᕆᐊᖃᕐᓂᕐᓂ ᑭᐅᓗᑎᑦ ᐅᖄᓚᐅᑎᑎᒍᑦ ᖃᕋᓴᐅᔭᒃᑯᓘᓐᓃᑦ, ᑕᒪᓐᓇ 
ᒪᓕᑦᑕᐅᓲᖅ (MR3) ᑭᐅᖃᑦᑕᕆᐊᖃᖅᑐᑎᑦ ᑭᖑᕙᙱᑐᒃᑯᑦ.

ᐃᓕᓐᓂᐊᕋ ᒃᓴᖅ 2 :  ᒪᓕ ᑦᑕᐅᔭᕆᐊᓖᑦ  −  ᓇ ᒻᒥᓂᖃᕐᓂᕐᒧ ᑦ  ᐊ ᒻ ᒪᓗ ᓂᐅᕕᐊᒃᓴᖃᕐᓂ ᕐᒧ ᑦ  
ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ  R E A D Y

C. ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅᑲᔪᓯᔪᖅ
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Why is this important?
Consumers want to know how to do business with you. This is 
the sole purpose behind MR4. 

Planning a trip requires collecting a lot of information. If the 
consumer has to work hard to find your prices, availability, or 
payment processes, they may decide to give their business to 
the next interesting and more informative Supplier. 

If your customers are required to put money down to hold their 
spot(s) in the form of a deposit, they will also want to know if 
that deposit will be refundable in the event of an unexpected 
cancellation by you or by them.

These policies protect you and your customer. Imagine if you, 
as the supplier, had to cancel for weather or illness or staff 
shortages? You need to have clear information about how or 
when you will refund or rebook your guest.

Whatever the circumstance, establishing the  
expectations or policies for booking, payment and cancellations 
are a standard in being Market Ready  
and remaining competitive.

What do you need to consider when you set  
your price?
At the Market Ready level, you are selling direct  
to the consumer. 

When pricing your experiences, your price needs to consider 
your Operational Costs to ensure the profit margin that you 
hope to earn. Consulting your accountant or bookkeeper can 
help you with accurate projections when setting your price.

Make sure you include those annual Fixed Costs that you will 
factor into your total annual expense projections. They may 
include insurance, business licenses, rent, taxes, accounting 
fees, office supplies, utilities, wages or salaries, related 
benefits, and don’t forget to factor in your marketing activities. 
If you want customers, people need to know you exist. These 
calculations inform what your profit needs to be from your 
sales to cover your costs, and will show you when you will make 
a profit.

Other pricing considerations are the minimum and maximum 
numbers for tours and how the price might change if you had 
8 or 10 people in your 12-passenger van. Although costs per 
person may change, the cost for the van and driver remain the 
same. 

Now that we have shared some basic insight into  
pricing considerations, let’s explore why policies for booking, 
payment and cancellation are important in  
these Standards.

Why are policies important?
Not only do policies provide structure for your business 
operations and staff, they provide certainty and information to 
the consumer. 

Payments

Taking payment from the consumer is the business transaction. 
Communicating with the consumer your payment policy details 
is an important step in finalizing the sale. If you take deposits at 
the time of booking, you need to inform the consumer of what 
the deposit is for, how it is subtracted from their final bill, and 
if there is a cancellation what happens to their deposit, and 
methods of payment that you are able to take. 

E.g.: We proudly accept VISA, MasterCard or AMEX or  
a certified cheque to confirm your booking. PayPal is  
our online payment program.

Cancellations

A cancellation policy provides clarity to the customer and the 
business about what will happen to deposits or payments in 
the event that you or the consumer has to cancel. The policy 
protects the customer and the business. Cancellation details 
should outline when a client can cancel without penalty, when 
penalties may be incurred and what those financial penalties 
may be. 

Cancellation details should also outline what options your 
business can provide in the event you have to cancel. If 
something happens that you are unable to deliver on the 
experience you sold, you will need to inform the customer 
about how the booking, deposit or refund will be handled. 

 Market Ready 4 (MR4)

Has published prices and consumer booking, payment and cancellation policies.
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C. ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ ᑲᔪᓯᔪᖅ

ᖃᓄᐃᒻᒪᑦ ᐱᕕᒡᔪᐊᖑᕙ?
ᑕᑎᖃᕋᓱᒃᑐᑦ ᐃᓕᖕᓂᒃ ᐱᔾᔪᑎᒋᓪᓗᒍ. ᑮᓇᐅᔭᓕᐅᕋᓱᖕᓂᒃᑯᑦ ᓈᒻᒪᒃᓯᓂᖅ 
4-ᒦᑦᑐᖅ ᑖᔅᓱᒥᖓᓪᓗᐊᑕᖅ ᐅᖃᐅᓯᓕᒃ.

ᐸᕐᓇᒃᖢᓂ ᖃᐅᔨᒋᐊᕆᐊᖃᖅᑕᖃᐃᓐᓇᓲᖑᖕᒪᑦ. ᓇᓂᔭᒃᓴᐅᑦᑎᐊᖏᑉᐸᑕ 
ᐊᑮᑦ, ᐊᑐᐃᓐᓇᐅᔪᑦ, ᐊᑭᓕᕆᐊᓖᓪᓗ, ᐊᓯᐊᓂᒃ ᕿᓂᑐᐃᓐᓇᕆᐊᖃᖅᐳᑦ 
ᑐᑭᓯᒋᐊᕐᕕᖃᑦᑎᐊᖅᑐᓂᒃ ᓂᐅᕕᕐᕕᐅᕙᒃᑐᑦ.

ᐊᑭᓖᖅᑳᕆᐊᖃᕈᑎᒃ ᐃᓂᓕᐅᕈᒪᔭᕐᒥᓂᒃ, ᖃᐅᔨᔪᒪᒐᔭᕐᒥᕗᑦ 
ᐅᑎᖅᑎᕕᐅᒐᔭᕐᒪᖔᑕ ᐊᑐᐃᓐᓇᐅᔪᓐᓃᑳᓪᓚᒃᐸᑕ. 

ᑖᒃᑯᐊ ᐊᑐᐊᒐᐃᑦ ᐃᓕᖕᓂ ᓂᐅᕕᕋᔭᖅᑐᓂᒡᓗ ᐃᑲᔪᕋᓱᒃᐳᑦ. ᓲᕐᓗ ᓯᓚ 
ᐱᔾᔪᑎᒋᓗᒍ ᐃᓗᕐᕆᔪᖃᖏᓐᓂᖓᓄᓪᓘᓐᓃᑦ ᐅᕙᓘᓐᓃᑦ 
ᐃᖅᑲᓇᐃᔭᖅᑎᑕᖃᑦᑎᐊᖏᓐᓂᖓᓄᑦ ᖁᔭᓈᖅᑕᐅᔭᕆᐊᖃᖅᐸᑦ? 
ᖃᐅᔨᒪᑎᑦᑎᑦᑎᐊᕆᐊᖃᖅᐳᑎᑦ ᖃᓄᖅ ᖃᖓᒃᑯᓪᓘᓐᓃᑦ ᑮᓇᐅᔭᕆᔭᐅᔪᓂᒃ 
ᐅᑎᖅᑎᑦᑎᒐᔭᕐᒪᖔᖅᐱᑦ ᐃᓂᓕᐅᕆᒃᑲᓐᓂᕐᓗᑎᓪᓘᓐᓃᑦ. 

ᖃᓄᑐᐃᓐᓇᖅ ᓂᕆᐅᒋᔭᐅᔪᓂᒃ ᐊᑐᐊᒐᕐᓂᒡᓘᓐᓃᑦ  ᐃᓂᓕᐊᖑᔪᓂᒃ, 
ᐊᑭᓖᔾᔪᑕᐅᔪᓂᒃ ᓄᖅᑲᖅᑎᑕᐅᔪᓂᒡᓘᓐᓃᑦ ᐱᐅᓯᐅᔪᓂᒃ 
ᑮᓇᐅᔭᓕᐅᕋᓱᐊᕐᓂᒃᑯᑦ ᐱᓕᕆᔪᓐᓇᖅᓯᓂᕐᒥᒃ ᐊᑭᑦᑐᕋᐅᑎᓂᒃᑯᑦ.  

ᐊᑭᒃᓴᖓᓂᒃ ᖃᐅᔨᓇᓱᒃᑎᓪᓗᑎᑦ ᑭᓱᓂᒃ ᐃᓱᒪᒃᓴᖅᓯᐅᕆᐊᖃᖅᐱᑦ?

ᑮᓇᐅᔭᓕᐅᕋᓱᐊᕐᓂᒃᑯᑦ ᐱᓕᕆᔪᓐᓇᖅᓯᓂᕐᒦᑎᓪᓗᑎᑦ, ᓂᐅᕐᕈᑎᖃᕋᔭᖅᑐᑎᑦ 
ᓂᐅᕕᕈᒪᔪᒧᑦ. 

ᐱᔪᓐᓇᕐᓂᑎᑦ ᑮᓇᐅᔾᔭᒃᓴᐅᑎᒋᓂᐊᕈᕕᒋᑦ, ᐊᑭᓕᖅᑕᐅᔾᔪᑎᒋᒐᔭᖅᑕᑦ 
ᐊᐅᓚᑦᑎᓂᕆᔭᕕᑦ ᐊᑭᖏᓐᓂᒃ  ᐃᓚᓕᐅᔾᔨᔭᕆᐊᖃᖅᐸᑎᑦ 
ᓇᓗᓇᐃᕋᓱᒃᑎᓪᓗᒍ ᖃᓄᑎᒋ ᑮᓇᐅᔾᔭᒃᓴᕈᒪᒐᔭᕐᓃᑦ. 
ᑐᓴᕐᕕᒋᒋᐊᖅᑳᓚᐅᕐᓗᒍ ᑮᓇᐅᔭᓕᕆᔩᑦ ᐸᐃᑉᐹᓕᕆᔩᓪᓘᓐᓃᑦ 
ᖃᐅᔨᓇᓱᒃᑎᓪᓗᓯ ᖃᓄᑎᒋ ᐊᑭᖃᖅᑎᑦᑎᔪᒃᓴᐅᖕᒪᖔᖅᐱᑦ. 

ᐃᓚᓕᐅᑎᓗᒋᑦ ᐊᕐᕋᐅᒍᑕᒫᑦ ᐊᑮᑦ ᐋᖅᑭᒃᓯᒪᔪᑦ ᐊᒃᑑᑎᒐᔭᕐᓂᖏᑦ 
ᑲᑎᓕᒫᖅᓗᒋᑦ ᐊᕐᕋᐅᒍᒥ ᐊᑭᖃᕋᔭᖅᑐᓂᒃ. ᐱᖃᓯᐅᑎᑐᐃᓐᓇᕆᐊᓖᑦ 
ᓇᓪᓕᐅᒃᑯᒫᑦ, ᓇᖕᒥᓂᖃᕈᓐᓇᐅᑎᓄᑦ, ᐊᑐᖅᑐᐊᖅᑕᕐᓄᑦ, ᑖᒃᓰᔭᐅᑏᑦ, 
ᑮᓇᐅᔭᓕᕆᔨᓄᑦ ᐊᑭᓖᔾᔪᑏᑦ, ᑭᓱᑖᕆᐊᖃᕐᓂᑎᑦ, ᑕᖅᑭᑕᒫᑦ ᐊᑭᓕᕆᐊᓖᑦ, 
ᐃᖅᑲᓇᐃᔭᖅᑎᕕᑦ ᑮᓇᐅᔭᖅᑖᕆᐊᖃᕐᓂᖏᑦ, ᐊᓯᖏᓪᓗ 
ᐃᖅᑲᓇᐃᔮᓅᖅᑕᐅᓲᑦ ᐊᒻᒪᓗ ᐳᐃᒍᖅᑕᐃᓕᒍᒃ ᑮᓇᐅᔾᔭᒃᓴᕋᓱᖕᓂᕐᓄᑦ 
ᐊᑭᓕᖅᓱᖅᐸᓪᓕᐊᔭᑎᑦ. ᑮᓇᐅᔾᔭᒃᓴᔪᒪᒍᕕᑦ ᖃᐅᔨᒪᔭᐅᔭᕆᐊᖃᖅᐳᑎᑦ. 
ᓈᓴᕐᓗᒋᑦ ᖃᐅᔨᒐᔭᕋᕕᑦ ᑮᓇᐅᔾᔭᒃᓴᕈᒪᔭᑎᑦ ᐊᑭᓖᔪᓐᓇᖁᓪᓗᑎᑦ 
ᐊᑭᓕᒃᓴᕐᓂ ᓴᖅᑭᑎᑦᑎᒐᔭᕐᒥᖕᒪᑦ ᖃᖓᒃᑯᑦ ᑮᓇᐅᔾᔭᒃᓴᒐᔭᕐᒪᖔᖅᐱᑦ. 

ᐊᓯᖏᑦ ᑮᓇᐅᔾᔭᒃᓴᐅᑎᒋᓂᐊᖅᑕᑎᑦ ᐃᓱᒪᒋᓗᒋᑦ ᓲᕐᓗ 
ᐃᖏᕐᕋᔭᒃᑎᑦᑎᑎᓪᓗᑎᑦ ᖃᓄᑎᒋ ᐃᑭᒪᔨᐊᖃᕋᔭᕐᒪᖔᖅᐱᑦ ᓲᕐᓗ 8-ᓂ 10-
ᓂᒡᓘᓐᓃ ᓄᓇᓯᐅᑎᖕᓃᑦᑐᓂᒃ. ᐊᑭᖓ ᐊᓯᔾᔨᕈᓐᓇᖅᐳᖅ ᐃᑭᒪᔨᐊᑎᑦ 
ᑕᑯᓗᒋᑦ ᑭᓯᐊᓂ ᑕᐃᒪᓐᓇᑦᑕᐃᓐᓇᐅᓗᓂ ᓄᓇᓯᐅᑎᒧᑦ ᐊᑐᖅᑕᐅᓂᖓ 
ᐊᖁᑎᖓᓄᓪᓗ. 

ᑐᑭᓯᐅᒪᔾᔫᒥᓕᕐᓂᕐᓄᑦ ᐊᑭᒃᓴᓂᒃ, ᖃᐅᔨᒋᐊᓚᐅᕐᓚᕗᑦ ᖃᓄᐃᒻᒪᑦ 
ᐊᑐᐊᒐᖃᕐᓂᖅ ᐃᓂᓕᐅᖅᓯᓂᕐᒧᑦ, ᐊᑭᓖᓂᕐᒧᑦ ᓄᖅᑲᖅᑎᑦᑎᓂᕐᒧᓪᓗ ᐱᔾᔪᓰᑦ. 

ᖃᓄᐃᒻᒪᑦ ᐊᑐᐊᒐᐃᕐ ᐱᕕᒡᔪᐊᖑᕙᑦ?

ᑐᙵᕕᖃᖅᑎᑦᑎᑐᐃᓐᓇᕋᑎᒃ ᐊᑐᐊᒐᐃᑦ ᑭᓯᐊᓂ ᓇᖕᒥᓂᖁᑎᖕᓄᑦ 
ᐊᐅᓚᑦᑎᐊᖅᑎᑦᑎᓲᖑᒋᕗᖅ ᐃᖅᑲᓇᐃᔭᖅᑎᖕᓄᓪᓗ, ᓇᓗᓇᐃᖅᓯᑦᑎᐊᓲᖑᒋᕗᖅ 
ᑐᓴᐅᒪᑎᑦᑎᑦᑎᐊᕆᓪᓗᓂᓗ ᐊᑐᖅᑎᐅᔪᓄᑦ.  

ᐊᑭᓕᐅᑏᑦ

ᐊᑭᓕᖅᑕᐅᔪᑦ ᐃᓱᓕᒍᑎᒋᕚ. ᖃᐅᔨᒪᑎᑦᑎᐊᕐᓗᒋᑦ ᐊᑭᓕᕆᐊᖃᕐᓂᐅᔪᑦ 
ᐊᑐᐊᒐᐃᑦ ᐱᕕᒡᔪᐊᖑᓂᖏᑦ ᓂᐅᕐᕈᑎᖃᕐᓂᐊᖅᑎᓪᓗᑎᑦ ᐃᓱᒋᒐᔭᖅᑕᖓ. 
ᐊᑭᓖᑎᑦᑎᖅᑳᕈᕕᑦ ᐃᓂᓕᐅᖅᑐᒧᑦ, ᖃᐅᔨᒪᑎᑦᑕᕆᐊᖃᖅᐸᑦ ᑭᓱᒨᖕᒪᖔᑦ, 
ᖃᓄᖅ ᐃᓚᓕᐅᑎᒐᔭᕐᓂᖓ ᐊᑭᓕᐅᑎᒃᓴᖓᓄᑦ, ᓄᖅᑲᖅᑎᑉᐸᒍᓗ 
ᐊᑭᓕᐅᑎᒋᒌᖅᓯᒪᔭᖓ ᖃᓄᐃᓕᖓᒐᔭᕐᓂᖓ., ᖃᓄᕐᓗ 
ᐊᑭᓖᔪᓐᓇᖅᑎᒃᑲᔭᕐᒪᖔᖅᐱᐅᒃ. 

ᓲᕐᓗ: ᐊᔾᔨᒌᖏᑦᑐᓂᒃ ᐊᐅᒃᑕᔫᕐᓂᒃ ᓯᒃᑭᓪᓚᑦᑖᓂᒡᓘᓐᓃᑦ ᐊᑭᓖᔪᓐᓇᖅᐳᑎᑦ. 
ᐃᑭᐊᖅᑭᕕᒃᑯᑦ PayPal-ᖑᓂᕋᖅᑕᐅᔪᒥᒃ ᐊᑭᓖᔪᓐᓇᖅᐳᑎᑦ. 

ᓄᖅᑲᖅᑎᑕᐅᔪᑦ

ᐊᑐᐊᒐᕐᒥ ᑎᑎᕋᖅᓯᒪᔪᖃᖅᐸᑦ ᐃᓂᓕᐅᖅᑕᐅᓯᒪᔪᖅ ᓄᖅᑲᖅᑎᑕᐅᔪᒪᑎᓪᓗᒍ 
ᑐᑭᓯᐅᒪᑦᑎᐊᕈᓐᓇᕐᒪᑕ ᐊᑭᓕᖅᑕᐅᖅᑳᕆᐊᖃᖅᑐᑦ ᓇᖕᒥᓂᖁᑏᑦ 
ᐃᓕᖕᓂᓪᓘᓐᓃᑦ ᑕᑎᖃᖅᑐᑦ ᐃᓂᓕᐅᖅᑕᐅᓯᒪᔪᒥᒃ 
ᓄᖅᑲᖅᑎᑦᑎᔪᖃᕆᐊᖃᖅᐸᑦ. 
ᐊᑐᐊᒐᖅ ᓴᐳᔾᔨᖕᒪᑦ ᐃᓕᖕᓂᒃ ᑕᑎᖃᖅᑐᓂᒃ ᓇᖕᒥᓂᖁᑎᖕᓄᓪᓗ. 
ᓇᓗᓇᐃᖅᓯᑦᑎᐊᕆᐊᖃᖅᐳᑦ ᖃᖓᒃᑯᑦ ᐃᓂᓕᐅᖅᑕᐅᓯᒪᔪᑦ 
ᓄᖅᑲᖅᑎᑕᐅᔪᓐᓇᕐᒪᖔᑕ ᐊᑭᓖᑎᑕᐅᖏᓪᓗᑎᒃ, ᖃᖓᒃᑯᑦ 
ᐊᑭᓕᖅᓯᒪᔭᖏᑦᑕ ᐃᓚᖏᑦ ᐅᑎᖅᑎᑕᐅᒐᔭᖏᒻᒪᖔᑦ ᐊᒻᒪᓗ 
ᐅᑎᖅᑎᑕᐅᔾᔮᖏᒃᑯᑎᒃ ᖃᓄᐃᓕᖓᒐᔭᕐᒪᖔᑕ. 

ᓇᓗᓇᐃᖅᓯᓯᒪᑦᑎᐊᕆᐊᖃᕆᕗᑎᑦ ᓄᖅᑲᖅᑎᑕᐅᒃᐸᑦ ᐃᓂᓕᐅᖅᑕᐅᓯᒪᔪᖅ 
ᖃᓄᖔᖅ ᐱᔪᓐᓇᕐᒪᖔᕐᓂᕐᓂᒃ. ᑲᔪᓯᔪᓐᓇᖅᑎᖏᒃᑯᕕᐅᒃ 
ᐃᓂᓕᐊᕆᔭᐅᓯᒪᔪᖅ, ᑐᓴᐅᒪᑎᑦᑕᕆᐊᖃᖅᐸᑦ ᖃᓄᐃᑕᐅᒐᔭᕐᒪᖔᑦ 
ᐃᓂᓕᐅᖅᑕᐅᓯᒪᔪᖅ, ᐊᑭᓕᐅᔾᔪᑕᐅᔪᕕᓃᓪᓗ.

 ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ 4 (MR4)

ᐊᑭᖏᓐᓂᒃ ᓇᓗᓇᐃᖅᓯᓯᒪᕗᖅ ᐃᓂᓕᐅᖅᓯᓲᖑᕗᖅ, ᐊᑭᓖᑎᑦᑎᓪᓗᓂ ᓄᖅᑲᖅᑎᑦᑎᓪᓗᓂᓘᓐᓃᑦ.

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 2: ᒪᓕᑦᑕᐅᔭᕆᐊᓖᑦ − ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᒧᓪᓗ 
ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ 

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 2: ᒪᓕᑦᑕᐅᔭᕆᐊᖃᓲᑦ – ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᒧᓪᓗ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ



3 2 ᓇᒻ ᒥᓂᖃᕐ ᓂ ᕐᒧ ᑦ ,  ᓂ ᐅᕕᐊ ᒃ ᓴᖃ ᕐ ᓂ ᕐᒧ ᑦ  &  ᑕᐅᖅ ᓰ ᕐ ᓂᒧ ᑦ  ᐅ ᐸᓗᖓᐃᖅᓯ ᒪᓂᖅ ᐃᓕ ᓐᓂ ᐊ ᕋ ᒃ ᓴᖅ

C. ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ ᑲᔪᓯᔪᖅ 
ᐅᕝᕙ ᐅᓇ ᐆᑦᑑᑎᐅᕗᖅ ᑐᔪᕐᒥᕕᒻᒥ ᐃᓂᒃᓴᓕᐊᕆᔭᐅᓯᒪᔪᖅ 
ᖁᔭᓈᖅᑕᐅᑎᓪᓗᒍ ᐊᑐᐊᒐᖓ:

•	ᐃᒡᓗᕈᓯᕐᓄᑦ ᐊᑭᓕᐅᑎᖓ ᐊᐅᒃᑕᔫᕐᒧᑦ ᑭᓯᐊᓂ.

•	ᐃᓂᓕᐅᖅᑕᐅᔪᕕᓂᖅ ᓄᖅᑲᖅᑎᑕᒃᓴᖅ 6:00-
ᒥ ᐅᓐᓄᒃᑯᑦ ᑕᐃᑯᙵᓚᐅᖅᑎᓐᓇᑎᑦ ᐊᑭᓕᒃᓴᖃᖁᓇᑎᑦ. 
ᐊᑭᓕᒃᓴᖃᑐᐃᓐᓇᕆᐊᖃᖅᐳᑎᑦ ᖄᖓᒍᑦ 
ᑖᒃᓰᔭᖅᑕᐅᒃᑲᓐᓂᕐᓗᑎᓪᓗ.

•	ᐅᖄᓚᓗᑎᑦ 1-800-555-1212-ᒧ ᐃᓂᒃᓴᓕᐅᖅᓯᒪᔭᑦ 
ᓄᖅᑲᖅᑎᑦᑐᒪᒍᕕᐅᒃ ᐊᓯᔾᔨᕐᓗᒍᓘᓐᓃᑦ.

ᐃᒪᐃᓕᖓᒐᔭᙳᐊᖅᑐᖅ ᐅᓪᓗᒐᓴᖕᓄᑦ ᐊᑐᖅᑐᐊᕐᓂᐅᒐᔭᖅᑐᒧᑦ 
ᐃᓂᓕᐅᕈᕕᑦ: 

ᓄᖅᑲᖅᑎᑕᐅᔪᒪᒃᐸᑦ ᐃᓂᓕᐅᖅᑕᐅᔪᕕᓂᖅ ᓇᖕᒥᓂᖃᕐᕕᓐᓄᑦ 
ᑐᓴᖅᑎᑦᑎᔭᕆᐊᖃᖅᐳᑎᑦ ᑎᑎᖅᑲᒃᑯᑦ. ᐅᑯᐊᖑᕗᑦ ᓄᖅᑲᖅᑎᑎᓪᓗᑎᑦ 
ᐊᑭᓕᕆᐊᖃᕋᔭᖅᑕᑎᑦ: 

ᐅᓪᓗᒐᓴᖕᓄᑦ ᐊᐅᓪᓚᖅᓯᒪᓂᐊᖅᑐᓄᑦ/ᐳᓚᕋᓐᓂᐊᖅᑐᓄᑦ/
ᐃᓕᓐᓂᐊᕐᓂᓂᐊᖅᑐᓄᑦ:

•	 90-ᒥ 61-ᒧ ᐅᓪᓗᑦ ᑐᖔᓂ ᐊᐅᓪᓚᕐᕕᒃᓴᕕᑦ 
ᐊᑐᖅᑐᐊᒐᒃᓴᕕᓪᓘᓐᓃᑦ: 75%-ᒥ ᐅᑎᖅᑎᑦᑎᕕᐅᒐᔭᖅᑐᑎᑦ

•	 60-ᓗ 30-ᓗ ᐅᓪᓗᐃᑦ ᐊᐅᓪᓚᓚᐅᖅᑎᓐᓇᑎᑦ 
ᐊᑐᖅᑐᐊᓚᐅᖅᑎᓐᓇᑎᓪᓘᓐᓃᑦ: 50%-ᖏᓐᓂᒃ 
ᐅᑎᖅᑎᕕᐅᒐᔭᖅᑐᑎᑦ

•	30-ᓂ ᐅᓪᓗᕐᓂ ᑐᖔᓂᓪᓘᓐᓃᑦ ᐊᐅᓪᓚᓚᐅᖅᑎᓐᓇᑎᑦ 
ᐊᑐᖅᑐᐊᓚᐅᖅᑎᓐᓇᑎᓪᓘᓐᓃᑦ: ᑮᓇᐅᔭᑎᑦ ᐅᑎᖅᑎᑕᐅᒐᔭᖏᑦᑐᑦ

ᐅᓪᓗᕐᒧᑦ ᐊᐅᓪᓚᖅᓯᒪᓂᐊᖅᑐᓄᑦ/ᐳᓚᕋᓐᓂᐊᖅᑐᒧᑦ/
ᐃᓕᓐᓂᐊᕐᓂᓂᐊᖅᑐᓄᑦ:

•	ᐅᓪᓗᐃᑦ 30 ᐊᐅᓪᓚᓚᐅᖅᑎᓐᓇᑎᑦ 
ᐊᑐᖅᑐᐊᓚᐅᖅᑎᓐᓇᑎᓪᓘᓐᓃᑦ: 75%ᐅᑎᖅᑎᑕᐅᒐᔭᖅᐳᑦ

•	29 - 15 ᐅᓪᓗᐃᑦ ᐊᐅᓪᓚᓚᐅᙱᑎᓪᓗᑎᑦ 
ᐊᑐᖅᑐᐊᓚᐅᙱᑎᓪᓗᑎᓪᓘᓐᓃᑦ: 50%-ᓂ ᐅᑎᖅᑎᕕᐅᒐᔭᖅᑐᑎᑦ

•	14-ᒥ 7-ᒧ ᐅᓪᓗᐃᑦ ᐊᐅᓪᓚᓚᐅᙱᑎᓪᓗᑎᑦ 
ᐊᑐᖅᑐᐊᓚᐅᙱᑎᓪᓗᑎᓪᓘᓐᓃᑦ: 25%-ᒥ ᐅᑎᖅᑎᕕᐅᒐᔭᖅᐳᑎᑦ

•	ᐅᓪᓗᐃᑦ 6 ᑐᖔᓂᓪᓘᓐᓃᑦ: ᐅᑎᖅᑎᕕᐅᒐᔭᖏᑦᑐᑎᑦ

ᓄᖅᑲᖅᑎᑕᐅᒃᐸᑦ ᓇᖕᒥᓂᖃᕐᕕᓐᓄᑦ:

ᓇᖕᒥᓂᖃᕐᕕᖕᒪ ᐃᓂᓕᐅᖅᑕᐅᓯᒪᔪᖅ ᓄᖅᑲᖅᑎᑕᐅᒃᐸᑦ 
ᐱᔾᔪᑎᒋᓪᓗᒍ ᓈᒻᒪᙱᓗᐊᖅᑐᑦ ᐊᐅᓪᓚᕐᓂᐊᖅᑐᑦ, ᐊᑭᓕᐅᑎ ᑕᒪᕐᒥᒃ 
ᐅᑎᖅᑎᑕᐅᒐᔭᖅᐳᑦ. ᑕᐃᒪᓐᓇᐃᑦᑐᓐᓇᖅᑐᒍᑦ ᐊᐅᓪᓚᓚᐅᖅᑎᓐᓇᑎᑦ 
ᐅᓪᓗ 14-ᓂ. 

ᓇᖕᒥᓂᖁᑎᒐ ᐊᓯᔾᔩᔪᓐᓇᖅᐳᖅ ᐃᓂᓕᐅᖅᑕᐅᓯᒪᔪᓂᒃ 
ᓄᖅᑲᖅᑎᑦᑎᓗᓂᓘᓐᓃᑦ ᐊᐅᓪᓚᕐᕕᒃᓴᐅᒐᔭᖅᑐᓂᒃ, 
ᐊᑐᖅᑐᐊᖅᑕᐅᒐᔭᖅᑐᓂᒃ ᐳᓚᕋᓐᓂᐅᒐᔭᖅᑐᓂᒡᓘᓐᓃᑦ ᐱᔾᔪᑎᖃᕐᓗᑕ 
ᐊᐅᓚᑦᑐᓐᓇᖏᑦᑕᑦᑎᓐᓂᒃ ᓲᕐᓗ ᓯᓚᐅᑉ ᖃᓄᐃᑉᐸᓪᓕᐊᓂᖏᓐᓄᑦ 
ᐊᓯᖏᓐᓄᓪᓗ. ᑕᐃᒪᐃᑉᐸᑦ ᑭᖑᕙᕆᐊᕈᓐᓇᕋᔭᖅᐸᕗᑦ ᐱᔪᓐᓇᖅᓯᑐᐊᕈᑦᑕ. 

ᖃᓄᖅ ᑐᓴᐅᒪᑎᑦᑎᓇᖅᐸ 
ᐊᑐᐊᒐᕐᓂᒃ ᐅᖃᐅᓯᖃᖅᑐᓂᒃ 
ᐃᓂᓕᐅᕐᓂᕐᒥᒃ, ᐊᑭᓖᓃᕐᒥᒃ 
ᓄᖅᑲᖅᑎᑦᑎᓂᕐᒥᒡᓗ?
ᐊᑐᐊᒐᐃᑦ ᐅᖃᐅᓯᖃᕆᐊᖃᖅᐳᑦ 
ᐃᑭᐊᖅᑭᕕᒃᑯᑦ / ᑎᑎᖅᑲᒃᑯᓪᓗ 
ᖃᓄᖅ ᐊᑭᓖᔪᓐᓇᕐᒪᖔᑕ 
ᐊᐱᖅᓱᖅᑕᐅᑎᓪᓗᓯ, ᐊᑭᓖᔪᖃᖅᑎᓪᓗᒍ 
ᐃᓂᓕᐅᖅᑐᖃᖅᑎᓪᓗᒍᓘᓐᓃᑦ

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 2: ᒪᓕᑦᑕᐅᔭᕆᐊᖃᓲᑦ – ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᒧᓪᓗ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ
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ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ  4
ᖃᓄᐃᓕᐅᕈᑕᐅᔭᕆᐊᓕᒃ: 
ᓇᖕᒥᓂᖁᑏᑦ ᐃᓱᒪᒋᓗᒍ, ᑎᑎᕋᕆᑦ ᐅᖃᐅᓯᕆᓗᒍᓘᓐᓃᑦ ᐃᓂᓕᐅᖅᓯᒪᔪᓄ ᓄᖅᑲᖅᑎᑦᑎᔪᖃᖅᐸᑦ ᐊᑐᐊᒐᕐᒥᒃ ᐊᑐᓕᕋᔭᕐᓂᖓᓂ. 
ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᖃᐅᔨᓴᖁᒍᕕᐅᒃ ᑭᐅᖁᒍᕕᐅᒡᓘᓐᓃᑦ ᐊᑐᐊᒐᓕᕆᑎᓪᓗᓯ, ᐃᓚᓕᐅᑎᓗᒍ 
ᐊᓯᐊᒍᑦ ᑎᑎᕋᕐᕕᒃᑯᑦ ᐃᓕᓴᐃᔨᓅᖓᓗᒍ ᖃᕋᓴᐅᔭᒃᑯᓪᓘᓐᓃᑦ ᑎᑎᕋᕕᒋᑦᑎᐊᒻᒪᕆᒡᓗᒍ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ 
ᑲᑐᔾᔨᖃᑎᒌᖏᑦ — ᒪᒃᐱᒐᖅ 4-ᒦᑦᑐᖅ.

C. ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ ᑲᔪᓯᔪᖅ 

M O D U L E  2 :  T H E  STA N DA R D S  –  B U S I N E SS  A N D  M A R K E T  R E A DYᐃᓕᓐᓂᐊᕋᒃᓴᖅ 2: ᒪᓕᑦᑕᐅᔭᕆᐊᖃᓲᑦ – ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᒧᓪᓗ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ
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C. ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ ᑲᔪᓯᔪᖅ 
ᐅᑎᕐᕕᒋᓗᑎᒍᑦ ᐃᓕᓯᒪᔭᓯ ᐱᓕᕆᔾᔪᑎ 2-ᒥ…
ᓇᖕᒥᓂᖃᕐᓂᖅ ᑮᓇᐅᔭᓕᐅᕋᓱᐊᕐᓂᕐᒥᒡᓗ ᐊᑐᖅᑕᐅᒐᔪᒃᑐᓂ 
ᑕᑎᒋᔭᐅᔪᓐᓇᑦᑎᐊᕋᔭᕐᓂᕐᓂᒃ ᓂᕆᐅᒋᔭᐅᔪᓐᓇᖅᐳᑎᑦ, 
ᐃᓕᖕᓅᖔᖅᑎᓐᓇᓱᒡᓗᒋᑦ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ 
ᑲᑐᔾᔨᖃᑎᒌᖏᓪᓗ ᐃᑲᔪᑦᑎᐊᖁᓪᓗᒍ. ᐊᑐᖅᑕᐅᒐᔪᒃᑐᑦ ᒪᓕᒡᓗᒋᑦ 
ᐋᖅᑭᑦᑎᐊᖅᓯᒪᔪᐊᓘᔪᓐᓇᖏᒡᔪᑎᒋᕚ ᑭᓱᒥᒃ ᓴᖅᑭᑦᑐᐊᔭᓐᓂᖓᓄᑦ 
ᑲᔪᓯᖏᔾᔪᑎᒃᓴᒥᒃ ᐊᐅᓚᙱᑕᕐᓂᒡᓘᓐᓃᑦ. 

ᑕᕗᖓ ᐃᓱᖃᖅᑐᖅ ᐱᓕᕆᔾᔪᑎ 2 — ᓇᖕᒥᓂᖃᕐᓂᖅ 
ᑮᓇᐅᔭᓕᐅᕋᓱᐊᕐᓂᕐᒥᒡᓗ ᐊᑐᖅᑕᐅᒐᔪᒃᑐᓂ. ᐱᓕᕆᔾᔪᑎ 3 
ᐅᖃᐅᓯᖃᕐᓂᐊᖅᑐᖅ ᐊᐅᓪᓚᖃᑦᑕᕐᓂᓕᕆᔪᕐᒥ ᐊᕕᒃᑐᖅᑕᐅᓂᖏᓐᓂᒃ 
ᓂᐅᕐᕈᑕᐅᓲᑦ, ᐱᐅᓂᕆᔭᖏᑦ ᖃᓄᐃᒻᒪᓗ ᐱᕕᒡᔪᐊᖑᖕᒪᖔᑕ.

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 2: ᒪᓕᑦᑕᐅᔭᕆᐊᖃᓲᑦ – ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᒧᓪᓗ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ



ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 3:  
ᒪᓕᑦᑕᐅᔭᕆᐊᓖᑦ − ᑕᐅᖅᓰᓂᕐᒧᑦ 
ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ

A.	ᑭᓲᕙᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᓂᐅᔪᖅ?
B.	ᖃᓄᖅ ᑐᑭᖃᖅᐸ ᓴᓇᔨᕐᔪᐊᓕᕆᓂᖅ?
C.	ᖃᓄᐃᒻᒪᑦ ᐱᓕᕆᖃᑎᒋᒐᔭᖅᐱᒋᑦ ᐊᐅᓪᓚᑲᑕᖕᓂᓕᕆᔪᑦ?
D.	ᑭᓲᕙᑦ ᓴᓇᔨᕐᔪᐊᓕᕆᔪᑦ ᐊᑐᒐᔪᒃᑕᖏᑦ?
E.	ᐳᓚᕋᑦᑐᓕᕆᔪᑦ ᐊᕕᒃᑐᖅᑕᐅᓂᖏᑕ ᓂᐅᕐᕈᑕᐅᓲᒃᑯᑦ: ᐱᓕᕆᔩᑦ 

ᐱᓕᕆᐊᒃᓴᖏᓪᓗ
F.	 ᑭᓲᕙᑦ ᐊᔾᔨᒌᖏᑦᑐᑦ ᐊᕕᒃᑐᖅᑕᐅᓂᖏᑦ ᓂᐅᕐᕈᑕᐅᕙᒃᑐᑦ?
G.	ᑭᓲᕙ ᐊᑭᖃᖅᑎᑦᑎᑦᑎᐊᕐᓂᖅ?
H.	ᐱᐅᓂᖓ ᐊᐅᓪᓚᑲᑕᒃᑐᓅᖓᔪᓄᑦ
I.	 ᖃᐅᔨᓇᓱᖕᓂᖅ ᓴᓇᔨᕐᔪᐊᓕᕆᔪᓂᒃ ᑮᓇᐅᔾᔭᒃᓴᓂᕐᒧᑦ 

ᓴᖅᑭᔮᖅᑎᑕᐅᔪᑦ
J.	 ᑭᓱᒥᒃ ᐊᐅᓪᓚᑲᑕᖕᓂᓕᕆᔩᑦ ᐱᔭᕆᐊᖃᖅᐸᑦ 

ᐳᓚᕋᑦᑐᓕᕆᔨᒃᑯᖏᓐᓂᒃ?
K.	ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ 

ᓂᓂᓲᖑᕗᖅ ᓴᓇᔨᕐᔪᐊᓂᒃ ᓂᐅᕐᕈᑎᖃᓲᓂᒃ
L.	ᐊᕕᒃᑐᖅᑕᐅᓂᖓ ᓴᓇᔨᕐᔪᐊᓕᕆᔪᓂᒃ ᐊᑐᖅᑕᐅᒐᔪᒃᑐᓂᒃ 1-ᒥ 6-ᒧ
M.	ᐃᓱᓕᓐᓂᖓ

ᑕᕝᕙᓂ ᐃᓕᓐᓂᐊᕋᒃᓴᒥ, ᐃᓕᓐᓂᐊᕐᓂᐊᖅᑐᑎᑦ ᐅᑯᓂᖓ:
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M O D U L E  3 :  T H E  STA N DA R D S  -  T R A D E  R E A DY

Remember the Distribution Sales Channel we present-
ed previously? In Module 3 we introduce what it means 
to work with the Travel Trade, what it means to be 

‘Ready’ and we explore the benefits to your business of 
being Trade Ready.

TOURISM DISTRIBUTION CHANNELS

1. CONSUMER DIRECT
END CONSUMER

END CONSUMER

END CONSUMER

END CONSUMER

TRAVEL  
AGENT

TRAVEL  
AGENT

TOURISM SUPPLIER

TOUR OPERATOR

RECEPTIVE  
TOUR OPERATOR

END CONSUMER

END CONSUMER

END CONSUMER

END CONSUMER

TRAVEL  
AGENT

TRAVEL  
AGENT

TOUR OPERATOR

2. WITH THE TRAVEL TRADE

Market Ready Trade Ready

3 6 ᓇ ᒻ ᒥ ᓂ ᖃ ᕐ ᓂ ᕐ ᒧ ᑦ ,  ᓂ ᐅ ᕕ ᐊ ᒃ ᓴ ᖃ ᕐ ᓂ ᕐ ᒧ ᑦ  &  ᑕ ᐅ ᖅ ᓰ ᓂ ᕐ ᒧ ᑦ  ᐅ ᐸ ᓗ ᖓ ᐃ ᖅ ᓯ ᒪ ᓂ ᖅ  ᐃ ᓕ ᓐ ᓂ ᐊ ᕋ ᒃ ᓴ ᖅ  ᐅ ᖃ ᓕ ᒫ ᒐ ᑦ

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 3: ᒪᓕᑦᑕᐅᓲᑦ − ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ

ᐃᖅᑲᐅᒪᕕᐅᒃ ᐊᕕᒃᑐᖅᑕᐅᓂᖕᑕ ᓂᐅᕐᕈᑎᒋᔭᔪᑦ? ᐱᓕᕆᔾᔪᑎ 3-ᒥ 
ᐅᖃᐅᓯᖃᓚᐅᖅᐳᒍᑦ ᐊᐅᓪᓚᑲᑕᒃᑐᓕᕆᔪᓂᒃ, ᖃᓄᖅ ᐱᔪᓐᓇᖅᓯᓂᕐᒥᒃ 
ᐊᒻᒪᓗ ᖃᐅᔨᓇᓱᒃᑎᓪᓗᑕ ᓇᖕᒥᓂᖃᕐᓂᐅᑉ ᓴᓇᔨᕐᔪᐊᓕᕆᓂᖏᓐᓂᒃ.  

ᐳᓚᕋᑦᑐᓕᕆᓂᕐᒧᑦ  ᐊᕕᒃᑐᖅᑕᐅᓂᖏᑦ

1. ᓂᐅᕕᖅᐸᑦᑐᒧᑦ
ᓂᐅᕕᖅᐸᑦᑐᖅ

ᓂᐅᕕᖅᐸᑦᑐᖅ

ᓂᐅᕕᖅᐸᑦᑐᖅ

ᓂᐅᕕᖅᐸᑦᑐᖅ

ᐊᐅᓪᓚᓂᐊᖅᑐᓂᑦ 
ᐃᓂᒃᓴᓕᐅᕆᔨ

ᐊᐅᓪᓚᓂᐊᖅᑐᓂᑦ 
ᐃᓂᒃᓴᓕᐅᕆᔨ

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ ᑲᒻᐸᓂᐅᔪᑦ

ᐊᐅᓪᓚᐅᔾᔨᔨ

ᐱᓕᕆᐊᖃᓲᖅ
ᐊᐅᓪᓚᐅᔾᔨᔨ

ᓂᐅᕕᖅᐸᑦᑐᖅ

ᓂᐅᕕᖅᐸᑦᑐᖅ

ᓂᐅᕕᖅᐸᑦᑐᖅ

ᓂᐅᕕᖅᐸᑦᑐᖅ

ᐊᐅᓪᓚᓂᐊᖅᑐᓂᑦ 
ᐃᓂᒃᓴᓕᐅᕆᔨ

ᐊᐅᓪᓚᓂᐊᖅᑐᓂᑦ 
ᐃᓂᒃᓴᓕᐅᕆᔨ

ᐊᐅᓪᓚᐅᔾᔨᔨ

2. ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ ᑕᐅᖅᓰᔨᒃᑯᑦ

ᓂᐅᕕᐊᒃᓴᖃᕐᓗᓂ
ᐅᐸᓗᖓᐃᖅᓯᒪᔪᖅ

ᑕᐅᖅᓰᓗᓂ 
ᐅᐸᓗᖓᐃᖅᓯᒪᔪ ᖅ
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ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 3 :  ᒪᓕᑦᑕᐅᓲᑦ − ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ

A. ᑭᓲᕙ ᐊᐅᓪᓚᖅᑐᓕᕆᓂᖅ?
ᐊᐅᓪᓚᖅᑐᓕᕆᓂᖅ ᐊᕕᒃᑐᐃᓂᒃᑯᑦ ᓂᐅᕐᕈᑎᓂᒃ ᐱᓕᕆᐊᖃᖅᐳᖅ 
ᐅᕙᓘᓐᓃᑦ ᐃᓕᖕᓂᒃ ᓴᖅᑭᔮᖅᑎᑦᑎᓂᐅᕗᖅ ᐱᓕᕆᐊᕆᔭᑎᓪᓗ 
ᐅᖃᐅᓯᕆᕙᓪᓕᐊᓪᓗᓂᒋᑦ, ᐃᓄᒋᐊᓄᑦ ᓂᐅᕐᕈᑎᖃᕐᕕᐅᔪᓄᑦ. 
ᐊᐅᓪᓚᖃᑦᑕᖅᑐᓕᕆᔪᑦ ᓇᖕᒥᓂᖃᖅᑎᒐᓴᐅᕗᑦ ᓴᖅᑭᔮᖅᑎᑦᑎᓂᕐᒥᒃ 
ᐳᓚᕋᑦᑐᓕᕆᓂᕐᒥᒡᓗ, ᐱᔨᑦᑎᕐᓃᖏᑎᒍᑦ ᓂᐅᕐᕈᕕᒋᓂᐊᖅᑕᒥᓄᓪᓗ. ᐅᕙ 
ᐱᓕᕆᖃᑎᒋᒐᔭᖅᑕᑎᑦ:

ᐳᓚᕋᖅᑐᓕᕆᔩᑦ	
(ᐃᕝᕕᑦ!) ᑲᑐᔾᔨᖃᑎᒌᖑᕗᑦ ᓴᖅᑭᑎᑦᑎᓲᑦ ᐱᔨᑦᑎᖅᖢᑎᓪᓗ ᐊᐅᓪᓚᓕᒑᔪᓂ (ᑐᔪᕐᒥᕕᖏᑦ, ᖃᓄᐃᓕᐅᕈᓘᔭᖅᑎᑕᐅᓂᖏᑦ, 
ᐅᐸᑲᖅᑕᖅᑕᐅᓂᖅᐹᑦ, ᐃᖏᕐᕋᔾᔪᑏᑦ, ᓂᕆᔭᖅᑐᕐᕖᑦ ᐊᓯᖏᓪᓗ).

ᐳᓚᕋᑦᑐᓕᕆᓂᕐᒧᑦ ᐊᐅᓚᑦᑎᔩᑦ	
ᑲᑐᔾᔨᖃᑎᒌ ᖃᐅᔨᓇᓱᕈᓘᔭᓲᑦ, ᐊᖏᖃᑎᒌᒍᑎᓕᕆᔩᑦ ᐊᐅᓪᓚᕋᓱᒃᑐᓄᓪᓗ ᐋᖅᑭᒃᓱᐃᓲᑦ ᑲᑎᙵᔪᓂᒃ ᓂᐅᕕᕈᓐᓇᖅᑕᖏᓐᓂᒃ 
ᓄᓇᓕᖓᓂᒃ ᐊᓯᐊᓂᓪᓘᓐᓃᑦ ᐊᕕᒃᑐᖅᓯᒪᓪᓗᒋᑦ ᐊᐅᓪᓚᖅᑐᓕᕆᔨᐅᖃᑕᐅᔪᓂᒃ ᐱᔨᑦᑎᖅᑎᓄᑦ (ᐅᒥᐊᖅᑐᖅᑐᓕᕆᒐᔪᒃᑐᑦ) ᓲᕐᓗ 
ᓂᐅᕐᕈᑎᖃᖅᑏᑦ, ᐳᓚᕋᑦᑐᓕᕆᓂᕐᒧᑦ ᐊᐅᓚᑦᑎᔪᑦ, ᐊᐅᓪᓚᖅᑐᓕᕆᓖᑦ. ᐳᓚᕋᑦᑐᓕᕆᓂᕐᒧᑦ ᐊᐅᓚᑦᑎᔩᑦ ᓴᖅᑭᔮᖅᑎᑦᑎᓲᖑᕗᑦ 
ᐅᐸᒃᑕᐅᓕᒑᔪᒧᑦ ᐅᓄᖅᑐᓄᑦ ᑮᓇᐅᔾᔭᒃᓴᕋᓱᒃᑎᓄᑦ ᑲᒪᒋᔭᐅᓂᐊᖅᑐᒥ.

ᐳᓚᕋᑦᑐᓕᕆᓂᕐᒧᑦ ᐊᐅᓚᑦᑎᔩᑦ ᐃᒪᐃᖑᕗᑦ:

•	ᓂᐅᕐᕈᕕᐅᓕᒑᔪᒧ ᖃᐅᔨᒪᑦᑎᐊᕐᓗᑎᒃ ᓂᐅᕐᕈᑕᐅᓲᓂᒡᓗ ᑐᑭᓯᐅᒪᑦᑎᐊᕐᓗᑎᒃ;

•	ᓂᐅᕕᕆᐊᕐᕕᒋᔪᓐᓇᖅᑕᐅᔪᓄᑦ ᑕᑯᓇᒃᓯᒪᓗᑎᒃ, ᐱᐅᓂᖅᐹᓂᒃ ᖃᐅᔨᒪᓗᑎᒃ, ᐊᔾᔨᒌᖏᑦᑐᓂᒃ ᓂᐅᕕᐊᒃᓴᓂᒃ ᓄᓇᓕᖕᓂᑦ 
ᖃᐅᔨᒪᐅᕐᓗᑎᒃ;

•	ᐴᖅᑲᖅᑕᐅᓂᐅᔪᓐᓇᖅᑐᓂᒃ ᓇᓗᖏᓪᓗᑎᒃ;

•	ᖃᐅᔨᒪᐅᕈᓘᔭᕐᓗᑎᒃ, ᐃᓂᓕᐅᕆᓲᖑᓗᑎᒃ, ᓴᓇᔭᐅᔪᓕᕆᔪᓐᓇᕐᓗᑎᒃ ᐊᒻᒪᓗ ᑮᓇᐅᔭᓕᕆᔪᓐᓇᑦᑎᐊᕐᓗᑎᒃ ᐃᑲᔪᕈᓐᓇᑦᑎᐊᕐᓗᑎᒡᓗ;

•	ᐅᐸᒃᑕᐅᓕᒑᔪᒥᒃ ᐃᓄᓕᕆᕙᒃᑐᓂᒃ ᖃᐅᔨᒪᓗᑎᒃ;

•	ᑮᓇᐅᔭᓕᐅᕋᓱᐊᕐᓂᒃᑯᑦ ᓴᖅᑭᔮᖅᑎᑦᑎᑦᑎᐊᕐᓗᑎᒃ ᓄᓇᓕᖓᑦᑕ ᐊᓯᐊᓂᒃ;

•	ᑎᒥᐅᔪᓂᒃ ᑕᑎᒋᔭᐅᒐᔪᒃᑐᓂᒃ ᐱᓕᕆᖃᑎᖃᒐᔪᒡᓗᑎᒃ; ᐊᒻᒪᓗ

•	ᓇᖕᒥᓂᕆᔭᕕᑦ ᐊᓯᐊᓂ ᐊᐱᖅᑯᑎᖃᖅᑐᓄᑦ ᐃᑲᔪᕈᓐᓇᑦᑎᐊᕐᓗᑎᒃ.

ᐊᐅᓪᓚᖅᑐᓕᕆᔪᑦ / ᓂᐅᕐᕈᔪᓕᕆᓲᓪᓗ	
ᑎᒥᐅᔪᑦ ᐊᐅᓪᓚᖅᑐᓕᕆᔪᓂᒃ ᓂᐅᕐᕈᑎᖃᖅᐸᓪᓕᐊᓲᖑᕗᑦ ᓂᐅᕐᕈᑎᖃᕆᓪᓗᑎᒃ ᑮᓇᐅᔭᓕᐅᕋᓱᖕᓂᒃᑯᑦ ᓂᐅᕐᕈᑕᐅᓲᓂᒃ. 
ᐊᖏᖃᑎᓕᐅᕈᓐᓇᖅᐳᑦ ᐊᐅᓪᓚᖅᑐᓕᕆᔨᒃᑯᓐᓂ  ᓂᐅᕕᕐᕕᐅᕙᒃᑐᓄᒃ ᐅᐸᓕᒑᔭᖓᓂ. ᓂᐅᕕᖅᑎᑦᑎᔩᑦ/ ᐊᐅᓪᓚᖅᑎᑦᑎᔩᓪᓗ 
ᑮᓇᐅᔾᔭᒃᓴᔪᒪᓂᖓᓄᑦ ᑐᓴᐅᒪᔾᔪᑎᓕᐅᓲᖑᕗᑦ ᑎᑎᖅᑲᒃᑯᑦ ᐃᑭᐊᖅᑭᕕᒃᑯᓪᓗ. ᓂᐅᕕᓕᒑᔪᓄᑦ ᐅᖃᓪᓚᖃᑎᖃᕈᓐᓇᖅᐳᑦ 
ᐃᑭᐊᖅᑭᕕᒃᑰᕐᓗᑎᒃ ᐅᖄᓚᕕᐅᓲᒃᑯᓪᓗ ᐊᐅᓪᓚᖅᑐᓕᕆᔨᒃᑯᓐᓄᓪᓘᓐᓃᑦ.

ᐊᐅᓪᓚᖅᑐᓕᕆᔩᑦ	
ᑎᒥᐅᔪᑦ ᐱᔪᓐᓇᖅᑎᑕᐅᔪᓪᓘᓐᓃᑦ ᐊᐅᓪᓚᕈᓐᓇᖅᑐᓕᕆᔪᑦ ᐱᔪᒪᔪᓄᑦ ᑐᓂᔭᐅᓯᒪᔪᓪᓘᓐᓃᑦ ᐊᐅᓪᓚᖅᑐᓕᕆᔨᒃᑯᓐᓄᑦ, ᓂᐅᕐᕈᑎᖃᓲᓄᑦ 
ᓂᐅᕕᖅᑎᑦᑎᓲᓄᓪᓗ.
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ᐱᔭᕆᐊᑭᓛᒃᑯᑦ ᑐᑭᖓ ᐅᖃᐅᓯᕆᓗᒍ ᐊᐅᓪᓚᓂᕐᒧᑦ 
ᑕᐅᖅᓰᓂᑉ ᐊᑑᑎᖃᕐᓂᕆᔭᖓ ᐃᒪᓐᓇᐅᕗᖅ:
‘ᐃᓄᐃᑦ ᐊᒻᒪᓗ ᑲᒻᐸᓂᐅᔪᑦ ᓂᐅᕕᐊᒃᓴᖃᒃᑲᓐᓂᓲᖑᒻᒪᑕ ᐊᐅᓪᓚᐸᑦᑐᓄᑦ 
ᐊᑐᕋᒃᓴᓂᑦ ᓂᐅᕐᕈᐊᓄᑦ − ᓂᐅᕕᐊᒃᓴᑦ ᓂᐅᕕᖅᑕᒥᓂᖏᑦ ᐊᒻᒪᓗ/ 
ᐅᕝᕙᓘᓐᓃᑦ ᐊᓯᖏᓐᓂᑦ ᓂᐅᕕᐊᒃᓴᖃᓲᕐᓂᑦ ᓴᓂᕐᕙᖅᑕᐅᓯᒪᔪᓂᑦ.’

•	ᑕᐅᖅᓰᓗᓂ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ ᑐᑭᓕᒃ ᐊᓯᐊᓂᒃ ᑲᒻᐸᓂᐅᔪᓂᑦ 
ᐱᓕᕆᖃᑎᖃᕆᐊᓯᒐᕕᑦ ᓂᐅᕕᐊᒃᓴᖃᖁᓪᓗᒋᑦ ᓄᓇᕐᔪᐊᕐᒥ, 
ᓂᐅᕕᐊᒃᓴᐅᓂᐊᕐᒪᑕ ᐊᑐᖅᑎᑦᑎᓲᖕᓂᑦ.

•	ᑕᐅᖅᓰᓗᓂ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ ᑐᑭᓕᒃ ᐊᐅᓪᓚᑎᑦᑎᒍᑎᖕᓂ 
ᐊᑐᖅᑕᐅᒃᑲᕐᓂᐊᖅᑕᖕᓂ ᐊᑭᖃᖅᑎᑦᑎᒐᕕᑦ ᑖᒃᑯᐊ 
ᓂᐅᕕᐊᒃᓴᖃᒃᑲᓐᓂᖅᑎᑦᑎᔪᑦ ᖄᖓᒍᒃᑲᓐᓂᖅ ᐊᑭᕐᓂᐊᕋᕕᒋᑦ 
ᓂᐅᕕᖅᑐᖃᕈᓂ ᐅᕝᕙᓘᓐᓃᑦ ᐊᑭᑭᓪᓕᒋᐊᖅᑎᓯᒪᓂᐊᕋᕕᒋᑦ 
ᓂᐅᕕᐊᒃᓴᕆᔭᐅᒃᑲᓐᓂᖅᑎᓪᓗᒋᑦ ᐊᓯᖕᓄᑦ. ᐊᒻᒪᓗ ᐊᑭᓖᒐᔭᖅᑐᑎᑦ 
ᑭᓯᐊᓂ, ᐱᔨᑦᑎᕐᓂᐊᖅᑕᖕᓂᑦ ᐃᓕᖕᓅᖅᓯᒍᑎᑦ.

•	ᑕᐅᖅᓰᓗᓂ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ ᑐᑭᓕᒃ 
ᐃᓂᒃᓴᓕᐅᖅᑐᖃᕈᓐᓇᓂᐊᕐᒪᑦ ᖁᔭᓈᖅᓯᔪᖃᕈᓐᓇᕐᓗᓂᓗ 
ᐊᑐᐊᒐᑎᑦ ᐱᔭᕆᐊᑐᓗᐊᖅᑎᙱᓪᓗᒋᑦ ᐃᑲᔪᖅᑕᐅᖁᓪᓗᒋᑦ 
ᐃᓂᒃᓴᓕᐊᖏᑦ ᓇᓗᓇᐃᖅᑕᐅᓂᐊᕐᒪᑕ.

ᓄᑖᖑᒐᓗᐊᕈᕕᓪᓘᓐᓃᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐅᕝᕙᓘᓐᓃᑦ 
ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕇᕋᓗᐊᕈᕕᓪᓘᓐᓃᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᓂᑦ, 
ᑖᓐᓇ ᐃᓕᓐᓂᐊᕋᒃᓴᖅ ᐋᖅᑭᓱᖅᑕᐅᓯᒪᕗᖅ ᐃᓕᓐᓂᐊᖅᑐᓕᒫᓄᑦ. 
ᓇᓗᓇᐃᔭᐃᓯᒪᓪᓗᓂ ᑭᓱᓂᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔩᑦ 
ᕿᓂᓲᖑᒻᒪᖔᑕ ᓇᒻᒥᓂᖁᑎᖕᓂᑦ ᓂᕈᐊᕋᓱᐊᖅᑎᓪᓗᒋᑦ ᓇᒻᒥᓂᖁᑎᖕᓂᑦ 
ᐱᓕᕆᖃᑎᖃᕆᐊᓯᓗᑎᑦ ᐊᒻᒪᓗ ᖃᓄᐃᓕᐅᕆᐊᖃᖅᑐᒃᓴᐅᒻᒪᖔᖅᐱᑦ 
ᐅᐸᓗᖓᐃᔭᕐᓗᑎᑦ ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕐᓂᐊᕈᕕᑦ ᑕᒪᒃᑯᓂᖓ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᓂᑦ ᓂᐅᕕᐊᒃᓴᕆᔭᓂᑦ ᐊᒥᓱᕈᕆᐊᖁᓪᓗᒋᑦ 
ᐊᓯᐊᓄᓪᓗ ᓂᐅᕕᐊᒃᓴᐅᓕᕐᓗᑎᑦ ᓄᓇᓕᕐᔪᐊᖑᔪᓄᑦ ᓄᓇᕐᔪᐊᕐᒥᓗ 
ᓂᐅᕕᐊᒃᓴᐅᓗᑎᑦ.

ᐊᓪᓕᕐᒥ ᑎᑎᖅᑐᒐᐅᔭᖅᓯᒪᔪᑦ ᑕᑯᒃᓴᐅᑎᑦᑎᔪᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑕᐅᖅᓰᔨᐅᔪᑦ ᓂᐅᕕᐊᒃᓴᐅᔪᑦ ᓱᑯᑦᑎᐊᒎᓲᖑᓂᖏᑦ 
ᑕᑯᒃᓴᐅᑎᑕᐅᒃᑲᓐᓂᖅᑐᑎᑦ. ᑖᒃᑯᐊ ᑎᑎᖅᑐᒐᐅᔭᖅᓯᒪᔪᑦ ᐃᓕᖕᓂᑦ 
ᑐᑭᓯᑎᑦᑎᓂᐊᖅᑐᑦ ᐱᕕᖃᕈᓐᓇᕐᓂᖏᓐᓂᑦ ᐱᔭᕆᐊᑐᓂᖏᓪᓗ 
ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕐᓗᓂ ᑕᐅᖅᓰᔨᒃᑯᓐᓂᑦ ᓂᐅᕕᐊᒃᓴᖃᒃᑲᓐᓂᓲᓂᑦ.

B. ᖃᓄᖅ ᑐᑭᖃᕐᒪᑦ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ?

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 3 :  ᒪᓕᑦᑕᐅᓲᑦ − ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ

ᐳᓚᕋᖅᑐᓕᕆᕐᓂᒧᑦ ᖃᓄᐃᓕᐅᕈᑕᐅᓲᑦ ᓱᑯᑦᑎᐊᒎᖓᓂᖏᑦ

1. ᓂᐅᕕᖅᐸᑦᑐᒧᑦ
ᓂᐅᕕᖅᐸᑦᑐᖅ

ᓂᐅᕕᖅᐸᑦᑐᖅ

ᓂᐅᕕᖅᐸᑦᑐᖅ

ᓂᐅᕕᖅᐸᑦᑐᖅ

ᐊᐅᓪᓚᕈᑎᒋᔭᐅᓂᐊᖅᑐᓂᑦ
ᐃᓂᓴᓕᐅᕆᔨ

ᐊᐅᓪᓚᕈᑎᒋᔭᐅᓂᐊᖅᑐᓂᑦ
ᐃᓂᓴᓕᐅᕆᔨ

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ ᑲᒻᐸᓂᓕᒃ

ᐊᐅᓪᓚᐅᔾᔨᔨ

ᐱᓕᕆᐊᖃᕈᓐᓇᖅᑐᖅ
ᐊᐅᓪᓚᐅᔾᔨᔨ

ᓂᐅᕕᖅᐸᑦᑐᖅ

ᓂᐅᕕᖅᐸᑦᑐᖅ

ᓂᐅᕕᖅᐸᑦᑐᖅ

ᓂᐅᕕᖅᐸᑦᑐᖅ

ᐊᐅᓪᓚᕈᑎᒋᔭᐅᓂᐊᖅᑐᓂᑦ
ᐃᓂᓴᓕᐅᕆᔨ

ᐊᐅᓪᓚᕈᑎᒋᔭᐅᓂᐊᖅᑐᓂᑦ
ᐃᓂᓴᓕᐅᕆᔨ

2. ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᑕᐅᖅᓰᔨᖏᑎᒍᑦ

ᐊᐅᓪᓚᐅᔾᔨᔨ

ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᖅᓯᒪᔪᖅ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔪᖅ
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C.	ᓱᒻᒪᑦ ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕋᔭᖅᐱᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᓂᑦ 
ᓂᐅᕕᐊᒃᓴᖃᒃᑲᓐᓂᓲᓂᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓇᒻᒥᓂᖁᑎᓕᖕᓂᒃ?

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᒃᑯᑦ ᓇᒻᒥᓂᖁᑎᖕᓂᑦ 
ᓴᖅᑭᔮᕐᔫᒥᑎᑦᑎᒍᓐᓇᖅᑐᑦ ᐊᒥᓲᓂᖅᓴᓄᑦ ᓂᐅᕕᕋᔭᖅᑐᓄᑦ ᓇᒻᒥᓂᖅ 
ᑎᑭᑦᑐᓐᓇᕋᔭᙱᑕᕋᓗᐊᖕᓄᑦ, ᑕᐃᒪᐃᓐᓂᖏᓐᓄᑦ ᐊᒥᓲᓂᖅᓴᓂᑦ 
ᓂᐅᕕᖅᑐᖃᕐᓂᖅᓴᐅᒐᔭᖅᑐᖅ ᐃᓕᖕᓂᒃ.

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᒃᑯᑦ ᖃᐅᔨᒪᔭᕇᕐᒪᑕ 
ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕐᓗᑎᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓗᑎᓪᓗ ᐱᔨᑦᑎᖅᑕᐅᓲᓄᑦ 
ᓂᐅᕕᖅᐸᑦᑐᓄᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ. ᖃᐅᔨᒪᔭᕇᖅᑐᑦ 
ᐃᖅᑲᓇᐃᔭᖃᑎᒋᓲᕐᒥᓂᒃ ᐊᒻᒪᓗ ᐃᖅᑲᓇᐃᔭᖃᑎᖃᓲᑦ ᓂᐅᕕᖅᐸᑦᑐᓂᑦ 
ᕿᓂᖅᑐᑦ ᓂᐅᕕᕐᓂᐊᖅᑕᒥᓂᒃ. ᐊᑐᓲᑦ ᓇᒻᒥᓂ ᓂᐅᕕᐊᒃᓴᓂᑦ 
ᓴᖅᑭᔮᕈᑎᒥᓂᒃ ᐱᔪᒪᓂᖃᓕᖅᑎᑦᑎᓪᓗᑎᑦ ᐅᕝᕙᓘᓐᓃᑦ ᓂᐅᕕᕋᔭᖅᑐᓂᑦ 
ᓂᐅᕕᕈᒪᓂᖃᓕᖅᑎᑦᑎᓪᓗᑎᑦ ᓂᐅᕕᐊᒃᓴᖕᓂᑦ ᓂᐅᕕᕋᔭᕐᒪᑕ 
ᐅᕝᕙᓘᓐᓃᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᖅᑕᐅᑎᑦᑎᓲᖕᓂᑦ.

ᑭᖑᓪᓕᖅᐹᒥ, ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᒃᑯᑦ ᓂᐅᕕᐊᒃᓴᖃᓲᑦ 
ᖃᐅᔨᒪᔭᕇᖅᑐᑦ ᐱᒻᒪᕆᐅᔪᓂᑦ ᓇᓗᓇᐃᔭᖅᓯᒪᓂᖏᓐᓂᑦ 
ᒪᓕᒐᕋᓛᕐᓂᑦ ᐊᒻᒪᓗ ᐱᖁᔭᕐᓂᒃ, (ᓲᕐᓗᒃ ᓂᐅᕕᖅᐸᑦᑐᑦ 
ᓴᐳᔾᔭᐅᓂᖏᓐᓄᑦ ᐱᖁᔭᖏᓐᓂᑦ ᐊᓯᖏᓐᓂᒃ ᓄᓇᓕᕐᔪᐊᓂᑦ), 
ᑖᒃᑯᓂᖓ ᓂᐅᕕᐊᒃᓴᖃᕐᓗᓂ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᓂᕐᒥᒃ 
ᖃᓄᖅᑑᖅᓯᒪᔭᐅᓕᖅᑐᓂ ᐊᒻᒪᓗ ᐊᑐᕋᒃᓴᐅᑦᑎᐊᖅᑐᓂ.

ᑭᓯᐊᓂᓕ, ᓂᐅᕕᐊᒃᓴᖃᕐᓗᓂ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᓂᑦ 
ᓂᐅᕕᐊᒃᓴᖃᓲᕐᓂᑦ ᑭᒃᑯᓕᒫᓄᑦ ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᑦ 
ᐸᕐᓇᐅᑎᖏᓐᓃᙱᑦᑐᑦ ᐊᑐᖅᑕᐅᓂᐊᕐᓗᑎᑦ ᐊᒥᓱᓂᑦ ᐱᔾᔪᑎᖃᖅᑐᑎᑦ 
ᐅᐊᑦᑎᐊᕈᒃᑲᓐᓂᖅ ᖃᐅᔨᓴᕐᓂᐊᕆᓪᓗᑎᒍ ᑕᕝᕙᓂ ᐃᓕᓐᓂᐊᕋᒃᓴᒥ.

ᖃᓄᐃᓕᐅᕈᑎᒃᓴᖅ:
ᑕᕝᕙᓂ ᓂᕈᐊᕐᓗᓂ ᐊᒥᓱᓂᑦ ᑭᐅᔾᔪᑎᐅᒍᓐᓇᖅᑐᓂᑦ, ᓂᕈᐊᕐᓗᑎᑦ ᐱᐅᓛᕐᒥᒃ ᑭᐅᔾᔪᑎᒥᒃ ᐃᓕᖕᓄᑦ ᑐᕌᖓᔪᓂᑦ:

ᓇᒻᒥᓂᖁᑎᖃᖅᓯᒪᓕᕋᕕᑦ ᐊᒻᒪᓗ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓪᓗᑎᑦ 3−ᓄᑦ ᐊᕐᕌᒍᓄᑦ. ᒫᓐᓇᓕ ᑕᐃᒪ ᐊᒥᓲᓂᖅᓴᓂᑦ 
ᓂᐅᕕᐊᒃᓴᖃᕈᒪᓕᖅᑐᑎᑦ ᐊᒻᒪᓗ ᐃᓱᒪᓕᐅᖅᓯᒪᓕᖅᑐᑎᑦ ᐃᖅᑲᓇᐃᔮᖃᕐᓂᐊᕋᕕᑦ ᑕᐅᖅᓰᔨᒃᑯᓐᓂᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᓂᐅᕕᐊᒃᓴᖃᓲᓂᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓕᕐᓗᑎᑦ ᐅᑯᐊ ᐱᓪᓗᒋᑦ:

ᓂᕈᐊᕐᓗᒋᑦ ᐱᔾᔪᑎᑎᑦ ᐊᑐᕆᐊᓯᒍᕕᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᕙᑦᑐᑦ ᓂᐅᕕᐊᒃᓴᖃᖅᑐᑎᑦ ᐃᓚᓗᒋᑦ ᓇᒻᒥᓂᖁᑎᕕᑦ 
ᐃᖏᕐᕋᓂᕆᓂᐊᖅᑕᖓᓄᑦ ᐱᐅᒐᔭᕐᓂᖓᓂᒃ ᓇᒻᒥᓂᑎᖕᓄᑦ.

A.	 ᐊᓯᐊᓂᒃ ᐃᓄᒻᒥᒃ ᓂᐅᕕᐊᒃᓴᖃᖅ ᑎᑦᑎᓲᖑᒌᖅᑐᑎᑦ ᓂᐅᕕᐊᒃᓴᕆᓲᖕᓂᑦ ᓂᐅᕕᖅᑐᖃᖃᑦᑕᖁᓪᓗᒍ.

B.	 ᖃᐅᔨᒪᔪᓂᑦ  ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕆᐊᖃᕋᕕᑦ ᖃᐅᔨᒪᑦᑎᐊᖅᑐᓂᑦ, ᓄᓇᕐᔪᐊᕐᒥ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐱᐅᓛᖑᔪᓂᑦ.

C.	 ᓂᐅᕕᖅᐸᖅᑐᖁᑎᖕᓄᑦ ᖃᑦᑏᓐᓇᐅᓗᐊᕐᒪᑕ ᐊᒻᒪᓗ ᐊᓯᖏᓐᓄᑦ ᓂᐅᕕᐊᒃᓴᖃᕈᓐᓇᕋᕕᑦ.

D.	 ᐅᐸᓗᖓᐃᖅᓯᒪᒐᕕᑦ ᐊᑭᖏᑦ ᓂᐅᕕᐊᒃᓴᕕᑦ ᐊᓯᔾᔨᕐᓗᒋᑦ ᑖᒃᑯᐊ ᓂᐅᕕᖅᑎᑦᑎᔪᖃᓚᐅᖅᑎᓪᓗᒍ  ᖄᖓᒍᒃᑲᓐᓂᖅ 
ᐊᑭᓖᒍᓐᓇᕋᕕᑦᐅᕝᕙᓘᓐᓃᑦᓂᐅᕕᖅᑐᖃᓚᐅᖅᑎᓪᓗᒍ ᐊᑭᓖᔪᓐᓇᕋᕕᑦᐊᑐᐃᓐᓇᐅᑎᔪᓐᓇᖅᑐᒋᑦᐃᖅᑲᓇᐃᔭᖃᑎᒋᒐᔭᖅᑕᖕᓄᑦ 
ᓂᐅᕕᕈᓐᓇᖅᑐᑦ ᐊᒥᓲᓂᖅᓴᐅᓕᖁᓪᓗᒋᑦ.

E.	 ᐃᖅᑲᓇᐃᔭᓗᐊᕈᒪᙱᓐᓇᕕᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓗᑎᑦ.

F.	 ᔮᒪᑎᑑᓲᕐᒥᒃ ᐃᖅᑲᓇᐃᔭᖃᖅᑎᖃᕇᖅᑐᑎᑦ  ᑕᒫᓂ ᓇᒻᒥᓂᖁᑏᑦ ᐊᐅᓚᑎᓪᓗᒍ ᐊᕐᕌᒍᒥ, ᐱᔨᑦᑎᕋᕈᑎᖕᓂᑦ 
ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᒍᒪᓪᓗᑎᑦ ᔮᒪᓂᒦᙶᖅᑐᓂᑦ ᐊᐅᓪᓚᓲᕐᓂᑦ.

G.	ᐊᐅᓪᓚᑎᑦᑎᔨᐅᑦᑎᐊᑐᒻᒪᕆᐅᒐᕕᑦ, ᑭᓯᐊᓂᓕ ᓇᒻᒥᓂᖁᑎᒋᔭᐃᑦᐱᕈᖅᐸᓪᓕᐊᒍᓂ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ 
ᐱᓕᕆᐊᖃᕐᓂᖅᓴᐅᔭᕆᐊᖃᓕᖅᑐᑎᑦ ᐊᒻᒪᓗ ᐊᓪᓚᕝᕕᓕᕆᓂᖅᓴᐅᓗᑎᑦ, ᐊᐅᓪᓚᑎᑦᑎᖔᖃᑦᑕᓂᖅᓴᐅᒍᒪᓪᓗᑎᑦ 

ᓂᕈᐊᕈᕕᐅᒃ E ᐊᒻᒪᓗ F ᑖᒃᑯᐊ ᐱᔾᔪᑎᑦᑎᐊᕙᐅᙱᑦᑑᒃ ᐃᖅᑲᓇᐃᔭᖃᑎᒋᔪᒪᓐᓂᕈᕕᒋᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᒃᑯᑦ. ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑕᐅᖅᓰᔨᒃᑯᑦ ᐃᖅᑲᓇᐃᔭᖃᑎᒋᓗᒋᑦ ᑐᑭᖃᕈᓐᓇᕐᒪᑦ

ᐃᖅᑲᓇᐃᔮᒃᓴᖃᕐᓂᖅᓴᐅᒐᔭᕋᕕᑦ ᐱᔨᑦᑎᕋᕋᒃᓴᑎᑦ ᐊᒥᓲᓂᖅᓴᐅᒐᔭᕐᒪᑕ. ᐅᖃᓪᓚᒍᓐᓇᕐᓂᖏᑦ ᐅᖃᐅᓯᕐᒥᒃ ᐃᖅᑲᓇᐃᔭᖅᑎᑎᑦ ᑐᑭᖃᙱᑦᑐᖅ 
ᓂᐅᕕᐊᒃᓴᕆᔭᐃᑦ ᓂᐅᕕᖅᑕᐅᒐᔭᕐᒪᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᕕᐅᔪᒥᒃ ᓄᓇᓕᒻᒥ ᐅᖃᐅᓯᖓᑕ ᐃᖅᑲᓇᐃᔭᖅᑎᕕᑦ ᐊᔾᔨᖃᖅᑐᒥᒃ.

ᖃᓄᐃᑦᑐᑐᐃᓐᓇᕐᒥᒃ ᐱᔾᔪᑎᒥᒃ ᓂᕈᐊᕋᓗᐊᕈᕕᑦ, ᐃᖅᑲᐅᒪᒋᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᒃᑯᑦ ᑲᒪᒋᐊᖃᕋᔭᖅᑐᑦ ᖃᐅᔨᒪᑦᑎᐊᕐᓗᑎᑦ 
ᐱᔨᑦᑎᕋᖅᑕᖏᑦ ᐊᑐᕋᔭᕐᒪᑕ ᓂᐅᕐᕈᓂᕐᒥᒃ ᐊᑐᕈᒪᔭᒥᓂᒃ. ᑕᐃᒪᐃᒻᒪᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᒃᑯᑦ ᐃᓱᒪᓕᐅᕆᐊᖃᕋᔭᖅᑐᑦ ᓇᒻᒥᓂᖁᑎᒋᔭᐃᑦ 
ᐊᒻᒪᓗ ᓂᐅᕐᕈᑎᑦᑎᓂᕆᒐᔭᖅᑕᐃ ᐊᐅᓪᓚᐅᔾᔨᓗᑎᑦ ᓂᐅᕕᒃᓴᕆᔪᒪᒐᔭᕐᒪᖔᒋᑦ ᐱᔨᑦᑎᖅᑕᖏᓐᓄᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᕕᒋᓇᓱᐊᖅᑕᖏᓐᓄᑦ.
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D. ᑭᓲᒻᒪᑕ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᒍᑏᑦ ᒪᓕᑦᑕᐅᓲᖏᑦ?
ᑲᓇᑕᑉ ᐅᑭᐅᖅᑕᖅᑐᒥ ᐊᕕᑦᑐᖅᓯᒪᔪᓕᒫᖏᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᓂᐅᕕᐊᒃᓴᖃᖅᑏᑦ ᑲᑎᒪᔨᖏᑦ ᓇᓗᓇᐃᔭᐃᓯᒪᕗᑦ ᐅᑯᓂᖓ 
ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᒍᑏᑦ ᒪᓕᑦᑕᐅᔭᕆᐊᖃᕈᑎᖏᓐᓂᑦ 
ᐃᑲᔪᖅᑕᐅᖁᓪᓗᒋᑦ ᐳᓚᕋᖅᑐᓕᕆᕙᑦᑐᑦ 

ᐃᖅᑲᓇᐃᔭᖃᑎᖃᑦᑎᐊᓂᖅᓴᐅᖁᓪᓗᒋᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑕᐅᖅᓰᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᖃᖅᑎᑦᑎᔨᓂᒃ ᐃᖅᑲᓇᐃᔮᖃᕐᓗᑎᑦ 
ᓄᓇᕐᔪᐊᕐᒥ. ᐅᑯᐊ ᒪᓕᑦᑕᐅᓲᖑᕗᑦ:

ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓗᓂ ᒪᓕᑦᑕᐅᓲᑦ
ᓂᐅᕕᐊᒃᓴᖃᕐᓗᓂ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᕐᒧᑦ ᒪᓕᑦᑕᐅᓲᑦ ᐊᒻᒪᓗ ᐅᑯᐊᒃᑲᓐᓂᑦ ᒪᓕᑦᑕᐅᔭᕆᐊᖃᓲᖑᔪᑦ:

ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ ᑐᑭᖃᖅᑐᖅ ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᖅ ᓂᐅᕕᐊᒃᓴᖃᖃᑦᑕᓲᖅ ᐊᒻᒪᓗ ᑖᒃᑯᑎᒎᓈᖅᑎᑎᓪᓗᓂ 
ᓂᐅᕕᐊᒃᓴᒥᓂᒃ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᑎᒍᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓲᕐᓂᑦ; ᑐᑭᓯᐅᒪᓪᓗᓂ ᓂᐅᕕᕐᕕᐅᒐᐃᒻᒪᑕ ᖄᖓᒍᒃᑲᓐᓂᖅ 
ᐊᑭᓖᓂᐊᕋᕕᑦ ᓂᐅᕕᖅᑎᑦᑎᔪᒥᒃ ᐅᕝᕙᓘᓐᓃᑦ ᐊᑭᓕᕆᐊᓖᑦ ᐊᑭᓕᓚᐅᖅᑎᓪᓗᒋᑦ ᐊᑭᖏᑦ ᐱᓂᐊᕋᕕᒋᑦ; ᐊᖏᕈᑎᖃᓲᖅ 
ᑕᐅᖅᓰᔨᑎᒍᑦ ᓂᐅᕕᐊᒃᓴᖃᖅᐸᑦᑐᑦ ᐃᓂᒃᓴᓕᐅᕈᓯᖏᓐᓂᑦ ᐊᒻᒪᓗ ᖁᔭᓈᖅᓯᓂᕐᒧᑦ ᐊᑐᐊᒐᖏᓐᓂᑦ.

TR1.	 ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖃᓕᖅᑐᖅ ᐊᕐᕌᒍᒧᑦ ᐊᑕᐅᓯᕐᒧᑦ, ᐅᕝᕙᓘᓐᓃᑦ ᐊᐅᓚᓂᖃᑦᑎᐊᖅᓯᒪᓕᖅᑐᓂ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓇᒻᒥᓂᖁᐳᑎᓚᒋᕋᔭᖅᐅᑐᓪᓕᓗᕆᓂᓂᐃᕐᒥᖅᒃᑲᓇᓂᐅᐃᕕᔭᖃᐊᒃᑎᓴᖃᖃᖅᓲᕐᓯᓂᒪᑦᓪ. ᓗᓂᓗ ᑕᐅᖅᓰᓂᕐᒧᑦ

TR2.  	 ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᓲᑦ ᐊᒥᓱᓂᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓗᓂ (ᐊᑭᓕᖅᑕᐅᔭᕆᐊᓖᑦ ᐊᑭᓕᖅᑕᐅᔭᕇᕋᐃᒻᒪᑕ ᑮᓇᐅᔭᓂᑦ ᐊᑭᓕᐅᑕᐅᓗᑎᑦ/
ᖄᖓᒍᒃᑲᓐᓂᖅ ᐊᑭᓖᖃᑦᑕᕐᓗᑎᑦ ᓂᐅᕕᖅᑎᑦᑎᔪᓄᑦ ᓂᐅᕕᖅᑐᖃᕋᐃᑉᐸᑦ) ᐊᑭᖏᓐᓂᑦ ᑖᒃᑯᓄᖓ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑕᐅᖅᓰᔨᖏᑎᒍᑦ ᒪᓕᓪᓗᒋᑦ ᐊᖏᕈᑕᐅᓯᒪᔪᑦ ᖃᖓᒃᑯᑦ ᑕᐃᒪᓐᓇᐃᓕᐅᖃᑦᑕᓂᐊᕐᒪᖔᔅᓯ, ᑖᒃᑯᓂᖓ ᐊᑭᖃᖅᑎᑦᑎᓗᑎᑦ 
ᐊᑕᐅᓯᕐᒧᑦ ᐊᕐᕌᒍᒧᑦ ᓯᕗᓂᐊᒍᑦ ᐊᖏᕈᑕᐅᓯᒪᓗᓂ ᓂᐅᕕᐊᒃᓴᖃᕐᓇᐅᓚᐅᙱᑦᑎᓪᓗᒍ ᐊᒻᒪᓗ ᑖᒃᑯᐊ ᐊᑭᖏᑦ ᐊᓯᔾᔨᕐᓂᐊᙱᒻᒪᑕ 
ᓂᐅᕕᐊᒃᓴᖃᕐᓇᐅᑎᓪᓗᒍ.

TR3.	 ᑭᐅᖃᑦᑕᕐᓗᑎᑦ 24 ᐃᑲᕐᕋᑉ ᐃᓗᐊᓂ ᐊᕐᕌᒍᓕᒫᑦ ᑐᒃᓯᕋᐅᑕᐅᔪᓄᑦ, ᑐᑭᓯᒋᐊᕈᑕᐅᓇᓱᐊᖅᑐᓄᑦ, ᐃᓂᒃᓴᓕᐅᖅᑕᐅᔪᒪᔪᓄᑦ ᐊᒻᒪᓗ 
ᖁᔭᓈᖅᓯᒪᔪᒪᔪᓄᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᐅᔪᓄᑦ ᓂᐅᕕᐊᒃᓴᖃᓲᓄᑦ.

TR4. 	 ᑕᐅᖅᓰᔨᒃᑯᑎᒍᑦ ᓂᐅᕕᐊᒃᓴᖃᓲᑎᒍᑦ ᐃᓂᒃᓴᓕᐅᕈᓐᓇᖅᑐᑦ, ᐊᑭᓖᔪᖃᕐᓗᓂ ᐊᒻᒪᓘᓐᓃᑦ ᖁᔭᓈᖅᓯᔪᖃᕈᓐᓇᕈᑎᓂᑦ ᐊᑐᐊᒐᓕᒃ 
ᐊᒥᓱᓄᑦ ᐃᓄᖕᓄᑦ ᐊᒻᒪᓗ FIT ᐃᓂᒃᓴᓕᐅᖅᑕᐅᓯᒪᔪᓄᑦ.	

TR5.	 ᐃᓚᐅᖃᑕᐅᒍᕕᑦ ᐊᐅᓪᓚᕐᕕᐅᓂᐊᖅᑐᓄᑦ ᓂᐅᕕᐊᒃᓴᖃᖅᑎᑦᑎᔩᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᓐᓄᑦ ᑲᒪᒋᔭᐅᔪᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑕᐅᖅᓰᔨᖏᑎᒍᑦ ᓂᐅᕕᐊᒃᓴᖃᓲᑎᒍᑦ FAMiliarization Tours, ᐅᐸᓗᖓᐃᖅᓯᒪᓗᑎᑦ ᑲᑐᔾᔨᓗᓯ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᐊᕋᔅᓯ 
ᐊᒻᒪᓗ/ᐅᕝᕙᓘᓐᓃᑦ ᐊᑭᑭᓪᓕᒋᐊᖅᓯᒪᔪᖃᕐᓗᓂ (ᐊᑐᖅᑕᐅᔪᓐᓇᖅᑐᓂᑦ) ᐊᑐᕐᓂᖕᓄᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔩᑦ 
ᓂᐅᕕᐊᒃᓴᖃᖅᑎᑦᑎᔨᖏᓐᓂᑦ.

TR6.	 ᐊᔾᔨᙳᐊᖃᖅᑎᑦᑎᓲᑦ/ᐱᐅᔪᓂᑦ ᖃᕋᓴᐅᔭᒃᑰᕋᒃᓴᓂᑦ ᑕᑯᔭᐅᔪᓐᓇᕐᓗᑎᑦ ᐊᑐᖅᑕᐅᔭᕆᐊᖃᓲᖑᓪᓗᑎᑦ ᐅᐸᑦᑕᐅᓂᐊᖅᑐᑦ 
ᓂᐅᕕᐊᒃᓴᕆᔭᐅᒃᑲᖅᑎᑦᑎᓇᓱᐊᖅᑏᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᓐᓄᑦ ᐅᕝᕙᓘᓐᓃᑦ Receptive Tour Operators ᓂᐅᕕᐊᒃᓴᖕᓂᑦ 
ᓴᖅᑭᔮᖅᑎᑦᑎᒍᑕᐅᒐᔭᕐᒪᑕ ᐊᒻᒪᓗᑦᑕᐅᖅ ᐱᖃᓯᐅᑎᓯᒪᓗᒋᑦ ᐅᓪᓗᒥᒨᖓᔪᑦ ᓂᐅᕕᐊᒃᓴᑦ ᓇᓗᓇᐃᔭᖅᓯᒪᓂᖏᑦ/ ᑐᑭᓯᒋᐊᕈᑎᖏᑕ 
ᑎᑎᕋᖅᓯᒪᓂᖏᑦ.

 

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᒻᐸᓂᖃᐅᖅᑐᑦ ᑕᐅᖅᓰᓂᕐᒧᑦ 
ᐅᐸᓗᖓᐃᖅᓯᒪᔪᑦ …
•	ᓇᒻᒥᖁᑎᖃᖅᓯᒪᓕᖅᑐᑦ ᐊᕐᕌᒍᑉ ᐅᖓᑖᓂ.

•	ᐊᔾᔨᒌᑦᑐᒥᒃ ᐱᔨᑦᑎᕋᖃᑦᑕᖅᓯᒪᔪᑦ.

•	ᑐᓴᐅᒪᖃᑎᒌᒍᑎᖃᑦᑎᐊᖅᑐᑦ.

•	ᐊᐅᓚᓂᖃᖅᑐᑦ ᐱᐅᔪᒥᒃ ᐊᒻᒪᓗ ᐊᑦᑕᓇᙱᑦᑐᒥᒃ.

•	ᑐᑭᓯᐅᒪᔪᑦ ᐊᑭᖏᑦ ᐊᓯᔾᔨᓗᐊᖅᑕᐃᓕᒪᓂᖏᓐᓂᑦ, ᓂᐅᕕᐊᕆᔭᐅᔪᑦ 
ᐊᑐᖅᑕᐅᓪᓚᑦᑖᕐᓂᐊᕐᓂᖏᓐᓂᑦ ᐊᓯᒃᑲᓐᓂᖏᓐᓂᓗ.

ᑕᕝᕙᓂ ᐃᓚᖓᓂ ᐃᓕᓐᓂᐊᒃᑲᓐᓂᕐᓂᐊᖅᑐᒍᑦ ᖃᓄᖅ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔩᑦ ᓂᐅᕕᐊᒃᓴᖃᓲᑦ ᐊᐅᓚᓂᖃᓲᖑᒻᒪᖔᑕ 
ᑲᓇᑕᒥ, ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᓴᖅᑭᔮᕐᔫᒥᑎᑦᑎᓂᕐᒥᒃ ᐊᒻᒪᓗ 
ᐃᑲᔫᑎᖃᕐᓂᖏᓐᓂᒃ ᐃᖅᑲᓇᐃᖃᕐᓗᓂ ᑕᕝᕙᓂ. ᓯᕗᓪᓕᖅᐹᒥᓂ 
ᐃᓱᒪᒃᓴᖅᓯᐅᕈᑎᖃᑲᐃᓐᓇᖅᑕ ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕐᓗᑎᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᒃᑯᓐᓂᑦ ᐃᓕᖕᓄᑦ 
ᐊᑐᖅᑕᐅᒍᓐᓇᑦᑎᐊᕋᔭᕐᒪᖔᕐᒥᒃ.
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E. ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᖃᓲᑦ ᓇᐅᒃᑰᓲᖑᓂᖏᑦ: 
ᐱᓕᕆᕙᑦᑐᑦ ᐊᒻᒪᓗ ᐱᓕᕆᐊᒃᓴᕆᓲᖏᑦ

ᐃᖅᑲᐅᒪᒋᕕᐅᒃ ᑕᐃᓐᓇ ᑎᑎᖅᑐᒐᐅᔭᖅᓯᒪᔪᖅ 
ᑕᑯᒃᓴᐅᑎᑦᑎᓪᓗᓂ ᓂᐅᕕᐊᒃᓴᖃᓲᑦ  
ᓱᑯᑦᑎᐊᒎᓲᖑᓂᖏᑦ ᓂᐅᕕᐊᒃᓴᖃᖅᑎᓪᓗᒋᑦ?
ᑕᐃᒎᓯᖓ ᓂᐅᕕᐊᒃᓴᕆᔭᐅᔪᑦ ᓇᐅᒃᑰᓲᖑᓂᖏᑦ ᑐᑭᓕᒃ 
ᐊᔾᔨᒌᙱᑦᑐᑎᒍᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᕆᔭᐅᓲᑦ 
ᓂᐅᕕᐊᖑᓲᖑᒻᒪᖔᑕ ᓂᐅᕕᖅᑐᒧᑦ. ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᒻᐸᓂᐅᓪᓗᑎᑦ, 
ᓂᕈᐊᕈᓐᓇᖅᑐᑎᑦ ᖃᓄᖅ ᑎᑭᑦᑎᔪᓐᓇᕋᔭᕐᒪᖔᖅᐱᑦ ᐊᒻᒪᓗ 
ᓂᐅᕕᐊᕆᓗᒋᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᖅᑕᐅᑎᑦᑎᓲᕆᔭᐃᑦ ᐱᔨᑦᑎᑕᕐᓄᑦ.

ᐃᓱᒪᓕᐅᕈᑏᑦ ᒪᓕᑦᑐᖅ ᐊᒥᓱᓂᑦ ᐱᔾᔪᑎᓂᑦ ᐱᖃᓯᐅᑎᓪᓗᒋᑦ 
ᑖᒃᑯᑑᙱᒃᑲᓗᐊᖅᑐᑎᓪᓗ ᐅᑯᓂᖓ:

•	ᑎᑭᑦᑎᒍᓐᓇᕐᓗᑎᑦ ᒪᓕᓪᓗᒋᑦ ᐅᓪᓗᒥᐅᔪᖅ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ 
ᓴᖅᑭᔮᕐᔫᒥᑎᑦᑎᒍᑏᑦ ᑮᓇᐅᔭᖅᑐᕈᑎᒃᓴᖕᓂᑦ,

•	ᓄᓇᕐᔪᐊᕐᒥ ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕐᓂᕆᒌᖅᑕᑎᑦ, ᐅᕝᕙᓘᓐᓃᑦ 
ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕈᒪᒐᔭᕐᒪᖔᖅᐱᑦ ᓄᓇᓕᐅᔪᓂᑦ 
ᓂᐅᕕᐊᒃᓴᖃᕐᕕᒋᒐᔭᖅᑕᖕᓂᑦ, ᐊᒻᒪᓗ

•	ᓂᐅᕕᐊᒃᓴᕆᔪᓐᓇᕐᒪᖔᖅᐱᒋᑦ ᐃᓚᖏᑦ ᐊᑐᕋᒃᓴᐅᔪᑦ 
ᓂᐅᕕᐊᕆᔭᐅᓗᑎᑦ ᑖᒃᑯᓄᖓ ᐊᑐᕋᔭᖅᑐᓄᑦ ᐊᒻᒪᓗ ᐃᓚᖏᑦ 
ᓂᐅᕕᐊᒃᓴᕆᔭᐅᒃᑲᕐᓗᒋᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᑎᒍᑦ 
ᓂᐅᕕᐊᒃᓴᖃᓲᕐᓄᑦ, ᐅᕝᕙᓘᓐᓃᑦ ᐃᖅᑲᓇᐃᔭᖃᑎᒋᑐᐃᓐᓇᕈᒪᒍᕕᒋᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔩᑦ ᓂᐅᕕᐊᒃᓴᖃᓲᑦ.

ᐃᓱᒪᓕᐅᕈᕕᑦ ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕈᒪᒐᕕᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑕᐅᖅᓰᔨᖏᓐᓂᑦ, ᐸᕐᓇᐅᑎᖕᓃᒃᑲᓗᐊᕈᓂᓘᓐᓃᑦ ᑕᒪᓐᓇ 
ᐱᒋᐊᖅᐸᓪᓕᐊᑎᓪᓗᒋᑦ ᐸᕐᓇᐅᑎᓕᐊᕆᓯᒪᔭᑎᒍᑦ ᐊᒻᒪᓗ 
ᐊᐅᓚᓂᖃᓚᐅᖅᑎᓪᓗᑎᓪᓘᓐᓃᑦ ᓇᒻᒥᓂᖁᑎᖕᓂᑦ ᐊᒥᓱᓄᑦ 
ᐊᕐᕌᒍᓕᖅᑐᓂᑦ, ᐅᕝᕙᓘᓐᓃᑦ ᒫᓐᓇᐅᔪᖅ ᐊᑐᕈᒪᓕᕈᕕᓪᓘᓐᓃᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔩᑦ ᓂᐅᕕᐊᒃᓴᖃᖅᐸᑦᑐᑦ 
ᓇᐅᒃᑰᓲᖑᓂᖏᑎᒍᑦ — ᐅᐸᓗᖓᐃᖅᓯᒪᔭᕆᐊᖃᓕᕋᔭᖅᑐᑎᑦ 
ᐊᑭᖏᓐᓂᒃ ᐋᖅᑮᓗᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᖅᑎᒃᑲᔭᖅᑕᑎᑦ 
ᐱᔨᑦᑎᕋᕈᑎᒋᒐᔭᖅᑕᑎᓪᓗ ᑖᒃᑯᐊ ᒪᓕᓪᓗᒋᑦ.

ᑐᑭᒧᐊᕈᑎᑐᐃᓐᓇᐅᓪᓗᓂ, ᓂᐅᕕᐊᒃᓴᖃᕐᕕᒋᒐᓱᐊᖅᑕᑎᑦ 
ᐅᖓᓯᓐᓂᖅᓴᐅᒍᑎᑦ, ᐊᒥᓲᓂᖅᓴᐅᒐᔭᖅᑐᓂᑦ ᐱᓕᕆᔪᑦ 
ᓂᐅᕕᐊᒃᓴᖃᕋᓱᐊᖅᑐᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᓇᐅᒃᑰᓲᖑᓂᖏᑦ 
ᐱᓕᕆᔨᐅᔪᑦ. ᓄᓇᕐᔪᐊᕐᒥᐅᓂᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᕕᖃᕈᒪᓐᓂᕈᕕᑦ, ᑕᐃᒪᓐᓇ 
ᓂᐅᕕᐊᒃᓴᖃᖃᑦᑕᕋᔭᖅᑐᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᖏᓐᓂᒃ 
ᓂᐅᕕᖅᑎᑦᑎᑦᑎᐊᕈᓐᓇᕐᓂᐊᕋᕕᑦ ᓄᓇᕐᔪᐊᕐᒥ ᑕᕆᐅᑉ ᐊᑭᐊᓂ 
ᓂᐅᕕᖅᐸᑦᑐᓄᑦ..
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1. ᓂᐅᕕᖅᐸᑦᑐᒧᑦ
ᓂᐅᕕᖅᐸᑦᑐᒧᑦ

ᓂᐅᕕᖅᐸᑦᑐᒧᑦ

ᓂᐅᕕᖅᐸᑦᑐᒧᑦ

ᓂᐅᕕᖅᐸᑦᑐᒧᑦ

ᐊᐅᓪᓚᐸᑦᑐᓄᑦ 
ᐃᓂᒃᓴᓕᐅᕆᔨ

10%

ᐊᐅᓪᓚᐸᑦᑐᓄᑦ 
ᐃᓂᒃᓴᓕᐅᕆᔨ

10%

ᐊᐅᓪᓚᑎᑦᑎᔨ
10%

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᐊᐅᓚᑎᑦᑎᔨ

10%

ᓂᐅᕕᖅᐸᑦᑐᒧᑦ

ᓂᐅᕕᖅᐸᑦᑐᒧᑦ

ᓂᐅᕕᖅᐸᑦᑐᒧᑦ

ᓂᐅᕕᖅᐸᑦᑐᒧᑦ

ᐊᐅᓪᓚᐸᑦᑐᓄᑦ 
ᐃᓂᒃᓴᓕᐅᕆᔨ

10%

ᐊᐅᓪᓚᐸᑦᑐᓄᑦ 
ᐃᓂᒃᓴᓕᐅᕆᔨ

10%

100%

90% 100%

100%

100%

100%

80%

70%

90%

90%

ᐊᐅᓪᓚᑎᑦᑎᔨ
10%

F. ᑭᓲᒻᒪᑕ ᐊᔾᔨᒌᙱᑦᑐᑦ ᓂᐅᕕᐊᒃᓴᖃᖅᐸᑦᑐᑦ ᐃᓕᖕᓂᒃ ᑭᒡᒐᖅᑐᐃᓪᓗᑎᑦ?
ᓂᐅᕕᐊᒃᓴᖃᖅᐸᑦᑐᑦ ᑭᒃᑰᓂᖏᑦ ᓇᐅᒃᑰᖓᓂᖏᓪᓗ 
ᑎᑎᖅᑐᒐᐅᔭᖅᓯᒪᓂᖓᓂ ᒪᓕᑦᑐᑕ, ᑕᑯᔪᓐᓇᖅᑐᑎᑦ 
ᓂᐅᕕᐊᒃᓴᖃᖃᑦᑕᕐᓂᐊᕐᒪᖔᖅᐱᑦ ᐊᑐᕋᔭᖅᑐᒧᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᓂᐅᕕᐊᒃᓴᖕᓂᑦ ᐅᕝᕙᓘᓐᓃᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᖏᑎᒍᑦ, 
ᐊᔾᔨᒌᙱᑐᒡᒍᑕᐅᒻᒪᑕ ᖄᖓᒍᒃᑲᓐᓂᖅ ᐊᑭᓕᖃᑦᑕᕆᐊᖃᕋᔭᖅᑕᑎᑦ 
ᐅᕝᕙᓘᓐᓃᑦ ᓂᕈᐊᕋᒃᓴᐅᔪᑦ ᒪᓕᑦᑐᒋᑦ ᖃᓄᐃᑦᑑᒻᒪᖔᑕ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᖅᑕᐅᒃᑲᖅᑎᓲᑎᑦ ᓂᐅᕕᐊᕆᔭᐅᓪᓗᑎᑦ, 
ᓂᐅᕕᐊᒃᓴᖃᕐᕕᒋᓲᑎᑦ, ᐊᒥᓲᓂᖏᑦ ᓂᐅᕕᐊᒃᓴᕕᑦ ᐊᒻᒪᓗ 
ᐊᔪᙱᑕᑎᑦ.

ᐳᓴᓐᑎᖏᑦ ᖄᖓᒍᒃᑲᓐᓂᖅ ᐊᑭᓕᐅᑕᐅᓲᑦ ᓴᖅᑭᔮᖅᑎᑕᐅᔪᑦ ᑕᕝᕙᓂ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᒪᓕᑦᑕᐅᓲᑦ ᐊᒻᒪᓗ ᐊᔾᔨᒌᙱᑐᒡᒍᑕᐅᒍᓐᓇᖅᑐᑦ 
ᒪᓕᑦᑐᒋᑦ ᐊᒥᓲᓂᖏᓐᓂᑦ ᓂᐅᕕᐊᒃᓴᐅᔪᑦ, ᐊᑐᐃᓐᓇᐅᒪᓂᖏᑦ 
ᓂᐅᕕᐊᒃᓴᐅᔪᑦ ᐊᒻᒪᓗ ᓇᓗᓇᐃᔭᖅᓯᒪᓂᖏᑦ ᒪᓕᑦᑕᐅᔭᕆᐊᓖᑦ 
ᖃᓄᐃᓕᐅᕈᑕᐅᓗᑎᑦ ᐊᑐᓂ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᐅᔪᑦ 
ᑳᓐᑐᕌᒃᑦ−ᑕᐅᓯᒪᔪᑦ ᖃᓄᐃᓕᐅᖁᔭᖏᑦ.

ᐊᑭᖏᑕ ᖃᓄᐃᑦᑑᓂᖏᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᖃᖅᑎᐅᕙᑦᑐᑦ ᒪᓕᑦᑐᒋᑦ ᓇᐅᒃᑰᓲᖑᓂᖏᑦ

ᐊᒥᓲᓂᖏᑦ ᑎᒃᑯᐊᖓᒍᑎᖓᓂᒃ ᓇᓗᓇᐃᖅᓯᓯᒪᕗᑦ ᐳᓴᓐᑎᖏᑦ ᑕᒪᐃᓐᓂ 
ᓂᐅᕕᐊᕆᔭᐅᓯᒪᔪᑦ ᐊᑭᖃᖅᑎᑕᐅᓪᓗᑎᑦ ᐊᑐᓂ ᐃᓚᐅᖃᑕᐅᔪᓂᑦ ᐱᔨᑦᑎᖅᑕᒥᓄᑦ.

ᐊᒥᓲᓂᖏᑦ ᑭᑉᐹᕆᑦᑐᓃᑦᑐᑦ ᓇᓗᓇᐃᖅᓯᓯᒪᕗᑦ ᐳᓴᓐᑎᖏᑦ ᖄᖓᒍᒃᑲᓐᓂᖅ 
ᐊᑭᓕᐅᑕᐅᓲᑦ ᐃᓚᐅᖃᑕᐅᔪᓄᑦ ᐱᔨᑦᑎᕋᕐᓂᖏᓐᓄᑦ.

ᑕᑯᒍᓐᓇᕋᕕᑦ, 100%−ᖏᓐᓂᒃ ᐱᖃᑦᑕᕋᕕᓪᓘᓐᓃᑦ ᓂᐅᕕᐊᒃᓴᕆᔭᕕᑦ 
ᐊᑭᖏᑎᒍᑦ ᓂᐅᕕᖅᑎᑦᑎᔭᕋᐃᒐᕕᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᐊᑐᕐᓂᐊᖅᑐᒥᒃ ᐅᕝᕙᓘᓐᓃᑦ, ᑮᓇᐅᔭᖅᑐᕈᑎᒃᓴᖃᕈᕕᑦ ᐊᑭᖏᓐᓂᒃ 
ᐃᓱᒪᒃᓴᖅᓯᐅᖅᓯᒪᓪᓗᑎᑦ ᖄᖓᒍᒃᑲᓐᓂᖅ ᐊᑭᓕᐅᑕᐅᓲᕐᓂᑦ 
ᓂᐅᕕᖅᑎᑦᑎᓲᓄᑦ ᐅᕝᕙᓘᓐᓃᑦ ᐊᑭᑭᓪᓕᒋᐊᖅᑎᑦᑎᓯᒪᒍᕕᓪᓘᓐᓃᑦ 
ᐊᑐᐃᓐᓇᐅᒪᑎᒃᑲᔭᖅᑐᒋᑦ ᑖᒃᑯᑎᒎᓇ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑕᐅᖅᓰᔨᑎᒍᑦ ᐃᓂᒃᓴᓕᐅᕐᓂᕋᐃᒻᒪᑕ ᑲᒻᐸᓂᖕᓂ ᐊᑐᕋᔭᖅᑐᒥᒃ. 
ᑕᐃᒪᓕ ᐊᑭᓕᖅᑕᐅᒍᑎᑦ ᑭᓯᐊᓂ ᐊᑭᓖᒋᐊᖃᕋᔭᖅᑐᑎᑦ 

ᖄᖓᒍᒃᑲᓐᓂᖅ ᐊᑭᓕᐅᑕᐅᓲᓂᑦ ᐅᕝᕙᓘᓐᓃᑦ ᓂᐅᕕᖅᑎᑦᑎᒍᑎᑦ 
ᐊᑭᑭᓪᓕᒋᐊᖅᓯᒪᔪᑎᒍᑦ. ᓯᕗᓂᐊᒍᑦ ᐊᑭᓖᓯᒪᔮᕆᐊᖃᙱᑦᑐᑎᑦ, 
ᐱᔨᑦᑎᕋᐃᓐᓇᓂᕐᒧᑦ ᐅᕝᕙᓗᓐᓃᑦ ᐊᐅᓚᑦᑎᓂᕐᒧᑦ ᐊᑭᓖᒋᐊᑐᒐᑎᓪᓗ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔨᖁᑎᖕᓄᑦ.

2. ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᒧᑦ

80%

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᒻᐸᓂ
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G. ᖃᓄᖅ ᑐᑭᖃᕐᒪᑦ ᐊᑭᒋᔭᐅᔪᑦ ᐊᓯᔾᔨᖅᑕᐅᓗᐊᕐᔭᐃᖅᓯᒪᓂᖏᑦ?
ᑕᐅᑐᙳᐊᕆᑦ ᓂᐅᕕᓲᖑᒐᕕᑦ ᐱᔨᑦᑎᖅᑕᐅᓂᐊᕐᓗᑎᑦ. 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᐅᓚᑦᑎᔨᑎᒍᑦ ᓇᓂᓯᓪᓗᑎᑦ 
ᐊᐅᓪᓚᕐᕕᒋᒐᔭᖅᑕᖕᓂᑦ ᐃᖃᓪᓕᐊᕐᕕᒻᒥ ᑐᔪᕐᒥᕕᒃ ᓄᓇᑦᓯᐊᕐᒥ. 
ᓇᒻᒥᓂᖅ ᖃᐅᔨᓴᖅᑐᑎᑦ ᐊᒻᒪᓗ ᓇᓂᓯᔪᓐᓇᕆᓪᓗᑎᑦ ᐊᔾᔨᖓᓂᒃ 
ᐊᐅᓪᓚᐅᔾᔭᐅᒍᓐᓇᕈᑎᒋᒐᔭᖅᑕᖕᓂᑦ ᑖᒃᑯᑎᒎᓇ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᐊᐅᓪᓚᐅᔾᔨᔩᑦ ᑲᒻᐸᓂᖓᓄᑦ.

ᐊᑭᖓ ᑐᑭᓕᒃ ᓂᐅᕕᖅᐸᑦᑐᖅ ᓇᓂᓯᔭᕆᐊᖃᕐᒪᑦ ᐊᑭᖓᓂᒃ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᒻᐸᓂᐅᔪᑉ ᐃᑭᐊᖅᑭᕕᖓᓂᒃ ᐊᔾᔨᖃᐸᓗᓪᓗᓂ 
ᑕᐃᒃᑯᐊ ᐊᑭᖃᖅᑎᓲᖏᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᐅᓚᑦᑎᔨᑎᒍᑦ. 
ᐃᖅᑲᐅᒪᔭᕆᐊᖃᕋᕕᑦ ᐊᔾᔨᖏᓐᓂᒃ ᐊᒥᓲᓂᖏᓐᓂᒃ ᑮᓇᐅᔭᓂᑦ 
ᐊᑭᓕᖅᑕᐅᒐᔭᙱᑦᑐᑎᑦ ᓂᐅᕕᐊᒃᓴᕆᔭᐃᑦ ᓂᐅᕕᐊᖑᒍᓂ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᖏᑎᒍᑦ, ᐊᑭᓖᒋᐊᖃᕋᔭᕋᕕᑦ 
ᖄᖓᒍᒃᑲᓐᓂᖅ ᐊᑭᖏᓐᓂᑦ ᓂᐅᕕᐊᕆᔭᐅᓚᐅᖅᑎᓪᓗᒍ ᐊᓯᐊᑎᒍᑦ 
ᐅᕝᕙᓘᓐᓃᑦ ᐊᑭᑭᓪᓕᒋᐊᖅᓯᒪᔪᑎᒍᑦ (ᐊᑭᓕᖅᑕᐅᔭᕆᐊᓖᑦ 
ᐊᑭᓕᖅᑕᐅᓚᐅᖅᑎᓪᓗᒋᑦ) ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᑎᒍᑦ. 
ᖄᖓᒍᒃᑲᓐᓂᖅ ᐊᑭᓕᐅᑕᐅᓲᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑕᐅᖅᓰᔨᒃᑯᓐᓄᑦ ᐊᑭᓕᖅᑕᐅᖁᓪᓗᒋᑦ ᓂᐅᕕᐊᒃᓴᖃᓚᐅᕐᓂᖏᑦ 
ᐊᒻᒪᓗ ᐃᖅᑲᓇᐃᔭᖃᑎᖃᓚᐅᕐᓂᖏᓐᓂᑦ ᐊᒻᒪᓗ ᐃᓕᖕᓄᑦ 
ᓂᐅᕕᖅᑎᑦᑎᔪᒥᓂᐅᓂᖏᓐᓄᑦ. ‘ᐊᑭᑭᓐᓂᖅᓴᐅᑎᑦᑎᓇᓱᐊᕈᕕᑦ’ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᒋᔭᐃᑦ, ᐅᕝᕙᓘᓐᓃᑦ ᓴᖅᑭᔮᖅᑎᑦᑎᒍᕕᑦ 
ᐊᔾᔨᖓᓂᒃ ᐊᑐᐃᓐᓇᐅᒪᑎᑕᐅᔪᓂᑦ ᓂᐅᕕᖅᐸᑦᑐᒧᑦ 
ᐊᑭᑭᓪᓕᒋᐊᖅᑎᓯᒪᓗᒍ, ᐊᑭᑎᑦ ᐊᓯᔾᔨᓗᐊᕆᐊᖃᙱᑦᑐᒋᑦ 
ᐃᖅᑲᓇᐃᔭᖃᑎᒌᓐᓂᓯᓗ ᐱᐅᒍᓐᓃᕈᓐᓇᕋᔭᖅᑐᖅ.

ᐊᓯᐊᒍᑦ ᑕᒪᓐᓇ ᓇᓗᓇᐃᔭᕐᓗᒍ, ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕋᐃᒐᕕᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅ*ᓰᔨᖏᓐᓂᑦ, ᐋᔩᕋᕈᑕᐅᓯᒪᔪᒥᒃ 
ᐊᑭᓖᓂᐊᕐᓂᕋᖅᓯᒪᕗᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᖁᑎᖕᓄᑦ, 
ᑖᒃᑯᐊᓗ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᐅᔪᑦ ᐊᑭᖃᖅᑎᑦᑎᒐᔭᖅᑐᑦ 
ᒪᓕᓪᓗᒋᑦ ᐊᖏᖃᑎᒌᒍᑎᒥᓂᖅᓯ ᐊᑭᖏᑦ ᐊᒻᒪᓗ ᓂᐅᕕᐊᒃᓴᕆᓗᓂᒋᑦ. 
ᐋᔩᕋᕈᑕᐅᓯᒪᔪᖅ ᐊᑭᓕᖅᑕᐅᔾᔪᑎᒋᒐᔭᖅᑕᑎᑦ ᑖᒃᑯᓄᖓ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᒧᑦ, ᐊᒻᒪᓗᒃᑲᓐᓂᖅ ᐊᑭᖓ 
ᐋᖅᑭᒃᓯᒪᔭᖓ, ᓴᖅᑭᖅᑎᑕᐅᔭᕆᐊᓕᒃ ᓂᐅᕕᐊᒃᓴᕆᔭᐅᓂᖓᑕ ᐊᑭᖓ 
ᑖᒃᑯᓄᖓ ᓂᐅᕕᖅᐸᑦᑐᒧᑦ ᐊᔾᔨᒋᓗᓂᐅᒃ ᐊᔾᔨᐸᓗᒋᓗᓂᐅᓪᓘᓐᓃᑦ, 
ᓇᒦᒃᑲᓗᐊᕈᓂ ᓂᐅᕕᖅᑐᒥᓂᖅ ᓂᐅᕕᐊᒃᓴᖕᓂᑦ, ᐅᕝᕙᓘᓐᓃᑦ 
ᓱᑯᑦᑎᐊᓃᒃᑲᓗᐊᕈᓂᓘᓐᓃᑦ ᓂᐅᕕᖅᐸᑦᑐᖅ.

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔨᒃᑯᑦ ᖃᐅᔨᒪᑦᑎᐊᕈᒪᒐᔭᖅᑐᑦ 
ᐊᑭᓕᖅᑕᐅᔪᖅ ᓂᐅᕕᖅᑐᒧᑦ ᐊᔾᔨᐸᓗᒋᓂᐊᕐᒪᑕ ᓂᐅᕕᐊᒃᓴᕆᓲᕕᑦ 
ᐊᑭᖏᓐᓂᑦ ᐃᑭᐊᖅᑭᕕᖕᓃᑦᑐᒥᒃ.

ᐃᓕᑉᐹᓪᓕᒃᑲᓐᓂᕐᓂᐊᕐᒥᔪᑎᑦ ᐊᑭᓕᑖᖅᑎᑦᑎᓂᕐᒧᑦ ᖃᓄᖅᑑᕈᑕᐅᓲᓂᑦ, 
ᐊᑭᖏᓐᓂᑦ ᐊᒻᒪᓗ ᖄᖓᒍᒃᑲᓐᓂᖅ ᐊᑭᓕᐅᑕᐅᓲᓂᑦ ᐃᓚᖓ L−ᒥ 
ᐱᔾᔪᑎᓖᑦ: ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔨᒃᑯᑦ ᒪᓕᑦᑕᐅᓲᖅ TR2.

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 3 :  ᒪᓕᑦᑕᐅᓲᑦ − ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ
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H. ᐃᑲᔪᕐᓂᖃᕐᓂᖏᑦ ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕐᓗᓂ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑕᐅᖅᓰᔨᓂᑦ

ᑕᒪᐃᓐᓂ ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᖅ ᐊᔾᔨᖃᙱᑦᑐᒥᒃ ᐃᓱᒪᒋᔭᖃᓲᑦ ᖃᓄᖅ 
‘ᐃᑲᔪᕐᓂᖃᓲᖑᒻᒪᖔᖅ’ ᑭᓱᑐᐃᓐᓇᖅ. ᐊᒥᓲᒻᒪᑕ ᐃᑲᔪᕐᓂᖃᖅᑐᑦ 
ᓲᕐᓗᒃ:

A. ᓂᐅᕕᐊᒃᓴᖃᕐᕕᖃᕐᓂᖅᓴᐅᓕᕐᓗᑎᑦᐊᒻᒪᓗᐱᔨᑦᑎᐸᑦᑕᑎᑦᐊᒥᓲᓂᖅ
ᓴᕈᕐᓗᒋᑦ. ᑮᓇᐅᔭᓂᑦ ᐊᑐᕈᓐᓇᙱᒃᑯᕕᑦᓯᐊᓂᑦᓂᐅᕕᐊᒃᓴᖃᕐᕕᒋᒐᖅᑕ
ᖕᓂᑦ,ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕐᓗᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦᑕᐅᖅᓰᔨᖏᓐᓂᑦ
ᐃᑲᔪᕋᔭᖅᑐᖅᓴᖅᑭᔮᖅᑎᑕᐅᓗᓂᓂᐅᕕᐊᒃᓴᕆᔭᐃᑦᑕᐃᑲᓂ ᓂᐅᕕᐊᒃᓴ
ᖃᕐᕕᒋᔭᖏᓐᓂᑦᐊᒻᒪᓗᐊᐅᓚᑦᑎᓂᕐᒧᑦᐊᑭᓖᒋᐊᖃᙱᑦᑐᖅᐅᕝᕙᓘᓐᓃᑦ 
ᐃᖅᑲᓇᐃᔭᖅᑎᑖᕐᓗᓂᐊᑭᓖᓯᒪᔭᕆᐊᖃᕈᑎᓂᑦᐊᑭᓖᓯᒪᔮᕆᐊᖃᙱᑦ
ᑐᖅ− ᐊᑭᓖᒋᐊᖃᓕᖅᑎᑦᑎᒐᔭᖅᑐᑎᑦᐊᑭᑭᓪᓕᒋᐊᖅᓯᒪᔪᓂᑦ(ᐊᑭᓕᕆ
ᐊᓖᑦᐊᑭᓕᖅᑕᐅᓚᐅᖅᑎᓪᓗᒋᑦ) ᓂᐅᕕᖅᑐᖃᓚᐅᖅᑎᓪᓗᒍᑭᓯᐊᓂ. 
ᑕᒪᓐᓇᐋᖅᑭᓱᖅᓯᒪᓂᖃᖅᑐᖅᑭᓯᐊᓂᓂᐅᕕᖅᑐᖃᓚᐅᖅᑎᓪᓗᒍᐊᑭᓖᔭ
ᕆᐊᖃᖅᑐᓂ.

B. ᑕᒪᓐᓇ ᐋᖅᑭᓱᖅᓯᒪᓂᖃᖅᑐᖅ ᑭᓯᐊᓂ ᓂᐅᕕᖅᑐᖃᓚᐅᖅᑎᓪᓗᒍ 
ᐊᑭᓖᔭᕆᐊᖃᖅᑐᓂ. ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᑕᐅᖅᓰᔨᖏᓐᓂᑦ 
ᐱᓇᓱᐊᒐᖃᐃᓐᓇᖅᑐᑦ ᓴᖅᑭᔮᖅᑎᑦᑏᓐᓇᕐᓗᑎᑦ ᓇᒻᒥᓂᖁᑎᖕᓂᑦ. 
ᑳᑐᓐᕌᒃᑦ−ᑖᕈᕕᑦ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᑕᐅᖅᓰᔨᖏᑕ ᑭᒡᐸᖅᑐᐃᔨᖓᓂᒃ, 
ᓂᐅᕕᐊᒃᓴᐃᑦ ᓄᓇᕐᔪᐊᕐᒥ ᓴᖅᑭᔮᖅᑎᑕᐅᒐᔭᖅᑐᖅ, ᐃᑭᐊᖅᑭᕕᖕᓂ 
ᐊᒻᒪᓗ ᑎᑎᕋᖅᓯᒪᔪᓂᑦ ᓴᖅᑭᖅᑎᓲᖏᓐᓂᑦ, ᐊᔾᔨᒌᙱᑦᑐᓄᑦ 
ᐅᖃᐅᓯᕐᓄᑦ ᑐᑭᓕᐅᖅᑕᐅᓯᒪᓗᑎᑦ ᐊᒻᒪᓗ ᓄᓇᕐᔪᐊᕐᒥ 
ᓂᐅᕕᖅᐸᑦᑐᓄᑦ ᓴᖅᑭᔮᖅᑎᑕᐅᓗᓂ, ᐊᑭᖃᙱᓪᓗᑎᑦ ᑕᒪᑯᐊ 
ᐃᓕᖕᓄᑦ − ᑭᓯᐊᓂᓕ ᐊᑭᓖᔪᖃᕈᓂ ᓂᐅᕕᖅᑐᒧᑦ. ᑕᑯᓂᐊᕐᓗᒋᑦ 
‘ᖄᖓᒍᒃᑲᓐᓂᖅ ᐊᑭᓕᖅᑕᐅᓲᑦ’ ᐃᓚᖓ L−ᒥ, ᑕᐅᖅᓰᓂᕐᒧᑦ 
ᐅᐸᓗᖓᐃᖅᓯᒪᓗᓂ ᒪᓕᑦᑕᐅᔭᕆᐊᓖᑦ (TR) 2.

C. ᐃᖅᑲᓇᐃᔭᖃᑎᒋᓗᒋᑦ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᑕᐅᖅᓰᔨᖏᑦ 
ᐊᔾᔨᒌᙱᑦᑐᓂᒃ ᓂᐅᕕᖅᐸᑦᑐᓂᒃ ᑕᑯᒃᓴᐅᑎᑦᑎᕕᐅᓇᖅᑐᖅ 
ᓂᐅᕕᐊᒃᓴᖕᓂᑦ ᐊᒻᒪᓗ ᐃᑲᔪᖅᑐᐃᒍᓐᓇᖅᑐᑎᑦ 
ᑮᓇᐅᔭᓕᐅᕐᓗᑎᑦ ᐊᒥᓱᓂᑦ ᐊᔾᔨᒌᙱᑦᑐᓂᑦ ᓂᐅᕕᖅᐸᑦᑐᓂᑦ. 
ᐊᔾᔨᒌᙱᑐᒡᒍᑕᐅᓕᖅᑎᓪᓗᒋᑦ ᓂᐅᕕᖅᐸᑦᑐᖁᑎᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ 
ᑕᐅᖅᓰᔨᑎᒍᑦ ᐱᕈᖅᐸᓪᓕᐊᑎᑦᑎᒍᑕᐅᒍᓐᓇᕐᒥᔪᖅ ᐃᓚᖓᒍᑦ 
ᓇᒻᒥᓂᖁᑎᖕᓂᑦ, ᐊᑕᐅᓯᑐᐊᑯᓗᒻᒥᒃ ᓂᐅᕕᖅᐸᑦᑐᓂᓪᓘᓐᓃᑦ 
ᐊᑕᐅᑦᑎᒦᑦᑐᓂᑦ ᑕᑎᖃᕆᐊᑐᒐᔭᙱᓐᓇᕕᑦ.

D. ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᑕᐅᖅᓰᔨᖏᑦ ᒪᓕᓲᖑᒻᒪᑕ 
ᐊᑐᖅᑕᐅᕙᓪᓕᐊᓕᖅᑐᓂᑦ, ᐊᒻᒪᓗ ᖃᐅᔨᒪᓪᓗᑎᑦ ᐱᔨᑦᑎᓲᖏᑦ 
ᑭᓱᓂᑦ ᐱᔪᒪᒻᒪᖔᕐᒥᒃ. ᐱᓕᕆᐊᕆᓲᕆᒻᒪᒋᑦ ᑖᒃᑯᐊ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ 
ᑕᐅᖅᓰᔨᒃᑯᑦ ᖃᐅᔨᒪᓗᑎᑦ ᖃᓄᐃᓕᐅᓕᕐᒪᖔᑕ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ, 
ᑐᓴᐅᒪᓛᖑᓇᓱᐊᖃᑦᑕᕐᓗᑎᑦ ᐊᑐᖅᑕᐅᕙᓪᓕᐊᔪᓂᑦ 
ᐊᓯᔾᔨᕐᓂᐅᔪᓂᓪᓗ ᓂᐅᕕᖅᐸᑦᑐᓂᑦ, ᐊᒻᒪᓗ ᖃᐅᔨᒪᓗᑎᑦ ᖃᓄᖅ 
ᐊᐅᓪᓚᐸᑦᑐᑦ ᐃᓱᒪᓕᐅᓲᖑᒻᒪᖔᑕ ᐊᐅᓪᓚᕈᑎᒋᓂᐊᖅᑕᒥᓂᒃ. 
ᑕᐃᒪᐃᓐᓂᖏᓐᓄᑦ, ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᑕᐅᖅᓰᔨᖏᑦ ᐃᓕᖕᓂᒃ 
ᐃᑲᔪᕈᓐᓇᖅᑐᑦ ᑐᓴᐅᒪᖃᑦᑕᕐᓗᑎᑦ. ᑭᙴᒪᒋᔭᖏᑦ ᐱᔨᑦᑎᖅᑕᐅᕙᑦᑐᑦ 
ᐊᓯᖏᓐᓂᑦ ᐊᑐᐃᓐᓇᐅᒪᕕᐅᒍᑎᑦ ᓂᐅᕕᖅᐸᑦᑐᓂᑦ ᑕᒪᒃᑮᓐᓄᒃ 
ᓂᐅᕕᖅᑎᑦᑎᓇᓱᐊᖅᑐᒧᑦ ᐱᔨᑦᑎᖅᑕᐅᔪᒧᓪᓗ ᓈᒻᒪᑦᑑᕗᖅ − ᐃᓕᖕᓄᑦ, 
ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᑕᐅᖅᓰᔨᖏᑦ ᐊᒻᒪᓗ ᓂᐅᕕᖅᐸᑦᑐᒧᑦ.

E. ᐃᖅᑲᓇᐃᔭᖃᑎᖃᖅᑐᓂ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᑕᐅᖅᓰᔨᖏᓐᓂᑦ 
ᐊᐅᓚᑦᑎᓂᕐᒥᒃ ᐊᑯᓂᐅᓂᖓᓂᒃ ᑲᒪᒋᐊᑐᓇᙱᑦᑐᖅ 
ᐃᓂᒃᓴᓕᐅᕋᐃᒻᒪᑕ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᑕᐅᖅᓰᔨᖏᓐᓂᑦ. 
ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᑕᐅᖅᓰᔨᖏᑦ ᑲᒪᓂᐊᖅᑎᓪᓗᒍ ᑕᒪᒃᑯᓂᖓ 
ᓂᐅᕕᐊᕆᔭᐅᔪᓂᑦ, ᐊᐅᓚᑦᑎᓂᕐᒧᑦ ᐃᓂᒃᓴᓕᐅᕐᓂᕐᒧᑦ/ 
ᐊᑭᓕᖅᓱᐃᓂᕐᒧᑦ ᓂᐅᕕᖅᐸᑦᑐᒥᒃ, ᐱᓕᕆᐊᕆᒐᔭᖅᑕᐃᑦ 
ᑐᙵᓱᐊᑎᑦᑎᓗᑎᑦ ᐊᒻᒪᓗ ᐱᔨᑦᑎᕋᕐᓗᒍ ᓂᐅᕐᕈᐊᑦ ᐊᒻᒪᓗᒪ 
ᐊᑭᒋᐊᖃᓕᖅᑎᓪᓗᒍ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᑕᐅᖅᓰᔨᐅᔪᖅ 
ᐊᑭᓕᕇᕈᕕᒋᑦ ᐊᑭᓕᕆᐊᓖᑦ, ᐊᒻᒪᓗ ᒪᓕᓪᓗᒍ ᐊᖏᖃᑎᒌᒍᑎᒋᓯᒪᔭᓯ. 

ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᑕᐅᖅᓰᔨᖏᑦ ᐊᑭᓖᒐᔭᖅᑐᑦ ᐃᓕᖕᓂᒃ 
ᐋᔩᕋᖃᑎᒌᒃᓯᒪᓂᓯ ᐊᑭᓖᓂᐊᕐᓂᕋᖅᓯᒪᓗᓂ ᖃᖓᒃᑯᑦ 
ᐊᑭᓕᖅᑕᐅᓚᐅᖅᑎᓪᓗᒍ ᒪᓕᓪᓗᒋᑦ ᐊᒻᒪᓗ ᐊᖏᕈᑎᒋᔭᐅᓯᒪᔪᑦ 
ᐊᑭᓕᖅᓱᖅᑕᐅᔾᔪᑎᒋᓂᐊᖅᑕᑎᑦ ᖃᓄᖅ ᒪᓕᓪᓗᒋᑦ.

F.ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐊᑭᖏᑦ ᓴᓂᕐᕙᖅᑕᐅᒃᑲᓐᓂᖅᑐᑦ. 
ᐊᑐᖅᑕᐅᓲᖑᔪᖅ ᓇᒻᒥᓂᖃᐅᖅᑐᑦ ᐃᓕᓯᒐᔭᖅᑐᑦ 5 ᑎᑭᓪᓗᒋᑦ 15% 
ᑕᒪᐃᓐᓂ ᓇᒻᒥᓂᖁᑎᖓᑕ ᐊᑭᓕᕆᐊᓕᖏᓐᓂᒃ ᓂᐅᕕᐊᒃᓴᖏᑦ 
ᓴᖅᑭᔮᕐᔫᒥᑎᓪᓗᓂᒋᑦ. ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕐᓗᓂ ᓂᐅᕕᖅᐸᑦᑐᒥᒃ 
ᓇᒻᒥᓂᖁᑎᒋᔭᐃᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᓴᖅᑭᔮᕈᑎᖏᓐᓂᑦ 
ᐊᑭᓖᓯᒪᔭᕆᐊᖃᓲᖅ, ᖃᑦᑎᓂᑦ ᓂᐅᕕᖅᑎᑦᑎᒐᓗᐊᕈᕕᑦ. ᑭᓯᐊᓂᓕ 
ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕐᓗᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᓂᑦ ᑐᑭᓕᒃ 
ᑮᓇᐅᔭᑦ ᐊᑐᖅᑕᖏᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᓴᖅᑭᔮᖅᑎᒍᑎᖏᓐᓂᑦ 
ᓇᒻᒥᓂᖁᑎᖏᓐᓄᑦ ᐊᑭᓕᐅᑕᐅᓲᖅ ᑭᓯᐊᓂ ᓂᐅᕕᐊᖑᔪᖃᕋᐃᒻᒪᑦ 
ᑖᒃᑯᑎᒎᓇ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᑎᒍᑦ. ᐊᑭᓖᓗᑎᑦ 
ᑕᐅᖅᓰᔨᑎᒍᑦ ᐃᖅᑲᓇᐃᔭᖃᑎᑎᒍᑦ ᐊᑭᓕᓚᐅᕐᓗᒋᑦ ᐊᑭᓕᕆᐊᓖᑦ 
(ᐱᕕᖃᖅᑎᓪᓗᒋᑦ ᐊᑭᑦᑐᕆᐊᖅᑎᑦᑎᓗᑎᑦ ᐅᕝᕙᓘᓐᓃᑦ ᖄᖓᒍᑦ 
ᐊᑭᓕᐅᑎᓗᒋᑦ) ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐊᑭᓕᐅᑎᑎᑦ ᐊᑭᓕᖅᑕᐅᓲᖅ 
ᓂᐅᕕᖅᑐᖃᕋᐃᒻᒪᑦ ᑭᓯᐊᓂ. ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕋᐃᒐᕕᑦ ᑖᒃᑯᑎᒎᓇ 
ᓂᐅᕕᐊᒃᓴᖃᖅᐸᑦᑐᓄᑦ ᓇᐅᒃᑯᑐᐃᓐᓇᖅ, ᓂᐅᕕᐊᒃᓴᑎᑦ 
ᐱᖃᓯᐅᔾᔨᔪᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᖏᑕ ᐊᑭᑦᑐᕆᐊᕈᑎᖏᓐᓂᑦ, 
ᑐᑭᓕᒃ ᓂᐅᕕᖅᑎᑕᐃᑦ ᐃᓕᖕᓄᑦ ᖃᑭᒍᑎᒃᓴᓕᐅᕐᓂᖅᓴᐅᓲᖅ.

ᐆᑦᑑᑏᑦ ᖃᓄᖅ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᓂᑦ 
ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕐᓗᓂ ᐱᐅᓯᑎᑦᑎᓂᖅᓴᐅᓲᖅ 
ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᓴᖅᑭᔮᕈᑎᖏᓂᑦ
ᐱᕕᖃᕆᐊᖃᕋᔭᕐᓂᑎᑦ, ᐊᐅᓪᓚᕆᐊᖃᕐᓗᑎᑦ, ᖃᓄᐃᓕᐅᕈᓘᔮᕐᓗᑎᑦ, 
ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᓴᖅᑭᔮᕈᑏᑦ ᑮᓇᐅᔭᑦ ᐊᑐᕆᐊᖃᕋᔭᖅᑕᑎᑦ 
ᐊᒻᒪᓗ ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕋᓱᐊᕐᓗᑎᑦ ᓂᐅᕕᐊᒃᓴᖃᓲᕐᓂᑦ ᐊᓯᖏᓐᓂᑦ 
ᐊᔾᔨᒌᙱᑦᑐᓂᑦ ᓂᐅᕕᖅᐸᑦᑐᑦ ᓴᐳᔾᔭᐅᓯᒪᔪᑦ ᐱᖁᔭᖏᓐᓂᑦ ᐊᑐᕐᓗᑎᑦ, 
ᐃᓕᖅᑯᓯᖏᓐᓂᒃ ᐊᑐᕐᓗᑎᑦ ᑮᓇᐅᔭᖏᓐᓂᓪᓗ ᐊᑭᑐᓗᐊᕋᔭᖅᑐᖅ. 
ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕐᓗᓂ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᓂᑦ 
ᑕᒪᒃᑯᓂᖓ ᐱᕕᖃᕆᐊᖃᕋᔭᕐᓂᕐᓂ, ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕋᓱᐊᕐᓗᑎᑦ, 
ᓴᖅᑭᔮᖅᑎᑦᑎᓗᑎᑦ ᐊᒻᒪᓗ ᖃᐅᔨᒪᓂᖃᕐᓗᑎᑦ ᐃᖅᑲᓇᐃᔭᕋᖅᑐᑦ 
ᐃᓕᖕᓂᒃ ᑭᒡᒐᖅᑐᐃᓗᑎᑦ − ᐊᑭᖃᕋᔭᙱᑦᑐᑦ ᑭᓯᐊᓂᓕ 
ᖃᐃᑦᑎᒐᐃᒍᑎᑦ ᐱᔨᑦᑎᕋᔭᖅᑕᖏᓂᑦ.

ᐅᕝᕙ ᐅᑯᐊ ᐊᓯᖏᑦ ᐆᑦᑑᑏᑦ ᖃᓄᖅ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᒥᒃ 
ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕐᓗᓂ ᓂᐅᕕᐊᒃᓴᑎᑦ ᓴᖅᑭᔮᖅᑎᑦᑎᓇᓱᐊᕐᓂᖏᑦ 
ᐱᕈᖅᐸᓪᓕᐊᑎᑦᑎᓗᑎᑦ:

•	ᑕᐅᑐᙳᐊᕐᓗᑎᑦ ᓄᓇᕐᔪᐊᕐᒥ ᐳᓚᕋᖅᑐᓕᕆᓂᖅ ᓂᐅᕕᐊᒃᓴᐅᔪᑦ 
ᑕᑯᒃᓴᐅᑎᑦᑎᓂᖏᑦ ᑕᕆᐅᑉ ᐊᑭᐊᓂ 5,000 ᓵᖃᐅᕐᓗᑎᑦ 
ᐊᒻᒪᓗ 50,000 ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐃᖅᑲᓇᐃᔭᖅᑎᒻᒪᕆᐅᔪᓂᑦ. 
ᐊᒃᓱᒻᒪᕆᐊᓗᒃ ᐊᑭᑐᔪᓂᑦ ᐊᑭᓖᒋᐊᖃᕋᔭᖅᑐᑎᑦ 
ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᓴᖅᑭᔮᖅᑎᑦᑎᓂᕐᒧᑦ ᐊᔾᔨᐅᙱᑦᑐᒥᒃ 
ᑕᑯᔭᐅᖁᓪᓗᑎᑦ. ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᖏᑦ ᑕᐃᑲᓃᒌᖅᑐᑦ.

•	ᐳᓚᕋᖅᑐᓕᕆᕐᓂᕐᒧᑦ ᑕᐅᖅᓰᔩᑦ ᐋᖅᑮᓯᒪᒌᕐᒪᑕ 
ᐱᔨᑦᑎᖃᑦᑕᕐᓂᐊᖅᑕᖏᓐᓂᑦ − ᖃᐅᔨᒪᔭᐅᔭᕇᖅᑐᑎᑦ ᐊᒻᒪᓗ 
ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕇᖅᑐᑎᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᕕᒃᓴᐅᔪᓂᑦ ᐃᓕᖕᓄᑦ 
ᐃᑲᔪᖅᑕᐅᒐᔭᖅᑐᒥᒃ, ᓴᖅᑭᔮᖅᑎᑕᐅᓂᖅᓴᐅᓗᓂ ᓂᐅᕕᐊᒃᓴᐃᑦ/ 
ᐱᔨᑦᑎᕋᕈᑏᑦ − ᐊᑭᖃᙱᓪᓗᓂ ᐃᓕᖕᓄᑦ − ᑭᓯᐊᓂ 
ᓂᐅᕕᖅᑐᖃᕈᓂ ᐊᑭᓖᒋᐊᖃᕋᔭᖅᑐᑎᑦ.

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 3 :  ᒪᓕᑦᑕᐅᓲᑦ − ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ
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Activity: 
In this multiple choice activity, please choose the best answer that applies:

Expanding into the Travel Trade is an option for your business. Knowing the benefits of working with  
the Travel Trade, you:

	 A. 	� Are keen to have someone else lead international marketing for you through their networks.

	 B. 	� Are pleased to know that the Travel Trade understands all the consumer protection laws in your  
desired markets.

	 C. 	� Are looking for someone to give you insight into trends from emerging markets that they sell  
in and advise you if it’s a fit for your experiences.

	 D. 	� Appreciate that through the Travel Trade, there will be expanded administration and marketing efforts on your 
behalf, as the trade will build awareness and confirm guests from international markets for you.

	 E. 	 All of the above.

Best Answer

The correct answer is E.

There are several benefits to working with the Travel Trade and these are just some of them. There is also a lot of effort 
required  
to make your tourism operation ‘Trade Ready’. Trade Ready standards will give you the tools and information to help you 
prepare  
for partnering with the Travel Trade.

In the coming sections of this module, we will explore how pricing, rates structures, commissions and other Trade Ready  
Standards are built, with helpful links, examples and activities to support your understanding.

H. Benefits of Working with Travel Trade cont inued

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 3 :  ᒪᓕᑦᑕᐅᓲᑦ − ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ
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ᖃᓄᐃᓕᐅᕈᑎᒃᓴᖅ: 
ᑕᕝᕙᓂ ᐊᒥᓱᓂᑦ ᓂᕈᐊᖅᓯᓗᓂ ᖃᓄᐃᓕᐅᕆᐊᓕᒻᒥᒃ, ᓂᓕᕈᐊᕐᓗᑎᑦ ᑭᐅᔾᔪᑎᑦᑎᐊᕙᐅᓛᕐᒥᒃ ᐃᓕᖕᓄᑦ ᑐᕌᖓᔪᒥᒃ: 

ᐱᖃᑕᐅᓕᕐᓗᓂ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᓂᑦ ᓇᒻᒥᓂᖁᑎᖕᓄᑦ ᓂᕈᐊᕈᓐᓇᕋᕕᐅᒃ.  ᖃᐅᔨᒪᓗᓂ ᐃᑲᔪᕐᓂᖃᕐᓂᖏᓐᓂᑦ 
ᐃᖅᑲᓇᐃᔭᖃᑎᒋᓗᒋᑦ ᑖᒃᑯᐊ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᓯᔨᖏᑦ, ᐃᒪᐃᑦᑑᕗᑦ:

A. ᐱᓕᕆᐊᖃᕈᒪᕗᑦ ᐃᓄᒻᒥᒃ ᓯᕗᓕᖅᑎᐅᔪᒥᒃ ᓄᓇᓕᕐᔪᐊᕐᒥ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᓴᖅᑭᔮᖅᑎᑦᑎᒐᔭᖅᑐᒥᒃ ᐃᓕᖕᓂᒃ
ᐃᖅᑲᓇᐃᔭᖃᑎᒌᓲᖑᔪᖏᑎᒍᑦ.

B. ᖁᕕᐊᓱᑉᐳᑎᑦ ᖃᐅᔨᒪᓗᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔩᑦ ᑐᑭᓯᐅᒪᒻᒪᑕ ᓂᐅᕕᖅᐸᑦᑐᑦ ᓴᐳᔾᔭᐅᓂᖏᓐᓄᑦ ᐱᖁᔭᖏᓐᓂᒃ
ᓂᐅᕕᐊᒃᓴᖃᕐᕕᒋᔪᒪᔭᕐᓂᑦ.

C. ᐃᓄᒻᒥᒃ ᕿᓂᖅᑐᑎᑦ ᑐᑭᓯᒋᐊᖅᑎᑦᑎᒍᒪᒐᔭᖅᑐᒥᒃ ᐊᑐᖅᑕᐅᕙᓪᓕᐊᔪᓂᑦ ᓴᖅᐸᓪᓕᐊᔪᓂᑦ ᓂᐅᕕᖅᑕᐅᕙᑦᑐᓂᑦ
ᓂᐅᕕᐊᒃᓴᖃᕐᕕᒋᕙᑦᑕᖏᓐᓂᑦ ᐊᒻᒪᓗ ᑐᓴᖅᑎᑦᑎᒐᔭᖅᑐᒥᒃ ᐊᑐᖅᑎᑉᐸᑦᑕᖕᓄᑦ ᓈᒻᒪᒃᑲᔭᕐᒪᖔᕐᒥᒃ.

D. ᖁᔭᓕᓪᓗᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᖏᑎᒍᑦ, ᑭᒡᒐᑐᖅᑕᐅᓗᑎᑦ ᐊᐅᓚᑦᑎᓇᓱᐊᕐᓂᐊᕐᒪᑕ ᓂᐅᕕᐊᒃᓴᖃᕋᓱᐊᕐᓗᑎᓪᓗ,
ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᐅᔾᔨᕈᓱᓕᖅᑎᑦᑎᕙᓪᓕᐊᓕᕐᓂᐊᕐᒪᑕ ᐊᒻᒪᓗ ᓇᓗᓇᐃᖅᓯᓗᑎᑦ ᑐᔪᕐᒥᐊᒃᓴᖕᓂᑦᓄᓇᕐᔪᐊᕐᒦᙶᖓᔪᓂᑦ ᑭᒡᒐᑐᖅᑕᐅᓗᑎᑦ.

E. ᖁᓛᓃᑦᑐᓕᒫᑦ.

ᐱᐅᓛᖅ ᑭᐅᔾᔪᑎ
ᑭᐅᔾᔪᑎ ᐱᑦᑎᐊᖅᑐᖅ E−ᖑᔪᖅ.
ᐊᒥᓱᑎᒍᑦ ᐃᑲᔪᕐᓂᖃᓲᑦ ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕐᓗᓂ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᓂᑦ ᐊᒻᒪᓗ ᑖᒃᑯᐊ ᐃᓚᑐᐃᓐᓇᕆᓪᓗᒋᑦ.  ᐱᓇᓱᐊᒐᖃᕆᐊᖃᖅᑐᒻᒪᕆᐅᒻᒪᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ 
ᐊᐅᓚᑎᑕᐃᑦ ‘ᑕᐅᖅᓰᓗᓂ ᐅᐸᓗᖓᐃᖅᓯᒪᖁᓪᓗᒍ’.  ᑕᐅᖅᓰᓗᓂ ᐅᐸᓗᖓᐃᔭᖅᓯᓂᕐᒧᑦ ᒪᓕᑦᑕᐅᔭᕆᐊᓕᖏᑦ ᐃᓕᖕᓄᑦ ᐊᑑᑎᖃᓕᖅᑎᑦᑎᒍᓐᓇᖅᑐᑦ ᐊᒻᒪᓗ 
ᑐᑭᓯᒋᐊᖅᑎᑦᑎᓗᑎᑦ ᐃᑲᔪᖅᑕᐅᒐᔭᕋᕕᑦ ᐅᐸᓗᖓᐃᖅᓯᓗᑎᑦ ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕐᓂᐊᕋᕕᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᓂᑦ.  
ᐃᓕᓐᓂᐊᕋᒃᓴᒥᒃ ᐊᕕᑦᑐᖅᓯᒪᓂᕆᓂᐊᖅᑕᖏᑦ, ᖃᐅᔨᓴᕐᓂᐊᖅᑐᒍᑦ ᖃᓄᖅ ᐊᑭᑖᖅᑎᑦᑎᓗᓂ, ᐊᑭᓕᖅᓱᖅᑕᐅᔾᔪᑏᑦ ᐋᖅᑭᓱᖅᓯᒪᓂᖏᑦ, ᖄᖓᒍᒃᑲᓐᓂᖅ ᐊᑭᓕᖅᓱᖅᑕᐅᓂᖏᓐᓂᑦ 
ᐊᒻᒪᓗ ᐊᓯᖏᓐᓂᑦ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᔭᐃᒍᑎᓂᑦ.  ᒪᓕᑦᑕᐅᓲᑦ ᐱᕙᓪᓕᐊᒍᑎᒋᔭᐅᓲᖑᒻᒪᑕ, ᐃᑲᔪᕐᓂᖃᖅᑐᒃᑯᑦ ᑲᖅᓱᓯᒪᔪᖃᐅᕐᓗᑎᑦ, ᐆᑦᑑᑎᖃᕐᓗᑎᑦ ᐊᒻᒪᓗ 
ᖃᓄᐃᓕᐅᕈᑎᖃᕐᓗᑎᑦ ᐃᑲᔪᖅᑐᐃᒐᔭᖅᑐᑦ ᑕᒪᒃᑯᐊ ᑐᑭᓯᐅᒪᓂᖅᓴᐅᓕᕐᓗᑎᑦ.

H. ᐃᑲᔪᕐᓂᖃᕐᓂᖏᑦ ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕐᓗᓂ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔨᓂᑦ ᑲᔪᓯᔪᖅ

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 3; ᒪᓕᑦᑕᐅᔭᕆᐊᓖᑦ − ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ 



4 6 ᓇᒻ ᒥᓂᖃᕐ ᓂ ᕐᒧ ᑦ ,  ᓂ ᐅᕕᐊ ᒃ ᓴᖃ ᕐ ᓂ ᕐᒧ ᑦ  &  ᑕᐅᖅ ᓰ ᕐ ᓂᒧ ᑦ  ᐅ ᐸᓗᖓᐃᖅᓯ ᒪᓂᖅ ᐃᓕ ᓐᓂ ᐊ ᕋ ᒃ ᓴᖅ

I.	ᖃᐅᔨᓴᕐᓂᖅ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᕙᑦᑐᓂᑦ 
ᓂᐅᕕᐊᒃᓴᖃᖅᑐᑦ ᓴᖅᑭᔮᕆᐊᕐᔫᒥᑎᑕᐅᓂᖏᑕ ᐱᓕᕆᐊᖏᓐᓂᑦ

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᐃᖅᑲᓇᐃᔭᕐᕖᑦ 
ᑕᑯᒃᓴᐅᑎᑦᑎᓂᖏᑦ
ᐊᑕᐅᓯᖅ ᐆᑦᑑᑎᐅᔪᖅ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ 
ᓂᐅᕕᐊᒃᓴᖃᖅᑐᑦ ᓴᖅᑭᔮᕐᔫᒥᑎᑕᐅᓂᖏᑕ ᐱᓕᕆᐊᖏᑦ 
ᐊᑐᐃᓐᓇᐅᒪᔪᑦ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔪᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑲᒻᐸᓂᖃᐅᖅᑐᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᐃᖅᑲᓇᐃᔭᕐᕖᑦ 
ᑕᑯᒃᓴᐅᑎᑦᑎᓂᖃᕐᓂᖏᑦ. ᑕᐅᓰᓂᕐᒧᑦ ᐅᕋᓗᖓᐃᖅᓯᒪᔪᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᒻᐸᓂᐅᔪᑦ ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕈᒪᔪᑦ ᑕᐅᖅᓰᕙᑦᑐᓂᑦ 
ᐃᓚᐅᖃᑕᐅᔪᓐᓇᓲᑦ ᑖᒃᑯᓇᓂ ᐃᖅᑲᓇᐃᔭᕐᕕᓂ ᑕᑯᒃᓴᐅᑎᑦᑎᔪᓂᑦ, 
ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕐᓗᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔩᑦ

ᓂᐅᕕᓲᕐᓂᑦ ᑲᓇᑕᒥ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᕆᔭᐅᕙᑦᑐᓂᑦ.

ᐊᕐᕌᒍᑕᒫᑦ, ᑲᓇᑕᒥ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᓴᖅᑭᕆᐊᕐᔫᒥᑎᑦᑎᔩᑦ 
ᑲᑐᔾᔨᖃᑎᒌᖏᑦ, ᑲᓇᑕ ᓂᐅᕐᕈᕕᒋᓗᒍ, ᑲᓇᑕᒥ ᐱᐅᓛᕐᓂᑦ 
ᓄᓇᕐᔪᐊᕐᒥ ᐳᓚᕋᖅᑐᓕᕆᕐᓂᒧᑦ ᓂᐅᕕᐊᒃᓴᖃᓲᑦ, ᑲᓇᑕᒥ ᑲᑎᓪᓗᑎᑦ, 
ᓄᓇᕐᔪᐊᕐᒥ ᓂᐅᕕᖅᐸᑦᑐᓂᑦ ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕆᐊᙵᖅᑏᑦ 
ᓂᐅᕕᐊᒃᓴᖃᓲᕐᓂᑦ ᑲᓇᑕᒥ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᓂᑦ. 
ᐅᖓᑖᓃᑦᑐᓂᑦ 1,500−ᖑᔪᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐱᓕᕆᔨᒻᒪᕇᑦ 
ᑲᑎᒪᓲᑦ ᐊᕐᕌᒍᑕᒫᑦ ᐃᓕᓐᓂᐊᖅᑐᑎᑦ ᑭᓱᑦ ᓄᑖᖒᒻᒪᖔᑕ ᑲᓇᑕᒥ 
ᐊᒻᒪᓗ ᖃᓄᖅ ᓂᐅᕕᓪᓗᐊᓲᑦ ᓂᐅᕕᖃᑦᑕᕆᐊᓯᕙᓪᓕᐊᔪᓪᓗ 
ᖃᓄᐃᓕᐅᕈᑎᖃᖅᐸᓪᓕᐊᓂᖏᑦ ᐊᑦᑐᐃᓂᖃᓕᕐᒪᖔᖅ ᓂᐅᕕᖃᑦᑕᓂᕐᒥᒃ 
ᐊᒻᒪᓗ ᓂᐅᕕᐊᒃᓴᖃᖃᑦᑕᓂᕐᒥ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᓂᐅᕕᐊᒃᓴᓂᑦ.

ᐃᖅᑲᐅᒪᒋᑦ ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 1-ᒥ, ᓇᓗᓇᐃᖅᓯᓯᒪᒐᑦᑕ 
ᓄᓇᕐᔪᐊᕐᒥ ᓂᐅᕕᐊᒃᓴᖃᕐᕕᐅᓲᑦ ᑲᓇᑕ ᓂᐅᕐᕈᕕᒋᓗᒍ 
ᑕᑯᒃᓴᐅᑎᑦᑎᓇᓱᐊᖃᑦᑕᓲᖏᑦ. ᑖᒃᑯᓇᙵᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᕕᐅᓲᕐᓂᑦ 
ᑲᓇᑕ ᓂᐅᕐᕈᕕᒋᓗᒍ ᖃᐃᖁᔨᓲᑦ ᓂᐅᕕᓲᕐᓂᑦ ᑲᓇᑕᒥ ᑲᑎᓪᓗᑎᑦ 
ᑲᑎᒪᕕᔾᔪᐊᕐᓂᖓᓄᑦ.

ᖃᓄᖅ ᑕᐅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ ᑐᕌᖓᒻᒪᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔩᑦ ᐃᖅᑲᓇᐃᔭᕐᕖᑦ 
ᑕᑯᒃᓴᑎᑦᑎᓂᖏᓐᓄᑦ?
ᑕᐅᑐᙳᐊᕆᑦ ᐃᓚᐅᖃᑕᐅᒐᕕᑦ ᖃᓄᐃᓕᐅᖅᑐᖃᖅᑐᒥᒃ ᐅᖓᑖᓂ 
3 ᐅᓪᓗᐃᑦ, ᐋᖅᑮᓯᒪᓪᓗᑎᑦ ᓯᕗᓂᐊᒍᑦ 15 ᒥᓂᔅᓯ ᐊᑯᓂᐅᑎᒋᔪᖅ 
ᑲᑎᒪᖃᑎᒋᒐᔭᖅᑕᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᖏᑦ 
ᓂᐅᕕᕈᒪᒐᔭᖅᑐᑦ ᓂᐅᕕᐊᒃᓴᓐᓂᒃ ᐊᒻᒪᓗ ᑭᒡᒐᖅᑐᐃᓪᓗᑎᑦ 
ᓂᐅᕕᖅᐸᑦᑐᓂᑦ ᓂᐅᕕᕐᕕᒋᔪᒪᔭᖕᓂᑦ.

ᓂᐅᕕᕈᒪᔪᑦ ᓂᐅᕕᐊᒃᓴᓕᖕᓄᑦ ᑲᑎᑎᑦᑎᓗᓂ ᐊᖏᔪᐊᓗᒻᒥ 
ᐊᑑᑎᖃᑦᑎᐊᑎᑦᑎᓲᑦ ᑲᓇᑕ ᓂᐅᕐᕕᒋᓗᒍᒃᑯᓐᓂᑦ ᐊᒻᒪᓗ 
ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑐᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᓐᓂᑦ.

ᐋᖅᑮᔭᕋᐃᒻᒪᑕ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᐃᖅᑲᓇᐃᔭᕐᕖᑦ 
ᑕᑯᒃᓴᑎᑦᑎᓂᖃᕐᓂᖏᑦ ᓯᕗᓂᐊᒍᑦ ᐋᖅᑭᒃᓯᒪᔮᖅᑐᓂᑦ ᑭᒃᑰᒻᒪᖔᕐᒥᒃ 
ᖃᐅᔨᑎᑦᑎᓇᓱᐊᖅᑐᑦ ᓂᐅᕕᖅᐸᑦᑐᓂᑦ ᓂᐅᕕᐊᒃᓴᖃᖅᑐᓂᓪᓗ 
ᓇᒻᒥᓂᖁᑎᖏᑦ ᑮᓇᐅᔭᖅᑖᖃᑦᑕᕐᓂᐊᕐᒪᑕ.

ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ 
ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕋᐃᒻᒪᑕ ᑲᓇᑕ ᓂᐅᕐᕈᕕᒋᓗᒍ ᓇᓗᓇᐃᖅᓯᓗᑎᑦ 
ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔪᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᓲᓂᑦ ᐊᕕᑦᑐᖅᓯᒪᔪᓂᑦ, ᖃᐅᔨᒪᔪᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ 
ᑕᐅᖅᓰᔨᒃᑯᑦ ᐱᕕᖃᕐᓂᖏᓐᓂᑦ ᐊᒻᒪᓗ ᑮᓇᐅᔭᖏᓐᓂᑦ ᖃᐃᖁᓗᑎᑦ 
ᑲᑎᖃᑎᒋᔭᐅᓗᑎᓪᓗ, ᐊᒻᒪᓗ ᑖᒃᑯᐊ ᓂᐅᕕᕈᒪᔪᑦ ᓂᕆᐅᓐᓂᖃᖅᐳᑦ 
ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᐊᕋᕕᑦ.

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑲᒻᐸᓂᐅᔪᑦ ᐃᓚᐅᖃᑕᐅᔪᒪᔪᑦ, 
ᐱᔭᕇᖅᓯᔭᕆᐊᓖᑦ ᐱᓇᓱᐊᕈᑎᒥᒃ ᑲᓇᑕ ᓂᐅᕐᕈᕕᒋᓗᒍᒃᑯᓐᓄᑦ ᐊᒻᒪᓗ 
ᐊᖏᖅᑕᐅᓇᓱᐊᕐᓗᑎᑦ. ᑕᒪᓐᓇ ᑕᑯᒃᓴᐅᑎᑦᑎᓗᓂ ᑕᐅᖅᓰᓂᕐᒧᑦ 
ᐅᐸᓗᖓᐃᖅᓯᒪᓂᕐᓂ ᒪᓕᑦᑕᐅᔭᕆᐊᓖᑦ ᒪᓕᑦᑕᐅᔭᕆᐊᖃᕐᒪᑕ. 
ᒪᓕᓪᓗᒋᑦ ᑖᒃᑯᐊ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᕐᒧᑦ ᒪᓕᑦᑕᐅᔭᕆᐊᓖᑦ 
ᐃᑲᔪᕋᔭᖅᑐᑦ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ 
ᖃᐅᔨᓴᕐᓗᑎᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᕐᓂ ᐃᓚᐅᖃᑕᐅᓗᑎᑦ. ᐊᕕᑦᑐᖅᓯᒪᔪᓂᑦ 
ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ 
ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕋᔭᖅᑐᑦ ᑲᓇᑕ ᓂᐅᕐᕈᕕᒋᓗᒍᒃᑯᓐᓄᑦ ᐱᔭᕇᖅᓯᑎᑦ 
ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᕐᒧᑦ ᖃᐅᔨᓴᖅᑕᐅᓂᖏᓐᓂᑦ.

ᑲᔪᓯᓂᖃᕐᓃᑦ ᑕᒪᒃᑯᓂᖓ ᖃᓄᐃᓕᐅᕈᑕᐅᔪᓂᑦ 
ᐃᓚᐅᖃᑕᐅᑎᑦᑎᒍᑕᐅᒍᓐᓇᕐᒥᔪᑦ ᐃᓕᖕᓂᒃ ᐊᓯᖏᓐᓂᒃ ᑲᓇᑕᒥ 
ᓂᐅᕕᐊᒃᓴᖃᓂᕐᒧᑦ ᓴᖅᑭᔮᖅᑎᑦᑎᓂᖏᓐᓂᑦ ᑲᓇᑕ ᓂᐅᕐᕈᕕᒋᓗᒍᒃᑯᓐᓄᑦ.

ᐊᓯᖏᑦ ᓄᓇᕐᔪᐊᕐᒥ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐃᖅᑲᓇᐃᔭᕐᕖᑦ ᑕᑯᒃᓴᐅᑎᑦᑎᓂᖃᕐᓂᖏᑦ ᐅᕝᕙᓘᓐᓃᑦ 
ᓂᐅᕕᐊᒃᓴᖃᕐᕕᐅᓂᖏᑦ ᓇᓂᔭᐅᔪᓐᓇᖅᑐᖅ ᑲᓇᑕ ᓂᐅᕐᕈᕕᒋᓗᒍ ᐃᑭᐊᖅᑭᕕᖓᓂ ᐅᕙᓂ:  
en.destinationcanada.com/resources-industry/Trade-shows-events 
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J.	ᑭᓱᓂᑦ ᐱᔭᕆᐊᖃᓲᖑᕙᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔩᑦ 
ᑖᒃᑯᓇᙵᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᒻᐸᓂᐅᔪᓂᑦ?

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔨᖏᑦ ᑲᒻᐸᓂᐅᔪᓂᑦ 
ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᔨᖃᐅᕆᐊᓕᑦ ᐊᔾᔨᒌᑎᑦᑐᒥᒃ, ᐱᐅᔪᒥᒃ 
ᓂᐅᕕᐊᒃᓴᖃᖃᑦᑕᖅᑐᓂᑦ ᐊᑭᖃᖅᑎᑦᑎᓲᑦ ᐊᑭᑦᑐᕋᐅᑎᓇᖅᑐᓂᑦ, 
ᐊᐅᓚᓂᖃᕐᓗᑎᑦ ᐃᓕᓴᕆᔭᐅᓯᒪᔪᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ 
ᒪᓕᑦᑕᐅᔭᕆᐊᓕᖕᓂᒃ ᒪᓕᓪᓗᑎᑦ.

ᕿᓂᓲᑦ ᑲᒻᐸᓂᐅᔪᓂᖅ ᐃᖅᑲᓇᐃᔭᖃᑎᒋᓂᐊᖅᑕᒥᓂᒃ 
ᓚᐃᓴᓐᓯᖃᐅᑦᑎᐊᖅᑐᓂᑦ, ᓇᓪᓕᐅᒃᑯᒫᖅᓯᒪᒧᓂᑦ ᐊᒻᒪᓗ ᑐᑭᓯᐅᒪᔪᑦ 
ᖃᓄᖅ ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕋᔭᕐᒪᖔᕐᒥᒃ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ 
ᐊᐅᓚᑦᑎᔨᖏᑦ. ᐊᒥᐊᓱᖅᑎᖅᑐᑎᑦ ᐊᕐᕌᒍᒥ, ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ 
ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᐃᖅᑲᓇᐃᔭᖃᑎᖃᖃᑦᑕᕋᔭᖅᑐᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᓂᑦ ᐅᖃᐅᓯᖃᕐᓗᑎᑦ ᑭᓱᓂᑦ 
ᓄᑖᖅᑕᖃᕐᒪᖔᖅ, ᓂᐅᕕᓗᐊᖅᐸᑦᑐᓂᑦ ᖃᓄᐃᓕᐅᖅᑐᖃᓕᕐᒪᖔᖅ, 
ᐊᒻᒪᓗ ᓇᓗᓇᐃᖅᓯᓗᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᒻᐸᓂᐅᔪᑦ 
ᐊᔾᔨᐅᙱᑦᑐᓂᑦ, ᐱᓪᓚᑦᑖᓂᒃ ᐊᒻᒪᓗ ᐱᐅᔪᒻᒪᕆᖕᓂᒃ 
ᐊᑐᖅᑎᑦᑎᖃᑦᑕᕋᔭᖅᑐᓂᑦ.

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔩᑦ ᑲᑐᔾᔨᓲᑦ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ 
ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖕᓄᑦ ᓄᑖᕐᓂᑦ ᐱᕙᓪᓕᐊᒍᑎᖃᖅᐸᓪᓕᐊᔪᓂᑦ 
ᓂᐅᕕᓗᐊᓲᕐᓂᑦ, ᑭᓱᓂᑦ ᓂᐅᕕᖅᑎᖁᑎᖏᑦ ᕿᓂᕐᒪᖔᑕ, 
ᐅᕝᕙᓘᓐᓃᑦ ᐱᓕᕆᐊᖃᕈᑕᐅᒍᒪᔪᓂᑦ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ 
ᑕᐅᖅᓰᔨᐅᖃᑎᒋᔭᐅᓂᐊᖅᑐᒧᑦ. ᑖᒃᑯᐊ ᑐᑭᓯᒋᐊᕈᑎᖏᑦ ᐊᑐᖅᑕᐅᓲᑦ 
ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᓐᓄᑦ 
ᐃᑲᔪᖅᑕᐅᖁᓪᓗᒋᑦ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔪᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᒻᐸᓂᐅᔪᑦ ᐊᕕᑦᑐᖅᓯᒪᔪᖏᓐᓂᑦ 
ᑐᑭᓯᓂᐊᕐᒪᑦ ᖃᓄᐃᓕᐅᕐᓕᒪᖓᕐᒥᒃ ᓂᐅᕕᐊᒃᓴᖃᕐᕕᒋᓲᖏᓐᓂᑦ 
ᐊᑦᑐᐃᓂᖃᕈᓐᓇᖅᑐᓂᑦ ᓇᒻᒥᓂᖁᑎᖏᓐᓂᑦ, ᐊᒻᒪᓗ ᖃᓄᐃᑦᑑᒻᒪᖔᕐᒥᒃ 
ᐅᖃᐅᓯᖃᕆᐊᓯᓗᑎᑦ ᓄᑕᕐᓄᑦ ᐱᕕᖃᕈᓐᓇᓕᕐᓂᖏᑦ 
ᓇᒻᒥᓂᖁᑎᖏᓐᓄᑦ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔪᑦ ᑲᒻᐸᓂᐅᔪᑦ.

ᐊᒥᓱᐊᖅᑎᖅᑐᑎᑦ ᐊᕐᕌᒍᒥ, ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ 
ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ 
ᐃᖅᑲᓇᐃᔭᖃᑎᖃᖃᑦᑕᓂᐊᖅᑐᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑕᐅᖅᓰᔨᓂᑦ ᐅᖃᐅᓯᖃᕐᓗᑎᑦ ᑭᓱᑦ ᓄᑖᖑᓕᕐᒪᖔᑕ, 
ᖃᓄᐃᓕᐅᓕᕐᒪᖔᑕᓗ ᓂᐅᕕᕈᒪᓗᐊᓲᕐᓂᑦ, 
ᓇᓗᓇᐃᖅᓯᓗᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑲᒻᐸᓂᖏᓐᓂᑦ 
ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᓲᓂᑦ ᐊᔾᔨᐅᙱᑦᑐᓂᑦ, ᐱᓪᓚᑦᑖᓂᑦ 
ᐊᒻᒪᓗ ᐱᐅᔪᒻᒪᕆᐊᓗᓐᓂᒃ ᐊᑐᖅᑎᑦᑎᓲᕐᓂᑦ.
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K.	ᓱᒻᒪᑦ ᑖᒃᑯᐊ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ 
ᕿᓂᓲᖑᒻᒪᖔᑕ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔪᓂᑦ ᑲᒻᐸᓂᐅᔪᓂᑦ

ᐃᓕᓴᕆᔭᐅᓯᒪᓗᓂ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ 
ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᑕᐅ*ᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᕋᖅᑕᐅᓗᑎᑦ 
ᑐᑭᖃᕐᒪᑦ ᑖᒃᑯᐊ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ 
ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᐅᑉᐱᕈᓱᑦᑎᐊᕐᓗᑎᑦ ᓇᓗᖅᑯᑎᙱᓪᓗᑎᑦ 
ᐃᓕᓴᖅᓯᔪᓐᓇᕐᒪᑕ ᓇᒻᒥᓂᖁᑎᖕᓂᑦ ᑕᐅᖅᓰᓂᕐᒧᑦ 
ᓂᐅᕕᐊᒃᓴᖃᖅᑎᑦᑎᓲᓂᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᕋᐃᓗᑎᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓇᒻᒥᓂᖁᑎᖃᖅᑎᐅᓗᑎᑦ 
ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᔨᐅᒐᕕᓪᓗ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔩᑦ 
ᓂᐅᕕᐊᒃᓴᖃᖅᑎᑦᑎᓲᑦ ᐃᖅᑲᓇᐃᔭᖃᑎᒋᔭᐅᔪᒧᑦ.

ᑕᒪᓐᓇ ᐊᔾᔨᒌᑐᐃᓐᓇᑦᑎᐊᖅᑕᖓ ᐃᖅᑲᓇᐃᔭᕐᕕᒋᓚᐅᖅᓯᒪᔭᕕᑦ 
ᖃᓄᐃᑦᑑᓂᕐᓂ. ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ 
ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᖃᐅᔨᒪᔭᕆᐊᖃᕐᒪᑕ ᑐᑭᓯᐅᒪᒐᕕᑦ ᐊᔾᔨᐅᙱᓐᓂᖏᓐᓂᑦ 
ᐱᔭᕆᐊᖃᓲᖏᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᓂᑦ ᓇᒻᒥᓂᖁᑎᒋᔭᐃᑦ 
ᐃᓕᓴᕆᔭᐅᓪᓚᑦᑖᓚᐅᙱᓐᓂᖓᓂᒃ.

ᐃᓕᖕᓄᑦ ᑐᙵᕕᖃᕋᔭᖅᑐᖅ ᐊᒻᒪᓗ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑕᐅᖅᓰᔨᖁᑎᖕᓂᑦ ᓇᓗᓇᐃᖅᓯᓗᓯ ᐃᑲᔪᕐᓂᖃᕋᔭᕐᒪᖔᖅ 
ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔫᒃ ᐊᖏᖃᑎᒌᒃᑯᔅᓯᒃ, ᑳᑐᓐᕌᒃᑦ−ᓕᐅᕈᔅᓯᒃ ᐅᕝᕙᓘᓐᓃᑦ 
ᓇᒻᒥᓂᖁᑎᔅᓯᖕᓄᒃ ᐃᓱᒪᓕᐅᖃᑎᒌᓪᓗᓯᒃ. ᐃᓱᒪᓕᐅᕈᑕᐅᒐᔭᖅᑐᐳᕐᓕ 
ᑖᒃᑯᓄᖓ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᒃᑯᓐᓂᑦ ᓂᐅᕕᐊᒃᓴᕆᔭᖕᓂᑦ 
ᓂᐅᕕᖅᑎᑦᑎᓇᓱᐊᖃᑦᑕᕋᔭᕐᒪᖔᕐᒥᒃ.

ᑖᒃᑯᐊ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓗᓂ ᒪᓕᑦᑕᐅᔭᕆᐊᓖᑦ 
ᐃᑲᔪᕋᔭᖅᑐᑦ ᐃᓕᖕᓂᒃ ᐅᐸᓗᖓᐃᖅᓯᒪᓗᑎᑦ ᓇᒻᒥᓂᖁᑎᒋᔭᐅᓂᖏᑕ 
ᓂᕆᐅᒋᔭᖏᓐᓂᑦ ᒪᓕᒃᑲᔭᕐᒪᖔᖅᐱᑦ.
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L. ᐊᕕᑦᑐᕐᓗᒋᑦ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔭᕆᐊᖃᕈᑏᑦ 
ᒪᓕᑦᑕᐅᔭᕆᐊᓕᖏᑦ

ᓱᒻᒪᑦ ᐱᒻᒪᕆᐅᕙ?
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᑦ ᑳᓐᑐᕌᒃᑦ−ᓕᐅᕋᐃᒻᒪᑕ ᑖᒃᑯᓂᖓ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᓲᑦ ᓇᒻᒥᓂᖁᑎᓖᑦ, 
ᖃᐅᔨᒪᔭᕆᐊᖃᕐᒪᑕ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᔨᐅᔪᖅ 
ᑲᒻᐸᓂ ᐊᐅᓚᑦᑎᖃᑦᑕᕐᓂᑰᒻᒪᑦ ᓇᒻᒥᓂᖁᑎᖓᓂᒃ ᐊᐅᓚᑎᑦᑎᓪᓗᓂᓗ 
ᓂᐅᕕᐊᒃᓴᖏᓐᓂᑦ ᐊᒻᒪᓗ ᐊᓪᓚᕝᕕᓕᕆᓂᖓᓂᒃ. ᖃᐅᔨᒪᔭᕆᐊᓖᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᔨᐅᔪᖅ ᑲᒻᐸᓂ ᖃᐅᔨᒪᔭᐅᑦᑎᐊᕋᒥ 
ᐊᐅᓚᓂᖃᑦᑎᐊᓲᖑᓂᖓᓂᒃ ᐊᑦᑕᓇᖅᑕᐃᓕᒪᖁᓪᓗᒋᑦ, ᐱᐅᔫᖁᓪᓗᒋᑦ 
ᐊᒻᒪᓗ ᑕᑎᒋᔭᒃᓴᐅᖁᓪᓗᒋᑦ.

ᑕᒪᓐᓇ ᐃᓱᒪᒋᒋᐊᖅᑐᒍ, ᐋᖅᑭᒃᓯᒪᓂᖃᑦᑎᐊᖅᑐᖅ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᔨᐅᔪᖅ ᑲᒻᐸᓂᐅᔪᑦ 
ᐱᔭᕆᐊᑭᓐᓂᖅᓴᐅᒍᓐᓇᑎᑦᑎᒐᔭᖅᑐᑦ ᑕᑯᒃᓴᐅᑎᑦᑎᓗᑎᑦ 
ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖏᓐᓂᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᖃᑎᒌᓲᖏᑦ 
ᐊᑕᐅᓯᕐᒥᒃ ᐱᖓᓱᓄᑦ ᑎᑭᓪᓗᒍ ᐊᐅᓚᓂᖃᖅᓯᒪᓕᕐᒪᑦ. ᓄᑖᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᔨᐅᔪᖅ ᑲᒻᐸᓂᐅᔪᑦ 
ᐃᖅᑲᓇᐃᔭᕈᓐᓇᙱᑦᑎᑕᐅᒐᔭᖅᑐᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑕᐅᖅᓰᔨᒃᑯᖏᓐᓂᑦ ᐋᖅᑮᑦᑎᐊᕈᓐᓇᓚᐅᖅᑎᓪᓗᒋᑦ ᑭᓯᐊᓂ 
ᐃᓱᒪᒋᔭᐅᑦᑎᐊᓲᖑᓂᖏᓐᓂᑦ ᑕᑎᒋᔭᐅᒍᓐᓇᕐᒪᑕ ᐊᒻᒪᓗ 
ᐅᑉᐱᕆᔭᐅᓕᕋᓱᐊᕐᓂᖏᓐᓂᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᒃᑯᓐᓄᑦ 
ᑕᑯᒃᓴᐅᑎᑦᑎᒍᑎᑦ ᓇᒻᒥᓂᖁᑎᖓᓂᒃ ᐊᐅᓚᓂᖃᖅᑎᑦᑎᑦᑎᐊᕈᓐᓇᕐᒪᑕ.

ᖃᓄᖅ ᑕᑯᒃᓴᐅᑎᑦᑎᔪᓐᓇᖅᐲᑦ 
ᐊᑐᖅᑕᐅᑎᑦᑎᒍᓐᓇᑦᑎᐊᓂᕐᓂ ᓇᒻᒥᓂᖁᑎᒋᔭᕐᓂ?
ᖃᓄᖅ ᑲᒻᐸᓂᐅᔪᖅ ᑕᑯᒃᓴᐅᑎᑦᑎᔪᓐᓇᕐᒪᑦ ᓂᐅᕕᐊᒃᓴᖃᖃᑦᑕᓕᕐᓂᑰᒻᒪᑕ 
ᐅᐸᓗᖓᐃᖅᓯᒪᓪᓗᑎᓪᓗ  ᓂᐅᕕᐊᒃᓴᖃᓲᖑᓂᖏᓐᓂᑦ  ᐊᕐᕌᒍᒧᑦ 
ᐊᑕᐅᓯᕐᒧᑦ? ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ 
ᑲᑐᔾᔨᖃᑎᒌᒋᔭᐃᑦ ᑕᑯᒃᓴᐅᑎᑦᑎᒍᑕᐅᔪᓐᓇᕆᕗᖅ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ 
ᑕᐅᖅᓰᔨᓂᑦ ᐃᓕᑉᐹᓪᓕᖅᑎᑦᑎᔪᓐᓇᕐᒥᔪᑦ ᑲᒻᐸᓂᖁᑎᒋᔭᕐᓂᑦ ᐊᒻᒪᓗ 
ᑲᔪᓯᓂᖃᑦᑎᐊᖅᓯᒪᓂᖓᓂᒃ. ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔩᑦ 
ᓂᐅᕕᐊᒃᓴᖃᖅᑎᑦᑎᓲᑦ ᐊᐱᕆᔪᓐᓇᕐᒥᔪᑦ ᐃᓕᖕᓂᒃ ᖃᓄᐃᑦᑐᓂᑦ 
ᓂᐅᕕᐊᒃᓴᖃᕐᕕᖃᖅᑎᑦᑎᓕᕐᒪᖔᖅᐱᑦ ᐅᕝᕙᓘᓐᓃᑦ ᑖᒃᑯᓂᖓ 
ᐊᐱᕆᓗᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔩᑦ ᓂᐅᕕᐊᒃᓴᖃᖅᑎᑦᑎᓲᓂᑦ 
ᐊᓯᖏᓐᓂᑦ ᐃᖅᑲᓇᐃᔭᖃᑎᖃᓲᖑᒻᒪᖔᖅᐱᑦ. ᐊᐱᕆᔪᓐᓇᕐᒥᔪᑦ 
ᐊᑐᐊᒐᕐᓂᑦ ᐊᑭᓕᖅᓱᐃᔾᔪᑎᕕᓪᓗ ᐋᖅᑭᓱᖅᓯᒪᓂᖏᓐᓂᑦ. ᑖᒃᑯᐊᓕᒫᑦ 
ᐊᐱᖅᑯᑏᑦ ᐃᑲᔪᕋᔭᖅᑐᑦ ᑖᒃᑯᓂᖓ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ 
ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᓐᓂᑦ ᐊᒻᒪᓗ/ᐅᕝᕙᓘᓐᓃᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔩᑦ ᓂᐅᕕᐊᒃᓴᖃᖅᑎᑦᑎᓲᓂᑦ 
ᑐᑭᓯᓗᑎᑦ ᐱᔪᓐᓇᓂᕐᓂ ᐅᕝᕙᓘᓐᓃᑦ ‘ᐅᐸᓗᖓᐃᖅᓯᒪᓂᕐᓂ’ 
ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕐᓗᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔩᑦ 
ᓂᐅᕕᐊᒃᓴᖃᖅᑎᑦᑎᓲᓂᑦ.

ᑕᐅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ 1 (ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ1)
ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔪᖅ ᐊᕐᕌᒍᒧᑦ ᐊᑕᐅᓯᕐᒧᑦ, ᐅᕝᕙᓘᓐᓃᑦ ᐊᐅᓚᑦᑎᓯᒪᓕᖅᑐᖅ ᓇᒻᒥᓂᖁᑎᖓᓂᒃ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕐᓗᓂ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᓂᕐᒥᒃ.

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔩᑦ ᑳᓐᑐᕌᒃᑦ 
−ᓕᐅᕋᐃᒻᒪᑕ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᔨᓂᑦ ᑲᒻᐸᓂᓂᑦ, 
ᖃᐅᔨᒪᔭᕆᐊᓖᑦ ᑲᒻᐸᓂᐅᔪᖅ 
ᐊᐅᓚᑎᑦᑎᓂᖃᖅᓯᒪᒐᓗᐊᕐᒪᖔᖅ 
ᓇᒻᒥᓂᖁᑎᖏᓐᓂᑦ ᓂᐅᕕᐊᒃᓴᖃᖃᑦᑕᕐᓗᓂ 
ᐊᓪᓚᕝᕕᓕᕆᖃᑦᑕᕐᓂᑰᓗᓂᓗ.

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 3 :  ᒪᓕᑦᑕᐅᓲᑦ − ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ



5 0 ᓇᒻ ᒥᓂᖃᕐ ᓂ ᕐᒧ ᑦ ,  ᓂ ᐅᕕᐊ ᒃ ᓴᖃ ᕐ ᓂ ᕐᒧ ᑦ  &  ᑕᐅᖅ ᓰ ᕐ ᓂᒧ ᑦ  ᐅ ᐸᓗᖓᐃᖅᓯ ᒪᓂᖅ ᐃᓕ ᓐᓂ ᐊ ᕋ ᒃ ᓴᖅ

TRADE READY 1
ᖃᓄᐃᓕᐅᕈᑎᒃᓴᖅ: 
The following activity is multiple choice. Please circle all the answers that apply.

You have been in business for one year and have been working with the DMO since you started. You have all your 
licenses, marketing materials and are considered Market Ready with your DMO. As you consider working with the Travel 
Trade, the Trade will want to learn more about your business. 

They will assess your readiness or fit with their programs by:

	 A. 	 Searching customer reviews on social media and trip review sites.

	 B. 	� Asking the DMO about your business — your activity, products and years in operation, service quality.

	 C. 	� Visiting your property and sampling your experience.

	 D. 	� Assessing your branding to see if it’s relevant to their customers.

	 E. 	� Discussing your prices and asking for commissionable rates.

	 F. 	� Asking your neighbors if you are nice people.

	 G. 	� Comparing you to your competitors and what they offer.

Best Answers

All of the above, except F. These choices are tangible relevant ways that the Travel Trade may assess your readiness to 
work with their company. They are looking for evidence of safety, satisfaction, reliability, credibility and more. Staying in 
touch with your DMO  
and encouraging your customers to use trip review sites is a proven way to build credibility in tourism.

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 3 :  ᒪᓕᑦᑕᐅᓲᑦ − ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ

L. ᐊᕕᑦᑐᕐᓗᒋᑦ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔭᕆᐊᖃᕈᑏᑦ 
ᒪᓕᑦᑕᐅᔭᕆᐊᓕᖏᑦ ᑲᔪᓯᔪᖅ

5 0 ᓇ ᒻ ᒥ ᓂ ᖃ ᕐ ᓂ ᕐ ᒧ ᑦ ,  ᓂ ᐅ ᕕ ᐊ ᒃ ᓴ ᖃ ᕐ ᓂ ᕐ ᒧ ᑦ  &  ᑕ ᐅ ᖅ ᓰ ᓂ ᕐ ᒧ ᑦ  ᐅ ᐸ ᓗ ᖓ ᐃ ᖅ ᓯ ᒪ ᓂ ᖅ  ᐃ ᓕ ᓐ ᓂ ᐊ ᕋ ᒃ ᓴ ᖅ  ᐅ ᖃ ᓕ ᒫ ᒐ ᑦ

ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ  1

ᖃᓄᐃᓕᐅᕈᑎᒃᓴᖅ:
ᐅᑯᐊ ᖃᓄᐃᓕᐅᕈᑎᒃᓴᑦ ᐊᒥᓱᓂᑦ ᓂᕈᐊᖅᓯᕕᒃᓴᐅᕗᖅ ᑭᐅᔾᔪᑎᖕᓂ.  ᐊᒻᒪᓗᑭᑖᓕᐅᖅᓯᓗᑎᑦ ᑕᒪᐃᓐᓂ ᑭᐅᔾᔪᑎᖕᓂ ᐃᓕᖕᓄᑦ ᑐᕌᖓᒍᑎᑦ. 

ᓇᒻᒥᓂᖁᑎᒋᔭᐃᑦ ᐊᐅᓚᑎᓕᕋᕕᐅᒃ ᐊᕐᕌᒍᒧᑦ ᐊᑕᐅᓯᕐᒧᑦ ᐊᒻᒪᓗ ᐃᖅᑲᓇᐃᔭᖃᑎᖃᖅᓯᒪᓕᖅᑐᑎᑦ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ 
ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᐱᒋᐊᔪᒐᕕᓂᑦ.  ᑕᒪᐃᓐᓂ ᓚᐃᓴᓐᓯᖃᓕᖅᑐᑎᑦ, ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᓴᖅᑭᔮᕈᑎᖃᓕᖅᑐᑎᑦ ᐊᒻᒪᓗ ᐃᓱᒪᒃᓴᖅᓯᐅᖅᑐᑎᑦ 
ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᖃᑎᒋᓂᐊᕋᕕᒋ ᑦ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ. ᐃᓱᒪᒃᓴᖅᓯᐅᖅᑎᓪᓗᑎᑦ 
ᐃᖅᑲᓇᐃᔭᖃᑎᒋᓂᐊᕐᒪᖔᖅᐱᒋᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔩᑦ ᓂᐅᕕᐊᒃᓴᖃᖅᑎᑦᑎᓲᑦ, ᑕᐅᖅᓰᔨᒃᑯᑦ ᐃᓕᑉᐹᓪᓕᕈᒪᓂᐊᖅᑐᑦ ᓇᒻᒥᓂᖁᑎᖕᓂᑦ. 

ᖃᐅᔨᓴᕐᓂᐊᕐᒪᑕ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᕐᓂ ᐅᕝᕙᓘᓐᓃᑦ ᓈᒻᒪᑦᑑᓂᕐᓂ ᐱᓕᕆᐊᖏᓐᓄᑦ ᐃᒪᓐᓇᐃᓕᐅᕐᓗᑎᑦ: 

A. ᕿᓂᕐᓗᑎᑦ ᓂᐅᕕᖅᑐᒥᓃᑦ ᐅᖃᐅᓯᒃᓴᖏᑦ ᖃᕋᓴᐅᔭᒃᑯᑦ ᐊᒻᒪᓗ ᐊᐅᓪᓚᐸᑦᑐᑦ ᐅᖃᐅᓯᒃᓴᖏᑦ ᐃᑭᐊᖅᑭᕕᖓᓂ.

B. ᐊᐱᕆᓗᑯᑦ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᓐᓂᑦ ᓇᒻᒥᓂᖁᑎᕕᑦ ᒥᒃᓵᓄᑦ − ᖃᓄᐃᓕᐅᓲᖑᓂᖏᑦ,
ᓂᐅᕕᐊᒃᓴᑎᑦ ᐊᒻᒪᓗ ᐊᕐᕌᒍᓂᑦ ᖃᑦᑎᓂᑦ ᐊᐅᓚᑦᑎᓕᕐᒪᖔᖅᐱᑦ, ᐱᐅᔫᓂᖓᓗ ᐱᔨᑦᑎᕋᕈᑎᕕᑦ.

C. ᑕᑯᔭᖅᑐᕐᓗᑎᑦ ᓇᒻᒥᓂᖁᑎᖕᓂᑦ ᐊᒻᒪᓗ ᐆᑦᑐᕋᕐᓗᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᖅᑎᑦᑎᓲᖑᓃᑦ

D. ᖃᐅᔨᓴᕐᓗᑎᑦ ᓇᓗᓇᐃᒃᑯᓯᖅᓱᖅᓯᒪᓂᕐᓂ ᖃᐅᔨᓇᓱᐊᕐᓗᑎᑦ ᑐᕌᖓᒐᓗᐊᕐᒪᖔᑕ ᓂᐅᕕᖅᐸᑦᑐᖁᑎᖏᓐᓄᑦ.

E. ᐅᖃᐅᓯᖃᕐᓗᑎᑦ ᐊᑭᖏᓐᓂᑦ ᓂᐅᕕᐊᒃᓴᕕᑦ ᐊᒻᒪᓗ ᖄᖓᒍᒃᑲᓐᓂᖅ ᐊᑭᓕᐅᑕᐅᖃᑦᑕᕋᔭᖅᑐᓂᑦ.

F. ᐊᐱᕆᓗᑎᑦ ᓴᓂᓪᓕᖕᓂᑦ ᐃᓄᑦᑎᐊᕙᐅᒐᓗᐊᕐᒪᖔᖅᐱᑦ.

G. ᐊᔾᔨᒌᙱᓐᓂᖏᓐᓂᑦ ᐃᕕᑦ ᐊᓯᖏᓪᓗ ᐊᑭᑦᑐᕋᐅᑎᖃᑎᕕᑦ ᖃᐅᔨᓴᕐᓗᑎᑦ ᐊᒻᒪᓗ ᑭᓱᓂᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᓲᖑᒻᒪᖔᑕ ᖃᐅᔨᓴᕐᓗᑎᑦ.

ᑭᐅᔾᔪᑎᑦᑎᐊᕙᐅᓛᑦ

ᑕᒪᐃᓐᓂ ᖁᓛᓃᑦᑐᓕᒫᑦ, ᑭᓯᐊᓂ F.  ᑖᒃᑯᐊ ᓂᕈᐊᕋᒃᓴᑦ ᑐᕌᖓᓂᖃᓪᓚᑦᑖᖅᐳᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔩᑦ ᖃᐅᔨᓴᕈᓐᓇᕋᔭᖅᑐᑦ 
ᐅᐸᓗᖓᐃᖅᓯᒪᓂᕐᓂ ᖃᐅᔨᒪᓗᑎᑦ ᑲᒻᐸᓂᖓᒥᒃ.  ᕿᓂᕐᒪᑕ ᓇᓗᓇᐃᒃᑯᑕᓂᒃ ᐊᑦᑕᓇᖅᑕᐃᓕᒪᑎᑦᑎᓲᖑᔪᓂᑦ ᑲᒻᐸᓂᓂᑦ, ᓈᒻᒪᒋᔭᐅᓲᓂᑦ, 
ᑕᑎᒋᔭᐅᓲᓂᑦ, ᐅᑉᐱᕆᔭᒃᓴᐅᔪᓂᑦ ᐊᓯᒃᑲᓐᓂᖏᓐᓂᓪᓗ.  ᐅᖃᖃᑎᒋᖃᑦᑕᕐᓗᒋᑦ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖕᓂᑦ 
ᑲᔪᖏᖅᓴᐃᖃᑦᑕᕈᕕᑦ ᐱᔨᑦᑎᖅᑕᖕᓂᑦ ᕿᒥᕐᕈᖃᑦᑕᖁᓗᒋᑦ ᐊᐅᓪᓚᖃᑦᑕᖅᑐᑦ ᐅᖃᐅᓯᒃᓴᖏᓐᓂᑦ ᐊᑐᖅᑕᒥᓂᖏᑕ 
ᐅᑉᐱᕆᔭᐅᓕᖅᐸᓪᓕᐊᒍᓐᓇᖅᑐᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ ᐱᓕᕆᑦᑎᐊᓲᖑᓂᕐᓂ.

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 3:  ᒪᓕᑦᑕᐅᔭᕆᐊᓖᑦ − ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ 

L. ᐊᕕᑦᑐᕐᓗᒋᑦ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔭᕆᐊᖃᕈᑏᑦ
ᒪᓕᑦᑕᐅᔭᕆᐊᓕᖏᑦᑲᔪᓯᔪᖅ
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ᖄᖓᒍᒃᑲᓐᓂᖅᐊᑭᓕᐅᑎᖃᕐᓂᑦ,ᐊᑭᓕᕆᐊᓖᑦᐊᑭᓕ
ᓚᐅᖅᑎᓪᓗᒋᑦᑮᓇᐅᔭᖅᑖᕐᓂᖅᐊᒻᒪᓗᓂᐅᕕᐊᒃᓴᑦᐊᑭ
ᖏᑦ ᓱᒻᒪᑦᐱᒻᒪᕆᐅᕙ?
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔩᑦ ᓂᐅᕕᐊᒃᓴᖃᓲᑦ ᐱᓕᕆᖃᓲᖑᒻᒪᑕ 
ᐋᖅᑮᓯᒪᔪᓂᑦ ᒪᓕᑦᑐᑎᑦ ᐊᑭᐅᔪᓂᑦ (ᐅᕝᕙᓘᓐᓃᑦ ᐊᒥᓲᓂᖏᑦ 
ᐊᑭᓕᐅᑕᐅᔭᕆᐊᓖᑦ ᑎᑎᖅᑐᖅᓯᒪᓂᖏᑦ), ᐃᑭᐊᖅᑭᕕᒻᒥ ᐊᒻᒪᓗ 
ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᓴᖅᑭᔮᕐᔫᒥᑎᑦᑎᓲᖑᓪᓗᑎᑦ ᓯᕗᓂᐊᒍᒻᒪᕆᒃ 
ᓂᐅᕕᐊᒃᓴᖃᕐᓇᐅᓚᐅᙱᑦᑎᓪᓗᒍ/ᐊᐅᓚᑦᑎᓐᓇᐅᓚᐅᙱᑎᓪᓗᒍ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ (12-18 ᑕᖅᑮᑦ ᓯᕗᓂᐊᒍᑦ). ᑖᒃᑯᐊ 
ᕿᑲᕆᐊᕐᓂᕐᒧᑦ ᑲᑎᖅᓱᖅᓯᒪᔪᑦ ᐊᒻᒪᓗ ᐃᓗᓕᖏᑦ 
ᓴᖅᑭᔮᖅᑎᑕᐅᓕᓲᑦ ᐊᐅᓪᓚᓂᐊᖅᑐᓄᑦ ᐃᓂᒃᓴᓕᐅᖅᑎᓄᑦ ᐊᒻᒪᓗ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᐅᓚᑎᑦᑎᔨᓄᑦ ᓂᐅᕕᖅᐸᑦᑐᓄᑦ ᐸᕐᓇᑎᓪᓗᒋᑦ 
ᕿᑲᕆᐊᕈᑎᒋᓂᐊᖅᑕᖏᓐᓂᑦ.

ᐆᑦᑑᑎᒋᓗᒍ, ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᒃᑯᑦ ᕿᓂᕋᔭᖅᑐᑦ 
ᐊᑭᓕᖏᓐᓂᒃ ᑖᒃᑯᓇᙵᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᒻᐸᓂᐅᔪᑦ 
ᐅᑭᐊᒃᓵᕈᕋᑖᖅᑎᓪᓗᒍ 2016-ᒥ ᐊᐅᔭᐅᓛᖅᑐᒧᑦ ᐊᐅᓪᓚᕐᓗᑎᑦ 
2017−ᒥ. ᑖᒃᑯᐊ ᐊᑭᖏᑦ ᐊᓯᔾᔨᕆᐊᖃᕋᔭᙱᑦᑐᑦ ᓇᓕᐊᓐᓄᑐᐃᓐᓇᖅ 
ᐃᓂᒃᓴᓕᐊᕆᔭᖏᓐᓄᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᖏᑦᑕ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᒻᐸᓂᐅᔪᒧᑦ ᑕᐃᑲᓂ ᐊᑯᓂᐅᓂᖓᓂᒃ.  
ᐊᑭᑦᑐᕆᐊᕆᐊᖃᙱᑦᑐᑦ ᐊᖏᕈᑕᐅᓚᐅᖅᑎᓪᓗᒋᑦ ᐊᑭᒋᒐᔭᖅᑕᖏᑦ 
ᐊᒻᒪᓗ ᐊᑭᖏᑦ ᐃᓱᒪᓕᐅᕈᑕᐅᓯᒪᔪᑦ ᑎᑎᕋᖅᑕᐅᒐᔭᖅᑐᑦ ᑳᓐᑐᕌᒃᑦ−
ᓕᐊᕆᔭᐅᓗᑎᓪᓘᓐᓃᑦ.

ᓇᓗᓇᐃᖅᑕᐅᓯᒪᓪᓗᑎᑦ ᓂᐅᕕᐊᒃᓴᑦ ᓇᐅᒃᑰᓲᖑᓂᖏᑕ 
ᑎᑎᖅᑐᖅᓯᒪᓂᖏᑦ ᑕᑯᒃᓴᐅᑎᑕᐅᖅᑲᐅᔪᒥᒃ, ᒪᓕᑦᑕᐅᓲᖑᔪᑦ 
ᖃᐅᔨᓴᕐᓗᒋᑦ ᐊᑭᖏᑦ ᐊᑭᓕᕇᖅᑐᒋᑦ ᐊᑭᓕᕆᐊᓖᑦ ᐊᒥᓲᓂᖏᑦ ᑮᓇᐅᔭᑦ 
ᐅᑎᖅᑐᑦ ᑕᐅᖅᓰᔨᒧᑦ 20% ᐊᒻᒪᓗ 30%−ᖑᔪᓄᑦ ᐅᑎᕐᕕᐅᓂᐊᖅᑐᑦ 
(ᐅᕝᕙᓘᓐᓃᑦ ᐊᑭᑭᓪᓕᒋᐊᖅᓯᒪᔪᑦ). ᓴᖅᑮᑎᑦᑎᓯᒪᒍᕕᑦ ᐊᑭᖓᓂᒃ 
$1,000, ᐋᔩᕋᕈᑎᒋᓯᒪᔭᖏᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᒃᑯᓐᓄᑦ 
ᐃᒪᓐᓇᐅᓂᐊᖅᑐᑎᖅ $700 ᐅᕝᕙᓘᓐᓃᑦ $800 ᖄᖓᒍᒃᑲᓐᓂᖅ 
ᐊᑭᓕᐅᑎᒋᐅᔪᑦ ᐃᓱᒪᒃᓴᖅᓯᐅᕈᑕᐅᓚᐅᖅᑎᓪᓗᒋᑦ. ᐃᖅᑲᓇᐃᔭᖃᑎᒋᓪᓗᒍ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔩᑦ ᐊᑭᓕᖅᑕᐅᔾᔪᑎᒋᓂᐊᖅᑕᖏᓐᓂᒃ 
ᐅᖃᐅᓯᖃᕐᓗᓯ, ᐃᖅᑲᓇᐃᖃᖅᑐᑎᑦ ᖃᐅᔨᒪᑦᑎᐊᕐᓗᑎᑦ ᐊᑭᖏᑦ 
ᐊᓯᔾᔨᖅᓯᒪᓗᐊᔾᔮᙱᒻᒪᑕ ᓂᐅᕕᖅᐸᑦᑐᒧᑦ ᓂᐅᕕᐊᒃᓴᖕᓄᑦ; ᑭᓯᐊᓂᓕ 
ᐋᔩᕋᖃᑎᒌᒍᑕᐅᔪᑦ ᐊᑐᓂ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᐅᔪᓂᑦ 
ᐊᔾᔨᒌᙱᒍᓐᓇᕐᒥᔪᑦ ᐊᒻᒪᓗ ᐊᓯᖏᓐᓄᑦ ᖃᐅᔨᔭᐅᔭᕆᐊᖃᕋᑎᑦ, 
ᐃᕝᕕᑐᐊᖅ ᐊᒻᒪᓗ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᖏᑦ ᑭᓯᐊᓂ 
ᖃᐅᔨᒪᔭᕆᐊᓖᒃ.

ᖃᓄᖅ ᑕᑯᒃᓴᐅᑎᑦᑎᔪᓐᓇᖅᐲᑦ ᑕᐅᖅᓰᖃᑎᖃᕐᓂᕐᒧᑦ 
ᐅᐸᓗᖓᐃᖅᓯᒪᒐᕕᑦ?
ᐊᑭᖏᓐᓂᑦ ᐋᖅᑮᓯᒪᓗᓂ, ᐊᑐᐊᒐᕐᓂᑦ, ᐊᑭᓕᖅᓱᖅᑕᐅᔾᔪᑎᒋᓂᐊᖅᑕᖏᑦ 
ᑕᐅᖅᓰᔨᒃᑯᑦ ᑐᑭᓯᒋᐊᕈᑎᖏᑦ, ᐊᓯᖏᓪᓗ ᐃᑲᔫᑎᑦᑎᐊᕙᐃᓐᓇᐅᕗᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᒻᐸᓂᐅᔪᖅ ᐊᐱᕆᔭᐅᒐᔭᖅᑐᖅ 
ᑐᓂᓯᓗᓂ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᑕᐅᖅᓰᔨᖏᓐᓂᒃ ᑕᐃᑲᓂ 
ᑲᑎᒪᖃᑎᒋᔭᐅᓂᐊᓕᖅᑎᓪᓗᒋᑦ, ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐅᖄᓚᑎᓪᓗᒋᑦ 

ᐅᕝᕙᓘᓐᓃᑦ ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕆᐊᙵᕋᓱᐊᖅᑎᓪᓗᒋᑦ. ᖃᐅᔨᒪᑦᑎᐊᕆᑦ 
ᐅᐸᓗᖓᐃᖅᓯᒪᒐᓗᐊᕐᒪᖔᖅᐱᑦ ᐅᖃᐅᓯᖃᕐᓂᐊᕐᓗᑎᑦ ᖃᓄᖅ 
ᐊᐅᓚᑦᑎᓂᐊᕐᒪᖔᖅᐱᑦ ᐊᖏᕈᑎᒥᒃ ᐊᒻᒪᓗ ᐱᔨᑦᑎᕋᕋᔭᕋᕕᑦ 
ᓂᐅᕕᖅᑎᑦᑎᔪᒥᓂᐅᓐᓂᕈᑎᑦ.

ᒫᓐᓇᓕ ᑕᐃᒪ ᖃᐅᔨᓴᓕᕐᒥᑕ ᐊᔾᔨᒌᙱᓐᓂᖏᓐᓂᑦ ᐊᑭᓕᖅᑕᐅᔾᔪᑏᑦ 
ᐋᖅᑭᓱᖅᓯᒪᓂᖏᓐᓂᑦ ᐊᒻᒪᓗ ᖃᓄᖅ ᑐᑭᖃᕐᒪᖔᑕ.

1. ᐊᑭᓕᖅᑕᐅᔾᔪᑏᑦ ᖄᖓᒍᑦ ᓂᐅᕕᖅᑎᑦᑎᔪᖃᖅᑐᒥᓂᐅᓚᐅᖅᑎᓪᓗᒋᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᔨᐅᔪᖅ ᑲᒻᐸᓂᐅᔪᑦ, 
ᖃᖓᑕᓲᓕᕆᔩᑦ ᐅᕝᕙᓘᓐᓃᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᐅᓚᑎᑦᑎᔩᑦ 
ᐊᑭᓖᓲᑦ ᐊᐅᓪᓚᓂᐊᖅᑐᓂᑦ ᐃᓂᒃᓴᓕᐅᕆᔨᒥᒃ ᐅᑯᓂᖓ 
ᐃᓂᒃᓴᓕᐅᓚᐅᖅᑎᓪᓗᒋᑦ.

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᒻᐸᓂᐅᔪᖅ ᐊᐅᓪᓚᐅᔾᔨᔨᓘᓐᓃᑦ 
ᐊᑭᓕᖅᑕᐅᓚᐅᖅᑎᓪᓗᒍ ᐊᐅᓪᓚᓂᐊᖅᑐᓂᑦ ᐃᓂᒃᓴᓕᐅᕈᔨᒧᑦ, 
ᐊᑭᓕᖅᑕᒥᓂᐅᓪᓗᓂ ᐱᔨᑦᑎᖅᑕᐅᓂᐊᖅᑐᒧᑦ, ᐊᐅᓪᓚᑎᑦᑎᒍᓐᓇᓲᑦ 
ᓯᒃᑭᒃᓴᔭᒥᒃ ᐊᐅᓪᓚᓂᐊᖅᑐᓄᑦ ᐃᓂᒃᓴᓕᐅᕆᔨᒧᑦ ᐊᒥᓲᓂᑦ 10%−
ᖑᓗᑎᑦ ᑕᒪᐃᓐᓂ ᐊᑭᒥᓂᖓ ᒪᓕᓪᓗᒍ ᓂᐅᕕᐊᕆᔭᒥᓂᑦ ᑖᒃᑯᐊ 
ᐊᒥᓲᓂᖏᑦ ᐳᓴᓐᑎᐅᔪᑦ ᐊᖏᕈᑎᒋᔭᒥᓂᐅᓐᓂᕈᑎᑦ. ᑖᓐᓇ ᖄᖓᒍᑦ 
ᐊᑭᓕᐅᑕᐅᓲᑦ ᓂᐅᕕᖅᑎᑦᑎᔪᒥᓂᐅᓂᖏᓐᓄᑦ.

2. ᐊᑭᓕᕆᐊᓖᑦ ᐊᑭᓕᖅᑕᐅᓚᐅᖅᑎᓪᓗᒋᑦ ᐊᑭᖏᑦ 
ᐅᕝᕙᓘᓐᓃᑦ ᐊᑭᖏᑦ ᐊᑭᓕᖅᓯᔪᒥᓂᐅᓚᐅᖅᑎᓪᓗᒍ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᐅᓚᑎᑦᑎᔨᑉ ᐅᕝᕙᓘᓐᓃᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᐊᒥᓱᓂᑦ ᓂᐅᕕᐊᒃᓴᖃᓲᖅ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑲᒻᐸᓂᐅᔪᒥᒃ. ᐊᑭᓕᖅᑕᐅᕙᙱᑦᑐᑦ ᖄᖓᒍᒃᑲᓐᓂᖅ 
ᐊᑭᓕᐅᑕᐅᓲᓂᑦᓂᐅᕕᖅᑎᑦᑎᔪᒥᓂᐅᓂᖏᓐᓄᑦ ᐊᓪᓚᕝᕕᓕᕆᓂᐊᕋᑎᓪᓗ 
ᖄᖓᒍᒃᑲᓐᓂᖅ ᐊᑭᓕᐅᑎᐅᔪᑦ ᓯᒃᑭᓕᐅᓂᕐᒥᕐᒃ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑲᒻᐸᓂᖃᐅᖅᑐᓂᑦ.

3. ᓂᐅᕕᕐᕕᖏᓐᓂ ᐊᑭᖏᑦ ᓂᐅᕕᐊᒃᓴᖃᖅᑐᑦ ᐊᔾᔨᒌᙱᓐᓂᖏᑦ 
ᓂᐅᕕᐊᒃᓴᖃᖅᑎᑦᑎᔪᑉ ᓂᐅᕕᕐᕕᖓᓂ ᐊᑭᖓ ᐊᒻᒪᓗ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᑉ ᐊᑭᓕᖅᑕᐅᓂᖓ, ᐊᒥᓲᓂᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔩᑦ ᐱᓲᖏᑦ ᐊᑭᓕᐅᑕᐅᖁᓪᓗᒋᑦ 
ᐊᑭᓕᐅᑎᒋᒋᐊᓕᖏᑦ ᓴᖅᑭᔮᖅᑎᑦᑎᓂᕐᒧᑦ ᐊᒻᒪᓗ ᓂᐅᕕᐊᒃᓴᖃᕐᓗᓂ 
ᐊᑭᓕᐅᑎᒋᔭᐅᓲᕐᒧᑦ ᓂᐅᕕᖅᑐᒧᑦ ᐊᒻᒪᓗ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑲᒻᐸᓂᐅᓪᓗᑎᑦ ᐊᐅᓪᓚᐅᔾᔨᔨᐅᓪᓗᑎᑦ ᑎᑭᓐᓇᓱᐊᖅᑕᐃᑦ 
ᐊᔾᔨᖃᐸᓗᓪᓗᑎᑦ ᐊᑭᖏᓐᓂᑦ ᑕᒪᐃᓐᓂᓕᒫᖅ ᓂᐅᕕᐊᒃᓴᕆᔭᐅᓲᑦ 
ᓇᐅᒃᑰᓲᖑᓂᖏᑎᒎᓲᓂᑦ. ᐆᑦᑑᑎᒋᓗᒍ, ᓂᐅᕕᖅᑐᖅ ᐊᑭᓖᔭᕆᐊᓕᒃ 
ᐊᔾᔨᐸᓗᖓᓂᒃ ᓂᐅᕕᕐᕕᒻᒥ ᓂᐅᕕᐊᒃᓴᐅᓲᑦ ᐊᑭᖏᓐᓂᑦ 
ᐃᓕᒃᑯᑦ ᐃᓂᒃᓴᓕᐅᕐᓂᕈᓂ ᐅᕝᕙᓘᓐᓃᑦ ᐃᖅᑲᓇᐃᔭᖃᑎᒋᔭᕐᓄᑦ, 
ᐅᕝᕙᓘᓐᓃᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᖓᒍᑦ ᐃᖅᑲᓇᐃᔭᖃᑎᑎᑦ 
ᓱᑯᑦᑎᐊᓃᒃᑲᓗᐊᕈᑎᑦ.

ᐅᑯᐊ ᐃᓚᖏᑦ ᐆᑦᑑᑎᖃᖅᑎᑦᑎᓂᐊᖅᑐᑦ ᖃᓄᖅ ᐋᖅᑮᔪᓐᓇᕐᒪᖔᖅᐱᑦ 
ᐊᑭᖏᓐᓂᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅ*ᓰᔨᖏᓐᓄᑦ ᐊᒻᒪᓗ ᖃᓄᖅ 
ᐋᖅᑮᓲᖑᒻᒪᖔᑕ ᐊᑭᖏᓐᓂᑦ ᐊᒻᒪᓗ ᐋᔩᕋᕈᑎᒋᔭᐅᓯᒪᔪᓂᑦ 
ᐊᒥᓲᓂᖏᓐᓂᑦ ᐱᖃᑦᑕᕐᓂᐊᖅᑕᖏᓐᓂᑦ.

ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ 2 (TR2) 

ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᓗᓂ ᐊᒥᓱᓂᑦ ᓂᐅᕕᐊᒃᓴᓂᑦ (ᐊᑭᓕᖅᑕᐅᔭᕆᐊᓖᑦ ᐊᑭᓕᖅᑕᐅᓚᐅᖅᑎᓪᓗᒋᑦ ᑮᓇᐅᔭᓂᑦ ᐊᑭᓕᖅᑕᐅᓕᕐᓗᓂ/
ᖄᖓᒍᒃᑲᓐᓂᖅ ᐊᑭᓖᓗᓂ ᓂᐅᕕᖅᑐᖃᓚᐅᖅᑎᓪᓗᒍ) ᐊᑭᖏᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔩᑦ ᓂᐅᕕᐊᒃᓴᖃᖅᑎᑦᑎᓲᓄᑦ ᐋᔩᕋᕈᑕᐅᓯᒪᔪᑦ 
ᐊᑯᓂᐅᓂᕆᒐᔭᖅᑕᖓᓂᒃ, ᑖᒃᑯᓂᖓ ᐊᑭᖃᖅᑎᑦᑎᒐᔭᖅᑐᓂᓗ ᐊᕐᕌᒍᒧᑦ ᓯᕗᓂᐊᒍᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓇᐅᓚᐅᙱᑦᑎᓪᓗᒍ ᐊᒻᒪᓗ 
ᐊᑭᖃᖅᑎᑦᑎᓂᐊᖅᑐᓂ ᐊᓯᔾᔩᙱᓪᓗᓂ ᓂᐅᕕᐊᒃᓴᖃᕐᓇᒥ.

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 3 :  ᒪᓕᑦᑕᐅᓲᑦ − ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ

L. ᐊᕕᑦᑐᕐᓗᒋᑦ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔭᕆᐊᖃᕈᑏᑦ 
ᒪᓕᑦᑕᐅᔭᕆᐊᓕᖏᑦ ᑲᔪᓯᔪᖅ



5 2 ᓇᒻ ᒥᓂᖃᕐ ᓂ ᕐᒧ ᑦ ,  ᓂ ᐅᕕᐊ ᒃ ᓴᖃ ᕐ ᓂ ᕐᒧ ᑦ  &  ᑕᐅᖅ ᓰ ᕐ ᓂᒧ ᑦ  ᐅ ᐸᓗᖓᐃᖅᓯ ᒪᓂᖅ ᐃᓕ ᓐᓂ ᐊ ᕋ ᒃ ᓴᖅ

ᓂᐅᕕᐊᒃᓴᕕᑦ ᐊᑭᖏᓐᓂᑦ ᐋᖅᑭᒃᓱᐃᓂᖅ
ᓂᐅᕕᐊᒃᓴᐅᔪᖅ ᐊᑭᖃᕆᐊᓕᒃ ᐊᑭᓕᖅᑕᐅᔪᓐᓇᓂᐊᕐᒪᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᒻᐸᓂᐅᔪᒧᑦ ᓂᐅᕕᐊᒃᓴᖃᕈᓐᓴᖁᓪᓗᒋᑦ ᐊᒻᒪᓗ 
ᖃᑭᒍᑎᓕᐅᖅᓯᓐᓈᕐᓗᑎᑦ, ᐊᒻᒪᓗ ᐊᑭᖏᑦ ᐊᑭᑦᑐᕋᐅᑎᓯᒪᔭᕆᐊᓖᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔩᑦ ᓂᐅᕕᐊᒃᓴᕆᔪᓐᓇᕋᔭᕐᒪᒋᑦ. 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔩᑦ ᓂᐅᕕᐊᒃᓴᖃᖅᑎᓪᓗᒋᑦ ᐊᑭᖓ 
ᐃᓕᖕᓄᑦ ᐊᔾᔨᖃᐸᓗᒋᐊᓕᒃ ᓴᖅᑭᖅᑎᑕᐅᓯᒪᔪᓂᑦ ᓂᐅᕕᐊᒃᓴᕆᔭᐅᔪᑦ 
ᐊᑭᖏᓐᓂᒃ ᐊᑐᐃᓐᓇᐅᒪᑎᓲᕐᓄᑦ ᓂᐅᕕᖅᑐᖁᑎᖕᓄᑦ ᐱᔨᑦᑎᓲᕐᓄᑦ. 

ᐊᑭᑦᑐᕋᐅᑎᖃᑎᖃᕐᓗᓂ

ᑐᑭᓯᐅᒪᓗᓂ ᖃᓄᖅ ᐊᑭᖃᖅᑎᑦᑎᓂᐊᕐᒪᖔᖅᐱᑦ ᐊᐅᓪᓚᐅᔾᔨᓗᑎᑦ 
ᓂᐅᕕᖅᑕᐅᖁᓪᓗᒋᑦ ᑐᑭᖃᕐᒪᑦ ᖃᐅᔨᒪᓗᑎᑦ ᐊᑭᑦᑐᕋᐅᑎᔭᑎᑦ ᖃᑦᑎᓂᑦ 
ᐊᑭᖃᖅᑎᑎᒻᒪᖔᑕ ᐊᒻᒪᓗ ᖃᑦᑎᓂᑦ ᐊᑭᓖᒍᒪᒻᒪᖔᕐᒥᒃ ᐱᔨᑦᑎᖅᑕᐅᓲᑦ.

•	ᑭᓱᒥᒃ ᓂᐅᕕᐊᒃᓴᖃᕋᕕᑦ ᐊᒻᒪᓗ ᑭᒃᑯᑦ ᓂᐅᕕᐊᒃᓴᖃᕆᕙᑦ 
ᓂᐅᕕᐊᒃᓴᕆᕙᒃᑕᖕᓂᑦ?

•	ᖃᑦᑎᓂᑦ ᐊᑭᓖᑎᑦᑎᓲᖑᕙᑦ ᐊᑭᑦᑐᕋᐅᑎᖃᑎᑎᑦ ᐊᔾᔨᐸᓗᐊᓂᒃ 
ᐊᐅᓪᓚᐅᔾᔨᖃᑦᑕᑎᓪᓗᒋᑦ?

•	ᖃᑦᑎᓂᒃ ᐊᑭᒍᒪᒐᔭᖅᐸᑦ ᐊᐅᓪᓚᐅᔾᔭᐅᓗᑎᑦ ᐱᔨᑦᑎᕋᓲᑎᑦ?

•	ᑭᒃᑯᑦ ᐃᑲᔪᕈᒪᒐᔭᖅᐸᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓗᑎᑦ ᓂᐅᕕᐊᒃᓴᖕᓂᑦ 
ᐊᒻᒪᓗ ᖃᑦᑎᕌᖅᑎᑦᑎᒐᔭᖅᐸᑦ ᐋᔩᕋᕈᑎᖏᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓗᑎᑦ 
ᐊᑭᓕᖅᓱᖅᑕᐅᔾᔪᑎᒃᓴᖏᑦ?

•	ᖃᑦᑎᐅᕙᑦ ᖃᑭᒍᑎᒋᒐᔭᖅᑕᑎᑦ? ᐃᖅᑲᓇᐅᒪᒋᑦ ᐊᑭᖏᓐᓂᒃ 
ᐋᖅᑮᓂᐊᙱᓪᓗᑎᑦ ᖃᑭᒍᑎᒃᓴᖃᕐᓂᐊᙱᒃᑯᓂ. ᓇᒻᒥᓂᖅ 
ᐊᑭᓖᖅᑳᖏᓐᓇᕆᑦ, ᓇᓚᐅᑦᑖᕐᒥᓗᒋᓪᓗ ᖄᖓᒍᒃᑲᓐᓂᖅ ᐊᑭᖏᑦ 
ᐋᖅᑭᓱᖅᓯᒪᔪᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᖁᑎᑎᑦ.

ᒪᓕᖃᑦᑕᕐᓗᒋᑦ:

•	ᐊᐅᓪᓚᓂᐊᖅᑐᓂᑦ ᐃᓂᒃᓴᓕᐅᕆᔩᑦ ᐊᑭᓕᖅᑕᐅᓲᑦ 10%-
ᓂᑦ ᖄᖓᒍᒃᑲᓐᓂᖅ ᓂᐅᕕᖅᑎᑦᑎᔪᒥᓂᐅᓚᐅᖅᑎᓪᓗᒋᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᐅᓚᑦᑎᔨᖏᓐᓄᑦ, ᐅᕝᕙᓘᓐᓃᑦ ᑖᒃᑯᓇᙵᑦ 
ᐊᐅᓪᓚᐅᔾᔨᔨᓂᑦ ᐃᓂᒃᓴᓕᐅᕐᓂᕋᐃᒻᒪᑕ.

•	ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᐅᓚᑦᑎᔩᑦ ᐊᑭᓕᖅᑕᐅᓲᑦ 20% ᐊᑭᓕᕆᐊᓖᑦ 
ᐊᑭᓕᖅᑕᐅᓚᐅᖅᑎᓪᓗᒋᑦ ᓂᐅᕕᐊᒃᓴᕆᔭᐅᔪᑦ ᐊᑭᖏᑦ ᒪᓕᑦᑐᒋᑦ.

•	ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᐅᓚᑦᑎᔩᑦ ᐊᒻᒪᓗ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᓂᐅᕕᐊᒃᓴᖃᓲᑦ ᐊᒥᓱᓂᑦ 30%−ᓂᑦ ᐊᑭᓕᖅᑕᐅᓲᑦ 
ᓂᐅᕕᐊᒃᓴᕆᔭᐅᔪᑦ ᐊᑭᖏᑦ ᒪᓕᑦᑐᒋᑦ 10%−ᖑᔪᓂᑦ 
ᐱᓯᒪᑦᑎᓲᖑᓪᓗᑎᑦ, ᑐᓂᓯᓲᖑᓪᓗᑎᓪᓗ 20%−ᓂᑦ 
ᐳᓚᕋᖅᑐᓕᕆᕐᓂᒧᑦ ᐊᐅᓚᑦᑎᔨᒧᑦ, ᐱᓯᒪᑦᑎᓲᖑᓪᓗᑎᓪᓗ 
ᑖᒃᑯᐊ 10%-ᓂᑦ ᓇᒻᒥᓂᖅ ᐊᒻᒪᓗ ᐊᑭᓖᓲᖑᓪᓗᑎᑦ 10%−ᓂᑦ 
ᖄᖓᒍᒃᑲᓐᓂᖅ ᐊᑭᓕᐅᑕᐅᔭᕆᐊᖃᓲᕐᓂᑦ ᐊᐅᓪᓚᓂᐊᖅᑐᓂᑦ 
ᐃᓂᒃᓴᓕᐅᕆᔨᒧᑦ.

ᐃᒪᓐᓇᐃᓕᐅᖃᑦᑕᕐᓗᑎᑦ
•	 ᐊᑭᖓ ᓈᒻᒪᓈᖅᑎᒋᐊᕐᓗᒍ ᓂᐅᕕᐊᒃᓴᐅᓲᓂᑦ ᐊᔾᔨᖃᐸᓗᓪᓗᒍ 

ᐊᒻᒪᓗ ᐊᔾᔨᒌᙱᓐᓂᖏᑦ ᖃᐅᔨᓴᕐᓗᒋᑦ ᐊᑭᖃᖅᑎᑕᐅᓲᑦ 
ᐊᓯᖏᓐᓄᑦ ᑲᒻᐸᓂᐅᔪᓄᑦ.

•	 ᐊᔾᔨᒌᙱᓐᓇᖅᑐᒥᒃ ᐊᑭᖃᖅᑎᑦᑎᖃᑦᑕᕐᓗᑎᑦ ᑕᐅᖅᓰᔨᒃᑯᓐᓄᑦ 
ᑕᑎᒋᔭᐅᔪᓐᓇᖅᑐᒥᒃ ᐊᒻᒪᓕ ᐊᑭᓕᖅᑕᐅᓪᓚᕆᖃᑦᑕᕋᔭᖅᑐᓂ 
ᓴᖅᑭᔮᖅᑎᑦᑎᓐᓇᐅᓕᕋᐃᑉᐸᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓇᐅᓕᕋᐃᑉᐸᓪᓗ.

•	 ᖃᐅᔨᒪᑦᑎᐊᕐᓗᑎᑦ ᐊᑭᑎᑦ ᓈᒻᒪᑦᑐᓂᒃ ᖃᑭᒍᑎᒃᓴᓕᐅᕐᓂᐊᕋᒥᒃ 
ᐃᓕᖕᓄᑦ ᐊᑭᓖᒍᒪᓂᖃᖅᑎᑦᑎᓯᓐᓈᑦ ᐱᔨᑦᑎᓲᕐᓄᑦ.

•	 ᖃᐅᔨᒪᑦᑎᐊᕐᓗᑎᑦ ᐅᓪᓗᖏᑕ ᐊᑐᖅᑕᐅᔪᓐᓇᕈᑎᖏᓐᓂᑦ 
ᐊᒻᒪᓗ ᑕᒪᐃᓐᓂ ᐃᓂᒃᓴᓕᐅᕐᓗᓂ ᒪᓕᑦᑕᐅᔭᕆᐊᓕᖏᓐᓂᑦ 
ᐊᒻᒪᓗ ᖃᓄᐃᓕᐅᕈᑕᐅᔭᕆᐊᓕᓂᒃ ᓱᖅᑯᐃᓇᑦᑎᐊᑐᒃᑯᑦ 
ᐅᖃᖅᓯᒪᒐᓗᐊᕐᒪᖔᑕ ᑕᒪᐃᓐᓂᓕᒫᖅ ᑎᑎᕋᕐᕕᒋᔭᕐᓄᑦ 
ᐊᑭᓕᑦᑖᕈᑎᓄᑦ.

•	 ᖃᐅᔨᒪᑦᑎᐊᕐᓗᑎᑦ ᐋᖅᑭᐅᒪᑎᑦᑏᓐᓇᕋᓗᐊᕐᒪᖔᖅᐱᑦ 
ᐊᐅᓚᓂᖃᑦᑎᐊᕈᑎᓂᑦ ᐊᒻᒪᓗ ᐊᓪᓚᕝᕕᓕᕆᓂᕐᒥᒃ ᐊᑐᓲᕐᓂᑦ 
ᖃᐅᔨᒪᓂᐊᕋᕕᑦ ᖃᑦᑎᓂᑦ ᐊᑭᖃᖅᑎᑦᑎᖃᑦᑕᕐᓂᐊᕐᒪᖔᖅᐱᑦ 
ᐱᓕᕆᖃᑎᒋᓲᕐᓄᑦ ᐊᒻᒪᓗ ᖃᐅᔨᒪᓗᑎᑦ ᖃᑦᑎᓂᑦ 
ᐊᖏᕈᑎᖃᖅᒪᒻᒪᖔᖅᐱᑦ ᐃᓂᒃᓴᓕᐅᖅᑎᓪᓗᒋᑦ ᒪᓕᓪᓗᒋᑦ 
ᐊᖏᖃᑎᒌᒍᑎᒥᓂᖅᓯ.

ᐃᒪᓐᓇᐃᓕᐅᖃᑦᑕᙱᓪᓗᑎᑦ
•	 ᐊᑭᖃᖅᑎᑦᑎᖃᑦᑕᙱᓪᓗᒋᑦ ᐊᒥᓱᓂ 

ᓂᐅᕕᐊᒃᓴᖃᕐᓲᕐᓅᖓᒋᐊᓖᑦ ᐊᒻᒪᓗ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᐊᐅᓚᑦᑎᔨᓄᑦ ᐊᒻᒪᓗ ᐊᐅᓪᓚᓂᐊᖅᑐᓂᑦ ᐃᓂᒃᓴᓕᐅᕆᔨᒧᑦ. 
ᐊᐅᓪᓚᓂᐊᖅᑐᓂᑦ ᐃᓂᒃᓴᓕᐅᕆᔩᑦ ᓂᐅᕕᖅᑎᑦᑎᓲᖑᒻᒪᑕ 
ᐳᓚᕋᖅᑐᓕᕆᕐᓂᒧᑦ ᐊᐅᓚᑦᑎᔨᓂᑦ ᑲᑎᖅᓱᓯᒪᔪᓂᑦ 
ᐊᑐᖅᑕᐅᓂᐊᖅᑐᓂᑦ ᐊᒻᒪᓗ ᐳᓚᕋᖅᑐᓕᕆᕐᓂᒧᑦ 
ᐊᐅᓚᑎᑦᑎᔨᐅᔪᖅ ᓇᓗᓇᐃᖅᓯᓲᖑᒻᒪᑦ ᐊᑭᒃᓴᖏᓐᓂᑦ 
ᓂᐅᕕᐊᒃᓴᐅᑎᓐᓂᐊᖅᑕᒥᓂᒃ ᐊᒻᒪᓗ ᖄᖓᒍᒃᑲᓐᓂᖅ 
ᐊᑭᓕᐅᑎᒋᒐᔭᖅᑕᖏᓐᓂᑦ ᐊᐅᓪᓚᓂᐊᖅᑐᓄᑦ ᐃᓂᒃᓴᓕᐅᕆᔨᒧᑦ.

•	 ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᐅᓚᑦᑎᔨᐅᔪᑉ ᐊᑭᖏᑦ 
ᖃᑦᑏᓐᓇᑎᓗᐊᖅᑕᐃᓕᒃᑭᑦ ᓂᐅᕕᐊᒃᓴᖃᖅᑎᓐᓇᓱᐊᕐᓗᒋᑦ 
ᐊᐅᓪᓚᓂᐊᖅᑐᓄᑦ ᐃᓂᒃᓴᓕᐅᕆᔨᒧᑦ.

•	 ᐃᓱᒪᒃᓴᖅᓯᐅᕈᑎᖃᕐᓗᑎᑦ ᖄᖓᒍᒃᑲᓐᓂᖅ ᐊᑭᓕᐅᑕᐅᓲᑦ 
‘ᐊᑭᑭᓪᓕᒋᐊᖅᓯᒪᓗᒋᑦ’ ᐅᕝᕙᓘᓐᓃᑦ ᖃᑭᒍᑎᒃᓴᑎᑦ 
ᖃᑦᑏᓐᓇᕈᖅᑎᒋᐊᒐᓛᓪᓗᒋᑦ, ᐃᓚᒋᔭᐅᒐᓗᐊᖅᑐᓂ 
ᑕᐃᒪᓐᓇᐃᓕᐅᕈᕕᑦ ᓂᐅᕕᐊᒃᓴᑎᑦ ᓴᖅᑭᔮᕈᑎᒋᓗᒋᑦ 
ᐊᒻᒪᓗ ᐊᑭᖃᕐᓗᓂ ᓇᒻᒥᓂᖁᑎᒋᔭᐃᑦ ᐊᐅᓚᑎᓪᓗᒍ. 
‘ᐊᑯᕐᖓᖏᓐᓃᑦᑐᑦ’ ᐅᕝᕙᓘᓐᓃᑦ ᑕᐅᖅᓰᔨᒃᑯᑦ 
ᐃᖅᑲᓇᐃᔭᖅᐸᙱᒻᒪᑕ ᐊᑭᓕᖅᓱᖅᑕᐅᙱᓪᓗᑎᑦ. ᓂᕆᐅᓐᓂᖃᓲᑦ 
ᐊᑭᓕᖅᑕᐅᓂᐊᕐᓂᕐᒥᓂᒃ ᓂᐅᕕᐊᒃᓴᖃᕐᓗᑎᑦ ᓂᐅᕕᐊᒃᓴᕆᓲᖕᓂᑦ 
ᐊᒻᒪᓗ ᐊᐅᓪᓚᐅᔾᔭᐅᔾᔪᑎᒋᓂᐊᖅᑕᒥᓂᒃ ᐱᔨᑦᑎᐊᑦᑕᖏᓐᓄᑦ.

ᐃᑲᔫᑏᑦ ᐊᑭᓂᑦ ᐋᖅᑮᓗᓂ – ᖃᓄᐃᓕᐅᕆᐊᖃᕈᑏᑦ ᖃᓄᐃᓕᐅᖅᑕᐅᔭᕆᐊᖃᙱᑐᓪᓗ

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 3 :  ᒪᓕᑦᑕᐅᓲᑦ − ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ

L. ᐊᕕᑦᑐᕐᓗᒋᑦ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔭᕆᐊᖃᕈᑏᑦ 
ᒪᓕᑦᑕᐅᔭᕆᐊᓕᖏᑦ ᑲᔪᓯᔪᖅ
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ᖃᐅᔨᓇᓱᐊᕐᓂᖅ ᓈᓴᐅᓯᕆᓗᓂ ᐊᑭᓂᑦ 
ᐋᖅᑮᓇᓱᐊᕐᓗᓂ
ᐱᒻᒪᕆᐅᒻᒪᑦ ᑐᑭᓯᐅᒪᓗᓂ ᖃᓄᖅ ᐊᑭᑎᑦ ᐋᖅᑭᓱᕐᓂᐊᕐᒪᖔᖅᐱᒋᑦ 
ᓱᖅᑯᐃᓇᕐᔫᒥᑎᖁᓪᓗᒋᑦ ᐊᑭᖃᖅᑎᑦᑎᒍᑎᑎᑦ ᑐᒃᓯᕌᕆᔭᐅᒍᑎᑦ 
ᑐᑭᓯᒋᐊᕈᑎᖏᑦ, ᓂᐅᕕᐊᒃᓴᖃᖅᑎᓪᓗᑎᑦ ᐳᓚᕋᖅᑕᓕᕆᓂᕐᒧᑦ 
ᑕᐅᖅᓰᔨᖏᑎᒍᑦ. ᐃᖅᑲᐅᒪᒋᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔩᑦ 
ᓂᐅᕕᐊᒃᓴᖃᓲᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒨᖓᔪᓂᑦ ᓄᓇᕐᔪᐊᕐᒥ ᐊᒻᒪᓗ 
ᐊᑭᖏᓐᓂᑦ ᐃᓱᒪᒋᔭᖃᕈᓐᓇᖅᑐᑦ ᐊᑭᓕᖅᓱᖅᑕᐅᔾᔪᑎᒃᓴᖏᓐᓂᑦ. ᐊᑭᑎᑦ 
ᐅᖓᑕᐅᔨᒍᑎᑦ ᑭᓪᓕᖃᖅᑎᑦᑎᒍᑎᖏᓐᓂᑦ, ᐋᔩᕋᖃᑎᖃᐃᓐᓇᕋᔭᙱᑦᑐᓯ 
ᐊᑭᖏᓐᓂᑦ ᐊᖏᕈᑎᖃᕈᓐᓃᕐᓗᓯᒃ.

ᖃᐅᔨᓴᕐᓂᖅ ᐊᒥᓲᓂᖏᓐᓂᑦ ᓂᐅᕕᐊᒃᓴᑦ ᓇᐅᒃᑰᓲᖑᓂᖏᑦ 
ᒪᓕᑦᑐᒋᑦ − ᑕᐅᑐᙳᐊᕐᓗᑎᑦ ᐃᒪᓐᓇ:

ᐊᑭᖏᑦ ᓂᐅᕕᐊᒃᓴᕕᑦ $1000−ᕌᕐᒪᑕ. ᐱᖃᓯᐅᑎᙱᑦᑐᓂ 
ᖃᑭᒍᑎᒃᓴᖏᑕ ᐊᑭᖏᑦ ᐃᓕᖕᓄᑦ.

ᐊᑭᑖᖅᑎᒃᑲᓐᓂᖅᑐᒋᑦ 20%−ᓂᑦ ᐅᕝᕙᓘᓐᓃᑦ $200−ᓂᑦ ᐊᒻᒪᓗ 
ᓂᐅᕕᐊᒃᓴᕆᓕᖅᑐᒋᑦ ᓂᐅᕕᖅᐸᑦᑐᓄᑦ $1200−ᕌᖅᑎᓕᖅᑐᒋᑦ. 
$200−ᖓ ᐅᕝᕙᓘᓐᓃᑦ 20%−ᖓ ᐊᒥᓱᕈᕆᐊᖅᑎᑕᒥᓂᖅᐱᑦ 
ᖃᑭᒍᑎᒋᒐᔭᖅᑕᑎᑦ ᐊᑐᓂ ᓂᐅᕕᐊᖑᒍᑎᑦ ᓂᐅᕕᐊᒃᓴᑎᑦ.

ᑭᓯᐊᓂᓕ, ᓂᐅᕕᐊᒃᓴᖃᕈᒪᒐᔭᖅᑐᓴᐅᒻᒥᔪᑎᑦ ᑕᒪᐃᑎᒍᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᓲᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᕕᒋᓲᖏᑎᒍᑦ. 
ᑕᐃᒪᐃᒍᓐᓇᖁᓪᓗᑎᑦ, ᐅᐸᓗᖓᐃᖅᓯᒪᔭᕆᐊᖃᖅᑐᑎᑦ ᐊᑭᓖᓗᑎᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᖕᓂᑦ ᐃᑲᔪᕋᔭᕐᒪᑕ ᓂᐅᕕᐊᒃᓴᖃᕐᓗᑎᑦ 
ᓂᐅᕕᐊᒃᓴᖕᓂᑦ.

ᖃᐅᔨᒪᓇᑦᑎᐊᖁᓪᓗᒍ ᑕᒪᐃᓐᓂ ᐊᑐᕋᓗᐊᕐᒪᖔᖅᐱᒋᑦ ᓂᐅᕕᐊᒃᓴᖃᓲᑦ 
ᓇᐅᒃᑯᑐᐃᓐᓇᖅ, ᐃᓚᒋᐊᖅᓯᒐᔭᖅᑐᑎᑦ 30% ᖃᑭᒍᑎᒃᓴᖕᓂᑦ 
ᓂᐅᕕᐊᒃᓴᕆᓲᕕᑦ ᐊᑭᖏᓐᓂᑦ. ᑕᐃᒪᐃᒃᑯᕕᑦ, ᑖᒃᑯᐊ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᐊᐅᓚᑎᔩᑦ ᑲᑐᔾᔨᔪᓐᓇᕋᔭᕐᒪᑕ 30%−ᖑᔪᓂᑦ ᐊᑭᖓᓂᒃ (ᐅᕝᕙᓘᓐᓃᑦ 
ᖄᖓᒍᒃᑲᓐᓂᖅ ᐊᑭᓕᐅᑕᐅᔪᓂᑦ) ᐃᖅᑲᓇᐃᔭᖃᑎᖏᓐᓄᑦ ᑲᑐᔾᔨᒐᔭᕐᒪᑕ 
ᓂᐅᕕᐊᒃᓴᖃᓲᓂᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᕕᒋᓲᖏᓐᓄᑦ. ᐊᒻᒪᓗᑦᑕᐅᖅ 
ᓂᐅᕕᐊᒃᓴᖃᕋᔭᕐᒥᔪᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᖃᕈᓘᔭᓲᕐᓂᑦ  
ᐊᒻᒪᓗ ᐊᐅᓪᓚᓂᐊᖅᑐᓂᑦ ᐃᓂᒃᓴᓕᐅᕆᔨᒃᑯᓐᓂᑦ 
ᓂᐅᕕᐊᒃᓴᖃᕈᓘᔭᓲᕐᓂᑦ.

ᒪᑉᐱᒐᐅᓂᐊᖅᑐᒥᒃ ᑕᑯᓂᐊᖅᑐᑎᑦ ᑎᑎᖅᑐᖅᓯᒪᔪᒥᒃ ᖄᖓᒍᒃᑲᓐᓂᖅ 
ᐊᑭᓕᐅᑎᖃᕈᑕᐅᓲᑦ ᐋᖅᑭᓱᖅᓯ,ᒪᓂᖏᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑲᒻᐸᓂᐅᔪᑉ ᐊᑐᐃᓐᓇᐅᒪᕕᒋᓲᖏᑦ ᐅᕝᕙᓘᓐᓃᑦ ᐊᓯᐊᒍᑦ ᐅᖃᐅᓯᕆᓗᒋᑦ 
ᑕᒪᒃᑯᐊ, ᐊᑭᖏᑦ ᐊᑭᓕᖅᑕᐅᔭᕆᐊᓖᑦ ᐊᑭᓕᖅᑕᐅᓚᐅᖅᑎᓪᓗᒋᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᓂᑦ ᓂᐅᕕᐊᒃᓴᖃᕈᓘᔭᕐᕕᖏᓐᓄᑦ 
ᐊᑭᓖᓲᖑᔪᑦ.

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 3 :  ᒪᓕᑦᑕᐅᓲᑦ − ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ

L. ᐊᕕᑦᑐᕐᓗᒋᑦ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔭᕆᐊᖃᕈᑏᑦ 
ᒪᓕᑦᑕᐅᔭᕆᐊᓕᖏᑦ ᑲᔪᓯᔪᖅ
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ᖃᓄᐃᓕᐅᕈᑎᒃᓴᖅ:
ᒪᓕᑦᑐᒋᑦ ᐊᑭᖏᑦ ᐆᑦᑑᑎᐅᔪᑦ ᖁᓛᓂ, ᓂᕈᐊᕐᓗᒋᑦ ᐱᐅᓛᖑᔪᑦ ᑭᐅᔾᔪᑏᑦ:

ᖃᑦᑎᕌᕋᔭᖅᐸ ᐊᐅᓪᓚᑎᑦᑎᓂᕆᖃᑦᑕᕋᔭᖅᑕᑎᑦ 
ᐃᓚᒋᐊᖅᑕᒥᓃᑦ ᖃᑭᒍᑎᒃᓴᕕᑦ ᐊᑭᖓ?

A.	 $1560.00

B.	 $1000.00

C.	 $1200.00

ᓂᐅᕕᐊᒃᓴᖃᕈᒪᓐᓂᕈᕕᑦ ᓂᐅᕕᐊᒃᓴᖃᓲᖅᑎᒍᑦ 
ᓇᐅᒃᑯᑐᐃᓐᓇᖅ, ᖃᑦᑎᓂᑦ ᐳᓴᓐᑎᓂᒃ ᐊᑭᑦᑐᕆᐊᕋᔭᖅᐱᒋᑦ 
ᐊᑭᖏᑦ ᓂᐅᕕᐊᒃᓴᕕᑦ? 

A.	 10%

B.	 20%

C.	 30%

 

ᓂᐅᕕᐊᒃᓴᖃᖅᑎᓐᓂᕈᕕᒋᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᐊᒥᓱᓂᑦ ᓂᐅᕕᐊᒃᓴᖃᓲ% ᐊᒻᒪᓗ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᐊᐅᓚᑎᑦᑎᔨᑎᒎᙱ(ᑦᑐᖅ, ᖃᑦᑎᓂᑦ ᖃᑭᒍᑎᒃᓴᓂᑦ 
ᐱᖃᑦᑕᕋᔭᖅᐱᑦ ᐊᑐᓂ ᓂᐅᕕᖅᑕᐅᔪᓂᑦ? 

A.	 $404.00

B.	 $92.00

C.	 $248.00

D.	 $560.00

ᐊᑭᖓ ᖃᑭᒍᑎᒃᓴᑦ ᓂᐅᕕᐊᒃᓴᐅᓗᓂ 
ᐊᑭᖏᑦ ᖄᖓᒍᑦ ᐊᑭᓕᐅᑕᐅᔪᑦ ᓂᐅᕕᐊᒃᓴᐅᓗᑎᑦ 

ᐊᑭᖏᑦ

$1,000.00 20% $200.00 $1,200.00 30% $360.00 $1,560.00

ᓂᐅᕕᐊᒃᓴᖃᕐᕕᐅᔪᑦ ᓂᐅᕕᐊᒃᓴᐅᓗᑎᑦ 
ᐊᑭᖏᑦ

ᖄᖓᒍᑦ 
ᐊᑭᓕᐅᑕᐅᔪᑦ

ᑕᐃᒪᓐᓂ ᖄᖓᒍᑦ 
ᐊᑭᓕᐅᑕᐅᔪᑦ 

ᐊᑭᓕᖅᑕᐅᓂᖏᑦ

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑲᒻᐸᓂᐅᔪᖅ ᐱᔪᖅ

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑲᒻᐸᓂᐅᔪᖅ 
ᖃᑭᒍᑎᖏᑦ

ᐊᐅᓪᓚᓂᐊᖅᑐᓄᑦ 
ᓂᐅᕕᖅᑕᐅᔪᑦ

$ 1,560.00 0% $- $1,560.00 $560.00

ᐊᐅᓪᓚᓂᐊᖅᑐᓄᑦ 
ᐃᓂᒃᓴᓕᐅᕆᔨᑎᒍᑦ

$ 1,560.00 10% $156.00 $1,404.00 $404.00

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᒥᓱᓂᑦ 
ᓂᐅᕕᐊᒃᓴᖃᖅᑎᑦᑎᓲᑎᒍᑦ

$ 1,560.00 20% $312.00 $1,248.00 $248.00

ᓂᐅᕕᐊᕆᐅᔭᔪᑦ 
ᐳᓚᕋᖅᑐᓕᕆᕐᓂᒧᑦ 
ᐊᐅᓚᑦᑎᔨᑎᒍᑦ

$ 1,560.00 30% $468.00 $1,092.00 $92.00

ᐃᖅᑲᐅᒪᒋᑦ, ᐳᓚᕋᖅᑐᓕᕆᕐᓂᒧᑦ ᑕᐅᖅᓰᔩᑦ ᐱᓕᕆᖃᑎᒋᔭᐅᔪᑦ 
ᐊᒥᓱᓂᑦ ᐃᓕᖕᓄᑦ ᐱᔨᑦᑎᕋᔭᖅᑕᖕᓂᑦ ᖃᐃᑦᑎᒍᓐᓇᕐᒪᑕ, 
ᐊᒥᓲᓂᖅᓴᓂᑦ ᓂᐅᕕᖅᑎᑦᑎᓗᑎᑦ, ᐊᒻᒪᓗ ᐅᑎᒃᑲᓂᖅᑎᑦᑎᒍᓐᓇᖅᑐᑎᑦ 
ᓂᐅᕕᒃᑲᓐᓂᕋᔭᖅᑐᓂᑦ. ᓂᐅᕕᖅᑎᑦᑎᑐᐃᓐᓇᕋᔭᖅᑎᓪᓗᑎᑦ 
ᓇᒻᒥᓂᖁᑎᑎᖑᑦ, ᖃᑦᑏᓐᓇᐅᓂᖅᓴᐅᒐᔭᖅᑐᑦ ᐱᔨᑦᑎᕋᔭᖅᑕᑎᑦ. 

ᐊᑭᑖᖅᑎᑎᓪᓗᑎᑦ ᐊᑐᖅᑕᐅᑎᒃᑲᔭᖅᑕᖏᓂᑦ ᐊᐅᓪᓚᑎᑦᑎᓗᑎᑦ 
ᐳᓚᕋᖅᑐᓕᕆᕐᓂᒧᑦ ᑕᐅᖅᓰᔨᑎᒍᑦ, ᐊᑐᓂ ᓂᐅᕕᖅᑎᑦᑎᔭᕋᐃᒐᕕᑦ, 

ᓇᒻᒥᓂᖅ ᖃᑭᒍᑎᒃᓴᖕᓂᑦ ᐱᓯᒪᑦᑎᓲᖑᔪᑎᑦ ᖃᑦᑏᓐᓇᐅᓂᖅᓴᐅᒐᔭᖅᑐᑎᑦ 
ᓂᐅᕕᐊᒃᓴᖃᖅᑎᑦᑎᓲᖑᔪᑎᒍᑦ ᓂᐅᕕᖅᑐᖃᖔᕐᓂᕈᓂ. 
ᐃᓱᒪᓕᐅᓚᐅᖅᑎᓪᓗᑎᑦ ᓂᐅᕕᐊᒃᓴᖃᖃᑦᑕᕐᓂᐊᕋᕕᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑕᐅᖅᓰᔨᑎᒍᑦ ᖃᑦᑏᓐᓇᕈᕆᐊᕆᐊᖃᙱᑕᑎᑦ ᓂᐅᕕᐊᒃᓴᕆᓲᕕᑦ 
ᐊᑭᖏᑦ ᑖᔅᓱᒧᖓᔅᓴᐃᓐᓇᖅ ᓂᐅᕕᐊᒃᓴᕆᓲᕐᓄᑦ (ᓂᐅᕕᐊᒃᓴᐃᑦ), 
ᓂᐅᕕᐊᒃᓴᕆᔭᐅᕙᑦᑐᑦ ᐊᑭᖏᓐᓄᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᑎᒍᑦ.

ᑭᐅᔾᔪᑎ

 ᑕᒪᐃᓐᓂ C.

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 3 :  ᒪᓕᑦᑕᐅᓲᑦ − ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ

L. ᐊᕕᑦᑐᕐᓗᒋᑦ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔭᕆᐊᖃᕈᑏᑦ 
ᒪᓕᑦᑕᐅᔭᕆᐊᓕᖏᑦ ᑲᔪᓯᔪᖅ
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ᓱᒻᒪᑦ ᐱᒻᒪᕆᐅᕙ?
ᓂᐅᕕᖅᑎᑦᑎᓇᓱᐊᖃᑦᑕᖅᑐᓂ ᐊᐅᓪᓚᕈᑎᒃᓴᐅᒐᔭᖅᑐᓂᑦ 
ᐊᑭᑦᑐᕋᐅᑎᔪᖃᒐᓚᑦᑐᒻᒪᕆᐅᓲᖑᒻᒪᑦ ᐊᒻᒪᓗ ᐱᔨᑦᑎᖅᑕᐅᔪᑦ 
ᑲᒪᒋᔭᐅᑦᑎᐊᕆᐊᓖᑦ ᓂᐅᕕᖁᓪᓗᒋᑦ ᓂᐅᕕᐊᒃᓴᖕᓂᑦ ᐊᒻᒪᓗ 
ᐱᔨᑦᑎᕋᔭᖅᑕᑎᑦ ᐅᑎᖃᑦᑕᖁᓪᓗᒋᑦ. ᐳᓚᕋᖅᑐᓕᕆᕐᓂᒧᑦ 
ᑕᐅᖅᓰᔨᖏᑦ ᓂᐅᕕᕋᔭᖅᑐᒥᒃ ᐱᔨᑦᑎᕈᑎᑦ ᐊᓪᓚᕝᕕᖏᓐᓃᑦᑐᒥᒃ 
ᐊᒻᒪᓗ ᐅᖄᓚᒋᐊᖃᖅᑎᓪᓗᒋ ᐊᐅᓪᓚᐅᔾᔨᔨᓂᑦ ᑐᑭᓯᒋᐊᕋᓱᐊᕐᓗᑎᑦ, 
ᓂᕆᐅᓐᓂᖃᖅᐳᑦ ᑐᑭᓯᒋᐊᖅᑎᑕᐅᑲᐅᑎᒋᓂᐊᕐᒪᑦ ᐅᕝᕙᓘᓐᓃᑦ 24 
ᐃᑲᕐᕋᑦ ᐃᓗᐊᓂ ᑐᑭᓯᒋᐊᕋᓱᐊᓚᐅᖅᑎᓪᓗᒋᑦ. ᑐᑭᓯᒋᐊᖅᑎᑕᐅᙱᒃᑯᑎᑦ 
ᐊᐅᓪᓚᓂᐊᖅᑐᓂᑦ ᐃᓂᒃᓴᓕᐅᕆᔩᑦ ᐅᕝᕙᓘᓐᓃᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᐅᓚᑦᑎᔨᖏᑦ ᐱᔭᕆᐊᖃᖅᑎᓪᓗᒋᑦ 
ᓂᐅᕕᖅᑎᑦᑎᓇᓱᐊᕐᓗᑎᑦ

ᓂᐅᕕᐊᒃᓴᕆᔭᕐᓂᑦ ᐃᓂᒃᓴᓕᐅᕈᓐᓃᕋᔭᖅᑐᑦ ᓇᒻᒥᓂᖁᑎᖕᓄᑦ.

ᐃᖅᑲᐅᒪᐃᓐᓇᕐᓗᑎᑦ ᐱᔨᑦᑎᖅᑕᐃᑦ ᑖᓐᓇᐅᒻᒪᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᖁᑏᑦ. ᐱᔨᑦᑎᖅᑕᖓ ᑕᐃᓐᓇ 
ᓂᐅᕕᕋᓱᐊᖅᑐᖅ ᓂᐅᕕᖅᑎᓐᓇᓱᐊᖅᑕᖓ.  ᓂᐅᕕᖅᑐᖅ 
ᑭᓯᐊᓂ ᐱᔨᑦᑎᕋᓕᕋᔭᖅᑕᐃᑦ ᓴᖅᑭᕈᓂ “ᓇᒻᒥᓂᖁᑎᖕᓂᑦ” 
ᐃᓂᒃᓴᓕᐊᕆᓯᒪᔭᖓᓄᑦ. ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᐅᔪᑉ 
ᐊᐱᕆᔭᕋᐃᑉᐹᑎᑦ ᓂᐅᕕᐊᒃᓴᕕᑦ ᒥᒃᓵᓄᑦ, ᐊᐱᕆᓇᓱᐊᖅᑐᑦ 
ᑭᒡᒐᖅᑐᐃᓪᓗᑎᑦ ᑕᒪᐃᓐᓂ ᐱᔨᑦᑎᕋᕈᓐᓇᕋᔭᖅᑕᑎᑦ ᐅᑕᖅᑭᔪᑦ 
ᐃᓂᒃᓴᓕᐅᕋᓱᐊᖅᑐᑎᑦ ᐊᓪᓚᕝᕕᖏᓐᓂ ᐊᒻᒪᓗ ᓯᕗᓂᒃᓴᒥ ᐊᕐᕌᒍᒐᓴᓐᓄᑦ 
ᐱᔨᑦᑎᕋᕈᓐᓇᕋᔭᖅᑕᖕᓂᑦ. ᑭᐅᓐᓂᙱᒐᐃᒍᕕᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑕᐅᖅᓰᔨᒃᑯᑦ ᐊᓐᓇᐃᒐᔭᖅᑐᑦ ᓂᐅᕕᖅᑕᐅᔪᓐᓇᕋᔭᖅᑐᒥᒃ, ᓂᐅᕕᖅᐸᑐᕐᓗ 
ᐊᓯᐊᓂᖔᖅ ᐃᓂᒃᓴᓕᐅᖔᕋᔭᖅᑐᓂ, ᐊᒻᒪᓗ ᐱᓕᕆᖃᑎᒌᖕᓂᓯ 
ᑕᐅᖅᓰᔩᓪᓗ ᐊᑦᑕᓇᖅᑐᒨᖅᑎᒍᓐᓇᖅᑐᒍ.

ᕼᐊᓐᓇᓚᐅᔪᓄᑦ ᓂᐅᕕᐊᒃᓴᖃᖅᑎᑦᑎᓲᕐᓄᑦ ᓴᖅᑭᔮᖅᑎᑕᐅᑎᑦᑎᔪᑦ 
ᐊᒻᒪᓗ ᐊᑐᕐᔫᒥᑎᑦᑎᓇᓱᐊᖅᑐᑦ. ᐱᒻᒪᕆᐅᕗᖅ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑕᑎᑦ, 
ᐃᓂᒃᓴᓕᐅᕐᓗᓂ ᖃᓄᐃᓕᐅᕈᑕᐅᔭᕆᐊᓖᑦ ᐊᑭᖏᓪᓗ ᓴᖅᑭᑕᐅᓯᒪᔪᑦ 
ᐊᑐᖅᑕᐅᖃᑦᑕᕋᓗᐊᕐᒪᖔᕐᒥᒃ ᐊᑯᓂᐅᓂᖏᑦ ᐅᖃᖅᓯᒪᔪᑦ ᒪᓕᓪᓗᒋᑦ 
ᐱᓕᕆᖃᑎᒋᔭᑎᑦ ᓂᐅᕕᐊᒃᓴᖃᕋᓱᐊᖅᑎᓪᓗᒋᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᓂᐅᕕᐊᒃᓴᖕᓂᑦ.

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᒃᑯᑦ ᐃᓕᓴᖅᓯᓯᒪᒋᕗᑦ ᑕᒪᐃᓐᓂᓕᒫᕌᓗᒃ 
ᑲᒻᐸᓂᐅᔪᑦ ᐊᐅᓪᓚᐅᔾᔨᔩᑦ ᑐᑭᓯᒋᐊᖅᑎᑦᑏᓐᓇᔾᔮᙱᒻᒪᑕ 
ᐱᔨᑦᑎᕋᕈᑎᒥᓂᒃ 24 ᐃᑲᕐᕋᑦ ᐃᓗᐊᓂ ᐊᑐᕋᔭᖅᑕᖏᑦ ᐱᖃᓯᐅᑎᒍᑎᑦ 
ᐊᓯᖏᓐᓂᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᐅᓪᓚᐅᔾᔨᔩᑦ ᐊᑐᖅᑎᖃᑦᑕᓲᖏᑦ 
ᐱᔨᑦᑎᕐᓗᑎᑦ.

ᐱᒻᒪᕆᐅᔪᕐᓕ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᒃᑯᓐᓄᑦ ᐃᓕᓴᕆᓗᒋᑦ 
ᑐᒃᓯᕌᖏᑦ ᑭᐅᖃᑦᑕᕐᓗᒋᑦ 24-48 ᐃᑲᕐᕋᑦ ᐃᓗᐊᓂ ᐊᐱᕆᓚᐅᖅᑎᓪᓗᒋᑦ 
ᐊᒻᒪᓗ ᐅᖃᐅᑎᓗᒋᑦ ᖃᖓ ᑭᐅᔪᓐᓇᕋᔭᕐᒪᖔᖅᐱᒋᑦ 
ᓇᓗᓇᐃᔭᑦᑎᐊᖅᓯᒪᔪᓂᑦ ᑐᑭᓯᒋᐊᕈᑎᖏᓐᓂᒃ ᑐᑭᓯᒋᐊᕋᓱᐊᖅᑕᖏᓐᓂᑦ.

ᖃᓄᖅ ᓇᓗᓇᕈᓐᓃᑎᑦᑎᒐᔭᖅᐳᖓ ᐅᕝᕙᓘᓐᓃᑦ 
ᑕᑯᒃᓴᐅᑎᑦᑎᒍᓐᓇᖅᐳᖓ ᒪᓕᒃᑲᒪ ᑕᒪᔅᓱᒥᖓ 
ᒪᓕᑦᑕᐅᓲᕐᒥᒃ?
ᓇᓗᓇᐃᔭᖅᓯᒪᓂᖏᑦ ᐊᖏᕈᑎᑉ ᐊᖏᖃᑎᒋᒍᑎᓕᐊᒥᓂᖅᐱᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᒃᑯᓐᓄᑦ ᐃᕝᕕᑦ ᐃᓱᒪᖅᓲᑎᒋᒐᕕᒋᑦ. 
ᑭᓯᐊᓂᓕ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᒻᐸᓂᐅᔪᖅ ᐊᐅᓪ<ᐅᔾᔨᒡᔨ 
ᒪᓕᓐᓂᙱᑦᑐᒥᓂᐅᑎᓪᓗᒍ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᕐᒧᑦ 
ᓂᕆᐅᒋᔭᐅᓲᓂᑦ ᒪᓕᑦᑕᐅᔭᕆᐊᓕᖏᓐᓂᒃ, ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ 
ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᒡᔨᖃᑎᒌᒋᔭᐃᑦ, ᑐᓴᕋᔭᖅᑐᖅ ᐊᒻᒪᓗ 
ᐊᑦᑐᐃᓂᖃᕋᔭᖅᑐᓂ ᓇᒻᒥᓂᖁᑎᖕᓂᑦ ᐊᑐᖅᑕᐅᑎᑦᑎᖃᑦᑕᕋᓱᐊᕐᓂᖓᓂᒃ. 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᐅᔪᑦ ᐅᓐᓂᕐᓗᒍᑎᖃᕈᓐᓇᖅᑐᑦ 
ᐃᓕᖕᓂᒃ ᑖᒃᑯᓄᖓ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑦ ᓄᓇᖏᓐᓄᑦ 
ᑲᑐᔾᔨᖃᑎᒌᖏᓐᓂᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᒻᐸᓂᐅᔪᖅ ᐊᐅᓪᓚᐅᔾᔨᔨ 
ᐅᐸᓗᖓᐃᖅᓯᒪᑦᑎᐊᓂᖅᓴᓕᖁᓪᓗᒍ ᐅᕝᕙᓘᓐᓃᑦ ᐃᓱᒪᓕᐅᕈᓐᓇᖅᑐᑦ 
ᐃᓕᖕᓂᒃ ᐃᖅᑲᓇᐃᔭᖃᑎᓯᖃᕈᓐᓃᕐᓗᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑲᒻᐸᓂᐅᔪᒥᒃ.

ᑕᑯᒃᓴᐅᑎᑦᑎᓗᑎᑦ ᒪᓕᒍᓐᒻᓇᕋᕕᒋᒃᑦ ᑕᒪᒃᑯᐊ ᐊᑐᖅᑕᐅᓲᑦ ᓲᕐᓗᒃ 
ᑭᐅᖃᑦᑕᕐᓗᓂ 24-48 ᐃᑲᕐᕋᑦ ᐃᓗᐊᓂ ᑭᐅᔭᐃᓐᓇᕆᓗᒋᑦ 
ᑐᑭᓯᒋᐊᕈᑎᖃᕋᓱᐊᖅᑐᓕᒫᑦ ᐊᒻᒪᓗ ᐃᓂᒃᓴᓕᐅᕋᓱᐊᖅᑐᓕᒫᑦ. 
ᐱᖃᓯᐅᔾᔨᔪᑦ ᑕᒪᐃᓐᓂᑦ ᑐᑭᓯᒋᐊᕈᑕᐅᓇᓱᐊᖅᑐᑦ 
ᐃᓂᒃᓴᓕᐅᕈᑕᐅᓇᓱᐊᖅᑐᓪᓗ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ 
ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᒋᔭᐃᑦ, ᐃᖅᑲᓇᐃᔮᖃᓲᖑᔪᑦ 
ᐊᕕᑦᑐᖅᓯᒪᔪᖕᓅᖅᑎᑦᑎᓇᓱᐊᓲᖑᓪᓗᑎᑦ ᐊᒻᒪᓗ ᓇᒻᒥᓂᖁᑎᖕᓂᑦ 
ᓴᖅᑭᔮᖅᑎᑦᑎᓇᓱᐊᓲᑦ ᐱᕙᓪᓕᐊᔪᑎᒍᑦ ᐊᒻᒪᓗ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ 
ᑕᐅᖅᓰᔨᑎᒍᑦ ᖃᐅᔨᒪᔭᐅᓕᖅᑎᑦᑎᓇᓱᐊᖅᑐᑎᑦ ᐊᐅᓪᓚᐅᔾᔨᔨᓂᑦ (FAM).

ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ 3 (TR3) 
ᑭᐅᓲᖅ 24 ᐃᑲᕐᕋᑦ ᐃᓗᐊᓂ ᐊᕐᕌᒍᓕᒫᖅ ᑐᒃᓯᕌᕆᔭᐅᔪᒧᑦ, ᑐᑭᓯᒋᐊᕋᓱᐊᖅᑐᓄᑦ, ᐃᓂᒃᓴᓕᐅᕋᓱᐊᖅᑐᓄᑦ ᐊᒻᒪᓗ ᖁᔭᓈᖅᓯᔪᓄᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑕᐅᖅᓰᔨᓂᑦ.

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 3 :  ᒪᓕᑦᑕᐅᓲᑦ − ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ

L. ᐊᕕᑦᑐᕐᓗᒋᑦ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔭᕆᐊᖃᕈᑏᑦ 
ᒪᓕᑦᑕᐅᔭᕆᐊᓕᖏᑦ ᑲᔪᓯᔪᖅ



5 6 ᓇᒻ ᒥᓂᖃᕐ ᓂ ᕐᒧ ᑦ ,  ᓂ ᐅᕕᐊ ᒃ ᓴᖃ ᕐ ᓂ ᕐᒧ ᑦ  &  ᑕᐅᖅ ᓰ ᕐ ᓂᒧ ᑦ  ᐅ ᐸᓗᖓᐃᖅᓯ ᒪᓂᖅ ᐃᓕ ᓐᓂ ᐊ ᕋ ᒃ ᓴᖅ

ᓱᒻᒪᑦ ᐱᒻᒪᕆᐅᕙ?
ᐅᖃᖅᓯᒪᓪᓗᑕᐅᖅᑲᐅᔪᖅ, ᐃᓂᒃᓴᓕᐅᕐᓂᕐᒧᑦ, ᐊᑭᓖᓂᕐᒧᑦ ᐊᒻᒪᓗ 
ᖁᔭᓈᖅᓯᓂᕐᒧᑦ ᐊᑐᐊᒐᖏᑦ ᐱᒻᒪᕆᐅᕗᑦ ᓂᐅᕕᖅᑎᑦᑎᒍᓐᓇᕐᓗᓂ 
ᐊᐅᓪᓚᓂᐊᖅᑐᓄᑦ ᓂᐅᕐᕈᐊᓄᑦ. ᑭᓯᐊᓂᓕ, ᓂᐅᕕᖅᑎᑦᑎᑎᓪᓗᑎᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᓄᑦ, ᐊᑐᐊᒐᑎᑦ ᐊᐅᓚᑎᑦᑎᓂᑎᓪᓗ 
ᓇᓕᒧᓐᓂᖃᕆᐊᓖᑦ ᐊᐅᓚᑦᑎᓂᕐᒧᑦ ᐊᑐᐊᒐᖏᓐᓄᑦ ᐊᑭᓕᖅᓱᐃᓂᕐᒧᓪᓗ. 
ᒫᓐᓇᓕ ᑕᐃᒪ ‘ᐃᓛᒃᑰᖓᔪᒥᒃ’ ᐱᓕᕆᖃᑎᖃᓕᕋᕕᑦ ᐊᒻᒪᓗ ᓇᒻᒥᓂᖅ 
ᐊᓪᓚᕝᕕᓕᕆᓂᕐᒧᑦ ᐊᐅᓚᑦᑎᒍᓯᖃᐅᖅᑐᑎᑦ ᐊᒻᒪᓗ ᐊᐅᓚᑦᑎᓂᕐᒧᑦ 
ᐃᖏᕐᕋᓂᖏᓐᓂᓕᑦ ᑲᒪᒋᐊᓕᖏᓪᓗ, ᐱᖃᓯᐅᑎᓪᓗᒋᑦ ᐱᖁᔭᖅᑎᒍᑦ 
ᒪᓕᒋᐊᓕᖏᓐᓂᑦ ᑲᒪᒋᐊᖃᓲᖑᓪᓗᑎᑦ ᐊᓯᖏᓐᓂᒃ ᓄᓇᓕᕐᔪᐊᓂᑦ 
ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕋᐃᒻᒪᑕ ᐃᓕᖕᓄᑦ ᓂᐅᕕᐊᒃᓴᕆᖃᑦᑕᑕᕐᓄᑦ.

ᐃᓂᒃᓴᓕᐅᕐᓂᕐᒧᑦ, ᐊᑭᓕᖅᑕᐅᓂᕐᒧᑦ ᖁᔭᓈᖅᓯᓂᕐᒧᓪᓗ ᐊᑐᐊᒐᕐᓂᑦ 
ᐱᔭᕆᐊᑐᓗᐊᕆᐊᖃᙱᑦᑐᑦ ᐊᒻᒪᓗ ᐊᑭᓖᔭᕆᐊᖃᙱᓪᓗᑎᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᖁᑎᑎᑦ ᓂᐅᕕᐊᒃᓴᕆᓲᖕᓂᑦ 
ᓂᐅᕕᖅᑎᑦᑎᓇᓱᐊᓲᖑᒻᒪᑕ ᐊᒻᒪᓗ ᐱᔨᑦᑎᕋᔭᖅᑕᖕᓂᑦ 
ᖃᐃᑦᑎᓇᓱᐊᓲᖑᓪᓗᑎᑦ. ᑲᒪᒋᔭᕆᐊᖃᕋᕕᐅᓪᓗ ᖃᐅᔨᒪᑦᑎᐊᕐᓗᑎᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᐅᓪᓚᐅᔾᔨᔨᑎᑦ ᐃᖅᑲᓇᐃᔭᖃᑎᒋᓲᖅᑎᓗ 
ᑐᑭᓯᐅᒪᓗᑎᑦ ᓂᐅᕕᐊᒃᓴᕆᔭᐅᓲᑦ ᓇᐅᒃᑰᖃᖃᑦᑕᕐᓂᖏᓐᓂᑦ 
ᐊᒻᒪᓗ ᐃᓕᖕᓂᑦ ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕈᒪᓗᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑕᐅᖅᓰᔨᖁᑎᕕᑦ ᑭᙴᒪᒋᔭᖏᓐᓂᒃ.

ᖃᓄᖅ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᕐᓂ 
ᑕᑯᒃᓴᐅᑎᑦᑎᔪᓐᓇᖅᐳᖓ?
ᑕᑯᒃᓴᐅᑎᑦᑎᔪᓐᓇᖅᑐᑎᑦ ᐊᑐᐊᒐᑎᑦ ᐃᓕᖅᑯᓯᕆᓲᖅᑎᓪᓗ 
ᑲᑐᑎᒍᕕᒋᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᖕᓄᑦ ᐅᕝᕙᓘᓐᓃᑦ 
ᖃᕋᓴᐅᔭᒃᑯᑦ ᑕᑯᒃᓴᐅᑎᓪᓗᒋᑦ. ᓇᒻᒥᓂᖅ ᖃᐅᔨᓴᕐᓂᕐᒧᑦ 
ᐱᔭᕇᖅᑕᐅᕙᓪᓕᐊᔪᑦ ᑎᑎᖅᓯᕕᒋᓗᒋᑦ ᑎᑎᖅᑐᖅᓯᒪᓂᖏᑎᒍᑦ 
ᐊᒻᒪᓗ ᑎᑎᕋᖅᓯᒪᔪᓂᑦ ᑐᑭᓯᕋᖅᑎᓪᓗᒋᑦ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ 
ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᐃᓕᓴᖅᓯᔪᓐᓇᕋᔭᖅᑐᑦ ᑕᐅᖅᓰᓂᕐᒧᑦ 
ᐅᐸᓗᖓᐃᖅᓯᓂᕐᓂ ᐃᖅᑲᓇᐃᔭᖃᑎᒋᔪᓐᓇᑕᕐᓄᑦ.

ᐃᓂᒃᓴᓕᐅᕐᓂᖅ ᐊᒻᒪᓗ ᐊᑭᓕᖅᑕᐅᓂᖅ
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᒻᐸᓂᐅᔪᑦ ᖃᐅᔨᒪᑦᑎᐊᕆᐊᓖᑦ 
ᐊᑭᓕᕆᐊᓕᖏᓐᓂᑦ ᑮᓇᐅᔭᖅᑖᕆᕙᓪᓕᐊᔭᖏᓐᓂᓪᓗ 
ᖃᐅᔨᓴᕈᓐᓇᑦᑎᐊᕆᐊᓖᑦ ᓇᓂᓯᔪᓐᓇᕐᓗᑎᑦ ᑲᒪᒋᔭᒥᓂᖏᓐᓂᑦ ᐊᒻᒪᓗ 
ᓈᓴᖅᑕᐅᖃᑦᑕᕐᓗᑎᑦ. ᑐᓴᕆᐊᕐᕕᒋᓗᒍ ᑮᓇᐅᔭᓂᑦ ᑎᑎᕋᖅᑎᖏᑦ 
ᐅᕝᕙᓘᓐᓃᑦ ᓈᓴᐃᔨᕐᓂᑦ ᐋᖅᑮᖁᓪᓗᓯ ᐊᑭᖏᓐᓂᑦ ᐊᔾᔨᒌᙱᑦᑐᓄᑦ 
ᓂᐅᕕᐊᒃᓴᕆᔭᐅᔪᑦ ᓇᐅᒃᑰᕐᕕᒋᓲᖏᑎᒍᑦ ᐊᒻᒪᓗ ᑐᑭᓯᐅᒪᓗᒋᑦ 
ᓂᐅᕕᐊᕆᔭᐅᓲᑦ ᐊᒥᓲᓂᖏᓐᓂᑦ ᓂᐅᕕᕐᕕᐅᔭᕆᐊᖃᕐᓂᕐᓂᑦ ᐊᑐᓂ 
ᓂᐅᕕᐊᒃᓴᖃᖅᑎᐅᔪᑎᒍᑦ ᓂᐅᕕᐊᕆᔭᐅᓂᐊᕈᑎᑦ ᐱᓕᕆᕝᕕᖁᑎᒋᔭᕕᑦ 
ᑎᑭᓐᓇᓱᐊᖅᑕᑎᑦ ᑎᑭᒍᓐᓇᕐᓂᐊᕋᕕᒋᑦ.

ᑕᐃᒪᐃᑦᑐᐃᓐᓇᐸᓘᒻᒪᑕᓗ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑕᐅᖅᓰᔨᐅᔪᑦ ᐃᖅᑲᓇᐃᔭᖃᑎᒋᓗᒋᑦ, ᐃᓂᒃᓴᓕᐅᖁᔨᔾᔪᑎᖏᑦ 
ᐊᑭᓕᐅᑎᒃᓴᕆᒐᔭᖅᑕᖏᓪᓗ ᐊᔾᔨᒌᙱᒍᓐᓇᕐᒪᑕ. ᐱᒻᒪᕆᐅᕗᖅ 
ᑕᒪᒃᑯᓂᖓ ᐅᖃᐅᓯᖃᕈᔅᓯ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᒋᒐᔭᖅᑕᖕᓄᑦ 
ᓯᕗᓂᐊᒍᑦ ᖃᐅᔨᒪᑦᑎᐊᖁᓪᓗᒍ ᑐᑭᓯᐅᒪᒐᓗᐊᕐᒪᖔᖅᐱᑦ 
ᓂᕆᐅᒋᔭᖏᓐᓂᑦ ᐊᒻᒪᓗ ᐃᖅᑲᓇᐃᔭᕈᑎᒋᓗᒋᑦ ᓂᕆᐅᒋᔭᖏᓐᓂᑦ.

ᓄᓇᕐᔪᐊᕐᒥ ᑮᓇᐅᔭᓕᕆᓂᖅ

ᐃᖅᑲᓇᐃᔭᖃᑎᒌᑦᑐᑦ ᐊᒥᓱᓂᑦ ᐃᓂᒃᓴᓕᐅᕐᕕᐅᖃᑦᑕᑎᓪᓗᑎᑦ 
ᓲᕐᓗᒃ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔨᑎᒍᑦ, ᐊᑐᖁᔭᐅᒐᓗᐊᖅᐳᖅ 
ᐋᖅᑮᒍᕕᑦ ᑮᓇᐅᔭᒃᑯᕕᒻᒥ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔨᒃᑯᑦ 
ᐊᐅᓪᓚᑎᑦᑎᑲᐅᑎᒋᔪᓐᓇᕋᔭᕐᒪᑕ ᐃᓕᖕᓄᑦ. ᖃᓄᖅ ᑮᓇᐅᔭᓂᑦ 
ᐱᖃᑦᑕᕐᓂᐊᕐᒪᖔᖅᐱᑦ ᐊᖏᖅᑕᐅᔪᓪᓗ ᐊᑭᓕᐅᑎᖏᑦ 
ᐋᔩᕋᕈᑎᒋᒐᔭᖅᑕᑎᑦ ᑖᒃᑯᓄᖓ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔨᓄᑦ.

ᐴᖅᓯᕕᐅᓂᕐᒧᑦ, ᖁᔭᓈᖅᓯᓂᕐᒧᑦ ᐊᒻᒪᓗ 
ᐊᑭᓕᐅᑕᐅᔭᕆᐊᓖᑦ ᖁᔭᓈᖅᑐᓄᑦ 
ᐃᓂᒃᓴᓕᐊᒥᓂᖏᓐᓂᑦ
ᖁᔭᓈᖅᓯᔪᖃᖅᑐᒥᓂᐅᑎᓪᓗᒍ, ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑲᒻᐸᓂᐅᔪᑦ ᐊᐅᓪᓚᐅᔾᔨᔩᑦ ᓇᓗᓇᐃᖅᓯᔭᕆᐊᓖᑦ ᖃᓄᑎᒋ 
ᑐᓴᖅᑎᑕᐅᔭᕆᐊᖃᕋᔭᕐᒪᖔᕐᒥᒃ ᓴᒃᑯᑕᐅᖁᓪᓗᒍ ᐃᓂᒃᓴᓕᐊᒥᓂᐅᔪᖅ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔨᓄᑦ. ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ 
ᑕᐅᖅᓰᔨᒃᑯᑦ ᓂᕆᐅᒃᑲᔭᖅᑐᑦ ᐃᓂᒃᓴᓕᐊᕆᓯᒪᔭᖓ ᓴᓂᕐᕙᖅᓯᒪᓗᒍ 
ᐴᖅᓯᓚᐅᙱᒃᑲᓗᐊᕐᓗᑎᑦ ᑮᓇᐅᔭᓂᑦ ᓯᕗᓂᐊᒍᑦ.

ᐊᑐᐊᒐᐃᑦ ᐱᖃᓯᐅᔾᔨᔭᕆᐊᓕᒃ ᖃᓄ ᐱᐅᓛᒃᑯᑦ 
ᐃᖅᑲᓇᐃᔭᖃᑎᖃᑦᑕᕋᔭᕐᒪᖔᖅᐱᐅᒃ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ 
ᑕᐅᖅᓰᔨᒋᔭᐃᑦ ᐃᑲᔪᖁᓪᓗᒋᑦ ᓂᐅᕕᐊᒃᓴᖃᕋᓱᐊᖅᑐᑎᑦ 
ᓂᐅᕕᖅᑕᐅᖁᔭᕐᓂᑦ ᑲᑎᖅᓱᖅᓯᒪᔭᖏᑎᒍᑦ ᐊᐅᓪᓚᖅᑐᓄᑦ 
ᐊᑭᓖᑎᖃᑦᑕᙱᓪᓗᒋᑦ ᐱᓇᓱᐊᖅᑐᒥᓂᐅᑎᓪᓗᒋᑦ. 
ᐃᖅᑲᓇᐃᔭᖃᑎᒋᒐᔭᕌᑎᑦ ᐊᑭᓖᒋᐊᖃᕋᔭᙱᒻᒪᑕ 
ᑭᒡᒐᖅᑐᐃᓗᑎᑦ ᐃᓂᒃᓴᓕᐅᖅᑐᒥᒃ ᖁᔭᓈᖅᑐᒥᓂᐅᓚᐅᖅᑎᓪᓗᒋᑦ, 
ᐋᓐᓂᐊᓕᖅᑐᒥᓂᐅᒍᑎᓪᓘᓐᓃᑦ ᐊᐅᓪᓚᕈᓐᓇᐃᓕᑎᒋᓪᓗ.

ᐊᑐᐊᒐᑎᑦ ᐋᖅᑭᓱᕐᓂᐊᕐᓗᒋᑦ ᐃᓱᒪᒃᓴᖅᓯᐅᕐᓗᑎᑦ 
ᓂᐅᕕᐊᒃᓴᖃᒃᑲᓐᓂᖃᑦᑕᕋᔭᕐᒪᖔᖅᐱᑦ ᖁᔭᓈᖅᑐᖃᖅᑐᒥᓂᐅᑎᓪᓗᒍ 
ᐊᒻᒪᓗ ᓂᐅᕕᐊᒃᓴᐅᑎᒃᑲᓐᓂᖃᑦᑕᕐᓂᐊᕈᕕᒋᑦ 
ᖁᔭᓈᖅᑐᖃᖅᑐᒥᓂᐅᓚᐅᖅᑎᓪᓗᒍ ᐃᓂᒃᓴᓕᐊᒥᓂᕐᒥᓂᒃ, 
ᖃᓄᑎᒋ ᐱᕕᖃᕆᐊᖃᕋᔭᖅᐱᑦ ᓂᐅᕕᐊᒃᓴᕆᒃᑲᓐᓂᕐᓗᒋᑦ 
ᓇᒻᒥᓂᖅ  ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔨᖁᑎᒋᔭᐃᑦ 
ᓂᐅᕕᖅᑎᑦᑎᓚᐅᕐᓂᙱᑦᑐᒥᓂᐅᒍᓂ, ᐊᒻᒪᓗ ᖃᓄᑎᒋ 
ᑐᓴᖅᑎᑕᐅᓯᒪᔭᕆᐊᖃᕋᔭᕐᒪᖅᐱᑦ ᖁᔭᓈᖅᓯᔪᖃᖅᑐᒥᓂᐅᑎᓪᓗᒍ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔨᕕᑦ ᑐᓴᖅᑎᑦᑎᓗᓂ.

ᓂᐅᕕᖅᑎᑦᑎᒍᑎᑦ ᐊᒥᓱᓄᑦ ᐃᓄᖕᓄᑦ ᐊᒻᒪᓗ ᐊᒥᓲᓂᖅᓴᓂᑦ 
ᓂᐅᕕᐊᒃᓴᖃᖅᑐᑎᑦ, (ᓲᕐᓗᒃ) ᐊᒥᓲᓪᓗᑎᑦ ᐃᓂᒃᓴᓕᐅᕐᕕᒃᓴᑦ) 
ᐃᓱᒪᒋᐊᕐᔫᒥᔭᕆᐊᖃᖅᑐᑎᑦ ᑕᒪᒃᑯᓂᖓ ᐊᑐᐊᒐᕐᓄᑦ 
ᐱᕕᖃᕐᓂᖅᓴᐅᓇᓱᐊᕐᓗᑎᑦ ᓂᐅᕕᐊᒃᓴᖃᒃᑲᓐᓂᖁᓪᓗᑎᑦ ᓇᒻᒥᓂᖅ.

ᐃᓄᖕᓄᑦ ᐊᐅᓪᓚᖅᑐᓄᑦ ᐊᑐᓂ ᓂᐅᕕᐊᒃᓴᖃᕋᓱᐊᕈᕕᑦ (ᐊᒥᓲᙱᑦᑐᓄᑦ) 
ᐊᒻᒪᓗ ᐃᓂᒃᓴᓕᐅᖃᑦᑕᖅᑐᑎᑦ ᐊᑐᓂ, ᐱᕕᖃᓗᐊᕌᓗᒋᐊᑐᒐᔭᙱᑦᑐᑎᑦ 
ᓂᐅᕕᐊᒃᓴᕆᒃᑲᓐᓂᕋᓱᐊᕐᓗᒋᑦ ᖁᔭᓈᖅᑐᒥᓂᐅᔪᑦ ᐃᓂᖏᑦ 
ᐊᒻᒪᓗ ᐊᑐᐊᒐᐃᑦ ᐊᑭᓖᒋᐊᖃᓕᖅᑎᑦᑎᓗᐊᕌᓗᒋᐊᖃᕋᔭᙱᑦᑐᖅ 
ᖁᔭᓈᖅᑐᒥᓂᐅᔪᓄᑦ.

ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕈᑎᑦ ᑕᒪᒃᑮᓐᓂᒃ ᐊᒥᓱᓂᑦ ᓂᐅᕐᕈᐊᓄᑦ ᐊᒻᒪᓗ ᐊᑐᓂ 
ᓂᐅᕐᕈᐊᓄᑦ, ᐊᑐᐊᒐᓕᐅᕆᐊᖃᕋᔭᖅᑐᑎᑦ ᐊᑐᓂ ᐃᓂᒃᓴᓕᐅᓲᕐᓂᑦ.

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᑦᖅᓰᔨᒃᑯᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᒻᐸᓂᖁᑎᖏᓐᓂᑦ 
ᐊᐅᓪᓚᐅᔾᔨᔨᓂᑦ ᐱᔭᕆᐊᑐᓗᐊᖅᑎᑦᑎᖁᔨᒐᔭᙱᑦᑐᑦ ᐊᑐᐊᒐᖏᓐᓂᑦ.

ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ 4 (TR4)

ᓴᖅᑮᑎᑦᑎᓯᒪᔪᖅ ᑕᐅᖅᓰᔪᓕᕆᔨᒃᑯᓐᓄᑦ ᑐᑭᓯᒋᐊᕈᑎᖏᓐᓂᒃ ᐃᓂᒃᓴᓕᐅᕐᓂᕐᒧᑦ, ᐊᑭᓖᓂᕐᒧᑦ ᖁᔭᓈᖅᓯᓂᕐᒧᓪᓗ ᐊᑐᐊᒐᖏᓐᓂᑦ.

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 3 :  ᒪᓕᑦᑕᐅᓲᑦ − ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ

L. ᐊᕕᑦᑐᕐᓗᒋᑦ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔭᕆᐊᖃᕈᑏᑦ 
ᒪᓕᑦᑕᐅᔭᕆᐊᓕᖏᑦ ᑲᔪᓯᔪᖅ
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ᐊᑐᕋᒃᓴᐅᓂᖏᑕ ᐅᓪᓗᖏᑦ, ᐊᕐᕌᒍᑉ ᐃᓚᖓᓂ 
ᐊᐅᓚᓂᖃᖅᑎᓪᓗᒋᑦ ᑲᒻᐸᓂᐅᔪᑦ ᒪᓕᑦᑕᐅᔭᕆᐊᓖᑦ
ᐊᔾᔨᒌᙱᑦᑐᑦ ᖃᓄᐃᑦᑑᓂᖏᑦ ᓂᐅᕕᐊᒃᓴᖃᖅᑎᓪᓗᓯ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᒃᑯᓐᓂᑦ, ᐱᒻᒪᕆᐅᕗᖅ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᒃᑯᓐᓄᑦ ᐊᑭᖃᖅᑎᑦᑎᓗᑎᑦ 
ᑲᑎᖅᓱᖅᓯᒪᔭᖏᓐᓂᒃ ᓂᐅᕕᐊᒃᓴᐅᔪᓂᑦ ᐊᑯᓂᐅᓂᖃᕐᓗᓂ ᖃᖓᒃᑯᑦ 
ᐊᑐᕋᒃᓴᐅᒐᔭᕐᒪᖔᑕ ᐊᒻᒪᓗ ᖃᐅᔨᒪᓪᓚᑦᑖᕐᓗᑎᑦ ᖃᓄᐃᑦᑐᓂᑦ 
ᐊᑐᖅᑕᐅᔪᖃᕈᓐᓇᕋᔭᕐᒪᖔᕐᒥᒃ ᐊᐅᓪᓚᖅᑐᖃᕐᓗᓂ ᐊᒻᒪᓗ 
ᖃᓄᐃᑦᑑᒐᔭᕐᒪᖔᑕ ᓂᐅᕕᐊᒃᓴᑦ ᐊᑭᖏᑦ ᐋᖅᑭᓱᖅᓯᒪᔪᓂᑦ. ᑕᐃᒪᐃᒻᒪᑦ 
ᐱᒻᒪᕆᐅᕗᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᒻᐸᓂᐅᔪᖅ ᐊᔾᔨᒌᑦᑐᒥᒃ 
ᐊᑭᖃᖅᑎᑦᑎᖃᑦᑕᕐᓗᓂ ᐊᖏᕈᑎᖃᖅᓯᒪᓂᖏᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑕᐅᖅᓰᔨᒃᑯᑦ ᐱᓕᕆᖃᑎᒋᔭᒥᓄᑦ.

ᐊᐅᓚᑦᑎᒍᕕᑦ ᐊᐅᓪᓚᑎᑦᑎᔨᐅᓗᑎᑦ ᐊᐅᔭᒃᑯᑦ ᐋᖅᑮᓯᒪᓗᑎᑦ 
ᐊᑭᒥᒃ, ᐊᒻᒪᓗ ᐊᐅᔭᒃᑯᑦ ᐊᐅᓪᓚᑎᑦᑎᒍᓐᓇᕈᕕᑦ ᓱᓕ ᑭᓯᐊᓂᓕ 
ᐱᔨᑦᑎᖅᑕᐅᔪᑦ ᑕᑯᔭᖅᑐᕈᓐᓇᙱᒃᑯᑎᑦ ᐅᐸᑦᑕᐅᔭᕆᐊᓕᒥᓂᐅᒐᓗᐊᕐᒥᒃ 
ᐊᐅᔭᒃᑯᑦ ᐅᐸᒐᒃᓴᒥᓂᐅᔪᓂᑦ, ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᒃᑯᑦ 
ᑖᒃᑯᓂᖓ ᓇᓗᓇᐃᔭᖅᓯᒪᔪᓂᑦ ᖃᐅᔨᒪᔭᕆᐊᓖᑦ ᓂᐅᕕᐊᒃᓴᖏᑦ 
ᐅᖃᖅᓯᒪᒐᔭᕐᒪᑕ ᒪᓕᓪᓗᒋᑦ ᓂᕆᐅᒋᖃᕐᓂᐊᙱᒻᒪᑕ ᑕᒻᒪᖅᓯᒪᔪᓂᑦ 
ᐱᔨᑦᑎᖅᑕᒥᓄᑦ ᓂᐅᕕᖅᑎᓐᓇᓱᐊᖅᑕᒥᓄᑦ. ᐳᐃᒍᖅᑕᐃᓕᒋᓪᓗ 
ᓂᐅᕕᖅᐸᑦᑐᓄᑦ ᓴᐳᒻᒥᔾᔪᑏᑦ ᐱᖁᔭᖏᓐᓂᒃ ᐊᓯᖏᓐᓂᒃ ᓄᓇᓕᕐᔪᐊᓂᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᒃᑯᓐᓂᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᔭᕆᐊᓖᑦ 
ᓂᐅᕕᐊᒃᓴᕆᓂᕋᖅᑕᒥᓂᖏᓐᓂᑦ ᐊᒻᒪᓗ ᓴᖅᑭᔮᖅᑕᒥᓂᖏᓐᓂᒃ 
ᒪᖓᑕᐃᔭᕆᐊᖃᙱᒻᒪᑕ. ᐊᐅᓪᓚᑎᑦᑎᒍᓐᓇᙱᒃᑯᕕᑦ, ᐊᓯᖏᓐᓂᒃ 
ᓄᓇᓕᕐᔪᐊᕐᓂᒃ ᐊᑭᓖᒋᐊᖃᓕᖅᑎᑕᐅᒍᓐᓇᖅᑐᑦ, ᐊᒻᒪᓗ 
ᐊᑦᑐᐃᓂᖃᓕᕐᓗᑎᑦ ᐃᖅᑲᓇᐃᔭᖃᑎᒌᓐᓂᓯᖕᓂᒃ.

ᐊᑐᐊᒐᓕᐅᕐᓂᕐᒧᑦ ᐸᕐᓇᒍᑏᑦ
ᐋᖅᑭᒃᓱᐃᑎᓪᓗᑎᑦ ᓄᑖᕈᕆᐊᖅᑎᑦᑎᓗᑎᓪᓘᓐᓃᑦ ᐊᑐᐊᒐᕐᓂᑦ, 
ᐃᓱᒪᒋᒋᐊᕐᓗᒋᑦ ᐅᑯᐊ ᑐᑭᒧᐊᕈᑎᒋᓂᐊᕋᕕᒋᑦ ᐱᔭᕇᕋᓱᐊᕐᓗᒋᑦ 
ᐊᑐᐊᒐᓕᐊᑎᑦ:

•	ᐊᕐᕌᒍᑉ ᐃᓚᖓᒍᑦ ᐊᐅᓚᓂᖃᕐᓂᖅ, ᐅᓪᓗᖏᑦ ᐊᑭᖏᓪᓗ 
ᐊᑐᖅᑕᐅᔪᓐᓇᖅᑐᑦ (ᐅᕙᙵᑦ−ᐅᕗᖓ); ᐊᐅᓚᓂᖃᕋᔭᙱᑦᑐᑦ 
− ᖃᖓᑐᐃᓐᓇᐃᒃᑯᑦ ᐊᐅᓚᓂᖃᕐᓇᐅᑎᓪᓗᒍ ᐊᕐᕌᒍᒥ 
ᒪᑐᐃᖓᒐᔭᙱᒃᑯᕕᑦ, ᐅᕝᕙᓘᓐᓃᑦ ᐃᓂᒃᓴᓕᐅᖅᑕᐅᓯᒪᒍᕕᑦ 
ᖃᓄᐃᓕᐅᕆᐊᖃᕐᓗᑎᑦ, ᐊᓯᖏᓪᓗ.

•	ᐃᓄᐃᑦ ᐊᒥᓲᓂᖏᑦ ᑐᖔᓃᒋᐊᖃᙱᑦᑐᑦ ᐅᕝᕙᓘᓐᓃᑦ 
ᐅᖓᑕᐅᔨᔭᕆᐊᖃᙱᑦᑐᑦ?

•	ᓱᕈᓰᑦ ᒪᒃᑯᑐᓪᓘᓐᓃᑦ ᐊᑭᖃᖅᑎᒃᑲᔭᖅᐱᒌᑦ ᐊᑭᑭᓐᓂᖅᓴᐅᒥᒃ? 
(ᓲᕐᓗᒃ 12−ᓂᑦ ᐅᑭᐅᓖᑦ ᐊᒻᒪᓗ ᑐᖔᓂ 50%−ᓂᒃ 
ᐊᑭᑭᓪᓕᒋᐊᖅᓯᒪᓗᑎᑦ.)

•	ᖃᓄᐃᓕᖓᒐᔭᖅᐸᑦ ᐃᒡᓕᖃᒃᑲᓐᓂᖁᔨᔪᑦ/ᐃᒡᓕᕋᓛᕐᒥᒃ 
ᐃᒡᓗᕈᓯᖏᓐᓂᒃ? ᐊᑭᖃᒃᑲᓐᓂᕋᔭᖅᐸᑦ?

•	ᐊᑭᑎᑦ ᑐᙵᕕᖃᖅᐸᑦ ᐊᑕᐅᓯᖅ ᐃᓄᒻᒧᑦ ᐅᕝᕙᓘᓐᓃᑦ ᐊᑕᐅᓯᕐᒥᒃ 
ᐃᒡᓗᕈᓯᕐᒥ ᐊᑐᕐᓂᐊᕐᓗᑎᑦ?

•	ᖃᑦᑎᐅᔭᕆᐊᖃᖅᐸᑦ ᐃᓄᐃᑦ ᐊᒥᓲᓂᖏᑦ ᐃᓂᒃᓴᓕᐅᕐᓗᑎᑦ 
ᐊᐅᓪᓚᐅᔾᔭᐅᔪᒪᔪᑦ? ᐅᖓᑖᓃᒃᑯᑎᑦ 6 ᐊᒥᓲᓂᖏᑦ? ᐅᖓᑖᓃᒃᑯᑎᑦ 
10 ᐊᒥᓲᓂᖏᑦ? ᐅᖓᑖᓃᒃᑯᑎᑦ 10 ᐃᒡᓗᕈᓰᑦ ᐊᒥᓲᓂᖏᑦ?

•	ᐊᐅᓪᓚᑎᑦᑎᓂᕐᒧᑦ ᐊᐃᑉᐸᕆᔭᐅᒐᔭᖅᑐᒥᒃ ᐊᑭᖃᙱᑦᑐᒥᒃ 
ᐃᒡᓗᕈᓯᖃᖅᑎᑦᑎᒍᓐᓇᖅᐲᑦ ᐊᒥᓱᓂᑦ ᐃᓂᒃᓴᓕᐅᕐᓂᕋᐃᑉᐸᑕ 10 
ᐃᒡᓗᕈᓯᕐᓂᑦ ᐅᖓᑖᓃᑦᑐᓄᑦ?

•	ᐊᔾᔨᖓᓂᒃ ᑕᐃᒪᓐᓇ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᒍᓐᓇᕆᔩᑦ ᑐᓵᔨᒧᑦ/ 
ᐱᖃᑎᒋᔭᐅᔪᒧᑦ?

•	ᑭᓱᓪᓚᑦᑖᑦ ᐱᖃᓯᐅᔾᔭᐅᓯᒪᕙᑦ ᐊᑭᖃᖅᑎᑕᖕᓄᑦ?

•	ᑭᓱᑦ ᐱᖃᓯᐅᔾᔭᐅᓯᒪᙱᓚᑦ? ᐃᖅᑲᐅᒪᒋᑦ − ᑭᓱᓕᒫᑦ 
ᐱᔭᕆᐊᑭᑦᑑᑎᓪᓗᒋᑦ ᓂᐅᕕᐊᒃᓴᖃᖅᑎᑦᑎᔪᑎᒍᑦ, 
ᐱᖃᓯᐅᔾᔨᖃᑦᑕᕐᓗᑎᑦ ᑭᓱᑐᐃᓐᓇᕐᓂᒃ ᑭᓯᐊᓂ ᑲᔪᓯᑎᒐᒃᓴᐅᒍᑎᑦ, 
ᐅᕝᕙᓘᓐᓃᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᓂᕋᖃᑦᑕᕐᓗᑎᑦ ᐊᓯᐊᒍᖔᖅ 
ᐊᔾᔨᐸᓗᐊᓂᒃ ᓂᐅᕕᐊᒃᓴᖕᓂᑦ / ᐊᑐᖅᑕᐅᒐᔭᖅᑐᒥᒃ ᐊᒻᒪᓗ 
ᐊᑭᖃᖅᑎᓪᓗᒍ ᐊᔾᔨᒋᙱᑕᖓᓂᒃ ᑕᐃᒪᐃᒋᐊᖃᕋᐃᒍᕕᑦ.

•	ᑎᑭᕝᕕᒃᓴᖏᑦ ᐊᐅᓪᓚᕕᒃᓴᖏᓪᓗ ᖃᑦᑎᒨᖅᑎᓪᓗᒍ 
ᐱᖃᓯᐅᑎᓯᒪᕙᑦ ᓂᐅᕕᐊᒃᓴᖕᓂᑦ − ᐃᑲᔪᕋᔭᖅᑐᖅ ᑕᐅᖅᓰᔨᒃᑯᓐᓂᑦ 
ᑐᑭᓯᐅᒪᓗᑎᑦ ᖃᖓᒃᑯᑦ ᐃᓂᒃᓴᓕᐅᕆᐊᖃᕋᔭᕐᒪᖔᕐᒃᒥ 
ᖃᖓᑕᓲᒃᑰᕈᑎᓂᑦ ᐊᒻᒪᓗ ᓇᓕᐊᓐᓂᑐᐃᓐᓇᖅ 
ᐃᓂᒃᓴᓕᐅᕆᐊᓕᒻᒥᓂᒃ ᐃᓂᒃᓴᓕᐅᕐᓗᑎᑦ ᒪᓕᓪᓗᒋᑦ ᖃᖓᒃᑯᑦ 
ᖃᑦᑎᒨᖅᑎᓪᓗᒍ ᐊᐅᓪᓚᑎᑦᑎᖃᑦᑕᕋᔭᕐᒪᖔᖅᐱᑦ.

•	ᑭᓱᑐᐃᓐᓇᕐᓂᒃ ᐱᔨᑦᑎᖅᑕᐅᔪᑦ ᓇᒃᓴᖁᔭᐅᓯᒪᒐᔭᖅᐸᑦ? 
ᐊᑐᖅᑐᐊᕈᓐᓇᖅᐸᑦ ᓂᐅᕕᕐᓗᑎᓪᓘᓐᓃᑦ ᑕᒪᒃᑯᓂᖓ 
ᐱᔪᒪᒐᔭᖅᑕᖏᓐᓂᑦ ᐊᑐᕆᐊᓕᒻᒥᓂᓪᓘᓐᓃᑦ ᐃᓕᖕᓄᑦ 
ᑎᑭᓐᓂᕈᑎᑦ?

•	ᖃᓄᐃᑦᑐᓂᑦ ᐊᑭᓖᒋᐊᖃᕋᔭᖅᑐᒋᕕᒋᑦ ᖃᑦᑎᕌᕐᓗᒋᑦ 
ᐅᕝᕙᓘᓐᓃᑦ ᐱᖃᓯᐅᑎᒍᓐᓇᕋᔭᙱᑕᑎᑦ ᐊᐅᓪᓚᖅᑐᖃᖅᑎᓪᓗᒍ 
ᐋᖅᑭᖅᓱᑕᐅᓯᒪᔪᓂᑦ ᓂᐅᕕᐊᒃᓴᕕᓪᓘᓐᓃᑦ ᐊᑭᖏᓐᓄᑦ 
ᐱᖃᓯᐅᑎᓯᒪᙱᑦᑐᒋᑦ ᐊᒻᒪᓗ ᐱᔨᑦᑎᖅᑕᐅᔪᑦ 
ᐊᑭᓕᕆᐊᖃᕋᔭᖅᑕᖏᑦ ᑎᑭᒃᑯᑎᑦ? ᐆᑦᑑᑎᒋᓗᒍ − ᑭᓛᒥᑐᒃᑲᓐᓃᑦ 
ᐊᑐᖅᑐᐊᕐᓗᓂ ᓄᓇᓯᐅᑎᒥᒃ, ᐃᖃᓗᒐᓱᐊᕈᓐᓇᐅᑏᑦ, ᑐᐱᖅᓯᒪᒍᑏᑦ 
ᐊᑐᖅᑐᐊᕋᒃᓴᑦ, ᓂᕿᒃᓴᖏᑦ ᑕᖁᐊᒃᓴᖏᑦ, ᐊᓯᖏᓪᓗ.

ᐊᑐᐊᒐᖅ ᐱᓪᔪᑎᓕᒃ: ᐊᑭᓕᐅᑎᖃᕐᓂᖏᑦ FIT ᐃᓂᒃᓴᓕᐅᖅᓯᒪᔪᑦ 
ᐊᒻᒪᓗ ᐊᒥᓲᓪᓗᑎᑦ ᐊᐅᓪᓚᐅᔾᔭᐅᔪᒪᔪᑦ ᐃᓂᒃᓴᓕᐅᕐᓂᖏᑦ:

•	ᐊᑭᓕᐅᑎᖃᖅᑳᖅᓯᒪᔭᕆᐊᖃᕐᓂᖏᑦ − 
ᐊᑭᓖᖅᑳᖅᓯᒪᔭᕆᐊᖃᖅᐸᑦ? ᑕᐃᒪᐃᒋᐊᖃᕈᑎᑦ ᖃᖓᒃᑯᑦ 
ᐊᑭᓖᓯᒪᔮᕆᐊᖃᕋᔭᖅᐸᑦ? ᐅᑎᖅᑎᒐᒃᓴᐅᒐᔭᖅᐸᑦ ᐅᕝᕙᓘᓐᓃᑦ 
ᐋᒡᒐ? ᓱᒻᒪᑦ ᐴᖅᓯᕕᐅᖅᑳᖅᓯᒪᔭᕆᐊᖃᕋᔭᖅᐱᑦ ᐊᑭᓕᐅᑕᐅᓗᑎᑦ 
ᓯᕗᓂᐊᒍᑦ?

•	ᐊᑭᓕᖅᑕᐅᓪᓚᑦᑖᕋᔭᕈᑎᑎᑦ − ᖃᖓᒃᑯᑦ 
ᓇᓗᓇᐃᖅᓯᓯᒪᔭᕆᐊᖃᖅᐸᑦ ᑲᔪᓯᓂᖃᕐᓂᐊᕐᓂᖏᓐᓂᑦ ᐊᑭᓖᓗᑎᑦ? 
ᖃᖓᒃᑯᑦ ᐊᑭᓕᖅᑕᐅᔭᕆᐊᖃᕋᔭᖅᐱᑦ ᐅᑐᑎᖅᑎᒐᒃᓴᐅᙱᑦᑐᓂᑦ 
ᑮᓇᐅᔭᓂᑦ? ᖃᖓᒃᑯᑦ ᐊᑭᓕᖅᑕᐅᓯᒪᔭᕆᐊᖃᕋᔭᖅᐱᑦ ᑕᒪᐃᓐᓄᑦ?

ᐃᓂᒃᓴᓕᐅᓚᐅᖅᓯᒪᕕᑦ ᐊᓯᐊᓄᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᒻᐸᓂᐅᔪᒧᑦ 
ᐅᑎᖅᑎᑦᑎᒍᓐᓇᕋᑎᑦ ᐊᑭᓕᐅᑎᒥᓂᐅᔪᓂᒃ?

•	ᖃᓄᖅ ᐱᖃᑦᑕᕋᔭᖅᐱᑦ ᐊᑭᓕᐅᑎᒋᔭᐅᓯᒪᔮᕈᑎᓂᑦ ᐊᒻᒪᓗ 
ᐊᑭᓕᐅᑎᓂᑦ?

•	ᖃᓄᐃᓕᐅᕋᔭᖅᐱᑦ ᖁᔭᓈᖅᓯᔭᕆᐊᖃᕈᕕᑦ ᐃᓂᒃᓴᓕᐊᒥᓂᕐᒥᒃ? 
ᖃᓄᖅ ᐅᑎᖅᑎᑦᑎᒐᔭᖅᐱᑦ ᐊᑭᓕᐅᑕᐅᓯᒪᔭᕇᖅᑐᓂᑦ? 
ᐱᔨᑦᑎᕋᖅᑕᑎᑦ ᐃᓂᒃᓴᓕᐅᖅᑐᒥᓂᐅᑎᓪᓗᒋᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑕᐅᖅᓰᔨᓂᑦ ᐊᓯᔾᔩᔪᓐᓇᓗᐊᖅᑎᑦᑎᓲᖑᙱᑦᑐᑦ ᐊᐅᓪᓚᕈᑏᑦ 
ᐸᕐᓇᐅᑎᖏᓐᓂᑦ ᐊᒻᒪᓗ ᐅᑎᕐᓗᑎᑦ ᐅᓪᓗᑉ ᐊᓯᐊᓂᖔᖅ.

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 3 :  ᒪᓕᑦᑕᐅᓲᑦ − ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ

L. ᐊᕕᑦᑐᕐᓗᒋᑦ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔭᕆᐊᖃᕈᑏᑦ 
ᒪᓕᑦᑕᐅᔭᕆᐊᓕᖏᑦ ᑲᔪᓯᔪᖅ



5 8 ᓇᒻ ᒥᓂᖃᕐ ᓂ ᕐᒧ ᑦ ,  ᓂ ᐅᕕᐊ ᒃ ᓴᖃ ᕐ ᓂ ᕐᒧ ᑦ  &  ᑕᐅᖅ ᓰ ᕐ ᓂᒧ ᑦ  ᐅ ᐸᓗᖓᐃᖅᓯ ᒪᓂᖅ ᐃᓕ ᓐᓂ ᐊ ᕋ ᒃ ᓴᖅ

ᓱᒻᒪᑦ ᐱᒻᒪᕆᐅᕙ?
ᓴᖅᑭᔮᕆᐊᕐᔫᒥᑎᑦᑎᒍᑏᑦ ᐱᓕᕆᐊᖏᑦ ᑲᒪᒋᔭᐅᓲᑦ 
ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᐊᑭᖃᓲᖑᒻᒪᑕ 
ᒥᓕᐊᓐᓂᒃ ᓂᐅᕐᕈᐊᖅᑕᕋᓱᐊᖅᑐᑎᑦ ᓄᓇᖏᓐᓄᑦ, ᐃᑲᔪᖅᑐᑎᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔨᓂᑦ ᑐᑭᓯᐅᒪᓕᕐᓗᑎᑦ ᓄᓇᖏᓐᓂᑦ, 
ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᐋᖅᑮᒃᓱᐃᖃᑦᑕᓲᑦ 
ᑐᑭᓯᒋᐊᖅᑎᑦᑎᒍᑎᓂᑦ (FAM) Tour.

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔪᓕᕆᓂᕐᒧᑦ ᑐᑭᓯᑎᑦᑎᒐᓱᐊᓲᑦ ᑲᒪᒋᔭᐅᓪᓗᑎᑦ 
ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ 
ᑐᑭᓯᒋᐊᖅᑎᑦᑎᓇᓱᐊᕈᑕᐅᓲᖅ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᒻᐸᓂᖃᐅᖅᑐᓂᑦ 
ᐊᒻᒪᓗ ᐊᑐᖃᑦᑕᖅᑐᒥᓂᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᒃᑯᑦ 
ᓂᐅᕕᕐᕕᐅᒍᒪᒐᔭᖅᑐᑦ ᐊᒻᒪᓗ ᓂᐅᕕᐊᒃᓴᖃᕐᓗᑎᑦ ᑲᓇᑕᑉ ᐅᑭᐅᖅᑕᖅᑐᖓᓄᑦ 
ᓂᐅᕐᕈᔪᖃᖃᑦᑕᕐᓗᓂ ᓂᐅᕕᒃᓴᕆᕙᑦᑐᓂᒋᓪᓗ ᑕᒪᒃᑯᐊ.  ᑕᐃᒪᐃᓐᓂᖓᓄᑦ 
ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᕿᓂᓲᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᒻᐸᓂᐅᔪᓂᑦ ᑲᑐᔾᔨᔪᒪᔪᑦ ᑮᓇᐅᔭᓂᑦ ᐊᑐᕐᓗᑎᑦ 
ᓂᐅᕕᖅᐸᑦᑐᒥᒃ ᐃᓕᖕᓅᑎᑦᑎᓂᖏᓐᓄᑦ. ᑕᐃᒪᓐᓇᐃᒍᓐᓇᖅᑐᑎᑦ 
ᐃᑲᔪᕐᓗᑎᑦ ᓲᕐᓗᒃ ᐊᑭᑭᓪᓕᒋᐊᖅᓯᒪᑎᑦᑎᖃᑦᑕᕐᓗᑎᑦ ᐅᕝᕙᓘᓐᓃᑦ 
ᑭᓱᑐᐃᓐᓇᕐᓂᒃ ᐊᑭᖃᙱᑎᑦᑎᓪᓗᑎᑦ. ᑕᒪᓐᓇ ᐃᑲᔪᕋᔭᖅᑐᖅ ᐃᓕᖕᓂᒃ 
ᑕᑯᒃᓴᐅᑎᑦᑎᓂᖃᕐᓂᖕᓂ ᐱᓕᕆᐊᖃᕈᒪᒐᕕᑦ ᐊᒻᒪᓗ ᐱᓕᕆᔪᒪᓪᓗᑎᑦ 
ᑲᓱᖅᑎᑕᐅᒃᑲᕐᓗᒋᑦ ᓂᐅᕕᓲᑦ ᐃᓕᖕᓄᑦ. ᑕᐃᒪᓐᓇᐃᓕᐅᕈᓐᓇᖅᑐᑎᑦ 
ᓂᐅᕕᐊᒃᓴᕐᓂᕐᒧᑦ ᑮᓇᐅᔭᖅᑐᕈᑎᒃᓴᖃᖅᑎᑦᑎᓗᑎᑦ ᐊᒻᒪᓗ ᓂᐅᕕᕋᔭᖅᑐᓂᑦ.

ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᐋᖅᑭᒃᓯᒪᔪᓂᑦ 
ᓴᖅᑭᔮᕐᔫᒥᑎᑦᑎᓂᕐᒧᑦ ᑮᓇᐅᔭᖅᑐᕈᑎᒃᓴᖃᓲᖑᒻᒪᑕ ᐊᒻᒪᓗ ᑲᓇᑕᑉ 
ᐅᑭᐅᖅᑕᖅᑐᖓᓅᖅᑎᑦᑎᓗᓂ ᐊᑭᑐᔪᒻᒪᕆᐅᒻᒪᑦ. ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ 
ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᓂᐅᕕᕋᔭᖅᑐᓂᑦ ᖃᐃᑎᑦᑎᒍᓐᓇᖅᑐᑦ 
ᐊᑭᑭᓪᓕᒋᐊᖅᓯᒪᑎᑦᑎᔪᖃᕈᓂ ᑲᑐᔾᔨᓂᕐᒧᑦ ᑮᓇᐅᔭᓂᑦ ᐊᑐᕐᓗᑎᑦ 
(ᐊᑭᑭᓪᓕᒋᐊᖅᑎᑦᑎᓯᒪᓂᒃᑯᑦ).

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑲᒻᐸᓂᐅᔪᑦ ᐱᖃᑕᐅᓲᖑᓪᓗᑎᑦ 
ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑕ 
ᑐᑭᓯᒋᐊᖅᑎᑦᑎᓂᖃᖅᑎᓪᓗᒋᑦ ᑮᓇᐅᔭᕐᓂᑦ ᐃᓯᖅᐸᓪᓕᐊᑎᑦᑎᒍᑕᐅᒐᔭᕐᓗᑎᑦ 
ᐃᓱᒪᒋᐊᕆᐊᓖᑦ (ᐊᑭᓕᖅᑕᐅᔪᒪᒐᒥᒃ ᐊᑭᓪᓚᑦᑖᖏᑦ ᒪᓕᓪᓗᒋᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔨᖃᖅᑎᑦᑎᓂᖏᓐᓄᑦ) ᑐᑭᓯᓂᕐᓘᓲᖑᔪᑦ 
ᐊᒻᒪᓗ ᓯᕗᓂᒃᓴᒥ ᐃᓚᐅᖃᑕᐅᒍᓐᓃᕈᑕᐅᓲᖑᓪᓗᓂ ᐱᖃᑕᐅᙱᑦᑐᓄᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᕙᑦᑐᑦ ᑐᑭᓯᒋᐊᖅᑎᑦᑎᓐᓂᕋᐃᒻᒪᑕ.

ᖃᓄᖅ ᓴᖅᑭᑎᑦᑎᒍᓐᓇᖅᐳᖓ ᑕᒪᔅᓱᒥᖓ 
ᒪᓕᑦᑕᐅᓲᕐᒥᒃ?
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᒍᓐᓇᖅᑐᑦ ᑲᒻᐸᓂᐅᔪᑦ ᐃᓚᐅᐊᑲᐅᔪᒪᔪᑦ 
ᑖᒃᑯᑎᒎᓇ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔨᖏᒍᑦ ᑐᑭᓯᒋᐊᖅᑎᑦᑎᒍᑎᖏᓐᓂᒃ 
ᓯᕗᓂᐊᒍᑦ ᖃᓄᐃᓕᐅᖅᓯᒪᔮᕈᓐᓇᖅᑐᑦ ᐃᓚᐅᖃᑕᐅᓗᑎᑦ 
ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᓐᓄᑦ, 
ᖃᐅᔨᒪᑦᑎᐊᕐᓗᑎᑦ ᐃᓕᓴᕆᔭᐅᓂᖏᓐᓂᒃ ᑲᒻᐸᓂᐅᔪᖅ ᑕᐅᖅᓰᓂᕐᒧᑦ 
ᐅᐸᓗᖓᐃᖅᓯ,ᓂᖓᓂᒃ, ᐃᓚᐅᖃᑕᐅᔪᒪᔪᓪᓗ ᑐᑭᓯᒋᐊᖅᑎᑦᑎᔪᖃᖅᑎᓪᓗᒍ 
ᐊᒻᒪᓗ ᑮᓇᐅᔭᖅᑎᒍᑦ ᐊᑐᕈᒪᓂᖃᖅᑐᑦ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ 
ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᓐᓄᑦ ᑖᔅᓱᒧᖓ ᓂᐅᕕᕐᕕᐅᑦᑎᐊᕈᓐᓇᒻᒪᕆᓲᕐᒧᑦ. 
ᐱᔭᕇᕐᓗᓂ ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ, ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐊᒻᒪᓗ ᑕᐅᖅᓰᓂᕐᒧᑦ 
ᐅᐸᓗᖓᐃᖅᓯ,ᒪᓂᖅ ᓇᒻᒥᓂᖅ ᖃᐅᔨᓴᖅᑕᐅᔾᔪᑎᖏᓐᓂᒃ ᐊᒻᒪᓗ 
ᑐᓂᔭᐅᔪᓐᓇᖅᑐᑎᑦ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ 
ᑲᑐᔾᔨᖃᑎᒌᖏᓐᓄᑦ ᐃᓕᓴᕆᔭᐅᓕᕈᓐᓇᖅᑐᑎᑦ ᑕᐃᒪᓐᓇᐃᓕᐅᕈᕕᑦ.

ᓂᐅᕕᖅᑕᐅᔪᒪᔪᑦ ᐱᔭᐅᔪᒪᓂᖏᑦ ᒪᓕᑦᑐᒋᑦ 
ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᓂᖅ
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᖃᑦᑕᓲᑦ ᓴᖅᑭᔮᕐᔫᒥᑎᑕᐅᓂᖏᑦ 
ᑐᑭᓯᒋᐊᖅᑎᑕᐅᓗᑎᑦ ᐃᓚᐅᖃᑕᐅᔪᑦ ᑭᒡᒐᑐᖅᑕᐅᓲᑦ 
ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᐊᒻᒪᓗ 
ᑐᑭᓯᒋᐊᖅᑎᑦᑎᓇᓱᐊᓲᕐᓄᑦ ᐊᑐᖅᑕᐅᒐᔭᖅᑐᑦ ᐊᐅᓪᓚᕐᕕᐅᒐᔭᖅᑐᓂᑦ 
ᐊᒻᒪᓗ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑲᒻᐸᓂᐅᔪᑦ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔪᑦ 
ᐊᒻᒪᓗ ᓂᐅᕕᐊᒃᓴᖃᖅᑐᑎᑦ ᐊᔾᔨᖃᖅᑐᑦ ᐊᑐᖅᑕᐅᒍᒪᔪᓂᑦ ᐅᕝᕙᓘᓐᓃᑦ 
ᑐᒃᓯᕌᕆᔭᐅᓯᒪᔪᓂᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᖏᓐᓄᑦ. ᑕᒪᓐᓇ 
ᐃᓱᒪᒃᓴᖅᓯᐅᕈᑕᐅᓯᒪᒧᖅ ᐅᖃᐅᑕᐅᓲᖅ ᓂᐅᕕᐊᒃᓴᕆᓂᕋᖅᑕᐅᓪᓗᓂ − 
ᓂᐅᕕᐊᒃᓴᖅ ᐱᔭᐅᔪᒪᔪᖅ.

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᖃᑦᑕᓲᑦ, ᐱᐅᓂᖅᐹᖑᕗᖅ ᑐᑭᓯᐅᒪᓗᓂ 
ᐊᑐᖅᑕᐅᖓᔭᖅᑐᒥᒃ ᐃᓕᑉᐹᓪᓕᕐᓗᓂᓘᓐᓃᑦ ᖃᓄᖅ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑲᒻᐸᓂᐅᔪᑦ ᐊᐅᓚᑕᐅᓲᖑᓂᖏᑦ ᑕᐃᒃᑯᑎᒍᑑᙱᑦᑐᖅ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑐᑭᓯᒋᐊᖅᑎᑦᑎᓂᖏᓐᓂᑦ. ᑕᐃᑲᓂ ᐱᕕᖃᖅᑎᓪᓗᒋᑦ 
ᑐᑭᓯᐅᒪᔭᐅᓕᕐᓂᖏᑦ ᐱᒋᐊᕈᑎᒋᔭᐅᔪᓐᓇᖅᑐᑦ ᐊᑯᓂᐅᔪᒧᑦ 
ᐊᒻᒪᓗ ᐃᑲᔪᕐᓂᖃᖅᑐᒧᑦ ᐃᖅᑲᓇᐃᔭᖃᑎᒌᓐᓂᕐᒥᒃ... ᐅᕝᕙᓘᓐᓃᑦ 
ᐃᓱᓕᑦᑎᑦᑎᒍᓐᓇᖅᑐᓂ ᐃᖅᑲᓇᐃᔭᖃᑎᒌᖕᓂᖏᓐᓂᑦ ᐱᔨᑦᑎᕋᕈᑎᖏᓐᓂᓗ 
ᐱᐅᙱᓗᐊᖅᑐᒋᔭᐅᓐᓂᕋᐃᒍᑎᑦ.

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔩᑦ 
ᑐᑭᓯᒋᐊᖅᑎᑕᐅᓂᖏᑦ
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔩᑦ ᑐᑭᓯᒋᐊᖅᑎᑕᐅᓂᖏᑦ ᐱᒋᐊᖅᑎᑦᑎᒍᑕᐅᓲᑦ 
ᐃᖅᑲᓇᐃᔭᖃᑎᒌᖕᓂᐊᖅᑐᓂᑦ ᐊᒻᒪᓗ ᑕᐃᒪᓐᓂᖏᓐᓄᑦ ᐃᓕᖕᓄᑦ 
ᐱᒻᒪᕆᐅᕗᑦ ᑐᑭᓯᐅᒪᒍᓐᓇᕐᓂᓕᒫᖕᓂᑦ ᑐᑭᓯᐅᒪᓗᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᖅᒧ 
ᑕᐅᖅᓰᔩᑦ ᑭᒡᒐᖅᑐᐃᔨᖏᓐᓂᑦ ᑲᑎᒪᖃᑎᒋᒐᔭᖅᑕᑎᑦ ᐅᖃᕐᕕᒋᒐᔭᕋᕕᒋᑦ 
ᓂᐅᕕᖅᑕᐅᔪᒪᓲᕐᓂᑦ ᐊᒻᒪᓗ ᖃᓄᐃᑦᑐᓂᑦ ᐱᔨᑦᑎᕋᓲᖑᒻᒪᖔᑕ ᐃᓄᖕᓂᑦ 
ᐊᐅᓪᓚᐅᔾᔨᓂᕆᖃᑦᑕᖅᑕᑎᑦ ᒪᓕᓪᓗᒋᑦ.

ᖃᓄᖅ ᐅᐸᓗᖓᐃᔭᕈᓐᓇᕐᒪᖔᖅᐱᑦ
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔩᑦ ᑐᑭᓯᒋᐊᖅᑎᑕᐅᓲᑦ ᐊᑐᕋᔭᕐᒪᑕ 
ᐊᔾᔨᒌᙱᑦᑐᓂᑦ ᓂᐅᕕᐊᒃᓴᓂᑦ ᐊᒻᒪᓗ ᐃᓕᑉᐹᓪᓕᕐᓗᑎᑦ 
ᑕᑯᔭᐅᖃᑦᑕᕋᔭᖅᑐᓂᑦ ᐊᒻᒪᓗ ᐋᖅᑭᓱᖅᑕᐅᔭᕆᐊᖃᓲᕐᓂᒃ ᐃᓂᒃᓴᓕᐅᕐᓗᓂ 
ᐊᐅᓪᓚᖅᑐᖃᖅᑎᓪᓗᒍ ᐅᑭᐅᖅᑕᖅᑐᒧᑦ. ᐱᕕᖃᕋᔭᙱᑦᑑᒐᓗᐊᖅᑲᐃ 
ᐃᓚᐅᖃᑕᐅᓗᑎᑦ ᑕᒪᐃᓐᓄᓕᒫᖅ ᐊᐅᓪᓚᕐᓂᐅᔪᒧᑦ, ᐅᕝᕙᓘᓐᓃᑦ 
ᑕᑯᔭᐃᓐᓇᕆᒍᓐᓇᕋᔭᖅᑕᒃᓴᕆᙱᑕᖏᑦ ᑕᑯᔭᖅᑐᖅᑎᑦᑎᒍᑎᑎᑦ.

ᐃᓚᐅᖃᑕᐅᖁᔭᐅᒍᕕᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑐᑭᓯᒋᐊᖅᑎᑦᑎᓂᕐᒥᒃ, 
ᖃᐅᔨᒪᑦᑎᐊᕐᓗᑎᑦ ᐊᐱᕆᒐᓗᐊᕐᒪᖔᖅᐱᑦ ᑭᒃᑯᑦ ᖃᐃᒐᔭᕐᒪᖔᕐᒥᒃ 
ᐊᒻᒪᓗ ᑭᓱᓂᑦ ᕿᓂᕐᒪᖔᑕ ᐊᒻᒪᓗ ᖃᓄᑎᒋ ᐊᐃᑉᐸᕆᒐᔭᕐᒪᖔᖅᐱᒋᑦ. 
ᑕᐃᒪᐃᒃᑯᕕᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᒐᔭᖅᑐᑎᑦ ᐅᓂᒃᑲᐅᓯᖃᕐᓗᑎᑦ ᑭᓱᓂᑦ 
ᐱᒻᒪᕆᐅᓂᕋᖅᑕᖏᓐᓂᑦ. ᓂᐅᕕᐊᒃᓴᖃᓲᑦ ᑭᒡᒐᑐᖅᑕᖏᑦ ᓈᒻᒪᙱᒃᑯᑎᑦ 
ᐃᓕᖕᓄᑦ, ᕿᐱᓗᒍᓐᓇᖅᑕᑎᑦ “ᐋᒡᒑᕐᓗᒋᑦ”.

ᐊᖏᕈᕕᑦ, ᐱᒻᒪᕆᐅᓛᖑᒐᔭᖅᑐᖅ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᐅᔪᖅ 
ᐃᖅᑲᓇᐃᔭᖃᑎᒋᒋᐊᙵᕐᓗᒍ. ᓯᕗᓪᓕᖅᐹᕐᒥ ᖃᐅᔨᔭᐅᒋᐊᙵᓕᖅᑎᓪᓗᑎᑦ 
ᑕᐅᑐᑦᑕᐅᑦᑎᐊᕈᕕᑦ ᐊᑯᓂᐅᔪᖅ ᐊᑦᑐᐃᓂᖃᕈᓐᓇᖅᑐᖅ.

ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ 5 (TR5)

ᐃᓚᒋᔭᐅᒍᕕᑦ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑕ ᑲᒪᒋᔭᖏᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᕙᑦᑐᑦ 
ᖃᐅᔨᒪᔭᐅᓕᕋᓱᐊᕈᑎᖏᓐᓂᑦ, ᐅᐸᓗᖓᐃᖅᓯᒪᔭᕆᐊᖃᖅᑐᑎᑦ ᑲᑐᔾᔨᖃᑎᖃᕐᓗᑎᑦ ᑮᓇᐅᔭᓂᑦ ᐊᑐᕐᓗᑎᑦ ᐊᑭᑭᓪᓕᒋᐊᖅᑎᑦᑎᓯᒪᓂᒃᑯᑦ 
ᐅᕝᕙᓘᓐᓃᑦ ᐃᓚᖏᓐᓂᑦ ᐊᑭᖃᙱᑦᑐᓂᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᕙᓪᓗᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᖏᑎᒎᕋᐃᒍᕕᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓗᑎᑦ.

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 3 :  ᒪᓕᑦᑕᐅᓲᑦ − ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ

L. ᐊᕕᑦᑐᕐᓗᒋᑦ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔭᕆᐊᖃᕈᑏᑦ 
ᒪᓕᑦᑕᐅᔭᕆᐊᓕᖏᑦ ᑲᔪᓯᔪᖅ
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ᖃᓄᖅ ᐊᕕᑦᑐᖅᓯᒪᔪᓂ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᓂᐅᕐᕈᑎᑦᑎᒐᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ 
ᐃᓕᖕᓂᒃ ᐃᑲᔪᕈᓐᓇᖅᐸᑦ?

•	ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ 
ᐅᐸᓗᖓᐃᔭᐃᓲᑦ ᓇᓗᓇᐃᔭᑦᑎᐊᖅᓯᒪᔪᓂᑦ ᐊᐅᓪᓚᕈᑎᖏᑕ 
ᒥᒃᓵᓅᖓᔪᓂᒃ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔩᑦ ᑭᒡᒐᖅᑐᐃᔨᖏᑦ 
ᓂᐅᕐᕈᒋᐊᖅᑐᖅᓯᒪᑎᓪᓗᒋᑦ.

•	ᖃᐅᔨᒃᑲᐃᓲᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑲᒻᐸᓂᐅᔪᓂᑦ 
ᐱᓕᕆᐊᖃᖃᑦᑕᓲᑦ ᕿᓂᖅᑕᒥᓂᒃ, ᐊᑐᐃᓐᓇᐅᒪᔪᓂᒃ ᐊᒻᒪᓗ 
ᑕᐃᒃᑯᐊ ᑲᒻᐸᓂᐅᔪᑦ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔪᓂᑦ.

•	ᐱᖃᑎᖃᕈᓐᓇᕐᒥᔪᑦ ᑖᒃᑯᓂᖓ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑕᐅᖅᓰᔨᓂᑦ ᑕᑯᔭᖅᑐᖅᓯᒪᓪᓗᑎᑦ ᖃᐅᔨᒪᑦᑎᐊᕈᒪᒧᑦ 
ᓂᐅᕕᐊᒃᓴᑦ ᐊᑐᖅᑎᑕᐅᖃᑦᑕᓂᐊᖅᑐᓪᓗ 
ᑲᒪᒋᔭᐅᖃᑦᑕᕋᓗᐊᕐᒪᖔᑕ ᐅᖃᖅᓯᒪᓂᖏᑦ ᒪᓕᓪᓗᒋᑦ ᐊᒻᒪᓗ 
ᐋᖅᑭᓱᖅᓯᒪᔮᑦᑎᐊᕋᓗᐊᕐᒪᖔᑕᓗ ᖃᐅᔨᓴᕆᐊᕐᓗᑎᑦ.

•	ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔭᕐᓂᑦ ᓂᐅᕕᐊᒃᓴᖕᓂᑦ 
ᓴᖅᑭᑎᑦᑎᓲᑦ ᑖᒃᑯᓄᖓ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᐅᓚᑦᑎᑦᑎᔨᓄᑦ 
ᐊᒻᒪᓗ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ ᐊᒥᓱᓂᒃ ᓂᐅᕕᐊᒃᓴᖃᓲᕐᓄᑦ 
ᓂᐅᕕᕐᕕᐅᓪᓗᐊᓲᖏᓐᓂ.

	 •	  Add the participants to your contact data base;

	 • 	 Send them a thank-you email and follow up any requests for 
additional information;

	 • 	 Follow any sales lead opportunities presented by the Trade 

	 • �	� Make sure that participants are welcomed — introduce your-
self and  
exchange business cards;

	 • 	 Outline the program while at your property or on your tour;

	 •	 Escort the group during the Trade FAM and be a gracious host;

	 •	 Give time and attention to questions and make a note to follow 

	 • 	� Understand the participants in the group — who are they, where 
are they from, what is their position, do they sell your product or 
have the potential to sell your product?

	 • 	� Know their Itinerary and obtain contact details — when do they 
arrive and depart, where the group has been and where they 
are going, have they experienced  
a competitor’s product?

	 • 	� Consider the available time and present your product as the 

B E F O R E

A F T E R

D U R I N G

ᐊᓪᓕᕐᒥ ᑎᑎᖅᑐᖅᓯᒪᔪᑦ ᑐᑭᓯᐅᒪᖁᓪᓗᑎᑦ ᐱᐅᓛᕐᓂᒃ ᐃᑲᔫᑎᐅᔪᓂᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᒻᐸᓂᐅᔪᑦ ᐃᓚᐅᖃᑕᐅᖃᑦᑕᖅᑐᑎᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᑯᔭᖅᑐᖅᓯᒪᔪᑦ ᓂᐅᕐᕈᓪᓗᑎᑦ ᑲᒻᐸᓂᐅᔪᓄᑦ ᓂᐅᕕᐊᒃᓴᖃᓲᕐᓄᑦ.

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 3 :  ᒪᓕᑦᑕᐅᓲᑦ − ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ

L. ᐊᕕᑦᑐᕐᓗᒋᑦ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔭᕆᐊᖃᕈᑏᑦ 
ᒪᓕᑦᑕᐅᔭᕆᐊᓕᖏᑦ ᑲᔪᓯᔪᖅ
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ᖃᓄᖅ ᐊᕕᑦᑐᖅᓯᒪᔪᓂ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓂᐅᕐᕈᑎᑦᑎᒐᓱᐊᖅᑏᑦ 
ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᐃᓕᖕᓂᒃ ᐃᑲᔪᕈᓐᓇᖅᐸᑦ?

• ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ
ᐅᐸᓗᖓᐃᔭᐃᓲᑦ ᓇᓗᓇᐃᔭᑦᑎᐊᖅᓯᒪᔪᓂᑦ ᐊᐅᓪᓚᕈᑎᖏᑕ
ᒥᒃᓵᓅᖓᔪᓂᒃ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔩᑦ ᑭᒡᒐᖅᑐᐃᔨᖏᑦ
ᓂᐅᕐᕈᒋᐊᖅᑐᖅᓯᒪᑎᓪᓗᒋᑦ.

• ᖃᐅᔨᒃᑲᐃᓲᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑲᒻᐸᓂᐅᔪᓂᑦ
ᐱᓕᕆᐊᖃᖃᑦᑕᓲᑦ ᕿᓂᖅᑕᒥᓂᒃ, ᐊᑐᐃᓐᓇᐅᒪᔪᓂᒃ ᐊᒻᒪᓗ
ᑕᐃᒃᑯᐊ ᑲᒻᐸᓂᐅᔪᑦ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔪᓂᑦ.

• ᐱᖃᑎᖃᕈᓐᓇᕐᒥᔪᑦ ᑖᒃᑯᓂᖓ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ
ᑕᐅᖅᓰᔨᓂᑦ ᑕᑯᔭᖅᑐᖅᓯᒪᓪᓗᑎᑦ ᖃᐅᔨᒪᑦᑎᐊᕈᒪᒧᑦ
ᓂᐅᕕᐊᒃᓴᑦ ᐊᑐᖅᑎᑕᐅᖃᑦᑕᓂᐊᖅᑐᓪᓗ
ᑲᒪᒋᔭᐅᖃᑦᑕᕋᓗᐊᕐᒪᖔᑕ ᐅᖃᖅᓯᒪᓂᖏᑦ ᒪᓕᓪᓗᒋᑦ ᐊᒻᒪᓗ
ᐋᖅᑭᓱᖅᓯᒪᔮᑦᑎᐊᕋᓗᐊᕐᒪᖔᑕᓗ ᖃᐅᔨᓴᕆᐊᕐᓗᑎᑦ.

• ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔭᕐᓂᑦ ᓂᐅᕕᐊᒃᓴᖕᓂᑦ
ᓴᖅᑭᑎᑦᑎᓲᑦ ᑖᒃᑯᓄᖓ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᐅᓚᑦᑎᑦᑎᔨᓄᑦ
ᐊᒻᒪᓗ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ ᐊᒥᓱᓂᒃ ᓂᐅᕕᐊᒃᓴᖃᓲᕐᓄᑦ
ᓂᐅᕕᕐᕕᐅᓪᓗᐊᓲᖏᓐᓂ.

• ᐃᓚᓕᐅᑎᓗᒋᑦ ᓂᐅᕐᕈᓯᒪᓚᐅᖅᑐᑦ ᖃᐅᔨᒋᐊᕐᕕᒃᓴᑦ ᑐᑭᓯᒋᐊᕈᑎᖏᑦ ᖃᕋᓴᐅᔭᕐᒧᑦ ᑐᖅᑯᖅᓯᒪᔭᖕᓄᑦ;
• ᐊᐅᓪᓚᑎᑦᑎᕕᒋᓗᒋᑦ ᖁᔭᓐᓇᒦᖅᓯᒪᔪᒥᒃ ᑎᑎᕋᕐᓗᑎᑦ ᖃᕋᓴᐅᔭᒃᑯᑦ ᐊᒻᒪᓗ ᖃᓄᐃᓕᐅᕆᐊᖃᕐᓂᕋᖅᓯᒪᔭᖏᑦ

ᐊᐱᖅᑰᑎᒋᓗᒋᑦ ᑐᑭᓯᒋᐊᒃᑲᓐᓂᖁᓪᓗᑎᑦ; 

• ᖃᐅᔨᒋᐊᒃᑲᓐᓂᕐᓗᑎᑦ ᓂᐅᕕᖅᑕᐅᔪᒪᔪᖃᕐᓂᕈᓂ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᓂᐅᕐᕈᓯᒪᑎᓪᓗᒋᑦ; ᐊᒻᒪᓗ
• ᐃᓚᐅᖃᑕᐅᔪᒥᓃᑦ ᑐᓴᐅᒪᑎᖃᑦᑕᕐᓗᒋᑦ ᑭᓱᑐᐃᓐᓇᕐᓂᒃ ᐊᓯᔾᔨᕐᓂᐅᔪᓂᑦ ᓄᑖᕈᕆᐊᖅᓯᒪᔪᓂᓪᓗ

ᓂᐅᕕᐊᒃᓴᕕᑦ ᒥᒃᓵᓅᖓᔪᓂᑦ.

• ᖃᐅᔨᒪᑦᑎᐊᕐᓗᑎᑦ ᐃᓚᐅᖃᑕᐅᔪᑦ ᑐᙵᓱᐊᑎᒃᑲᓗᐊᕐᒪᖔᖅᐱᒋᑦ − ᑭᓇᐅᒻᒪᖔᖅᐱᑦ ᐅᖃᕐᓗᑎᑦ ᐊᒻᒪᓗ ᓇᒻᒥᓂᖁᑎᕕᑦ ᑐᑭᓯᒋᐊᕈᑎᖏᑦ ᐸᐃᑉᐹᕋᓛᕐᒥᑦᑐᒥᒃ 
ᑐᓂᓯᓗᑎᑦ;

• ᓇᓗᓇᐃᔭᐃᓗᑎᑦ ᐱᓕᕆᐊᕐᒥᒃ ᓇᒻᒥᓂᖁᑎᖕᓃᑎᓪᓗᒍ ᐅᕝᕙᓘᓐᓃᑦ ᕿᒥᕐᕈᑎᓪᓗᒍ;
• ᖃᐃᓯᒪᔪᑦ ᐊᐃᑉᐸᕆᖃᑦᑕᕐᓗᒋᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔩᑦ ᑭᒡᒐᖅᑐᐃᔨᖏᑦ ᑐᑭᓯᒋᐊᖅᑎᑕᐅᑎᓪᓗᒋᑦ ᐊᒻᒪᓗ ᑐᙵᓇᖅᑑᓗᑎᑦ;
• ᐱᕕᖃᖅᑎᓪᓗᒋᑦ ᐃᑉᐱᒋᑦᑎᐊᕐᓗᒋᑦ ᐊᐱᖅᓱᑎᓪᓗᒋᑦ ᐊᒻᒪᓗ ᖃᐅᔨᒪᒋᐊᕐᓗᑎᑦ ᑭᓱᑐᐃᓐᓇᕐᓂᒃ ᑐᒃᓯᕋᖅᑐᖃᕋᐃᑉᐸᑦ ᑲᒪᒋᒐᔭᖅᑕᖕᓂᑦ; 
• ᑐᑭᓯᒋᐊᕈᑏᑦ ᑲᑎᖅᓱᖅᓯᒪᔪᓂᑦ ᑐᓂᓯᓗᒋᑦ ᐊᒻᒪᓗ ᓴᖅᑭᔮᖅᑎᓐᓂᐊᕐᓂᕋᕐᓗᒋᑦ ᑐᑭᓯᒋᐊᕈᑏᑦ ᐃᓚᐅᖃᑕᐅᔪᓄᑦ ᑕᑯᔭᐅᔪᓐᓇᓂᐊᕐᒪᑕ; ᐊᒻᒪᓗ

• ᐊᐱᕆᓗᒋᑦ ᑎᑭᓯᒪᔪᑦ ᓂᐅᕕᐊᒃᓴᕕᑦ ᒥᒃᓵᓅᖑᔪᒥᒃ ᐅᖃᐅᓯᖃᖁᓗᒋᑦ. 

• ᑐᑭᓯᐅᒪᓗᑎᑦ ᐃᓚᐅᖃᑕᐅᔪᑦ ᑲᑎᙵᔪᓃᑦᑐᓂᑦ−ᑭᒃᑰᒻᒪᖔᕐᒥᒃ, ᓇᑭᙶᕐᒪᖔᑕ, ᖃᓄᐃᑦᑐᒥᒃ
ᐃᖅᑲᓇᐃᔮᖃᕐᒪᖔᑕ, ᓂᐅᕕᐊᒃᓴᖃᓲᖑᕙᑦ ᓂᐅᕕᐊᒃᓴᖕᓂᑦ ᐅᕝᕙᓘᓐᓃᑦ ᓂᐅᕕᐊᒃᓴᖕᓂᑦ
ᓂᐅᕕᐊᒃᓴᖃᕈᓐᓇᕋᔭᖅᐹᑦ?

• ᖃᐅᔨᒪᓗᒋᑦ ᐊᐅᓪᓚᕈᑎᖏᑕ ᑐᑭᓯᒋᐊᕈᑎᖏᑦ ᐊᒻᒪᓗ ᖃᐅᔨᒃᑲᕋᒃᓴᐅᓂᖏᑕ ᑐᑭᓯᒋᐊᕈᑎᖏᑦ
ᖃᐅᔨᒪᓗᒋᑦ−ᖃᖓ ᑎᑭᒃᑲᔭᕐᒪᖔᑕ ᐊᒻᒪᓗ ᐊᐅᓪᓚᕋᔭᕐᒪᖔᑕ. ᓇᒧᙵᓚᐅᖅᓯᒪᓐᓂᕈᑯᑦ ᑎᑭᓯᒪᔪᑦ ᐊᒻᒪᓗ
ᓇᒧᙵᕋᔭᕐᒪᖔᑕ, ᖃᐅᔨᓯᒪᕙᓪᓗ ᐊᑭᕋᖅᑐᖅᑕᕕᑦ ᐊᑐᖅᑎᓲᖏᓐᓂᒃ ᓂᐅᕕᐊᒃᓴᕆᓲᖏᓐᓂᑦ?

• ᐃᓱᒪᒃᓴᖅᓯᐅᕐᓗᑎᑦ ᐊᑐᐃᓐᓇᐅᒪᓂᖏᑦ ᐊᒻᒪᓗ ᓂᐅᕕᐊᒃᓴᐃᑦ ᐅᖃᐅᓯᕆᓗᒍ ᓂᐅᕕᖅᐸᑦᑐᑉ
ᐊᑐᕈᒪᒐᔭᖅᑕᖓ ᒪᓕᓪᓗᒍ;

• ᑐᑭᓯᒋᐊᖅᑎᓪᓗᒋ ᐃᖅᑲᓇᐃᔭᖅᑎᑎᑦ, ᖃᐅᔨᒪᑦᑎᐊᕐᓗᑎᑦ ᑕᒪᐃᓐᓂ ᐃᖅᑲᓇᐃᔭᖅᑏᑦ ᖃᐅᔨᒪᒐᓗᐊᕐᒪᖔᑕ
ᑎᑭᓯᒪᔪᓂᑦ; ᐊᒻᒪᓗ

• ᑐᑭᓯᒋᐊᕈᑎᓂᑦ ᐅᐸᓗᖓᐃᔭᐃᓗᑎᑦ ᐊᑐᓂ ᐃᓚᐅᖃᑕᐅᔪᓄᑦ ᒪᓕᓪᓗᒋᑦ ᑭᙴᒪᒋᔭᖏᑦ.

ᓯᕗᓂᐊᒍᑦ

ᑭᖑᓂᐊᒍᑦ

ᖃᐃᓯᒪᑎᓪᓗᒋᑦ

L. ᐊᕕᑦᑐᕐᓗᒋᑦ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔭᕆᐊᖃᕈᑏᑦ ᒪᓕᑦᑕᐅᔭᕆᐊᓕᖏᑦ ᑲᔪᓯᔪᖅ

ᐊᓪᓕᕐᒥ ᑎᑎᖅᑐᖅᓯᒪᔪᑦ ᑐᑭᓯᐅᒪᖁᓪᓗᑎᑦ ᐱᐅᓛᕐᓂᒃ ᐃᑲᔫᑎᐅᔪᓂᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᒻᐸᓂᐅᔪᑦ ᐃᓚᐅᖃᑕᐅᖃᑦᑕᖅᑐᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑕᑯᔭᖅᑐᖅᓯᒪᔪᑦ ᓂᐅᕐᕈᓪᓗᑎᑦ ᑲᒻᐸᓂᐅᔪᓄᑦ ᓂᐅᕕᐊᒃᓴᖃᓲᕐᓄᑦ.  

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ  3 :  ᒪᓕᑦᑕᐅᔭᕆᐊᓖᑦ − ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ 
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ᖃᓄᐃᓕᐅᕈᑎᒃᓴᖅ:
ᐃᒪᓐᓇᐃᑦᑐᖃᕐᓂᕈᓂ:
ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᖃᐃᖁᔨᓯᒪᕗᑦ ᐃᓕᖕᓂᒃ ᐃᓚᐅᖃᑕᐅᓗᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑕᐅᖅᓰᔩᑦ ᑭᒡᒐᖅᑐᐃᔨᖏᑦ ᓂᐅᕐᕈᓪᓗᑎᑦ ᑐᑭᓯᒋᐊᖅᑎᑕᐅᓂᖏᓐᓄᑦ ᐱᖓᓲᔪᖅᑐᓄᑦ ᑕᕆᐅᑉ ᐊᑭᐊᓂ ᓂᐅᕐᕈᕕᐅᓗᑎᑦ ᐊᐅᓚᑦᑎᔩᑦ 
ᖃᐃᓯᒪᓪᓗᑎᑦ ᑲᓇᑕᑉ ᐅᑭᐅᖅᑕᖅᑐᖓᓄᑦ, ᐃᓚᔭᐅᖁᓪᓗᒋᑦ ᓯᓚᒥ ᐊᐅᓪᓚᐅᔾᔭᐅᒐᔭᕐᒪᑕ ᓂᐅᕕᐊᕆᔭᒥᓄᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒨᖓᔪᓂᑦ.

ᔪᓚᐃᒥ ᓂᐅᕐᕈᒐᔭᖅᑐᑦ, ᐊᑕᐅᓯᕐᒥᒃ ᐱᓇᓱᐊᕈᓯᕐᒥᒃ ᑕᒪᐃᓐᓂ ᑕᒫᓃᒃᑲᔭᖅᑐᑎᑦ, ᑕᑯᔭᖅᑐᕐᓗᑎᑦ “ᑭᓱᓕᒫᓂᑦ”. ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ 
ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᒋᔭᐃᑦ ᑐᙵᓱᐊᖁᔨᕗᖅ ᑎᓴᒪᓄᑦ ᐃᑲᕐᕋᓄᑦ ᐊᐅᓪᓚᑎᑦᑎᓂᕐᒥᒃ. ᑭᓯᐊᓂᓕ, ᐊᑐᐃᓐᓇᐅᒪᒐᔭᕐᒪᑕ 
ᒪᕐᕈᑐᐃᓐᓈᓐᓄᒃ ᐃᑲᕐᕌᓐᓄᒃ.

ᐊᓯᖏᓐᓂᒃ ᑕᑯᔭᖅᑐᖁᒐᓗᐊᖅᑐᒋᑦ, ᑭᓯᐊᓂᓕ ᐱᕕᖃᕐᓇᑎᑦ.

ᖃᓄᖅ ᐅᐸᓗᖓᐃᔭᐃᒐᔭᖅᐱᑦ ᒪᕐᕉᖕᓄᒃ ᐃᑲᕐᕌᓐᓄᒃ 
ᐊᑯᓂᐅᑎᒋᔪᖅ ᑕᑯᑦᑎᐊᓵᕈᓐᓇᖁᓪᓗᒋᑦ?

ᖃᓄᐃᓕᐅᕋᔭᖅᐱᑦ ᑎᑭᓚᐅᙱᓐᓂᖏᓐᓂ?

 
ᖃᓄᐃᓕᐅᕋᔭᖅᐸᑦ ᓂᐅᕐᕈᓯᒪᑎᓪᓗᒋᑦ?

ᖃᓄᐃᓕᐅᕋᔭᖅᐱᑦ ᐊᐅᓪᓚᓚᐅᖅᑎᓪᓗᒋᑦ?

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 3 :  ᒪᓕᑦᑕᐅᓲᑦ − ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ

L. ᐊᕕᑦᑐᕐᓗᒋᑦ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔭᕆᐊᖃᕈᑏᑦ 
ᒪᓕᑦᑕᐅᔭᕆᐊᓕᖏᑦ ᑲᔪᓯᔪᖅ
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ᓱᒻᒪᑦ ᐱᒻᒪᕆᐅᕙ?
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔨᖏᑦ ᓴᖅᑮᑎᑦᑎᓲᑦ ᐊᒻᒪᓗ 
ᑐᓂᐅᖅᑲᐃᓪᓗᑎᑦ ᐊᑭᖏᑕ ᑎᑎᖅᑐᖅᓯᒪᓂᖏᓐᓂᑦ (ᐊᑭᖏᑦ 
ᑎᑎᖅᑐᖅᓯᒪᔪᑦ) ᐱᖃᓯᐅᔾᔨᓯᒪᓪᓗᑎᑦ ᑐᑭᓯᒋᐊᕈᑎᖏᓐᓂᑦ ᐊᒻᒪᓗ 
ᐃᖅᑲᓇᐃᔭᖃᑎᖃᖅᑐᑎᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᓴᖅᑭᔮᖅᑎᑦᑎᔩᑦ 
ᑲᒻᐸᓂᖏᓐᓂᑦ ᑕᑯᔭᐅᔪᒥᓇᖅᑐᓂᑦ ᓴᖅᑭᔮᖁᔨᓪᓗᑎᑦ 
ᐅᖃᓕᒫᒐᕐᓂᑦ ᓂᐅᕕᖅᑐᑦ ᓂᐅᕐᕈᒍᒪᓕᕐᓂᐊᕐᒪᑕ. ᐊᒻᒪᓗᒃᑲᓐᓂᖅ 
ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑎᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ 
ᐅᖃᓕᒫᒐᓕᐅᕈᓐᓇᕐᒥᔪᑦ ᓴᖅᑭᔮᖅᑎᑦᑎᓗᑎᑦ ᓇᒻᒥᓂᖁᑎᖕᓂᑦ 
ᐅᕝᕙᓘᓐᓃᑦ ᑕᒪᐃᓐᓂ ᑎᑭᕝᕕᐅᒐᔭᖅᑐᓂᑦ ᐃᖅᑲᓇᐃᔭᕐᕖᑦ 
ᑕᑯᒃᓴᐅᑎᑦᑎᓂᖏᓐᓄᑦ ᐊᒻᒪᓗ ᑕᑯᓂᐊᖃᑦᑕᕆᐊᖃᖅᑐᑎᑦ ᐅᓪᓗᒥᐅᔪᖅ, 
ᐱᔪᒥᓇᖅᑐᓂᓪᓗ ᐊᒻᒪᓗ ᐱᐅᔪᓂᑦ ᐊᔾᔨᓕᐅᖅᑕᐅᓯᒪᔪᒥᒃ.

ᖃᓄᖅ ᑕᑯᒃᓴᐅᑎᑦᑎᒐᔭᖅᐸᖓ ᒪᓕᒃᑲᒪ ᑕᒪᔅᓱᒥᖓ 
ᒪᓕᑦᑕᐅᔭᕆᐊᓕᖕᒥᒃ?
ᐊᔾᔨᖏᓐᓂᒃ ᐊᔾᔨᙳᐊᖅᐱᑦ ᑐᓂᓯᓗᑎᑦ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ 
ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᓐᓄᑦ ᐊᒻᒪᓗ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ 
ᑕᐅᖅᓰᔨᒃᑯᓐᓄᑦ.

ᐃᑲᔫᑏᑦ ᖃᓄᐃᑦᑐᓂᑦ ᐊᔾᔨᙳᐊᕐᓂᑦ 
ᑲᑐᔾᔨᔪᒃᓴᐅᒻᒪᖔᖅᐱᑦ?
ᐅᓪᓗᒥᐅᔪᖅ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᓴᖅᑭᔮᕐᔫᒥᑎᑦᑎᒍᑏᑦ ᐊᔾᔨᙳᐊᑦ 
ᐅᓪᓗᒥᓴᐅᔭᕆᐊᖃᓲᑦ (1-5 ᐊᕐᕌᒍᑦ ᐃᓗᐊᓂ ᐊᔾᔨᓕᐅᖅᑕᐅᓯᒪᓗᑎᑦ), 
ᐊᔾᔨᓕᐅᖅᑕᐅᓗᑎᑦ ᐊᔾᔨᓕᐅᕈᑎ ᐊᑐᖅᑕᐅᓗᓂ ᓴᙱᓂᓕᒃ 300 x 
600 dpi ᐊᒻᒪᓗ ᓴᖅᑭᔮᖅᑎᑦᑎᓗᑎᑦ ᐊᑐᖅᑕᐅᖑᒐᔭᖅᑐᓂᑦ ᐊᒻᒪᓗ 
ᑭᓱᓂᑦ ᑕᑯᒐᕐᒪᖔᕐᒥᒃ ᓂᐅᕐᕈᐊᖅ ᐃᓕᖕᓄᑦ ᐊᐅᓪᓚᐅᔾᔭᐅᓯᒪᑎᓪᓗᒍ. 
ᐱᐅᓂᖅᓴᒥᒃ ᐊᔾᔨᙳᐊᖃᕆᐊᖃᕋᔭᕐᒥᔪᑦ ᖃᕋᓴᐅᔭᒃᑯᑦ ᐴᖅᓯᕕᒃᑯᑦ 
ᐊᐅᓪᓚᑎᑦᑎᒍᒪᓐᓂᕈᕕᑦ, ᐅᕝᕙᓘᓐᓃᑦ ᐊᓯᐊᑎᒍᑦ ᐊᑭᖃᙱᑦᑐᒃᑯᑦ 
ᐊᐅᓪᓚᑎᑦᑎᓂᐊᕈᕕᑦ ᑐᖅᑯᐃᕕᒻᒧᑦ.  ᐃᖅᑲᐅᒪᒋᑦ ᑎᑎᕋᖅᑕᐅᓯᒪᔪᑦ,

ᐱᓗᐊᖅ•ᑐᒥᐱᒃ ᐅᐊᓂᔾᔨᖅᙳᓴᐊᐅᑦᔪᑦᐊᐊᒥᓱᔾᔨᓕᙳᐅᖅᐊᑕᑦ 
ᐅᐱᓂᒻᒪᐊᕆᕈᑎᐅᓛᑦ ᐊᖑᖏᕗᑦᔫᓗᑕᒋᑯᑦᔭᐅ−ᓗᑎᑦ. ᐊᔾᔨ
ᙳᐊᖏᐊᑦᑦᑎᐱᓗᐅᓂᐊᖅᖅᑐᓴᐅᒥᒃᔭᕆᐊᐊᔾᔨᖃᓕᕐᐅᒪᕈᑕᑎ, 
ᒥᐊᒃᔾᔨᐊᙳᑐᐊᕐᓂᖏᕈᕕᑦ ᑦᐱᐅᐊᓂᔾᔨᖅᙳᓴᐊᐅᖁᖓᓪᓄᓗᑦᒋᑦ.

ᐱᐅᓛᖑᒐᔭᙱᑦᑐᖅ ᓴᙱᔪᒥᒃ ᑕᑯᒃᓴᐅᑎᑦᑎᓇᓱᐊᖅᑎᓪᓗᑎᑦ. 
ᓂᕈᐊᕐᓗᒋᑦ ᐊᔾᔨᙳᐊᑦ ᑐᑭᓯᔭᐅᒐᔭᖅᑐᑦ ᐅᖃᐅᓯᕆᒍᒪᒐᔭᖅᑕᖕᓂᑦ 
ᐃᓄᖕᓄᑦ.  ᐊᔾᔨᓕᐅᕆᔨᒻᒪᕆᒻᒥᒃ ᐃᖅᑲᓇᐃᔭᖅᑎᑖᑲᐃᓐᓇᕐᓂᐊᕈᕕᑦ 
ᑐᓴᖅᑎᓪᓗᒋᑦ ᖃᓄᖅ ᐊᒻᒪᓗ ᓇᒥ ᐊᔾᔨᙳᐊᑦ 
ᐊᔾᔨᓕᐅᖅᑕᐅᔪᒃᓴᐅᒐᔭᕐᒪᖔᕐᒥᒃ.

•	ᐊᔾᔨᓕᐅᖅᓯᖃᓯᐅᔾᔨᓗᑎᑦ ᐃᓄᖕᓂᒃ, ᓈᒻᒪᒃᑯᑎᑦ, 
ᐱᐅᔪᒥᒃ ᐊᑦᑐᐃᓂᖃᓲᖑᒻᒪᑕ ᐅᖃᓕᒫᖅᑐᓂᑦ. ᐃᓄᐃᑦ 
ᐃᓚᐅᖃᑕᐅᙳᐊᖅᑐᑦ ᖁᕕᐊᓱᙳᐊᖅᑐᓪᓗ ᐊᔾᔨᙳᐊᓂᒃ 
ᐱᓗᐊᖅᑐᒥᒃ ᖃᓄᐃᓕᐅᕐᓂᖃᖅᑐᑎᑦ ᐃᑲᔪᓲᖑᒻᒪᑕ ᐅᖃᓕᒫᖅᑐᓂᑦ 
ᑕᐅᑐᙳᐊᕐᓗᑎᑦ ᓇᒻᒥᓂᖅ ᓄᓇᒋᔭᕐᓂᑦ.

•	ᐅᖃᐅᓯᕆᓗᒋᑦ “ᐊᔾᔨᓕᐅᖅᑕᐅᔪᑦ ᐃᓄᐃᑦ” ᑭᓱᒧᑦ ᐊᔾᔨᙳᐊᖅ 
ᐊᑐᖅᑕᐅᒐᔭᕐᒪᖔᕐᒥᒃ ᐊᒻᒪᓗᑦᑕᐅᖅ ᐊᔾᔨᙳᐊᖅ ᓴᒃᑯᑕᐅᒍᓐᓇᕐᓗᓂ 
ᐱᒻᒪᕆᐊᓘᕗᖅ ᐃᓄᖕᓄᑦ ᐅᑭᐅᖃᕈᑎᑦ 19−ᓂᑦ ᑐᖔᓂᓗ. 
ᐊᖓᔪᖅᑳᖏᑦ ᐊᖏᕆᐊᓖᑦ ᓴᖅᑭᔮᖅᑎᑕᐅᒍᓐᓇᕋᓗᐊᕐᒪᖔᑕ 
ᕿᑐᕐᖓᖏᑕ ᐊᔾᔨᙳᐊᖏᑦ.

•	ᐊᑐᕆᐊᖃᕈᕕᑦ ᐃᓄᑉ ᐊᓯᐊᑉ ᐊᔾᔨᙳᐊᖓᓂᒃ 
ᖃᐅᔨᒪᑦᑎᐊᕆᐊᖃᕐᒥᔪᑎᑦ ᐊᑐᕈᓐᓇᕋᓗᐊᕐᒪᖔᖅᐱᐅᒃ 
ᐊᖏᕐᓗᓂ ᑕᐃᓐᓇ ᐃᓄᒃ ᐊᔾᔨᙳᐊᖁᑎᓕᒃ ᐱᓗᐊᖅᑐᒥᒃ 
ᓴᖅᑭᔮᖅᑎᓐᓂᐊᕈᕕᐅᒃ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔨᑎᒍᑦ ᐊᒻᒪᓗ 
ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖕᓄᑦ.

•	ᐊᑐᖅᑕᐃᓕᒪᒍᒋᑦ ᐊᔾᔨᙳᐊᑦ ᑕᐅᑐᕋᕐᓈᑎᑦᑎᔪᖃᖅᑎᓪᓗᒍ 
ᑭᓯᐊᓂᓕ ᐃᓚᒋᐅᓂᐊᕈᑎᑦ ᑕᐅᑐᑦᑕᐅᓂᐊᕐᒪᑕ 
ᐊᐅᓪᓚᑎᑦᑎᔾᔪᑎᖕᓂᑦ, ᐊᐅᓪᓚᕈᑏᑦ ᐊᑐᖅᑕᐅᓂᐊᖅᑐᓂᑦ ᐊᒻᒪᓗ 
ᑕᑯᔭᖅᑐᖅᑕᐅᓂᐊᖅᑐᓂᑦ. ᐊᑐᕐᓗᑎᓪᓗ ᓂᕿᙳᐊᓂᑦ ᐊᔾᔨᙳᐊᓂᑦ 
ᑭᓯᐊᓂ ᓂᕆᑎᑦᑎᒐᔭᕈᕕᑦ ᑕᒪᒃᑯᓂᖓ ᓴᖅᑭᔮᖅᑎᑕᖕᓂᑦ.

•	ᓂᐅᕕᐊᒃᓴᕆᔭᐃᑦ ᐱᖃᓯᐅᔾᔨᓯᒪᒍᓂ ᑐᔪᕐᒥᑎᑦᑎᓂᐊᕈᕕᑦ, 
ᐱᖃᓯᐅᔾᔨᓗᑎᑦ ᐃᒡᓗᕈᓯᕐᓂᑦ ᓂᐅᕐᕈᐊᕕᑦ ᐊᑐᕋᔭᖅᑕᖏᑦ, 
ᓇᓕᐊᑐᐃᓐᓇᐃᓪᓘᓐᓃᑦ ᐃᓄᓐᓄᑦ ᑭᒃᑯᑐᐃᓐᓇᕐᓄᑦ ᐅᐸᑦᑕᐅᓲᑦ − 
ᓂᕆᕖᑦ, ᑐᙵᓱᐊᑎᑦᑎᕖᑦ ᓇᒥᑐᐃᓐᓇᖅ ᐅᕝᕙᓘᓐᓃᑦ ᐊᓯᖏᑦ. 
ᑖᒃᑯᐊ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐃᓚᒋᔭᐅᒻᒪᑕ ᓂᐅᕕᐊᒃᓴᕕᑦ 
ᐃᓚᒋᓪᓗᓂᒋᑦ. ᑕᐅᑐᒃᑲᔭᖅᑕᖓ ᑲᔾᔮᓇᖅᑐᖅ ᓯᕗᐊ ᑐᔪᕐᒥᕕᕕᑦ 
ᐅᕝᕙᓘᓐᓃᑦ ᐊᔾᔨᙳᐊᖅ ᓂᕐᔪᑎᙳᐊᖅ ᓂᐅᕕᖅᑐᒥᒃ ᐅᕝᕙᓘᓐᓃᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᒥᒃ ᑕᑯᒃᓴᐅᑎᑦᑎᑐᐃᓐᓇᕈᕕᑦ 
ᐱᔭᕆᐊᓕᒻᒥᓂᒃ ᐃᑲᔪᕐᓂᖃᔾᔮᙱᑦᑐᖅ ᓇᒥ ᑐᔪᕐᒥᓂᐊᕐᒪᖔᕐᒥᒃ 
ᐃᓱᒪᓕᐅᕐᓗᑎᑦ.

ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ 6 (TR6)

ᐊᔾᔨᙳᐊᓂᑦ/ᐱᐅᔪᓂᑦ ᖃᕋᓴᐅᔭᒃᑯᑦ ᑕᑯᔭᐅᔪᓐᓇᖅᑐᓂᑦ ᑐᓂᓯᓗᑎᑦ ᑐᓂᓯᔭᐅᔭᕆᐊᖃᖅᑐᑎᑦ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ 
ᑲᑐᔾᔨᖃᑎᒌᖕᓄᑦ ᐅᕝᕙᓘᓐᓃᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᓄᑦ ᓂᐅᕕᐊᒃᓴᖃᕈᓐᓇᖁᓪᓗᒋᑦ  ᓴᖅᑭᔮᖅᑎᑦᑎᓗᑎᓪᓗ ᓂᐅᕕᐊᒃᓴᕆᔭᖕᓂᑦ.

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 3 :  ᒪᓕᑦᑕᐅᓲᑦ − ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ

L. ᐊᕕᑦᑐᕐᓗᒋᑦ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔭᕆᐊᖃᕈᑏᑦ 
ᒪᓕᑦᑕᐅᔭᕆᐊᓕᖏᑦ ᑲᔪᓯᔪᖅ
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L. ᐊᕕᑦᑐᕐᓗᒋᑦ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᔭᕆᐊᖃᕈᑏᑦ 
ᒪᓕᑦᑕᐅᔭᕆᐊᓕᖏᑦ ᑲᔪᓯᔪᖅ

ᐅᐸᓗᖓᐃᔭᐃᓂᖅ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᑦ 
ᓇᓗᓇᐃᔭᖅᓯᒪᓂᖏᓐᓂᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑕᐅᖅᓰᔨᓄᑦ
ᐃᖅᑲᓇᐃᔭᖃᑎᖃᖅᑎᓪᓗᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᒃᑯᓐᓂᒃ, 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᒻᐸᓂᐅᔪᑦ, ᑐᓂᓯᔭᕆᐊᖃᖅᑐᑎᑦ 
ᓂᐅᕕᐊᒃᓴᕕᑦ ᑐᑭᓯᒋᐊᕈᑎᖏᓐᓂᑦ ᐊᔾᔨᙳᐊᓂᓪᓗ ᑖᒃᑯᓄᖓ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᖃᓲᕐᓂᑦ ᐋᖅᑭᒃᓱᐃᖁᓪᓗᒋᑦ ᐊᒻᒪᓗ 
ᐱᖃᓯᐅᔾᔨᖁᓪᓗᒋ ᐊᑭᖏᑕ ᑎᑎᑐᖅᓯᒪᔪᖁᑎᖏᓐᓂᑦ ᐅᕝᕙᓘᓐᓃᑦ 
ᓂᐅᕕᐊᒃᓴᓂᑦ ᓴᖅᑭᔮᕈᑎᓂᑦ ᐋᖅᑭᒃᓱᐃᖁᓪᓗᒋᑦ. ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᓇᒻᒥᓂᖁᑎᓖᑦ ᑐᓂᓯᒃᑲᔪᑦᑐᑦ ᐱᔪᓐᓇᐅᑎᖃᕐᓇᙱᑦᑐᒥᒃ 
ᐊᔾᔨᙳᐊᓂᒃ ᓇᓗᓇᐃᔭᐃᓪᓗᑎᑦ ᓂᐅᕕᐊᒃᓴᒥᓂᑦ. ᐊᑕᐅᓯᐅᕗᖅ 
ᑖᓐᓇ ᐸᐃᑉᐹᖅ ᐊᔾᔨᙳᐊᓕᒃ ᓇᓗᓇᐃᒃᑯᑕᖃᖅᑐᒍ ᓇᒻᒥᓂᖁᑏᑦ 
ᓇᓗᓇᐃᒃᑯᑕᖓ ᐊᑐᕐᓗᒍ ᐊᒻᒪᓗ ᑭᓇ ᖃᐅᔨᒋᐊᕐᕕᒃᓴᐅᒻᒪᖔᕐᒥᒃ 
ᑐᑭᓯᒋᐊᕈᑎᖃᕐᓗᑎᑦ. ᑕᑯᓂᐊᖅᓴᕋᐃᒍᑎᒃᓴᐅᑎᑕᐅᓇᓱᐊᓲᖅ 
ᐊᒥᓲᙱᑦᑐᓂᑦ ᑐᑭᓯᒋᐊᕈᑎᖃᕋᓗᐊᕐᓗᓂ ᐊᒻᒪᓗ ᑐᓴᖅᑕᐅᖁᔭᖏᑦ 
ᑐᓴᖅᑕᐅᒃᑲᕋᓱᐊᖅᑐᑎᑦ ᐃᑭᐊᖅᑭᕕᕕᑦ ᐊᔾᔨᙱᙱᑦᑐᓂᐅᒃ.

ᐃᓱᒪᒋᒋᐊᕐᓗᒋᑦ ᓇᓗᓇᐃᔭᕈᑎᖏᑦ ᓲᕐᓗᒃ:

•	ᓱᑯᑦᑎᐊᓃᓐᓂᖓ − ᑐᔪᕐᒥᕕᐅᒍᕕᑦ, ᐅᖓᓯᓐᓂᖏᑦ ᐅᐸᑦᑕᐅᓲᓄᑦ, 
ᓂᐅᕕᕐᕕᓄᑦ ᐊᒻᒪᓗ ᓂᕆᕕᓄᑦ.

•	ᐃᒡᓗᕈᓰᑦ − ᑭᓱᑦ ᐱᖃᓯᐅᔾᔭᐅᓯᒪᕙᑦ? ᑳᐱᓕᐅᕈᑏᑦ, ᓄᔭᕐᓄᑦ 
ᐸᓂᖅᓴᐅᑎᑦ, ᐅᕕᓂᓐᓂᐊᕐᕖᑦ ᓇᖏᕐᓗᓂᓘᓐᓃᑦ ᐅᕕᓂᓐᓂᐊᕐᕖᑦ, 
ᐅᓪᓛᕈᕐᒥᑕᕐᓇᑦ, ᑭᓱᑦ ᐊᑐᖅᑐᐊᕋᒃᓴᐅᒻᒪᖔᑕ ᑐᔪᕐᒥᕕᒻᒥ 
ᐱᔨᑦᑎᖅᑕᐅᔪᒧᑦ ᐊᒻᒪᓗ ᐊᑭᖏᑦ ᐊᑐᖅᑐᐊᕐᓗᓂ (ᐃᒡᓕᕋᓛᖅ, 
ᑐᖅᑯᐃᕕᒃ, ᐊᓯᖏᓪᓗ).

•	ᓱᑯᑦᑎᐊᓃᒻᒪᖔᖅ ᑕᑯᔭᖅᑐᖅᑕᐅᓂᐊᖅᑐᖅ ᐱᒋᐊᕐᕕᖓ ᐊᒻᒪᓗ 
ᖃᓄᖅ ᑕᐅᕗᙵᕈᓐᓇᕐᒪᖔᑕ.

•	ᐊᑯᓂᐅᓂᖓ − ᐊᐅᓪᓚᕐᓂᖏᑕ, ᖃᖓᑕᓲᒃᑯᕕᒻᒥ ᑐᔪᕐᒥᕕᒻᒧᑦ, 
ᑐᔪᕐᒥᕕᒻᒥ ᑕᑯᔭᖅᑐᖅᑕᐅᓂᐊᖅᑐᒧᑦ, ᐊᑯᓂᐅᓂᖏᑦ 
ᐊᐅᓪᓚᖅᓯᒪᓂᕆᓂᐊᖅᑕᖏᑦ ᐅᓪᓗᖏᑦ, ᓂᕆᐅᒋᔭᐅᔪᑦ 
ᓄᖅᑲᕐᕕᐅᑲᐃᓐᓇᕐᓂᐊᖅᑐᑦ.

•	ᓇᓕᐊᑐᐃᓐᓇᑦ ᐊᑦᑕᓇᖅᑕᐃᓕᒪᓂᕐᒧᑦ ᐱᔾᔪᑕᐅᔪᓐᓇᖅᑐᑦ, 
ᐃᖅᑲᖅᑐᐃᕕᒻᒨᖅᑎᑎᔾᔮᙱᓐᓂᖏᓐᓄᑦ ᐊᑎᓕᐅᕐᓗᑎᑦ, 
ᐊᔪᙱᓐᓂᕆᔭᐅᔪᑦ ᐅᕝᕙᓘᓐᓃᑦ ᖃᓄᐃᓕᐅᖃᑦᑕᕐᓂᑰᔮᕆᐊᓕᖏᑦ 
(ᓲᕐᓗᒃ ᐱᒋᐊᓕᓵᖅᑐᓂ ᐱᓱᑦᑏᑦ, ᐱᓱᖃᑦᑕᕐᓂᑯᑦ, ᖃᐅᔨᒪᔭᕆᐊᓖᑦ 
ᑐᒃᑲᕆᐊᓕᒍᓐᓇᕐᓗᑎᑦ, ᖃᓄᖅ ᕿᒧᒃᓯᐅᑎᕐᔪᐊᓂᒃ 
ᐃᑭᒪᔪᓐᓇᕐᒪᖔᕐᒥᒃ ᖃᐅᔨᒪᔭᕆᐊᓖᑦ, ᖃᔭᕆᐊᕐᒥ ᐃᐳᒍᓐᓇᕆᐊᓕᒃ, 
ᐊᓯᖏᓪᓗ).

•	ᐅᑭᐅᖃᕆᐊᖃᕐᓂᖏᑦ ᐅᕝᕙᓘᓐᓃᑦ ᖃᑦᑎᓂᑦ ᐅᑭᐅᖃᕐᓗᓂ 
ᐊᑐᖁᔭᐅᔾᔪᑎᖏᑦ ᐊᐅᓪᓚᕐᓂᕆᓂᐊᖅᑕᖏᑕ.

•	ᑎᑎᕋᕆᐊᙵᖅᓯᒪᔪᒥᒃ ᐱᖃᓕᕈᕕᑦ, ᐊᐱᕆᓗᑎᑦ

ᐅᖃᐅᓯᒃᓴᖃᕈᓐᓇᕋᔭᖅᑐᒥᒃ ᐃᓄᒻᒥᒃ ᖃᐅᔨᒪᔪᒥᒃ ᓇᒻᒥᓂᖁᑎᖕᓂᑦ 
ᐱᖃᓯᐅᔾᔨᖁᔨᑲᓪᓚᒍᓐᓇᕐᒪᑕ ᐳᐃᒍᖅᑕᒥᓂᕐᓂᑦ ᐅᕝᕙᓘᓐᓃᑦ, 
ᑲᓇᑕᒥᐅᑕᐅᔪᖅᑎᑐᑦ, ᐅᖃᖅᑕᐃᓕᓗᐊᓲᖑᒻᒪᑕ.

ᐃᖅᑲᐅᒪᒋᑦ − ᐊᔾᔨᙳᐊᓕᒃ ᐊᑕᐅᓯᖅ ᐸᐃᑉᐹᕐᒥ ᑐᑭᓯᒋᐊᕈᑏᑦ 
ᐅᕝᕙᓘᓐᓃᑦ ᐊᑭᖏᓐᓂᑦ ᑎᑎᖅᑐᖅᓯᒪᔪᓂᑦ ᓴᖅᑭᑎᑦᑎᒐᔭᖅᑐᑎᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᒃᑯᓐᓄᑦ ᐊᔾᔨᒋᒐᔭᙱᑕᖏᑦ 
ᑐᑭᓯᒋᐊᕈᑎᖏᓐᓂᑦ ᐃᑭᐊᖅᑭᕕᖕᓂ ᑐᑭᓯᒋᐊᕈᑎᖏᓐᓂᑦ. ᐸᐃᑉᐹᖅ 
ᐊᔾᔨᙳᐊᓕᒃ ᐅᕝᕙᓘᓐᓃᑦ ᐊᑭᖏᓐᓂᑦ ᑎᑎᖅᑐᖅᓯᒪᔪᖅ ᐃᓗᓕᖃᕋᔭᕐᒪᑦ 
ᓇᓗᓇᐃᔭᖅᓯᒪᓂᖏᓐᓂᑦ ᖃᓄᐃᓕᐅᓲᖑᓂᔅᓯᖕᓂᑦ, ᐊᑭᖏᑦ ᐊᒻᒪᓗ 
ᐊᐅᓚᓂᖏᑦ.

ᐃᑲᔫᑏᑦ: 
•	�ᑎᑎᕋᖅᓯᒪᔭᑎᑦ ᓇᐃᑦᑑᑎᓪᓗᒋᑦ ᐊᒻᒪᓗ 
ᐅᖃᐅᓰᑦ ᑲᑎᖅᓱᖅᓯᒪᔪᑦ ᓇᐃᑦᑑᑎᓪᓗᒋᑦ 
ᐅᖃᓕᒫᕋᕐᓂᓂᖅᓴᐅᒐᔭᕐᒪᑕ.

•	ᐅᖃᐅᓰᑦ ᐱᒡᒐᓇᓗᐊᕐᔭᐃᑎᓪᓗᒍ ᐊᒻᒪᓗ 
ᐅᖃᕆᐊᓕᑦᑎᑦ ᐅᖃᐅᓯᕆᑐᐃᓐᓇᕐᓗᒋᑦ 
ᐅᖃᓕᒫᓲᕐᓄᑦ ᑐᑭᓯᔭᐅᓂᐊᕐᒪᑕ.

•	ᐊᑐᖅᑕᐃᓕᒋᑦ ᐅᖃᐅᓰᑦ 
ᓇᐃᓪᓕᑎᑕᐅᒋᐊᖅᓯᒪᔪᖏᓐᓂᑦ 
ᐅᖃᐅᓯᕆᓚᐅᙱᒃᑯᕕᐅᒃ ᑕᒪᐃᓐᓂ 
ᑕᐃᒎᓯᖓ ᐊᑐᖅᑳᓚᐅᖅᑐᒍ.

•	ᐊᑐᖅᑐᒥᓃᑦ ᐅᖃᐅᓯᖃᖁᓗᒋᑦ − 
ᐱᖃᓯᐅᔾᔨᓗᑎᑦ ᐊᑕᐅᓯᕐᒥᒃ ᒪᕐᕉᓐᓂᓘᓐᓃᑦ 
ᐱᔨᑦᑎᖅᑕᕕᑦ ᐅᖃᐅᓯᕆᑦᑎᐊᓛᕆᓯᒪᔭᖏᑦ 
ᑐᑭᓯᐅᒪᕚᓪᓕᓕᖁᓪᓗᒋᑦ 
ᐱᐅᔫᔪᓐᓇᕐᓂᖓᓂᒃ ᐊᐅᓪᓚᑎᑦᑎᓂᕕᑦ.

•	ᐱᒻᒪᕆᐅᔪᓂᑦ ᐅᖃᐅᓯᖃᕈᒪᒍᕕᑦ 
ᓇᐃᓈᖅᓯᒪᔫᑎᓪᓗᒍ 
ᑎᑎᖅᑐᖅᓯᒪᓗᒋᓪᓘᓐᓃᑦ ᐱᒻᒪᕆᐅᓛᖏᑦ

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 3 :  ᒪᓕᑦᑕᐅᓲᑦ − ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ



63T R A D E R E A D Y N O R T H . C A

M. ᐃᓱᓕᓐᓂᖏᑦ
ᐅᐱᒋᕙᑦᑎᒋᑦ ᐱᔭᕇᖅᓯᒐᕕᑦ ᐃᓕᓐᓂᐊᕈᑎᒃᓴᖅ 3-ᒥ. 
ᒫᓐᓇ ᖃᐅᔨᓴᖅᓯᒪᓕᖅᐳᑎᑦ ᓇᒻᒥᓂᖃᖅᑐᑦ ᐊᑐᕋᔭᖅᑕᖏᑕ 
ᐆᑦᑐᕋᐅᑕᐅᓂᖏᓐᓂᑦ ᖃᐅᔨᓴᖅᑕᐅᓂᖏᓐᓂᓗ ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕐᓗᓂ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔨᓂᑦ ᓂᐅᕕᐊᒃᓴᖃᓲᕐᓂᑦ. 
ᐱᔭᕇᖅᓯᓗᓂ ᑕᒪᔅᓱᒥᖓ ᐃᓕᓐᓂᐊᕋᒃᓴᒥᒃ ᓇᒻᒥᓂᖁᑎᖕᓂᑦ 
ᓯᕗᒧᐊᑦᑎᑦᑎᒍᑕᐅᒃᑲᓐᓂᖅᑐᖅ ᐃᓕᓴᕆᔭᐅᓕᕐᓗᑎᑦ ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ, 
ᓂᐅᕕᐊᒃᓴᕐᓂᕐᒧᑦ ᐊᒻᒪᓗ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓕᕐᓗᓂᓗ. 
ᖃᐅᔨᒃᑲᐃᓗᑎᑦ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ 
ᑲᑐᔾᔨᖃᑎᒌᖕᓄᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᕐᓂ ᐃᓕᖕᓂᑦ 
ᐃᒪᓐᓇᐃᓕᐅᕆᐊᖃᓕᖅᑎᑦᑎᒐᔭᖅᑐᑦ:

•	ᑐᓂᓯᓗᑎᑦ ᐊᑎᓕᐅᖅᓯᒪᔪᒥᒃ ᐱᔭᕇᖅᓯᒪᔪᒥᓪᓗ ᓇᒻᒥᓂᖅ 
ᖃᐅᔨᓴᕐᓂᕐᒧᑦ ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ / ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ /
ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓕᕐᓂᖕᓂ ᑎᑎᖅᑐᖅᓯᒪᔪᑦᓂ 
ᖃᓄᐃᓕᐅᕆᐊᖃᕈᓂᑎᑦ ᑐᓂᓗᒋᑦ ᑲᑐᔾᔨᖃᑎᒌᖕᓄᑦ, ᐊᒻᒪᓗ

•	ᑐᒃᓯᕋᕐᕕᐅᒍᕕᑦ, ᑐᓂᓯᓗᑎᑦ ᓇᓗᓇᐃᒃᑯᑕᓂᑦ ᐅᕝᕙᓘᓐᓃᑦ 
ᐊᔾᔨᖏᓐᓂᒃ ᓚᐃᓴᓐᓯᕕᑦ, ᐱᔪᓐᓇᐅᑎᕕᑦ, ᓇᓪᓕᐅᒃᑯᒫᓂᒃ 
ᐊᒻᒪᓗ ᐊᑐᐊᒐᕐᓂᑦ, ᐊᔾᔨᙳᐊᓂᑦ, ᑐᕌᖓᔪᓂᑦ ᑭᓱᑐᐃᓐᓇᕐᓂᒃ 
ᓂᕆᐅᒋᔭᐅᔪᓂᑦ ᒪᓕᑦᑕᐅᔭᕆᐊᖃᖅᑐᓂᑦ.

ᐃᓕᓴᕆᔭᐅᓇᓱᐊᓕᕐᓗᑎᑦ ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ 
ᑕᐅᖅᓰᓂᕐᒧᓪᓗ ᒪᓕᑦᑕᐅᔭᕆᐊᓖᑦ ᒪᓕᒃᑲᕕᒋᑦ, 

ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᒋᔭᐃᑦ 
ᐊᒃᓱᕈᖅᑐᑎᑦ ᐃᖅᑲᓇᐃᔮᖃᓲᑦ ᓇᒻᒥᓂᖁᑎᒋᔭᕐᓄᑦ, 
ᓴᖅᑭᔮᕐᔫᒥᓕᖅᑎᑦᑎᓇᓱᐊᖅᑐᑎᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᕕᒋᓇᓱᐊᖅᑕᖕᓄᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᖏᑎᒍᑦ, ᐱᐅᓯᕚᓪᓕᑎᑦᑎᓇᓱᐊᖅᑐᑎᑦ 
ᖃᐅᔨᒪᔭᐅᑦᑎᐊᓂᐊᕐᒪᑦ ᓄᓇᓯ ᑎᑭᑕᐅᒍᓐᓇᑦᑎᐊᕐᓂᐊᕋᒥ ᐊᒻᒪᓗ 
ᓂᐅᕕᖅᐸᑦᑐᑦ ᐅᑉᐱᕈᓱᓕᖁᓪᓗᒋᑦ ᓂᐅᕐᕈᔭᐅᑦᑎᐊᕈᓐᓇᓂᔅᓯᖕᓂᒃ. 

ᐃᓕᓐᓂᐊᕇᕈᕕᑦ ᐅᕝᕙᓘᓐᓃᑦ ᐱᔭᕇᕈᕕᐅᒃ ᑖᓐᓇ ᑎᑎᕋᕐᕕᒃᓴᖅ 
ᐅᖃᓕᒫᒐᕋᓛᖅ ᐃᓕᓐᓂᐊᕈᑎ, ᐃᑲᔪᖅᑕᐅᔭᕆᐊᖃᕈᕕᓪᓘᓐᓃᑦ 
ᑐᑭᓯᕚᓪᓕᕐᓗᑎᑦ ᐅᕝᕙᓘᓐᓃᑦ ᒪᓕᒍᒪᓕᕐᓂᕈᕕᒋᑦ ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ, 
ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐊᒻᒪᓗ/ᐅᕝᕙᓘᓐᓃᑦ ᑕᐅᖅᓰᓂᕐᒧᑦ 
ᐅᐸᓗᖓᐃᖅᓯᒪᓗᓂ ᒪᓕᑦᑕᐅᔭᕆᐊᖃᓲᕐᓂᑦ, ᐅᕝᕙᓘᓐᓃᑦ 
ᐊᐱᖅᑯᑎᒃᓴᖃᕈᕕ ᐅᖃᐅᓯᒃᓴᖃᕈᕕᓪᓘᓐᓃᑦ ᑖᔅᓱᒪᑉ ᐃᓕᓐᓂᐊᕋᒃᓴᑉ 
ᒥᒃᓵᓄᑦ, ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ 
ᐃᓕᖕᓂᑦ ᑐᓴᕈᒪᑦᑎᐊᕋᔭᕐᒥᔪᑦ.

ᖁᔭᓐᓇᒦᒃ
ᖃᓄᐃᓕᐅᖃᑕᐅᓂᕐᓂ 
ᐱᕚᓪᓕᑎᑦᑎᖃᑕᐅᒐᕕᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ 

ᑲᔪᓯᑎᑕᐅᑦᑎᐊᕋᓱᐊᖅᑐᑦ. 

ᐃᓕᓐᓂᐊᕋᒃᓴᖅ 3 :  ᒪᓕᑦᑕᐅᓲᑦ − ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ



6 4 ᓇᒻ ᒥᓂᖃᕐ ᓂ ᕐᒧ ᑦ ,  ᓂ ᐅᕕᐊ ᒃ ᓴᖃ ᕐ ᓂ ᕐᒧ ᑦ  &  ᑕᐅᖅ ᓰ ᕐ ᓂᒧ ᑦ  ᐅ ᐸᓗᖓᐃᖅᓯ ᒪᓂᖅ ᐃᓕ ᓐᓂ ᐊ ᕋ ᒃ ᓴᖅ

N OT E S :



A.	ᑕᐃᒎᓰᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑐᑭᖏᑦ

B.	ᐆᑦᑑᑏᑦ ᐊᑐᐊᒐᓕᐅᕐᓗᓂ

C.	ᖃᕋᓴᐅᔭᒃᑯᑦ ᑕᑯᓂᐊᖅᑕᐅᖁᔭᐅᔪᑦ ᐃᑲᔫᑎᒃᓴᑦ ᑲᓱᕈᑎᖏᑦ

ᐃᑲᔫᑎᒃᓴᑦ

ᑕᕝᕙᓂ ᐃᓕᓐᓂᐊᕋᒃᓴᒥ, ᐃᓕᓐᓂᐊᕐᓂᐊᖅᑐᑎᑦ ᐅᑯᓂᖓ:



6 6 ᓇᒻ ᒥᓂᖃᕐ ᓂ ᕐᒧ ᑦ ,  ᓂ ᐅᕕᐊ ᒃ ᓴᖃ ᕐ ᓂ ᕐᒧ ᑦ  &  ᑕᐅᖅ ᓰ ᕐ ᓂᒧ ᑦ  ᐅ ᐸᓗᖓᐃᖅᓯ ᒪᓂᖅ ᐃᓕ ᓐᓂ ᐊ ᕋ ᒃ ᓴᖅ

ᐃᑲᔫᑎᒃᓴᑦ

ᐊᑑᑎᖃᕐᕕᐅᑎᑦᑐᖅ ᐊᑯᓂᐅᓂᖓ: ᐱᕕᖃᕐᓂᖓ ᐊᐅᓚᑦᑎᓐᓇᐅᑎᓪᓗᒍ 
ᐊᕐᕌᒍᒥ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᖃᓲᑉ ᑲᒻᐸᓂᐅᔪᑉ ᑮᓇᐅᔭᓂᒃ 
ᐊᑭᓕᐅᑎᖃᕐᕕᐅᓂᖓ ᐊᒻᒪᓗ ᐊᑭᑭᓪᓕᒋᐊᖅᓯᒪᑎᑦᑎᓂᖓ 
ᐊᑐᐃᓐᓇᐅᒪᙱᑦᑐᖅ

ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᑕᐅᖅᓰᔨᖏᓐᓄᑦ. ᑕᐃᒪᐃᓗᐊᓲᑦ 
ᐊᒥᓲᓗᐊᖅᑐᓄᑦ ᐊᑐᖅᑕᐅᒍᒪᔪᖃᕋᐃᒻᒪᑦ  ᑲᒻᐸᓂᐅᔪᖅ  ᒪᑐᓯᓪᓗᓂ 
ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᒍᑎᖏᓐᓂᑦ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᑕᐅᖅᓰᔨᓄᑦ 
ᓂᐊᕕᐊᒃᓴᖃᖁᓪᓗᒍ ᑕᒪᐃᓐᓂ ᐊᑐᐃᓐᓇᐅᒪᔪᓂᑦ ᓂᐅᕕᐊᒃᓴᓂ ᓂᐅᕕᓲᕐᓄᑦ.

ᓴᓂᕐᕙᖅᑕᐅᓯᒪᔪᑦ ᐃᓂᒃᓴᓕᐊᕆᔭᐅᓇᓱᐊᖅᑐᑦ: ᐃᓂᒃᓴᓕᐅᖅᓯᒪᔪᖃᓲᖅ 
ᓂᐅᕕᐊᒃᓴᑦ (ᓲᕐᓗᒃ ᐃᒡᓗᕈᓰᑦ ᐃᒃᓯᕙᐅᑕᐃᓪᓘᓐᓃᑦ ᐊᐅᓪᓚᕐᓗᓂ, 
ᐊᓯᖑᓪᓗ), ᓴᓂᕐᕙᖅᑕᐅᓯᒪᓗᑎᑦ ᑮᓇᐅᔭᓂᑦ ᐳᖅᓯᓯᒪᔮᙱᒃᑲᓗᐊᖅᑐᑎᑦ. 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᒻᐸᓂᐅᔪᑦ ᐃᓱᒪᒃᓴᖅᓯᐅᕈᑎᖃᕆᐊᓕᑦ 
ᒪᓕᑦᑕᐅᔭᕆᐊᓕᖏᓐᓂᑦ ᑮᓇᐅᔭᓂᑦ ᐴᖅᓯᓯᒪᔮᕆᐊᖃᕈᑎᓪᓘᓐᓃᑦ ᑖᒃᑯᐊ 
ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᑕᐅᖅᓰᔨᐅᔪᑦ ᑎᒍᒥᐊᖅᓯᖁᓪᓗᒋᑦ ᐊᑐᖅᑕᐅᒐᔭᖅᑐᒥᒃ 
ᓂᐅᕕᐊᒃᓴᒥᒃ ᐅᕝᕙᓘᓐᓃᑦ ᐃᓂᒃᓴᓴᓕᐅᖅᓯᒪᓗᑎᑦ ᓂᐅᕕᐊᒃᓴᖃᕋᓱᐊᖅᑐᑦ 
ᐃᓕᖕᓂᒃ ᑭᒡᒐᖅᑐᐃᓪᓗᑎᑦ (ᓲᕐᓗᒃ ᐃᒡᓗᕈᓯᑦ ᓴᓂᕐᕙᖅᑕᐅᓯᒪᔪᑦ 
ᐃᒃᓯᕙᐅᑕᐃᓪᓘᓐᓃᑦ ᐅᓪᓗᐃᑦ ᓂᕈᐊᖅᑕᐅᓯᒪᓲᖑᓪᓗᑎᑦ).

ᖄᖓᒍᑦ ᐊᑭᓕᐅᑎᒋᔭᐅᓲᑦ ᓂᐅᕕᖅᑎᑦᑎᔪᒥᓂᐅᔪᑦ: ᐊᑭᓕᖅᑕᐅᓲᑦ 
ᐊᐅᓪᓚᖅᑐᓂᑦ ᐃᓂᒃᓴᓕᐅᕆᔨᐅᔪᑦ ᑲᒻᐸᓂᐅᔪᒥᒃ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᖏᓐᓄᑦ 
ᓂᐅᕕᐊᒃᓴᖏᓐᓂᑦ ᐱᔨᑦᑎᕋᕈᑎᖏᓐᓂᓘᓐᓃᑦ. ᖄᖓᒍᑦ ᐊᑭᓕᐅᑕᐅᔪᑦ 
ᓂᐅᕕᖅᑐᖃᓚᐅᖅᑎᓪᓗᒍ ᑐᙵᕕᖃᓲᖅ ᐳᓴᓐᑎᒥᒃ ᓂᐅᕕᐊᒃᓴᖓᑕ 
ᓂᐅᕕᐊᖑᔪᒥᓂᐅᓐᓂᕋᐃᒻᒪᑕ (ᓲᕐᓗᒃ 10%).

ᓂᐅᕕᖅᐸᑦᑐᓄᑦ ᑕᑯᒃᓴᐅᑎᑕᐅᕝᕕᐅᓂᖏᑦ ᐊᑐᐃᓐᓇᐅᒪᔪᓂᑦ 
ᓂᐅᕕᕋᒃᓴᓂᑦ: ᖃᐅᔨᒪᔭᐅᒻᒥᔪᑦ ᐃᖅᑲᓇᐃᔭᕐᕖᑦ ᑕᑯᒃᓴᐅᑎᑦᑎᓂᖏᑦ, 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓂᐅᕕᓲᑦ ᑕᑯᒃᓴᐅᑎᑦᑎᕕᐅᓪᓗᑎᑦ ᐃᖅᑲᓇᐃᔭᕐᕕᓄᑦ 
ᓄᓇᕐᔪᐊᕐᒥ ᑕᑯᒃᓴᐅᑎᑕᐅᓪᓗᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒨᖓᔪᑦ 
ᐊᐅᓪᓚᓲᕐᓄᑦ. ᐊᖏᔪᐊᓗᒻᒥ, ᐊᕙᓗᖃᐅᙱᑦᑐᑎᑦ ᐃᒡᓗᑉ ᐃᓗᐊᓂ 
ᑕᑯᒃᓴᐅᑎᑦᑎᔪᖃᓲᖑᓪᓗᓂ, ᐃᓄᐃᑦ ᑭᒃᑯᑐᐃᓐᓇᐃᑦ ᖃᐃᖁᔭᐅᓲᑦ.

ᐊᑭᑭᓪᓕᒋᐊᕈᑎ: ᑎᑎᖅᑲᖅ ᑮᓇᐅᔭᓂᑦ ᐊᑐᓗᐊᕐᔭᐃᑎᑦᑎᒍᑎ 
ᐅᕝᕙᓘᓐᓃᑦ ᐊᓯᐊ ᐃᑲᔫᑎ ᓂᐅᕕᖅᑐᖃᕐᓂᕈᓂ ᑭᓱᑐᐃᓐᓇᕐᒥᒃ.	
ᑮᓇᐅᔭᓂᑦ ᐊᑐᓗᐊᕐᔭᐃᑎᑦᑎᒍᑎ ᐅᐸᑦᑕᐅᔪᖃᕐᓂᐊᑎᓪᓗᒍ ᑭᓱᑐᐃᓐᓇᕐᒥᒃ 
ᑕᑯᔭᖅᑐᕈᒪᔪᒥᒃ ᖃᓄᐃᓕᐅᖅᑐᖃᕈᒪᔪᒥᒃ ᐃᓯᕈᑎᖓ, ᐊᐃᑉᐸᖃᕈᑎᓪᓘᓐᓃᑦ 
ᓂᕆᒍᓐᓇᑎᐅᖓ ᐊᑭᖃᙱᓪᓗᓂ ᓂᕆᕕᒻᒥ, ᐊᓯᖏᓪᓘᓐᓃᑦ.

ᐅᓪᓗᖓ ᐊᑐᔾᔮᒍᓐᓃᕐᓂᖓᑕ ᐃᓱᓕᕝᕕᖓ: ᐅᓪᓗᖅ ᓂᕈᐊᖅᑕᐅᓯᒪᔪᖅ 
ᓂᐅᕕᖅᑐᖅ ᐱᔨᑦᑎᕋᕈᑎᓂᑦ ᓴᒃᑯᐃᒋᐊᓕᒃ ᐅᕝᕙᓘᓐᓃᑦ ᐃᓚᓯᒋᐊᓕᒃ 
ᐃᓂᒃᓴᕆᑎᑕᐅᓂᐊᖅᑐᒥᓂᐅᓂᖓᑕ. ᐊᑐᖅᑕᐅᓲᖅ ᐱᕕᖃᕐᓂᖏᑦ ᐃᒡᓗᕈᓰᑦ 
ᐅᕝᕙᓘᓐᓃᑦ ᐊᑎᖏᑦ ᑎᑎᖅᑐᖅᓯᒪᔪᑦ ᐴᖅᓯᔪᒥᓂᐅᓚᐅᖅᑎᓪᓗᒋᑦ 
ᐊᒥᐊᒃᑯᖏᓪᓗ ᐊᑭᓕᖅᑕᐅᔭᕇᖅᑎᓪᓗᒋᐅᓲᖅ.

ᑲᓇᑕ ᐅᐸᓪᓗᒍ: ᑕᐃᔭᐅᕙᓚᐅᖅᓯᒪᔪᖅ ᑲᓇᑕᒥ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ 
ᑲᒥᓴᙵ) − ᐃᓄᖕᓄᑦ ᑭᒃᑯᑐᐃᓐᓇᕐᓄᑦ ᐱᔨᑦᑎᕋᖅᑏᑦ/ᓇᒻᒥᓂᖁᑎᓖᑦ 
ᐃᖅᑲᓇᐃᔭᖃᑎᒌᖕᓂᖏᑦ, ᓴᖅᑭᔮᕐᔫᑎᒥᑦᑎᓇᓱᐊᓲᑦ ᑲᓇᑕ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᓂᐅᕕᐊᒃᓴᖏᓐᓂᑦ ᓄᓇᓕᕐᔪᐊᕐᒧᑦ.

ᓂᐅᕐᕈᑎᑦᑎᓇᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ: ᑲᑐᔾᔨᖃᑎᒌᖑᔪᖅ 
ᐱᕙᓪᓕᐊᑎᑦᑎᒐᓱᐊᓲᖅ ᐊᒻᒪᓗ ᓴᖅᑭᔮᕐᔫᒥᑎᑦᑎᓇᓱᐊᖅᑐᓂ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ, ᐱᓗᐊᖅᑐᒥᒃ ᓄᓇᐅᔪᒧᑦ ᐅᕝᕙᓘᓐᓃᑦ ᓄᓇᓕᒻᒧᑦ, 
ᓄᓕᐸᐅᔭᕐᒧᑦ ᐅᕝᕙᓘᓐᓃᑦ ᐊᕕᑦᑐᖅᓯᒪᔪᒧᑦ ᓂᐅᕐᕈᑎᑦᑎᓇᓱᐊᓲᑦ ᐃᓄᖕᓂᒃ.

ᓂᐅᕕᐊᕆᔭᐅᒃᑲᐃᑎᑦᑎᓲᑦ ᑭᒃᑰᓂᖏᑦ ᓇᐅᒃᑰᓲᖑᓂᖏᓪᓗ: ᑮᓇᐅᔭᓂᑦ 
ᐊᑐᖅᑐᖃᕈᑎᖏᑦ ᐅᕝᕙᓘᓐᓃᑦ ᓯᓚᑖᓃᑦᑐᑦ ᑲᒻᐸᓂᐅᔪᑦ ᓂᐅᕕᐊᒃᓴᑦ 
ᐱᔨᑦᑎᕋᕈᑏᓪᓘᓐᓃᑦ ᓂᐅᕕᐊᖑᑎᑕᐅᒐᓱᐊᓲᑦ ᑎᑭᓐᓇᓱᐊᖅᑐᑎᑦ ᓂᐅᕕᓲᕐᒧᑦ. 
ᐅᑯᐊᖑᒍᓐᓇᖅᑐᑦ, ᐊᒥᓱᓂᑦ ᓂᐅᕕᐊᒃᓴᖃᓲᑦ, ᐊᐅᓪᓚᐸᑦᑐᓂᑦ ᐃᓂᒃᓴᓕᐅᕆᔩᑦ 
ᐊᒻᒪᓗ /ᐅᕝᕙᓘᓐᓃᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᐊᐅᓚᑦᑎᔩᑦ.

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔨᑦ ᐊᐅᓪᓚᕐᓂᖏᑦ: ᑐᑭᓯᒋᐊᕆᐊᖅᑐᖅᑐᑎᑦ 
ᐊᐅᓪᓚᖅᑐᑦ − ᐊᑭᑭᓪᓕᒋᐊᖅᑎᑕᐅᓯᒪᔪᑦ ᐊᐅᓪᓚᖃᑦᑕᓲᑦ ᑎᑎᕋᖅᑎᖏᑦ, 

ᐊᐅᓪᓚᓂᐊᖅᑐᓂᑦ ᐃᓂᒃᓴᓕᐅᕆᔩᑦ ᐊᒻᒪᓗ ᐊᓯᖏᑦ ᐊᔭᐅᕆᔪᓐᓇᖅᑐᑦ 
ᖃᐅᔨᒪᔭᐅᓕᕐᓂᐊᕐᒪᑕ ᓄᑖᕐᒧᑦ ᐅᕝᕙᓘᓐᓃᑦ ᐱᐅᓯᑎᑕᐅᒋᐊᖅᓯᒪᔪᒧᑦ 
ᐳᓚᕋᖅᑐᓕᕆᕐᓂᒧᖅ ᐊᐅᓪᓚᑎᑦᑎᒍᑕᐅᓲᑦ/ᐃᒡᓗᕐᔪᐊᑦ.

ᐃᓛᒃᑰᖓᓪᓗᑎᑦ ᐊᐅᓪᓚᖅᑐᑦ: ᐃᒃᑰᖓᔪᖅ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐅᕝᕙᓘᓐᓃᑦ 
ᐊᓯᔾᔨᕈᓐᓇᖅᑐᑦ ᐊᐅᓪᓚᕈᑎᖏᓐᓂᑦ ᐃᓛᒃᑰᖓᔪᖅ ᐊᐅᓪᓚᖅᑐᑦ − ᐊᐅᓪᓚᖅᑐᑦ 
ᐃᓛᒃᑰᖓᓪᓗᑎᑦ, ᐱᖃᑕᐅᙱᑦᑐᑦ ᐊᒥᓱᓂᑦ ᐊᐅᓪᓚᖃᑎᒌᑦᑐᓂᑦ.

ᐊᑭᓕᖅᓱᕆᐊᖃᐃᓐᓇᖅᑐᑦ: ᓇᓕᐊᑐᐃᓐᓇᑦ ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᒧᑦ 
ᐊᑭᓕᖅᑕᐅᔭᕆᐊᖃᓲᑦ, ᓲᕐᓗᒃ ᐃᒡᓗᒨᖅᑲᐃᓂᖅ, ᐊᑭᓕᖅᓱᐃᓐᓇᕆᐊᖃᓲᑦ 
ᖃᑦᑎᐅᒐᓗᐊᕈᑎᑦ ᐱᖁᑎᑎᑦ ᐱᔨᑦᑎᕋᕈᑎᑎᓪᓗ ᐊᑭᓕᐅᑕᐅᔪᑦ.

ᐊᐅᓪᓚᕈᑏᑦ ᐋᖅᑭᓱᖅᓯᒪᓂᖏᑦ: ᐊᐅᓪᓚᕈᑎᒋᔭᐅᓂᐊᖅᑐᑦ 
ᐋᖅᑭᓱᖅᑕᐅᓯᒪᓂᖏᑕ ᑐᑭᓯᒋᐊᕈᑎᖏᑦ ᑐᓂᔭᐅᓲᑦ ᐱᔨᑦᑎᖅᑕᐅᔪᒧᑦ 
ᐊᐅᓪᓚᓂᐊᖅᑐᓂᑦ ᐃᓂᒃᓴᓕᐅᖅᑎᒧᑦ ᐅᕝᕙᓘᓐᓃᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ 
ᐊᐅᓚᑦᑎᔨᒧᑦ.

ᐊᑭᓖᓂᐊᕐᓂᕐᒧᑦ ᓇᓪᓕᐅᒃᑯᒫᑦ: ᓇᓪᓕᐅᒃᑯᒫᑦ ᓴᐳᔾᔨᔪᑦ ᑲᒻᐸᓂᐅᔪᒥᒃ 
ᐊᑭᓖᒋᐊᖃᖅᑎᑕᐅᓂᐊᙱᒻᒪᑕ ᐱᓂᕐᓗᐊᕿᔪᖃᕈᓂ ᐅᕝᕙᓘᓐᓃᑦ 
ᐊᓯᐅᔨᔪᖃᕈᓂ ᐱᔨᑦᑎᖅᑕᐅᔪᒧᑦ.

ᐊᕐᕌᒍᑉ ᐃᓚᖓᓂ ᖃᑦᑏᓐᓇᐅᔪᑦ ᐱᔨᑦᑎᖅᑕᐅᓂᐊᖅᑐᑦ: ᐊᕐᕌᒍᒥ 
ᐊᐅᓪᓚᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᒻᐸᓂᐅᔪᑉ ᓂᐅᕐᕈᐊᖏᑦ ᖃᑦᑏᓐᓇᐅᓛᖑᓲᖑᓂᖏᑦ, 
ᐊᒻᒪᓗ ᐊᑭᑭᓪᓕᒋᐊᖅᑎᑦᑎᓯᒪᔪᒻᒪᕆᐅᓲᖑᓂᖏᑦ ᐊᐅᓪᓚᖅᑐᓄᑦ.

ᐊᑭᓕᖅᓱᕆᐊᓖᑦ ᐊᑭᓕᖅᑕᐅᓚᐅᖅᑎᓪᓗᒋᑦ ᐊᑭᖏᑦ: ᐊᑭᑭᓪᓕᒋᐊᖅᓯᒪᓲᑦ 
ᖄᖓᒍᑦ ᐊᑭᓕᐅᑕᐅᓲᖑᔪᓄᑦ ᓂᐅᕕᕐᕕᐅᔭᕋᐃᒻᒪᑕ ᐳᓚᕋᖅᑐᓕᕆᕙᑦᑐᓄᑦ 
ᐊᑐᖅᑕᐅᓲᑦ (ᑐᖔᓂᐅᙱᑦᑐᖅ 10% ᐊᑭᓕᐅᑎᒋᔭᐅᓲᑦ 
ᓂᐅᕕᖅᑎᑦᑎᔭᕋᐃᒻᒪᑕ) ᐊᑭᓕᖅᑕᐅᓲᖑᓪᓗᑎᑦ ᓂᐅᕕᐊᕆᔭᐅᔪᑦ ᐊᑭᖏᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᐱᔨᑦᑎᕋᕐᓂᖏᓐᓄᑦ ᐅᕝᕙᓘᓐᓃᑦ ᑲᑎᖅᓱᖅᓯᒪᔪᑦ 
ᐊᑐᖅᑕᐅᓂᐊᖅᑐᑦ ᐊᐅᓪᓚᕐᓗᑎᑦ.

ᐊᑭᓕᖅᑕᐅᔭᕆᐊᓖᑦ ᖄᖓᒍᒃᑲᓐᓂᖅ ᓂᐅᕕᖅᑎᑦᑎᔪᒥᓂᐅᓂᖏᓐᓄᑦ: 
ᓇᓗᓇᐃᔭᖅᑕᐅᓯᒪᓲᑦ 10%−ᖑᓗᐊᖅᑐᓂᑦ ᐊᑭᓕᐅᑕᐅᔪᑦ 
ᓂᐅᕕᖅᑎᑦᑎᔭᕋᐃᒻᒪᑕ ᒪᓕᑦᑐᒋᑦ ᓂᐅᕕᐊᒃᓴᕆᔭᑉ ᐊᑭᖏᑦ. ᑕᐃᒃᑯᐊ 
ᓂᐅᕕᖅᑎᑦᑎᒃᑲᓐᓂᓲᑦ ᐊᐅᓪᓚᖅᑐᓕᕆᓂᕐᒧᖅ ᐱᔨᑦᑎᕋᖅᑐᑎᑦ 
ᐊᐅᓪᓚᓂᐊᖅᑐᓂᑦ ᐃᓂᒃᓴᓕᐅᖅᑎᓄᑦ ᐅᕝᕙᓘᓐᓃᑦ ᓂᐅᕕᖅᑐᒧᑦ 
ᓂᐅᕕᖅᑎᑦᑎᔭᕋᐃᒻᒪᑕ ᓲᕐᓗᒃ ᐊᒥᓱᓂᒃ ᓂᐅᕕᒃᓴᖃᓲᑦ, ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ 
ᐊᐅᓚᑦᑎᔩᑦ, ᐊᐅᓪᓚᕈᑎᒋᔭᐅᓂᐊᖅᑐᓂᑦ ᑲᑎᖅᓱᐃᔩᑦ, ᐊᓯᖏᓪᓗ. 
ᐊᑭᓕᖅᑕᐅᓲᑦ ᑖᒃᑯᐊ ᐊᑭᓕᖅᓱᖅᑕᐅᔭᕆᐊᓖᑦ ᐊᑭᓕᖅᑕᐅᓚᐅᖅᑎᓪᓗᒋᑦ 
ᖄᖓᒍᒃ ᐊᑭᓕᖅᑕᐅᔾᔪᑎᖏᑦ 20%−ᖑᓲᖑᕗᑦ ᑎᑭᑦᑐᒋᑦ 30%−ᓄᑦ 
ᓂᐅᕕᐊᒃᓴᕆᔭᐅᔪᑉ ᐊᑭᖏᑦ ᒪᓕᑦᑐᒋᑦ ᐊᐅᓪᓚᕈᑎᒋᔭᐅᓲᑦ, ᐊᒻᒪᓗ 
ᖄᖓᒍᒃᑲᓐᓂᐅᙱᑦᑐᖅ ᓂᐅᕕᐊᒃᓴᑉ ᐊᑭᖏᑕ.

ᐊᐅᓚᑦᑎᓂᕐᒧᑦ ᐊᑭᖏᑦ: ᑖᒃᑯᐊ ᐊᑭᓕᖅᑕᐅᔭᕆᐊᖃᓲᑦ ᑐᕌᖓᔪᑦ 
ᐊᐅᓚᑦᑎᓂᖃᕐᓂᕐᒧᑦ ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᒥᒃ ᓲᕐᓗᒃ ᑮᓇᐅᔾᔭᒃᓵᑦ, 
ᓴᖅᑭᔮᕐᔫᒥᑎᑦᑎᒍᑏᑦ, ᓱᓇᒃᑯᑖᑦ ᐊᑐᖅᑕᐅᔭᕆᐊᓖᑦ ᐊᐅᓪᓚᐅᔾᔨᓗᓂ, 
ᐊᓯᖏᓪᓗ.

ᐊᒥᓲᓛᓂᑦ ᐱᔨᑦᑎᕐᓇᖅ ᐱᔭᒃᓴᖃᓛᖑᓂᖓᓗ ᐊᕐᕌᒍᒥ: ᐊᕐᕌᒍᑉ 
ᐃᓚᖓᓂ ᑲᒻᐸᓂᐅᔪᑉ ᐱᔨᑦᑎᖅᑕᖏᑦ ᐱᓕᕆᐊᖏᓪᓗ ᐊᒥᓲᓛᖑᓲᖑᓪᓗᑎᑦ 
ᐱᓕᕆᐊᒃᓴᖃᕐᓂᖅᐹᖑᑎᓪᓗᒍᓗ. ᑕᐃᒎᓯᖅ ᑐᕌᖓᒻᒥᔪᖅ ᑕᐃᒃᑯᓄᖓ 
ᐊᑭᓕᐅᑎᖏᑦ ᐊᑭᖏᑦ ᑐᕌᖓᔪᑦ ᐱᓕᕆᐊᖃᕐᓇᐅᓛᖒᓇᖅᑎᓪᓗᒍ.

ᐃᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᐊᐅᓚᑦᑎᑦᑎᔨᐅᔪᑦ: ᐊᔾᔨᐸᓗᖏᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ

ᐊᒥᓱᓂᑦ ᓂᐅᕕᐊᒃᓴᖃᓲᑦ ᐊᒻᒪᓗ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ ᑲᒪᓲᑦ 
ᐊᐅᓚᑦᑎᓪᓗᑎᑦ, ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᐊᐅᓚᑦᑎᔨᐅᔪᖅ ᐋᔩᕋᖃᑎᖃᓲᖅ 
ᐊᑭᓕᖅᓱᖅᑕᐅᔭᕆᐊᓖᑦ ᐊᑭᓕᖅᑕᐅᓚᐅᖅᑎᓪᓗᒋᑦ ᖄᖓᒍᑦ ᑐᓂᓯᔭᐅᓲᖑᔪᑦ 

A. ᑕᐃᒎᓰᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑐᑭᖏᑦ
ᐅᑯᐊ ᓇᓗᓇᐃᔭᐃᒍᑕᐅᕗᑦ/ᑕᐃᒎᓯᖏᓪᓗ ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ, ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᐊᒻᒪᓗ ᑕᐅᖅᓰᓂᕐᒧᑦ ᐅᐸᓗᖓᐃᔭᖅᓯᒪᔪᑦ 
ᒪᓕᑦᑕᐅᔭᕆᐊᖃᕈᑎᖏᑦ ᐊᒻᒪᓗ ᐃᓕᓐᓂᐊᕈᑎᒃᓴᐅᓲᑦ ᑲᓇᑕᑉ ᐅᑭᐅᖅᑕᖅᑐᖏᑕ ᐊᕕᑦᑐᖅᓯᒪᔪᖏᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓴᖅᑭᔮᖅᑎᑕᐅᓂᖏᑕ 
ᑲᑎᒪᔨᖏᓐᓄᑦ (PNTMC) (tradereadynorth.ca).
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ᐃᑲᔫᑎᒃᓴᑦ

ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᑲᒻᐸᓂᖏᓐᓄᑦ ᐊᒻᒪᓗ ᕿᑲᕆᐊᕐᓂᐊᖅᑐᓂᑦ 
ᑲᑎᖅᓱᖅᓯᒪᔪᓂᑦ ᖃᓄᐃᓕᐅᕈᑕᐅᓂᐊᖅᑐᓂᑦ ᐋᖅᑭᒃᓱᐃᓲᖅ ᓂᐅᕕᖅᐸᑦᑐᓂᑦ 
ᓂᐅᕕᐊᒃᓴᖃᖅᑐᑎᑦ ᐊᓯᐊᑎᒍᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᑦ 
ᐱᓕᕆᖃᑎᒋᔭᐅᓲᑦᓄ. ᑎᑭᕝᕕᐅᓂᐊᖅᑐᓂᑦ ᐊᐅᓪᓚᖅᑐᖃᕐᓗᓂ ᑲᑎᖅᓱᐃᓲᑦ 
ᖃᓄᐃᓕᐅᕈᑕᐅᒐᔭᖅᑐᓂᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᒻᐸᓂᐅᔪᑦ ᐱᖁᑎᖏᓐᓂᒃ 
ᐊᑐᖅᑐᑎᑦ, ᓂᐅᕕᐊᖑᒃᑲᓐᓂᖅᑎᑕᐅᓪᓗᑎᑦ ᐊᑐᓂ ᐃᓗᓕᕆᒐᔭᖅᑕᖏᑦ 
ᐊᒻᒪᓗ ᐊᖅᑭᒃᓱᐃᓲᑦ ᐱᔨᑦᑎᖅᑕᐅᔪᓄᑦ ᕿᑲᕆᐊᕈᑎᒋᓂᐊᖅᑕᖏᑕ 
ᐱᓕᕆᐊᖏᓐᓂᑦ ᓄᓇᓕᕐᔪᐊᕐᒥ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔩᑦ 
ᐱᖃᑎᒋᓲᖏᑎᒍᑦ, ᐅᕝᕙᓘᓐᓃᑦ ᑕᐃᒃᑯᐊ ᑎᑭᕝᕕᐅᓂᐊᖅᑐᓃᙱᑦᑐᓂᑦ. 
ᑲᓇᑕᒥ ᐊᐅᓚᑦᑎᔩᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ ᑲᓇᑕᑉ ᐊᕕᑦᑐᖅᓯᒪᔪᖓᓂ/ 
ᐅᑭᐅᖅᑕᖅᑐᑉ ᐊᕕᑦᑐᖅᓯᒪᔪᖓᓃᒍᓐᓇᓲᑦ, ᑕᐃᑲᓃᓪᓗᑎᓪᓘᓐᓂᑦ 
ᑲᓇᑕᑉ ᐊᕕᑦᑐᖅᓯᒪᔪᖓᓂ/ᐅᑭᐅᖅᑕᖅᑐᑉ ᐊᕕᑦᑐᖅᓯᒪᔪᖓᓂ 
ᐅᕝᕙᓘᓐᓃᑦ ᐊᕕᑦᑐᖅᓯᒪᔪᒥᒃ, ᓄᓇᓕᐸᐅᔭᕐᒥᒃ ᓄᓇᓕᐅᔪᒥᓪᓘᓐᓃᑦ 
ᑲᓇᑕᑉ ᐊᕕᑦᑐᖅᓯᒪᔪᖓᓂ/ᐅᑭᐅᖅᑕᖅᑐᑉ ᐊᕕᑦᑐᖅᓯᒪᔪᖓᓕ. ᑖᒃᑯᐊ 
ᐊᐅᓪᓚᓂᐊᖅᑐᓂᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐋᖅᑭᒃᓱᐃᔩᑦ ᐊᐅᓚᑦᑎᔨᖏᑦ 
ᐋᖅᑭᒃᓱᐃᒍᓐᓇᕐᒥᔪᑦ ᐊᒻᒪᓗ ᓂᐅᕕᐊᒃᓴᖃᕐᓗᑎᑦ ᐃᓚᖏᓐᓂ 
ᐊᐅᓪᓚᕈᑎᐅᒐᔭᖅᑐᓂᑦ ᓂᐅᕕᖅᐸᑦᑐᓄᑦ; ᑕᐃᒪᐃᒐᕿᒻᒪᑕ

ᓂᐅᕕᐊᒃᓴᖃᖅᑎᑦᑎᓲᑦ ᒪᓕᑦᑐᒋᑦ ᐊᑭᖏᑦ ᑐᒃᓯᕌᕆᔭᐅᓲᑦ ᑲᒻᐸᓂᐅᔪᓄᑦ.

ᓂᐅᕕᕐᕕᒻᒥ ᐅᕝᕙᓘᓐᓃᑦ ᐊᑐᐃᓐᓇᐅᒪᑎᑕᐅᓂᖓᑕ ᐊᑭᖏᑦ: 
ᐊᑭᒋᔭᐅᓲᑦ ᐅᕝᕙᓘᓐᓃᑦ ᓂᐅᕕᖅᑎᑦᑎᓇᓱᐊᖅᑐᑉ ᐊᑭᖏᑦ ᒪᓕᑦᑐᒋᑦ 
ᐊᐅᓪᓚᖅᑐᓕᕆᓂᕐᒧᖅ ᐱᔨᑦᑎᕋᕈᑎᒋᔭᐅᒐᔭᖅᑐᖅ ᐋᖅᑭᒃᑕᐅᓯᒪᓪᓗᓂ, 
ᓴᖅᑭᔮᖅᑎᑕᐅᓯᒪᓪᓗᓂ ᐊᒻᒪᓗ ᑕᑯᒃᓴᐅᑎᑕᐅᓲᖑᓂᖓ. ᑖᒃᑯᐊ ᐊᑭᖏᑦ 
ᑐᕌᖓᓲᑦ ᑐᔪᕐᒥᕕᓕᕆᓂᕐᒨᖓᔪᓂᑦ.

ᓯᕗᓂᐊᒍᑦ ᐃᓂᒃᓴᓕᐊᖅ: ᐊᔾᔨᐸᓗᐊᖅ ᑕᐃᒎᓯᕐᒧᑦ “ᐃᓂᒃᓴᓕᐅᕐᓗᓂ” ᐊᒻᒪᓗ 
ᑐᕌᖓᔪᖅ ᓯᕗᓂᐊᒍᑦ ᓴᓂᕐᕙᖅᑕᐅᒃᑲᐃᓂᖓᓂᒃ ᐊᐅᓪᓚᕐᓗᓂ ᐃᓂᒃᓴᒧᑦ 
ᐊᐅᓪᓚᓲᕐᒧᑦ.

ᓂᐅᕕᐊᒃᓴᖃᕐᓂᖅ ᐊᑐᕐᓗᓂ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔨᒃᑯᑎᒍᑦ: 
ᓇᓕᐊᑐᐃᓐᓇᖅ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒨᖓᔪᖅ, ᓲᕐᓗᒃ ᐅᐸᑦᑕᐅᓲᑦ 
ᖃᓄᐃᓕᐅᕐᕕᐅᓗᑎᑦ, ᑐᔪᕐᒥᕕᖏᑦ, ᐃᖏᕐᕋᔾᔪᑎᖏᑦ, ᐊᓯᖏᓪᓗ, 
ᖄᖓᒍᑦ ᐊᑭᓕᐅᑎᖃᕆᐊᖃᓲᖑᔪᑦ ᓂᐅᕕᖅᑐᖃᕋᐃᒻᒪᑦ ᐊᒥᓲᓂᖏᑦ 
ᓂᐅᕕᐊᒃᓴᖃᖅᑐᒥᓂᐅᔪᒧᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒨᖓᔪᓂᑦ. ᐊᐅᓪᓚᓂᐊᖅᑐᑦ 
ᐃᓂᒃᓴᓕᐅᖅᑎᖏᑦ ᐊᒥᓲᓂᖏᓐᓂᑦ ᐱᓲᖑᔪᑦ ᑐᖔᓂᐅᙱᑦᑐᖅ 10% 
ᓴᖅᑭᔮᖅᑕᐅᓯᒪᔪᑦ ᓂᐅᕕᐊᒃᓴᑉ ᐊᑭᖏᑦ ᒪᓕᑦᑐᒋᑦ ᐱᔨᑦᑎᕋᕈᑎᖃᕐᓂᕐᒧᑦ 
ᓂᐅᕕᐊᒃᓴᐅᓲᓄᓪᓘᓐᓂᑦ. ᐊᒥᓱᓂᑦ ᓂᐅᕕᐊᒃᓴᖃᓲᑦ ᐅᕝᕙᓘᓐᓃᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᐊᐅᓪᓚᐅᔾᔨᔩᑦ ᐊᐅᓚᑦᑎᔨᖏᑦ ᐱᓲᖑᒻᒥᔪᑦ 
ᓂᐅᕕᐊᖑᒃᑲᐃᔾᔪᑎᒥᓂᖏᓐᓂᑦ ᐱᔨᑦᑎᕋᕈᑎᒋᔭᐅᔪᓂᑦ ᓂᐅᕕᐊᒃᓴᓂᓪᓗ 
ᐅᕝᕙᓘᓐᓃᑦ ᖄᖓᒍᑦ ᐊᑭᓕᐅᑕᐅᓲᑦ ᐊᒥᓲᖏᓂᑦ 20% ᐅᕝᕙᓘᓐᓃᑦ 30%

−ᖑᓪᓗᑎᑦ ᓴᖅᑭᔮᖅᑎᑕᐅᔪᑦ ᓂᐅᕕᕐᕕᒥᓪᓘᓐᓃᑦ ᐊᑭᖏᑦ ᑐᙵᑯᒋᔭᐅᓪᓗᑎᑦ

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐱᔨᑦᑎᕋᕈᑎᒋᔭᐅᓲᑉ ᓂᐅᕕᐊᒃᓴᐅᓲᖑᔪᓪᓘᓐᓃᑦ.

ᑐᑦᑕᕐᕕᖓ ᐊᐅᓪᓚᕐᕕᐅᓂᐊᖅᑐᑉ: ᑐᑦᑕᕐᕕᒃ ᑭᖑᓪᓕᖅᐹᕐᒥ ᒪᓕᖅᑐᓪᓘᓐᓃᑦ 
ᐊᖅᑯᓵᕐᕕᐅᓲᖑᔪᑦ ᐊᐅᓪᓚᕐᕕᐅᓂᐊᖅᑐᑎᑦ.

ᐊᑭᖏᑦ ᐋᖅᑭᓱᖅᑕᐅᓯᒪᔪᑦ ᑎᑎᖅᑐᖅᓯᒪᓂᖏᑦ: ᐊᒥᓲᓂᖏᑦ 
ᓇᓚᐅᑦᑖᖅᑎᑦᑎᓯᒪᔪᑦ ᑎᑎᖅᑲᒥ ᐅᖃᓕᒫᒐᕋᓛᕐᒥᓘᓐᓃᑦ 
ᑎᑎᕋᖅᑕᐅᓯᒪᓪᓗᑎᑦ ᓇᓗᓇᐃᔭᖅᓯᒪᓂᖏᑦ ᑎᑎᕋᖅᑕᐅᖃᓯᐅᔾᔭᐅᓯᒪᓪᓗᑎᑦ 
ᓂᐅᕕᐊᒃᓴᐅᔪᓂᑦ. ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔨᖏᑦ ᓂᐅᕕᕋᔭᖅᑐᑦ 
ᑕᒪᒃᑯᓂᖓ ᒪᓕᑦᑐᒋᑦ ᓴᖅᑭᔮᖅᑎᑕᐅᔪᑦ ᐊᑭᖏᑦ ᑎᑎᖅᑐᖅᓯᒪᔪᓂᑦ ᐊᒻᒪᓗ 
ᓇᓚᐅᑦᑖᕐᓗᑎᑦ ᐊᑭᒃᓴᖏᓐᓂᑦ ᓂᐅᕕᖅᐸᑦᑐᓄᑦ ᓂᐅᕕᐊᒃᓴᕆᔭᐅᔪᑦ ᐊᑭᖏᑦ 
ᒪᓕᓪᓗᒋᑦ.

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᑲᓇᑕᒥ: ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᐊᑐᐊᒐᓕᕆᔨᐅᔪᑦ ᐊᒻᒪᓗ ᐊᔭᐅᕆᔩᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ, ᐊᓪᓚᕝᕕᖃᖅᑐᑦ 
ᐊᖓᔪᖅᑳᖃᕐᕕᒻᒥ ᐋᑐᕚᒥ.	 ᐊᐅᓪᓚᖅᑎᑕᐅᓂᐊᖅᑐᑦ ᐃᓚᖓ: 
ᐃᓛᒃᑰᖓᔪᖅ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᐱᔨᑦᑎᕋᕈᑕᐅᓂᐊᖅᑐᖅ. 
ᑲᑎᖅᓱᖅᑕᐅᕙᑦᑐᑎᑦ, ᐱᓚᕋᖅᑐᓕᕆᓂᕐᒨᖓᔪᑦ ᐊᔾᔨᒌᙱᑦᑐᕈᓘᔭᐃᑦ 
ᖃᓄᐃᓕᐅᕈᑕᐅᓂᐊᖅᑐᑦ

‘ᑲᑎᖅᓱᖅᑕᐅᓲᖑᔪᑦ”.

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᐅᓚᑎᑦᑎᔨ: ᐃᓄᒃ ᐋᔩᕋᖃᑎᖃᓲᖅ 
ᐊᑭᓕᖅᑕᐅᔾᔪᑎᒋᓂᐊᖅᑕᒥᓂᒃ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐱᔨᑦᑎᕋᖅᑎᐅᔪᓂᑦ, 
ᐃᓗᓕᖏᓐᓂᑦ ᑳᓐᑐᕌᒃᑦ−ᑕᒥᓂᖏᓐᓂᒃ ᐱᓪᓗᓂ, ᓲᕐᓗᒃ ᑐᔪᕐᒥᔾᔪᑎᒃᓴᑦ, 
ᐃᖏᕐᕋᔾᔪᑎᒃᓴᑦ, ᓂᕆᔾᔪᑎᒃᓴᑦ, ᑕᑯᔭᖅᑐᕐᓂᖏᑦ, ᐊᓯᐊᓅᖅᑎᑕᐅᓂᖏᑦ, 
ᐊᓯᖏᓪᓗ ᐋᖅᑭᓱᖅᑐᓂᒋᑦ ᐊᒻᒪᓗ ᐅᐸᓗᖓᐃᔭᐃᓪᓗᓂ ᑲᑎᖅᓱᒐᕐᓂᑦ 
ᑕᒪᒃᑯᓂᖓ ᐊᒻᒪᓗ ᑲᑎᖅᓱᖅᓯᒪᔪᑦ ᑕᒪᒃᑯᐊ ᑕᒪᐃᓐᓂᓕᒫᖅ 
ᐃᓂᒃᓴᓕᐅᖅᓯᒪᓪᓗᓂᒋᑦ “ᐊᐅᓪᓚᕈᑎᒋᓂᐊᖅᑕᖏᑦ ᑲᑎᖅᓱᖅᓯᒪᔪᑦ” 
ᓂᐅᕕᐊᒃᓴᖃᖅᑎᑦᑏᓲᓄᑦ ᐊᒥᓱᓂᑦ, ᐊᐅᓪᓚᓂᐊᖅᑐᓄᑦ ᐃᓂᒃᓴᐅᓕᕆᔨᓄᑦ 
ᐊᒻᒪᓗ ᓂᐅᕕᖅᐸᑦᑐᓄᑦ ᓂᐅᕕᐊᒃᓴᕆᔭᐅᔪᑦ ᐊᑭᖏᑦ ᒪᓕᑦᑐᒋᓪᓘᓐᓃᑦ, 
ᖄᖓᒍᓪᓘᓐᓃᑦ ᐊᑭᓕᐅᑕᐅᒍᑎᑦ ᐅᕝᕙᓘᓐᓃᑦ ᖄᖓᒍᒃᑲᓐᓂᒻᒪᕆᒃ 
ᐊᑭᓕᖅᓱᖅᑕᐅᓪᓗᑎᑦ, ᐊᒻᒪᓗ

“ᐊᐅᓚᓂᖃᖅᑎᑦᑎᓲᖅ” ᑕᒪᐃᓐᓂ ᑲᑎᖅᓱᖅᓯᒪᔭᒥᓂᒃ ᓂᐅᕕᐊᖑᒃᑲᐃᓪᓗᓂ. 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᒻᐸᓂᐅᔪᖅ: ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᓇᒻᒥᓂᖁᑎᓕᒃ 
ᐊᐅᓚᑦᑎᔨᐅᓪᓗᓂᓗ, ᓲᕐᓗᒃ ᑐᔪᕐᒥᕕᒻᒥ, ᑕᑯᔭᖅᑐᖅᑕᐅᓇᖅᑐᒥᒃ, ᐊᓯᖏᓪᓗ.

ᐃᖅᑲᓇᐃᔭᕐᕖᑦ ᑕᑯᒃᓴᐅᑎᑦᑎᓂᖏᑦ: ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒥᒃ 
ᑲᑎᒪᕕᔾᔪᐊᖅᑎᓪᓗᒋᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔩᑦ ᓂᐅᕕᖅᐸᑦᑐᑦ 
ᐋᖅᑮᓯᒪᔮᖅᑐᑎᑦ ᑲᑎᒪᖃᑎᒋᓂᐊᖅᑕᒥᓂᒃ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᑲᒻᐸᓂᐅᔪᓂᑦ ᓂᐅᕕᐊᒃᓴᖃᖅᐸᑦᑐᑦ ᐊᐅᓪᓚᐅᕝᕕᐅᓲᕐᓂᑦ ᐅᓪᓗᒥᐅᔪᖅ 
ᓂᐅᕕᐊᒃᓴᕆᖃᑦᑕᖅᑕᖏᑦ, ᐅᕝᕙᓘᓐᓃᑦ ᓂᐅᕕᐊᒃᓴᐅᖁᔭᖏᑦ.

ᐊᐅᓪᓚᖃᑦᑕᖅᑐᑦ ᐃᓂᒃᓴᓕᐅᖅᑎᖏᑦ: ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᑕᐅᖅᓰᔨᖏᑦ 
ᓂᐅᕕᖅᐸᑦᑐᑦ ᓂᐅᕕᐊᒃᓴᖃᖅᐸᑐᓪᓗ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒨᖓᔪᓂᑦ 
ᓂᐅᕕᖅᑎᑦᑎᓲᖑᓪᓗᑎᑦ ᐱᔨᑦᑎᖅᑕᐅᕙᑦᑐᓄᑦ ᐅᕝᕙᓘᓐᓃᑦ 
ᐊᓯᖏᓐᓄᑦ ᓂᐅᕕᓲᕐᓄᑦ. ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᐅᓚᑦᑎᔨᐅᔪᓐᓇᖅᑐᑦ, 
ᐊᐅᓪᓚᑎᑦᑎᔨᐅᓗᑎᑦ, ᐊᒥᓱᓂᑦ ᓂᐅᕕᐊᒃᓴᖃᖅᐸᑐᓪᓘᓐᓃᑦ, ᐊᒻᒪᓗ 
ᐊᐅᓪᓚᐸᑦᑐᓂᑦ ᐃᓂᒃᓴᓕᐅᕆᔨᐅᔪᓂᑦ.

ᐊᐅᓪᓚᕈᓐᓇᐅᑎ: ᓇᓗᓇᐃᖅᓯᒪᔪᖅ ᓇᓕᖅᑲᖅ, ᑐᓴᖅᑎᑦᑎᔾᔪᑎ 
ᐅᖃᐅᔾᔭᐅᒋᐊᖅᑐᒥᓂᐅᓂᖓᓄᑦ ᐅᕝᕙᓘᓐᓃᑦ ᓯᕗᓂᐊᒍᑦ 
ᐊᑭᓕᖅᑕᐅᓯᒪᔮᕐᓂᖓᓄᑦ ᓇᓗᓇᐃᒃᑯᑕᖅ ᑕᐅᖅᓰᒍᑕᐅᓲᖅ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐱᔨᑦᑎᖅᑕᐅᒐᔭᖅᑐᒥᒃ ᐋᖅᑭᒃᑕᐅᓯᒪᔮᖅᑐᓂ ᑕᒪᓐᓇ 
ᐱᔨᑦᑎᖅᑕᐅᓛᕐᓂᖓ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᓄᑦ ᐊᐅᓪᓚᓂᐊᖅᑐᒧᑦ.

ᐊᔾᔨᒌᙱᑦᑐᑦ ᐊᑭᖏᑦ: ᓇᒻᒥᓂᖃᖅᑐᑦ ᐊᑭᖏᑦ ᐊᔾᔨᒌᙱᒍᓐᓇᖅᑐᑦ 
ᒪᓕᑦᑐᒋᑦ ᐊᑐᖅᑕᐅᕙᓪᓕᐊᔪᑦ ᓲᕐᓗᒃ: ᓂᕆᔾᔪᑎᒃᓴᑦ ᑎᓴᒪᓄᑦ ᐃᓄᖕᓄᑦ, 
ᐅᕝᕙᓘᓐᓃᑦ ᑕᐅᑐᕋᓐᓈᕆᐊᕐᓂᐊᖅᑐᑦ ᖁᓕᐅᔪᑦ ᐃᓄᐃᑦ, ᐊᓯᖏᓪᓗ.

ᓂᐅᕐᕈᔪᑦ ᐱᖃᑎᒥᓂᑦ ᐃᓚᒥᓂᓪᓗ: ᑭᐱᙳᐃᔭᕆᐊᖅᑐᖅᑐᑎᑦ ᐊᐅᓪᓚᓲᑦ 
ᓂᐅᕐᕈᔭᖅᑐᖅᑐᑎᑦ ᐱᖃᑎᒥᓂᒃ ᐃᓚᒥᓐᓂᓗ.

ᐊᒥᓱᓂᑦ ᓂᐅᕕᐊᒃᓴᖃᓲᑦ: ᑕᕆᐅᑉ ᐊᑭᐊᓃᓲᑦ ᓂᐅᕕᖅᑎᑦᑎᓲᖑᓪᓗᑦ ᐊᒻᒪᓗ 
ᑲᓱᖅᑎᑦᑎᒍᑕᐅᖃᑦᑕᖅᑐᑐᖃᑦ ᐊᐅᓪᓚᐸᑦᑐᓂᑦ ᐃᓂᒃᓴᓕᐅᕆᔨᓂᑦ ᐊᒻᒪᓗ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᐅᓪᓚᐅᔾᔨᔨᓂᑦ ᐅᕝᕙᓘᓐᓃᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᓂᐅᕕᖅᑕᐅᓲᓂᑦ. ᐊᒥᓱᓂᑦ ᓂᐅᕕᐊᒃᓴᖃᖅᑎᑦᑎᔩᑦ ᐱᓕᕆᐊᖏᑦ 
ᐋᖅᑭᓱᖅᑕᐅᓲᑦ ᑲᓇᑕᒨᕋᔭᖅᑐᓄᑦ ᐊᐅᓪᓚᐅᔾᔨᔨᐅᔪᓄᑦ ᐅᕝᕙᓘᓐᓃᑦ 
ᐋᖅᑭᓱᖅᑕᐅᓪᓗᑎᑦ ᓇᒻᒥᓂᖅ ᐊᑐᕈᒪᔭᖏᑦ ᑲᑎᖅᓱᖅᓯᒪᔪᑦ ᐊᒻᒪᓗ 
ᐊᐅᓪᓚᕈᑎᒃᓴᖏᑦ ᐊᐅᓪᓚᐅᔾᔨᔩᑦ ᐃᓂᒃᓴᓕᐅᕆᔨᓄᑦ ᐅᐸᓗᖓᐃᔭᖅᑕᐅᓯᒪᔪᑦ 
ᓂᐅᕕᖅᐸᑦᑐᓄᓪᓗ. ᑖᒃᑯᐊ ᑲᑎᖅᓱᖅᓯᒪᔪᑦ ᐱᖃᓯᐅᔾᔨᓲᑦ ᐃᖏᕐᕋᔾᔪᑎᖏᑦ, 
ᑐᔪᕐᒥᔾᔪᑎᖏᑦ, ᐊᐅᓪᓚᐅᔾᔭᐅᓗᑎᑦ ᐊᒻᒪᓗ ᐅᐸᑦᑕᐅᓲᑦ ᖃᓄᐃᓕᐅᕐᕕᐅᒍᒪᔪᑦ 
ᑕᑯᔭᖅᑐᖅᑕᐅᔪᒪᔪᓪᓘᓐᓃᑦ.

A. ᑕᐃᒎᓰᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑐᑭᖏᑦ ᑲᔪᓯᔪᖅ
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R E S O U R C E S

B. Sample Policies
Booking, Cancellation and Change Policies 

A booking and cancellation policy is a means in which 
a business shows how it operates when accepting 
payment for confirmed services. It provides the buyer 
with the information they need to determine if they 
should make a Reservation now or later, or at all. 
Booking policies vary from sector to sector and busi-
ness to business. 

Consumer Transactions:
Having a consumer policy for direct bookings through your 
website protects you from frivolous cancellations – such as no-
shows because they changed their mind and decided to stay at 
another hotel down the street. If a consumer risks losing money 
because of a cancellation penalty, they are more likely to stick 
with what they have already confirmed. 

If your business does not issue cancellation penalties, then that 
is great for the consumer, but it may not be to your advantage, 
especially if you have made special arrangements to be 
available to operate your tour or called in staff specifically to 
accommodate the booking.

A. Deposits 

When determining deposits, consider the value of your product 
or service and your ability to re-book the space should you 
have a cancellation. 

Deposits, if cancelled well outside of the confirmed date, are 
generally refundable depending on the nature of the tour or 
accommodation.

Link to: Consumer Booking Policy Examples 
 
 
 
 
 
 
 

 
 
 
 
 

Travel Trade Transactions: 
Businesses wanting to work through the Travel Trade or 
Distribution Sales Channels will need to be prepared to 
negotiate their Booking and Cancellation Policy to meet the 

needs of the Travel Trade partner in the markets that they will 
sell your product for you. 

Below are some examples of Booking and Cancellation policies 
of the Travel Trade ( Tour Operator, Receptive Tour Operator, 
Travel Wholesaler). Travel Agents however, who sell Travel 
Trade packages and Supplier products are subject to the 
terms conditions set by those businesses and have little room 
to negotiate. Your policies and conditions are passed onto the 
travel agent’s client who,  
if incurred, will pay the penalties established.

Regardless of what or how you negotiate a Booking  
and Cancellation Policy with your Travel Trade partner, 
 it is primarily the consumer in the end who is subject to the 
cancellation and change fees. Keep in mind that everyone in 
your Distribution Sales Channel, ending with the travel agent, 
are all trying to promote and sell your product for you. They do 
not want to incur financial penalties before they even start to 
promote and sell your product to consumers. Blocking space 
without a deposit and courtesy holds without penalty, up to a 
point in time,  
is common industry practice when work with the Travel Trade. 
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ᐃᑲᔫᑎᒃᓴᑦ

B. ᐆᑦᑑᑏᑦ ᐊᑐᐊᒐᓕᐅᕐᓗᓂ

ᐃᓂᒃᓴᓕᐅᕐᓂᕐᒧᑦ, ᖁᔭᓈᖅᓯᓂᕐᒧᑦ ᐊᒻᒪᓗ ᐊᓯᔾᔩᓂᕐᒧᑦ 
ᐊᑐᐊᒐᖏᑦ

ᐃᓂᒃᓴᓕᐅᕐᓂᕐᒧᑦ ᐊᒻᒪᓗ ᖁᔭᓈᖅᓯᓂᕐᒧᑦ ᐃᓂᒃᓴᓕᐊᕆᔭᐅᓯᒪᔪᓂᑦ 
ᐊᑐᐊᒐᖅ ᐊᑑᑕᐅᓲᖑᕗᖅ ᓇᒻᒥᓂᖁᑎᒋᔭᐅᔪᖅ ᑕᑯᒃᓴᐅᑎᑦᑎᒻᒪᑦ ᖃᓄᖅ 
ᐊᐅᓚᓂᖃᓲᖑᒻᒪᖔᕐᒥᒃ ᐊᑭᓕᖅᓱᖅᑕᐅᓗᓂ ᐱᔨᑦᑎᕋᕈᑎᒋᓂᐊᖅᑕᖏᓐᓄᑦ.  
ᓂᐅᕕᖅᐸᑦᑐᒥᒃ ᑐᑭᓯᒋᐊᖅᑎᑦᑎᓲᑦ ᐱᔭᕆᐊᓕᖏᓐᓂᑦ 
ᓇᓗᓇᐃᖅᓯᖁᓪᓗᒋᑦ ᐃᓂᒃᓴᓕᐅᕐᓂᐊᕐᒪᑕ ᒫᓐᓇᐅᔪᖅ ᐅᐊᑦᑎᐊᕈᓘᓐᓃᑦ, 
ᐅᕝᕙᓘᓐᓃᑦ ᐃᓂᒃᓴᓕᐅᕐᓂᐊᕋᓗᐊᕐᒪᖔᕐᒥᓘᓐᓃᑦ.  ᐃᓂᒃᓴᓕᐅᕐᓂᕐᒧᑦ 
ᐊᑐᐊᒐᑦ ᐊᔾᔨᒌᑉᐸᙱᒻᒪᑕ ᐱᓕᕆᔨᐅᕙᑦᑐᓂᑦ ᐊᔾᔨᒌᙱᑦᑐᓂᑦ ᐊᒻᒪᓗ 
ᓇᒻᒥᓂᖁᑎᖃᐅᖅᑐᓂᑦ ᐊᓯᖏᓐᓂᓪᓗ.

ᓂᐅᕕᖅᐸᑦᑐᓄᑦ ᐊᑭᓕᐅᑕᐅᔪᑦ:

ᓂᐅᕕᖅᐸᑦᑐᑦ ᐊᑐᐊᒐᖏᑦ ᐃᓂᒃᓴᓕᐅᕈᓐᓇᕐᓗᑎᑦ ᐃᑭᐊᖅᑭᕕᒃᑯᑦ 
ᓴᐳᔾᔨᒻᒥᔪᑦ ᐃᓕᖕᓂᒃ ᖁᔭᓈᖅᓯᙳᐊᓲᕐᓂᑦ − ᓲᕐᓗᒃ ᓴᖅᑭᙲᓐᓇᖅᑐᑦ 
ᐊᓯᐊᓂᒃ ᐃᓱᒪᑖᖅᑐᒥᓂᐅᒍᑎᑦ ᐊᒻᒪᓗ ᐃᓱᒪᓕᐅᕐᓂᕈᑎᑦ ᐊᓯᐊᓂᒃ 
ᓇᔪᖔᕐᓂᐊᕋᒥᒃ ᑐᔪᕐᒥᕕᒻᒥ ᖃᓂᑦᑐᒥᒃ.  ᓂᐅᕕᖅᐸᑦᑐᖅ ᐊᓯᐅᔨᓂᐊᕈᓂ 
ᑮᓇᐅᔭᓂᑦ ᖁᔭᓈᖅᓯᓂᖓᓄᑦ ᐊᑭᓕᐅᑎᖃᕆᐊᖃᕈᑎᖏᓐᓂᑦ, 
ᒪᓕᓐᓂᖅᓴᐅᖔᕋᔭᖅᑐᖅ ᐃᓂᒃᓴᓕᐊᒥᓂᕐᒥᓂᒃ.

ᓇᒻᒥᓂᖁᑎᒋᔭᐃᑦ ᐱᔾᔪᑎᖃᙱᒃᑯᓂ ᖁᔭᓈᖅᓯᔪᑦ ᐃᓂᒃᓴᓕᐊᒥᓂᕐᒥᓂᒃ 
ᐊᑭᓖᑎᑦᑎᖃᑦᑕᙱᓪᓗᑎᑦ, ᐱᐅᓪᓚᕆᒃᑲᔭᖅᑐᖅ ᓂᐅᕕᖅᐸᑦᑐᓄᑦ, ᑭᓯᐊᓂᓕ 
ᐃᓕᖕᓄᑦ ᐱᐅᙱᒍᓐᓇᖅᑐᖅ, ᐱᓗᐊᖅᑐᒥᒃ ᐋᖅᑮᓯᒪᒍᕕᑦ ᐊᔾᔨᐅᙱᑦᑐᓂᑦ 
ᐊᑐᐃᓐᓇᐅᒪᑎᑦᑎᓗᓂ ᐊᐅᓚᓂᖃᖅᑎᑦᑎᓂᐊᕐᓗᑎᑦ ᐊᐅᓪᓚᐅᔾᔨᓗᑎᑦ 
ᐅᕝᕙᓘᓐᓃᑦ ᐃᖅᑲᓇᐃᔭᖅᑎᑎᑦ ᖃᐃᖁᓯᒪᒍᕕᒋᑦ ᑐᒃᓯᕌᒥᓂᖏᑦ 
ᑲᒪᒋᖁᓪᓗᒋᑦ ᐃᓂᒃᓴᓕᐅᖅᑐᒥᓂᐅᑎᓪᓗᒋ ᑦ ᖃᓄᐃᓕᐅᖁᓯᒪᔭᖏᑦ.

A. ᑮᓇᐅᔭᓂᑦ ᐊᑭᓕᐅᑎᖃᖅᓯᒪᔮᕐᓂᖅ

ᓇᓗᓇᐃᖅᓯᓗᑎᑦ ᑮᓇᐅᔭᓂᑦ ᐊᑭᓕᐅᑎᐅᓯᒪᔮᕈᑎᓂᑦ, ᐃᓱᒪᒋᒋᐊᕐᓗᒍ 
ᐱᒻᒪᕆᐅᓂᖓ ᓂᐅᕕᐊᒃᓴᕕᑦ ᐱᔨᑦᑎᕋᕈᑎᕕᓪᓘᓐᓃᑦ ᐊᒻᒪᓗ 
ᐃᓂᒃᓴᓕᐅᒃᑲᓐᓂᕈᓐᓇᕐᓃᑦ ᖁᔭᓈᖅᓯᔪᖃᕐᓂᕈᓂ 
ᐃᓂᒃᓴᓕᐅᖅᓯᒪᔫᒐᓗᐊᕐᒥᒃ.

ᑮᓇᐅᔭᓂᑦ ᐊᑭᓕᐅᑎᖃᖅᓯᒪᔮᕈᑕᐅᔪᑦ, ᖁᔭᓈᖅᑕᐅᔭᕋᐃᒻᒪᑕ ᐅᓪᓗᖓ 
ᑎᑭᓚᐅᙱᒻᒪᕆᑦᑎᓪᓗᒍ, ᐅᑎᖅᑎᑕᐅᒍᓐᓇᓲᑦ ᒪᓕᑦᑐᒋᑦ ᖃᓄᐃᑦᑑᓂᖏᑦ 
ᐊᐅᓪᓚᐅᑎᒋᒍᙱᒋᓂᐊᖅᑕᖏᑦ ᑐᔪᕐᒥᓂᕆᓂᐊᖅᑕᖏᓪᓘᓐᓃᑦ. 

ᑲᓱᖅᑕᕈᑎᖏᑦ ᐅᑯᓄᖓ: ᓂᐅᕕᖅᐸᑦᑐᑦ ᐃᓂᒃᓴᓕᐅᖅᑎᓪᓗᒋᑦ 
ᐊᑐᐊᒐᓕᐅᖅᑐᑦ ᐆᑦᑑᑎᖏᑦ

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᖏᑎᒍᑦ ᐊᑭᓕᐅᑕᐅᔪᑦ: 

ᓇᒻᒥᓂᖃᖅᑐᑦ ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕈᒪᔪᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᓂᑦ 
ᐅᕝᕙᓘᓐᓃᑦ ᓂᐅᕕᐊᒃᓴᖃᓲᑦ ᑭᒃᑯᑐᐃᓐᓇᐃᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒨᖓᔪᓂᑦ 
ᐅᐸᓗᖓᐃᖅᓯᒪᔭᕆᐊᓖᑦ ᐋᔩᕋᕐᓂᐊᕐᒪᑕ ᐃᓂᒃᓴᓕᐊᕐᒥᓂᑦ ᐊᒻᒪᓗ 
ᖁᔭᓈᖅᓯᓂᕐᒧᑦ ᐃᓂᒃᓴᓕᐊᒥᓂᕐᓂᑦ ᐊᑐᐊᒐᕐᓂᑦ ᓴᓇᔭᐅᓯᒪᖁᓪᓗᒋᑦ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᓄᑦ ᐃᖅᑲᑲᓇᐃᔭᖃᑎᖃᓲᕐᓄᑦ 
ᓂᐅᕕᐊᒃᓴᖃᖃᑦᑕᕐᓂᐊᕐᒪᑕ ᓂᐅᕕᐊᒃᓴᕆᔭᖕᓂᒃ.

ᐊᓪᓕᕐᒥ ᐃᓚᖏᑦ ᐆᑦᑑᑎᐅᕗᑦ ᐃᓂᒃᓴᓕᐅᕐᓂᕐᒧᑦ ᐊᒻᒪᓗ ᖁᔭᓈᖅᓯᓂᕐᒧᑦ 
ᐃᓂᒃᓴᓕᐊᕆᔭᐅᓯᒪᔪᑦ ᐊᑐᐊᒐᖏᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᑎᒍᑦ 
(ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᐅᓚᑦᑎᔨ, ᐊᐅᓚᑎᑦᑎᔨ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ, ᐊᒥᓱᓂᑦ 
ᓂᐅᕕᐊᒃᓴᖃᓲᖅ ᐳᓚᕋᖅᑐᓕᕆᔨ).  ᐊᐅᓪᓚᓂᐊᖅᑐᓂᑦ ᐃᓂᒃᓴᓕᐅᕆᔩᑦ 
ᑭᓯᐊᓂ, ᓂᐅᕕᐊᒃᓴᖃᓲᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᑉ ᑲᑎᖅᓱᒐᖏᓐᓂᑦ 
ᐊᒻᒪᓗ ᑲᒻᐸᓂᐅᔪᑉ ᓂᐅᕕᐊᒃᓴᖏᓐᓂᑦ ᒪᓕᑦᒋᐊᓖᑦ 
ᖃᓄᐃᓕᐅᕆᐊᖃᕈᑎᖏᓐᓂᑦ ᒪᓕᒐᒃᓴᖏᓐᓂᓪᓗ ᐋᖅᑭᓱᖅᑕᐅᓲᖑᓪᓗᑎᑦ 
ᓇᒻᒥᓂᖁᑎᓕᖕᓄᑦ ᐊᒻᒪᓗ ᐋᔩᕋᕈᑎᒃᓴᖃᓗᐊᕌᓗᑉᐸᒐᑎᑦ.  ᐊᑐᐊᒐᑎᑦ 
ᐊᒻᒪᓗ ᖃᓄᐃᓕᐅᕆᐊᖃᕈᑎᑎᑦ ᒪᓕᑦᑕᐅᔭᕆᐊᓖᑦ 
ᒪᓕᑦᑕᐅᔭᕆᐊᖃᓕᓲᖑᒻᒪᑕ ᐊᐅᓪᓚᐸᑦᑐᑦ ᐃᓂᒃᓴᓕᐅᕆᔨᑉ ᐱᔨᑦᑎᖅᑕᖓᓄᑦ, 

ᑕᐃᓐᓇᓗ, ᑕᐃᒪᐃᒋᐊᖃᓕᕈᓂ, ᐊᑭᓖᒋᐊᖃᕋᔭᖅᑐᖅ ᖁᔭᓈᖅᓯᔪᒥᓂᐅᒍᓂ 
ᐊᓯᔾᔩᔪᒥᓂᐅᒍᓂᓘᓐᓃᑦ ᐃᓂᒃᓴᓕᐊᕐᒥᓂᒃ ᐋᖅᑭᒃᓯᒪᒐᕕ ᒋᑦ ᐊᑐᐊᒐᐅᔪᑦ.
ᖃᓄᐃᑦᑑᒐᓗᐊᕈᑎᑦ ᖃᓄᕐᓗ ᐋᔩᕋᕈᑎᖃᕋᓗᐊᕈᕕᑦ ᐃᓂᒃᓴᓕᐅᕐᓂᕐᒧᑦ 
ᐊᒻᒪᓗ ᖁᔭᓈᖅᓯᔪᖃᖅᑐᒥᓂᐅᓂᕐᒧᑦ ᐃᓂᒃᓴᖏᓐᓂᑦ ᐊᑐᐊᒐᕐᒥᒃ ᑖᒃᑯᐊ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᑎᑦ, ᓂᐅᕕᖅᑎᖁᑎᒋᒐᔭᖅᑕᐃᑦ 
ᐊᑭᓖᒋᐊᖃᕋᔭᖅᑐᓂ ᖁᔭᓈᖅᓯᓂᕐᒧᑦ ᐊᓯᔾᔩᓂᕐᒧᓪᓗ ᐊᑭᖏᓐᓂᑦ. 

ᐃᓱᒪᒋᒋᐊᕐᓗᒋᑦ ᑭᒃᑯᓕᒫᑦ ᓂᐅᕕᐊᒃᓴᖃᖅᑎᑦᑎᓲᑦ ᐃᓕᖕᓂᒃ 
ᑭᒡᒐᖅᑐᐃᓪᓗᑎᑦ, ᑎᑭᑦᑐᒍ ᐊᐅᓪᓚᐸᑦᑐᑦ ᐃᓂᒃᓴᓕᐅᕆᔨᖓ, ᑕᒪᐃᓐᓂᓕᒫᖅ 
ᐊᑐᖅᑎᑦᑎᓇᓱᐊᕐᓗᑕ ᓂᐅᕕᐊᒃᓴᖃᖅᐸᑦᑐᑎᓪᓗ ᓂᐅᕕᐊᒃᓴᕆᔭᖕᓂᑦ 
ᐃᓕᖕᓄᑦ.  ᑮᓇᐅᔭᖅᑎᒍᑦ ᐊᑭᓖᖃᑦᑕᕈᒪᙱᑦᑐᑦ ᐱᒋᐊᓚᐅᙱᒻᒪᕆᑦᑎᓪᓗᒋᑦ 
ᓴᖅᑭᔮᖅᑎᑦᑎᓚᐅᙱᒻᒪᕆᑦᑎᓪᓗᒋᑦ 
ᓂᐅᕕᖅᑎᑦᑎᓚᐅᙱᒻᒪᕆᑦᑎᓪᓗᒋᓪᓘᓐᓃᑦ ᓂᐅᕕᐊᒃᓴᖕᓂᑦ ᓂᐅᕕᖅᐸᑦᑐᓄᑦ 
ᐱᔨᑦᑎᕋᔭᖅᑕᓯᖕᓄᑦ.  ᓴᓂᕐᕙᖅᑕᐅᓯᒪᔪᑦ ᐃᓂᒃᓴᓕᐅᕋᒃᓴᑦ 
ᐴᖅᓯᔪᖃᕆᐊᑐᙱᓪᓗᓂ ᓯᕗᓂᐊᒍᑦ ᑮᓇᐅᔭᓂᑦ ᐊᒻᒪᓗ 
ᐃᓂᖃᖅᑎᑕᐅᒐᔭᕐᓂᑦ ᐊᑭᓖᒋᐊᖃᙱᓪᓗᒋᑦ, ᑎᑭᓪᓗᒋᑦ ᐅᓪᓗᖏᑦ 
ᐃᓱᓕᕝᕕᖃᕐᓗᑎᑦ, ᐃᓕᖅᑯᓯᕆᔭᐅᓲᖑᕗᖅ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᐃᖅᑲᓇᐃᔭᖃᑎᖃᓲᕐᓂᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᓂᑦ.
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R E S O U R C E S

B. �Sample Policies cont inued 
Examples of Travel Trade Policy

Travel Trade Booking and Cancellation Policy for all products 
promoted from their Tariff 

•	More than 60 days prior to start of tour, a 10% deposit is 
due when confirmation is returned for all components in 
your itinerary.  

•	 60 days prior to start of tour, 50% of the total payment 
is due. Cancellations between 60 days to 46 days prior to 
dates of travel the deposit is non-refundable.  

•	45 days prior to dates of travel the final payment is due. 
Cancellations between 45 days to31 days; 50% of total 
cost is non-refundable.  

•	30 – 0 days prior to start dates if travel; 100% non-
refundable. 

Change Fee Policy after Confirmation 

Once you’ve received your confirmation and are invoiced for 
payment, any changes to existing Reservations will be subject 
to an administration fee. In some cases due to demand for a 
tour or accommodation, we cannot confirm your space without 
incurring a cancellation fee. You will be advised of this at time 
of booking and this will be passed onto you as part of your 
change fees.  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

This change fee applies to: 

•	 Day Tours  

•	Multi-destination tour packages of five nights or less:  

•	Multi-destination tour packages over five nights:  

	 o 	 $15 per change/per tour

	 o 	 $50 per change/per person

	 o 	 $75 per change/ per person 

Requests for changes or cancellations must be received in 
writing and the effective date is the date on which the written 
cancellation or change is received by our office either by e-mail 
or fax. 

A good way to familiarize yourself with the Travel Trade’s 
Booking and Cancellation Policies is to look at Tour Operators 
brochures found in travel agencies or on their website. This will 
help you understand how they sell and what negotiations you 
may need to prepare for. 
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ᐃᑲᔫᑎᒃᓴᑦ

B. ᐆᑦᑑᑏᑦ ᐊᑐᐊᒐᓕᐅᕐᓗᓂ ᑲᔪᓯᔪᖅ
ᐆᑦᑑᑏᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᒃᑯᓐᓂᑦ 
ᐃᖅᑲᓇᐃᔭᖃᑎᖃᕐᓗᓂ ᐊᑐᐊᒐᖏᑦ 

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔨᖏᑎᒍᑦ ᐃᓂᒃᓴᓕᐅᕐᓗᓂ ᖁᔭᓈᖅᓯᔪᖃᕈᓂᓗ ᐊᑐᐊᒐᖏᑦ ᑕᒪᐃᓐᓄᑦ 
ᓂᐅᕕᐊᒃᓴᓄᑦ ᓴᖅᑭᔮᖅᑎᑕᐅᔪᑦ ᑎᑎᖅᑐᖅᓯᒪᓂᖏᓐᓂᑦ ᐊᑭᖏᑦ

• 60 ᐅᓪᓗᖏᑦ ᐱᒋᐊᓚᐅᙱᓐᓂᕐᒥᓂᒃ ᐊᐅᓪᓚᑎᑦᑎᓂᖅ, 10%
ᐴᖅᓯᓗᑎᑦ ᑮᓇᐅᔭᓂᑦ ᓇᓗᓇᐃᖅᑕᐅᓚᐅᖅᑎᓪᓗᒋᑦ ᑕᒪᐃᓐᓂ
ᐃᓗᓕᖏᑦ ᐊᑐᕋᔭᖅᑕᖏᑦ ᐊᐅᓪᓚᕐᓗᓂ ᓇᓗᓇᐃᔭᖅᓯᒪᓂᖏᑦ.

• 60 ᐅᓪᓗᐃᑦ ᓯᕗᓂᐊᒍᑦ ᐱᒋᐊᓚᐅᙱᓐᓂᕐᒥᓂᒃ, 50% ᑕᒪᐃᓐᓂ
ᐊᑭᓕᖅᑕᐅᔭᕆᐊᓖᑦ.  ᖁᔭᓈᖅᑕᐅᔪᑦ 60 ᐅᓪᓗᐃᑦ ᑎᑭᓪᓗᒍ 46
ᐅᓪᓗᐃᑦ ᓯᕗᓂᐊᒍᑦ ᐅᓪᓗᖏᓐᓂᑦ ᐊᐅᓪᓚᖅᑎᓐᓂᐊᕐᓗᒋᑦ
ᐴᖅᑕᒥᓃᑦ ᐅᑎᖅᑎᑕᐅᔪᓐᓇᔾᔮᙱᑦᑐᑦ.

• 45 ᐅᓪᓗᐃᑦ ᓯᕗᓂᐊᒍᑦ ᐅᓪᓗᖏᑦ ᐊᐅᓪᓚᕐᓂᐊᖅᑎᓪᓗᒋ
ᐊᒥᐊᒃᑯᖏᑦ ᐊᑭᓕᖅᑕᐅᔭᕆᐊᓖᑦ.  ᖁᔭᓈᖅᓯᔪᑦ 45 ᐅᓪᓗᖏᑦ
ᑎᑭᓪᓗᒍ 31 ᐅᓪᓗᐃᑦ; 50% ᑕᒪᐃᓐᓂ ᐊᑭᖏᑦ
ᐅᑎᖅᑎᒐᒃᓴᐅᙱᑦᑐᑦ.

• 30 - 1 ᐅᓪᓗᓯᑦ ᓯᕗᓂᐊᒍᑦ ᐊᐅᓪᓚᕐᓂᐊᖅᑎᓪᓗᒋᑦ; 100%
ᐅᑎᖅᑎᑕᐅᒍᓐᓇᙱᑦᑐᑦ ᐊᑭᓕᐅᑕᐅᒌᖅᓯᒪᔪᑦ.

ᐊᓯᔾᔩᔪᒪᔪᖃᖅᑎᓪᓗᒍ ᐊᑭᓕᕆᐊᓖᑦ ᐊᑐᐊᒐᖏᑦ ᓇᓗᓇᐃᖅᑕᐅᓯᒪᔪᓪᓗ

ᐱᓚᐅᖅᑎᓪᓗᒋᑦ ᓇᓗᓇᐃᕈᑎᖏᑦ ᐃᓂᒃᓴᓕᐊᒥᓂᖅᐱᑦ ᐊᒻᒪᓗ 
ᐊᑭᓕᕆᐊᖃᕈᑎᒥᒃ ᓇᓕᖅᑲᒥᒃ ᐊᐅᓪᓚᑎᑦᑎᓚᐅᖅᑎᓪᓗᑎᑦ, ᓇᓕᐊᑐᐃᓐᓇᑦ 
ᐊᓯᔾᔨᖁᔭᐅᔪᑦ ᐃᓂᒃᓴᓕᐊᕆᔭᐅᓯᒪᔪᓂᑦ ᒪᓕᒋᐊᖃᕋᔭᖅᑐᑦ ᐊᐅᓚᑦᑎᓂᕐᒧᑦ 
ᐊᑭᓕᕆᐊᖃᓲᕐᓂᑦ.  ᐃᓛᓐᓂᒃᑯᑦ ᐊᐅᓪᓚᐅᔾᔭᐅᔪᖃᕈᒪᓗᐊᖅᑎᓪᓗᒍ 
ᐅᕝᕙᓘᓐᓃᑦ ᐃᓂᒃᓴᓕᐅᖁᔨᔪᑦ ᐅᓪᓗᖏᑦ ᐱᔭᕆᐊᑐᑎᓪᓗᒋᑦ, 
ᓇᓗᓇᐃᕈᓐᓇᙱᑦᑕᕗᑦ ᐃᓂᒃᓴᐃᑦ ᖁᔭᓈᖅᓯᓂᕐᒧᑦ ᐊᑭᓕᕆᐊᖃᕈᑎᒥᒃ 
ᑭᓯᐊᓂ ᐱᓗᑕ.  ᑐᓴᖅᑎᑕᐅᒐᔭᖅᑐᑎᑦ ᐊᑭᓖᒋᐊᖃᓕᕐᓂᕈᕕᑦ ᑕᒪᓐᓇ 
ᐱᓪᓗᒍ ᐃᓂᒃᓴᓕᐅᖅᑎᓪᓗᑎᑦ ᐊᒻᒪᓗ ᐊᓯᔾᔨᖅᑕᐅᖁᔨᔾᔪᑏᑦ ᐊᑭᖏᑦ 
ᐅᖃᐅᔾᔭᐅᓗᑎᓪᓗ. 

ᑖᒃᑯᐊ ᐊᓯᔾᔩᓗᓂ ᐅᓪᓗᖏᓐᓂᑦ ᐊᑭᖏᑦ ᑐᕌᖓᔪᑦ ᐅᑯᓄᖓ: 

• ᐅᓪᓗᐃᓇᒃᑯᑦ ᐊᐅᓪᓚᕐᓗᓂ

• ᐊᒥᓱᓄᑦ ᑕᑯᔭᖅᑐᕐᓗᓂ ᐊᐅᓪᓚᕈᑏᑦ ᑲᑎᖅᓱᖅᓯᒪᓂᖏᑦ
ᑕᓪᓕᒪᓄᑦ ᐅᓪᓗᓄᑦ ᑐᖔᓂᓘᓐᓃᑦ;

• ᐊᒥᓱᓄᑦ ᑕᑯᔭᖅᑐᕐᓂᐊᕐᓗᓂ ᐊᐅᓪᓚᕐᓗᑎᑦ ᑲᑎᖅᓱᖅᓯᒪᔪᑦ
ᐅᓪᓗᓄᑦ ᑕᓪᓕᒪᓄᑦ ᐅᖓᑖᓅᖓᔪᑦ 

o $15 ᐊᓯᔾᔩᓗᑎᑦ ᐊᑕᐅᓯᐊᖅ/ᐊᑕᐅᓯᕐᒧᑦ ᐊᐅᓪᓚᖅᑎᑕᐅᓗᑎᑦ

o $50 ᐊᓯᔾᔩᓗᑎᑦ ᐊᑕᐅᓯᐊᖅ/ᐃᓄᒃ ᐊᑕᐅᓯᖅ

o $75 ᐊᓯᔾᔩᓗᑎᑦ ᐊᑕᐅᓯᐊᖅ/ᐃᓄᒃ ᐊᑕᐅᓯᖅ

ᐊᓯᔾᔨᖅᑕᐅᖁᔨᔪᖃᕈᓂ ᖁᔭᓈᖅᓯᔪᖃᕈᒪᓗᓂᓘᓐᓃᑦ ᑎᑎᕋᖅᓯᒪᔭᕆᐊᓖᑦ 
ᐊᒻᒪᓗ ᐊᑐᕋᒃᓴᐅᓂᖏᑦ ᑕᒪᒃᑯᐊ ᐅᓪᓗᖏᑦ ᐅᓪᓗᖓ ᒪᓕᑦᑕᐅᔭᕆᐊᓕᒃ 
ᑎᑎᕋᖅᓯᒪᔪᖅ ᖁᔭᓈᖅᓯᓂᕐᒧᑦ ᐊᓯᔾᔩᖁᔨᓂᕐᒧᓘᓐᓃᑦ ᐱᔭᒥᓂᐅᓂᖓ 
ᐊᓪᓚᕕᑦᑎᓐᓄᑦ ᒪᓕᓪᓗᒍ  ᖃᕋᓴᐅᔭᒃᑰᕋᓗᐊᖅᐸᓪᓘᓐᓃᑦ 
ᓱᑲᑦᑐᒃᑰᕋᓗᐊᖅᐸᓪᓘᓐᓃᑦ.

ᐱᐅᒐᔭᖅᐳᖅ ᖃᐅᔨᒪᓕᖁᓪᓗᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑕᐅᖅᓰᔩᑦ 
ᐃᓂᒃᓴᓕᐅᕐᓂᖏᓐᓄᑦ ᖁᔭᓈᖅᑐᖃᖅᑐᒥᓂᐅᓂᕐᒧᑦ ᐊᑐᐊᒐᖏᑦ 
ᕿᒥᕐᕈᔭᐅᓗᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐊᐅᓚᑦᑎᔩᑦ ᐅᖃᓕᒫᒐᕋᓛᖏᑦ 
ᓇᓂᔭᐅᔪᓐᓇᓲᑦ ᐊᐅᓪᓚᓂᐊᖅᑐᓄᑦ ᐅᐸᓗᖓᐃᔭᐃᔨᒃᑯᓐᓄᑦ ᐅᕝᕙᓘᓐᓃᑦ 
ᖃᕋᓴᐅᔭᒃᑯᑦ ᐃᑭᐊᖅᑭᕕᖏᑎᒍᑦ.   ᑕᒪᓐᓇ ᐃᑲᔪᕐᓂᖃᕋᔭᖅᑐᖅ 
ᑐᑭᓯᐅᒪᓕᕐᓗᑎᑦ ᖃᓄᖅ ᓂᐅᕕᐊᒃᓴᖃᓲᖑᒻᒪᖔᕐᒥᒃ ᐊᒻᒪᓗ ᑭᓱᑦ 
ᐊᔩᕋᕈᑎᒋᔭᕆᐊᖃᕋᔭᕐᒪᖔᖅᐱᒋᑦ ᐅᐸᓗᖓᐃᔭᐃᒍᑎᒋᓗᒋᑦ. 
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R E S O U R C E S

C. �Web Referrals
Destination Canada (DC)
Learn more about Destination Canada’s business and 
marketing activities: en.destinationcanada.com

See how Destination Canada promotes experiences to 
visitors: caen-keepexploring.canada.travel

To learn more about Destination Canada’s markets, visit: 
en.destinationcanada.com/markets/where-we-market-canada

Find out how Destination Canada could supoort your 
business: en.destinationcanada.com/resources-industry/
tools 

The priorities, programs and resources of Destination 
Canada can be found at: en.destinationcanada.com

Other international travel trade shows or marketplaces 
can be found on: en.destinationcanada.com/resources-
industry/Trade-shows-events

Provincial and Territorial Destination  
Marketing Organizations
•	Tourism Yukon:  

tc.gov.yk.ca/tourism

•	 Northwest Territories Tourism:  
spectacularnwt.com/members

•	 Nunavut Tourism:  
nunavuttourism.com

Tourism Industry Associations
•	Tourism Industry Association of the Yukon: 

tiayukon.com

•	 Northwest Territories Tourism:  
spectacularnwt.com

•	 Nunavut Tourism: 
nunavuttourism.com

 
 
 

 
 
Learn more about Canada’s tourism industry Canada’s 
National Tourism Strategy at tourism.gc.ca 

Learn more about how your Territory is developing tourism, 
you can visit the Territorial tourism site for business 
information, marketing plans, research and other 
valuable links:

•	Yukon  
tc.gov.yk.ca/tourism 

•	 Northwest Territories: 
www.iti.gov.nt.ca/sectors/tourism 

•	 Nunavut: 
nunavuttourism.com/component/content/
article?id=189:corporate-info

Tourism Marketing
Tourism Yukon 
tc.gov.yk.ca/tourism 

Tourism Yukon (marketing website)  
travelyukon.com

Spectacular NWT 
(marketing website and corporate members):  
spectacularnwt.com/members 

Government of the NWT, Department of Industry, Tourism 
& Investment:  
www.iti.gov.nt.ca/sectors/tourism

Nunavut Tourism 
nunavuttourism.com/members 

Government of Nunavut, Department  
of Economic Development & Tourism 
gov.nu.ca/edt
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ᐃᑲᔫᑎᒃᓴᑦ

C. ᖃᕋᓴᐅᔭᒃᑯᑦ ᑕᑯᓂᐊᖅᑕᐅᖁᔭᑦ

ᑲᓇᑕ ᓂᐅᕐᕈᕕᒋᓗᒍ (DC)

ᐃᓕᑉᐹᓪᓕᒃᑲᓐᓂᖁᓪᓗᑎᑦ ᑲᓇᑕ ᓂᐅᕐᕈᕕᒋᓗᒍ ᓇᒻᒥᓂᖁᑎᓕᖕᓄᑦ ᐊᒻᒪᓗ 
ᓴᖅᑭᔮᕐᔫᒥᑎᑦᑎᓂᕐᒧᑦ ᖃᓄᐃᓕᐅᕈᑕᐅᔪᑦ: 
en.destinationcanada.com

ᑕᑯᓂᐊᕐᓗᒋᑦ ᖃᓄᖅ ᑲᓇᑕ ᓂᐅᕐᕈᕕᒋᓗᒍ ᓴᖅᑭᕐᔫᒥᑎᑦᑎᓲᖑᒻᒪᖔᑕ 
ᓂᐅᕐᕈᕕᒃᓴᓂᑦ ᐳᓛᖅᑎᓄᑦ: caen-
keepexploring.canada.travel

ᐃᓕᑉᐹᓪᓕᒃᑲᓐᓂᖁᓪᓗᑎᑦ ᑲᓇᑕ ᓂᐅᕐᕈᕕᒋᓗᒍ ᓴᖅᑭᔮᖅᑎᑕᖏᑦ, ᑕᑯᓂᐊᕐᓗᒍ: 
en.destinationcanada.com/markets/where-we-
market-canada

ᖃᐅᔨᖁᓪᓗᑎᑦ ᖃᓄᖅ ᑲᓇᑕ ᓂᐅᕐᕈᕕᒋᓗᒍ ᐃᑲᔪᕈᓐᓇᕐᒪᖔᕐᒥᒃ 
ᓇᒻᒥᓂᖁᑎᖕᓂᑦ: en.destinationcanada.com/resources-
industry/tools 

ᓯᕗᓪᓕᐅᔾᔭᐅᓇᓱᐊᖅᑐᑦ, ᐱᓕᕆᐊᑦ ᐃᑲᔫᑏᓪᓗ ᑲᓇᑕ ᓂᐅᕐᕈᕕᒋᓗᒍ 
ᓇᓂᔭᐅᔪᓐᓇᖅᑐᑦ ᐅᕙᓂ: en.destinationcanada.com

ᐊᓯᖏᑦ ᓄᓇᕐᔪᐊᕐᒥ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᐃᖅᑲᓇᐃᔭᕐᕖᑦ 
ᑕᑯᒃᓴᐅᑎᑦᑎᓂᖏᓐᓂᑦ ᐅᕝᕙᓘᓐᓃᑦ ᓴᖅᑭᔮᕈᑎᖏᓐᓂᑦ ᓇᓂᔭᐅᔪᓐᓇᖅᑐᑦ 
ᐅᕙᓂ: en.destinationcanada.com/resources-industry/
Trade-shows-events

ᑲᓇᑕᒥ ᐊᕕᑦᑐᖅᓯᒪᔪᑦ ᐅᑭᐅᖅᑕᖅᑐᒥᓗ ᐊᕕᑦᑐᖅᓯᒪᔪᑦ 
ᓂᐅᕐᕈᔭᐅᓂᖏᓐᓄᑦᓄ ᓴᖅᑭᔮᕆᐊᕐᔫᒥᑎᑦᑎᔩᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ• ᔫᑳᓐᒥ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ

tc.gov.yk.ca/tourism

• ᓄᓇᑦᓯᐊᕐᒥ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ:
spectacularnwt.com/members

• ᓄᓇᕗᒻᒥ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ:
nunavuttourism.com 

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ

• ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ ᑲᑐᔾᔨᖃᑎᒌᖏᑦ ᔫᑳᓐᒥ: tiayukon.com

• ᓄᓇᑦᓯᐊᕐᒥ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ: 
spectacularnwt.com

• ᓄᓇᕗᒻᒥ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ:
nunavuttourism.com 

ᐃᓕᑉᐹᓪᓕᒃᑲᓐᓂᖁᓪᓗᑎᑦ ᑲᓇᑕᑉ ᐳᓚᕋᖅᑐᓕᕆᓂᖓ ᑲᓇᑕᒥ 
ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᖃᓄᖅᑑᕈᑎᖓ ᐅᕙᓂ ᐅᖃᓕᒫᕐᓗᒍ 
tourism.gc.ca 

ᐃᓕᑉᐹᓪᓕᒃᑲᓐᓂᖁᓪᓗᑎᑦ ᐊᕕᑦᑐᖅᓯᒪᔪᖁᑎᕕᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᖓᓂᒃ, 
ᑕᑯᓂᐊᕐᓗᒍ ᐊᕕᑦᑐᖅᓯᒪᔪᓂᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᖃᕋᓴᐅᔭᒃᑯᑦ 
ᐃᑭᐊᖅᑭᕕᖓ ᓇᒻᒥᓂᖁᑎᓖᑦ ᑐᑭᓯᒋᐊᕈᑎᖏᑦ, ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ 
ᐸᕐᓇᐅᑏᑦ, ᖃᐅᔨᓴᕐᓂᕐᒧᑦ ᐊᒻᒪᓗ ᐊᓯᖏᑦ ᐱᒻᒪᕆᐅᔪᑦ ᑲᓱᕈᑎᖏᑦ:

• ᔫᑳᓐ
tc.gov.yk.ca/tourism 

• ᓄᓇᑦᓯᐊᖅ:
www.iti.gov.nt.ca/sectors/tourism 

• ᓄᓇᕗᑦ:
nunavuttourism.com/component/content/
article?id=189:corporate-info 

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᖅ ᓴᖅᑭᔮᕐᔫᒥᑎᑦᑎᒍᑏᑦ

ᔫᑳᓐ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ
tc.gov.yk.ca/tourism 

ᔫᑳᓐ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ  (ᓴᖅᑭᔮᕐᔫᒥᑎᑦᑎᔨᒃᑯᑦ)  
travelyukon.com

ᑲᔾᔮᓇᖅᑐᖅ ᓄᓇᑦᓯᐊᖅ
(ᓴᖅᑭᔮᕐᔫᒥᑎᑦᑎᓂᕐᒧᑦ ᐃᑭᐊᖅᑭᕕᑦ ᐊᒻᒪᓗ ᑲᒻᐸᓂᐅᔪᑦ 
ᐃᓚᒋᔭᐅᔪᖏᑦ):  spectacularnwt.com/members 

ᓄᓇᑦᓯᐊᑉ ᒐᕙᒪᖏᑦ, ᓴᓇᔪᓕᕆᔨᒃᑯᑦ, ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᑦ & 
ᐱᖁᑎᕐᔪᐊᓕᕆᔨᒃᑯᑦ: 
www.iti.gov.nt.ca/sectors/tourism

ᓄᓇᕗᑦ ᐳᓚᕋᖅᑐᓕᕆᔨᒃᑯᖏᑦ
nunavuttourism.com/members 

ᓄᓇᕗᑦ ᒐᕙᒪᖏᑦ, ᐱᕙᓪᓕᐊᔪᓕᕆᔨᒃᑯᑦ 
ᐃᖏᕐᕋᔪᓕᕆᔨᒃᑯᓪᓗ gov.nu.ca/edt
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Tourism Licensing
Learn more about the licensing requirements for tourism 
suppliers, contact your DMO (tradereadynorth.ca/contacts) 
or visit the links to each Territory including but not limited to: 

Yukon 
gov.yk.ca/services/cat_licensing.html 

Wilderness Tourism License  
env.gov.yk.ca/camping-parks/tourism_operators.php 

NWT 
www.iti.gov.nt.ca/programs-services/ 
tourism-operator-licensing

Nunavut  
gov.nu.ca/contact-u

BMT Ready Check List
The BMT Ready Checklist for your Territory can be found by 
visiting tradereadynorth.ca 

 
Don’t Forget!
At the end of your training, whether you complete 1, 2 or 
all 3 modules, we invite you to participate in a brief 5-minute 
survey to help us evaluate the program. Your feedback will 
provide us with insight to support further tourism development 
and marketing training for Canada’s North. 

You can do it online at tradereadynorth.ca/evaluation or 
your instructor will hand out the evaluation at the end of your 
workshop.

7 1

ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓚᐃᓴᓐᓯᖃᕐᓂᖅ

ᐃᓕᓐᓂᐊᑲᓐᓂᖁᓪᓗᑎᑦ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ ᓚᐃᓴᓐᓯᒋᔭᐅᔭᕆᐊᓖᑦ, 
ᖃᐅᔨᒃᑲᕐᓗᒍ ᓂᐅᕐᕈᑎᑦᑎᖃᑦᑕᕋᓱᐊᖅᑏᑦ ᓄᓇᖏᓐᓄᑦ ᑲᑐᔾᔨᖃᑎᒌᑎᑦ 
(tradereadynorth.ca/contacts) ᐅᕝᕙᓘᓐᓃᑦ ᑕᑯᓂᐊᕐᓗᒋᑦ 
ᑲᓱᖅᓯᒪᒍᑎᖏᑦ ᐊᑐᓂ ᐅᑭᐅᖅᑕᖅᑐᑉ ᐊᕕᑦᑐᖅᓯᒪᔪᖏᓐᓄᑦ 
ᑕᕝᕙᑐᐊᖑᙱᒃᑲᓗᐊᖅᑐᑎᓪᓗ:

ᔫᑳᓐ
gov.yk.ca/services/cat_licensing.html 

ᓄᓇᑐᐃᓐᓇᕐᒧᑦ ᐊᐅᓪᓚᑎᑦᑎᔨᐅᓗᓂ ᓚᐃᓴᓐᓯ 
env.gov.yk.ca/camping-parks/
tourism_operators.php 

ᓄᓇᑦᓯᐊᖅ 
www.iti.gov.nt.ca/programs-services/ 
tourism-operator-licensing

ᓄᓇᕗᑦ 
gov.nu.ca/contact-u

ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᑕᐅᖅᓰᓂᕐᒧᓪᓗ 
ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ ᖃᓄᐃᓕᐅᕈᑕᐅᔭᕆᐊᓖᑦ ᑎᑎᖅᑐᖅᓯᒪᔪᑦ 
ᐱᔭᕇᖅᑕᐅᕙᓪᓕᐊᓗᑎᑦ ᑎᑎᖅᓯᕕᐅᒋᐊᓖᑦ

ᓇᒻᒥᓂᖃᕐᓂᕐᒧᑦ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ ᑕᐅᖅᓰᓂᕐᒧᓪᓗ ᐅᐸᓗᖓᐃᖅᓯᒪᓂᖅ 
ᖃᓄᐃᓕᐅᕈᑕᐅᔭᕆᐊᓖᑦ ᑎᑎᖅᑐᖅᓯᒪᔪᑦ ᐱᔭᕇᖅᑕᐅᕙᓪᓕᐊᓗᑎᑦ 
ᑎᑎᖅᓯᕕᐅᒋᐊᓖᑦ ᐅᑭᐅᖅᑕᖅᑐᒥ ᐊᕕᑦᑐᖅᓯᒪᔪᓯᖕᓄᑦ ᓇᓂᔭᐅᔪᓐᓇᖅᑐᑦ 
ᖃᕋᓴᐅᔭᒃᑯᑦ ᑕᑯᓂᐊᖅᑕᐅᓗᑎᑦ ᐅᕙᓂ tradereadynorth.ca 

ᐳᐃᒍᖅᑕᐃᓕᒋᑦ!

ᐃᓕᓐᓂᐊᕇᖅᑎᓪᓗᑎᑦ, ᐱᔭᕇᖅᓯᒐᓗᐊᕈᕕᓪᓘᓐᓃᑦ 1, 2 ᐅᕝᕙᓘᓐᓃᑦ 
ᑕᒪᐃᓐᓂᑦ 3 ᐃᓕᓐᓂᐊᕋᒃᓴᓂᑦ, ᑎᑎᕋᖁᒐᓗᐊᖅᐸᑦᑎᒋᑦ ᓇᐃᑦᑐᒥᒃ 
ᖃᐅᔨᓴᐅᑎᒥᒃ ᐊᐱᖅᑯᑎᓂᑦ 5 ᒥᓂᔅᓯ ᐊᑯᓂᐅᑎᒋᒐᔭᖅᑐᖅ 
ᐃᑲᔪᖅᑕᐅᒍᒪᓪᓗᑕ ᖃᐅᔨᓴᕐᓂᑎᓐᓂ ᐃᓕᓐᓂᐊᕈᑎᒥᒃ.  ᑭᐅᔾᔪᑎᑎᑦ 
ᐅᕙᑦᑎᓐᓂ ᖃᐅᔨᒃᑲᐃᑎᑦᑎᒐᔭᖅᑐᑦ ᐃᑲᔪᖅᑐᒃᑲᓐᓂᕐᓗᒍ ᐳᓚᕋᖅᑐᓕᕆᓂᕐᒧᑦ 
ᐱᕙᓪᓕᐊᑎᑦᑎᓂᖃᕐᓂᑦᑎᓐᓂᑦ ᐊᒻᒪᓗ ᓂᐅᕕᐊᒃᓴᖃᕐᓂᕐᒧᑦ 
ᐃᓕᓐᓂᐊᑎᑦᑎᓂᕐᒥᒃ ᑲᓇᑕᑉ ᐅᑭᐅᖅᑕᖅᑐᖓᓄᑦ. 

ᖃᕋᓴᐅᔭᖅᑎᒍᑦ ᓈᑎᕈᓐᓇᖅᑕᐃᑦ ᐅᕙᓂ  tradereadynorth.ca/
evaluation ᐅᕝᕙᓘᓐᓃᑦ ᐃᓕᓴᐃᔩᑦ ᑐᓂᐅᖅᑲᐃᒍᓐᓇᖅᑐᖅ 
ᖃᐅᔨᓴᐅᑎᒥᒃ ᐃᓱᓕᑦᑎᓚᐅᖅᑎᓪᓗᒍ ᐃᓕᓐᓂᐊᖅᑕᐃᑦ. 
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