The Bottom Line Mid-November 2010

15

FOCUS

Lending a hand to skilled immigrants
S

Skilled immigrants entering the program have the
education, experience, and language skills they need to
succeed in the labour market, but lack the local insights
and access to professional networks.
Mevan Delwita, CFA, CBV
business valuator within a short
time of arriving here. I got
involved in recruiting activities for
my employer, Ernst & Young, and
over time began to make some
observations about the current job
market as it pertains to new immigrants. I realized that one of the
reasons new immigrants fail to
find work in their field is because
they do not have insights into how
to navigate the recruiting system
— from applying for the right
jobs, preparing resumes, preparing
for interviews and dealing with
interview questions.
The Mentoring Partnership is a
program of the Toronto Region
Immigrant Employment Council

(www.triec.ca) and it brings
together recent skilled immigrants
and established professionals in
occupation-specif ic mentoring
relationships. Skilled immigrants
entering the program have the education, experience, and language
skills they need to succeed in the
labour market, but lack the local
insights and access to professional
networks. Mentees are matched
with mentors from the same field
of work and each mentoring relationship lasts four months. Over
that period the mentors help the
mentees:
• Gain a better understanding of
the Canadian workplace and
industry trends;
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everal years ago, shortly
after I immigrated to Canada
from Sri Lanka, I took a taxi
to attend a friend’s wedding. On
the way, I started chatting with the
taxi driver, a well-groomed
middle-aged man who spoke perfect English. He told me he was an
engineer from Pakistan and he had
been driving taxis in Toronto since
he immigrated to Canada over 20
years ago. That conversation made
me wonder why so many skilled
immigrants end up underemployed.
What is undesirable about this
situation is that the nations from
which many of these skilled immigrants come are developing countries that have invested in these
people’s education and training for
decades and can ill afford to lose
those skilled immigrants; so neither the home country nor the host
country wins.
I migrated to Canada 10 years
ago. I was fortunate to find work
in my profession as a chartered

• Develop more effective job
search strategies;
• Build a local professional network; and
• Identify ways to leverage
experience and skills.
The program is a collaboration
of corporate and community partners. The government of Ontario,
the Maytree Foundation and several private corporations fund it.
The Mentoring Partnership manages the program and supports the
efforts of corporate partners and
community partner organizations.
Corporate partners support the
program by engaging identified
employee groups to become men-

tors, marketing The Mentoring
Partnership
internally
to
employees, and hosting orientation
events for their mentors. Community partner organizations administer the program by identifying
skilled immigrants and matching

See Interview on page 17

open for business
CAstore is the new name for CICA’s Knotia store.
It’s now even easier to ﬁnd and buy the tax
and accounting products you need to make
better business decisions.

Visit CAstore.ca today!
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Interview process is a mystery to some
Continued from page 15
them with volunteer mentors.
Each match starts with sending
the resume of the potential mentee
to the mentor, who reviews it and
decides if he or she would like be a
mentor for that person. Once the
mentor and mentee are introduced,
they together decide on the goals
of the mentoring relationship, frequency of meetings and the means
to communicate with each other.
I f irst heard about the Mentoring Partnerships program when
Ernst & Young became one of the
corporate partners of the program.
I decided to volunteer as a mentor
because I felt that with my own
experiences as a skilled immigrant
and the recruiting work that I did, I
would be able to contribute to
what the program was trying to
achieve.
I have been fortunate to have an
employer who supports employees
who volunteer for community programs, from being flexible with
work schedules to use of meeting
rooms. One of the benef its
working in a large organization
with a diverse workplace such as

Ernst & Young is that you can
always f ind someone who has
come from the same country or
has had similar experiences as the
mentee before they came to
Canada. They can share experiences and insights with the
mentees. These connections also
help the mentees expand their professional networks.
Each mentoring relationship is

different. Some mentees want to
meet once a week during the fourmonth period, while others prefer
to meet less frequently. Some have
specif ic goals for each meeting
while others just need the encouragement and support to be motivated through the process of trying
to find work.
The greatest challenges are
making the mentee understand that

it may take a lot longer than they
anticipated to find a job in their
f ield, and encouraging them to
stay focused on the process rather
than to get comfortable with a survival job.
The other big challenge is
making people understand the
interview process and why certain
interview questions — such as
‘behavioural questions’ — are
asked and how to deal with them.
The other area that I spend
most of my time with the mentees
is providing insights into potential
jobs, tailoring resumes and practicing interview questions and
skills.
One of the most challenging
mentoring relationships I had was
with a mentee who grew up and
worked in the government sector
of a former Soviet republic. Our
interview process was a complete
mystery to her. She could not
understand why interview questions had to be anything other than
those relating her technical skills.
So every meeting we had we practiced an interview, starting right
from the walk in and introduction
to closing the interview.

Over the past four years, I have
worked with six skilled immigrants and f ive have gone on to
find work in their respective area
of expertise (one had to stop participating in the program due to
family commitments). Just over a
month ago I started working with
my seventh mentee. My mentees
have come from places as diverse
as Venezuela, Russia, India, China
and Moldova. They all came to
Canada, as every immigrant does,
with hopes and dreams of success.
The personal rewards of the
program is the experience of being
able to contribute in some small
way towards helping skilled immigrants get started on the path to
achieving their hopes and dreams.
Mevan Delwita, CFA, CBV,
MSc, is vice-president, valuation
and business modelling transaction advisory services at Ernst &
Young LLP in Toronto. He provides
business valuation services in connection with transactions, regulatory filings, financial reporting
and tax matters, primarily to
financial services companies.
www.ey.com

Financial stability is a top objective
Continued from page 13
board, ART recruited 15 individuals
with diverse backgrounds to run in
the election. The group was made
up of veterinarians, animal welfare
experts, business leaders and
lawyers.
I was approached by a fellow
chartered accountant to join the
group, in the belief that a forensic
accountant would help the THS
chart a new course. At the end of
May, the members elected our slate;
the next day I was elected treasurer.
Our first goal was to reopen the
shelter. It had been closed through
April, May and most of June. We
made sure that the building was
safe, clean and welcoming, and that
we were financially prepared. Then,
toward the end of June, the shelter
reopened under the watchful eye of
our members, donors, employees,
the Canada Revenue Agency, the
bank, OSPCA, Toronto Animal
Services, College of Veterinarians
of Ontario and the media.
To say that we, as a board, have
been under a microscope would be
an understatement. But this has
helped us to focus on returning the
THS to its former glory.
Putting animals first
It has been amazing to be part of
the restart. Slowly, the halls at 11
River Street have filled with barks,
meows and chirps. Animals have

While we are encouraged that the shelter is open again,
we’re still keenly aware of the challenges
facing the board.
Ian Wintrip, CA, CBV, DIFA
been brought in and adopted out.
It’s heartening.
While we are encouraged that
the shelter is open again, we’re still
keenly aware of the challenges
facing the board. We were elected
on a platform that promised to give
Toronto’s animals every chance to
succeed — not just cute puppies
and kittens, but also senior cats and
dogs with health problems. At the
same time, we have to bring financial stability back to the organization so it can meet this objective.
These are the board’s two biggest
challenges.
We must ensure that the policies
and procedures of the THS do in
fact give the animals every chance
to succeed. That means equipping
the shelter with dedicated veterinary staff, animal care workers and
specialists in animal behaviour, so
the euthanasia decision is made
with the care and collaboration
such an important decision warrants.
To help us overcome these challenges, we have sought out the best
practices in the industry. We invited
Bill Bruce, director of animal and

bylaw services for the City of Calgary, to visit the THS and share his
thoughts and ideas. Calgary is internationally recognized for its success in animal services, thanks in
large part to Bruce’s leadership. His
advice has been invaluable.
In the medium to long term, the
THS is dedicated to educating the
public about animals and providing
services that will help prevent pet
overpopulation. The board has
begun planning initiatives such as a
trap-neuter-release program for
feral cats, and a high-volume spay
neuter clinic to encourage the
public to have their pets fixed.
Reversing the downward spiral
If the board can bring financial
stability to the organization, we can
achieve these goals. We must be
transparent, to rebuild the trust of
members and donors who fund the
organization. We must learn from
the mistakes of the past, to ensure a
bright future for the THS and the
animals in its care. Donors and
members don’t want their dollars
spent on lawyers and accountants
dealing with the past. We must look

forward and focus our attention and
spending where it belongs — on the
animals.
As a chartered business valuator
and investigative and forensic
accountant, my challenge at the
outset was to understand the financial situation that we had been presented with as a board.
It was not pretty. The organization was experiencing liquidity
problems as a result of dwindling
donations and fewer bequest dollars. This financial situation forced
us into a strategy of slowly building
the shelter back up, cutting administrative costs where we could and
gradually building up the intake of
animals. This cautious and patient
approach has paid off so far as we
have been able see the operation
stabilize in our first few months,
and can now see how we might be
turning a corner.
In turning this proverbial corner,
it is crucial that the board regain
trust, rebuild relationships and
revive its donor base. The THS is
entirely funded by private donations
and bequests, as we receive no government funding. Monthly donors

— members of our ‘Save the Animals’ team — are crucial to funding
day-to-day operations. Yet since
2007, the THS has lost approximately 2,500 monthly donors at an
average donation of $21 per month
— that’s $630,000 per year. We
need to win these people back. And
we are, albeit slowly.
Now we must keep the
momentum going. To gain this
trust, I am helping the organization
optimize its systems and controls,
including a review of its budgeting
process, so that the organization
can be held accountable for its use
of donor funds.
In the meantime, my personal
challenge is to not come home with
a new pet each week. When Cleveland was 10, I brought home a rambunctious and troublemaking
Labradoodle named Boston. The
way Boston looks at me sometimes,
I swear he is telling me that he’d
like to have a little brother to push
around, just like Cleveland did.
Ian Wintrip, CA, CBV, DIFA, is a
director at Wintrip Wolkoff Shin,
forensic accounting and business
valuation consultants, www.wwsforensic.com. He specializes in
intellectual property and class
action litigation. He is also a volunteer director and treasurer for the
Toronto Humane Society. He can be
reached at 416-849-9973 or iwintrip@wws-forensic.com.

