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No Canadian Experience, No Job
A happy ending to an all too familiar story


Allen Yang used to work at one of the biggest banks in China.   He was manager of the trade finance department before being promoted to regional sales manager of commercial banking. 

“China’s economy was booming.  I was happy with my job but I wanted to invest in myself,” explains Yang.  So, after seven years with the bank, he resigned from his job to return to university to pursue a graduate degree.  

Yang came to Canada in May 2002 to attend the University of Toronto.  He enrolled in the MBA program at the Rotman School of Management.   

“I didn’t really have any plans to stay in Canada after I completed my degree,” says Yang. “I actually wasn’t sure what I was going to do and I didn’t have time to think about it. I put all my time, energy, and money into my studies.”   

Yang graduated from the MBA program with a major in financial engineering and risk management.  In early 2006, he joined RBC. 

There’s no doubt that Yang’s education has helped his career.  Along with having an MBA, he is also a Certified Management Accountant and a Certified Documentary Credit Specialist.   But his previous job experience in China is also a factor in his current role as a manager in RBC’s Trade Finance group. 

 “In terms of the daily activities, my job at RBC is pretty much the same as my previous job in China,” explains Yang. “I provide professional consultation to frontline account managers and interact directly with clients.  I attend joint sales meetings with account managers and clients to discuss what clients need and how to help clients achieve their goals. And, I make presentations to industry associations on the topic of global trading.”   

But making the move from China to Canada wasn’t without some challenges.  

Yang believed he would have more opportunities if he stayed in Canada, but he also knew his work achievements from China might not be recognized.  He had to start a new life, in a new country. And that’s not always so easy.  “I struggled with cultural differences, a language barrier, and the fact that I didn’t have any Canadian work experience,” he says.   

“I have friends here but all of my family members are in China. So I had to do everything by myself,” he explains.  “When I came to Canada I was prepared for new challenges.  I knew I would have to start from the beginning again.   Going back to school after working for seven years wasn’t that easy.  But studying, competing, and looking for a job isn’t that easy either.”

“Canada, especially Toronto, has a lot of immigrants.  From my personal experience, I think if you put in the effort, work hard and try your best that there are opportunities,” he says. “I guess that’s why Toronto is so attractive to new immigrants.  

“I wouldn’t say I’m a new immigrant anymore because I’ve been here for five years.  Now, I’m at the point where I can give other immigrants a hand.” 

During his job interview at RBC, Yang learned that the person interviewing him (Vincent Barboza) was an immigrant as well.   

“Vincent told me that he had been in the same position as me a few years before.  He knew firsthand the difficulties I was experiencing.  He coached me and gave me the motivation and incentive I needed,” says Yang.  

Yang believes his work experience in China is something that benefits his clients in Canada. 

“I work in the international trade department.  Clients are looking at opportunities for international trade in China and I understand China’s social system, the economy, etc.  Many of my clients have started doing business in China and they can benefit from my experience by learning about the cultural differences in doing business there.”


