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Key Messages from presenters: 
Beth Hunter (The J.W. McConnell Family Foundation) 
Challenges to Canada’s “third sector”—charities and non-profits come from a slow-growth economy, 
austerity measures, growing wealth disparity, increasing needs for the services provided by non-
profits, project funding (only available on a project basis), increased accountability in terms of what 
funders are looking for (clarity around impact) and regulations. Organizations that remain vibrant, have 
resilience, are creative, flexible and entrepreneurial and are the ones that succeed.  
Primary funding sources differ by type of organization—some rely more on government, some more 
on personal donations. 
 
Debbie Field (FoodShare Toronto) 
Fundraising that works: 

1. Do effective mission driven work rooted in your theory of change 
2. Demonstrate impact and outcomes, telling positive stories 
3. Seek multiple funders to avoid dependence on one source 

a. Direct mail historically brought in the most amount of donations (demographic: older 
women), as direct mail is dying out, need to shift focus elsewhere. 

4. Positive, aspirational-propositional as well as oppositional 
5. Situated analysis—meet grantor’s objectives (make sure your mission fits with your granter’s 

mission) 
6. Stay committed to your work-plan but be entrepreneurial and flexible (Is there a match 

between what you want to do and what they want to do?) 
7. Try a variety of platforms—grants, special events, crowd funding 
8. Consider social enterprise revenue 

a. Social enterprise= Revenue generation, an amount of money you don’t have to raise, 
doesn’t have to go to a specific program 

b. Social enterprise ≠ profit or all funds needed 
9. Develop a signature calling card, in our case fresh food (make it clear why you are here) 
10. The first rule of fundraising is that you have to ask (Many are afraid to ask for money—how do 

people know to give you money if you don’t ask?) 
 
 
 
Julie Price (Tides Canada) 
There are very few organizations in the north with charitable status or the capacity to administer funds, 
and communities are asking for participatory, streamlined support and access to funding. Tides 
Canada’s goal is to advance mission-aligned work through a shared administrative platform and offer 
support to groups through financial administration, human resources, grant management and 
administration, risk management and governance. 



Funders are attracted to this model because: 
• Shared risk, work as a group 
• Learn from a large pool of resources 
• Shared learning 
• Guidance and participation of Northern people 
• Diversifying funding sources grows the pot 

 
Ryan O’Quinn (Ecology Action Centre) 
Ecology Action Centre is the largest and most active environmental organization in Atlantic Canada 
and relies on the following for funding: 

• Government: Strict regulations on how much they accept within a year to retain integrity 
• Foundations 
• Fundraising: Events, general donations, major donors, membership, annual appeals, sponsors 

Membership in particular can be a big driver of revenue 
• Face to face solicitation works best (if you use the right people! Those who are passionate 

about the organization and have leadership skills) 
• Start small, repeat patterns, build strategic support 
• Ensure administrative capacity matches acquisition volume 
• Provide excellent service delivery 
• Be Creative! 
• Mobilize volunteers (fun events, and treat them well!) 
• Canvassing materials are important to show you are a credible organization 

 
 
Discussion Highlights 

• Prevention work, like Food Secure Canada, doesn’t’ always fall under “charity” status. We 
must arm ourselves with knowledge of what is charitable and what is political and do things 
right according to the CRA. 

• There are challenges with whom groups should be seeking partnership with. Never 
compromise the values of your organization since you can’t alienate yourself from your support 
base. If there is a “catch” you need to have a discussion. Example: Brasil Food Movement 
does not take any more from food corporations for funding. 

• How much do we invest in fundraisers to raise money? People hate that the money they are 
giving isn’t all going directly to projects, they don’t want to fund overhead. 

 
 
Other thoughts / actions that emerged  

• Web fundraising will be the next big thing. How do we create new ways to inspire people and 
mobilize a new generation of younger donors? 

• There seems to be a resistance in the non-profit sector to terms like sales and marketing and 
acquisition and retention. How do we address the skills gap within non-profits on a larger 
scale? Example: Difficult to apply for grants to hire a marketing director. 

• Crowd-funding projects need to be an immediate issue, a well-developed pitch, and you must 
be prepared to continuously “fuel the fire” throughout the campaign 


