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Why	  Fundraise?	  
 

Fundraising facilitates diverse activities for co-ops, including early development, programs, 

equipment purchases, infrastructure development and expansion. Fundraising can support special 

projects, and the start up of new programs. Fund-raising can provide a focus for the community 

engagement process during development phases, as well as mobilizing in-kind and financial 

investment and commitment from the community. Fundraising can sometimes help to meet 

expenses, particularly program expenses. Fund-raising for specific projects can reduce costs and 

improve access for marginalized groups.  

 

This toolkit has been put together to provide LOFC members with valuable information about 

different funding options for co-operatives. The toolkit also provides guidelines for a variety of 

approaches and fund development contexts. For instance, the approach to the development of a 

donor base is significantly different from the approach for grants. Each organization must decide 

what fundraising mix works best for them, based on their current needs, vision and goals, as well as 

staff and financial resources.  

Development	  of	  fundraising	  strategies	  
1. Goals, mission, vision, values  

2. Key activities to address with fundraising 

3. Who does what (staff, board, volunteers, committee) 

4. Financial resources 

5. Set budget goals for annual fundraising 

6. Circulate plan to solicit volunteers, offers, ideas 

 

Before proceeding with any fundraising activity, an organization needs to be clear what it is 

fundraising to support. This ensures clarity and conviction in applications and letters to request 

support. Just as importantly, it saves time: small organizations without dedicated fundraising staff 

have very little time to undertake these important activities, so resources need to be used as 

efficiently as possible. If they first take the time (board, staff, volunteers) to agree on goals, as well 
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as the overall mission and values, the co-op can then delegate the drafting and submission of actual 

requests for support to a smaller group. 

 

In addition to broad agreement on mission, vision, values and goals of the organization, decision-

makers should undertake to identify activities that are part of the strategic plan for the next several 

years that are not covered by revenue from operations. Decision-makers can be made up from a 

variety of core people. In a co-op, this work is usually undertaken by board and senior staff. 

However, for effective fundraising, all staff and even members should be consulted; since a co-op 

exists to serve the members’ needs, this is an excellent reason to listen to them identify their needs. 

Likewise, staff consultation, if integrated into fundraising requests, ensures that if the money is 

raised, staff is enthusiastic about proceeding with the funded activities. Staff is also directly in touch 

with operations and members (or, as in a worker co-op, they are the members); their input, though 

not necessarily supported with fundraising expertise, is invaluable in understanding programs that 

will succeed for the co-op. 

 

The next step is to review future goals and activities that are likely to be successful through the 

various fundraising strategies. The future activities can also be tested against the mission, vision and 

values (MVV) to prioritize. The process should also include a realistic assessment of resources: is 

there a staffperson designated to undertake this work or is it an extra responsibility that is added to 

existing work? How many hours can realistically be allocated to this work, and therefore how many 

fundraising applications can be undertaken? An external funding goal should be included as part of 

the annual budget. A small and busy organization may want to set a goal of completing one or two 

applications or pitches each year, with a long-term goal of increasing capacity for fundraising. For 

example, the West End Food Co-op went through a similar process that involved all staff and board 

and identified both potential future activities as well as the ones most likely to inspire outside 

funding approval. 

  

There is currently a preference for measurable activities and proof of sustainability independent of 

grants after the granting period. There is a growing interest in collaborative activities with 

significant partnerships (beyond letters of support) and an emphasis on financially measurable 

outcomes such as social enterprise revenues or job creation. 
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An organizational fundraising review and assessment can lead to a clear (and perhaps simple) 

development plan. The plan will identify the activities that are most likely to be able to access 

funding and that fit the mission, vision, values and the actual resources (time and expertise) of the 

organization. The plan can be circulated further with members and supporters to solicit ideas, 

contacts, and support. The plan should include potential partners for each fundraising initiative so 

that collaborative planning can be undertaken well in advance of deadlines.  

 

What	  are	  the	  different	  categories	  of	  fundraising?	  
	  

1. Grants 

2. Investments 

3. Sponsorships 

4. Donations (donors) 

5. Other (fundraising events, crowdfunding, etc.) 

 

Organizations have a number of routes to take towards fundraising. Most successful organizations 

will use a combination of these mechanisms that vary with the activity they need to support. For the 

most part, it is very difficult to raise money for daily operations. Investors, funders, foundation 

staff, government and bank loan assessors and corporate sponsors want to know that the 

organization is self-sustaining. Co-ops are more likely to be successful when they solicit funds for 

specific programs, expansions, activities or events.  

 

Grants	  
 

Non-governmental grants tend to be only available to non-profits and charitable organizations. All 

co-ops can be structured as non-profits and most can be structured as charities. Worker co-ops can 

be non-profits but not charities, though they can be connected to a charitable foundation to 

undertake such activities.  

 

In general, sustainable organizations strive to ensure that core activities do not depend on the 

vicissitudes of grant applications. With the reduction of options, and the lack of understanding of 
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co-ops in some places, grant applications tend to be a long shot at best. Furthermore, many co-ops 

do not have charitable status and most granting agencies require a charitable applicant (or charitable 

partner). Government grants often (but not always) provide funds to non-profits or even for-profits 

without charitable status. These grants tend to be partial reimbursements for money disbursed, and 

cannot act therefore as the primary funding for a project (since the co-op will need to spend the 

money before receiving the grant). 

 

Even very well crafted applications may be rejected because they do not fit the mandate of the 

funder. Organizations should discuss any proposal with a program officer and work closely with 

their program officer to ensure that they are appropriate to the grant program. Given the huge 

volume of applications that funders are currently receiving, it is understandable that they will look 

initially for reasons to reject an application in order to narrow the pool of applicants—incomplete 

applications, non-aligned projects, over-ambitious or unclear projects or ones that are thinly veiled 

support for operational activities will tend to be rejected.  

 

Each granting organization has a specific mandate and interest. This information is online except in 

the case of some private family foundations (see donors). Various online sites maintain fairly up-to-

date lists of grants. If fundraising is an important aspect of the work, someone should be delegated 

to do online searches monthly, check the deadlines (which are sometimes posted at the last minute, 

or moved) and attend any workshops the foundations offer when they launch a new funding 

program. Some government financing may support economic activity as well. In Northern Ontario, 

geographically specific government funding exists to support a range of economic development: 

FedNor and The Northern Ontario Heritage Fund Corporation. Some databases for funding sources 

are only accessible with a subscription fee, but a few are free. Useful links include: 

Government	  of	  Canada	  business	  grants	  and	  funding:	  
http://www.canadabusiness.ca/eng/page/2848/ 

Charity	  Village	  Funders	  page	  
https://charityvillage.com/directories/funders.aspx 

Funder	  lists	  that	  carry	  a	  fee	  include:	  
Imagine Canada 

http://www.imaginecanada.ca 

 



	   7	  

Many fundraising websites provide a fee for service to organize your ongoing fundraising activities 

of all kinds. In general these need to be engaged with and maintained consistently to be a useful 

tool, so they are less relevant to organizations who do not have fundraising staff. Many websites 

(such as Charity Village and Imagine Canada) provide resources and tools for fundraisers which can 

be used to train staff, board and volunteers in this activity. For ideas and insight into funding and 

development see the On Co-op website. There is currently little co-op specific funding available 

(see key contacts at end of toolkit), but On Co-op maintains a list of possible funders (PDF) 

specifically for co-ops. The LOFC network also maintains funding information on the website. 

 

Strategies	  for	  grant	  applications	  
 

In addition to making sure that the project fits the funder’s mandate well, it is essential to contact 

the program officer, as the foundation’s board may shift its mandate after a review process. The 

program officer can also provide invaluable support in identifying the parts of the project that are 

most likely to interest the committee, or in eliminating projects or part of projects that are not worth 

the time to submit. 

 

As an example of a fundraising approach for a new organization with very limited resources (in 

staff-time and finances), during the early stages of development at the West End Food Co-op 

(WEFC), when resources were in short supply, the following steps made it easy to submit the 

applications needed given the limited resources.  

 

The Co-op: 

! spent considerable time initially on strategic planning to confirm mission, vision, values and 

goals and to support the development of a detailed business plan.  

! approved a process for streamlining the considerable fundraising activity required in the first 

few years to get the organization off the ground.   

! convened an Executive Committee (three people including the fundraiser) with 

responsibility to review and approve activities and to represent the Co-op’s interests in 

between the monthly board meetings.  

! identified one person as responsible for drafting funding applications or for delegating.  

! ensured that signers were readily available to sign submissions (living nearby). 
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To complete applications: 

! The fundraising lead was identified for a particular application and met with the Executive 

Committee.  

! The lead created a half page summary of the funding application.  

! The summary went to the Executive with a deadline for approval.  

! Partners were contacted with the summary to ask for letters of support to describe the 

project. 

! Partners who had agreed to provide a letter were sent a template letter of support and a 

deadline.  

! The lead drafted the application. 

! The application was circulated to the Executive, revised, signed and submitted.  

 

Summaries for large applications were generally also reviewed with the Board during regular 

meetings, and the overall plan and progress in fundraising was also shared with the Board. The 

process reduced the chances of applications or approaches becoming bogged down in discussions of 

whether the project met the Co-op’s goals, as the Co-op had taken the time to be very clear and to 

reach consensus on goals. 

 

In general for a small organization, one person with a significant amount of knowledge (generally a 

staff person) should take the lead on any one fundraising initiative—grants, sponsorships for an 

event, etc. A small group, which can include board members, staff or well-established volunteers, 

should commit to reviewing and providing prompt feedback to draft applications, letters, etc. If 

sponsorship or donation letters are involved, this group can review template letters, which staff and 

lead contacts can customize and send to their potential donors or sponsors. Likewise template letters 

of support can be provided to partners, who can customize them, copy and paste them to letterhead 

and submit.  

 

The lead should provide clear deadlines for each item, including feedback, input, etc. Ideally the 

lead keeps the process on track by completing each stage in a timely fashion and keeping the 

appropriate people up to date on the process. Last minute consultations with new people (even 

experts) or revisiting stages that are completed can delay or stall the process completely. Even for 

larger organizations, a well-established process of consultation, request drafting, review and 
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finalization will increase the number of requests that can be completed each year, and the 

effectiveness of the fundraising as well. 

 

For actual examples of successful grant applications, it is recommended that the co-op approach a 

partner that is in another sector or region or at a further stage of development who might be willing 

to share. Competition for funding is stiff, so it is sometimes hard to get access to these samples. 

 

Investments	  
	  
All types of co-ops can consider investment mechanisms. These can include bonds, shares, loans 

and member loans.  

 

In general, all investors are members. The level of investment does not change the voting power; 

the rule is still one member/ one vote. Although technically a co-op can create non-member 

investment shares (which offer a premium rate or primary returns in exchange for not voting), most 

investors expect to be able to vote. In fact, the democratic approach (one member/ one vote) can be 

perceived as a barrier for investors, who expect, as per the corporate model, to be able to “vote their 

shares”; that is, to be able to receive the number of votes equal to their number of shares, ensuring 

that large investors get more votes. Some co-ops have avoided this problem by creating a secondary 

corporation with a standard corporate structure to attract mainstream investments.  

 

Co-ops face a number of barriers to raising money through investment. The amount they can raise, 

and/ or the number of investors, are limited. The rules are outlined in the Co-op Act: On Co-op 

offers a useful and dependable guide to the Co-op Act at. This section of the Act also requires some 

interpretation by a lawyer; it is not recommended that any co-op proceed with an investment model 

without consulting a lawyer. If the co-op is raising more than $200,000 they must submit an 

application to the Financial Services Commission of Ontario (FSCO), the regulator for Ontario co-

ops. This submission has similar requirements of detail and due diligence to an Ontario Securities 

Commission submission for corporate share offerings, and will cost the co-op many thousands of 

dollars for lawyers to assemble the correct paperwork. Review and approval from FSCO can take 

many months.  
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Bonds	  
	  
Only for-profit co-ops can issue shares; these are, outside the stipulations in the Co-op Act, very 

similar to any corporate shares. Dividends are issued based on the company’s performance and with 

Board approval.  

 

All co-ops can issue bonds or member loans. Unlike shares, bonds have set terms and interest 

commitments (so the principal must be returned at the end of the term, and interest should be 

calculated and paid according to the schedule). Some non-profits have used bonds with very long 

terms and low or zero interest rates, while others try to set their co-op bonds to coincide with market 

rates. As a caution to keep in mind however, organizers should note that co-op instruments cannot 

compete easily with market mechanisms because, unlike corporate shares, there cannot be a public 

market for them. In other words, bond investors cannot resell or trade their bonds on the market for 

profit.  

 

Although bonds sit on the long-term liability side of the ledger, they can provide leverage for 

additional fundraising. Bonds may be recognized by mainstream lenders (banks, etc.) as member 

equity that is subordinated to bank, credit union and other loans.  

 

 

The community bond option (which is integral to the co-op model for both for-profits and non-

profits) was later mobilised for non-co-op organizations such as the Centre for Social Innovation 

using a mortgage-backed bond offering and City of Toronto loan guarantees to raise large sums 

($50,000 minimum per investor) in order to purchase real estate. In this case, the model is not 

member-based or one member/ one vote, but a more conventional use of the non-profit corporations 

In 2001 the model was tested for a non-profit with Skydragon Co-op in Hamilton to successfully 

purchase their building. West End Food Co-op used community bonds in 2009 and again in 2011 

to raise money for their storefront and other activities in Toronto. WEFC combined their 

community bond sales with sponsorships for events like the Ride4Real Food to support their Co-

op Cred program to provide access to the Co-op for marginalized people in the area, some 

donations through events like book sales and movie nights, and extensive grant application 

activity. 
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act. Some of this model has been challenged for future use and may no longer be applicable. A few 

additional examples of the bond model are provided below. 

 

 

An overview of social financing through community bonds can be found here (PDF). Community 

bonds are now the flavour of the month and there is a great deal of information available on line, of 

varying accuracy. Any co-op considering raising money through investments must consult a lawyer, 

as the rules are complex and the liability can be significant. More extensive information and 

examples are available on the MaRS website under social financing in a section developed with the 

support of FarmStart, input from this writer, and others (with a specific section for food and farm 

financing). 

Share	  Capital	  	  
 

Member share capital represents member commitment to the cooperative through the sale of private 

shares to individuals. There is no public market for these shares (as in the case of corporation’s 

shares). This limits the interest of financial speculators. Share capital is not an option for non-profit 

co-ops but has been used to excellent effect in many small and large for profit co-ops. (Non-profit 

co-ops can use member loans - see below). La Siembra co-operative, a business which distributes 

chocolate and other fair trade goods wholesale to retail customers, has used share capital to expand 

the business. Your Local Market Co-operative in Stratford is offering non-member investment 

shares of a significant amount to a limited number of investors. Many worker co-ops (such as the 

Big Carrot in Toronto) require the purchase of shares by worker owners. This worker co-op equity 

in some cases is purchased upfront or in others is purchased gradually through a percentage of 

wages.  

 

The Co-op Act allows larger amounts to be raised if investors are limited to 35 individuals (a clause 

that among other things protects farmer co-ops, which may need to raise millions but tend to do it 

TREC Renewable Energy Co-op created SolarShare that introduced and invited residents of 

Ontario to purchase bonds. The Co-op uses the financing to own and operate solar installations. 

In keeping with renewable energy, ZooShare co-op has raised money towards North America’s 

first biogas plant that turns zoo waste into electricity, heat, power and offers a good rate of return 

but requires a $5,000 minimum investment. 
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from a limited number of farmer-owners), or if individuals do not purchase more than $10,000 per 

year with a cap of $100,000 over ten years. Again, navigating the exemptions and regulations 

requires co-ops that want to raise money through investment to engage a lawyer. Although CSI’s 

first round of non-profit bonds was RRSP eligible, RRSP eligibility is still in development; in the 

case of for profit share capital, a co-op can arrange through the Canadian Worker Co-op Federation 

to offer RRSP eligibility. For non-profit loan capital (bonds or member loans), the provision is 

murkier. 

Loan	  capital	  
 

Although co-ops can certainly apply for bank or credit union loans once incorporated, there are 

significant barriers to this unless a co-op is large and well-established. The model is not well 

understood by most lenders. In general, co-ops are considered (contrary to industrial research) 

higher risk than conventional businesses. This means that loans, if approved, will be lower amounts, 

higher interest rates and may require personal guarantees by individual board members. This means 

if the co-op defaults, the individual would be liable for the debt. This kind of stipulation is probably 

more likely to be brought to co-op loan applications. Some small loan funds exist (such as the 

Canadian Worker Co-op Federation). However, due to the size, the interest rates they can offer are 

fairly high and approved sums are fairly low. The Canadian Alternative Investment Co-operative is 

another option; they focus on real estate loans and some social enterprise financing. They apply the 

same due diligence requirements that a conventional lender would use, with a focus on social 

purpose organizations and marginalized groups. 

Member	  Loan	  (ONFC)	  
 
Member loans can also be used to raise money for a co-op. This model can be used by for-profit and 

for non-profit co-ops (co-ops incorporated without share capital). These can be set at terms that fit 

the co-op’s long-term financial forecast. As long-term liabilities, they are not seen by conventional 

lenders (banks and credit unions, or the farm credit bureau) as a barrier. The conventional lender 

understands that the member-owned debt will be paid last after the other debts in the event of 

dissolution. In financial terms, the member debt is “subordinated” to the bank debt.  



	   13	  

 

Loans	  from	  friends	  and	  family	  
 

Another important source of funding for many new food projects and co-ops has been friendly loans 

from family, neighbours and friends. These may be similar to bonds (with some simple interest rate 

and terms) and act as debt subordinated to all other debt. The terms are generous in most cases, not 

market rates. Farm and agricultural operations often have relied on this source of funding.  

Choosing	  the	  Right	  Investment	  Model	  

A co-op should weigh the pros and cons of each option, ideally before finalizing the structure. A 

non-profit co-op is precluded from issuing shares, so this consideration should be reviewed during 

the early development of the co-op structure. A few general considerations apply. Shares, like 

corporate shares, do not guarantee dividends. In a sector with very tight margins, like the food 

industry, this provides some protection against risk; if the co-op does not make a significant surplus 

from one year to another they will probably not offer dividends. The decision to distribute dividends 

lies with the Board (although it is sometimes brought to the membership as well). Dividends can be 

issued based on use; for instance, Mountain Equipment Co-op (with thousands of consumer 

members in several cities) offers “patronage dividends” based on the member’s use of the Co-op—

the more you buy, the more dividends you get. An infrequent shopper has not received anything 

over the last ten years at least.   

A hybrid co-op model, the new generation co-op, has been applied extensively in the American 

mid-west but is less familiar in Canada. It provides dividends based on access to the co-op’s 

services. For instance, the co-op slaughterhouse on Prince Edward Island provides dividends based 

on the number of hooks each member owns (that is, the number of cattle that the member can bring 

for processing). Likewise, a grain mill could provide dividends based on the number of kilos of 

grain that can be processed at the mill by the member. This model is seen as providing some 

The Ontario Natural Food Co-op (ONFC) has established a mandatory member loan program for 

ONFC members and future members. Payment comes from the invoices and is in proportion to 

the members’ purchases through the ONFC. The member loan raises capital to grow and 

improve services; it acts as equity for the co-op’s ongoing expansion and development. A range 

of benefits accrue to members, including specials and member discounts. 
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compensation for size and volume of use. The model ensures that large-scale users are guaranteed 

service up to the purchased amount; the shift time will be saved and scheduled for their needs. A 

large wheat grower who processes grains for flour on a large scale receives more money back at the 

end of the year than a member who only uses the mill once or twice a year for a small amount of 

time. The model does not change the democratic voting structure (one member/ one vote) or the 

equitable access of all members to seats on the board. 

Comparison	  of	  investment	  options	  
Pros and cons of the two models follows: 

	   Non-‐profit	  (co-‐op	  can	  use	  
community	  bonds,	  member	  loans)	  

For-‐profit	  (co-‐op	  can	  use	  shares,	  
bonds,	  member	  loans)	  

Pros	   Non-‐profit	  status	  expands	  the	  options	  for	  
grant	  applications	  (external	  fundraising)	  

For-‐profit	  status	  may	  give	  better	  access	  to	  
business	  development	  funding	  and	  government	  
support	  

	   Potential	  partnerships	  with	  charitable	  
organizations	  expands	  fundraising	  options	  

Conventional	  investors	  may	  perceive	  the	  for-‐profit	  
structure	  as	  more	  stable	  

	   Non-‐profit	  status	  reduces	  tax	  exposure	  (no	  
income	  tax	  exposure,	  and	  returns	  on	  HST	  
expenditures)	  

Dividends	  do	  not	  have	  to	  be	  issued	  if	  the	  Board	  
wants	  to	  invest	  in	  the	  co-‐op,	  or	  keep	  the	  surplus	  
for	  other	  reasons	  (retained	  earnings,	  reserve	  
funds,	  etc.).	  This	  maintains	  flexibility	  in	  
capitalization	  for	  growth	  and	  new	  opportunities	  
that	  arise	  

	   If	  goals	  include	  social	  and	  environmental	  
goals	  as	  integral	  to	  the	  co-‐op,	  the	  non-‐profit	  
structure	  reflects	  these,	  whereas	  for-‐profit	  
models	  reflect	  profit	  and	  business	  
development	  goals	  

If	  goals	  focus	  on	  profit	  and	  business	  development,	  
then	  the	  for-‐profit	  structure	  reflects	  this	  

	   Investors	  who	  are	  disappointed	  in	  
conventional	  stock	  offerings	  see	  the	  bond	  
model	  as	  a	  positive	  alternative	  and	  an	  
investment	  in	  their	  community	  	  

Shares	  are	  a	  more	  familiar	  vehicle	  and	  may	  
encourage	  trust	  for	  some	  types	  of	  investors	  

	   Non-‐profit	  does	  not	  mean	  that	  the	  co-‐op	  
cannot	  have	  a	  surplus	  at	  the	  end	  of	  the	  year;	  
it	  means	  the	  surplus	  must	  be	  used	  in	  specific	  
ways	  and	  should	  not	  reach	  a	  high	  proportion	  
of	  the	  income	  (no	  “windfall	  profits”)	  

Banks	  may	  consider	  the	  for-‐profit	  structure	  as	  
lower	  risk	  and	  be	  more	  likely	  to	  approve	  loans	  or	  
offer	  better	  terms	  

Cons	   Bonds	  and	  loans	  may	  have	  terms	  and	  
interest	  that	  commit	  the	  co-‐op	  to	  payments	  

For-‐profit	  models	  are	  a	  barrier	  to	  most	  forms	  of	  
grant-‐based	  fundraising	  (most	  grant	  programs	  are	  
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except	  in	  cases	  of	  extreme	  hardship	   only	  open	  to	  non-‐profits	  and	  charitable	  
organizations)	  

	   Certain	  sectors	  (agriculture)	  prefer	  for-‐profit	  
models	  as	  a	  more	  professional	  and	  business-‐
oriented	  approach	  

Some	  investors	  looking	  for	  a	  community	  
investment	  opportunity	  prefer	  the	  values	  of	  a	  non-‐
profit	  

	   The	  bond	  model	  is	  less	  well	  understood	  by	  
regulators	  and	  most	  lawyers;	  lawyers	  with	  
knowledge	  of	  the	  Co-‐op	  Act	  are	  necessary	  to	  
support	  the	  development	  of	  this	  model	  

Although	  for-‐profit	  co-‐ops	  can	  issue	  the	  more	  
familiar	  shares	  to	  investors,	  the	  co-‐op	  model	  is	  still	  
not	  well	  understood.	  In	  addition,	  the	  lack	  of	  public	  
market	  will	  be	  a	  barrier	  to	  mainstream	  investors	  
(departing	  investors	  can	  only	  offer	  their	  shares	  to	  
the	  co-‐op,	  who	  can	  offer	  them	  in	  turn	  to	  new	  
members,	  or	  refuse	  them)	  

 

Templates for bond and share offerings can be found at the following sites: 

Zooshare 

Skydragon Co-op 

Ontario Co-operative Association  

Sponsorships	  
 

Sponsorships tend to be more important for mainstream charitable organizations, but they can be 

used by co-ops and non-profits to mobilize funding for events or specific needs (a piece of 

equipment for a new program, costs for travel to a training program). Theatre, arts and sports 

organizations as well as schools and hospitals rely on sponsorships for various activities. Although 

sponsorships pitches are often a one-time request for support for a specific event, they may be an 

annual arrangement: a local credit union might provide $500 every year towards your annual 

general meeting, or a caterer might provide a discount for community events. Sometimes they are 

in-kind exchanges of promotion: an organization with a significant mailing list will provide a 

mailing announcement for an event or activity in exchange for having their name listed as a 

sponsor. In general, sponsorship asks are graded (bronze, silver, gold sponsors for instance). Of 

course, very large organizations (like an opera company or a football team) may have sponsors for 

entire buildings or seasons, but most co-ops will be looking at the smaller scale options. 
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A few sample letters are offered here:  

From the Local Organic Food Co-op Network’s Assembly sponsorship activities: 
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From the first WEFC Ride4Real Food sponsorship activities: 

 

 

	  

	  

	  

	  

	  

	  

	  

	  

	  

	  

	  

	  

	  

	  

	  

Donations	  (donors)	  
 

The development of a strong donor base requires significant experience and fundraising skills. In 

general, this work is carried out and maintained by fundraising departments for institutions such as 

hospitals, museums, large mainstream environmental organizations, etc. Smaller organizations may 

rely on a core group of wealthy supporters. Some organizations that have cultivated this approach 

well include The Stop Community Food Centre and Community Food Centres Canada. They have a 

Sponsorship details 
 
 
Sponsors	  can	  provide	  financial	  support	  or	  in-‐kind	  equivalent	  donations.	  	  	  	  
	  
BRONZE	  SPONSOR	  ($500-‐$999	  or	  in-‐kind	  equivalent)	  
	  

! Business	  name	  and	  link	  on	  WEFC	  bike-‐a-‐thon	  website	  page	  until	  
October	  31st	  2011	  

! Business	  name	  listed	  with	  all	  sponsors	  on	  printed	  mailing,	  promo	  
material	  

! Your	  business’	  flyer/postcard	  included	  in	  gift	  bag	  for	  riders	  
! Business	  logo	  listed	  on	  Sponsor	  poster	  at	  Bike-‐A-‐Thon	  event	  

	  
	  
SILVER	  SPONSOR	  ($1000-‐$1999	  or	  in-‐kind	  equivalent)	  
	  

! Business	  logo,	  and	  link	  on	  WEFC	  bike-‐a-‐thon	  page	  until	  October	  31st	  
2011	  

! Business	  logo	  listed	  with	  all	  sponsors	  on	  printed	  mailing,	  promo	  
material	  

! Business	  logo/link	  included	  on	  at	  least	  three	  WEFC	  “market	  times	  
newsletters”	  thanking	  event	  sponsors	  	  

! Your	  business’	  flyer/postcard	  included	  in	  gift	  bag	  for	  riders	  
! Business	  logo	  listed	  on	  Sponsor	  poster	  at	  Bike-‐A-‐Thon	  event	  

	  
	  
GOLD	  ($2000+	  or	  in-‐kind	  equivalent)	  
	  

! The	  “silver	  package”	  plus:	  
! Logo	  and	  link	  on	  WEFC	  webpage	  for	  one	  year	  	  
! “Thanks”	  given	  at	  official	  start	  of	  the	  ride	  
! At	  least	  three	  individual	  “thanks”	  on	  Facebook	  with	  link	  to	  your	  

company’s	  Facebook	  page	  on	  both	  of	  our	  Facebook	  pages.	  	  	  
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team of fundraisers to do the work of donor development. It is not uncommon for non-profit boards 

of small organizations to commit to donor development, but this can often prove to be a dead end, 

requiring an unrealistic time commitment, close contacts with wealthy people, and patience. 

However, board members associated with corporations can sometimes access small pools of money 

through their own corporate donor department.  

 

Good donor development tends to be a long-term program of networking, finding shared contacts 

and mobilising the Executive Director and other senior managers to meet with and discuss 

opportunities with the potential donors. A donor database must be maintained and kept up to date, 

with regular contact, expressions of appreciation, and updates to the donor group. The process 

recognizes that small donors may develop into large-scale supporters as their income grows, they 

inherit wealth, or they consider the organization for a legacy donation. For a good example, see The 

Stop’s donation page, accessed by a prominent button on the home page of the website. 

Organizations that rely on donations for operations are generally charities, as most donors, 

especially large ones, want to receive a charitable tax receipt for their donation. 

Other	  strategies	  for	  small	  amounts	  of	  funding	  
 

Fundraising	  events	  
 

Although fundraising committees often focus on creating fundraising events, these do not always 

provide a financial pay-off commensurate with the time and money required to organize. However, 

they can be essential for promoting the co-op or raising awareness about food politics that can build 

new support for a food co-op. These events range from movie nights to book sales, time and talent 

auctions, silent or auctioneered auctions, etc. The organizing committee should have a realistic idea 

of the financial target and the capacity in time and resources needed for the event. 

 

The West End Food Co-op partners with other community organizations to host one large annual 

fundraiser – a fundraising bike ride. This is a significant amount of work, including hosting a 

website to take pledges, but each year it has raised more money than the year before.  
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Crowd	  Funding	  	  
 

Crowdfunding has recently been facilitated by more supportive security regulations in Ontario. The 

amounts raised through crowdfunding tend to be in the range of $5-10K for most community 

projects. For opening a store, starting a farm, etc., this sum will not go very far. In many cases, the 

target is never reached. Successful crowdfunding depends on strong networking skills and 

continuous promotion. Kickstarter, Indiegogo and other websites make it easy to use this method 

(they make their money through a fee based on a percentage of donations). In general, the 

organization must have a specific project, piece of equipment or event they are crowdfunding to 

support. For Kickstarter 100% of the target funds must be raised or the money is returned to 

investors. On Indiegogo, the organization receives funds regardless of how much was raised.  

 

	  

Subscriptions	  
 

Organizations like Monforte Dairy have found considerable financial support through advance sales 

of product, in this case, cheese subscriptions. Monforte was able to raise enough through the 

subscriptions and various government financial incentives and supports to open their cheese-making 

facility. People who had bought subscriptions could redeem their vouchers for cheese as needed. 

Some crowdfunding projects are essentially subscription or pre-pay programs. Your	  Local	  Market	  

Co-‐op,	  which	  is	  worker-‐owned,	  allows	  customers	  to	  purchase	  a	  subscription	  that	  saves	  them	  

money	  on	  their	  purchase	  over	  time.	   

 

One challenge is that crowdfunding is getting crowded – many, many people are doing it. 

However, it can still be a great option, especially for very specific things. For example, the 

Together We’re Bitter Brewing Co-op asked for $10,000 and raised $16,000 in late 2014 for 

equipment: “the People’s Fermenter”. Cloverbelt Local Food Co-op in Northwestern Ontario 

used crowd funding to provide financial support for the development of a community greenhouse 

project. Games and new technology can be very successful in crowdfunding; the new Exploding 

Kittens game sought $10,000 on Kickstarter and has almost $4 million in pledges at the time of 

writing. They raised 100% of it in twenty minutes, and ten times the target amount in under an 

hour. 
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Community Supported Agriculture operations raise money in the short-term by sales of 

subscriptions during the winter for weekly boxes of vegetables during the harvest. Initially CSAs 

included a work requirement on the farm but that aspect has been mostly absent from recent 

versions of the model. Some winter CSAs also exist; the model has been applied now to meat, fish, 

yarn, etc. For farmers, it ensures a flow of cash when it is needed for inputs in the spring before the 

crops have begun to grow: a cash-hungry time for all fresh food producers.  

 

A version of this was used by Michael Schmidt to provide raw milk to customers. Only farm 

families are legally permitted to drink raw milk from their herd in Ontario; even farmworkers are 

banned from the drinking the product. In this model, participants purchased a “cowshare” which 

made them part-owners of the cow, and (Schmidt argued) therefore eligible to have the raw milk. 

The model for raw milk has been subject to many court challenges over two decades, and Schmidt 

continues to appeal. The agricultural share idea continues to increase in importance through the 

application of the CSA idea to many food and local agricultural products. 

 

Key	  Funders	  	  
 

The Co-operators: http://www.cooperators.ca/en/About-Us/foundation/cd.aspx  

Carrot Cache: http://carrotcache.com  

FedNor (Government of Canada): http://fednor.gc.ca/eic/site/fednor-fednor.nsf/eng/home 

Northern Ontario Heritage Fund Corporation: http://fednor.gc.ca/eic/site/fednor-

fednor.nsf/eng/home 

Local Food Fund/ Ontario Ministry of Agriculture, Food and Rural Affairs: 

http://www.omafra.gov.on.ca/english/about/localfood.htm  

Ontario Trillium Foundation: http://www.otf.ca  

Metcalf Foundation: http://metcalffoundation.com  

The J. W. McConnell Family Foundation: http://www.mcconnellfoundation.ca/en/granting  


