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Financial Management
of CED Organizations
Momentum’s

approach could be

just what your

organization needs

By Walter Hossli
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The Great Challenge -
Undesignated Income
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*
Organizations incorporate in many different ways, and

they have a number of options for filing under the Income

Tax Act. Depending on how your nonprofit, social

enterprise, or social business is incorporated and files,

quite different rules may apply to the generation of

surplus and the results of doing so.

http://communityrenewal.ca
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1. Cost Properly
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2. Build Surpluses
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2. Nonprofit: Service Cost often Customer Fee≠

Coffee $0.12 $0.12

Dairy $0.05 $0.05

Cup, Lid, & Sleeve $0.25 $0.25

Labour $0.90 $0.90

Rent $0.25 $0.25

Marketing $0.12 $0.12

G & A $0.50

$2.19

Ingredients

Overhead

Operating profit

Service Cost

Customer Fee

Item Cost Fee

$0.31

$0.00

$2.00

1. For Profit: Service Cost = Customer Fee

Coffee $0.12

Dairy $0.05

Cup, Lid, & Sleeve $0.25

Labour $0.90

Rent $0.25

Marketing $0.12

G & A $0.50

$0.30

$2.49

Ingredients

Overhead

$2.49

Operating profit

Service Cost

Customer Fee

Item Cost Fee
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Diversify, Diversify, Diversify

Momentum’s revenue has diversified dramatically in the past 20 years. We have arrived at a good mix of

government, non-government, and community sources, meaning individual donors who receive a

charitable donation receipt for their contribution.

The decision to build this donor base has been an important one in Momentum’s history. It took a lot

of soul-searching to specify our market and our case to the community. We decided to build a donations

program based on major gifts from people to whom we can present an economic case for Momentum. In

times like these, one way to differentiate our work – and that of other CED organizations – is the

economic case.

We talk about the results. We describe where people end up after they’ve been through one or

several of our programs. (See photo, above.) As their incomes rise, their dependence on social services

and on the nonprofit sector falls, while the taxes they pay increase. As a result, there is less dependency

and a greater contribution to the community as a whole, in non-monetary ways as well as taxes. That’s

what we sell to donors.

Then we build and maintain a strong relationship with donors over time. That’s more than simply

sending out e-mails. We talk to them whenever the opportunity presents itself.

We've built that program slowly but steadily over the years. Once we made less than 2% of our

revenues from donations. Today it’s closer to 10%. Most of that money is undesignated. (See pie chart,

below.) When talking to donors, we say that as attractive as a specific project might be to them

(microlending, for example), we really need their donation to strengthen the organization as a whole.

(above) Adeel understood how the financial system worked in Pakistan, but Canada was a different story. Momentum’s

Financial Literacy Program helped him to learn it. “I learned the importance of saving each month and putting money

aside,”he says, first for a home and now for the education of his children. Photo courtesy of Momentum.

Momentum - 2011 Revenue ($5.17m)

City of Calgary 6%

Public & Private Foundations 13.1%

Self-Generated Income 5.3%

Donations 10% Corporate Foundations 12.2%

United Way 24.5%

Federal Government 7.9%

Provincial Government 21.1%
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3. Build Reserves
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4. Organizational Culture
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Résumé : Gestion financière
des organisations de DÉC

Contrairement à une entreprise privée, une

organisation sans but lucratif (OSBL) engage

habituellement des dépenses après avoir

obtenu des revenus. Sans ce revenu, même les

meilleures idées ne peuvent avancer. De plus,

la majorité du revenu doit être utilisé comme

stipulé dans les clauses d’un contrat. Quel est

donc le plus gros défi financier auquel font face

les OSBL? Générer des revenus non désignés

qui peuvent être affectés stratégiquement,

sans devoir commencer par convaincre un

bailleur de fonds.

Pour accomplir ceci, prenez quatre

dispositions : 1) évaluez bien les coûts, 2)

accumulez des surplus, 3) créez des réserves,

et 4) reconnaissez comment essentiel la bonne

gestion financière est pour votre organisation.

Lorsque vous évaluez les coûts, ajoutez

15 % de frais pour couvrir les coûts de

fonctionnement des employés.

payer les employés moins que des salaires

professionnels. Ciblez les bailleurs de fonds qui

ont à cœur la croissance du secteur sans but

lucratif. Pour accumuler des surplus,

compétitionnez pour des contrats basés sur

des revenus. Incluez dans vos estimations un

« frais de risque ». Il récompense l’OSBL si des

spécifiques sont atteints en plus du

. Pour créer des réserves, dépensez

moins que prévu au budget. Négociez ensuite

avec les bailleurs de fonds pour reporter les

revenus non dépensés à la prochaine année

fiscale. Suggérez différentes façons de le

dépenser. Lorsque vous créez des réserves,

assurez-vous de spécifier les raisons pour

lesquelles elles doivent servir.

Finalement, dépensez du temps, des efforts

et des fonds sur la gestion financière.

Embauchez des gestionnaires financiers

qualifiés et payez-les bien. Examinez les

implications financières de vos décisions.

Rendez la gestion financière une tâche

quotidienne pour les employés-cadres, les

membres du conseil et les gestionnaires de

programmes.

Si vous prenez ces quatre dispositions

à long terme, votre organisation sera

performante et indépendante sans diminuer

sa motivation ou sa passion.

Ne jamais

résultats

rendement



This article is published in partnership with the Canadian

Community Economic Development Network (CCEDNet),

a member-led organization committed to strengthening

communities by creating economic opportunities that

improve environmental and social conditions.

http://www.ccednet-rcdec.ca, info@ccednet-rcdec.ca,

phone 1-877-202-2268
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is an ejournal about Inspiring, Innovating, Inciting,

and Inventing ways of life and work that permit

humanity and the planet to thrive in this century of

unprecedented challenges. is a publication of the

Canadian Centre for Community Renewal.
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WALTER HOSSLI has been Executive Director of

Momentum since it was founded in 1991. Momentum

works with people whose incomes  fall below the poverty

line and partners with them to ensure they can

participate fully in the community and economic

opportunities. Contact Momentum at 403-272-9323 and

URL www.momentum.org
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