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Social Enterprise is Canada’s Engine for
Inclusive Growth

Canada’s social enterprise sector is a vital engine driving inclusive growth,
innovation, and community resilience across every province and territory.
The full Built for Impact, Ready for Market report presents the first national
snapshot of the sector in a decade with data from 347 organizations
representing 404 social enterprises. This summary report includes an
executive summary, data snapshot, key levers for action, and select case
studies that show the impact and opportunity in Canada’s social enterprise
sector.

The full report goes beyond surface-level statistics to uncover the dynamic
realities of social enterprise in Canada. It offers an analysis of the three
primary growth constraints: market access, capacity building, and finance,
and illustrates innovative solutions through a series of case studies. The
report also provides recommendations for government, funders, and
market actors to unlock support and opportunity for the sector.

Some key areas of interest in the full-length report include:

Survey and report methodology (page 8)
Key elements of a supportive social enterprise ecosystem (page 10)
Key findings on business size, activity, geography, structure and
governance, social value creation, and more (pages 12-35)
An in-depth look at Access to Markets (pages 36-51), Access to Capacity
Building (Pages 52-65), and Access to Finance (pages 66-75)
Two appendices: Appendix A with additional stories of impact (page 78)
and Appendix B with further resources (page 80)

You can access the full version, including all charts and data tables, directly
on socialenterprisesurvey.ca or buysocialcanada.com.

Read the full
report

https://www.buysocialcanada.com/posts/resources/built-for-impact-ready-for-market-canadian-social-enterprise-sector-survey-report/
https://www.buysocialcanada.com/posts/resources/built-for-impact-ready-for-market-canadian-social-enterprise-sector-survey-report/
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EXECUTIVE SUMMARY

Canadian Social Enterprise Sector Survey 

Canada’s social enterprise sector sits at the intersection of social impact and the marketplace, delivering 
essential goods and services while addressing some of the country’s most pressing social, cultural, 
environmental, and economic challenges. 

This report presents the first national snapshot of the sector in a decade, drawing on data from 347 
organizations representing 404 social enterprises across every province and territory.

The findings in this report position social enterprises as a growing and relevant part of Canada’s small 
and medium-sized business (SME) economy, while also identifying clear opportunities where policy, 
procurement, programs, and investment can unlock further growth and impact.

Social enterprises are firmly embedded in Canada’s SME landscape. The vast majority (90%) are micro 
or small businesses, closely reflecting the broader business economy. At the same time, the presence of 
medium and large organizations demonstrates viable pathways for scaling both revenue and impact, 
particularly in sectors aligned with national priorities such as construction and healthcare. Social 
enterprises operate in every province across Canada, in both urban and rural communities.

Across the sample, social enterprises reported more than $6.5 billion in revenue, employed over 18,000 
people, and paid more than $250 million in wages in 2025. Notably, more than 5,600 employees face 
barriers to employment, highlighting the sector’s role to advance inclusive economic participation and 
workforce development.1 

Social enterprises operate across a wide range of industries, including construction, healthcare, tourism, 
technology, and food services, demonstrating their adaptability to both market demand and community 
need. Their business models integrate revenue generation with measurable social outcomes, including 
employment, skills development, and social inclusion. Many also provide wraparound supports such as 
skills training and mental health services to generate long-term public value. 

The findings highlight that the primary constraint on growth is not demand nor effectiveness, but the 
alignment of systems with the realities of mission-driven businesses. 

1Not all respondents to the survey answered every question. The number of people employed, and the wages paid, 
are therefore likely under-reported compared to the total contribution of the social enterprise sector.



Unlocking the full economic and social contribution of social enterprises requires targeted action 
across three interconnected areas:

 ￭ Access to markets: Social enterprises rely on customers, contracts, and consistent revenue to 
operate and grow. While examples of social procurement are increasing across Canada, uptake 
remains uneven. Procurement systems often prioritize lowest cost over best value, limiting the 
ability of social enterprises to compete on the full range of outcomes they deliver. Expanding and 
standardizing social procurement represents a significant opportunity to strengthen both market 
access and public value.

 ￭ Access to capacity building: Social enterprises require access to skills, systems, and expertise 
to scale effectively. Demand for capacity-building support is high, particularly in areas such 
as financial management, marketing, operations, and impact measurement. However, many 
organizations operate with limited staffing and infrastructure, constraining their ability to pursue 
growth opportunities. Tailored supports that reflect the dual business and social mandate of social 
enterprises are essential.

 ￭ Access to finance: Access to appropriate financing remains a persistent challenge. Social 
enterprises require flexible, patient capital that aligns with their business models and growth 
trajectories. While social finance tools are emerging, including blended finance, community bonds, 
and impact-first funds, these remain fragmented and underutilized. There is an opportunity to 
scale and better coordinate these approaches to meet sector needs.

Together, these areas represent high-impact levers where targeted policy, program, and market 
interventions can enable growth. The findings also highlight a sector that is innovative and forward-
looking. 22% percent of respondents launched a new enterprise or service offering in the past year, 
and some are exploring models such as franchising, acquisition, and joint ventures to scale impact 
and respond to market demand.

This report identifies a clear opportunity: with the right enabling conditions, social enterprises can 
play an expanded role to advance inclusive economic growth, strengthen communities, and deliver 
measurable value for Canadians.
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Key Levers for Action
To unlock social enterprise potential, coordinated efforts 
across government, funders, and market actors can focus on:

Strengthen social procurement  
and market access
 ￭ Embed social value criteria across federal procurement 

to operationalize Budget 2025 commitments. 
 ￭ Set clear targets or mandates for purchasing from  

social enterprises. 
 ￭ Unbundle contracts and simplify procurement 

processes to improve SME access.
 ￭ Invest in buyer awareness education and tools, including 

through the national Social Enterprise Certification,  
to increase awareness of social enterprise.

Strengthen data, measurement,  
and visibility
 ￭ Improve the national data collection on social enterprises 

to better track longitudinal data on the scale, economic 
contribution, and outcomes of social enterprises, and 
the measurement of long-term public cost savings and 
system-level outcomes generated by social enterprises. 
The Social Enterprise Sector Survey is a timely 
snapshot of the sector that requires ongoing support for 
replication and opportunities to deepen understanding 
of specific findings.

 ￭ Invest in consistent, practical impact measurement 
frameworks that can be used across the sector.

 ￭ Increase visibility of social enterprise contributions within 
economic and SME policy. 

1

Invest in tailored capacity building
 ￭ Expand access to mentorship, peer learning, and sector-

specific expertise. 
 ￭ Develop targeted capacity-building supports to enable 

social enterprises to participate in business succession 
opportunities, including acquisition and social 
franchising models, positioning the sector to respond 
to the significant intergenerational transfer of SMEs 
underway in Canada. 

 ￭ Fund national and regional capacity-building programs 
that develop shared standards and best practices for 
social enterprises, while leveraging local community 
assets and strengthening collaboration at the local level.

2

Expand access to fit-for-purpose 
finance
 ￭ Scale blended finance tools, emerging forms of patient 

capital, and tools to de-risk investments including pooled 
loan guarantees.

 ￭ Encourage greater participation from foundations in 
impact-first investments including through ensuring 
clear guidance and education on Program-Related 
Investments (PRIs) and broader mission-aligned 
investment strategies. 

 ￭ Align financing products with the realities of social 
enterprise cash flow, growth, and impact delivery. 

3

4

Social enterprises represent a practical and 
proven model to deliver both economic and social 
value. The opportunity ahead is to further align 
markets, policies, and investment approaches 
to fully leverage this model as part of Canada’s 
broader economic strategy.

With continued coordination across governments, 
funders, and market actors, social enterprise can 
play an expanded role in SME growth, support 
workforce participation, address the housing 
crisis, contribute to climate action, advance rural 
and community economic development, and 
contribute to long-term, inclusive economic growth.
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Canadian Social Enterprise 
Sector Survey Snapshot 2026

 This data represents 404 social enterprises, from 347 survey responses.

Key Barriers Faced*

*Respondents could choose multiple answers
XDoes not include GreenShield data. GreenShield is Canada's largest Certified Social Enterprise, which generated just over $6 billion in 2025.

$6.5 Billion+
GROSS REVENUE IN 2025

$250.5 
Million+

EMPLOYEE WAGES PAID IN 2025X

18,718+
EMPLOYEES

5,688+
EMPLOYEES FACING BARRIERS  

TO TRADITIONAL EMPLOYMENTX

57%
INTENTIONALLY PROVIDE  

WRAPAROUND SUPPORTS TO STAFF

$5.3 Million+
DOLLARS SPENT ON  

WRAPAROUND SUPPORTSX

62%
SAY FINANCIAL HEALTH IS BREAKING 

EVEN OR BETTERX

67%
SCALING AND  
GROWTH

61%
MARKET 
AWARENESS

58%
ACCESS TO 
GRANTS

46%
OPERATIONAL 
SYSTEMS
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Social Procurement Contract Stories
DANI
DANI operates several Certified Social Enterprises in Toronto as they empower individuals 
with developmental disabilities to thrive and lead fulfilling lives. One social enterprise, DANI 
Gifts, offers a curated selection of gift boxes and other gift products suitable for holidays, 
celebrations, and corporate events. 

Each purchase directly supports vocational training and employment opportunities 
for adults with developmental disabilities, promoting social inclusion and community 
engagement.

When the Thornhill, ON location of well-known New York-based grocery store chain Olive 
Branch agreed to pilot selling DANI’s gift products, one of their WorkWise employees, who 
has a disability, joined the grand-opening team to support in-store promotions and sales. 
With coaching from DANI staff, she learned how to greet customers, explain the purpose of 
their social enterprise, and confidently process purchases. Between September 2024 and 
March 2026, DANI sold approximately $20,000 worth of gifts through this partnership. This 
employee now works in the store on an ongoing basis to promote DANI’s products. She 
“demonstrates every day that neurodivergent adults can excel in customer-facing roles.”

Certified Social Enterprise DANI Gifts.
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Purchase for Impact

https://www.dani-toronto.com/
https://olivebranchthornhill.ca/
https://olivebranchthornhill.ca/


Radicare

RadiCare Ventures
RadiCare is a Calgary-based social enterprise dedicated to 
making the city safer, cleaner, and more welcoming. The 
organization delivers a range of services, including indoor 
and outdoor cleaning, peer resource navigation, and 
staffed washroom attendant programs. 
RadiCare hires individuals facing barriers to employment 
and provides them with meaningful work experience and 
professional development opportunities. Through this 
model, RadiCare supports vulnerable populations, reduces 
negative public interactions, and redefines how property 
maintenance can be delivered.

In 2025, RadiCare successfully implemented a washroom 
attendant pilot program in partnership with the Calgary 
Municipal Land Corporation (CMLC). The program served  
over 40,000 visitors and achieved a 97% positive 
satisfaction rate. Users recognized the quality of service; 
one guest described the facility as “the cleanest public 
washroom” they had ever experienced.

The impact of this work extends beyond operations. One 
staff member employed through the washroom attendant 
program transitioned from an emergency shelter into 
stable housing with her child. At her annual check-in, 
she shared: “Thank you for the opportunity. When no one 
believed in me, you did.” This reflects the broader impact 
that social enterprises can achieve when organizations 
intentionally incorporate community outcomes into their 
purchasing decisions.
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https://www.radicareventures.ca/


Certified Social Enterprise CleanStart Property Services.

Scale With Social Franchising To Meet 
Market Demand
In March 2026, Just Like Family Home Care Canada (Just Like Family) and CleanStart 
Property Services (CleanStart), both Buy Social Canada Certified Social Enterprises, 
formalized a joint venture to launch CleanStart Franchising Inc. This partnership merges 
Just Like Family’s expertise in social franchising with CleanStart’s proven operational 
model in commercial cleaning. 

By adopting a franchise structure, the venture aims to scale CleanStart’s social enterprise 
services and community impact and bring operations to communities across the country.

Background and context
The social enterprise sector in Canada is maturing, yet many organizations struggle to 
find sustainable models to scale. Just Like Family Home Care, a social purpose holding 
company with 50 locations, identified commercial cleaning as a high-opportunity sector 
for expansion. Simultaneously, CleanStart Property Services had established a successful 
social enterprise model in Vancouver but faced barriers when attempting to expand into 
new markets as an "outsider" entity.

The convergence of these two organizations was driven by a shared recognition that 
local ownership builds stronger community connections and opportunities to reinvest 
in the local economy. As Carla Langhorst, CEO of Just Like Family, noted, the goal is to 
"release some control so someone else can make it theirs and create wealth in the local 
community," moving away from centralized growth toward a network model where local 
franchisees operate businesses within their communities. 
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Innovation in Action

https://justlikefamily.ca/
https://cleanstartbc.ca/
https://cleanstartbc.ca/
https://www.newswire.ca/news-releases/cleanstart-and-just-like-family-launch-cleanstart-franchising-inc-to-offer-social-franchise-opportunities-across-canada-869065014.html


6https://elitefranchisemagazine.com/insight/item/2025-franchise-review-another-solid-win 
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The strategic model: joint venture and social franchising
The partnership utilizes a Joint Venture (JV) structure to launch a social franchising network. This 
approach seeks to balance the opportunity for scalability and the necessity of maintaining quality 
and values alignment. Both partners emphasize that franchising offers a significantly higher success 
rate (approximately 90% succeed past five years) compared to independent startups (50% failure rate 
within the first five years).7  The franchise model provides new franchisees with a "wraparound system," 
including established Standard Operating Procedures, technology, marketing, and a functioning 
website from day one, effectively compressing five to seven years of start-up work and learning into 
immediate operational capability.

Franchising is also a proven model. While hotel and restaurant chains are now seen as commonplace, 
Carla Langhorst points to the emergence over the past few decades of service-based franchises 
including home improvement or professional services. Many of these businesses are now owned by 
American private equity firms, but social enterprises have the opportunity to compete with these 
private franchisers to unlock financial sustainability, “and then you can also make as much impact as 
you want” with the surplus or profits, suggests Langhorst.

Respond to market demand
Building on Just Like Family’s network and learnings, and on CleanStart’s proven operational model, 
CleanStart Franchising Inc. is poised to take advantage of the immense opportunity for replication 
in the commercial cleaning market. As Dylan Goggs notes, there are thousands of social housing 
buildings across Canada that require the cleaning services and social purpose impact that CleanStart 
provides. They’ve proven and delivered on this model in Metro Vancouver and have been “really good 
at scaling with social procurement contracts with anchor institutions.” Goggs is excited to bring that 
market expertise to local franchise owners. 

Implementation and due diligence
The path to launch was characterized by rigorous relationship building rather than rapid transaction. 
Over a five-month period, the leadership teams drafted a Memorandum of Understanding (MOU), 
shared confidential financial data, and conducted joint business planning.
 
Key success factors identified during this phase included:

1. Cultural alignment: Both parties prioritized alignment across seven key areas: culture, values, 
pace, hierarchy, trust, mutuality, and size. Langhorst noted that a joint venture falls apart if any of 
these become misaligned. 

2. Role clarity: The partnership succeeded because each leader operated in their specific lane: 
Goggs on founding vision, culture, and partnerships, Langhorst on franchise mechanics, and 
CleanStart CEO Kurt Johnston on operations.

https://elitefranchisemagazine.com/insight/item/2025-franchise-review-another-solid-win%20


XXXX
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3. Franchisee vetting: The model includes a strict due diligence process for prospective franchisees. 
This involves credit checks, financial verification, cultural alignment exploration, and a mandatory 
disclosure period to ensure potential partners understand the risks of the franchise they are 
purchasing. Both parties have to mutually agree to sign the franchise agreement before they  
can proceed. 

Impact and future outlook
Early indicators suggest strong demand for CleanStart Franchising Inc., with warm leads emerging 
from across Canada. The venture is intentionally selective, prioritizing partners who can drive local, 
social, and diverse ownership. While the immediate focus is on launching the first franchise location, 
the long-term vision is national, if not international, expansion.

The structure enables a form of succession where community organizations and diverse entrepreneurs 
acquire a franchise of an established, profitable business rather than starting from scratch. This 
approach not only keeps wealth and decision-making power within Canadian communities but also 
builds a resilient, domestically controlled network of social enterprises. In doing so, the venture aligns 
with broader national goals of economic independence, ensuring that critical social infrastructure 
remains in Canadian hands while fostering generational wealth and community stability.

By proving that social purpose and profitability are not mutually exclusive, CleanStart Franchising Inc. 
aims to accelerate a transition where diverse community ownership and social impact become the 
standard rather than the exception.



CSCNL’s Andre LeBlanc at the future site of the Mi’kmaw Cultural Centre.
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Succession Planning For Social  
Enterprise Acquisition
As Canada faces a "silent economic transition" where an estimated $2 trillion in small and medium-
sized business assets will change hands over the next decade, communities across the country risk 
losing vital services, jobs, and local identity.

The Canadian Entrepreneurship through Acquisition (CETA) Alliance exists to support the exploration 
of acquisition opportunities to help preserve and grow local jobs and assets. As a member of the 
alliance, Buy Social Canada champions opportunities for social acquisition to support nonprofits 
to diversify their revenues, and to maintain vital employment opportunities and services within 
communities. 

In Newfoundland and Labrador, where over 55% of business owners plan to retire soon, the 
Community Sector Council of Newfoundland and Labrador (CSCNL) launched Social Enterprise 
Through Acquisition (SETA) in 2023 to address two converging crises: the succession gap in rural 
businesses, and the financial instability of local community organizations. 

The challenge: a perfect storm in rural economies
The impetus for CSCNL to launch SETA arose from observing a dual challenge across Newfoundland 
and Labrador. First, a demographic shift meant a massive wave of business closures was imminent. 
In rural Newfoundland and Labrador, business owners often lack succession plans; when they retire, 
businesses close rather than transfer, leading to service loss and increasing departures of community 
members. Second, the community sector faced a sustainability crisis: demand for services was rising 
while core funding and volunteer availability were shrinking.

https://canadianetaalliance.ca/
https://cscnl.ca/
https://cscnl.ca/
https://cscnl.ca/
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CSCNL identified social acquisition as a novel way to address both challenges. The goal was to 
combine community capital to keep businesses local while providing nonprofits with a new source 
of earned revenue to fund their social missions. However, the ecosystem was initially unprepared. 
Community organizations were often culturally risk-averse and lacking the governance buy-in for 
entrepreneurship, while business sellers were often reluctant to publicly advertise their intent to sell 
due to their deep embeddedness in small communities or they were looking for buyers to spend 
more than community organizations can afford.

The solution: the SETA intermediary model
CSCNL recognized it could not provide all necessary services alone. Instead, it adopted a  
"partnership table" approach, acting as the central facilitator to navigate resources, stack funding,  
and connect stakeholders.

The program relies on a diverse network of partners rather than duplicating services

 ￭ Funding partners: Northpine Foundation provides outcome-based funding, and Atlantic Canada 
Opportunities Agency and the Government of NL’s Department of Jobs, Growth, and Rural 
Development provide grants. Both funding types are crucial to the sustainability of the SETA 
program. 

 ￭ Operational partners: The Newfoundland and Labrador Federation of Cooperatives (NLFC) 
provides hands-on support and leads generation for co-op conversions, while local Community 
Business Development Corporations (CBDCs) across the province assist with local financing and 
building trust in communities.

 ￭ Specialized support: Partnerships with law firms familiar with social enterprise, business valuators, 
and lenders like credit unions, Goparity, and Fairlead Social Impact Fund are an essential part of 
the ecosystem to enable social acquisition success. 

 ￭ Capacity building: Organizations like Thriving Non-Profits provide training and mentorship to 
prepare buyers for the cultural shift toward entrepreneurship.

Other enabling supports
A critical barrier to social acquisition is the cost of exploration. SETA addresses this by providing up to 
$15,000 in "de-risking" funding per acquisition to cover feasibility studies, business planning, business 
valuation, and legal costs. SETA program funding can be leveraged to unlock additional support from 
ecosystem partners, such as matching contributions through CBDC programs, up to an additional 
$10,000 in funding. This early-stage capital is crucial, as it allows organizations to assess viability before 
committing to a purchase.

While SETA primarily connects buyers to other sources of financing, CSCNL has begun piloting a 
variety of direct social finance investments (equity, debt, and blended) for deals where traditional 
funding is unavailable, filling a gap in the provincial social finance market.

https://northpinefoundation.ca/
https://www.canada.ca/en/atlantic-canada-opportunities.html
https://www.canada.ca/en/atlantic-canada-opportunities.html
https://www.gov.nl.ca/jgrd/
https://www.gov.nl.ca/jgrd/
https://nlfc.coop/
https://www.cbdc.ca/en/find-my-cbdc/nl
https://www.cbdc.ca/en/find-my-cbdc/nl
https://goparity.ca/
https://www.mun.ca/social-enterprise/community-engagement/fairlead/
https://www.thrivingnonprofits.ca/
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In rural contexts, trust is the primary currency. CSCNL found that digital outreach was insufficient; 
successful onboarding required face-to-face meetings with business owners, some of whom who were 
not tech-savvy. The program assigns dedicated staff to navigate the complex acquisition timeline, 
which averages over one year for most organizations.

Results and impact
Since its launch, SETA has moved three acquisitions from concept to tangible community ownership, 
including two social enterprises:

 ￭ Community Taxi Service (Central Newfoundland): Following the closure of a private taxi company, 
a local nonprofit acquired the assets (vehicles and equipment). The service plans to provide 
essential transport for the public in the region, and for the nonprofit’s clients, while generating 
revenue to support its broader mission.

 ￭ Mi’kmaw Cultural Foundation (Stephenville): The foundation acquired a former medical clinic 
building for transformation into a culturally informed childcare social enterprise and community 
hub. This project utilized multiple capital sources, including Goparity crowdfunding. The foundation 
continues to receive post-acquisition support from SETA.

As of March 2026, 27 buyers and sellers have been accepted into the SETA program. To date, 12 
organizations are actively pursuing identified acquisition opportunities within the program pipeline. 
The program has proven that diverse ownership models can work, ranging from nonprofits spinning 
up for-profit subsidiaries to worker cooperatives and charitable holding companies.

Key learnings for national replication
CSCNL feels strongly that this model is replicable in other regions across Canada, and Buy Social 
Canada is currently engaged in work with other communities where there is interest in exploring 
social acquisition program models. 

“The reasons we created this program, the challenges Newfoundland and Labrador was facing, are not 
unique to our province,” explains CSCNL’s Andre LeBlanc. “Now is the best time there ever has been 
to start a social enterprise … By acquiring instead of starting a new business, you de-risk a lot and it’s 
more accessible than starting from scratch.”



Local SETA convening in St. Anthony, NL, cohosted with SABRI, GoParity, and Fairlead.
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The SETA pilot offers critical insights for other regions facing similar succession crises:

1. The intermediary is essential: A dedicated organization must act as the "glue" to manage the 
complexity of stacking funds, navigating legal structures, and bridging the cultural gap between 
sellers and community buyers. CSCNL’s Mariana Jimenez Ojeda also noted that “the ecosystem 
wasn’t ready when we started. It has taken us developing the ecosystem within Newfoundland and 
Labrador for the past year and a half.” This is essential work that must be conducted by a central 
facilitating organization. 

2. Capital for exploration is critical: Providing small grants for feasibility and legal work alongside 
financing options for acquisition is more impactful than large acquisition loans alone. It enables 
organizations to start the process without fear of sunk costs.

3. Succession planning as legacy: Framing social acquisition as a way to preserve a "legacy" resonates 
with sellers who fear their life’s work will vanish. Embedding social enterprise options into standard 
succession planning conversations can unlock deals that would otherwise end in business closure.

4. Patience and capacity: Social acquisitions take time (often 12+ months) and require significant 
bandwidth. Community organizations need support to manage this alongside their existing 
operations, often requiring new staff or dedicated entrepreneurial leaders funded within the 
acquisition budget.

5. Local networks drive deal flow: Trusted local partners, such as regional development agencies 
(RDAs) and credit unions, often know about potential sales before they hit the open market. 
Leveraging these informal networks is vital for sourcing opportunities.

The SETA program demonstrates that the impending transfer of $2 trillion in business assets is not just 
a risk, but a pivotal opportunity. By treating business succession as a community development strategy, 
rural and remote communities can preserve local goods, essential services, economic drivers, and identity. 

As Andre LeBlanc notes, "if I can’t sell, I’ll just close" is a common sentiment among retiring owners; social 
acquisition provides a vital middle ground, but many business owners don’t know it’s an option. With the 
right intermediary support and de-risking capital, this model is highly replicable across Canada, offering a 
sustainable path forward for the Canadian economy and the community sector alike.



Finance to Seal the Deal
Without access to flexible and responsive financing, many social enterprises are currently unable to 
respond to the growing market demand which could otherwise allow them to sustain and scale their 
business activities and impact.
 

As a nonprofit, we do not have access to equity investment, and many financing tools 
are not designed for blended social enterprise models, limiting our ability to invest in 
infrastructure, staffing, and expansion.
 
Buy Social Canada previously piloted a flexible approach to non-repayable or no-interest repayable 
financing to help close procurement contracts through the “Seal the Deal” initiative. Certified Social 
Enterprise Do Good Donuts received funding which enabled them to take on a large catering contract 
with Toronto Metropolitan University, handing out 400 donuts at a fair the University was hosting.
 

It can be so hard for emerging enterprises like ours to say yes to larger catering orders, 
because there are always trade-offs. We have to ask, if we rent the kitchen, call in 
our staff and secure the materials, will we have the staffing and resources to run our 
regular market shifts? This funding made it possible to rise to the challenge and shine: 
we were able to give our trainee employees an extra work opportunity, put our product 
in front of 400 potential new customers, and work on systems and processes that will 
make the next opportunity easier to execute, all while making valuable connections on 
the ground at the event. 
 
We met people who want to volunteer to support our work with disabled youth, people 
who want to order our donuts, and it opened the door to a connection that could lead 
to a consistent stream of co-op social work students… you can’t put a price on that.
 
Meanwhile Compost Education Centre, a nonprofit Certified Social Enterprise providing composting, 
waste diversion, and ecological gardening education to residents of the Capital Regional District 
(CRD) and Greater Victoria, British Columbia, were able to receive funding which gave them the 
capacity to more nimbly respond to a bid and take on a prospective contract.
 

The Seal the Deal Fund could not have come at a more impactful time for the Compost 
Education Centre.  Through funds provided through Seal the Deal, the organization has 
been able to collaborate with experts to respond to time-sensitive opportunities and 
bring our best work to the table because of this support.
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https://www.buysocialcanada.com/posts/update/welcome-to-seal-the-deal-fund-where-we-help-make-contracts-happen/
https://www.dogooddonuts.org/
https://compost.bc.ca/


The findings in this report demonstrate a sector that is established, impactful, and growing, and one 
that is increasingly aligned with federal priorities including SME growth, workforce participation, 
rural and regional economic development, reconciliation, and inclusive economic growth. Social 
enterprises are not a niche part of the economy; they are active participants in Canada’s SME 
landscape, delivering measurable economic and social outcomes at scale in urban, rural, remote, and 
northern communities across the country.

The data is clear: social enterprises are creating jobs, generating billions in revenue, supporting 
thousands of individuals facing barriers to employment, and delivering integrated solutions across 
sectors such as housing, healthcare, construction, and technology. They are also innovating, testing 
models such as social franchising, acquisition, and partnership-based delivery, to respond to 
increasing demand and expand into new markets.

At the same time, their ability to scale is shaped by how well existing systems align with their dual 
business and social mandate. Three interconnected constraints emerge:  

 ￭ Limited access to markets constrains revenue growth. 
 ￭ Limited revenue restricts investment in staff, systems, and infrastructure. 
 ￭ Limited capacity reduces the ability to pursue financing and new opportunities. 

Addressing these areas represents a clear opportunity to unlock growth, strengthen SME 
participation, and increase the return on public and private investment in social and economic 
outcomes. Building on existing federal commitment, including social finance investments and 
commitments to social procurement, there is a clear pathway to further align policy and programs 
with the needs of the sector.

Certified Social Enterprise Binners’ Project. Photo by Lani Brunn.

CONCLUSION
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Get in Touch
Connect with us to get involved and learn how our 
services can support your social enterprise or social 
procurement efforts. 

info@buysocialcanada.com

mailto:info%40buysocialcanada.com?subject=

