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This manual has been developed for the use of Canadian Rugby 
Foundation (CRF) Fund Representatives and rugby club executives and 
other Fund Sponsors who wish to accelerate or kickstart the growth of 
their endowment fund assets, such that the annual payouts generate 
more cash to direct towards essential operating expenses and on 
occasion, capital expenditures.

It may also be a useful resource for people and organizations considering 
the establishment of a new CRF Fund, though additional information is 
also available separately to help set up a new Fund.

Seven Degrees of Freedom for Building Your Fund

Seven different degrees of freedom for Building Your Fund are described 
in this manual:

1. Increase size/frequency of donations from existing individual 
donors

2. Identify and revive past dormant individual donors
3. Source and nurture new individual donors
4. Leveraged donations through third-parties
5. Develop and grow new forms of donation
6. Cultivate new Institutional donors
7. Develop new sources of revenue beyond donations

Click to return to the Table of Contents



Endowment Funds

4

What Is an Endowment Fund?
An endowment fund is an investment fund established by a foundation 
or charitable organization for which capital is invested in perpetuity to 
enable consistent withdrawals. Withdrawals from endowment funds is 
often used by universities, nonprofit organizations, churches, and 
hospitals. Endowment funds are typically funded by donations that are 
deductible for the donors and are used for specific purposes.

Your rugby club’s members’ endowment is truly a gift that will exist into 
perpetuity, ensuring the stability and quality of your club for 
generations to come. 

The Canadian Rugby Foundation deeply values your members’ 
investment and is committed to working with you to ensure that your 
endowed fund generates its intended philanthropic impact.



Endowment Funds (continued)
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Growing your endowment fund increases your impact over time and is 
easily done by making annual investments (contributions) and 
designating them to the fund’s principal balance. See the chart below 
for specific examples.

Depending on the initial gift amount to the fund, and fluctuation of interest rates and market 
values, this table is only an example of growth with annual investments. The chart above 
assumes that annual payouts are reinvested in the Fund and not disbursed.

Annual Investment 
Amount

Interest rate 20-year Increase

$500 4% $ 15,484.60

$1000 4% $ 30,969.20

$1500 4% $ 46,453.80

$2500 4% $ 77,423.00



Endowment Funds (continued)
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Have you considered asking others outside your membership roster to 
give to your endowment fund? We often receive gifts from family 
members, friends, colleagues or former classmates who wish to honor 
our donors, like you, by making a gift to the Canadian Rugby Foundation 
and designating it to a specific endowed fund.

In addition to annual fund-raising campaigns to generate contributions 
to your endowment fund, there are numerous occasions when a more 
ad hoc “ask” may be made. Examples of opportunities and occasions to 
ask for gifts to your endowed fund include: 

• Milestone Birthdays
• Professional Awards and Accomplishments 
• Retirement 
• Holiday Gifts 
• Anniversaries 
• Family and Graduation 
• Reunions 
• Memoriams

One-Minute Endowment Fund:
https://www.investopedia.com/terms/e/endowment-fund.asp

https://www.investopedia.com/terms/e/endowment-fund.asp


Three Types of Canadian Rugby Foundation Funds
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The 65* Funds of the Canadian Rugby Foundation may be categorized 
into three types: 

A. Club Endowment Funds (43)
1) Ancient Nor'Westers Endowment Fund
2) Aurora Barbarians Fund
3) BC Grassroots Rugby Fund
4) Brampton RFC
5) Brantford Harlequins RFC
6) Burlington Centaurs
7) Capilano Rugby Club
8) Captain's Fund
9) Castaway Wanderers RFC Fund
10) Clansmen Legacy Fund
11) Club Championship 2020
12) Crimson Tide Junior Fund
13) Deacy, Browne, Parfrey Fund
14) Dick Ellis Fund
15) Don Whidden Memorial Match Official Award Fund
16) Fletcher’s Patrons Fund
17) Friends of Manitoba Fund
18) Gerald McGavin Coaching Award
19) Green and Gold Legacy Fund
20) Hamilton Hornets Rugby Fund
21) LeadHerShip Fund

* As of December 2021



Three Types of Canadian Rugby Foundation Funds
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I. Club Endowment Funds (continued)
22) Leprechaun Tiger RFC Legacy Fund
23) Les Voyageurs
24) Markham Irish MICRC Legacy Fund
25) Montreal Irish Fund
26) Monty Heald Senior National Women’s Fund
27) Olympic Hong Kong Fund (NSM&'s)
28) Pacific Pride Legacy Fund
29) Ravens Ripper Fund
30) Rugby Ontario FFL Fund
31) Rugby Rumble
32) Saint John Trojans RFC
33) Thunder Indigenous Rugby Fund
34) Toronto Nomads Rugby Endowment Fund
35) Toronto Saracens Legacy Fund
36) Toronto Scottish FFL Fund
37) Toronto Scottish Rugby Football Club Fund
38) University of Western Ontario (Men)
39) University Rugby Supporters Fund- VIRRS
40) Unrestricted Funds of the Foundation
41) V.I.R.U- Creighton Fund
42) Westshore RFC
43) U20 Fund 



Three Types of Canadian Rugby Foundation Funds
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B. Awards Funds (17)
1) Colette McAuley NSWT Award
2) Courtenay Taaffe Award
3) Courtenay Walls (CORE) Award
4) David Burnett Memorial Award
5) Dennis Crawford Memorial Award
6) George Jones Award
7) Guelph Gryphons Women's Rugby Award
8) Jack Patrick Award
9) John Cannon Award
10) John Jones Memorial Award
11) Judy Seddon Memorial Award
12) Marina and Howard Gerwing Award
13) Nick Mathers Award
14) Quinn Lauridsen Memorial Award Fund
15) Steven Batie Memorial Award Fund
16) Thomas Family Award
17) Lt. Colonel W.D.C. Holmes Award / University Fund

C. Capital Funds (5)
1) Bayside RFC Clubhouse Campaign
2) Montreal Irish RFC Capital Fund
3) Niagara Old Boys RFC Fund
4) Strathcona Druids RFC Fund
5) Tillman Briggs (JBAA) Capital Fund



Seven Degrees of Freedom for Building Your Fund
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1. Existing Donors

2. Dormant Past 
Donors

3. New Individual 
Donors

4. New 
Institutional 
Donors

5. Leveraged 
Donations Through 
Third-parties

6. New Forms of 
Donations

7. New Sources of 
Revenue

• Increase size of donations
• Increase frequency of donations

• Identify and revive dormant past donors

• Identify potential donors from links to current 
and previous donors (family, business 
associates, friends, team-mates)

• Source and nurture new individual donors

• Identify and solicit private/corporate 
foundations, public/community foundations, 
and large Provincial foundation such as Ontario 
Trillium Foundation

• Encourage corporate matching contributions
• Allocate United Way donations to Fund

• Supplement existing cash, cheque, bank draft 
donations

• Grow donations from Major Gifts and Planned 
Giving; Wills and trusts; Life Insurance Policies; 
Real estate; Other Tangible Assets

• Develop sponsorship properties and solicit new 
sponsors

• Apply for government and other foundation 
grants
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One-time Cash Donations and Monthly Subscriptions 
Donations
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The most commonly used form of donations to CRF Funds are one-time cash 
donations. However, a more effective strategy is to encourage donors to 
commit a small but steady stream of monthly donations which over time can 
even be increased as the giving capacity of the individual grows. 

https://youtu.be/fg88RyQvUf0

The CRF uses the CanadaHelps.org charity-giving platform to facilitate the 
donation process for individual donors. The following link to the Donation page 
on the CRF website directs donors to a pull-down menu of all of the 
Foundation’s Funds. A donor can easily select the appropriate Fund, and then 
specify the size of donation, and whether it is a one-time of monthly donations. 
The Anonymous BC Rugby Club case study demonstrates how a monthly 
subscription strategy and a combination of cash donations and major gifts has 
led to strong and sustained growth in a Fund.

https://canadianrugbyfoundation.ca/index.php/funds/donating-to-funds/

https://youtu.be/fg88RyQvUf0
https://canadianrugbyfoundation.ca/index.php/funds/donating-to-funds/


One-time and Monthly Subscription Donations 
(continued)
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Over 80 percent of donations to the CRF Funds come through the 
CanadaHelps.org website due to its convenience.

Using the CanadaHelps platform does come at a small price however. While it 
doesn’t affect the amount of tax receipt provided to the donor, it does reduce 
the amount of the net contribution into the Fund by the fees in the following 
chart.

* 3% fee applies to donations less than $10,000; 2.5% fee applies to donations between $10,000-
$49,999; 2.25% fee applies to donations between $50,000-$99,999; 2% fee applies to donations 
$100,000+ 

For that reason, we encourage donors to make their contribution by cheque or 
wire transfer (bank fee applies) directly to the Foundation to avoid the 
CanadaHelps fee and maximize the net contribution to the Fund.



Fundraising Events
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The CanadaHelps.org website also enables our Funds to create an event and sell 
tickets online for which tax receipts are provided. It should be noted that the tax 
receipt is for the amount donated LESS the amount of “advantage” that the donor 
receives. In the case of a dinner for example, that might be $75 deducted from the 
$175 ticket price to net a $100 tax receipt as is the case in this Ribfest event jointly 
hosted by the Thunder Indigenous Rugby and BC Grassroots Rugby Funds.



Major Gifts
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Although individual CRF Funds and their sponsoring organizations (rugby clubs) are 
not charitable organizations like the Foundation itself, it behooves them to act like 
them when searching for new donations, especially “major gifts”.

Are major gifts in your fundraising plan?
There isn't a hard-and-fast definition of a major gift. For some nonprofits, a major 
gift is thousands of dollars, while for others it's tens or even hundreds of thousands. 
You might think about major gifts as the top 5 percent of donations by value given 
to your organization. 

When should major gifts be solicited?
Before developing relationships with major donors, you'll need a clear fundraising 
plan. Whether it's a staff member who volunteered to support fundraising efforts, 
an enthusiastic board member or dedicated fundraising staff, anyone who's working 
with potential donors must be able to communicate your mission, your needs, and 
the direct impact a major gift would have on that mission. And your organization 
must be prepared to invest the time. Major donors typically expect thorough 
education about the organization and its work.

How do nonprofits find major donors?
Major donors can be found in a few ways. Often, they're part of the personal 
networks of board members. Friends and family of existing donors are also a good 
resource. In some cases, major donors receive local media coverage.



Major Gifts (continued)
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How long does it take to attract a major donor?
It can take a long time to attract a major donor — and plenty of effort and 
patience. Fundraisers should expect to take time getting acquainted with 
potential major donors and, more importantly, introducing the organization. 
Often, major donors want to familiarize themselves with every facet of an 
organization before committing to a major gift.

How do major donors get inspired to support a nonprofit?
Knowhow Nonprofit recommends the "5 Ps" as a strategy for influencing major 
donors:

• Passion. Major donors need to be emotionally engaged in the cause 
you represent.

• Proposal. The "ask" should be targeted, with a particular issue in 
focus and a solution that the major gift will make possible.

• Preparation. What outcomes will the major gift enable? Show you're 
ready to put the gift to work right away.

• Persuasion. Be sensitive to your donors. Take their questions or 
requests seriously and honor the perspective they bring.

• Persistence. Cultivating major donors is a long process. Stick with it, 
be flexible and keep the goal in mind.

What's the best way to maintain a relationship with a major donor?
Since each donor has a unique giving profile, it pays to have an individual plan 
for each of your organization's major donors. Details in each individualized 
profile should include what types of fundraising events donors prefer (if any), 
whether they typically offer input on projects they support, and how much 
information they expect about the projects their gifts fund.

Source: Madeleine Monson-Rosen, Major Gifts Fundraising — Tips for 
Nonprofits, MissionBox.com, June 2019



Major Gifts – What Motivates a Donor?

16

There is every reason to believe we are entering the golden age of major-gift 
fundraising, notwithstanding the economic turmoil caused by the COVID-19 
pandemic. Especially with the world’s demographics and the trillions of dollars of 
intergenerational wealth transfer waiting in the wings. Donors do have wealth. 
But it’s up to us to delicately work with these donors to inspire their gifts.

There are three serious challenges in major-gift fundraising today.

1. Organization-centered instead of donor-centered
The first challenge centers on our inability to approach donors correctly. Too 
many organizations are struggling to master a good, solid, donor-centered 
approach.

When it comes to major donors, many nonprofits are simply clumsy. They don’t 
know how to approach donors so that the donors feel heard and nurtured. They 
communicate with donors based on their organization’s needs, not the donors’ 
passions and interests.

Our challenge as fundraisers is to listen deeply, take time with our donors, 
develop their interests, and bring them joy. That’s how transformational gifts 
happen.

2. Not enough big ideas
A big-time fundraiser once said, “There are more seven-figure donors out there 
than there are seven-figure ideas.” The same holds true for five- and six-figure 
donors and ideas.



Major Gifts – What Motivates (continued) a Donor? 
(continued)
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What? That implies the money is there. But it is also saying that we are not 
bringing donors inspirational ideas. Where are the big ideas? Who is really 
thinking big enough to inspire transformational gifts these days? Many 
nonprofit leaders and boards feel safer promoting small, incremental change 
rather than transformational change. 

3. Short-term focus on money over relationship management
Another challenge in major-gift fundraising today focuses on current 
management practices. A relentless push for performance metrics is focusing 
far too much on quick money and not enough on long-term potential.

Major-gift fundraisers say that they are pushed to make an ask on the first 
visit—well before they develop a warm relationship with their donors. And 
well before the donors are even qualified in terms of interest and capacity.

The pressure to meet metrics and bring in money ASAP comes from 
shortsighted, poor management. Who’s looking out for the donors’ interests? 
Where is the long-term stewardship of donor relationships? Why is the donor 
relations budget being cut back even as the pressure intensifies on front-line 
fundraisers? This is a focus on the wrong place.

Pulling through all these challenges won’t be easy. And many fundraising 
shops will never stop focusing on the quick money. They won’t risk the brave 
ideas or ever really nail a donor-centered approach. But the ones who master 
these hurdles are the organizations whose success we’ll be studying in the 
future.

Source: Gail Perry, “The Golden Age of Major Gift Raising?”, Advancing Philanthropy, October 2018



Gift planning is an effective strategy to grow your endowed funds. Legacy gifts 
represent donor investment through financial planning and can often increase 
family benefits while easing tax burdens and maximizing philanthropic impact.

If a member is considering leaving a gift in their will to support the Canadian 
Rugby Foundation or one of the Foundation’s specific Funds, they may wish to 
share the following sample bequest language with their financial advisors or 
estate lawyer:

“I, [name], of [city, province, postal code], give, devise and bequeath to the 
Canadian Rugby Foundation [written amount or percentage of the estate or 
description of property] for

a) its unrestricted use towards the growth and development of rugby in 
Canada

b) for the benefit of the [Fund name] for [specific rugby-related purposes 
as described below].
•

•

•

Gifts of Retirement Benefits
Naming the Canadian Rugby Foundation as a beneficiary of a registered
retirement savings plan (RRSP) or registered retirement income fund (RRIF) is
another simple option.
It is quite easy to designate the Canadian Rugby Foundation as the beneficiary of
ones RRSP or RRIF. It can be done at one’s financial institution by requesting a
name change on the beneficiary of the plan. It is as simple as changing the name
on some forms and no trip to visit your lawyer is necessary though consulting
one’s lawyer is wise when making estate changes.

A Charitable Remainder Trust is a legal agreement that allows you to make an
irrevocable gift to the Canadian Rugby Foundation now and continue to benefit
from it throughout your lifetime

Planned Giving – Wills and Trusts

18



Gifts of Non-cash Assets
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Although less commonly used, the Foundation is able to accept non-
cash gifts, although varying Canada Revenue Agency rules apply on 
their valuation and the amount that can be included in a charitable tax 
receipt, and that can ultimately be used as a tax credit or deduction.

Keep in mind the tax benefits of each non-cash type of donation varies 
among donors, and they should be encouraged to discuss this with 
their financial advisor, accountant or lawyer. Non-cash gifts to the 
Foundation have included the following, but we suggest first trying to 
exhaust the more common Cash types of donation before expending 
too much time and energy on Non-cash donations.

Marketable securities.

Life insurance policies

Real estate which may be easily 
converted to cash.

Various forms of tangible assets such as 
art for which lengthy and more 
complicated processes for valuation and 
monetization, and recognition for tax 
purposes exist. 



Non-cash Gifts – Marketable Securities
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There are significant tax savings for taxpayers who donate publicly listed
securities. In the 2006 Federal Budget the taxable gain on gifted securities was
removed completely.

PUBLICLY TRADED STOCKS AND MUTUAL FUNDS
Donations of marketable securities have advantages for both the charity and 
the donor.

The donor benefits from a donation tax receipt given for the market value of 
the securities transferred (market value on date of transfer) to the Foundation. 
with no capital gains tax, and the satisfaction of seeing the gift at work 
immediately.

For the charity, the stock is very liquid, is of immediate use once sold, and 
easily monetized. Qualified Appreciating Securities include:

• Shares, bonds, warrants, and options listed on a prescribed stock
exchange.

• Mutual fund shares/units and segregated fund units; (insurance).
• Prescribed debt obligations (such as certain government bonds).

Important note: The actual securities must be transferred to the Canadian
Rugby Foundation. It is very important to note that the gift will not qualify for
this favourable treatment if the securities are sold and the proceeds are then
gifted to the Foundation.



Non-cash Gifts – Marketable Securities

21

Here’s an article from our Investment Managers at Leith Wheeler on the benefits of 
donating securities: https://www.leithwheeler.com/resources/insights/the-benefits-
of-gifting-shares

Forms to provide to your broker or bank to effect transfer of the stocks or mutual 
funds are here: LINK to be made

CanadaHelps.org, the Foundation’s online donation portal provides an online 
method for donation securities including mutual funds, here: 
https://www.canadahelps.org/en/securities/donate

PRIVATE SHARES
Donations of shares in a privately owned corporation (private shares) are more 
complicated, but still have benefits to the donor and charity.

The donor receives a tax receipt for the lesser of the selling price and the transfer 
value, issued at the time the shares are sold. 50% of the gain is taxable, but the tax 
credit will exceed the tax on the gain, netting a tax saving. 

For the charity, the shares may pay out a dividend while the shares are held, or the 
shares can be sold in the near term.

https://www.leithwheeler.com/resources/insights/the-benefits-of-gifting-shares
https://www.canadahelps.org/en/securities/donate


Non-cash Gifts – Life Insurance
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LIFE INSURANCE WHERE FOUNDATION IS THE POLICY OWNER
Any whole life insurance policy (participating or universal) or personal term life 
insurance policy may be donated to the CRF as the policy owner and irrevocable 
beneficiary.

The donor receives a tax receipt for the value of the policy and any future 
premiums paid. A relatively small current cash outlay generates a larger future gift.

The Foundation benefits from immediate access to cash value and assurance of 
death benefits if the policy is retained (term policies are often not retained as the 
donor gets older).

LIFE INSURANCE WHERE FOUNDATION IS THE POLICY BENEFICIARY
Any type of life insurance policy may be donated in which the CRF is the 
designated beneficiary.

The donor gets the satisfaction of providing a future gift while retaining full control 
over the policy. The donation tax receipt for use in the final tax return following 
death for the full value of the death benefits.

The Foundation receives the death benefit proceeds UNLESS the donor changes 
the beneficiary designation, so there is some risk to this form of donation.



Non-cash Gifts – Real Estate
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OUTRIGHT GIFT OF REAL ESTATE
Real estate may be donated to the Foundation though this may entail more 
complexity. 

Donors with considerable real estate holdings but modest liquid asset 
holdings may find this form of giving attractive. The donor is able to fund a 
significant gift through real estate rather than having to reduce current cash 
or liquid assets.

Another option is for the donor to give a residual interest in the property 
now while retaining a life interest. In this way, the donor retains possession 
until the end of the specified term or death.

The donor receives a tax receipt for the FMV based on an appraisal. 50% of 
the gain is taxable, but the tax credit will exceed the tax on the gain, netting 
a tax saving. There is no tax on the gain if the real estate is a principal 
residence. After making an outright gift of real estate, the donor no longer 
has to pay property taxes, maintenance or property management fees, 
insurance or other ongoing costs.

Individuals with no family or close beneficiaries may find a bequest of real 
estate to an organization (for example, a house, farm or other special 
property) to be an attractive option.

For the charity, the proceeds are available as soon as the property is sold, 
although in some limited cases the property may be retained and used by 
the charity (e.g., land for playing fields and clubhouse).



Non-cash Gifts – Other Tangible Assets
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GIFTS OF TANGIBLE PERSONAL PROPERTY
Gifts of personal property such as artwork, collections, furniture, equipment, 
musical instruments, and motor vehicles may be made to the Foundation.

The donor receives a tax receipt for the fair market value (FMV) based on 
appraisal. 50% of any gain is taxable, but the tax credit will exceed the tax on the 
gain, netting a tax saving, and the donor has the satisfaction of seeing the gift at 
work for the charity.

The charity may retain or sell the gift(s) with the proceeds used for current needs 
or added to the endowment. Decisions to retain gifts warrant careful 
consideration due to implications for valuation, usefulness to the charity, and cost 
of maintenance.

Due to the level of effort and complexity, this form of donation is of less interest 
to charities. Acceptance of personal property gifts would depend on the value 
size, and complexity of sale or cost of maintenance.



Grants from Government Agencies
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Grants are available from many Federal and Provincial government 
agencies. For example, one of the largest in terms of annual grants is the 
Ontario Trillium Foundation (OTF), with a budget provided by the Ontario 
government of $21 million annually (2020).

ONTARIO TRILLIUM FOUNDATION (OTF)

One of the OTF’s 6 Action Areas is “Active People: Fostering more active 
lifestyles”. Grants are made to non-profit organizations with project plans 
and capital projects that will provide higher quality programming & 
infrastructure to support physical activities through 

• Trained and certified coaches, officials and volunteers
• Programs are safe, inclusive, fair, and age- or ability-appropriate
• Infrastructure for unstructured and structured physical activities

and will get more people active by ensuring:
• Infrastructure is accessible and available for physical activity
• Ontarians participate in an active lifestyle

Local rugby clubs situated in any of Ontario’s Grant Review Regions can 
apply for one of three types of grants:
• OTF Capital grants help fund accessible, well-equipped, suitable spaces 

and buildings in Ontario (e.g., new clubhouse construction or 
renovation)

• OTF Seed grants to help you learn something new to drive positive 
change in your community. Your project should focus on what and how 
you will learn, rather than aiming to achieve a specific, measurable goal 
(e.g., hiring person to research how to incorporate concussion 
awareness into rugby training)

• OTF Grow grants to support a project already making an impact in your 
community, but that needs additional funding to grow, develop, and 
achieve even more (e.g., developing and growing a local mixed ability 
rugby program or tournament; hiring a senior development coach; 
redesigning the club’s website)



Leveraging Corporate Matching Programs
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Many employers match contributions made by employees to eligible 
institutions/organizations, often on a one-to-one basis (every dollar 
donated by the employee is matched 100% by the company).

Let your members know to check with their employer to determine if 
they have a corporate matching gift program and if donations to the 
Canadian Rugby Foundation qualify for matching. In general these 
programs are administered by the Human Resources Department. Such 
donations can be made to the Foundation, and directed towards your 
specific Fund.

To assist the employer in its determination, the Canadian Rugby 
Foundation is a non-share capital corporation incorporated under the 
Canada Not-for-profit Corporations Act and a registered charity under 
the Income Tax Act (Canada) designated as a public foundation 
(registration number 869159186).



United Way / United Appeal Campaigns
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Many employers promote employee participation in the annual United 
Way or United Appeal campaigns in their city. What is generally 
overlooked is the ability to designate not only which United Way 
agency the employee’s donation is directed to, but that donations may 
be directed to other registered charitable organizations that are not 
United Way agencies.

Let your club members know that when the annual campaign rolls 
around at their company, they can direct donations – one-time or per 
payroll period – to the Canadian Rugby Foundation, and a specific Fund 
within the Foundation. Usually there is a small administration fee 
charged by the United Way to process this type of donation, which 
reduces the net donation but provides a tax receipt at 100% of the 
donation.

Generally, a local United Way requires some or all of the following 
information to ensure the donation is allocated properly:

“The Canadian Rugby Foundation (CRF) is a non-share capital 
corporation incorporated under the Canada Not-for-profit 
Corporations Act and a registered charity under the Income Tax 
Act (Canada) designated as a public foundation (registration 
number 869159186).

I wish my donation to be directed to the CRF’s ___________ 
Fund”.



Corporate Sponsorships
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Unlike philanthropic donations, corporate sponsorships are offered 
with the expectation there is a quid pro quo. For the cash or gifts in 
kind provided by the corporation, the organization offers assets or 
opportunities for the company to benefit in numerous ways such as:

• Shift and improve brand perception
• Defend against competition with exclusive access
• Drive trial and product or service consideration
• Produce short-term sales and results
• Generate leads and Influence long-term sales
• Increase employee motivation (now and in the future)
• Recruit summer, part-time and full-time temporary and and 

permanent hires
• Create audience insights and engagement
• Platform for post-event follow-up

These objectives can be achieved through many assets offered by the 
organization:

• Naming rights for venues and events
• Sponsored by or presented by title
• Signage, banners and booth at events or venues
• Product placements and free sampling
• On-site sales
• Advertising placement on television, streaming or other media 

coverage of events and on video scoreboard
• Ads in programs, and on website and other social media
• Corporate speaker opportunities
• Corporate logos on equipment (balls, goal post padding, water 

bottles, etc.) and attire (jerseys, shorts, travel clothing); 
merchandise sales

• Sponsorship of specific events (e.g., banquet, opening 
ceremonies), or amenities (e.g., beer tent, hospitality tent)



Corporate Charitable Foundations Grants
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Many large corporations have established a corporate foundation. 
Corporate foundations (or company-sponsored foundations) are 
philanthropic organizations that are created and financially supported 
by a corporation. The foundation is created as a separate legal entity 
from the corporation, but with close ties to the corporation.

The money a corporate foundation uses to make grants comes from 
the profits of the parent corporation. This means that it’s 
important to work with corporate partners that are in sync 
with your nonprofit's mission.

Unlike a public charity, a private or corporate foundation typically 
makes donations, called grants, to other charities. It usually does not 
conduct its own charitable operations. Private foundations make 
grants either to fund an organization's general operating expenses or 
to fund a specific program. 

While such foundations generally finance “pet projects” or initiatives 
favoured by the company or its founders, there may be interests that 
align with sports and recreation, or even more specifically rugby, or 
community activities in the same area that the charity is located. 
Currently the top 150 Canadian private foundations hold over $25 
billion in assets, and 48 percent of these provide or have provided 
grants in the area of Sports and Recreation, including local sports 
clubs.



Accumulating Capital in Your Endowment Fund
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Additions to your Fund come in 5 primary ways:

1. Direct contributions to the Fund or transfers from an alternate fund
2. Donations
3. Matching contributions from the Foundation
4. Returns of the Foundation – payouts of up to 4.0 percent annually
5. Foregoing or reducing (reinvesting) payouts

1. Direct Contributions
Funds are often established with a major grant or transfer of money from an 
alternate Fund or account held by the Fund Sponsor. This might include a 
bequest from an avid rugby fan or volunteer or a family member to kick-start 
an Awards Fund; a transfer of money from an existing bank or investment 
account held by a rugby club to minimize their fund management duties 
(accounting, legal, reporting, tax, etc.) and to create an endowment vs annual 
operating account; merging of several other Funds; or transfer of money from a 
dormant account.

2. Donations
As discussed in prior sections of this manual

3. Matching Contributions
Except for several exceptional cases, the Foundation provides a matching 
contribution to help kick-start a new Fund. This match is for 25% of the fund 
balance, to a maximum match of $20,000 and begins once a new Fund has 
reached a minimum of a $20,000 balance.



Accumulating Capital (continued)

31

4. Returns on Investment
The assets in a Foundation Fund are invested in a pooled account with assets from 
the other Foundation Funds, and are managed by Leith Wheeler Investment Counsel 
https://www.leithwheeler.com/, a national investment management firm.

LW invests funds in accordance with the Foundation’s Investment Policy under the 
oversight of the Foundation’s Investment Committee and Board of Directors. The
current Investment Policy (February 2018) is posted in the password protected part of 
the CRF website at: https://www.canadianrugbyfoundation.ca/wp-
content/uploads/2018/02/Approved-Investment-Policy-Statement-LW-Suggestions-
February-2018.pdf

5. Reinvesting Payouts
Although not a source of new Fund assets, your Fund benefits when the annual 
payouts are either reduced or foregone; i.e., the amounts that could be paid out are 
re-invested in the Fund. In the following example, if the annual payouts on a Fund 
with a starting balance of $100,000 are disbursed to the club, the balance would not 
grow except for future donations. However, if the 4% payouts are foregone, the 
balance would grow exponentially to $148,000 after 10 years.
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Any disbursements made from a Foundation fund must be towards activities and 
projects aligned with the Foundation’s object to develop and grow rugby across 
Canada. Responsibility for ensuring the funds are used for the purposes intended is 
jointly held by the Foundation’s Board of Directors and the Qualified Donee (e.g., 
Rugby Canada) through which funds are disbursed to the fund beneficiaries, such as 
a local rugby club, and must be compliant with CRA requirements:

A. OPERATING EXPENSES including any of the following:

Facilities

• Field rent

• Field maintenance

• Clubhouse rent

• Clubhouse maintenance

• Utilities (water, hydro/electricity, gas, telephone, Internet)

• Equipment rental

Labour expense

• Salaries and benefits or Honoria for administrative staff

• Salaries and benefits or Honoria for maintenance staff

• Salaries and benefits or Honoria for coaching staff

• Salaries and benefits or Honoria for athletic trainers

Professional fees

• Legal, accounting fees

• Outsourced labour contracts

• Stand-by ambulance service, medical practitioners

Member services

• Communications, newsletters, website

• Player kit (jerseys, shorts, socks, cleats, bag)

• Player and coach sportswear, e.g., jacket, cap, toque, bag, water bottle, T-

shirts, etc.

• Player safety equipment, e.g., head gear, mouth guards, shoulder pads, 

• Beverage bottles, bottle carriers, etc.

• Player, coach and volunteer awards and recognition

• Player insurance
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Administration

• Media, marketing, advertising, sales

• Insurance (liability, auto if applicable, property & casualty) 

Competitions

• Travel (mileage, bus, train, air)

• Accommodation

• Meals and refreshments

• Officials’ fees

• Medical and athletic training supplies and equipment, e.g., tape, 

first aid, training tables

• Visiting team hospitality (beverages, snacks)

• Announcer(s), A/V equipment rental

Awards 

• Awards for rugby participants (players, coaches, officials, volunteers)

• Athletic Financial Awards (AFAs)

Miscellaneous

• Other incidental expenses required for the growth and development 

of rugby at the amateur level amongst all ages, genders, and socio-

economic demographics.

B. CAPITAL EXPENDITURES including any of the following:

• Facilities equipment purchase, e.g., dome, turf watering equipment, 

spectator stands, fencing, lighting, electrical system

• Strength & conditioning equipment, e.g., weights, benches

• Training equipment, e.g., scrum machine, cones, balls, tackle 

dummies or bags, tackling pads, hit shields

• Land and clubhouse purchase, development or long-term lease, turf 

installation, landscaping, and clubhouse renovation or construction 

– all in accordance with Canadian Rugby Foundation and Rugby 

Canada CRA approved guidelines (NOTE: a separate Foundation 

Capital Fund would be m ore appropriate for major capital projects 

such as this)
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Anonymous BC RFC Fund – Building Through 
Subscriptions

Judy Seddon Memorial Fund - Creating a Legacy for a 
local Alberta rugby supporter

Green and Gold (University of Alberta) Legacy Fund –
Starting Up a New University Team Fund
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The “Anonymous BC RFC” Fund, sponsored by a local BC rugby club that wishes to remain 
anonymous, was established in March, 2007

TIMELINE

KICK-STARTING THE FUND

One of the earliest CRF Funds to be created, the initial idea was to build a program that would 

grow a fund over time that would eventually yield annual returns that would benefit the club’s 

operations and programs. The “20 Club” was born when the first 4 individuals pledged to donate 

$20 per month indefinitely.

According to the Fund founder, it took “many many one-on-one conversations, coffees, beers, 

much cajoling, and claims of penury to build the monthly donor pool to 30, and the Fund to 

$100,000 by 2015.

2007 2016 2017-2018 2019-2020

• 31 monthly 
donors ranging 
from $20-40/mo

• 2016 donations = 
$11,200

• 2016 Interest 
earned = $3,900

• Prior maxed 
matching = 
$20,000

• Cumulative total = 
$123,400

• Fund established in 
2007

• Initial donation of $800

• Started with 4 monthly 
donors

• Matching = $0

• Cumulative total 
matching = $800

• 35 monthly donors 
ranging from $20-
40/mo

• 2017 donations = 
$13,600

• 2017 interest 
earned = $4,600

• 2018 donations = $ 
14,700

• 2018 Interest 
earned = $5,200

• Prior maxed 
matching = $20,000

• Cumulative total = 
$161,400

• 38 monthly donors 
ranging from $20-
40/mo

• 2019 donations = 
69,500

• 2019 interest 
earned - $7,600

• 2020 donations 
$14,000

• 2020 Interest 
earned = $8,500

• Prior maxed 
matching = $20,000

• Cumulative total = 
$255,000
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RESULTS

Over the course of 13 years (2007-2020) the Fund has grown from zero to over $255,000

GROWING THE FUND
A combination of 30+ monthly donations of just $20-40, an early bequest of $55,000 from 
a deceased club member, and some major donations from club operations has enabled 
the Fund to grow slowly but surely to over a quarter of a million dollars. In addition, 10 
percent of every sponsorship dollar generated is directed towards the Fund. In addition, 
the club has rarely taken a payout, maximizing the Fund’s growth by re-investing the 
annual returns.

LESSONS LEARNED FOR OTHER CRF FUNDS OR PROSPECTIVE FUNDS
1. Encourage monthly subscriptions – even as small as $20 per month, less than a 

dollar a day. Begin small with as few as 4 donors, but over time, build the number of 
donors and the amounts they commit.

2. Build the Fund over $20,000 in order to begin qualifying for the CRF matching 
contributions, eventually growing to over $80,000 to maximize the matching 
contribution.

3. Encourage Major Gifts and Bequests in Wills and Estate Planning.to accelerate Fund 
growth

4. Reinvest all or some of the annual returns to build the Fund more quickly
5. In keeping with an endowment fund whose assets are invested in perpetuity, be 

prepared for sustained effort and a certain amount of frustration before the Fund 
grows to a significant size
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The Judy Seddon Memorial Award Fund, established by the Seddon Family, was created in 
February, 2021 with major fund-raising in March and April 2021.

TIMELINE

INTRODUCING THE FUND

In a testament to the power of a rugby volunteer’s community legacy, family and friends of the 

late Judy Seddon of Edmonton, Alberta recently established a new Canadian Rugby Foundation 

(CRF) Fund: The Judy Seddon Memorial Award Fund.

RESULTS
With the goal of reaching $20,000 – the minimum to establish and sustain an endowment fund 
within the CRF – progress to date has far exceeded those initial plans…to the tune of $51,600 
from 65 donors and counting...all in the few short months between March and May. And with 
the Foundation’s matching contribution of 25 percent on amounts up to $80,000, the grand total 
to date is now over $64,500.

FEB 2021 MAR 2021 APR 2021 MAY 2021

• 45 new donors

• $19,081 
donations

• Reached 
$20,000 CRF 
threshold

• Cumulative 
donation total 
= $20,040

• Cumulative 
total with CRF 
matching = 
$25,050

• Planned Gift of $10,000 
bequeathed by Judy’s 
daughter, Karla, prior to 
Judy’s passing

• Set up new CRF Fund 
with Memorandum of 
Agreement

• Initial $1,000 donation 
of planned 10 X $1,000 
gifts

• Goal: $20,000 
Endowment Fund –
minimum amount to 
qualify for CRF 
matching

• Cumulative donation 
total = $963 

• Cumulative total with 
CRF matching = $963

• 16 new donors

• $26,525 
donations

• Cumulative 
donation total 
= $46,568

• Cumulative 
total with CRF 
matching = 
$58,210

• 3 new donors

• $5,059 
donations

• Cumulative 
donation total 
= $51,626

• Cumulative 
total with CRF 
matching = 
$64,533
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KICK-STARTING THE FUND
How did the Fund grow so quickly to this level? It all started with Judy’s daughter, Karla, who 
made the decision to donate $10,000 towards an award that would commemorate her mother’s 
life in rugby. This new awardwould recognize and assist a young Alberta woman planning to 
attend post-secondary school (university or college) and who had previously demonstrated a 
commitment to rugby as a player, coach, official, or volunteer. 

WHO WAS JUDY SEDDON?

GROWING THE FUND
Following Judy’s passing, organizers of the Fund leapt into action. Through word of mouth and 
social media promotion, they solicited additional major gifts from family members and friends 
and Rugby Alberta, the Alberta Junior Rugby Association, and local Alberta rugby clubs, and 
many individual donations from throughout Alberta and across Canada.

Now, with the total donations raised to date (May 2021) and the CRF matching contributions, the 
Judy Seddon Memorial Award Fund is able to award a $2,000 award annually.

LESSONS LEARNED FOR OTHER CRF FUNDS OR PROSPECTIVE FUNDS
1. Develop worthy cause or mission for the Fund, in this case create an award fund as a legacy 

to honour the achievements and memory of Judy Seddon, and ensure it resonates with the 
potential donor pool

2. Appoint champion to work with CRF and donors to kick-start the Fund and campaign
3. Emphasize importance of Planned Giving and Major Gifts for kick-starting and accelerating 

Fund growth
4. Promote the new Fund, or new fund-raising campaign through word of mouth, social 

media, and emails to maximize reach and speed
5. Saturate the known donor pool before expanding to a broader audience
6. Encourage donations by cheque or bank wire transfer to avoid CanadaHelps.org fees and 

maximize net donation to the Fund.

Judy Seddon has been the ultimate ambassador for rugby for close to four
decades. Her early playing days were with the Edmonton Coven Women’s Rugby
Club, where she was part of the initial surge of women’s rugby in Alberta. Her
support for women’s rugby continued throughout her life as an ambassador and
firm voice in the advancement of the women’s game. As the backbone of the
Alberta rugby community, Judy volunteered for the Edmonton Rugby Union,
Rugby Alberta, and Rugby Canada. She has held numerous positions over the
years such as the Edmonton Rugby Union registrar, website manager, statistician,
fundraising chair, Vice President of the Ellerslie Rugby Park Board and Rugbyfest
Treasurer and Chair.
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The University of Alberta’s Green and Gold Legacy Fund was initially 
conceptualized in August 2020, with MOA with the Canadian Rugby Foundation 
signed September 14, 2020. 

TIMELINE

2020 2021 2021 - Future

• Active campaign delayed 
due to concurrent start-up 
of the Judy Seddon 
Memorial  Award Fund and 
competition for Alberta 
donations.

• Matching offer extended.
• 100% of alumni association 

annual membership fees go 
to the Fund.

• Initial payout targeted for 
coaches’ honorariums and 
scholarships thereafter.

• Alumni campaign with Base, 
Bronze, Silver and Gold 
donation levels – primarily 
$10 and $20 monthly 
donations.

• Social media, one-to-one 
meetings, and emails to 
build awareness and attract 
donations.

• Initial discussion 
between University of 
Alberta, the Canadian 
Rugby Foundation, and 
a major benefactor 
offering to match initial 
donations on a 25 
percent basis.

• CRF MOA signed 
September 14, 2020 
establishing the new 
Fund.

• Formal start-up of 
Rugby Alumni 
Association, boosted by 
an increase of players 
on the roster from 28-
80.

• Establishment of non-
profit organization, 
eligibility for Alberta 
Gaming casino revenue.

• Ambitious plans to 
raise additional 
funds for operating 
expenses and 
contributions to the 
Fund

• 3-year goal of $15K 
per year Fund 
growth



Green and Gold Legacy Fund (Continued)

40

KICK-STARTING THE FUND

• From initial Fund start in September 20

• First donation January 2021: $100

• Two hurdles: COVID-19 pandemic and simultaneous launch of fund-raising for 

the Judy Seddon Memorial Award Fund

• January & February prep time

• Donations:

o March: $1,944

o April: $7,070

o May: $17,574

RESULTS

• Initial campaign raised $21,108, and was matched with a donation of $10,500.

• Exceeded minimum CRF fund to begin 25% matching at year-end
• 2021 alumni membership fees contribution expected to be $7,000
• Cumulative total donations, May 31: $26,800 (plus year-end 25% matching)

• Individual donors to date: 83

LESSONS LEARNED FOR OTHER CRF FUNDS OR PROSPECTIVE FUNDS
1. Sign up one or more major benefactors to match new donations and create 

incentive and excitement for other donors to give early in the Fund’s start-up
2. Set a deadline for matching to create sense of urgency
3. Build the Fund as quickly as possible to qualify for CRF matching contributions
4. Set explicit Fund growth targets each year
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Q1. Who is the Canadian Rugby Foundation?
The Foundation was established in 2003 as a non-share capital corporation 
incorporated under the Canada Not-for-profit Corporations Act and is a registered 
charity under the Income Tax Act (Canada) designated as a public foundation 
(registration number 869159186).

Q2. What is the role of the Canadian Rugby Foundation?
The Canadian Rugby Foundation has as its mandate the building of a permanent 
endowment fund the income from which will be used to develop rugby in Canada, 
administered by an independent Board of Directors elected by major donors or 
appointed by Rugby Canada 

Its objectives are to:
• Create funds across Canada to aid specific projects and areas such as 

clubs, schools, universities, regions and scholarships.
• Grow the game from the grass-roots across Canada to the Senior Men 

and Women level
• Build capabilities of and deepening the talent pool of Canadian players, 

coaches and officials

The CRF manages endowed funds, helps create new funds and disburses funds 
used for rugby-specific purposes, awards, and capital projects.

In addition, the CRF has dedicated funds such as the Captains’ Fund which has 
provided extensive support to the Rugby Canada U20 program and the Monty 
Heald National Women’s Fund which supports the National Senior Women’s 
Program.

The CRF also supports Canadian rugby initiatives and championships from its 
general funds (e.g., Canadian Men’s and Women’s Club Championships, Canadian 
University Men’s Rugby Championship, Thunder Indigenous Rugby).
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Q3. What is an endowment within the Foundation?

Endowments are a donation of money or property to a non-profit 

organization, which uses the resulting investment income for a specific 

purpose. 

• Most endowments are designed to keep the principal amount 

intact while using the investment income for charitable efforts. 

• The funds are established by donors or sponsors (e.g., local 

rugby clubs, estates, individual donors).

• The endowment funds in the CRF are Restricted endowments. 

These have their principal held in perpetuity, while the earnings 

from the invested assets are expended per the donor’s wishes as 

specified in the CRF Memorandum of Agreement (MOA).

• A minimum 50-year commitment is required for any endowed 

funds. Earlier capital withdrawals trigger a return of 

accumulated interest and any matched funds to the Canadian 

Rugby Foundation.
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Q4. How are funds disbursed?

Returns/interest on endowed funds are calculated and published once a 

year.

• Individual  Year-end Fund reports are published in January/February.

• Payouts from returns/interest can be made after the annual financial 

statements are published, up to the maximum payout rate (Currently 

3.5 percent and as of 2021, 4.0 percent on the balances over $100K).

• Disbursements must be used for purposes consistent with the 

Memorandum of Agreement.

• Fund disbursements are processed through Rugby Canada or other 

qualified donees approved by CRA

Q5. Who manages the funds?

All funds are managed in a pooled investment account by Leith Wheeler a 

leading Canadian institutional investment manager and overseen by the 

Foundation’s Investment Committee in accordance with our investment 

policy.
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Q6. What is the matching fund program?

The Foundation assists new funds with a matching contribution that 

enables a fund to reach a sustainable endowment level more quickly. 

Once a fund has reached $20K it receives an initial matching grant of $5K 

and then 25 percent of any future donations to a maximum of $20K. This 

means when the fund reaches $80K it will have accrued a total matching 

grant of $20K.

Q7. What does a fund earn on its capital?

All funds within the Foundation receive a return of 3.5 percent and 

though not guaranteed, this target has been met since the CRF’s 

inception. 

• Funds receive a return on donated funds as well as matching funds 

provided by the Fund. This grosses up the return on the first $100K 

in the fund to approximately 4.4 percent. 

• This may be distributed on the request of the fund representative 
once the year end calculations are completed in March or April. 
Interest is calculated annually on the average monthly balance.

• The interest may be disbursed or retained to build the fund within 
the Foundation. The representatives of the fund, appointed in the 
MOU and updated from time to time, determine how the annual 
distribution is spent in accordance with the requirements of the 
MOU and consistent with the Mission of the Foundation.
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Q8. How are monies withdrawn from the capital of a Fund?

To withdraw funds for a capital project, up to 50 percent of the funds 
donated may be withdrawn, or in special circumstances and with the 
agreement of the Canadian Rugby Foundation not to be unreasonably 
withheld, the full amount may be withdrawn. In this event, any matching 
grants and interest earned on matching must be returned to the Canadian 
Rugby Foundation. If the capital is withdrawn after 10 years, only the 
matching funds are returned to Canadian Rugby Foundation.

Q9. Who runs the Foundation?

The Foundation is overseen by the Board of Directors elected by the 
Members, with 2 Directors appointed by Rugby Canada. Members are 
those corporate and individual donors who have donated $25K or more. 

Q10: How do I contact the Foundation?

• The Board Chair is Mike Holmes at mike@phre.ca. 

• The Treasurer is John Wrafter at cosligo@shaw.ca. 

• The Executive Director is Jeff Chan at jeffachan@gmail.com

• The Financial Administrator can be reached 
at cdnrugbyfoundation.financial@gmail.com. 
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