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Here are some questions 
to consider: 

• Do you require personalized 
reporting about the program/service 
you’re supporting from the charity? If 
so, what kind of information are you 
seeking (qualitative or quantitative)? 
And with what frequency?

• Would you, perhaps, prefer a 
meeting with a member of the team 
to discuss the organization’s work 
or a specific program instead of/in 
addition to a written report?

• Are there certain program delivery 
goals and/or outcomes you’re 
expecting the organization to meet 
with your grant? 

• Are there any recognition 
expectations that you have in 
association with this gift?

SETTING UP SYSTEMS 
TO TRACK YOUR GRANTS

Once you’ve identified the charities 
you want to support and have decided 
on the scope of your grants, it’s time 
to make those grants. Depending 
on the number of areas of focus 
you’ve chosen and the number of 
grants you’ve decided to disburse, 
this can become quite complicated. 
Perhaps some are one-year grants 
and others are multi-year. Perhaps 
some will be given out in the spring 
and others in the fall. Perhaps some 
have set deliverables while others are 
unrestricted. How can you possibly 
remember all of these details? And 
if you require tax receipts for your 
taxes, are those being received and 
how should they be logged or stored?

With these details in mind, it is 
important to be proactive in setting up 
a tracking system to organize all of this 
information in a way that works best 
for you. For some, using a notebook or 
creating a spreadsheet or other form 
of tracking file may be beneficial. Due 
to the nature of this information, it’s 
recommended to keep the document 
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or file safe and secure, by adding 
password protection to your electronic 
copy or storing any hard-copies 
securely in your home. Part D of your 
Giving Plan contains a sample tracking 
sheet that you might wish to use as a 
guide and/or personalize.

Some key elements you may want 
to include as part of tracking are:

• The name of the organization, and 
information of your main contact;

• The amount of the grant, as well as 
the date of the grant and length of 
commitment (was this a one-time/
one-year gift? Multi-year?);

• If this is a multi-year commitment, the 
expected dates of future payments;

• Any deliverables that the 
organization agreed to meet as a 
condition of the grant, including 
dates for reports and/or meetings;

• Any outcomes or metrics that the 
organization agreed to meet as a 
condition of the grant; and 

• Whether a tax receipt is required, 
and confirmation of receipt where 
necessary.

If you have chosen to engage in 
RBC’s Charitable Gift Program, 
some of these listed elements will 
be tracked for you by Charitable 
Gift Funds Canada Foundation and 
shared with you in both quarterly 
and annual statements.

By keeping this information 
organized and handy, it will be 
easy to reference throughout the 
year. It will help you see if you are 
on budget and meeting the other 
parameters for your portfolio, if 
you established those in Section 3. 
And when you do have an upcoming 
meeting or require information or 
reporting from the charity, it will 
serve as a helpful refresher.



ENGAGING 
OTHERS IN YOUR 

CHARITABLE GIVING

Invite others to join you in this journey in a structured  
way (if that aligns with your vision).
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Invite others to join 
you in this journey 
in a structured 
way (if that aligns 
with your vision).

For some, charitable giving is an 
extremely personal and independent 
expression of one’s values and 
passions. For others, it is a way for a 
couple, family or group to realize their 
values and interests together. Aligning 
a few, or several, different charitable 
giving desires can also add complexity 
and therefore require dialogue and 
collaboration.

This section will help you navigate 
certain considerations that will help 
inform a shared charitable giving 
strategy with those you choose 
to include — or your “engagement 
group,” whether there are two people 
at the table, or generations of family 
members. As with every other part of 
your charitable giving strategy, there 
are no right or wrong decisions here 
— only the appropriate decisions for 
you and those who you share your 
charitable giving strategy with.

CREATING CLEAR STRUCTURES 
OF ENGAGEMENT

When you seek to include several 
voices and perspectives in one 
charitable giving strategy, it’s 
important to create the systems and 
structures that will set your group up 

for success. Consider, for example, 
whether you think each person at the 
table should have an equal say in every 
element that goes into developing 
and implementing your strategy. Or, 
perhaps, should a subsection of the 
group make certain decisions and 
others are invited to comment or 
reflect on those decisions. This will 
be particularly important if you’re 
embarking on a multi-generational 
family strategy. Each generation may 
have its own perspectives that come 
from lived experiences and, likely, 
politics or dynamics that will need 
to be considered. There may also be 
varying levels of interest in helping 
to shape or implement this strategy 
among family members.

There are several approaches to 
decision-making. You might already 
employ many of these in your day-
to-day life without realizing it. As you 
embark on your giving, you may find 
that various approaches to decision-
making will be required for different 
kinds of decisions in order to balance 
efficiency and collective buy-in. It 
will be important that those who are 
participating in any given decision-
making process understand what kind 
of decision-making approach will be 
used so no one feels ignored.
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In Part E, note any best practices 
when making certain decisions, 
including the kind of decision-making 
needed at different moments in time.

Unilateral decision-making

There may be parts of your life where 
you make a decision on behalf of 
your family or friend group. Perhaps 
you decide what everyone will 
be eating for dinner or how much 
allowance money you’ll give a child 
for a chore they do.

The same can be true for the 
decisions around your charitable 
giving. For the sake of efficiency, 
perhaps you’re given the 
responsibility to make specific 
decisions on behalf of the group. 
This may include a decision such 
as what expert you want to engage 
for different tasks or part of your 
charitable giving process.

Decisions through consensus 

There are likely other decisions in 
your life where you want everyone 
involved to agree — a decision that 
is made through consensus. This 
process can be quite time consuming; 
it is usually reserved for big decisions, 
like the upcoming family holiday or 
deciding if you’ll get a pet.

This approach to decision-making 
can be really important in building 
collective buy-in for really important 
or potentially sensitive decisions 
where maintaining collective 
alignment will be critical. This may 
include decisions like what key factors 
you’ll be using as part of your due-
diligence and grant-making process.

Engaging your 
family in giving 
can strengthen 
relationships, 
instill values, 
and develop 
a meaningful 
legacy. It can 
be immensely 

rewarding for you 
as well as for the 

future generations 
who may build 

on your legacy of 
charitable giving. 
You may engage 
family members 
in philanthropy 
in many ways 

— ranging from 
asking them to 
advise or assist 

you in developing 
philanthropic goals 
to developing and 

implementing a 
giving strategy to 
launching family 

members on 
their own giving 

trajectory.

The Stanford PACS Guide 
to Effective Philanthropy. 
Stanford PACS Center on 
Philanthropy and Civic 
Society. 2020. Pg. 43. 

https://pacscenter.stanford.
edu/research/effective-
philanthropy-learning-
initiative/donor-guide/
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5.  Angus, Patricia M., Esq. The 
Family Governance Pyramid: 
Enhancing and Guiding Your 
Family Philanthropy. National 
Center for Family Philanthropy. 
2021. https://www.ncfp.org/wp-
content/uploads/2021/07/The-
Family-Governance-Pyramid-
Angus-NCFP-2021-1.pdf

Decisions through majority-rule

This approach to decision-making sits 
as a “happy medium” between the 
two other approaches and is a very 
common method used for decision-
making within groups. Perhaps you’ve 
used it when a group of friends is 
deciding between two activities on a 
Saturday afternoon, for example.

This approach is likely how most of 
your giving decisions will be made, 
as long as everyone is aware upfront 
that they may be in the minority for 
certain decisions and are comfortable 
with that reality. This approach can 
be used for more of your “day-to-day” 
decision-making, such as: • When a charity’s proposal is 

brought forward for approval with 
the recommendation of a certain 
member of the group.

• If a charity has offered public 
recognition to honour your gift 
or commitment, determining how 
the family or group should be 
recognized.

As you embark on articulating these 
best practices for your engagement 
group, there are three levels of 
decision-making that may, or may not, 
be required for your specific strategy. 
Each may come with a different 
level of participation from various 
members or a different decision-
making approach.

The Center for Family Philanthropy 
visualizes these levels in a pyramid: 5
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Principles: Articulating and honing 
your charitable giving strategy 
(Sections 1 and 2 of this guide).

Policies: These are the ground 
rules that will help everyone remain 
aligned in realizing your strategy. 
This could include aspects like board 
expectations, policies for spending, 
investing, conflict of interest, 
employment, family participation, etc.

Practices: How you go about 
implementing your strategy on a 
day-to-day basis. This may include 
elements like the cadence and 
topics for reoccurring meetings, a 
clear understanding of leadership 
and succession plans, your grant 
schedule, and any public-facing 
materials like a website.

PRINCIPLES

	• Philanthropic vision, mission, values

POLICIES

	• Philanthropic charter

	• Board expectations

	• Policies for spending, 
investing, conflicts of 
interest, employment, family 
participation, etc.

PRACTICES
	• Philanthropic meetings
	• Clear leadership/succession
	• Grant schedule
	• Philanthropic website/communications

SOURCE

Angus, Patricia M., Esq. 
The Family Governance Pyramid: 
Enhancing and Guiding Your  
Family Philanthropy. 
National Center for Family 
Philanthropy. 2021. 
www.ncfp.org/wp-content/
uploads/2021/07/The-Family-
Governance-Pyramid-Angus-
NCFP-2021-1.pdf
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DEFINING THE ROLES OF 
YOUR ENGAGEMENT GROUP
When you picture having a 
conversation with the members 
of your engagement group about 
charitable giving, what does that look 
like, and what’s the tone you want to 
set? (For example, is it informal at a 
cottage sitting by the lake or in your 
living room on couches in relaxed 
clothing? Or, is it potentially business-
style where everyone is seated at a 
table or gathered via video or audio 
conference depending on geographic 
location, with materials or tools for 
brainstorming?) Who is taking part?

As you start to engage others in 
defining, or executing, on your 
charitable giving strategy, consider 
the following:

Roles and responsibilities: 

• What would be the role of each 
person or family member in 
attendance? 

• Who would you want to be more 
involved in the process and/or to be 
lead decision-maker(s)? 

• Who would you prefer to watch from 
the sidelines, now or in the future?

• How do you envision each person 
or family member being involved 
with the philanthropic plan and its 
implementation? 

• Will they be asked to contribute 
funds or to sit on a board (of an 
operating charity or your private 
foundation) or to be part of the 
engagement group?

• Is there anyone else outside of your 
immediate family unit who you 
would want to or need to have as 
part of the decision-making process?

Here are a few suggested roles 
that members of your engagement 
group may hold:

• “Advisor: This person can act as 
a sounding board, advising you 
on your philanthropic goals and 
approaches to achieving them.

• Agent: This person can help you 
research how and where to give and 
help make and monitor gifts.

• Co-decision-maker: This person 
can be your partner in philanthropy, 
collaborating to determine goals, 
approaches, which organizations to 
give to, and how much to give them.

• Foundation board member: This 
person may combine aspects of 
the roles just mentioned and will 
have shared authority over major 
decisions and governance.

• Successor: This person will 
ensure that your charitable 
intentions continue to play a role 
after your death.

• Other: You may have your own 
ideas about roles and the people 
who play them.” 6

6.  The Stanford PACS Guide 
to Effective Philanthropy. 
Stanford PACS Center on 
Philanthropy and Civic 
Society. 2020. Pgs. 45–46. 
https://pacscenter.stanford.
edu/research/effective-
philanthropy-learning-
initiative/donor-guide/
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Defining success:

• If you’ve decided that you want 
your charitable giving strategy to 
live on beyond your lifetime, what 
would success look like from one 
generation to the next?

Decision-making:

• Do all grants need to have 
unanimous support among the 
decision-makers? Are certain family 
members given authority to make 
granting decisions without the 
consultation or support of others? 

• Will all granting decisions be made 
from a single, shared charitable 
budget? Or will different members 
of the engagement group be 
provided with a budget from which 
they issue grants?

• What will the solicitation and 
consideration process look like? 
Are all members able to source 
proposals/bring prospects to the 
family for consideration? 

As you make these decisions, 
refer back to Part E of your Giving 
Plan and add them in for future 
reference.

IDENTIFYING EXPERTS TO 
INCLUDE IN YOUR 
CHARITABLE GIVING

While your charitable giving strategy 
can and should be designed by you 
(and members of your engagement 
group, if appropriate), it may also 
be prudent to welcome external 
perspectives and expertise. As you 
identify what areas of lived experience 
and expertise you already have, it’s 
equally important to identify gaps 
in your knowledge and what kind of 
expert(s) or qualified professional(s) 
may be ideal to become a partner 
in realizing your charitable giving 
strategy. Examples include:

• Your RBC advisor and the wider 
RBC team: Your RBC advisor can 
be a critical part of your team, 
working with you to build a wealth 
plan that helps you achieve all 
of your goals, including your 
charitable giving goals. They can 
align investment strategies to your 
annual giving budget and tap into 
other qualified professionals across 
Wealth Management Canada, 
including in Family Office Services, 
to provide guidance or thought 
partnership at key moments in 
your charitable giving journey.
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• A qualified legal advisor: If you’ve 
decided that a private foundation 
is best for you, it will be helpful 
to engage a legal advisor as part 
of your registration and set-up 
process, or for advice along the way 
on aspects like grant agreements 
to ensure you/your foundation are 
legally protected. They may also be 
able to assist with aspects such as 
your annual filings to the CRA.

If you decide to use a donor-
advised fund, or continue to give 
directly to charity, a legal advisor 
may be a great resource as you 
set up your legacy and consider 
whether charitable giving will be 
part of your estate planning.

• A qualified tax advisor: A qualified 
tax advisor may assist in critical 
financial decisions like your annual 
grant-making budget and/or filing 
taxes. They may also be a good 
thought partner as you look at 
the long-term planning for your 

charitable giving, including exploring 
whether it is most tax efficient for 
you to donate during your lifetime 
and/or as part of your estate.

• Proximate experience: Depending 
on the cause(s) you’ve chosen 
to support, it may make sense to 
engage others with lived experience 
who can teach you about the most 
effective ways to address that 
cause and what charity(ies) are 
tackling the cause in a way that 
aligns with your Mission Statement 
and risk tolerance.

• Organizations for fellow 
philanthropists: If you’re interested 
in connecting with others who 
are as passionate about their 
charitable giving as you are, and 
you’re open to learning new skills, 
approaches and best practices, you 
may want to consider seeking out 
groups in your community designed 
to bring philanthropists together.

In Part E, note any partners you’d like 
to engage in your charitable giving — 
either by name or by expertise.
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EMBEDDING CHARITABLE 
GIVING INTO YOUR PARENTING 

While a sophisticated charitable 
giving strategy might be something 
that you establish and execute alone, 
or as partners, many parents or 
adult family members seek to instill 
the values of generosity, empathy 
and compassion in their children 
or younger family members from 
the earliest of ages. Until you feel 
that your child(ren)/younger family 
members is/are ready to participate 
in your charitable giving strategy as 
a participant and/or peer, here are 
some ideas for introducing charitable 
giving in age-appropriate ways.

• Introduce empathy through 
conversation: For younger children 
or family members, encourage them 
to explore how different situations 
make them feel. Or, ask them 
how they might feel if they were 
faced with different obstacles and 
challenges that they see around 
them. As appropriate, encourage 
them to consider how they could 
help someone in a particular 
situation. These conversations 
may be effectively pursued through 
the first person, using “I feel …” 
statements, instead of projecting or 
suggesting how others may or may 
not be feeling.

• Role model behaviour: Get caught 
caring. When you are with your 
child(ren)/younger family members, 
display the same kinds of decisions 
and behaviours you hope to instill 
in them. This may be as simple as 
dropping coins in a donation box 
at a cash register, or grabbing two 
or three extra items at the grocery 
store that you can drop in the food 
bank donation box on your way out. 
Perhaps you acknowledge a person 

experiencing homelessness as you 
pass them on the sidewalk. The 
role-modelling could also be more 
advanced, such as making them 
aware of a volunteer activity you 
are doing and why you will be gone 
for a few hours.

Include your child(ren)/younger 
family members in your charitable 
activities:

• For younger children, include them 
in simple charitable activities. Let 
them put the coins in the donation 
box or food in the donation bin 
and then talk about why that is 
important (at an appropriate time 
following the activity).

• For older children, consider inviting 
them to join you as you go on a site 
visit or join an event hosted by a 
charity that you are supporting.
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• Talk about your giving: Find 
appropriate times to share the 
causes that you care about and 
why you feel it is important to 
support charities in those areas. 
Invite others to talk about the kinds 
of causes they care about. This 
can start with the simple concept 
of what they might consider to be 
unfair or what they care about: 
an animal without a loving home, 
someone who is being bullied, 
preserving nature, or access 
to health and recreation in the 
community.

• Consider evening story time:
For many families with younger 
children, evening routines include 
story time, so why not introduce 
books that highlight the kinds of 
values and activities you hope your 
children will consider. At certain 
ages, story time may be as much 
about the conversation that a 
book can spark as it is about the 
lesson of the story itself. For older 
children, these conversations may 
be woven in as part of their evening 
homework or pastime activities.

Set aside time to volunteer:

• As a family: Depending on the 
age(s) of your child(ren)/younger 
family members, look at the family 
calendar and make a commitment 
to volunteer on a regular basis 
(you can choose how frequently 
this might be). Perhaps you rotate 
through different causes, allowing 
each family member to choose the 
cause or activity (this may be a 
great way to help younger children 
discover what they care about). 
Or perhaps with an older child/
children/younger family member, 
you agree on one organization 
you want to support through 
reoccurring visits.

• Remember that volunteering 
doesn’t have to mean going to 
a site hosted by a charity and 
participating in an activity that 
they organize (like sorting food 
at the food bank). It could mean 
participating in a charitable walk/
run/activity. Or, it may be something 
you identify and organize on 
your own, as long as it is safe to 
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do so (such as collecting trash 
or handing out meals to those 
in your community experiencing 
homelessness; or perhaps it’s 
reaching out to an elderly neighbour 
to offer assistance on a house 
project they might not be able to 
do alone or to see if they’d like to 
join your family for a meal or a walk 
around the block).

• As part of your child(ren)’s/
younger family member’s routine:
Just as you foster your child’s 
interest in sports, the arts and/or 
the sciences, volunteering can be a 
fantastic way for a child to develop 
profoundly important skills and 
talents. Whether this is organizing 
a fundraiser/item collection (e.g. 
items for a local women’s shelter) 
or actively participating in activities 
offered by a charity that they 
believe in, this can be a valued part 
of any child’s routine.

• Incorporate charitable giving into 
an allowance (younger children):
If you have chosen to provide your 
child with an allowance, introduce 
the “Save, Spend, Share” technique, 
where a portion of the allowance 
is put into each bucket (you can 
even use a physical jar or container 
for each, as that can help younger 
children understand the concepts 
in a tangible way). As appropriate, 
work with them to identify the kinds 
of causes they’d like to support with 
the money they have to share. If 
possible, bring them to that charity’s 
office or location so they can hand 
that donation over in person.

• Provide a charitable giving 
budget/allowance (older 
children): As children get older, 
consider providing them with a 
charitable giving “budget.” On set 
timelines (which you can determine 
as appropriate for your family, 
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whether it’s quarterly, annually 
or otherwise), let them know that 
they will have access to a set 
amount of money that they can 
allocate as they so choose (all to 
one organization or split among 
many). You may also want to set 
expectations and guidelines that 
they need to do research and 
then present to you why they’ve 
chosen that organization/those 
organizations, and why they believe 
they are doing good work.

As touched upon in this guide, 
budgeting is an important part of any 
effective charitable giving strategy, 
as is planning in that regard. At every 
phase of life, understanding the 
concept and importance of budgeting 
can be key in helping to set the stage 
for reaching one’s financial goals.

If you’re interested in finding out 
more about helping your younger 
family members — or any family 
members — build sound financial 
management skills alongside their 
charitable inclination, please ask your 
RBC advisor about the RBC Wealth 
Management (RBC WM) Financial 
Literacy program, and check out 
these educational articles from the 
RBC WM Perspectives magazine:

“ Teaching your kids about financial
literacy”

“ Managing money: Improve your 
financial management skills at 
everylife stage”

“Six financial literacy principles”



REFLECTING 
ON YOUR 
IMPACT

Reflect on the impact you’ve created  
to ensure it aligns with your strategy.
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Reflect on the 
impact you’ve 
created to ensure 
it aligns with 
your strategy.

You’ve made your grants and engaged 
with grantees throughout your most 
recent granting cycle. And now, as 
your commitments come to an end, 
you’re receiving reports and/or 
engaging in conversations with the 
team to learn about what they’ve 
done, thanks in part to, or as a result 
of, your grant.

But how do you know if your grants 
are being as effective as they could 
be in advancing your charitable giving 
strategy? 

In his book, Giving Done Right, Phil 
Buchanan outlines three key elements 
when considering this question.

“It’s important for individual givers to 
be realistic about what you can assess. 
You don’t have a team of people to help 
you. You can’t know everything about 
your giving or about the performance 
of the organizations to which you give. 
But there are some key questions you 
can ask. I suggest a simple, annual 
review of these three in particular:

	• Does your giving match your 
stated goals and strategies? 
Review all gifts and calculate 
the percentage of total money 
given that align completely, the 

percentage that’s partially aligned, 
and the percentage that fall outside 
your goals and priorities. Individual 
givers who want results should aim 
to have at least 80% of their money 
in the first category ...

	• Do the organizations you support 
have evidence of progress you 
find compelling? Review each 
organization’s website, or if you’re 
a giver at a significant enough 
level that you’re interacting 
directly with the staff, ask the 
questions directly. Don’t expect 
precision, but the evidence, both 
qualitative and quantitative, should 
suggest progress. If it doesn’t, the 
organization should be able to 
describe what it will do differently 
based on what it has learned. If it 
can’t do that, it may not be a worthy 
recipient moving forward.

	• Who are the big givers supporting 
the goals and strategies you 
support, and what can you learn 
about their efforts and their 
assessment of progress? Often, 
these givers will devote significant 
resources to assessment. If you’re 
focusing your giving on the same 
goals they are — and if they’re open 
about what they’re learning — you 
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can benefit from their evaluation 
work. Because their result is more 
giving toward what’s effective, 
everyone wins. ”7

Before you begin your next granting 
cycle, take a moment to reflect 
and consider some important, and 
personal, questions:

• What kinds of activities and outcomes 
bring you joy? Are there certain grants 
that you find yourself reflecting on 
more than others or that you mention 
to friends? Are there certain grants 
that you find yourself talking the most 
about in social or group situations?

• By asking yourself the question, 
“What was I able to do as a result of 
my grant that I otherwise wouldn’t 
have been able to?” What were 
you able to learn? This answer will 
depend on both the size of the 
organization and the size of your 
grant; regardless, however, are you 
happy with the insights you gained? 

• Take a look at your Giving Plan. 
Review the parameters you put 
in place for your granting — the 
geographies, demographics and 
time horizons from Section 2 and 
the budget from Section 3. As you 
look at the grants you made, do 
these align? Do you feel like you’re 
supporting progress? Or is the 
amount of accomplishment causing 
you to feel disappointment? What 
were the greatest areas of impact? 

• Is the charity willing to share any 
hurdles or challenges they faced 
during the year and how they’ve 
overcome them or plan to tackle 
them? Sometimes these insights are 
as informative as the activity and/or 
outcome data.

• Are there any new prospective 
charities that you’ve identified since 
your last round of grants? Are some 
of them resonating with you more 
than any grantees from the last year? 

At the end of the day, remember this 
is your charitable giving strategy. Only 
you will know if the portfolio of charities 
you’ve chosen to support are the right 
ones for you, advancing the cause(s) 
in a way or ways that feel right for you. 
Use the data you gain through the 
above questions and then listen to your 
heart — throughout the process it will 
help guide your way forward.

7.  Buchanan, Phil. Giving Done 
Right: Effective Philanthropy 
and Making Every Dollar 
Count. Hachette Book Group, 
Inc. 2019. Pgs. 150–151.

As you receive updates 
from grantees and you 
reflect on the noted 
questions, keep your Giving 
Plan close at hand. In the 
final section, Part F, you 
can add your insights and 
reflections.
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Giving Plan
Note: As you identify causes and areas of focus, there is space to 

include up to four selections. Each has been numbered and can be 
carried forward accordingly as you complete the Giving Plan.

PART A

SETTING 
THE STAGE: 
REFLECTIONS 
AND IDEAS

VALUES

ADJECTIVES

CAUSE

1 2 3 4

AREA OF FOCUS

GEOGRAPHY

DEMOGRAPHIC

TIME HORIZON

INTENDED IMPACT

MISSION 
STATEMENT

NO-GO AREAS

PROGRAMMATIC 
FOCUS(ES)
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Giving Plan
PART B

REFLECTIONS ON 
CHARITABLE GIVING 
FINANCIAL PLAN

PART C

DESIRED 
GRANTING 
AMOUNT

GRANTING CYCLE 
(FROM MONTH/YEAR 
TO MONTH/YEAR)

TARGET NUMBER 
OF GRANTEES

GRANTING AMOUNT 
FOR “OUT OF 
SCOPE” GRANTS

GRANT SIZES

AREA OF FOCUS 1 3

2 4

TARGET TIMEFRAME 
FOR DECISION 
MAKING/GRANTING 
(FROM MONTH/YEAR 
TO MONTH/YEAR)

1 3

2 4

% OF BUDGET 
ALLOCATED

1 3

2 4
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Giving Plan
PART D

AREA OF FOCUS:

1

CHARITY/
ORGANIZATION  
NAME

1

NOTES FROM 
YOUR RESEARCH 1

QUESTIONS  
FOR ORGANIZATION 
CONTACT

1

WILL I PROVIDE 
A GRANT? 1

MAIN CONTACT 1

GRANT AMOUNT 1

TIME FRAME OF 
GRANT (ONE-YEAR, 
MULTI-YEAR)

1

REPORTING, 
RECOGNITION AND 
ENGAGEMENT 
EXPECTATIONS

1

TAX RECEIPT 
RECEIVED? 
(YES, NO, N/A)

1
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Giving Plan
PART D

AREA OF FOCUS:

2

CHARITY/
ORGANIZATION  
NAME

2

NOTES FROM 
YOUR RESEARCH 2

QUESTIONS  
FOR ORGANIZATION 
CONTACT

2

WILL I PROVIDE 
A GRANT? 2

MAIN CONTACT 2

GRANT AMOUNT 2

TIME FRAME OF 
GRANT (ONE-YEAR, 
MULTI-YEAR)

2

REPORTING, 
RECOGNITION AND 
ENGAGEMENT 
EXPECTATIONS

2

TAX RECEIPT 
RECEIVED? 
(YES, NO, N/A)

2
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Giving Plan
PART D

AREA OF FOCUS:

3

CHARITY/
ORGANIZATION  
NAME

3

NOTES FROM 
YOUR RESEARCH 3

QUESTIONS  
FOR ORGANIZATION 
CONTACT

3

WILL I PROVIDE 
A GRANT? 3

MAIN CONTACT 3

GRANT AMOUNT 3

TIME FRAME OF 
GRANT (ONE-YEAR, 
MULTI-YEAR)

3

REPORTING, 
RECOGNITION AND 
ENGAGEMENT 
EXPECTATIONS

3

TAX RECEIPT 
RECEIVED? 
(YES, NO, N/A)

3
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Giving Plan
PART D

AREA OF FOCUS:

4

CHARITY/
ORGANIZATION  
NAME

4

NOTES FROM 
YOUR RESEARCH 4

QUESTIONS  
FOR ORGANIZATION 
CONTACT

4

WILL I PROVIDE 
A GRANT? 4

MAIN CONTACT 4

GRANT AMOUNT 4

TIME FRAME OF 
GRANT (ONE-YEAR, 
MULTI-YEAR)

4

REPORTING, 
RECOGNITION AND 
ENGAGEMENT 
EXPECTATIONS

4

TAX RECEIPT 
RECEIVED? 
(YES, NO, N/A)

4
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Giving Plan
PART E

BEST  
PRACTICES 
AND DECISIONS  
FOR WORKING 
TOGETHER

ROLES AND 
RESPONSIBILITIES 
FOR MEMBERS 
OF ENGAGEMENT 
GROUP

PART F

INSIGHTS AND 
REFLECTIONS
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Glossary

	• CAPITAL CAMPAIGN 
A targeted, robust initiative led by 
a charity to raise funds over a set 
period of time for a specific item, 
or series of items. Typically this 
includes raising money for the 
construction of a new building or 
renovation of an existing building.

	• CHARITY OR REGISTERED CHARITY 
A registered charity refers to a 
charitable organization, public 
foundation or private foundation 
registered with the CRA. A registered 
charity is issued a registration 
number once approved. It is exempt 
from paying income tax, and can 
issue tax receipts for donations it 
receives. It must be established 
and resident in Canada, operate for 
charitable purposes, and devote its 
resources to charitable activities.1 

	• DISBURSEMENT QUOTA 
The disbursement quota is the 
minimum amount a registered 
charity is required to spend each 
year on its own charitable activities, 
or on gifts to qualified donees 
(for example, other registered 
charities). For more information 
on what assets count towards the 
calculation of the disbursement 
quota, visit:  
www.canada.ca/en/revenue-agency/
services/charities-giving/charities/
operating-a-registered-charity/
annual-spending-requirement-
disbursement-quota/disbursement-
quota-calculation.html.2

	• DONATION 
Any funds you give for which you 
receive a tax receipt (either directly 
to a charity or, more frequently, to 
a public or private foundation).

	• DONOR-ADVISED FUND 
A donor-advised fund is a private 
fund administered by a third party 
and created for the purpose of 
managing charitable donations 
on behalf of an organization, 
a family, or an individual.3

	• ENDOWMENT 
Funds that are intended to be 
available in perpetuity with 
the intention of supporting the 
ongoing costs of a particular 
charitable activity or entity.

	• ESG INVESTING 
Environmental, social, and 
governance (ESG) refers to the 
practices of an investment that 
may have a material impact 
on the performance of that 
investment. The integration of 
ESG factors is used to enhance 
traditional financial analysis by 
identifying potential risks and 
opportunities beyond technical 
valuations. While there is an 
overlay of social consciousness, 
the main objective of ESG valuation 
remains financial performance.4

1. �Government of Canada. 
 “Charities and giving glossary.” 
Accessed August 2021.  
www.canada.ca/en/revenue-
agency/services/charities-
giving/charities/charities-
giving-glossary.html

2. �Government of Canada. 
 “Disbursement quota 
calculation.” 
Accessed April 2022. 
www.canada.ca/en/revenue-
agency/services/charities-
giving/charities/operating-
a-registered-charity/
annual-spending-requirement-
disbursement-quota/
disbursement-quota-
calculation.html

3. �Investopedia. 
 “Donor-advised fund.” 
Accessed April 2022. 
www.investopedia.com/
terms/d/donoradvisedfund.asp

4. �Investopedia. 
 “Impact investing.” 
Accessed April 2022. 
www.investopedia.com/
terms/i/impact-investing.asp
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Glossary

	• GRANT 
Any funds you give to a 
charity for which you do not 
receive a tax receipt.

	• GRANTING CYCLE 
The amount of time you want to 
spend to go through the process 
of identifying, researching and 
deciding upon grantees to receive 
a set amount of money, before 
pausing to review and reflect on 
the impact of these grants and 
embarking on the next round.

	• IMPACT INVESTING 
A basic goal of impact investing 
is to help reduce the negative 
effects of business activity on 
the social environment. That’s 
why impact investing may 
sometimes be considered an 
extension of philanthropy.5

	• NON-PROFIT 
An association, club or society 
that is operated exclusively for 
social welfare, civic improvement, 
pleasure, recreation or any 
other purpose except profit. It 
is not a charity. No part of the 
organization’s income can be 
payable to or available for the 
personal benefit of any proprietor, 
member or shareholder, unless 
the recipient is a club, society 
or association whose primary 
purpose and function is to promote 
amateur athletics in Canada.6

	• PRIVATE FOUNDATION 
A private foundation is established 
as a corporation or a trust that has 
exclusively charitable purposes. 
It carries on its own charitable 
activities and/or funds other 
qualified donees (e.g. registered 
charities). It may have 50% or 
more of its governing officials 
not at arm’s length with each 
other. It generally receives the 
majority of its funding form a 
donor or a group of donors that 
are not at arm’s length. Its income 
cannot be used for the personal 
benefit of any of its members, 
shareholders or governing officials.7

	• PUBLIC FOUNDATION 
A public foundation is established 
as a corporation or a trust that has 
exclusively charitable purposes. 
It generally gives more than 50% 
of its income annually to other 
qualified donees (e.g. registered 
charities), but it may carry out some 
of its own charitable activities. 
More than 50% of its governing 
officials must be at arm’s length 
with each other. It generally 
receives funding from a variety of 
arm’s length donors. Its income 
cannot be used for the personal 
benefit of any of its members, 
shareholders or governing officials.8

5. Ibid.

6. �Government of Canada. 
 “Charities and giving glossary.” 
Accessed August 2021. 
www.canada.ca/en/revenue-
agency/services/charities-
giving/charities/charities-
giving-glossary.html

7. Ibid.

8. Ibid.
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Glossary

	• QUALIFIED DONEE 
An organization that can issue 
official donation receipts for gifts 
it receives from individuals and 
corporations. It can also receive 
gifts from registered charities. 9

	◊ Registered charities are examples 
of qualified donees, but not the 
only entity that is included. For 
more information, visit:  
www.canada.ca/en/revenue-
agency/services/charities-giving/
other-organizations-that-issue-
donation-receipts-qualified-
donees.html.

	• RESTRICTED GIFT 
Funds tied to a specific use and not 
available for the general purposes 
of the organization (for example, 
a fund consisting of contributions 
that donors specifically direct the 
registered charity to use to buy a 
new building). Endowments are 
one type of restricted gift. Donors 
create them when they stipulate 
that the registered charity must 
maintain the principal amount and 
only use the income earned on it.10

	• SOCIAL ENTERPRISE 
A social enterprise or social 
business is defined as a business 
with specific social objectives that 
serve its primary purpose. Social 
enterprises seek to maximize 
profits while maximizing benefits 
to society and the environment, 
and the profits are principally 
used to fund social programs.11

	• SOCIALLY RESPONSIBLE 
INVESTING 
Socially responsible investing 
(SRI) goes a step further than 
ESG by actively eliminating or 
selecting investments according 
to specific ethical guidelines. The 
underlying motive could be religion, 
personal values or political beliefs. 
Unlike ESG analysis which shapes 
valuations, SRI uses ESG factors to 
apply negative or positive screens 
on the investment universe.12

	• UNRESTRICTED GIFT 
Funds given to a charity for which 
no restrictions are placed on how 
the charity chooses to spend them.

9. Ibid.

10. Ibid.

11. �Investopedia. 
 “Social enterprise.” 
Accessed April 2022. 
www.investopedia.com/
terms/s/social-enterprise.asp

12. �Investopedia. 
 “Impact investing.” 
Accessed April 2022. 
www.investopedia.com/
terms/i/impact-investing.asp
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