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Welcome to lecture 2 of Topic 2.7.  In this lecture we are going to look at 
income from sales as a source of funding.



In Unit 1 Topic 1.9 ‘Enterprising Communities’ we explored the concept of 
social enterprises, noting that social enterprises have an enterprise orientation 
They
Trade to fulfil their mission; and
Derive a substantial portion of their income from trade; 
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We noted in Topic 1.9 that the Social Enterprise Strategy for Wales (Welsh 

Assembly Government, 2005, p. 7) distinguishes between the three stages a 

community organisation goes through in its journey to becoming a social 

enterprise:

‘Non-trading social enterprises - organisations that have the potential and 

desire to produce income through trading but are likely to require significant 

capacity building;

Emerging social enterprises - organisations that are making the transition to 

an enterprise orientation, through some trading activity, and social enterprise 

start-ups.  The majority of income may come from grants and donations but 

the enterprise has the potential to become self-sustaining in the longer term;

Social enterprises – existing organisations with the majority or all of their 

income from trading activity and sales.’
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We also noted that:
Social Enterprise London (ECOTEC Research and Consulting Limited, 2003, 
p. 26) distinguishes between emerging and established social enterprises.

They consider Established Social Enterprises to be those which have 51% or 
more of their income from trading, and they consider Emerging Social 
Enterprises to be those which have an income from trading of less than 51%
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Emerging social enterprises, both organisations making the transition from 
being reliant on grants and donations and completely new start up social 
enterprises, often require seed funding to establish their enterprise activity.

Philanthropy Australia (n.d.) describes the concept of seed funding in relation 
to projects as:

‘Seed funding assists with the establishment phase of a project. This is 
generally given to a small project, at an early stage of its development before 
the total concept has been formulated or any plan for future expansion made. 
The idea is to nurture a project's beginning.’
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The increasing popularity of social procurement has the potential to provide 
social enterprises with opportunities.
Social procurement is where businesses and governments use their 
purchasing power to create social value.  They choose to purchase goods and 
services from social enterprises.
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According to the organisation Social Traders procurement in Australia is 
approximately $600 billion and for every $100,000 that is spent on social 
procurement there are  1.5 jobs created for Australians that are 
disadvantaged.
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