
Lyle Clarke, Interim Executive Director 

A Path to Financial Self Sufficiency 



Downside of the Service Mentality 

• Most NFPs such as ours were created to provide a public 
good that the market cannot supply  

• Recipients could hire people or retain firms to meet their 
needs – but they simply don’t have the money 

• We are conditioned to think of ourselves as providing 
service and fulfilling a need, which leads to a common 
paradigm: 

• Service providers who “know better” than the recipients 

• Recipients who undervalue the service and who are ill-equipped to 
exploit its benefits 

• Unrecognized and unrealized market value 
 



Shift the Paradigm 

• Unlike social services, the “need” we fulfill – when fulfilled – 
creates private economic opportunity: meaning 
investment, profits and jobs 

• Our “clients” have every reason to value what we provide (it will make 
them more profitable) 

• The service we provide to our clients has real economic value, its just 
that they are too early in their development cycle to pay for it. 

• What if we were to shift the paradigm and think of the 
“need” as a market, and the “service” as a  
product? 
 
 

 



Green Centre Canada 

• Three fundamental offerings: 

• Take primary research from academic institutions, validate their results 
, secure their IP and test their market potential 

• Help entrepreneurs undertake critical R&D and market “scale up” to 
translate ideas into real businesses 

• Provide established companies with solutions to market problems, 
testing, proof of concept and scale up 

• Our value proposition for all of our customers is the same – 
deploy leading-edge chemistry to get profitable green 
innovation to market - what differs is who pays. 

• Our commercial customers don’t just provide $$$, but a 
true understanding of value and service 
 
 



Keys to Success 

• Value, differentiation and execution 

• What is is that you do best, and what value does it provide? 

• How is it different than what others are providing? 

• How are you going to find your customers, get them to recognize your 
value and choose you to provide it? 

• If you figure this out, you will generate revenue, the 
“service” you provide to your non-commercial clients will  
improve and your value to the market will increase 

• Success is 10% idea, 30% planning and 60% execution 
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