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‘The company you keep.’1

‘Membership has its privileges.’2

‘Priceless.’3

You’d think they were
talking about us.

You don’t have to be in Big Business to be big with us. 
Interested in becoming a Hartford Club member? It’s 
more affordable than you think. Call Matt McCloghry today  
at 860-522-1271 or email mattmcc@hartfordclub.com.

1.) New York Life    2.) American Express    3.) Visa

Good friends; 
good times; 

a very good life.

Learn more about what Duncaster has to offer you. 
Please visit www.duncaster.org or call (860)380-5005.

40 Loeffler Road  |  Bloomfield, Connecticut
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But non-profit companies aren’t like other organi-
zations. When the economy is hurting is often when 
their services are needed the most. People most need 
free food when food pantries have the least ability to 
bring it to them. People need the comfort of counsel 
when counselors are in the shortest supply.

That’s why many non-profits have tried to hedge 
their bets. Rather than relying exclusively on chari-
table giving, they’ve opened for-profit service centers. 
Take, for example, Hartford’s Open Hearth. It provides 
beds, shelter and food for homeless men. But those  
recipients also earn their keep through the organiza-
tion’s Wood Yard operation in the South Meadows, 
from which hundreds of Hartford-area homes buy 
their firewood. The profits of the wood business gives 
the Open Hearth a financial cushion.

This kind of activity is called a “social enterprise.” 
It’s where a profitable business activity is converted to 
doing a social, and often environmental, good. Propo-
nents call this the “triple bottom line.”

But who says that it is always the non-profit sector 
that learns from the business world? If non-profits can 
build in a profit motive to their activities, what would 
happen if for-profit companies built a charitable com-
ponent into theirs?

Ted Carroll is president of Leadership Greater Hart-
ford, an indispensible organization that has been re-
sponsible for cultivating generations of the region’s top 
executives. One of the things that leaders are supposed 
to do is be able to spot new opportunities, and Caroll 
thinks the idea of social enterprises is ready to explode 
as a for-profit stratagem.

“I know this isn’t really new, but it’s also not wide-
spread,” he says. “At least not yet.”

One of the best examples of a company that has put 
this philosophy fully to work is Newman’s Own, the 
late Paul Newman’s burgeoning line of food products. 
In this case, though, Newman was already rich enough 
on his own. He dedicated the entire profit pool from 
Westport-based Newman’s Own to fund charitable 
works, most notably his chain of “Hole In The Wall” 
camps for disadvantaged children. Since 1982, the 
company has given more than $280 million to numer-
ous needy organizations.

Kate Emery does OK, but it’s probably safe to say 
she’s not as rich as Paul Newman. Still, Emery, too, 
runs a social enterprise. She’s the owner and CEO of 
Walker Systems Support in Farmington. Walker is one 
of the region’s leading IT companies, which puts it at 
the top of a hot market. But the company operates in a 
way that’s uncommon in business.

The Iroquois have a philosophy that decisions should 
be made in a way that would benefit the seventh gen-
eration of descendants. In other words, is what we’re 
doing today going to make a better world for our great-
great-great-great grandchildren? That’s the philosophy 
that Walker Systems Support has embraced.

Emery states quite publicly that the company is run 
for all its stakeholders, including the community, and 
that profits are to be split between owners, employees 
and the community. It’s a way of making a for-profit 
company a source of charity — not just as an indul-
gence, but as a right.

On Wednesday night, June 2, Leadership Greater 
Hartford is opening the discussion about what this 
could mean for all of us. The event is called “Beyond 
Business As Usual,” and Emery will be one of the pan-
elists, as will a representative from Newman’s Own and 
from Criterion Ventures, a venture fund for companies 
adopting the social enterprise model.

“I really think this is going to be a big part of the fu-
ture,” says Carroll. Here’s hoping the residents of Hart-
ford seven generations from now will agree.

Protecting The  
Seventh Generation

From The Editor

 Working in the non-profit sector these 
days probably feels a lot like falling 
down a flight of stairs: you may be alive, 
but you’re probably bruised, bumped, 
sore and smarting.

Charitable giving is waning as families find their own 
finances pinched. State aid is drying up faster than a puddle 
in 75-degree heat. Foundations are finding their funds of 
money lowered as investment returns dissipate.
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