
s members of the (volunteer) Board of

Directors of the CAWC, we’re often asked

to explain how the association works, espe-

cially how money is generated and spent. 

In the area of finances, in particular, the CAWC differs

from other similar non-profit associations. How? The

operations of the CAWC have been self-financing since

its inception. The CAWC does not receive any federal or

provincial government support for its ongoing operations.

The association conducts business

in a fiscally responsible manner

with a balanced budget each year

while providing for financial contin-

gencies and future strategic initia-

tives through an annual contribu-

tion to a reserve fund. Some of the

key programs include 

• an annual national conference every fall that has

diversified educational sessions and presentations by

national and international speakers to satisfy those

looking for basic or advanced information, a research

stream, poster presentations and

product exhibitions

• the S-Series, a popular education-

al program delivered in different

locations around the country each

spring, with a focus on fundamen-

tal knowledge of wound care and

hands-on skill development

• Wound Care Canada, Canada’s first publication

devoted entirely to wound care

• an interactive, bilingual Web site (www.cawc.net)

that carries a wealth of information, with everything

from a discussion forum, job postings, and links to

wound-care events and other wound-care organiza-

tions, to information about educational programs put

on by the CAWC, a resource library with free down-

loads of important wound-related articles, a boutique

for the purchase of wound-care essentials, and more

• the administration of scholarships for the improve-

ment of wound-care research and practice

• international partnerships and initiatives for further-

ing wound care in Canada and around the world

• the recently launched Pressure Ulcer Prevention

Program, a quality improvement initiative designed

to improve patient care, reduce clinician workload

and save the health-care system,

and participating facilities, money

• ongoing CAWC member com-

munication through e-bulletins,

a members-only section of the

Web site, and an in-the-works

member directory

How does the CAWC support

these and other initiatives? The charts on this page

show the significant sources as conferences, education

initiatives, Wound Care Canada and memberships. The

expenditures of the CAWC are primarily in conference,

education, Wound Care Canada

and operations. 
CAWC membership is a great

way to contribute to the advance-

ment of wound care across

Canada—and it provides tremen-

dous value to the individual.

CAWC members have access to

incomparable networking possibilities, a free subscrip-

tion to Wound Care Canada and other select health-

care publications, access to the members-only section

of the CAWC Web site, and a discount on CAWC events,

programs, and merchandise. For more information on

membership, please e-mail cawc@sympatico.ca.

For more information on the CAWC, visit the Web site

at www.cawc.net.

Christine Pearson,
RN, IIWCC,

is a wound clinician 

with Vancouver 

Coastal Health. 

Rob Stephen, CA,
is Director in 

Marketing and Sales, 

Johnson & Johnson

Wound Management.
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Effective antimicrobial performance–

with proven wet tensile strength1

Visit www.jnjgateway.com for Essential Prescribing Information.
Johnson & Johnson Medical Products

200 Whitehall Drive, Markham, ON L3R 0T5
Tel: (English) 1 800 668-9045

Tél. : (Français) 1 800 668-9067

Sustained release of silver for ongoing

antimicrobial protection1

X-STATIC® - Noble Fiber Technologies Inc.,
Clarks Summit, PA USA

Strength & Endurance

Release the power of silver.

1. In vitro. Data on file. *Trademark    ©ETHICON, INC. 2007
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† A 5-log reduction represents a 99.999% decrease in bacteria.

P. aeruginosa

S. pyogenes

E. coli

S. aureus

(n = 3 per dressing)

Capitalized product names are trademarks of Johnson & Johnson

Johnson & Johnson Wound Management is a Unit of Johnson & Johnson Medical Products, a Division of Johnson & Johnson Inc.


