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{rWhy?

{x Strategies

¥ Resources & Commitment
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Economy?

1t Co-op Principles & Values
{r Mission
1t Vision

1 Member needs

1t Benefits to organization
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Benefits to org:

Streamlined operations

Friendly buyers/suppliers

Expanded support network 



New entrepreneurship

Less risk to mother-ship

Less hit to patronage

More reason to grow

Increased diversity

Increase sense of ownership



Greater visibility?

Greater democ. Participation?





Co-op growth in
members, sales,
market, services,
etc. means more:

* members served
* people employed
* dollars circulating
* skilled cooperators
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Co-ops grow, able to serve more members


Nurture a new co-op

¥ What needs could best be met by a new
cooperative?

¥ What opportunities could be realized by a
new cooperative?
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Two steps: Identify needs and opportunities, assess feasibility and select those (or the one) that have the most chance of success

Need: Ask vendors, Customers, Employees, Members/Community about needs

Opportunities: where might an opportunity for growth/diversification/expansion be turned into a new cooperative enterprise?

New products

New markets

New locations


Yay! We love
our new shade
co-op!

¥ new co-op potential N
¥ more member service

s
-"F
-

1r improved bottom line for original co-op
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Examples:



This is the motivation for starting a lot of co-ops -- to improve sourcing of inputs or capture greater value added and solidify customer relationships. Organic Valley, a 1,630-member farmer-owned marketing and distribution cooperative for dairy, soy, juice, eggs, meat and produce, stepped in when dairy-farmer members in Maine lost the only organic feed mill in their state. Organic Valley contributed management time and expertise to help those farmers pull together and buy the mill and operate it for themselves, as the Maine Organic Milling cooperative. Now the farmers have access to high-quality, affordable feed, and Organic Valley continues to have access to Maine organic milk. Other organic farmers in Maine benefit as well, and the farmer-owners of MOM have a new revenue source.


*form new co-op
*support other co-ops
*healthier parent co-op
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When an in-house service strikes out on its own, it has the motivation to find additional customers and grow. Worker-owned collective Inkworks Press found that with changing industries it was having increasing trouble managing printing and design work under one roof, so two collective members left to start Design Action Collective. They benefited from industry connections and reputation, as well as tried-and-trusted institutional models, and now DAC is six members strong. It still sends most print jobs to Inkworks, but it can also focus on design for the web and other new media. Inkworks in turn is more streamlined and efficient.


member/community/
customer needs
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This strategy means actively listening to stakeholders. Weaver Street Market, a hybrid consumer- and worker-owned grocery store, has grown and diversified in several ways, but it has also helped found new enterprises in the community in response to members’ requirements. In fast-gentrifying Carrboro, NC, WSM helped form a co-op housing association, and it gave space and support to start the city’s only community radio station. 





*potential for a new co-op
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The Cheese Board Collective bakery decided to spin off a sister Cheese Board Pizza Collective that would make just pizzas. The two are still under the same financial umbrella and share most of the same bylaws, and are able to help each other in practical ways: when the CBC’s oven caught on fire and burned through the floor, they were able to keep serving customers during renovations by using the Pizza Collective’s oven, just down the block. 


product

*potential for a new co-op



Presenter
Presentation Notes
Example

The success of CCA Global’s complex of 15 cooperatives stems in large part from the realization that back-office services for independent carpet stores could similarly be provided to different markets , from lighting stores to bike shops to child-care centers. 




*new co-ops have model
*original co-op has peers
*share talent, services, etc.
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Example:

Co-ops contribute to the birth of similar co-ops by sharing their incorporation documents, by-laws, and histories, as well as mentoring new managers, sharing training, even disclosing unused feasibility studies. Such “light franchising” can be informal, or it can be purposeful replication as with the Arizmendi Association of Cooperatives.


Resources for Seeding Co-ops

¥ What’s available for supporting new co-ops?

¥ Pre-business financial support % Services

¥ Capital {x Act as a friendly
£t Management and technical buyer/supplier
expertise 1r Education about
¥ Industry knowledge and options
networks 1r Feasibility
studies

¥ Reputation
1r Used equipment

¥ And so on!

1 Space
¥ Community /member support
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Voluntary patronage contribution; collect % on items.



CFNE, CCF

Twin Pines

Co-op 500 Seed and Sprout Funds

Market study

Training (direct, or also inviting others to training of own staff/members/board)

Back-office, incubation

Part of creating atmosphere of cooperation




technical assistance

¥ Fund feasibility studies
¥ Invest your money in a cooperative loan fund
{r Donate to a cooperative foundation

{¥ Support cooperative development
organizations

¥ Endow a chair of co-op studies

{¥ Provide staff expertise to start-ups



Cultivate Commitment...

1t Leadership and vision

£ Does seeding new co-ops fit within the
existing mission?

¥ Understand how building a cooperative
economy supports the success of the
individual co-op and benefits its members

{r Understand potential problems and
concerns; address them
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Preparing the co-op to grow the seeds




Cultivate Commitment...

3

3

Discuss at Board, strategic planning and member
meetings; invite speakers.

Communicate: Share inspiring stories at meetings, on
posters, in newsletters and more.

Cite research about the success of cooperatives that
operate in clusters and other supportive environments

Engage members, board and staff in listening sessions,
feasibility assessment, exploring partnerships, gathering
resources and making decisions as to which seeds to sow

Make sure managers, members and directors are
supportive—address concerns and reservations

Adopt as policy; integrate into mission; articulate as vision



Go Garden....

¥ Who needs to be involved?

{r What resources does your co-op have? will you
need? where to find? how to engage?

¥ How will your co-op build commitment to seed
Nnew co-ops?

{* How will your co-op discover possible seeds?

{* How will your co-op choose which seeds to
nurture?



Give us a call or drop us a line to discuss

how to start your cooperative garden and

make it grow.

Lynda Brushett (brushett@metrocast.net)
Noémi Giszpenc (ngiszpenc@cdi.coop)
877 NE COOPS (toll free)

www.cdi.coop
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