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RESILIENCE THROUGH COOPERATION

AGENDA

BSCRIPTION BASED BUSINESSES
O .THE BUSINESS MODEL
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AN ERA OF SUBSCRIPTION BASE

D BUSINESS

Subscription eCommerce has grown approx. 100%

since.2013.

» Consumers frading product for brand ownership

Net Promotor Score (NPS)

» Shows a trending decrease indicating that consumers

are dissatisfied and expect more from brands.

www.rbi.coop | (877) 953-7424 | info@rbi.coop
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AN ERA OF SUBSCRIPTION BASED BUSINESS

63 Net Promoter Score (NPS)

Represenis overall customer satisfaction (NPS = %Promoters - %Detractors)

@ 1rs Ak Other Business Services industry MRS [l Detractors [ Passives [l Promaotors
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AN ERA OF SUBSCRIPTION BASED BUSINESS

ﬁvemge weekly househeld expenditure (over all households}
By group, subgroup, and class expenditure levels'"
Years ended 30 June 2016 and 2019
201516 201819 Sampling
Relative Relative | Percentage| error for
Expenditure group, subgroup, and class Estimate™ | samplng | Estimate™ | sampling | change®' |percentage
error™ error™ change™
Daollars Percent Daollars Percent Percent Percent
Food
Fruit and vegetables 24.50 4.2 23.50 4.0 -4.0 55
Fruit 10.50 5.0 9.50 47 -8.8 6.1
Vegetables 14.00 4.4 13.50 45 -0.4 63
Meat, poultry and fish 259.20 3.8 28.10 53 -3.8 5.7
Meat and poultry 2460 338 23.30 53 -5.3 5.8
Fizh and other seafood 4.580 8.8 4.80 10.4 36 13.9
Grocery food 87.80 359 102.80 33 172 6.3
Bread and cereals 18.60 33 18.30 42 -1.8 53
Milk, cheese and eggs 15.20 39 15.50 4.5 1.8 5.8
Qilz and fats 2.80 52 3.30 7.8 18.2 10.7
Food additives and condiments 510 4.4 5.20 69 1.2 2.0
Confectionery, nuts and snacks 12.80 4.3 13.10 6.1 25 75
Other grocery food 33.30 9.1 47.50 76 428 175
Non-alcoholic beverages 11.70 5.0 11.50 6.6 -1.8 7.8
Coffee, tea and other hot drinks 3.80 69 3.90 11.0 42 13.8
Soft drinks, waters and juices 750 64 750 64 -47 833
Restaurant meals and ready-to-eat food §0.70 §.0 §7.70 a.0 11.5 109
Restaurant meals 23.60 8.5 26.50 8.2 12.0 11.9
Ready-to-eat food 36.40 6.1 39.00 5.1 T3 &6
Other food services i} 575 220 1827 214 4 6376
Total food 213.90 3.2 233.60 29 9.2 4.7
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AN ERA OF SUBSCRIPTION BASED BUSINESS

Average weekly household expenditure (over all households)

By group, subgroup, and class expenditure levels'"
Years ended 30 June 2016 and 2019

201518 201815 Sampling
Relative Relative | Percentage| error for

Expenditure group, subgroup, and class"! Estimate™ | sampling | Estimate™ | sampling | change®' | percentage
error”! errar”! change®
Dollars Percent Dollars Percent Percent Percent

Food

Fruit and vegetables 24.50 42 23.50 40 -4.0 5.5
Fruit 10.50 5.0 5.60 47 8.8 6.1
Wegetables 14.00 44 13.50 45 -0.4 6.3

Meat, poultry and fish 25.20 3.8 28.10 5.3 -3.8 5.7
Meat and poultry 2480 38 23.30 5.3 -5.3 5.8
Fizh and other seafood 4.80 3.8 4.30 10.4 36 13.9

Grocery food &7.80 35 102.80 33 17.2 6.3
Bread and cereals 1860 i3 18.30 432 -1.8 53
Wilk, cheese and eggs 15.20 359 15.50 45 1.8 5.8
Qils and fatz 2.80 5.2 3.30 7.8 182 10.7
Food additives and condiments 510 44 5.20 69 1.2 a.0
Confectionery, nuts and snacks 12.80 43 13.10 6.1 25 75
Other grocery food 33.30 9.1 4750 75 428 17.5

MNon-alceholic beverages 11.70 5.0 11.50 6.5 -1.8 7.8
Coffee, tea and other hot drinks 3.80 6.9 3.90 11.0 42 13.8
Soft drinks, waters and juices 7.50 6.4 7.50 54 47 a3

Restaurant meals and ready-to-eat food
Restaurant meals
Ready-to-eat food
Other food zervices

Total food

T — . R
Source: https://www.stats.govt.nz/informatic



AN ERA OF SUBSCRIPTION BASED BUSINESS

Average weekly household expenditure (over all households)

By group, subgroup, and class expenditure levels'”
Years ended 30 June 2016 and 2019

But
started to

2015116 201819 Sampling
Relative Relative | Percentage| error for
Expenditure group, subgroup, and class'"! Estimate™ | sampling | Estimate® | sampling | change®' |percentage
error’™ error’ change®
Dollars Percent Dollars Percent Percent Percent
Food
Fruit and vegetables 24.50 42 23.50 4.0 -4.0 55
Fruit 10.50 5.0 960 47 -38 6.1
Wegetables 14.00 4.4 13.90 45 -0.4 6.3
Meat, pouttry and fish 2020 3.8 28.10 53 -3.8 &7
Meat and poultry 2460 3.3 23.30 53 -5.3 58
Fish and other seafood 460 8.8 4.80 10.4 36 13.9
Grocery food 87.80 39 102.80 33 17.2 6.3
Bread and cereals 18.60 33 18.30 42 -1.8 53
Wilk, cheese and eggs 1520 39 15.50 45 18 58
Oils and fats 2.80 5.2 3.30 7.8 18.2 10.7
Food additives and condiments 510 4.4 £.20 6.9 1.2 2.0
Confectionery, nutz and snacks 12.80 4.3 13.10 6.1 25 75
Other grocery food 3330 9.1 47.50 76 428 175
Men-alceholic beverages 11.70 5.0 11.50 6.5 -1.8 78
Coffee, tea and other hot drinks 3.80 6.9 3.90 11.0 4.2 13.8
Soft drinks, waters and juices 7.90 6.4 7.50 6.4 4.7 23
Restaurant meals and ready-to-eat food 60.70 6.0 E7.70 8.0 115 109
Restaurant meals 23.60 8.5 26.50 8.2 12.0 11.9
Ready-to-eat food 36.40 6.1 39.00 5.1 73 26
Other food services 0.70 97.5 220 182.7 214.4 637.6
213.90 3.2 233.60 29 9.2 4.7

Total food

Source: https://www stats.govt.nz/informati




BUILDING RESILIENCE INTO THE BUSINESS MODEL

as of

A BUSINESS MODEL IS COMPRISED OF TWO COMPONENTS:

R RS « PRODUCT/SERVICE MODEL
REVENUE 1 $ X, XXX, XXX
REVENUE 2 $ XXX, XXX
ey R « BUSINESS STRUCTURE MODEL

TOTAL REVENUE

$ x, XXX, XXX

COGS 1 $ XXX, XXX Product/Service Model
COGS 2 $ XXX, XXX
COGS 3 $ XX, XXX

- TOTAL COGS $ XXX, XXX

GROSS PROFIT

$ x,xxx,x%X

O. H. EXPENSES (variable) $ XX, XXX

0. H. EXPENSES (fixed) $ XXX, XXX
Business Structure Model

- |TOTAL O. H. EXPENSES $ XXX, XXX

NET PROFIT $ xxx, xxx

www.rbi.coop | (877) 953-7424 | info@rbi.coop



BUILDING RESILIENCE INTO THE BUSINESS MODEL

Profit & | 0ss Statement

as of
XX /XX XXXX
REVENUE 1
REVENUE 2
REVENUE 3

TOTAL REVENUE

COGS 1
COGS 2
COGS 3

- TOTAL COGS

GROSS PROFIT

0. H. EXPENSES (variable)
0. H. EXPENSES (fixed)

- |TOTAL O. H. EXPENSES

NET PROFIT

$ X, XXX, XXX
$ XXX, XXX

$ XX, XXX

$ X, XXX, XXX

$ XXX, XXX
$ XXX, XXX

$ XX, XXX

$ XXX, XXX

$ x,xxx,x%X

$ XX, XXX

$ XXX, XXX

$ XXX, XXX

$ xxx,xxx

www.rbi.coop

Revenue(s)

minus () Cost of Goods Sold (COGS) B-tf\-

Product/Service Model

Gross Profit

“Making it up with volume” is not a resilient strategy.

Analyze the factors that make up your direct costs.

And then take steps to reduce those costs or cover

those costs through effective pricing strategy

(877) 953-7424

info@rbi.coop
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BUILDING RESILIENCE INTO THE BUSINESS MODEL

as of Business Structure Model is comprised of:
XX /XX XXXX
REVENUE 1 $ X, XXX, XXX » Indirect Variable Costs — varies with sales volume
REVENUE 2 $ XXX, XXX
REVENUE 3 $ XX, XXX

TOTAL REVENUE

$ X, XXX, XXX

* Indirect Fixed Costs — constant regardless of sales volume

COGS 1 ; - . .
e If Gross Profit is positive, then we can move on to working on

COGS 2 $ XXX, XXX

COGS 3 $ XX, XXX the business structure model.

TOTAL COGS $ XXX, XXX

GROSS PROFIT

$ x,xxx,x%X

If Gross Profit is not positive, do not pass go, do not collect
$200. ©

O. H. EXPENSES (variable) $ XX, XXX
0. H. EXPENSES (fixed) $ XXX, XXX
Business Structure Model
TOTAL O. H. EXPENSES $ XXX, XXX
NET PROFIT $ xxx,xxx

www.rbi.coop | (877) 953-7424 | info@rbi.coop




BUILDING RESILIENCE INTO THE BUSINESS MODEL

Balancc Shcct

as of
XX/XX[XXXX
ASSETS
CURRENT ASSETS
FIXED ASSETS

TOTAL ASSETS

LTABILITIES

CURRENT LIABILITIES

LONG-TERM LIABILITIES

TOTAL LIABILITIES

EQUITY

OUTSTANDING SHARES
RETAINED EARNINGS

TOTAL EQUITY

TOTAL LIABILITIES & EQUITY

$ XXX, XXX

$ XX, XXX

$ xxx,xXxXX

$ XX, XXX

$ XX, XXX

$ xx,xxx

$ XX, XXX

$ XXX, XXX

$ xxx,xxx

$ xxx,xxXX

THE SCARIEST STATEMENT IN ALL OF FINANCE!

Let’s simplify...

Assets —

* the liquid and non-liquid resources owned by the business.

» Often used to determine if the business is “worth™ anything
Liabilities —

* The short-term and long-term debts owed by the business

» Often used to determine if the company is in “financial jeopardy”
Equity —

* How much has the owner invested and/or removed from the business

* How much does the business owe to shareholders

www.rbi.coop | (877) 953-7424 | info@rbi.coop IC)



BUILDING RESILIENCE INTO THE BUSINESS MODEL

Bl Shoc
as of as of
XX/ XX XXX X
REVENUE 1 $ X, XXX, XXX
REVENUE 2 $ XXX, XXX
REVENUE 3 $ XX, XXX

TOTAL REVEN UE

COGS1
COGS 2
COGS 3

TOTAL COGS

GROSS PROFIT

0. H. EXPENSES (variable)
0. H. EXPENSES (fixed)

TOTAL O. H. EXPENSES

NET PROFIT

$ x, XXX, XXX

$ XXX, XXX
$ XXX, XXX

$ XX, XXX

$ XXX, XXX

$ x,xxx, }xxxX

$ XX, XXX

$ XXX, XXX

$ XXX XXX

B xxx, xxx ﬁ

CURRENT LIABILITIES
LONG-TERM LIABILITIES

OTAL LIABILITIES

TOTAL EQUITY $ xxx,XXX

TOTAL LIABILITIES & EQUITY $ xxx,XXX

Leaves the business

www.rbi.coop

(877) 953-7424

info@rbi.coop l C)



BUILDING RESILIENCE INTO THE BUSINESS MODEL

as of
as of
XX/XX/XXXX
XX/ XX XXX X
ASSETS
REVENUE 1 $ X, XXX, XXX CURRENT ASSETS $ XXX, XXX
REVENUE 2 $ XXX, XXX FIXED ASSETS $ XX, XXX
REVENUE 3 $ XX, XXX

TOTAL REVEN UE

COGS1
COGS 2
COGS 3

TOTAL COGS

GROSS PROFIT

0. H. EXPENSES (variable)
0. H. EXPENSES (fixed)

TOTAL O. H. EXPENSES

NET PROFIT

$ x, XXX, XXX

$ XXX, XXX
$ XXX, XXX

$ XX, XXX

$ XXX, XXX

$ x,xxx, }xxxX

$ XX, XXX

$ XXX, XXX

$ XXX XXX

TOTAL ASSETS

LIABILITIES
CURRENT LIABILITIES
LONG-TERM LIABILITIES
TOTAL LIABILITIES

EQUITY

OUTSTANDING SHARES
RETAINED EARNINGS

TOTAL EQUITY

$ xxx,XxXX

$ XX, XXX

$ XX, XXX

$ xx,xxx

$ XX, XXX

$ XXX, XXX

$ xxx,xxXX

. |
A

$ XXX, XXX TOTAL LIABILITIES & EQUITY $ xxx,XXX '

www.rbi.coop

(877) 953-7424

info@rbi.coop
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ENHANCING MEMBER PARTICIPATION

SHOW THEM THE MONEY!




ENHANCING MEMBER PARTICIPATION

SHOW THEM THE MONEY!

Actually

7
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ENHANCING MEMBER PARTICIPATION

¢ as of
as o
Ixx XX/XX/XXXX
XXX XXX ASSETS
HEEJIED $ X, 00 XXX CURRENT ASSETS $ XXX, XXX
REVENUE 2 $ XXX, XXX FIXED ASSETS $ XX, XXX
REVENUE 3 $ XX, XXX
TOTAL ASSETS $ xxx,xxx

TOTAL REVEN UE $ x, XXX, XXX
COGS1 $ XXX, XXX LIABILITIES

CURRENT LIABILITIES $ XX, XXX
COGS 2 $ XXX, XXX

LONG-TERM LIABILITIES $ XX, XXX
COGS 3 $ XX, XXX

long-term
TOTAL COGS $ X000 TOTAL LIABILITIES $ xx,xxX wealth
Creation
GROSS PROFIT $ x,xxx, XXX EQUITY
0. H. EXPENSES (variable) $ XX, XXX OUTSTANDING SHARES
O. H EXPENSES (ﬁ)(ed) $ XXX, XXX Shor‘l’-ferm RETAINED EARNINGS $ XXX, XXX
Wealth

TOTAL O. H. EXPENSES $ 300LXXX Creation TOTAL EQUITY $ xxx,XxX
NET PROFIT TOTAL LIABILITIES & EQUITY $ XXX, XXX

www.rbi.coop | (877) 953-7424 | info@rbi.coop



ENHANCING MEMBER PARTICIPATION

Short-Term Wealth Creation —

 Created through cost/pricing savings (depending on busines

mode

ye Dividends




STARTING A CO-OP FROM SCRATCH

1. Identify Business Idea

2. Conduct Business/Market Feasibility Analysis

3. Assemble Steering Committee/Launch Board of Directors (BoD)

4. Write th ion

5. stailed Conflict Resolution Polic



TRANSITIONING TO A CO-OP

1. Clearly Outline Reason(s) For Transitioning

2. Obtain Business Valuation

3. Gauge Employee Interest In Transitioning To Ownership

4. Revise jon

5. stailed Conflict Resolution Polic



DEVELOPING THE LEADERSHIP TEAM

Fiduciary Responsibility

» Duty of Care. —-Making “Informed” Decisions

* Dut out personal economic conflic

-— -~



DEVELOPING THE LEADERSHIP TEAM

Execution

* Leaders must know how to execute on strategic goals/objectives

» Starts b o identify the correct strategic

104



DEVELOPING THE LEADERSHIP TEAM

Compassion & Accountability

Leaders need to be trained in Emotional Intelligence (El)

Leaders need to be.trained in the practical application of concepts
like:*Leading Is not about being in charge but rather taking care of

those in your charge.”

Accountablility means putfing systems in place where leaders can

hold tfeams accountable and teams can hold leaders accountable

Leaders have to create a culture where its acceptable to challenge

www.rbi.coop | (877) 953-7424 | info@rbi.coop IC)

their decisions



CONCLUSION

* The landscape of consumerism is changing. It's time for local communities tc

own the investments (businesses) that build resilience into the needs/want
of daily living

* Incre iness leaders, employees, and consu




CONCLUSION

THANK You
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