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EXECUTIVE SUMMARY 

Village Co-operative Corporation, dba Leverett Village Co-op (“the Co-op”), is conducting a 
Co-op owner loan campaign to support its renovations, expansion and revitalization. The Co-op 
intends to raise $300,000 in unsecured, subordinated Co-op owner loans by the end of April 
2020 through this offering. The goal is to raise $100,000 by October 31, 2019, another $100,000 
by January, and the third $100,000 by April. 

For the past eleven years (beginning around 2008) an existential crisis quietly bloomed at the 
Leverett Village Co-op, a locally-owned grocery store focused on local products catering to local 
people’s tastes and interests. Despite an increase in household income in Leverett and key 
surrounding towns, gross receipts and gross profits at the Co-op declined steadily largely due to 
access issues, national health food trends and insufficient long term planning around capital 
improvements.  

The Co-op is an indispensable local asset to our community, as both a hub of neighborhood 
activity and an island of healthy food in a rural food desert. In 2018, the Co-op Board addressed 
the Co-op’s challenges by developing a new business plan to promote the Co-op’s growth and 
attempt to ensure its continued existence. The plan requires improvements in the Co-op’s 
current infrastructure and both expansion and deepening of revenue sources. 

The key components of the plan are to increase inventory and grocery sales, replace and repair 
aging equipment, update sales and accounting systems, renovate and expand the cafe area, 
and broaden the Co-op’s primary concept to include a 40-60 seat bistro pub in the current cafe 
area while maintaining (and actually expanding) the Co-op’s function as a grocery store.  

The bistro pub seeks to augment grocery sales (which currently have very low margins) with 
increased deli, cafe, restaurant and bar sales. Over the last year, the Co-op leadership has 
tested various concepts to gauge the market for increased restaurant and bar service at the 
Co-op with positive results. Similar expansions have proven effective for small grocery stores 
across the country in recent years.  

Ongoing market research is being conducted to determine the offerings, price points and 
ambiance of the cafe and bistro pub. Currently, the leadership is leaning towards the following 
description of the Co-op, in its new evolution: 

The Village Co-op is a locally-owned grocery store, neighborhood cafe and farm-to-table 
bistro pub, located at the tail end of the beautiful Rattlesnake Gutter in the heart of North 
Leverett. 

The Co-op is raising capital through member loans and donations (in addition to raising loans 
from institutional lenders and by selling pre-purchase cards) to enact these necessary changes. 
For too long the Co-op has operated with insufficient capitalization, which has resulted in failing 
equipment (refrigeration and stoves), aging and inefficient infrastructure and an inability to 
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maintain profitable levels of inventory. The Co-op is in a very serious position and will require a 
combination of increased grocery sales and restaurant sales if it is to continue operating. To 
achieve those increases in sales, a large investment of capital is imperative. 

The current capital raise comes both from a place of necessity and opportunity. The planned 
changes seek to enhance the Co-op’s ability to meet community needs and market demand, 
increasing the vitality and sustainability of this neighborhood store and local hub of activity. 

 

LOAN TERMS 

The Co-op is offering seven year and ten year unsecured promissory notes to member owners 
of the Co-op. The minimum loan amount accepted is $1,000 and there is no maximum, although 
investments above $100,000 should be discussed with board member, Pat Fiero 
(patfiero@gmail.com) beforehand. A breakpoint at $15,000 establishes a higher interest rate for 
amounts invested beyond $15,000. 

Simple interest on the principal sum will accrue and be payable annually within thirty (30) days 
after the end of each fiscal year (August 31) at the rate specified below, except for the first year. 
The first year interest will accrue but only be paid at the end of the loan’s term. At the maturity of 
the loan, the principal amount borrowed will be repaid in entirety. There is potential for lenders 
to have the option of rolling over their investment for another seven or ten year period, if they 
wish. If the option for the lender to roll over their investment does become available, the Co-op 
will give notice to lenders before the maturity of their current loan.  

Payment of interest and repayment of principal will be made so long as the Co-op has the 
financial ability to do so. Such ability will depend on factors within and outside the Coop’s 
control, discussed in the “Notices to Investors” section, “Risk Factors” section and throughout 
this Offering Memorandum.  

Interest rates (to be paid beginning in 2021) and maturities are as follows: 

  7-Year Maturity 10-Year Maturity 

Between $1,000 and $14,999 2.75% simple interest 3% simple interest 

Over $15,000 3.75% simple interest 4% simple interest 
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For instance, a member who invests $10,000 and selects a seven year maturity will be paid 
2.75% annual interest, beginning in 2021 and will receive their principal back with the final 
interest payment seven years from the investment date, along with pro-rata interest from the first 
year. A member who invests $20,000 and selects a ten year maturity will be paid 3% annual 
interest for the first $15,000 and 4% annual interest for the second $5,000, beginning in 2021 
and will receive their principal back with the final interest payment ten years from the investment 
date, along with pro-rata interest from the first year. 

To provide some context on these note terms, U.S. Treasury Bond rates for seven and ten year 
maturities posted on August 30, 2019 were respectively 1.45% and 1.50% annual interest.  It 1

should be noted that investing in the U.S. government through Treasury Bonds carries 
significantly lower risk than investing in the Leverett Village Co-op through the Co-op’s 
unsecured promissory notes. 

Please find the note agreement document in Appendix A and instructions for completing the 
note agreement and mailing your check in Appendix B. 

 

NOTICES TO INVESTORS 

The contents of this Village Co-operative Corporation (doing business as “Leverett Village 
Co-op”) 2019 Unsecured Promissory Note Offering Memorandum, and any prior or subsequent 
communications from or with Village Co-operative Corporation (sometimes referred to herein as 
“Leverett Village Co-op” or “the Co-op”), or any professional associated with us, are not legal or 
professional tax advice. You should consult your own counsel, accountant or business advisor 
as to legal, tax and other matters relating to the Co-op owner loan program. 

No person has been authorized by the Co-op to give any information or to make any 
representation concerning the Co-op, other than as contained in this Offering Memorandum, in 
connection with the Co-op owner loan program, and, if given or made, such other information or 
representation must not be relied upon as having been authorized by the Co-op. 

The information contained in this Offering Memorandum may change after the date on the front 
page of this Offering Memorandum. The delivery of this Offering Memorandum at any time does 
not imply that the information herein is correct as of any time subsequent to its date. We reserve 
the right to accept or reject subscriptions in whole or in part. We reserve the right in our sole 
discretion, and for any reason whatsoever, to modify, amend or withdraw any or all portions of 
the Co-op owner loan program. 

1 "U.S. Department of the Treasury." Daily Treasury Yield Curve Rates. 06 Sept. 2019. 09 Sept. 2019 
<https://www.treasury.gov/resource-center/data-chart-center/interest-rates/pages/TextView.aspx?data=yi
eldYear&year=2019>. 
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This Offering Memorandum includes financial projections and other forward-looking information. 
All financial projections and forward-looking information are based on assumptions as to future 
events that are inherently uncertain and subject to the risks described in this Offering 
Memorandum. The Co-op leadership makes no representation or warranty as to whether the 
Co-op will actually attain any projected financial results. All projections of our future 
performance are based on uncertain assumptions and the actual results may materially and 
adversely vary from the projected results. 

This Village Co-operative Corporation’s 2019 Unsecured Promissory Note Offering is an offer 
made only to Co-op owners (“members”) and residents of the State of Massachusetts. It is not a 
solicitation of loans from any person other than Co-op owners, nor is it soliciting an offer to 
participate in the Co-op owner loan program from any other persons from any other jurisdiction. 
While Co-op owners have others living in their households, Co-op loans can only be made 
specifically by the official representative of Co-op ownership. The loans offered hereby may not 
be transferred or assigned without the approval of the Co-op’s Board of  Directors.  

An investment in the Coop’s loan program is highly speculative and involves a high degree of 
risk. Lenders must be able to withstand a total loss of their investment. Each lender should 
carefully consider the risk factors set forth in the Offering Memorandum. When determining 
whether to participate in this owner loan program, lenders must rely on their own examination of 
the Co-op, the terms of the offering and the merits and risks involved. 

The promissory notes offered hereby have not been registered under the Securities Act of 1933, 
as amended, or the securities laws of any state. Any representation to the contrary is a criminal 
offense. Neither the Securities and Exchange Commission nor any state securities commission 
has approved or disapproved of this offering or determined if this 2019 Leverett Village Co-op 
Owner Loan Offering Memorandum is truthful or complete.  

 

RISK FACTORS 

As with all investments, there are risks associated with investing in the Co-op owner loan 
program. You should consult with your legal counsel, accountant or business advisor prior to 
making a decision to invest in the owner loan program. An investment in the offering is 
speculative and involves a number of significant risks. You must be able to withstand a total loss 
of your investment. Before investing, investors should carefully and specifically consider the 
following risks, which are not intended as an exhaustive list of the potential risks an investor 
may face. 

These notes are only suitable for and should only be considered by those who understand the 
nature of the risks involved, who can afford to and who have no need for liquidity in any funds 
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loaned. Interest paid on these loans is taxable and will be reported to the IRS for tax years in 
which any interest payments are made. 

SPECULATIVE INVESTMENT 

Investment in the Co-op owner loan program is a speculative investment. Investors may not 
realize any return on their investment. In fact, investors could lose their entire investment. The 
Co-op may default on the payments required under the owner loans. For this reason, investors 
should carefully read this Loan Offering Memorandum and consult with their legal counsel, 
accountant or business advisor prior to making a decision to invest in the Co-op owner loan 
program. 

FINANCING AND OPERATIONAL RISKS  

If the maximum owner loan offering of $300,000 is received as described in the Sources and 
Uses Chart, the Co-op believes that the proceeds of this offering will not be sufficient to fund the 
renovation, improvements and expansion expenses outlined. Additional financing will be needed 
from institutional lenders.  

Without financing, the Co-op’s current financial condition would not support owner loan interest 
payments or principal repayment. Ability to make interest payments relies on increased 
revenue, which in turn relies on the Co-op obtaining the financing required to make significant 
changes to the Co-op’s business model. Unknown and unforeseen situations could cause the 
Co-op to discontinue operations and dissolve its business and a default on current Co-op owner 
loans could result.  

The repayment of owner loan principal at the end of the seven and ten year terms will likely rely 
on future financing to repay the owner lenders. If future financing cannot be obtained, there is a 
strong likelihood that owner loan principal repayments would be delayed, reduced or cancelled 
in the event of default. 

FORWARD-LOOKING STATEMENTS 

The financial projections and plans provided in this 2019 Leverett Village Co-op Owner Loan 
Offering Memorandum may contain forward-looking statements which reflect the Co-op’s current 
views, intentions and beliefs about the capital investment required for the renovation, 
improvements and expansion of the Co-op, the revenue to be gained by these changes, and the 
expenses to be incurred.  

Such forward-looking statements and projections are inherently uncertain, and there can be no 
assurance that the assumptions underlying them will prove to be valid. As such, actual results 
could differ materially from those contemplated by the forward-looking statements and 
projections as a result of certain factors including, but not limited to, those disclosed in this 
section. These risk factors include those outside of the control of the Co-op. Investors are 
cautioned not to place undue reliance on forward-looking statements and projections. 
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 If a sentence contains words such as “anticipates,” “assumes,” “believes,” “expects,” “intends,” 
“may,” “plans” or similar words, or uses the future tense, it may be a forward-looking statement. 

BUSINESS OPERATIONS AND COMPETITION 

The Co-op is subject to general economic and business conditions both nationally and 
regionally. The Co-op is also subject to a number of risks inherent in the nature of the Co-op’s 
business operations and the character of its organizational structure. Such risks include: highly 
competitive conditions within the retail food industry, the potential for competitors having far 
greater financial resources than the Co-op to enter the Co-op’s market area, the unpredictable 
character of the natural foods market (which is the fastest growing sector of the retail food 
industry), and being consumer-controlled, democratically-governed, and having a mutual benefit 
purpose. These risks may place the Co-op at a competitive disadvantage with respect to 
investor-controlled, hierarchically-structured, and profit-driven competitors. 

SUBORDINATED NATURE OF CO-OP OWNER LOANS 

Co-op owner loans made through this note offering will be subordinated to all other debt that the 
Co-op incurs including commercial loans, payments owed to vendors and employee payroll. 
This means that the Co-op may not be able to make the anticipated payments to owners who 
participate in the owner loan program. In addition, the Co-op’s loan agreements with lending 
institutions will likely prohibit payments to be made on the Co-op owner loans if the Co-op is in 
an impaired financial condition. As a result, it is possible that the Co-op may not be able to pay 
Co-op owner loans at maturity. In the event the Co-op is forced to close before the Co-op owner 
loans mature, the Co-op owner loans would likely never be repaid. 

NON-LIQUIDITY 

Co-op owners’ rights under the promissory notes issued for owner loans are non-transferrable, 
and the notes are not assignable, except to family members. Investors should not expect to be 
able to liquidate their investment quickly, even in case of an emergency. 

RELIANCE ON KEY PERSONNEL 

The Co-op relies on management staff and its Board of Directors, none of whom has any 
contractual obligation regarding the length of service with the Co-op. There is no guarantee that 
the Co-op will be able to recruit and retain people possessing the skills and experience needed 
by the Co-op. 
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HISTORY 

AN OVERVIEW FROM THE CURRENT BOARD OF DIRECTORS 

Our locally grown Co-op was conceived in 1984 by a committed group of individuals who 
organized a buying club to provide members access to bulk prices, healthy food and to reduce 
packaging waste. Thus, the Leverett Village Co-op was born in Shutesbury, subsequently 
moving to Leverett, and then to its current location at 180 Rattlesnake Gutter Road. 

The original investors formed a limited partnership called the MCCLP.  Over the years, its 
biggest shareholder, Dan Bennett, gave $40,000 to the venture. During this time, while Julia 
Shively was the General Manager, the Co-op relied on people stepping up and providing 
volunteer labor rather than on fundraising a larger amount of capital. 

By 1992, the Co-op expanded to offer fresh baked goods prepared on site and brought on 
Maryann Masterton to run the bakery. Prior to that time, Nick Seamon of the Black Sheep 
Bakery had supplied the baked goods. The cafe eating space then became a regular hub for 
people in surrounding areas to congregate. A small bank loan of $108,000 was obtained under 
the guidance of Sam Lovejoy, the Board President at the time, and some founder loans were 
retired. These early investors suggested the building of a “Sunspace” (the stone enclosed picnic 
tables, swing set, roundabout, brick barbeque etc. area in front) and had plans to innovate in 
multiple ways while holding steadfast to the Co-op’s roots.  

In 1995, Julia Shively stepped down as the founding General Manager and in the subsequent 
24 years the Co-op has had GMs hired by the Co-op Board. Apple Ahearn served as the 
Co-op’s second GM from 1995 until approximately 2000 and was responsible for helping to 
re-mortgage the building in 1998 for $200,000, which provided much needed capital for repairs 
and expansion. In 1999, the wild and iconic Rattlesnake Gutter Road caved in, cutting off 
convenient access to the Co-op for many people. In 2000, for the first time in its history, the 
Co-op was $20,000 in the red. In addition to the Rattlesnake Gutter Road closure, expansion of 
the store had caused overruns and old equipment was costing a lot to repair. 

Paul Rosenberg became the GM in 2001 after a period of upheaval. In an attempt to boost 
patronage, the Board asked the new GM to find out what people in the greater community 
wanted from the store and what it would take to rejuvenate it. It was time for a change. If the 
store was to survive, a cash infusion of some kind was needed to manage the overruns. Some 
members suggested having a satellite store at the Leverett Crafts and Arts. The idea of selling 
beer and wine was also floated. In May of 2001, the members voted to sell beer and wine. At 
this time, the Co-op had only 330 members. Equipment failures, unplanned for costs, and 
attrition were plaguing the Co-op, but it prevailed, and in December of 2002, the Co-op began 
accepting credit and debit cards, purchased some used equipment to replace older used 
equipment, and refurbished the bathrooms. By 2003, the Co-op realized that it needed to 
become a destination site and would need to re-brand in order to do so. Many of the ideas 
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brought forward at this time are ones that the current Co-op leadership is either bringing to 
fruition in the next year, or which has already been implemented, including: 

● Reaching out to all members of the community to understand why the Co-op is under 
utilized; 

● Reaching out to local religious groups, the Leverett Historical Society, the Cemetery 
Association, the school and the library with marketing materials; 

● Creating a membership brochure to increase membership; 
● Branding the Co-op as a grocery store open to the public, indicating to visitors that one 

does not have to be a member in order to shop at the store; 
● Creating more signage in different parts of town and rebranding to be more inclusive of 

our multicultural community; 
● Adding an Assistant Manager; 
● Increasing social opportunities and strengthening the Co-op’s natural tendency as a 

community hub; 
● Selling ice cream, especially during the summer months. 

During the early 2000’s more of those visiting and summering at Lake Wyola began to shop at 
the store. By the end of 2004, the Co-op Board of Directors was aware that it would be better for 
the financial health of the Co-op to reduce or even discontinue offering discounts to members, 
and ultimately ceased giving discounts to members in favor of patronage rebates, consistent 
with the practice of other Co-ops. The Board even considered the idea of increasing the price 
per share given the benefits that the Co-op was offering and, finally, after voting on it years 
earlier, applied for a beer and wine license. They also built the Co-op’s first website to improve 
marketing. 

From 2006 to 2012, many repairs were made to the used refrigeration equipment. Equipment 
repair costs have been consistently high because there was never the capital to buy new 
equipment. In 2013, under the Board leadership of Kemper Carlson, a giving campaign of 
$18,000 was undertaken to repair the roof, which remains in good shape today due to those 
efforts. Paul remained GM until 2018. During the last eleven years, revenues steadily declined 
as members slowly drifted away, due to a number of known and unknown factors, including lack 
of inventory causing customers to use the Co-op more as a convenience store than as their 
primary grocery store. At this point it became clear that if serious changes were not made 
urgently, the Co-op would no longer be able to operate and the store would cease to exist. 

In 2018, the Board hired the current General Manager, Ann Walsh, who brought twenty plus 
years experience in the grocery and events business to the Co-op. Under Ann’s management, 
the Co-op has begun to be revitalized. She has added stock to the shelves, implemented 
Wednesday night dinners with guest chefs, rearranged the Co-op to make it more inviting, 
developed a new and popular lunch menu, as well as many other innovations. Today, the Co-op 
has around 800 lifetime members and new membership is growing once again. However, 
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without access to capital, the scale of improvements needed to save the Co-op will not be 
possible. 

With these initial shoe-string changes, the Co-op Board is hopeful that pivoting the Co-op’s 
services and branding will increase vitality and alignment with local people’s tastes and needs. 
These changes must entail updating infrastructure and increasing inventory. Refrigeration that is 
old, loud and energy inefficient needs to be replaced, as it is no longer repairable. The kitchen 
equipment needs to be expanded in order to meet the market potential for fresh and grab-n-go 
foods prepared on site and bring in much needed revenue. Prepared foods need to increase 
even more to serve the surrounding towns whose inhabitants have more disposable income to 
spend. The key to economic stability will be turning returning shoppers into regular shoppers, 
occasional shoppers into daily shoppers, and the bistro pub crowd into regular diners.  

We would not have a Co-op, nor a grocery store or cafe today but for the tireless efforts of the 
founders and a handful of civic-minded people who have continued to pour their hearts and 
souls into keeping the Co-op alive. They believed in locally-sourced fresh food and bulk buying 
at discounted prices. Theirs was a dream that they put into action. We intend to continue the 
trailblazing they have done and step up to the challenges of today.  

Our goals now are to stabilize the Co-op financially through: 

● Increasing membership and expanding our reach to those who know nothing about the 
Co-op’s long history, but who want a great local place to shop and eat; 

● Reducing everyone’s carbon footprint on this side of the Valley while saving everyone 
time and money by increasing inventory and making it possible for shoppers to use the 
Co-op as their primary grocery store; 

● Expanding the cafe and bistro/pub so that it is known in the Pioneer Valley for its 
farm-to-table food, featuring produce and livestock from local farms prepared by skilled 
cooks; 

● Offering delivery of food to help those seniors or others who are home-bound, 
stay-at-home young moms or one-car families for whom going to a market is difficult; 
and 

● Marketing, marketing, marketing the consistently excellent prepared food and the 
increased inventory at the Co-op  

The Co-op is at an inflection point once again, and needs your financial support. To that end the 
Co-op is offering three capital programs to members—a loan program articulated in this offering 
memorandum, a donation program and pre-purchase card program. In addition, the Co-op 
hopes to grow membership, win back old customers and increase sales through the new cafe 
and bistro pub, and by making it possible for customers to use the Co-op as a preferred grocery 
store. 
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NEW BUSINESS DIRECTION   

Opportunity for Growth 

Challenge: From 2012 to 2016 gross receipts and gross profits declined despite an increase in 
population and increase in per capita and household income in Leverett and surrounding towns. 

Solution: Increase reach and build loyalty by... 

● Re-engaging current membership with events, one on one outreach, increased 
inventory, and enriched ambiance and menu; 

● Increasing new membership with events, one on one outreach, and improved member 
benefits, increased inventory, and enriched ambiance and menu; 

● Retaining loyalty of active members who rely on the Co-op with surveys, one on one 
outreach, increased inventory and enriched ambiance and menu; 

● Creating a destination eat-in bistro pub with wine and beer consumed on premises to 
augment grocery sales; 

● Increasing basket total of members and non-members with pre-purchase cards, one on 
one outreach and marketing; 

● Appealing more energetically to surrounding communities outside of North Leverett 
within a close radius of the Co-op with targeted outreach and marketing. 

 Objectives:  

● Establish a sustainable business model for the Co-op; 
● Offer fresh, diverse, and well-thought out food; 
● Be a cultural and social hub for the surrounding rural area; 
● Be affordable and accessible across local populations; 
● Provide convenience to local residents and visitors; 
● Be a destination site for local and non-local shoppers and eaters; 
● Provide a convivial atmosphere for sharing a drink with friends and neighbors; 
● Utilize the Co-op’s natural landscape for play, sustenance, and community. 

 

Accomplishments from 2018-2019  

Thanks to an active volunteer Board of Directors, Ann Walsh (the current General Manager), the 
Co-op staff, members and non-member patrons, the Co-op has been able to accomplish the 
following improvements over the last year and a half, with no additional financing: 

● Formed new committees: Strategic Business Plan and Visioning, Outreach and 
Membership, HR, Facilities and Energy, and Finances; 

● Developed a detailed business plan, marketing plan and projections ; 
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● Hired new GM and personnel with increased skill levels; 
● Increased inventory; 
● Upgraded cafe space and implemented new menu; 
● Obtained ABCC issued pouring license and started serving beer and wine; 
● Re-organized store flow to help direct shoppers; 
● Altered space to accommodate special events and in-store marketing events; 
● Hosted guest chefs for special food night ; 
● Launched in-store sampling programs ; 
● Created and published monthly Co-op events calendar; 
● Conducted focus groups and surveys of members; 
● Completed infrastructure plan and sought bids from vendors ; 
● Developed schedule for and began implementation of maintenance and upgrade of 

physical plant; 
● Installed upgraded WiFi Networking to deter hacker intrusion;  
● Contracted and set timetable for upgrading IT systems to ensure back office and POS 

are well integrated.  

 

Food and Beverage Potential 

The bistro pub aims to serve the diversity of cultures and tastes present in our local community, 
and to attract eaters from a wider geography with wholesome, high quality food in a beautiful 
destination location at the end of Rattlesnake Gutter.  

The chart on the next page shows a sample menu with items listed separately for breakfast, 
lunch, dinner and bakery. A list of available beverages is included for each meal. The cost for 
each item is based on the cost of the ingredients listed in the recipe. For the most part, the cost 
of the ingredients should be 28% of the selling price. Some popular small items may be priced 
lower in order to entice additional purchasing of more items.  

The menu will continue to be refined and adjusted according to market demand and member 
surveying.  
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Activities and Events 

Surveys, individual interviews and other market research conveys that the following activities 
would be valuable to the community:  

● Outdoor Tai Chi, Yoga, and/or Pilates in good weather; 
● Live music on selected evenings and during weekend brunches; 
● Issue and interest based meet and greets; 
● Yearly festival, reminiscent of the Co-op’s past Spring Flings; 
● Community outdoor grill nights; 
● Movie and game nights; 
● Fiction, non-fiction, and/or poetry readings; 
● Cooking classes with guest chefs; 
● Free Kid’s Club. 

Many members of the community value the Co-op not simply as a grocery store, but as a hub of 
activity where people can engage with friends and neighbors and build community. The Co-op 
plans to lean into that strength to increase usage of the store. 

SOURCES AND USES OF FUNDS 

Loans Required for Updates and Expansion 

● Re-mortgage of the Co-op property as renovated for $430,000 to pay off the existing 
mortgage of $55,000 (currently held by Greenfield Savings Bank), retirement of a 
$50,000 line of credit at Greenfield Savings Bank, leaving the remaining $160,843 for 
capital improvements;  

● Lease for the purchase of needed refrigeration and kitchen equipment in the amount of 
$59,592; 

● IT improvements of $29,565; 
● Increased credit line of $75,000 to carry us through the changes and first years of the 

business after renovation; 
● In addition, to increase inventory, member loans and donations totalling $300,000, as 

described in this Owner Loan Offering Memorandum. 
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Project Costs for Updates and Expansion 
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Working Capital 

● Increase current inventory generally to hit bulk purchasing price points; 
● Increase quality of fresh produce; 
● Offer fresh fish at least once a week and fresh pasture raised local meat; 
● Increase bulk buying options; 
● Update and implement marketing strategy (including some combination of social media, 

radio ads, newspaper ads, fliers, signage, loyalty programs etc). 

Hiring 

● Improve bakery offerings through hiring of a pastry chef; 
● Hire an Executive chef and more kitchen staff for the bistro and to improve the current 

cafe menu; 
● Hire bartenders for the pub .  
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MARKET ANALYSIS  

Target Market  

The following target markets will have many overlapping segments. Primarily, the Co-op is 
focused on reaching the following demographics: 

Members (Existing and New) 

Members currently account for approximately 30% of all sales. Members are, in general, more 
committed to the long term existence and sustainability of the Co-op and the community 
ownership aspect of the Co-op. Yet their buying and basket size has been limited. Members 
expect that the Co-op be a place that listens and caters to their needs. Members will hopefully 
be more willing to pitch in in whatever way is needed to ensure the Co-op’s longevity. 

 

These sales numbers illustrate how low the current basket value per member is and how the 
Co-op is currently being used more as a convenience store than a grocery store. 

Residents in Close Proximity to the Store 

For grocery sales in particular, convenience is a huge factor. The most immediate neighbors to 
the Co-op are people who live in North Leverett, the northern area of Shutesbury, and the 
southern area of Wendell. Beyond these areas, residents are more likely to drive to Greenfield, 
Hadley or Northampton to complete their grocery runs. In order to live up to the convenience 
that the Co-op aspires to provide for these residents, inventory must be increased so that 
people are able to use the Co-op as their primary grocery store. 

For the cafe and bistro pub, the Co-op’s geographic reach is a bit wider since restaurant goers 
generally favor diversity and are generally willing to travel farther for a restaurant experience 
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than grocery shoppers are willing to travel for a “grocery shopping experience”. For grocery 
shoppers, routine, convenience and predictability are of high importance. 

According to City-Data.com, Leverett’s 2016 median household income was $88,532, 
Shutesbury’s median household income as $84,659 and Wendell’s median household income 
was $61,418. 

Other Target Markets 

Baby boomers and Co-op founders overlap significantly with the current membership base, 
although there are many members who are not in this market segment, which includes people 
aligned with the social and cultural values of the founders. This segment is drawn to the healthy 
food, local community economy, neighborhood hub, and democratic governance aspects of the 
Co-op. 

High earning professional households that may not have found the earthy and somewhat 
unkempt style of the Co-op welcoming, will hopefully feel more at home with a cleaner and 
better stocked grocery store and more diverse, higher quality dining menu. There is a good 
amount of cultural diversity among this target market but we believe there is a significant portion 
of the segment that the current Co-op offerings are not drawing but that will be drawn in with the 
planned renovations and updates. Simple changes such as getting an espresso machine will 
improve access to high earning professional households. 

Visitors and summer residents often frequent the Co-op from Lake Wyola or as a pit stop while 
biking in the area. Selling ice cream in the summer, strategically marketing to Lake Wyola 
crowds and cyclists will hopefully increase summer and weekend traffic. 

Families with young children often frequent the Co-op and use the play structures outside. 
Creating a family friendly environment is an important objective for the Co-op. The Leverett 
Elementary School is within a 10 minute drive from the Co-op and the Shutesbury Elementary 
School is within 12 minutes. 

Trades people often come into the Co-op for lunch and appreciate simple, healthy and 
affordable dining options that can be taken to go or enjoyed on site in a pleasant but casual 
environment. There are a number of thriving businesses in the local vicinity that the Co-op 
serves well and will continue to cater to. 

Faith communities have experienced some tension with the culture of the Co-op over the years 
due to the diversity of cultures and the resulting apparent conflicting interests in our community. 
Good works are often an important draw for faith communities, which the Co-op is hoping to 
expand through food access delivery programs for seniors and members of the community with 
disabilities, among other program ideas. Above all, the Co-op renovations and plans are aimed 
to create a welcoming environment for the entire local community. 
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Seniors (Over 65) made up approximately 24% of the population of Leverett, 14% of the 
population of Shutesbury and 21% of the population of Wendell, according to the United States 
Census Bureau’s 2016 American Community Survey. Much of this population is still working and 
active. For those who aren’t, the Co-op’s convenience aims to facilitate less travel. Our 
schedule of events will include engaging activities geared towards older crowds. 

Single member households made up approximately 38% of Leverett, 51% of Shutebury and 
49% of Wendell, according to the United States Census Bureau’s 2016 American Community 
Survey. Hopefully, the increased focus on high quality food and drinks through the bistro pub 
will be attractive to residents who live on their own and can meet up with friends at the Co-op. 
We will continue to organize events and themed dinners that don’t make people feel like they 
need to come with someone else.  

Competition 

Primary competition within 20 minutes drive from the Co-op include two cafes, one restaurant, 
three small grocery stores, two convenience stores and two bars. With each of these, there is 
opportunity for collaboration and shared benefit. For large parts of Wendell, Shutesbury, and 
Leverett, the Village Co-op is the closest grocery store, the closest cafe and soon to be closest 
restaurant and pub. 

● Cafe: The Lady Killigrew at the Montague Bookmill  
● Fine Dining Restaurant: The Alvah Stone at the Montague Bookmill 
● Produce Market & Bakery: Red Fire Farm’s Montague Store & Bakery 
● Small Grocery Store and Cafe: Cushman Market and Cafe 
● Small Grocery Store and Icecream: Atkins Farms North Amherst Store 
● Convenience and Package Store: Wendell Country Store 
● Convenience and Package Store: Montague Mini-Mart 
● Bar and Event Space: Shutesbury Athletic Club 
● Bar and Event Space: Deja Brew Cafe and Pub (open just Saturday nights) 

Primary competition that is more than 20 minutes away centers on larger grocery stores. For 
some of these, there is opportunity for collaboration and shared benefit. 

● Coop Grocery and Cafe: Green Fields Market 
● Coop Grocery and Cafe: River Valley Co-op 
● Supermarket: Whole Foods 
● Supermarket: Trader Joe’s 
● Supermarket: Big Y 
● Supermarket: Stop and Shop 

There are no restaurants, grocery stores, cafes or restaurants with a pouring license within five 
miles of the store. The Leverett Village Co-op is currently the only food retail business in 
Leverett and the additional revenue derived from the tax on beer and wine is welcomed by the 
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town. Our Wednesday night dinner series and support from the select board of Leverett and the 
surrounding communities has led us to realize that one key to our success will be the pouring 
license. 

Marketing Strategy 

Current marketing objectives are to drive general grocery sales, raise awareness and sales, 
promote Wednesday night dinner series, and promote breakfast and lunch sales. Social media, 
in-store signage, calendar, newsletter, staff favorites, press releases, newsworthy events, 
postcards and promoted deals are all part of the current marketing strategy. With additional 
capacity and working capital, the Co-op will ramp up marketing to increase the effectiveness of 
all current strategies, plus advertisements (radio, newspaper), flyering and member marketing 
drives. 
 
Wednesday night dinners have been hosted with two seatings, which each sit 20 people. 
Minimal marketing has been done for these dinners and often both seatings are close to fully 
booked or entirely booked. 

 

FINANCIAL PROJECTIONS   

Contingencies  

There are many factors that affect whether the financial projections for the Co-op’s expansion 
and renovation will be accurate. A few of the major contingencies that the projections rely on are 
that: 

● Outdoor seating is completed in a timely fashion, so that the interior of the Co-op can be 
renovated in good weather while customers are served outdoors; 

● The Co-op is able to raise the approximate $700k-800k to make the improvements 
necessary to capture the revenue projected, within the expected timeframe;  

● The Co-op is able to capture a large enough portion of the $9 million dollars being spent 
on groceries within a five mile radius;  

● Occasional shoppers become regular shoppers and basket size increases;  
● Current members step up and become steady shoppers, in similar levels as to what was 

seen at the Co-op ten years ago; 
● The restaurant pulls in the number of people needed to generate the revenue expected. 
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Sales Assumptions 
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Pro Forma Income Statements 

Year One Profit and Loss Projections 
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Year Two Profit and Loss Projections 
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Year Three Profit and Loss Projections 
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Pro Forma Cash Flow Statements 
Year One Cash Flow Projections 
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Year Two Cash Flow Projections 
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Year Three Cash Flow Projections 
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Pro Forma Balance Sheets 

Year One-Three Balance Sheet Projections 
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PAST AND CURRENT FINANCIALS 
Income Statement Actuals 
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Income Statement Continued… 
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Cash Flow Statement Actuals 
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Cash Flow Continued... 
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Balance Sheet Actuals 

 

 

CO-OP LEADERSHIP 

General Manager 

Ann Walsh 

Ann Walsh has been a producer of events, done marketing, and has been a retail and business 
consultant.  She worked for Whole Foods for twenty-two years and had responsibility for 
customer acquisition strategies, community relations, events, promotions, advertising, social 
media, donations, collateral.  She led a creative team of five. She has exceptional community 
relationships throughout Western Massachusetts with media, food growers, vendors, business 
owners and producers, schools, non-profits, artists and entertainers, chefs and restaurateurs. 

She has been heavily involved in the end-to-end production of events in diverse businesses. 
The producing of events has included marketing, communications, hospitality, vendor liaison, 
chef coordination, and branding. 

  

Board Members 

Susan Lynton, President 

Susan Lynton’s last corporate job was Head of Creative and Strategy for Worldwide Advertising, 
Direct, and Interactive for British Telecom's Global Service business. Previously, she was at 
IBM where she was responsible for Internet marketing cross nineteen sectors to IBM’s largest 

33 



 

clients.   Subsequently, she became the Editor-in-Chief for ibm.com. Prior to her work at IBM, 
she ran several small interactive advertising agencies where her clients were Fortune 500s, 
such as AT&T, US West, Fannie Mae, Prudential, etc. She routinely consulted with large and 
small companies on media, marketing, advertising and Internet issues, helping them acquire 
organizations, evaluate how to start-up new businesses, and create meaningful marketing 
messages that would garner results. As a recent newcomer to Leverett, she has been on the 
Historical Commission for almost four years. 

Pat Fiero, Vice President and Secretary 

Pat Fiero served several terms as a legislator in the Massachusetts House of Representatives, 
representing Gloucester, Rockport and Manchester  She was on the Ways and Means, State 
Administration and Energy committees.  In addition, she co-chaired the Local Aid Commission 
and chaired legislative task forces for the Women’s Caucus. She received several Legislator of 
the Year awards from various organizations 

She worked for ten years as the Director of Housing Development at a Cape Cod-based 
affordable housing agency, where she oversaw agency energy and housing rehabilitation 
programs, managed agency-owned rental housing (maintenance as well as tenanting) and 
developed new units of affordable housing throughout Cape Cod. 

Cheryl Bonica, Human Resources Chair 

Cheryl Bonica is a trained clinical psychologist. For over a decade, she worked as a clinical 
supervisor of a large outpatient child psychiatry department at Baystate Medical Center in 
Springfield, Massachusetts. As the clinical supervisor of the outpatient hospital clinic, she was 
responsible for the management of the day-to-day operations of the clinic, oversight of the 
clinical budget, and for the direct supervision of 10 employees who reported to her.  As the clinic 
supervisor, she also  conducted annual reviews of the employees and worked closely with the 
hospital human resource (HR) department on all HR matters. She has specific experience 
working with employees to successfully achieve job role expectations, to meet quarterly revenue 
expectations, to set quarterly revenue goals, and to resolve  employee conflicts.  She was a 
former school committee member in the Town of Leverett, Massachusetts. She was elected to 
this position in 2012 and served a two-year term. As a school committee member, she worked 
with the other committee members to hire the superintendent, to create and revise school 
policy, and to monitor the school budget on a monthly basis.  She has also served as a PTO 
member at Leverett Elementary School for the past seven years. In this role, she has worked on 
several successful capital campaigns for the school.  

Ann Ferguson, Membership Committee Chair 

Ann Ferguson is Professor Emerita of Philosophy and Women, Gender and Sexuality Studies 
(WGSS) at the University of Massachusetts Amherst. As a director of the WGSS program for 6 
years, she gained experience in managing personnel and budgets.   She is also the coordinator 
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of the Community Resource Board of Arise for Social Justice in Springfield, which works on 
fundraising and other community resources, and has served on the Arise Board of Directors. 
She is one of the original members of the Leverett Community Co-operative, as well as one of 
those involved in the Limited Partnership association that raised the first funding for the LVC 
store. She currently is the chair of the LVC Board’s Membership Committee. 

Jono Neiger, Infrastructure and Grounds Chair 

Jono Neiger is a founding principal of Regenerative Design Group, a ten year old LLC design 
and planning firm with 5 employees. He has 30 years of professional experience in 
permaculture, ecological land and site planning, agroforestry, conservation, and restoration; 
working with clients widely around the US. He was faculty at the Conway School of Landscape 
Planning and Design, and worked as a Restoration Specialist with the Nature Conservancy in 
California. He is author of The Permaculture Promise and operates Big River Chestnuts, a 
chestnut agroforestry project in Massachusetts. 

LOCAL SUPPORT 

Donald Robinson 

Donald Robinson served for 42 years as the Executive Director for the UMass Environmental 
Health and Safety Department before retiring in 2017. He continues at UMass as an Adjunct 
Professor in the Environmental Health Sciences department. Married to Sara LaClaire in the 
Leverett Congregational in 1966, they are blessed with three children and six grandchildren. 
Don has resided in Leverett for 44 years and Sara is a Leverett native, living in a family 
homestead on Jackson Hill Road when they first met as undergraduates at UMass. Don has 
served Leverett as a Selectman and for over 35 years as Chair of the Board of Assessors. He 
also continues to serve on the Leverett Tax Relief Committee. 

Danielle Barshak 

Danielle Barshak has lived in Leverett for 27 years.  She is a lawyer, a mediator, and a 
hobby-farmer.  She is Chairperson of the Leverett Community Preservation Committee and a 
member of the Leverett Zoning Board of Appeals. A former state prosecutor, civil litigator and 
participant in Franklin County Reinventing Justice initiatives, she has a strong interest in fair and 
democratic process and civil discourse. 

Hendrix Berry 

Hendrix was born and raised in Leverett, a few miles from the Co-op and spent many 
afternoons at the Co-op with her crayon box. Currently an investment advisor with a focus on 
impact investing at Balanced Rock Investment Advisors in Boston, Hendrix is passionate about 
economic democracy and community finance. 
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Appendix A: Note Agreement 
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After reading through the Offering Memorandum, decide how much and at what term 
length/interest rate you’d like to invest. The interest rates correlate to the maturities and 
investment amounts as follows: 
 

  7-Year Maturity 10-Year Maturity 

Between $1,000 and $14,999 2.75% simple interest 3% simple interest 

Over $15,000 3.75% simple interest 4% simple interest 

If you are investing over $15,000 and would like to take advantage of the higher interest rate 
offered for investments over $15,000, you will complete two note agreements. The first note 
agreement will be completed for the first $15,000 and the second note agreement will be 
completed for the remaining investment amount. If you would like to forgo receiving interest out 
of generosity to the Co-op, you may select a lower interest rate than that which correlates to the 
principal amount you are investing. 

Appendix B: Instructions 

1. Complete and Mail the Note Agreement: 
A. Leave “Note No.” blank. The Co-op will complete this space when the note is processed 
B. Write the principal amount that you are lending where it says “$_____________” 
C. Write today’s date in the space after “Date of Note”. Please mail your check and note 

agreement that day. 
D. Write your name in the space after “Holder Name” 
E. Write your member number in the space after “Member Number”. Call the Co-op 

(413-367-9794) if you do not know your member number and they’ll be happy to look it 
up for you. 

F. Write your mailing address in the space after “Holder Address” 
G. Write your email address in the space after “Holder Email Address” 
H. Write your phone number in the space after “Holder Phone Number” 
I. Write the interest rate correlated to the amount you are investing and the maturity. If you 

are investing over $15,000 and would like to take advantage of the higher interest rate 
offered for investments over $15,000, you will complete two note agreements. The first 
note agreement will be completed for the first $15,000 and the second note agreement 
will be completed for the remaining investment amount. If you would like to forgo 
receiving interest out of generosity to the Co-op, you may select a lower interest rate 
than that which correlates to the principal amount you are investing. 

J. Write the maturity date (either seven or ten years from the “Date of Note”) after “Maturity 
Date” 
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The note agreement may be completed digitally and emailed, on paper and scanned/emailed or 
mailed along with your check, or digitally on Docusign, which can be accessed from the website. 
Digital note agreements may be emailed to Pat Fiero, patfiero@gmail.com. 
 
 
2.  Completing and Mailing Your Check 

  
Checks should be made out for the principal amount invested, which should match the principal 
amount specified in the note agreement. Checks should be made out to the Leverett Village 
Co-op and in the memo line, please write “Member Loan.” If you would like to send a donation 
along with your loan, please make a separate check for your donation and write “Donation” in 
the memo line. 
 
Checks (and paper note agreements, if completed non-digitally) should be mailed to: 

Leverett Village Co-op 
PO Box 215 
Leverett, MA, 01054 

 
Once your check and promissory note agreement have been received and processed, you will 
receive confirmation via email. 
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