
resources

Bottom Gate Fold

Top Gate Fold

People

Production Money

for the 
workers

for the
customers

workers

  customers

Value Proposition

infographic
OPEN

↓

CO-OP

a tool to discover how the co-op will make money,
solve problems, and satisfy needs & desires 
of the co-op’s workers and their customers

activities

partners

resources

activities are the work we 
do to get it done

resources are the
materials, supplies & 
labor necessary  to 
perform activities

partners are specialists 
who provide resources  or 
do activities that our co-op 
cannot or would rather not 
do so we can focus on what 

we do best

PULL
OPEN

→

PULL
OPEN
←

applies 
to all 

businesses

unique
to worker

co-ops

what it takes to produce the value proposition money in. money out. worker contributions.

our product or service that solves a problem or meets a need or desire

a problem, solved. needs or desires addressed.

a problem, solved. needs or desires addressed.

revenue

costs

who they are. what they care about. 
what they know how to do.  

what they love to do

who they are. what they care about. 
what they are trying to get done, improve,

or enjoy more. 

revenue is money that 
comes into the co-op 

from sales

costs are money that goes  
out of the co-op to pay for 

everything necessary to produce 
the value proposition 

worker
owner
share

this financial 
contribution is 
a membership 
requirement of 
worker co-ops 

its all about people and how we structure our relationships

STEP TWO

Build a Business Model
with the worker-owner business model canvas
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