
Retail Discount and Member’s Benefits 

Project Proposal 

What 

Complete a review of three alternatives to the current base membership benefit - floating discount, 

consumption based discount and monthly/quarterly/annual rebate 

 

Why 

The current model is:  

1) Not necessarily the best way to provide a benefit to members,  

2) Is a cost up front for the co-op (at point of sale) rather than based on the underlying profitability of 

the Co-op and  

3) Is not flexible - stops us from experimenting and adapting to more challenging trading conditions. 

 

When 

It is proposed that a Member Benefit Proposal document will be researched and put forward to the CB for 

review by the end of January 2023. 

 

How 

Primarily desk based research by looking at models from other co-ops. In addition, feedback will be sought 

from members via an informal MAC meeting in January. 

 

Any subsequent implementation activities will have to be agreed with the CB. 

 

Who 

Robert Cazaciuc will carry out this activity with support from Sam and other members 

 

 

  



Existing benefit arrangements 

 

Excluding the volunteer discounts + special orders - the existing benefit is a simple, flat discount of 5% for 

all members - irrespective of level of trade or capacity of the Co-op to provide this discount. It is provided at 

the point of sale, at the time of the transaction. 

 

Benefits:  

● Simple to communicate 

● It is equitable, per the co-op principle requiring benefits to accrue to members proportionate to their 

use of the co-op 

● It allows the co-op to be competitive by setting prices at market levels 

● It is an immediate benefit - often appreciated by members 

 

Downsides: 

● Benefit is provided even if operating at a loss 

● Tends to lead to prices increasing over time to absorb the loss of the 5%, which leads to a 

perception of being more expensive 

● Isn’t a significant enough incentive for a lot of people 

Alternative Options 

Floating discount  

Would operate the same as now, but the exact percentage would vary month to month or quarter to quarter 

based on our performance, as reviewed by the CB. 

 

POS Considerations: none - this works within the current set-up 

 

Benefits:  

- Same benefits as the current discounting system 

- CB can vary it quarterly, so that the discount remains in line with the underlying financial 

performance of the Co-op (i.e we can afford it) 

- Avoids the Co-op being required to raise prices to account for a discount it cannot afford to provide 

- Supports the long term viability of the Co-op 

 

Downsides: 

● At present, all members in the database would need their discounts updated manually which would 

introduce a time intensive task. This could be automated, with an investment. 

● All the same downsides as the above. 

 

Example of other shops doing it: 

 

Most wholefoods co-operatives utilising a discounting model provide a fixed discount, but at a much lower 

level of 2%. 

 

Feedback from MAC: 

 



Consumption based discount 

Buy more, save more: discounts would be based on how much members bought in a transaction, e.g - over 

25€ get 5%, over €50 get 8% and so on 

 

POS Considerations: May require some customisation of our POS (i.e cost money) to have these 

automatically applied, but could be implemented via a sales discount manually at the till by a member of the 

team 

 

Benefits:  

● It is equitable, per the co-op principle requiring benefits to accrue to members’ proportionate to their 

use of the co-op 

● Incentivises bigger expenditure in the co-op to reap benefits which in turn can benefit all members 

● Proven to work with some big retailers 

 

Downsides: 

 

● Members with small purchases might never get to benefit 

 

Example of other shops doing it: 

 

Many supermarkets run these promotions, we could provide this as a consistent member benefit 

 

Feedback from MAC: 

Immediate rebates (Co-op Points) 

Members would get a fixed rebate on the value of a transaction (this would vary, and would be set by the 

CB periodically), and members could spend this on a future purchase immediately. 

 

For example - member would spend 10€ on a transaction and would receive a number of points based on 

this transaction (an equivalent amount to our 5% discount would be 5 points for every €1 spend). The 

member would then redeem these at their next purchase. 

 

POS Considerations: the facility exists 

 

Benefits:  

● It is equitable, per the co-op principle requiring benefits to accrue to members’ proportionate to their 

use of the co-op 

● Incentivises bigger expenditure in the co-op to reap benefits which in turn can benefit all members 

● It is a common model of rewarding members at Co-ops 

● A number of larger retailers use this as well 

● Encourages members to return to the Co-op 

 

Downsides: 

 

● Delayed benefits 

 

Example of other shops doing it: 

 

Most of the supermarkets and many other shops run loyalty based reward schemes. 

 

Feedback from MAC: 



Periodic rebates 

Monthly/quarterly/annual rebate: CB would determine a rebate on a periodic basis, and each member 

would receive credit based on the value of transactions with the Co-op during the reference period. 

 

POS Considerations: This will require some additional investment in our POS to make it efficient, but 

appears to be implementable at the moment (with some manual work). 

 

Benefits:  

● It allows the co-op to know whether or not it has made a profit before distributing a financial benefit 

to members 

● It can be distributed partially in cash and partially in equity, limiting the cash drain on the co-op. 

● Ensures that all member benefits provided can be honoured by the Co-op, and that member 

benefits do not push the Co-op into operating unsustainably  

 

Downsides: 

● No benefit in the year after a loss is made 

● Harder for people to estimate what they get back at the end of the period 

● Price pressures are leading a lot of co-ops not to provide patronage benefits in order to accumulate 

working capital. 

 

Example of other shops doing it: 

 

Most co-operatives. 

 

Feedback from MAC: 

 

Other resources or materials 

 

Summary of the Wholefood Co-op business model (Aug 2022) 

 

Wholefoods Co-op: Business Model Overview 

 

How to Start a Food Co-op 

 

Please jump to page 35 - note cons of discount over 2%. 

 

how_to_start_a_food_co-o.pdf 

 

 

Other discount strategies that might be explored: 

● Membership referral programme:  inviting a new person to apply for co-op membership can give: 

○ Both referral and referee get a fixed xx% discount on their next purchase 

○ Both referral and referee get a voucher for xx euros 

● Special discounts to first-time customers 

○ First time customers get a special deal offer 

 

 

https://docs.google.com/document/d/13GziMmtIWJrJQtVYAHMxqNmbIQ1ok980SFvRrZvmNdc/edit?usp=sharing
https://drive.google.com/file/d/1d-J8AxBKYhU-zumXUVfSKtW7KvjqEQeq/view?usp=sharing


Co-op Members Feedback 

 

Catherine Murphy 

I'm happy with everything the coop offers  

 

Melanie Labor 

Hi there. 

 

Regarding the benefits and downsides of the discount model, assuming that you are referring to the 

members' discount, following the doubling of the annual membership fee, I will not be renewing my 

membership as it is too expensive for me, and will not realistically offer any real savings to me. I will still be 

purchasing some items at the co-op, namely refills, fruit and vegetables, but not as a member. 

 

I don't know how other members feel but realistically, the co-op is too expensive for many people, 

particularly when factoring in the cost-of-living crisis that means that people will have to think twice about 

their purchases. 

 

Personally, I think more people could benefit from adding fresh fruit an vegetables to their diets, and I really 

like your refill products as both help me reduce plastic waste. Yet, I think that the €30 annual fee is an 

additional barrier to making better choices. I can only speak from my experience as a customer and former 

member and I know that this may not tally with your business perspective. 

 

I think it's great that you are encouraging people to participate in the review process and hopefully, you'll 

find a good middle ground that will make it easier for people to do (some of) their shopping at the co-op, 

whilst not putting the co-op at risk of bankruptcy. 

 

 

Best, 

Melanie 

Máire Ùna Nì Bheaglaoich 

Hi..a quick thought in case I am " too busy" on the 28th..the discount is an incentive for the volunteers but 

not essential..I love doing my rota,though I chat a lot and take a tea- break..during which I chat a lot.Maybe 

reduce it to 10% if that helps. 

 

It is very important that the coop continues..organic, local food, friendly staff, Loaf cafe abd tasty grub for a 

reasonable price...in the face of g.m.o.s and the " world economic forum" bent on destroying the natural 

food supply. M 

 

Mary Tubridy 

I am a life  member of the co op and a volunteer, but do not have a membership card. I would appreciate 

being sent a membership card. When paying for my goods last saturday at the end of my shift I was given a 

members discount 5%.  I assumed it should be greater. I am not expecting a rebate as perhaps it was an 

administrative error. Therefore could you please check that your discount system is working properly.  



 

In Loaf Cafe before Christmas I was unable to get the Food Co Op discount . Can you let me know if this is 

working now? 

 

Regards and thanks for your work on behalf of the co-op, Mary 

 

Testimonials 

 

The Urban Co-op Limerick 

Do you have any additional member benefits v. ordinary customers 

  

At the moment the main benefit is they are signed up to receive the monthly newsletter and is currently the 

only difference. We sometimes have discounts for members only. This could be a 10% on certain products. 

  

Did you consider the discounting model, and why didn't you go with it 

  

We originally didn’t go with it because the margin was low at 20%. In hindsight the origins of TUC meant 

relying on a sizable grant at the early start up time and this created a dependency that we have had to work 

our way out of. We have experimented with versions of discounts eg with volunteers at 10% and staff have 

a discount of 15%. With produce discounted at short shelf life we do create options for value on site. Not 

necessarily linked to membership. 

The Voluntary Cultivate Membership model adds loyalty points to for shopping so this can be converted to 

a monetary discount at the till. There is room to learn more about it for us. 

  

Any other thoughts on providing value to members. 

The emotional link with the customers is crucial. Maintaining the human link of continuity is worth more than 

any discount and I believe the customers value this more now so opportunities to get to know the 

customers should be fostered where possible. Building the community vibe is important more than ever. 

 

Free coffee given out at times can be a feel good gesture that is appreciated. 

 

The spirit of co-operation is one that is fostered every day. Thanking them every transaction for supporting 

you is really appreciated. Reminding them that they are adding value to us by choosing to shop with us. A 

discount is a way to give back but likewise a direct thank you can be more powerful and cheaper!! 

Hope that helps! 

 

 

 

 

 


