
 

 

Greenbelt Consumer Cooperative 

Board Meeting Agenda—by Zoom 
 July 26, 2023, at 7:00 P.M. 7:02 

 

Attending via Zoom: 

Board: Amy Drew, Bill Jones, Joe Timer, Gettie Audain, Kim Kash (scribe), Sarah 
Rusk, Steven Bernheisel 

Co-op: Dan Gillotte, General Manager 

 

I. Approval of Agenda  

The meeting was called to order at 7:02 p.m. The agenda was approved by 
consensus. 

II. Minutes of previous meetings  

The June 28 meeting minutes were approved as modified via board emails. 
(Motion: Timer Second: Kash. Approved unanimously.) 

III. Manager’s Report, including update on NDC operations 

Store sales are trending slightly upward. Frozen food sale has started for 
members this week. The store is having better success in hiring than before, with 
more and better applicants. A marketing and membership coordinator has been 
hired. End of year inventory and pre/post inventory activities are happening 
overnight, with reports produced, and monthly cash counts are being produced 
that started a few months ago.  

Gillotte talked about creating a plan to start bringing members from lesser 
investments up to the full $100 membership. He proposed starting to discuss it 
with members, talking about it at the annual meeting and then launching it 
formally on January 1. Kash and Bernheisel agree, Kash points out that members-
only benefits will have been launched and publicized for several months before 



 

 

subscribing members are being asked to bring their contribution up to the $100 
mark.  

Jones suggests this may mean we have several hundred people ask for their 
partial fees back and not become members. Rusk asked whether new members 
would start at $100 or work their way up. Gillotte explained that new members 
would have two levels of membership: one subscribing, one fully joined level. 
Subscribing members can start at $10, and pay in monthly at $10 until they get to 
$100. Typically there is an incentive to join all at once, for example a tote bag. 
Drew asked for statistics on how many currently are contributing members. 
Bernheisel suggested having a graphic in the store or a piece in the News Review 
about membership, to promote it a little bit more. He noted there is a lot of low 
hanging fruit, with those who already have $80 or so in. 

Gillotte proposes to shift fiscal year from July to June, in 2024. Jones says 
membership will need to vote on this. Gillotte will need to “sell” this concept and 
the board support it.  

Audain reminded the group that people expressed confusion at last year’s 
meeting about membership, and whether or not they can vote. She pointed this 
out as a clear window of opportunity for marketing. Drew also says it’s a good 
thing to use this time for education regarding membership. Audain said we need 
to be able to say at the next annual meeting, “we addressed this.” 

Kash wondered if membership status could be noted on the store receipt. Gillotte 
said he would check. 

Gillotte discussed various equipment issues. The store bought a new cooler to 
replace the failed one at the end of aisle 3. They have been making repairs to the 
deli case but it’s getting harder to keep it operating and they need to install a new 
one. This week they finished the replacement of the condenser unit for the meat 
department. So, now now the produce walk-in condenser has been replaced, the 
large condenser on the roof got replaced earlier this spring, and the meat 
condenser was just replaced on the day of the meeting. We’re making 
fundamentally important improvements to our equipment, at serious expense, 
Gillotte noted. The board agreed it would be acceptable to use $10,000 of the 
$90,000 in the store’s Vanguard account to pay for new deli case, in order to put 
an end to the frequent repairs on it. This decision was made given that the board 



 

 

doesn’t know when the Greenbelt grant fund winners will be announced. There is 
about an 8-week turnaround time for this new piece of equipment. 

IV. Financial Report: weekly sales report 

Drew reported total sales just shy of $13.2M for the year. Average weekly sales 
were $259K, and New Deal Cafe annual sales totaled $761K with average weekly 
sales of $15K. The store sales were 2.8% better than last year. Average sales for 
July at the New Deal Cafe have been at $17.6K, which is higher than before, but 
the profit & loss shows May and June were still a loss, even with rent 
compensation.  

V. Update on the sublease Redeemed Christian Church of God 

Gillotte reported that he has not moved forward with the new lease because he is 
waiting for feedback from the lawyer. Drew noted that he gave us another copy 
and the board offered some additional feedback, and the lawyer said he’d turn 
around a clean version. The board is waiting on that. 

The church paid their rent late last month. 

VI. New Business 

The group discussed Jones’ and Drew’s meeting with New Deal Cafe’s Michael 
Hartman and Dorian Winterfeld on July 18. NDC said they very much want GCC to 
continue operating the concern, but they need to observe due diligence, which 
means exploring possible new managers in the very near future in case GCC 
decides to stop providing service at the end of October. Jones promised them that 
he would strongly encourage the GCC Board to make a final decision at their 
regular Board meeting at the end of August. 

Gillotte said they now have a fiscal sponsor that can sponsor grants and other 
things that non-profits can do. He said that are pursuing grants now given the 
new opportunity. He said he tried to convey that NDC needs to cover the 
infrastructure costs, really. If GCC can make a little bit of money from the 
operation, then that is satisfactory. 

Rusk asked whether the cafe revenue has a potential for gain. Gillotte said they 
don’t have the stable talent in the kitchen to roll out things as effectively as 
needed. A product mix change, and being more efficient, potentially could make a 



 

 

difference. Sales are getting to the point where they were pre-pandemic, he 
noted. 

Kash asked whether the cafe kitchen is being used for grocery store food 
production. Gillotte said that part of the recent hiring has been bringing someone 
in extra for the deli dept. in August. The new deli case in the store is self-service 
with already packaged food ready to grab and go. We can make some of this food 
at the New Deal kitchen. 

Timer asked about supplying catering for city event volunteers. He said he would 
look into a city contact for that. 

Gillotte said that having a minimum charged at the door is an attractive idea to 
him.  Because we’re not waitstaff oriented, it’s hard to get staffing sufficient to 
circulate and get the drinks reordered. Bernheisel concurred, that he would 
welcome a drink minimum charged at the door, to cover the price of a few drinks. 

Noting a 1% increase in margin in the store, Timer asked if that is a result of 
manipulations Gillotte has been doing on pricing. Gillotte said yes, and hopefully 
after inventory we’ll see further improvement in margin. He noted that whenever 
we’re looking at monthly numbers, margin is an estimate. A lot of recent work has 
been about margin improvement and we should start seeing it in the 4th quarter. 
Sales are growing; labor is about as low as can be; so margin is the thing that has 
to move. We really need a 30% or 31% margin to make money at GCC like we 
should. 

 

VII. Next Meeting Date: August 30, 2023  (last Wednesday of the month) 

Adjourned: (Motion: Timer, seconded: Kash. ) 


