
   

 

FIDDLEHEADS 
BOARD OF DIRECTORS MEETING 

March 24, 2015 
6:30-8:30 PM 

105 Huntington Street, New London 
Time Topic Resource Board Action/ 

Outcome 
Leader 

6:30 Meeting Preamble  
Each of us is a member of the coop community 
and has been elected to be leaders in serving 
our members. May we conduct this meeting by 
empowering each other, treating each other with 
kindness, and maintaining an atmosphere of 
mutual respect.  

Check-in 

  President 

6:30-
6:35 

Agenda Review  Make any 
needed 
adjustments 

President 

6:35-
6:40 

Motion to waive special meeting notice    

6:40-
7:30 

Executive Session 
• To Discuss Legal Matter 

   

7:30-
8:15 

Executive Session 
To Discuss Personnel Matter 

   

8:15-
8:30 

Closings 
• April 21 draft agenda (Board Packet) 
• Meeting Checklist 

o Everyone was present physically and 
attentively 

o No sidebar conversations 
o Maintain topic focus 
o Everyone had a voice and was heard 
o Be honest but not brutal 
o Don’t monopolize 
o Clarify the purpose of each agenda item 

to begin 
o Signal if you feel personally attacked, 

disrespected, or put down 
• Review Decisions, Tasks, Assignments 
• Adjourn Meeting 

  
Review 
Evaluate 
meeting 
process: what 
worked and 
what needs 
improvement 
 

 
President 
 
President 
 

 
 



	  

	  

Project	  Plan	  for	  Fiddleheads	  Co-‐Manager	  Eval	  and	  Coaching	  
	  

Stage	   Objective	   Co-‐Manager	  
Role	  

Board	  
Role	  

	  
Deadline	  

1. 	   Move	  ahead	  with	  obtaining	  a	  coach/consultant	   Lead	   Support	   March	  20,	  
2015	  

2. 	   Review	  budget	  to	  find	  funding	  for	  coach/consultant	   Lead	   	   March	  20,	  
2015	  

3. 	   Board	  decides	  minimum	  evaluation	  criteria	  and	  
metrics	  for	  GM	  hire	  based	  on	  qualifications	  checklist.	  
Board	  will	  establish	  minimum	  acceptable	  values	  to	  
hire	  a	  GM.	  
	  
Coach	  will	  evaluate	  co-‐managers	  against	  this	  criteria	  

• Rank	  individually	  
• Estimate	  time	  to	  achieve	  competency	  as	  GM	  

Support	   Lead	   March	  24,	  
2015	  

4. 	   President	  and	  Vice	  President	  meet	  with	  Co-‐managers	  
meet	  to	  discuss	  specifics	  of	  the	  coaching	  contract	  

• Duration	  
• Frequency	  
• Evaluation	  metrics	  including	  the	  GM	  evaluation	  

criteria	  

	   	   	  

5. 	   Co-‐Managers	  Sign	  Contract	   Lead	   	   	  
6. 	   Coach	  conducts	  assessment	  	  

• What	  are	  strengths?	  
• What	  are	  areas	  for	  development?	  

Prepare	  a	  Board	  presentation	  of	  findings.	  

Lead	   	   	  

7. 	   Present	  assessment	  findings	  to	  the	  Board	  with	  
development	  plan.	  
Board	  decides	  if	  findings	  and	  development	  plan	  are	  
sufficient.	  If	  approved,	  continue	  with	  steps	  below.	  
If	  Board	  does	  not	  accept	  the	  development	  plan,	  project	  
plan	  ends.	  Board	  starts	  GM	  search.	  
	  

Lead	   Approve	   April	  or	  
May	  Board	  
Meeting	  

8. 	   Proceed	  with	  coaching/consulting.	  
Work	  the	  Plan	  to	  close	  gaps	  and	  develop	  a	  strategic	  
long-‐term	  plan.	  

Lead	   Support	   	  

9. 	   Midpoint	  Progress	  meeting	  at	  3	  months	  with	  
President	  and	  Vice	  President,	  coach	  and	  co-‐managers.	  
President	  and	  Vice	  President	  report	  to	  the	  full	  board.	  

Lead	   Support	   July	  or	  
August	  
Board	  
Meeting	  

10. 	   6-‐month	  evaluation	  of	  Co-‐Managers	  
What	  are	  the	  areas	  of	  growth/development?	  	  Impact?	  
What	  are	  remaining	  areas	  of	  development?	  Impact?	  
	  	  

Support	   Lead	   October	  or	  
November	  
Board	  
Meeting	  

	  







GM	  

Board	  

Members	  	  

Store	  
Opera1ons	  External	  

Future	  

General	  Manager	  
5	  Direc1ons	  of	  Leadership	  

•  Ends	  
•  Limita1ons	  
•  Repor1ng/Accountability	  
•  Strategic	  Conversa1ons	  
•  Board	  Support	  

•  Equity	  
•  Expanding	  
•  Engaging	  

•  Ends	  Implementa1on	  
•  Systems	  and	  Processes	  
•  Staff	  HR	  	  
•  Finances/Inventory	  
•  Marke1ng	  
•  Regula1ons/Legal	  
•  Facili1es	  
•  Shoppers	  
	  

	  
•  Business	  Community	  
	  	  	  	  	  	  	  	  	  	  	  	  	  (Chamber,	  Government)	  
•  Outreach	  
	  	  	  	  	  	  	  	  	  	  	  	  (Schools,	  Chari1es,	  Faith	  Orgs)	  
•  Suppliers/Farmers/CT	  Local	  
•  Coopera1ve	  Peers	  
	  

•  3	  /	  5	  /	  10	  yr.	  Business	  Strategy	  
•  Expansion	  of	  Business	  
•  Expansion	  of	  Facili1es	  
•  New	  &	  Novel	  Endeavors	  
•  Collabora1on	  &	  Compe11on	  
	  	  	  	  	  	  	  	  	  	  	  	  (proac1ve	  vs.	  reac1ve)	  
	  



Qualifications Work Sheet 
 

Please rate each qualification using the following scale:  
 R-Required: Without this qualification, the candidate will receive no further consideration.  
 HD-Highly Desirable: Without this qualification, the candidate may be considered but is not 

guaranteed an interview.  
 MD-Moderately Desirable: This qualification could be useful but is not necessary.  
 n/ a: This qualification is not applicable to our co-op.  

 

 “Hard” Qualifications"(specific 'skills-or-experience-verifiable on a resume) 

Retail management experience R 
Strategic Planning Experience R 
Experience with-operating, capital, and cash budgeting R 
Supervisory experience: hiring, training, evaluating, compensating, firing R 
Computer literacy R 
Bottom-line accountability experience HD 
Experience in the natural foods industry HD 
Knowledge of current trends in the natural foods industry HD 
Retail natural foods experience HD 
Marketing and merchandising in highly competitive markets HD 
Experience with Policy Governance HD 
Cooperative management experience HD 
Community Involvement HD 
Ability to evaluate and determine appropriate strategic changes HD 
Experience Supervising Managers HD 
Demonstrated ability to develop systems HD 
Ability to interpret financial statements to laypeople MD 
Ability to make financial investment decisions MD 
Experience working for or serving-on-boards of directors. MD 
Conventional grocery experience MD 
Independent (as opposed to chain) store management MD 

 

 “Soft” Qualifications (skills that don't necessarily show up on a resume) 

Ability to articulate a vision and get group members to buy into it R 
Ability to be proactive and keep momentum going for growth and change R 
Ability to build an effective management team  R 
Ability to communicate clearly, timely, and effectively R 
Ability to listen R 
Ability to- give and receive feedback without defensiveness R 
Commitment to cooperative values and principles (embrace of ICA) R 
Great enthusiasm for working at our store, not just co-ops or natural foods 
stores in general R 

Ability to make tough decisions HD 
Ability to motivate, lead, and coordinate people to gain cooperation HD 
Respect and support for the board's process HD 
Ability to manage own and others’ time HD 
Ability to handle multiple demands HD 
Ability to present spoken and written information clearly HD 
Openness to good new ideas, regardless of where they come from HD 
Ethics ? 

  


