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Before issuing you
buzzers, know these few

basics  about your
Hostess

Alexis Trifecta

CONTESTANTS

Cabot brand started in 1984.

Share in Boston in 1990: 4.5

 Limited sales outside NE

HISTORY
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15 years later sold in every state

Boston share about 22%

NYC, Philly and Tampa all about
12%

TODAY

MAJOR QUANDARIES

Do you know when you are marketing
to your members or your customers?

Do you know what business you are
in?

Do you even know what marketing is?

Who is your customer?
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BRAND

If your cooperative owns a brand, can
they afford to invest in marketing?

What is a good amount to invest?

Against what margin or expected
return?

What good does a brand do you
anyway?

POSITIONING

What makes your brand different or
better?

Is farmer-owned the same as
cooperative?

Is Vermont a major gift?

 What is yours?

What parts of the country care?

HOMEWORK

Do you know why customers buy your
goods or services?

Do you know what more they want
from you?

Where do you find more like ‘them’?
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Have you asked your customers,
target customers what they think?

What did you do with the
information?

TESTING

BEFORE VS. AFTER

BEFORE VS. AFTER
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BEFORE VS. AFTER

Do you want more members?  More
customers?  More prospects?

Does your brand tell a story?

RESULTS

Do you rely first
on cooperative

message or
quality?

Is it memorable?

Are you confused
about what

comes first?

Does your board have the expertise
for the business that you are in?

Did your management grow up with
the cooperative?

Can you afford to grow?

MANAGEMENT
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Who is your competition?

Do you know more about them or
your cooperative?

What other cooperatives are you
involving in your success?

WISDOM

Can you ever give back
enough for the sake of

the cooperative?

RETURN TO MEMBERS

On behalf of the farmer-
owners who own Cabot,

Thank you.

I hope in return for the time I
spent here that you’ll buy our

cheese, please.
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