
Fresh news from your locally grown food co-op
Issue 39 • Spring 2014

IN THIS ISSUE:
Valley Jazz Shares ............................................... 4
Parking Update! ................................................... 5
Austin Miller Co-op Hero Awards .................. 5
Ada's New Product Pics .................................... 6
Equinox Botanicals ...............................................7
Stoneman Brewery ............................................. 8
B Corp Businesses............................................. 10
GMO Labeling Bill ................................................12
Patronage Dividend Rebates ...........................13

WE'VE GOT YOUR GOAT (CHEESE)
by Corey Brown, Wine & Cheese Department
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Continued on page 9

CREAMY and crumbly, smooth and 
firm…the wonders of goat 

milk cheese go way beyond chèvre, the humble 
yet delicious form that immediately comes to 
mind when we say "goat." If you think you like 
goat cheese—or don't like goat cheese—you may 
be basing your opinion on a narrow set of experi-
ences. There's a whole world of goat out there!

When customers in the cheese department at 
River Valley Market ask me questions about goat 
milk cheeses, they are often as surprised by the 
answers as I was when I first learned about them. 

The most common question about goat milk 
cheese is, “What makes a goat milk or its cheese 
taste goaty?” The quality of "goatiness," or a 
distinctly strong essence of goat, is affected by 
several different factors in the female goat's 
environment. 

Interestingly, even though the female goat or doe 
is the milk producer, sometimes goat flavor can 
be attributed to the presence of a male, or buck. If 
a buck is kept in the vicinity of the milk-producing 
flock of does, his mere presence adds a musky 
scent to the milk and gives it a “bucky” under-
tone. This musky undertone is not a desired qual-
ity when it comes to the flavor a goat dairy farmer 
is trying to express in milk. To prevent a musky 
milk flavor, bucks are generally kept in a separate 
house from the does, unless it is breeding season.

Feed and breed also affect the flavor of goat's 
milk. Most people find that a Nubian goat will 
produce sweeter and creamier milk than a 
Toggenburg goat. The milk of a Toggenburg goat 
is often used in producing a strongly-flavored goat 
cheese, while the milk of a Nubian results in a fan-
tastic chèvre. 

INVESTING IN 
YOUR CO-OP 
MAKES GOOD CENTS
RIVER VALLEY MARKET  
RAISES MORE THAN $2M  
IN RECORD-BREAKING  
MEMBER LOAN EFFORT

by Jade Barker, Vice President, Board of Directors

ON March 9th, River Valley Market complet-
ed an historic member loan campaign 

and became the first food co-op in our hemisphere 
to raise over $2 million dollars in member loans!1 
As the first start-up food co-op in the U.S. to raise 
over $1 million back in 2006,2 we had cause to be 
optimistic—that member loan campaign had been 
a highly successful “slow money” local investment 
project before we’d even heard of “slow money.3” 
Our community really wanted a co-op, and has 
demonstrated that with continued, enthusias-
tic patronage.4 But while our first campaign 
was to open a store, the reason for our recent 
campaign was, to some, a bit more nebulous. 
Would our member-owners be as enthusiastic 
about a refinance?

The Rochdale Equitable Society of Pioneers, who 
opened their first co-op in 1844 in Rochdale, 
England, understood the value of investment. 
Hundreds of co-ops before theirs had opened 
and closed in failure, mostly as a result of under-
capitalization. The Pioneers were driven to start 
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WHAT I LEARNED THIS WINTER
by Dorian Gregory, River Valley Market Board President

I learned something this 
winter—something I 

thought I knew, but it 
turns out I could stand to 
learn it again, and maybe 
a bit more deeply. Turns 
out that people working 
together really can ac-
complish audacious goals; 
when we dream big to-
gether, we can make big 

dreams come true. I learned, again, that together 
we are unimaginably stronger than anyone of us is 
alone. I learned cooperation. 

The co-op has been an inspiration to me for many 
years now—from our humble beginnings as a con-
versation in someone’s living room, to our 15,000 
square foot store that sometimes feels like we are 
busting at the seams. And this month I was in-
spired yet again.

This month we achieved a long-anticipated mile-
stone. We completed the planned re-financing of 
our original start-up loans, including the "for-
giveness" of $1.7 million in bank debt for a fee of 
$165,000, as planned. This is a huge moment 
for the co-op, as it marks the change from be-
ing highly leveraged with negative equity, to a 
healthier, stronger position of positive equity. 
We did this with the participation of everyone 
in our community. And I mean everyone—shop-
pers, workers, directors, vendors, managers—
everyone contributed to making the refinancing 
possible. And part of the refinancing plan includ-
ed our member loan campaign. 

I am pleased to report success on this front as 
well. Together, we have set a hemispheric re-
cord here at River Valley Market—for the second 
time. Before we opened the store, our member-
owners set a record by lending over $1 million to 
help launch the business. This helped us leverage 
other loans from banks and other lenders, and the 
founding members were able to bring the co-op 
to fruition. 

Last September, your board launched an auda-
cious $2 million member loan campaign to shift 
away from bank debt to more member-owner 
debt capital. We are nine elected representa-
tives of the membership and among the group, I 
am pretty sure some people knew we could do it, 
some weren’t so sure but were willing to try, and 
others, like me, were skeptical but committed to 
being part of the endeavor. And, this week, as I 

am writing this report, we did it! At $2.3 million 
and counting, we are OVER THE TOP!

A campaign of this size could only be successful 
through the aligned efforts of the management 
and staff and the board of directors all work-
ing together to ensure all 6300 (and counting) 
member-owners were aware of the opportunity to 
make this additional investment in the co-op and 
bring the campaign to fruition. We had the vision 
to dream it together, and together we made the 
dream come true. 

As we keep demonstrating, cooperative owner-
ship is an economic model that can create great 
benefits for our communities and member-
owners. The co-op’s purpose is to create a just 
marketplace that nourishes the community, and 
members understand that fulfilling that pur-
pose takes capital. Like all businesses, from time 
to time, the co-op will ask its owners to add to 
the capital of the business, in the form of equity 
shares, and in the form of loans as the co-op’s 
needs grow and the community expands. 

And, like all profitable businesses, from time to 
time, the co-op will distribute earnings to its own-
ers. As we did for the first time last year, again we 
sent patronage rebate checks to member–owners. 
If you're a member-owner who shopped regular-
ly at the co-op in FY2013, chances are you have 
already received your proportionate share of the 
$64,000 that the co-op is distributing to mem-
ber-owners this year. Redeem your voucher for 
cash, credit on purchases, a gift card, or donate it 
to the non-profit funds that support the work of 
other cooperatives. Either way, we are growing 
the cooperative model of economic empower-
ment in our community. 

So, I learned something this winter. I learned 
cooperation and the power of working together. 
When a dream feels too big to even speak it, 
looking to my community to dream it together 
makes it all seem possible. What dreams feel too 
big for you to dream alone? Let’s dream togeth-
er—together we are making a difference. Thank 
you for your participation. 

For more inFormation about 
becoming a member-Lender, 

please stop by Customer Service. 

“a member loan just 
made sense – a chance 

to invest in the 
community, further 

secure the local food 
economy, and receive 

a fair return on my 
money. it was the right 

thing for me to do.”
	 —	Dorian		Gregory

River	Valley	Market	Board	Vice	President/Treasurer
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FROM THE CO-OP MANAGER
by Rochelle Prunty, General Manager 

IT IS the first day 
of Spring as I 

write this. We asked our 
membership to help us 
spring forward by invest-
ing in our member loan 
program and we are over-
whelmed with gratitude 
and inspiration by your re-
sponse. With $2.3 million 

in member loans as of today (and more still com-
ing in), you positioned us well for our refinancing. 
Our goal was $2 million in member loans with 
$500,000 reserved for minor store remodeling 
and some equipment and computer upgrades. 
Exceeding our goal provides more flexibility in the 
scope of that project if needed, or alternatively to 
retire even more outside debt. Thank you!

REFINANCING SUCCESS
On March 10th 2007, we had a tax credit program 
start-up loan of $7.3 million and $1.1 million in 
member loans. On March 10th 2014, we were able 
to repay all our maturing loans (over $1 million), 
secure $1.7 million in debt reduction for a fee of 
$165,000 (a benefit of our tax credit start up fi-
nancing program), and create competition for the 
refinance of our $3.7 million balance on our tax 
credit program start-up loans at greatly reduced 
interest rates. The refinancing included the re-
lease of $300,000 that thirty other food co-ops 
from across the country deposited in the National 
Co-op Bank to secure one of our loans. 

The refinancing reminds us of how grateful we 
are that our original lenders believed in us back in 
2007. In 2007 very few brand new food co-ops 
had opened in the last thirty years. Our co-op was 
considered a high risk project. We did our home-
work well, and now all can see that this was a 
successful community project. But back in 2007 
everyone (members, member-lenders, and banks) 
had to take a leap of faith that we could succeed. 

In addition to the 250+ member lenders, our 
start-up financing included the Bank of Western 
MA (now People’s United Bank), the Co-op Fund 
of New England, NCB Capital Impact, CEI Capi-
tal, Dudley Ventures, Local Enterprise Assistance 
Fund (LEAF), and Common Capital. We also had 
some CDBG support from the City of Northamp-
ton, a substantial green building grant from the 
Massachusetts Technology Collaborative, and 
an unsecured loan from Florence Savings Bank. 

It took quite a village to open our food co-op, and 
we appreciate everyone's contributions.

TWO NEW PROGRAMS
With the refinancing successfully completed,  
we are moving forward to launch two exciting 
new programs:

• Gain Share: A quarterly profit sharing pro-
gram for our staff

• Food for All: A needs based discount pro-
gram for our shoppers

GAIN SHARE
We plan to start the gain share program for our 
next quarter, after conferring with the union on 
the details. This is a way to share the financial 
success of the co-op with a bonus opportunity for 
our staff members, based on quarterly operating 
results. This program will complement our cur-
rent Open Book Management program, and we 
are looking forward to implementing it.

FOOD FOR ALL
Food for All is a program that anyone who 
participates in WIC, SNAP, or SSI programs can 
qualify for. Program participants will receive a 
10% discount on co-op purchases to help stretch 
their food dollars a little further. In a time of so 
many cuts to these programs, we are happy to 
offer a little support.There is a simple annual 
program application for membership in Food 
for All. Applications will be available at the 

Northampton Survival Center and the Food Bank 
as well as in the co-op. 

This new program complements our Great Val-
ues Every Day program with reduced prices on 
key staple grocery items throughout the store 
like milk, organic bananas, peanut butter, rolled 
oats, orange juice, beans, rice, cheese, and more. 
Food for All also complements our Low Income 
Membership Assistance Program to support 
membership for our low income shoppers who 
can’t afford the full member equity investment to 
become member-owners. 

PVTA PROPOSAL
If the proposed PVTA bus route expansion suc-
ceeds in passing, there will soon be regular bus 
service to both the Northampton Survival Center 
and the co-op which adds more community access 
to to all the exciting programs we offer. Your sup-
port can help! See details below.

STORE REMODEL
We will be working with NCGA’s store design 
services to plan for our store remodeling now that 
the member loan campaign has been successfully 
completed. We are not expanding the store size, 
just rearranging to make it work the best we can 
for both customers and staff and upgrading some 
equipment. We will keep you informed as the 
planning process progresses. 

Thank you for your support! 

HELP BRING PUBLIC TRANSPORTATION  
to the NORTHAMPTON SURVIVAL CENTER  
and to RIVER VALLEY MARKET!

HOW: Attend a public comment session with 
the PVTA, addressing their recommendation 
to establish bus stops at the Northampton 
Survival Center and River Valley Market.

WHEN:  Wednesday, April 9th, 4-7 pm

WHERE: Northampton City Council  
Chambers (behind City Hall)

DETAILS: The PVTA is proposing a new 
"X98" crosstown bus to connect the 
Northampton Survival Center with stops 
downtown, the YMCA, Big Y PLaza, and  
River Valley Market.

MESSAGE:
1. Resounding support for the PVTA's inclu-

sion of these new bus stops
2. Strong encouragement for them to run the 

bus every hour, instead of every two hours
3. A request to run the bus until 7, rather than 

5 pm, to better match with Survival Center 
and co-op service hours

WRITE: If you're not able to attend, or in addi-
tion to your presence, please consider writing 
a letter of support to Mary MacInnes, PVTA 
Administrator, 2808 Main St., Springfield, 
MA 01107. THANK YOU!



Page 4

River Valley Market Newsletter

I’VE BEEN producing jazz con-
certs in the Pioneer 

Valley for over 25 years, and I’ve also had a farm 
share for many years (currently, Mountain View 
Farm in Easthampton). But it was only two years 
ago that I hit on the idea to use elements of the 
shared risk/benefit model of CSAs in the service 
of presenting music.

Pioneer Valley Jazz Shares, which launched in 
2012, is based on the farm share model where 
stakeholders ensure the success of the farm by 
pre-paying for food. Our members purchase jazz 
shares to provide the capital needed to produce 
concerts with minimal institutional support. Jazz 
Shares is a grassroots, all-volunteer organiza-
tion, a community of music lovers dedicated to 
the continued vitality of jazz music. By pooling 
resources, energy and know-how, shareholders 
are creating an infrastructure able to bring world-
class improvisers to our region. 

Operating under the fiscal sponsorship of The 
Northampton Center for the Arts, we make 100 
jazz shares available at an annual investment of 
$125. (Half shares are also available, and we sell 
$15 single tickets to each event.) We produce 10 
concerts each year in Hampden, Hampshire and 
Franklin Counties. 

Each shareholder is entitled to 10 admissions and 
is invited to receptions with the artists. There are 
volunteer opportunities for shareholders to assist 
in the planning and execution of the concerts.

Over the years it has become apparent to me that 
the dwindling opportunity for working musicians 
to have their work heard before appreciative audi-
ences is one of the critical issues facing creative 
music today. Technology has given us many ways 
to listen to music, but being in the vibrational 
presence of breathing musicians allows us to 
complete the feedback loop between performer 
and audience, providing paydays and ensuring the 
continued health of the music.

My frustration with having to say “no” to gig re-
quests by acclaimed musicians because there was 
no mechanism to present them, led me to the idea 
of a community supported concert organization.

We are in the middle of our second season, and 
having a great time. We have presented estab-
lished stars like Arturo O’Farrill, Dave Douglas 
and Joe Lovano, and emerging artists such as 

Taylor Ho Bynum, Allison Miller and Mike Reed. 
This season we have 80 shareholders and 12 
business sponsors, including River Valley Market!

You can purchase shares and single tickets, and 
get the schedule and more information at www.
jazzshares.org. We invite you to join us.

NOURISHING THE VALLEY
WITH MUSIC

by Glen Siegel

3215126

www.NewEnglandDentalWellness.com

Mercury Needs To Be Removed.

SAFELY
413.774.5591
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“WHAT   
is happening with the 
parking at River Valley 
Market?” Unfortunately,  
a lot of people recall a 
time they had trouble 
finding a parking spot at 
the co-op. 

OFFSITE STAFF PARKING PROGRAM
A few weeks before Thanksgiving, we began an 
off-site parking program for our staff. This has 
greatly helped to relieve the pressure on our  
parking lot. 

We have a total of ninety-two parking spaces. 
Sometimes as many as half of these were filled by 
employees—most often, more than thirty parking 
spaces were filled by employees. We have been 
renting an all-electric minivan to use as a staff 
shuttle and give employees a ride to and from the 
parking area. This effort has nearly doubled the 
capacity of our parking lot for customers during 
peak times of the day. 

Unfortunately, since February 1st we’ve had a few 
setbacks with our offsite parking arrangements 
that have taken some time and effort to work out. 
We know we’ve had a few days that have been a 
lot tighter than we’d like since then in our parking 
lot. But the good news is that we do have an off-
site parking area. It is not a perfect arrangement at 
this point, but we are using it to make room at the 
store for more customer parking. We are work-
ing on the logistics to make this as successful as 
possible, both for staff and customers, and we are 
continuing to research a number of potential fu-
ture alternatives. 

EXPANDED BUS ROUTE
We were enthused to see that the PVTA has 
proposed a plan for an expanded bus route to 
include stops at both the Northampton Survival 
Center and the co-op. The next meeting on this  
is coming up April 9th 4-7PM in the Northampton 
City Council Chambers. We hope a lot of people 
will come to support that proposal. This provides 
an alternative for some and creates access for 
many others who cannot drive to the co-op. We 
planned and built the sidewalk from the road 
up to the store in hopes that one day a bus stop 
there would be a reality! PVTA and the city are 
projecting a final decision in June. 

Thank you for your patience in the parking lot when 
needed, and for always going slowly for safety!

If you have any offsite staff parking lot leads 
or any ideas please feel free to contact me at 
413.584.2665 extension 310. 

CO-OP PARKING:  
A WORK IN PROGRESS

by Tom Bradbury, Operations Manager

PRESENTED BY RIVER VALLEY MARKET
Co-sponsored by Franklin Community Co-op,  

Amherst Community Co-op,  
and The Old Creamery Co-op 

THANK YOU!

Together,  
we raised $2,000 for 
the start-up  
Amherst Food Co-op!

WHO'S YOUR 
CO-OP HERO?
NOMINATE HER, HIM OR THEM 
FOR AN AUSTIN MILLER AWARD!

OUR BOARD of Directors 
is seeking 

nominations for the 2014 Austin MIller Co-op 
Hero Awards, recognizing individuals and organi-
zations who nurture and sustain our community. 

Created in 2009, River Valley Market's Austin 
Miller Co-op Hero Awards recognize an individu-
al, a non-profit organization and a business in the 
Pioneer Valley that support and strengthen coop-
erative values and that embody the cooperative 
principal Support for Community.

CALL FOR NOMINATIONS
Do you know a worthy candidate you'd like to 
nominate for this year's award? Please submit 
your nomination via email to Board Member An-
drea Stanley (andrea@valleymalt.com) by Mon-
day, April 21, 2014. Be sure to include:

• Your name
• Your member number
• Your email address/phone number
• Nominee name
• Nominee contact information
• Category: individual, non-profit organization, 

business
• Detailed explanation of how your nominee has 

promoted cooperative values and principles

BACKGROUND
Austin Miller was awarded the first annual Co-op 
Hero Award during our cooperative’s celebration 
of the first birthday of our store on April 30th, 
2009, for extraordinary support from a co-op 
member-owner. Austin tirelessly and passionate-
ly championed the dreams of our membership for 
a locally grown food co-op in Northampton.

Austin was a founding co-op member-owner 
whose career was devoted to serving people in 
Western Massachusetts by supporting com-
munity development projects that provided low 
income housing, shelter for victims of domestic 
violence, and food for the hungry. He specialized 
in securing financing for projects that directly 
benefited people in need and strengthened our 
communities. Our community lost a good friend 
when Austin passed away in October of 2009.
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Movie Screening Fundraiser at

the Academy of Music

Did you know...?

EVERY light in the 
River Valley 

Market parking lot contains a 
photovoltaic cell to measure 
ambient light. The parking lot 
lights are programmed to come 
on half an hour before dusk and 
to turn themselves off half an 
hour after dawn. The sensors in 
the photovoltaic cells determine 
when it's time for the lights to 
turn on and off. 
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ADA'S NEW PRODUCT PICKS  
FROM THE WELLNESS DEPARTMENT

by Ada Langford, Wellness Department Team

WE HAVE quite a few new 
products here in the 

Wellness Department. I'd love to talk about ev-
erything, but that would be its own newsletter! 
Have no fear—I'll get to everything eventually, but 
in the mean time here are a couple of new prod-
ucts that I just love!

MYCHELLE
I'm in love. With a skin care company. It's true! 
I've been absolutely blown away by these prod-
ucts. Working as an esthetician for more than 
eight years, I tried and worked with many differ-
ent skin care lines that only professionals can use. 
Lucky me right? My bathroom was always full of 
stuff that I just chalked up to an occupational haz-
ard. I've been out of the spa setting for a couple 
years now, so I've been kind of lost as to what was 
out there. Working here has allowed me to try a 
whole bunch of skin and body care. I made my way 
through some of the product lines we carry here 
and finally landed on Mychelle, and this is where I 
shall stay. So let me count the ways!

Founded in Colorado in 2000, Mychelle's trade-
mark is “Seeded in science and rooted in nature.” 
What does that mean exactly? They take the 
most potent, powerful plant based ingredients, 

and turn them into effective, non toxic formulas 
that deliver fast, powerful, visible results. I can't 
stress those last three words enough. I've tried 
other natural skin care products with the hopes of 
seeing a real change in my skin only to be disap-
pointed, and on top of that, end up with a nice 
dent in my wallet. 

Mychelle is a dermaceutical line. A dermaceuti-
huh? Think of it like a multivitamin for the skin. 
Science meets skincare. Nutrient dense ingre-
dients and the most advanced, clean technol-
ogy making a visible difference at the surface of 
the skin, and below at the cellular level. There's 
nothing more disappointing than buying a whole 
bunch of skin care products and not seeing much 
of a difference. These are natural products that 
actually work! Mychelle uses plant stem cells, 
peptides, antioxidants, omega-3s, fruit enzymes 
and B vitamins just to name a few! 

It's extremely user friendly. There's something for 
everyone. They have a vast selection of products 
that are either skin type specific, or based on con-
cerns like sun damage and wrinkles, and every-
thing is interchangeable! 

So let's say you have sensitive skin 
but are concerned with dehydra-
tion and also are experiencing 
adult acne (oh joy). No problem! 
You could use their Pure Harmo-
ny line for sensitive skin, Ultra 

Hylaronic Hydrating Serum, and their 
Clear skin spot treatment to heal blemishes. Did I 
mention that you can layer the serums?? Endless 
possibilities. They even have trial size kits that 
you can buy to sample six of their products. The 
website is extremely helpful, and you can get a 
free personal consultation with their esthetician 
over the phone. How great is that?! As someone 
who has dry skin, rosacea (extremely sensitive 
skin), struggles with occasional acne and is also 
concerned with aging, I can address all of my  
issues with this line, and I've been very happy 
with the results! 

This is a company with a conscience, from fund-
ing projects that promote women's empower-
ment to making sure their eco-conscious efforts 
resonate throughout their company. All of their 
packaging is made from 100% post-consumer 
packaging materials. They are also a cruelty-free 

line company and are huge advocates for the 
cause. All of the products are gluten-free, and 
some are even vegan.

SKINFARE
I seriously wish that I had tried this product ear-

lier. I had a sample of this just floating 
around in my apron for months 
and finally opened it, only to 
love it. SkinFare makes lotion 
sticks. They look like big lip 
balm tubes that come in six dif-

ferent kinds. The base 
ingredients of each 
product are the same 
but the essential oil 

blends vary, depending on the is-
sue it treats. This winter, before I found SkinFare, 
I found myself applying lotion in our aisle about 
6 times a day. I felt like Goldielocks. One was too 
greasy, another was gone as soon as I washed my 
hands. Nothing seemed to really make a lasting 
difference. Then I found SkinFare—now my hands 
stay moisturized and soft for hours. What's in 
SkinFare lotion sticks that makes them so great? 

Coconut oil - Rich in fatty acids that have a small-
er molecular structure that penetrate deeper than 
other oils

Castor oil - A natural humectant that draws 
moisture into the skin and keeps it there

Beeswax - Since it's impervious to water it 
coats the skin in a protective layer that prevents 
dryness. 

Palm Fruit Oil - Naturally high in antioxidants and 
vitamin E to keep cell membranes intact.

SkinFare is hand-made in small batches in the 
Appalachian mountains of North Carolina, and all 
of the ingredients are certified organic, harvested 
sustainably and traded fairly. They even package 
it in a compostable paper tube. 

Ada Langford is a member of our Wellness Team. 
Her passionate interest in skincare, and experi-
ence in the field as a licensed esthetician help us 
shape our Body Care Department. Stay tuned for 
more of her picks in future newsletters, and look 
for her in the aisles for help finding the right prod-
ucts for you.
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Making good food affordable

GREAT VALUES EVERY DAY
Here's a sampling of some of April's Great 
Values on staple groceries that you'll find  
every day throughout the store:

Bulk Brown Long Grain Rice  $.99 lb

Organic Fair Trade Bananas  $.95 lb

Field Day Organic Black Beans 18 oz  $1.29

Certified Organic Avocados  $1.29 lb

Bulk Organic Rolled Oats 5 lbs  $1.49 lb

Field Day Organic Chicken Broth 32 oz  $1.99

Field Day Organic Salsa Medium 16 oz  $2.99

Soyboy Organic Extra Firm Tofu 16 oz  $1.99

Field Day Toilet Paper Recycled 12 pk  $7.99

Field Day Organic Pasta 16 oz  $1.99

Nancy's Organic Nonfat Yogurt 64 oz  $7.29

Meyer's Certified Humane Ground Beef  $4.99 lb

Applegate Organic Sunday Bacon 8 oz  $5.99

APPLY 
TODAY!

Receive a 10% DISCOUNT 
on your co-op purchases. 

(excluding beer & wine, gift cards,  

and membership equity)

The FOOD FOR ALL program 
is open to everyone in the community. 

You do not need to be a member of 
River Valley Market to be eligible.

To qualify, you must participate 
in SNAP, WIC, or SSI.

River Valley Market
Making Healthy Food 

Affordable to Everyone!

STOP BY CUSTOMER SERVICE & PICK UP 
A BROCHURE FOR DETAILS

Applications also available at Northampton  
Survival Center and the Food Bank of Western MA

FOOD
ALLfor"YOU would have difficulty finding an 

herb business where the entire 
traditional process of sustainable healthcare, on 
every level that works for humans, as well as all 
other life, is as intact," says Christopher Hobbs, 
Herbalist, Author and Founder of American Herb-
alist Guild, commenting on Paul Strauss' Equinox 
Botanicals.

Equinox Farm, nestled in the fertile foothills of 
the Appalachian Mountains in Southeast Ohio, 
is a very special place where organic farming 
has been practiced longer than the term "organ-
ic farming" has existed. It's a place where for-
ests chock full of endangered medicinal species, 
which were being desecrated by strip mining for 
coal in the early 1970s, have been reclaimed, re-
stored, and protected by conservation easement 
for over forty years. Students, teachers, herbal-
ists, botanists, and conservationists from far and 
wide come there to study, conduct research, and 
revel in natural wonder.

In 1990, 370-acres of Equinox Farm was donated 
to United Plant Savers, a national organization 
dedicated to the preservation of medicinal spe-
cies and their habitats, forming the first ever me-
dicinal plant sanctuary, aptly named “The Gold-
enseal Sanctuary” for the abundance of the herb. 
Information about United Plant Savers work can 
be found at www.UnitedPlantSavers.org. To learn 
more about Paul Strauss and his four decades of 
conservation effort, visit www.SanctityOfSanc-
tuary.com where you will find information about 
the upcoming feature film "Sanctity of Sanctuary: 
Paul Strauss and the Equinox Farm."

Since 1983, a full line of ultra-high quality, organic 
botanical medicines and body care products has 
been sustainably produced on Equinox Farm, 
many of which are now available at River Valley 
Market including the product that started it all, 
The Golden Salve, called "The best salve I've ever 
used!" by Rosemary Gladstar. 

All Equinox Botanicals products are handmade in 
small batches on Equinox Farm using fresh herbs, 
harvested according to peak potency cycles, 
and processed immediately to ensure the high-
est quality possible. From their environmentally 
friendly packaging to a solar powered manufac-
turing facility, sustainability is at the core of Equi-
nox Botanicals mission. A portion of proceeds 
from sales of Equinox Botanicals products is do-
nated to United Plant Savers. 

In 2003, Western Massachusetts natives and 
River Valley Market members Rob Templeton and 
his wife Hilary visited Equinox Farm as students 
of the Northeast School of Botanical Medicine. 
They returned the following year to continue 
studies in Herbalism and Homesteading. After 
five seasons of living and working on Equinox 
Farm, strong family and community ties and a 
love for the Pioneer Valley brought them home. 
Today, they run the business end of Equinox Bo-
tanicals from their home office in Deerfield where 
they reside with their daughter, Magnolia. Rob 
can be found frequently in River Valley Market 
sharing product samples and information about 
Equinox Botanicals and United Plant Savers.

EQUINOX BOTANICALS:
SUSTAINABILITY AND CONSERVATION WITH LOCAL TIES

by Rob Templeton, River Valley Market member-owner and co-business manager of Equinox Botanicals

Paul Strauss teaches a class

Rob Templeton harvests mullein
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JUSTIN Korby, a 
stonema-

son by trade, is no stranger to hard 
work. Having practiced his craft 
for over a decade, he accidentally 
underbid a project a few years ago. 
Basically, he says, he worked two-
and-a-half years for free. In the 
meantime, he devoted himself to his 
hobby of home-brewing beer. Grad-
ually, an idea took root: he felt ready 
for a career change, and opening a 
brewery seemed like a compelling 
option. But how would he compete 
with larger brewers, while maintain-
ing some sense of balance in his 
personal life?

Wanting to keep his operation 
small, he knew he'd need some fea-
ture to distinguish it from other mi-
crobreweries. A proponent of bol-
stering the local economy, he toyed 
with the idea of starting a “beer 
CSA.” The more he thought about 
it, the more it made sense. He could 
produce small quantities of high-
quality beer, patronize local grain 
growers, respond quickly and effec-
tively to his members' palates, and 
set an example for others to use this 
model themselves. Though he touts 
Stoneman Brewery as “the first Beer 
CSA in Western Massachusetts,” 
he's also clear that he doesn't want 
it to remain the only one.

Korby envisions a local ecosystem 
of microbreweries and farms, saying 
he aims to return to “how brewer-
ies were 100 to 200 years ago.” 
This means the process of develop-
ing new brews is based mainly on 
the availability of local ingredients. 
Larger brewers, he explains, source 
their grains from multiple suppli-
ers and blend them for consistency. 
Korby's commitment to keeping it 
local means that when he buys a 
batch of malted barley from Valley 
Malt in Hadley, its flavor reflects the 

STONEMAN BREWERY:
COMMUNITY-SUPPORTED BEER FROM COLRAIN

by Philip Maurer, Wine & Cheese Department Team Member

field it was grown in, the weather 
that year, and the specific variety 
that was grown. This means he can't 
necessarily depend on using the 
same recipe from batch to batch. 
The variable nature of single-origin 
ingredients is “challenging,” he says, 
“but also exciting.”

The description sums up his experi-
ence of running a small business. 
It's clear that Korby has put a huge 
amount of thought into planning, 
developing, and operating the brew-
ery. It's more mentally exhausting 
than stonemasonry, he says, but 
easier on his body, and therefore 
more sustainable for him. It's a fam-
ily affair, too, with his wife and other 
relatives supplying much of the 
brewery's labor, and contributing to 
its long-term vision. They have plans 
to expand, with one current goal 
being the installation of a six-head 
bottle filler so they can fill more 
than one bottle at a time. But Korby 
is clear that this is just one of many 
projects his family has in the works. 
Yes, they're devoting a lot of time to 
it now, and want to see it succeed, 
but he's firm that they “don't want 
to just be brewing beer for the rest 
of our lives.”

Instead he wants to serve as a 
model for community-focused busi-
ness. He's interested in encourag-
ing other local breweries to open, 
which he hopes will encourage more 
local cultivation of a wide variety 
of grains. He sees opportunities to 
collaborate with other local brewer-
ies, such as his recent collaboration 
with People's Pint on a beer (avail-
able this May) made specifically for 
River Valley Market. His vision of a 
more robust local economy is clear 
and convincing. It's hard work, it's 
slow-going, and the learning curve is 
gigantic, but Korby's enthusiasm is 
contagious. “At the end of the day,” 
he says about his venture, “it's fun.”

IN Mid-April, we will begin carrying a brand new local beer that 
has River Valley Market's name on it. Carrying the name  

Co-Hop Spring Ale, the beer is being brewed through a collabora-
tion between Stoneman Brewery of Colrain, MA and People's Pint of 
Greenfield, MA, where it may also be sold.

The beer is a citrus pale ale made from 97% local ingredients,  
including products from Valley Malt in Florence, MA. We  
estimate that the cost of a 22 ounce bottle will be about $6.99. 

If you would like an advance sampling, come to a release party at 
People's Pint on Sunday, April 6, 5-7 pm. The beer will be available 
at River Valley Market soon thereafter!

Stay tuned and check your weekly emails and Facebook for updates. 
We'll let you know when it arrives!

OUR PRIVATE LABEL 
BEER IS ON ITS WAY!

by Corey Brown, Wine & Cheese Department Team Member
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their co-op by particularly dire circumstances 
wrought by the Industrial Revolution: at that 
time the average life expectancy of a Manches-
ter laborer was 17v, one half of all funerals in 
London were for children under the age of 10.vi 
The Pioneers determined that self-help was the 
best way to sustainably provide for themselves 
and their families.

Our economic circumstances are clearly some-
what different in 2014; but many of us have seen, 
most recently in the economic downturn of 2008, 
what unfettered capitalism can do to our econo-
mies and our communities. Just as the Pioneers 
did in 1844, our River Valley Market founders de-
termined that self-help could sustainably reinvig-
orate our local economy and local food system. 

Clearly, our co-op is a success. In almost six years 
our customers have purchased nearly $80 mil-
lion dollars worth of goods, and through local 
purchases and employment alone, contributed 
almost $7 million annually to our local econo-
my. Good management and devoted member-
owners made our journey to profitability much 
shorter than expected (three years actual vs. six 
originally projected). But launching our coopera-
tive required significant investment; a variety of 
institutions and individuals invested nearly $9 
million before we opened our doors in 2008. 
And though our planned March 2014 refinance 
included $1.7 million in debt forgiveness (for a 
fee of $165,000), it also required a repayment of 
nearly $1.3 million in loans, as well as refinancing 
our remaining loan balances of about $3.7 million. 
Where would that money come from? Your elect-
ed board of directors believed that a significant 
amount could come from you, the owners of this 
co-op—and you reaffirmed our faith in coopera-
tive ownership.

We are the owners of our co-op, and as own-
ers we have a responsibility to ensure the finan-
cial stability of our business. Member-owner 
investment not only improves our bottom-line; 
it improves the co-op’s stability. Most member-
owners invest in the co-op not just for a fair rate 
of return, but because the co-op serves their 
interests and the interests of the community. 
Member-owners typically want a sustainable lo-
cal economy that supports local farmers and food 
producers, provides livable wages for employees, 
as well as a source for healthy and nutritious food 
for their families. Because co-ops are commu-
nity-owned and operated for the benefit of the 
community, based on the seven cooperative 
principles,vii co-ops provide significant benefits 

Member Loan Campaign, continued from page 1

beyond their economic value. The cooperative 
business model is the only business model ever 
honored by the United Nations; the U.N. declared 
2012 the International Year of Cooperatives to 
raise public awareness of cooperatives’ contribu-
tions to poverty reduction, employment genera-
tion and social integration.

When you invest in your River Valley Market, a 
business you own, use and love, you can clearly 
see the value of your investment. You are invest-
ing in a business that provides wages significantly 
above the industry average, excellent employee 
benefits and a workforce that is largely full-time. 
Our employees are represented by the UFCW 
Local 1459 and we are dedicated to a support-
ive labor relationship and providing meaning-
ful work in a rewarding work environment. You 
are investing in a business that is committed to 
a healthy environment. You can see this in part 
through our building, constructed to meet Silver 
Level LEED-certified green building standards. 
Key green features include a 34KW+ photo vol-
taic solar electricity generation system to gener-
ate renewable electricity, reducing energy use 
through daylighting, utilizing waste heat from the 
refrigeration system for heating hot water, extra 
insulation in walls and roof, the collection and use 
of rainwater for landscaping and watering plants, 
and much, much more. And you are investing in 
a business that supports local non-profits with 
in-kind donations, contributions, and sponsor-
ship of community events. Every time you use the 
co-op to provide for your and your family’s needs, 
you are making an investment in the sustainabil-
ity and well-being of yourself and your neighbors. 
We would love to do more, and, with continued 
member-owner support, we will.

If you’ve read this far, consider this: by invest-
ing in River Valley Market, not only are you sup-
porting a vibrant, local community, but you’ve 
wrested the word “invest” from Wall Street and 
brought it back to our communities.viii Now 
doesn’t that feel good?

1. The Kootenay Coop in Kootenay British Columbia, 
Canada, was the most recent recordholder, with $1.78 mil-
lion raised in November, 2013. http://www.nelsonstar.com/
news/231923211.html. Retrieved 3/16/14

2.  By our reckoning—we don’t know of any other.

3.  David J. Thompson, Weavers of Dreams: Founders of 
the Modern Cooperative Movement. (Twin Pines Press, Inc., 
2012), pg. 31.

4.  Ibid, p. 28.

5.  https://www.ncba.coop/7-cooperative-principles, re-
trieved 3/16/14

EVER wonder how small businesses 
get the capital they need to open 

and expand? It might be from personal savings 
or loans from friends and family but, most often, 
it is through loans from a financial institution. Be-
cause of the bubbles, busts, and bailouts of the 
past decade, "finance" is sometimes considered a 
dirty word. But it doesn’t have to be a dirty busi-
ness. Common Capital, a community loan fund 
based in Holyoke, uses finance as a vehicle for 
achieving important community goals and aspira-
tions. It’s not about the money: it is about provid-
ing opportunity, quality jobs, childcare, health-
care, and housing—all the components for a safe, 
self-sustaining community.

Money is an 
ingredient, 
like fuel for 

a car. But without an engine, it will never go 
anywhere. Businesses like River Valley Market 
are the engines that take money and put it to 
good use, creating resilient, sustainable local 
communities. Common Capital was one of the 
key lending partners in our recent refinancing and 
was also instrumental in obtaining our startup 
capital in 2007. Their support and commitment 
to helping us grow has everything to do with their 
mission. The jobs created here and the amount of 
local products we purchase every year supports 
our local economy and community.

Common Capital is a non-profit organization that 
is committed to a thriving local economy in order 
to create positive social and community impacts.  
Every dollar that Common Capital deploys is an 
investment in job creation, opportunity for low-
income people, essential community services, 
neighborhood rejuvenation, and environmental 
sustainability. They work throughout western 
Massachusetts and provide financing as well as 
business expertise to their clients. They also have 
free resources online for business owners.

Common Capital is offering an opportunity for 
you to invest a portion of your savings into local 
businesses. Your loan into the Community First 
Fund offers a 2% return over a three-year term 
and you can invest as little as $1,000. To learn 
more about Common Capital’s loans, business 
development services, and the Community First 
Fund, please visit www.commoncapital.org.

LOCAL MONEY
COMMON CAPITAL

by Michael Abbate, Common Capital 
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B THE CHANGE
by Marah Macrostie, Wellness Department Manager

DO you know 
what “B Cor-

porations” are? You 
probably already have 
some of their prod-
ucts in your home. B 
Corp is a certification 
given by the organiza-
tion “B-Lab.” Being a 
certified B Corporation 
means that companies 
have met or exceeded 
rigorous standards of 

transparancy and sustainability through social 
and environmental responsibility. B-Lab incentiv-
izes businesses to “do good” and uses a very spe-
cific measurement tool to quantify their success.

Why yet another certification? B Corp Certifica-
tion means more. They go beyond just saying that 
a product is GMO-free or Organic. When you buy 
something from a B Corp, you can feel confident 
that you are supporting an equitable and sustain-
able supply chain. B-Lab uses a point system that 
covers governance, workers' rights, and impact 
on the local community and the environment. 

B Corps must score eighty or higher out of a total 
of 200 available points, and are expected to in-
crease their score over time. That might seem like 
a low number, but since the requirements cover 
so much territory, it is not as easy as it sounds. 
Currently there are more than 987 B Corps in 
sixty different industries and thirty-two differ-
ent countries, and the number is growing fast. 
Together, they set a higher bar for social and envi-
ronmental performance and help pass legislation 
to increase standards for everyone.

The National Co-op Grocer's Association 
(NCGA) is a B Corp! NCGA is the co-op of food 
co-ops that River Valley Market is a member of. 
Many of the programs we have at our store are 
brought to us by NCGA, including Co-op Deals 
flyers and coupons, and the Co-op Explorers 
program for kids. NCGA also provides training 
programs for co-op managers and helped set up 
our store when we first opened. Through NCGA, 
members of our staff have helped new co-ops 
opening in the region, such as the Monadnock 
Food Co-op in Keene, New Hampshire.

Some of the B Corp products we carry here 
include Alter Eco, Seventh Generation, Numi, 
Runa, Preserve, Badger, Guyaki, Biokleen, and 
Beanfields. Look for the B Corp logo (a “B” inside 
a circle) starting to show up on packaging for 
these products.

Food co-ops have long used B Corp practices and 
this certification, similar to “Fair Trade,” is available 
to any qualifying business, co-op or non co-op.

For more information, including reports on each 
company's score and how to become a B Corp, go 
to www.bcorporation.net.

Declaration of Interdependence
We envision a new sector of the economy 

which harnesses the power of private enterprise  
to create public benefit. 

This sector is comprised of a new type of corporation—the B 
Corporation — which is purpose-driven, and creates benefit 
for all stakeholders, not just shareholders. 

As members of this emerging sector and as entrepreneurs  
and investors in B Corporations, 

We hold these truths to be self-evident: 
• That we must be the change we seek in the world. 

• That all business ought to be conducted as if people and 
place mattered. 

• That, through their products, practices, and profits, 
businesses should aspire to do no harm and benefit all. 

To do so, requires that we act with the understanding that 
we are each dependent upon another and thus responsible 
for each other and future generations.
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PLANTS are an important 
way we can connect 

with the natural world. Living in a society 
built on industry, commercialism, and mate-
rial wealth, we tend to lose touch with nature. 
We spend most of our waking hours indoors, 
hardly breathing non-stagnant air.

We are missing the cold prickle of grass be-
tween our toes, the grittiness of dirt under our 
nails, the wind on our cheeks, the sun sneaking 
behind the mountains with a radiant shower 

THE POWER OF  PLANTS
WHY WE LOVE AND NEED THEM

by Sue Roske, Fresh Produce  
Department Floral Coordinator

of pinks and lavenders as it flirts with the 
clouds, the soft hum of a worker bee on 
an important errand. We miss the sweet 
but gentle fragrance of a real-life rose that 
seems to be to be there for the sole pur-
pose of our enjoyment—letting us, know 

there is a flower nearby.

These days we don’t always get to experience 
these gifts as much as we’d like to, so we try to 
bring nature to us. We grow, buy and gift trees, 
flowers, herbs in order ot to experience a frac-
tion of nature’s beauty. We can smell, feel, see, 
and taste this natural miracle. Plants remind us 
where we came from. They bring us back to the 
days of climbing trees and running through fields 
of tall grass.

Many cultures value specific plants. Native Ameri-
cans believe tobacco to be a sacred plant that 
connects the spiritual and physical worlds. They 
also burn bundles of herbs such as sage and cedar 
to purify people and places. Chinese tradition be-
lieves burning sage is a cleansing activity. It is often 
practiced after an argument or before moving into 
a new house to get rid of negative energy. Accord-
ing to the theory of Feng Shui, plants help circulate 
good qi (pronounced “chee”), or life-force through-
out a dwelling. 

Many traditional practices like Ayurvedic 
Medicine, Traditional Chinese Medicine, and 
Native American Medicine value the use 
of plants for their healing properties. Most 
cultures, in fact, value a variety of plants for 
their sacred or practical uses including such 
Western traditions as the Christmas tree, the 
shamrock or holy basil.

Whether you have your own garden or have 
received a plant or a bouquet of flowers as a 
gift, you most likely realize how much plants 
can affect us. They remind us where we 
came from. They give us a breath of fresh air, 
quite literally, when everything around us is 
moving too quickly. They bring us closer to 
others through traditions and help us under-
stand and honor special events and beliefs. 

An avid hobby gardener might say plants 
give us purpose. To a farmer, plants are job 
security; to an office worker, a moment of 
reflection, a reminder that there is a bigger 
world outside; to a child, an important les-
son in patience and responsibility. To humans 
and other living creatures, plants bring life. 
Plants give us food, and they give us beauty. 
Our challenge as humans is to recognize their 
worth and turn to them in the midst of the 
challenges of our world. 

SOON…WE'RE GETTING DECKED OUT!
PICTURE YOURSELF. HERE. SIPPING A COOL DRINK. 

At the end of April the tent goes up, the picnic tables come out, and happy deck days begin! Stay tuned for news about a 
deck season kickoff event at the co-op!

Pamper yourself or a loved one with luscious 
bodycare products from Co-op 108, a worker 
co-op based right here in the Valley.  Ask for them 
in the wellness department at River Valley Market.

To learn more about Co-op 108 and other 
members of the Valley Alliance of Worker 
Co-ops, please visit our website or give us a call.

www.valleyworker.org • 413-268-5800

Working  for a Co-operative Economy

Together, we are working 
for a co-operative economy.
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800.852.5886
umassfive.coop

We’d like to help you save hundreds  
of dollars by refinancing your auto loan.

That’s what financial advocates do. 
.

We always have our members’ best interests in 
mind and are always looking for ways they can 
get the most from their hard earned dollar. Call 
us or stop by a branch today to see how we may 
be able to save you money by refinancing your 
auto loan with another lender.

Federally Insured by the NCUA.

GMO LABELING BILL PASSES MA 
LEGISLATIVE JOINT COMMITTEE

ON MARCH 17th, the Mas-
sachusetts 

Joint Committee on Environment, Natural Re-
sources and Agriculture, chaired by Senator Marc 
Pacheco (Taunton) and Representative Anne 
Gobi (Spencer), passed out of committee H.813, a 
GMO labeling bill. If signed into law, the bill would 
ensure that all foods sold in Massachusetts that 
contain genetically modified or engineered ingre-
dients (GMOs) would be clearly labeled.

Massachusetts joins a growing number of north-
east states working to label foods containing 
GMOs. Maine and Connecticut have already 
passed legislation. New Hampshire, New Jersey, 
New York, Rhode Island, and Vermont are active-
ly pursuing legislation.

“There is incredible momentum in the north-
east to label genetically engineered foods,” said 
Martin Dagoberto, Campaign Coordinator at 
MA Right to Know GMOs. “I’m thrilled to see the 
Massachusetts legislature taking on this impor-
tant initiative and fighting to make Massachu-
setts one of the first states to label GMOs. This is 
a significant step forward in the fight for a trans-
parent food supply.”

According to a poll conducted by The New York 
Times, 93 percent of Americans support labeling 
foods containing genetically modified or engi-
neered ingredients. 

“The bottom line is that consumers overwhelm-
ingly want to know what is in the food they eat,” 
said Deirdre Cummings, Consumer Program Di-
rector for MASSPIRG. “GMO labeling is a simple 
common sense way to allow consumers to make 
informed choices.”

"Farmers and consumers alike believe we have 
a right to know what is in our food,” said Jack 
Kittredge, Policy Director at Massachusetts 
chapter of the Northeast Organic Farming As-
sociation. “I hope the legislature will continue 
to keep moving this along until we join Con-
necticut and Maine with a strong labeling law 
to be signed by the Governor."

“MoveOn members have been very concerned 
and active on GMO labeling here in Massachu-
setts and across the country,” said Pat Fiero, Lead 
Regional Organizer, N.E., MoveOn.org. “ We are 
pleased the legislature heard and listened to the 
thousands of requests from the public for GMO 
labeling.”

This year, five GMO labeling bills have been filed 
by a bipartisan group of legislators including Rep-
resentatives Ellen Story (Amherst), Todd Smola 
(Palmer), Michael Moran (Brighton), and Stephen 
DiNatale (Fitchburg).

For more information, visit MA Right to Know 
GMOs at marighttoknow.org or find them on 
Facebook.

Button up.
A custom designed 

button will highlight your
CAMPAIGN � CONVENTION
REUNION � ANNIVERSARY
BIRTHDAY � PROMOTION

OntheButton
413 586 8554

jm.agd@comcast.net

Appreciations from a shopper 
with special dietary needs

I AM noticing that you are carrying 
many more healthy gluten-free 

foods, rather than just the cookies and crackers 
at most groceries. I also appreciate the brown 
rice noodles and whole grain corn tortillas, 
spinach tortillas, corn and quinoa pasta, mixed 
grain breads and mixes. It is difficult to find 
these things elsewhere. The carrot cake peri-
odically lures me to the deli—oh how delicious! 

The lactose-free yogurt and sour cream are 
also appreciated. I love my coop, because as a 
gluten-free person, I am not forgotten. 

The staff is very helpful in locating items, po-
lite and cheerful.    

—Rita Horn

Jim Gipe has been photographing local farms and farmers 
for River Valley Market in all kinds of weather since before 
we opened our doors in 2008. Here he is making poultry 
friends at Lynn's Laughing Layers in Hadley. Thanks for all 
the great photos, Jim!
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CHECKS ARE IN THE MAIL!
2014 MEMBER-OWNER PATRONAGE DIVIDEND REBATES

If you received a patronage dividend rebate vouch-
er, you must take action to redeem your voucher 
by June 30th, 2014 so that the funds will qualify as 
allocated patronage dividends. If you do not take ac-
tion by this date, your rebate will be donated to our 
designated donation recipients. This ensures the full 
amount of the patronage dividend declared for the 
co-op will be allocated for this time period.

Thank you to all of our member-owners and to 
everyone who shops at River Valley Market for 
the wonderful support that has made this effort 
possible.

IN mid-March, River Valley Market was 
pleased to mail our patronage dividend 

rebate vouchers from Fiscal Year 2013. A patron-
age dividend is the cooperative way of sharing 
the profits with member-owners based on their 
purchases. FY 2013 was another profitable year 
for our co-op. We are proud that we have enjoyed 
such abundant support from our community in 
the midst of a slow national economic recovery. 

Member-owners who shop at River Valley 
Market, participate in our mission to create a just 
marketplace that nourishes the community, and 
were a part of helping us achieve $17.5 million in 
sales in our 5th year. This sales volume was a big 
part of what made it possible to achieve a positive 
net income for the year. Patronage dividends give 
our member-owners the share of net income 
that their own purchases generated. A portion 
is retained in each member-owner's name for 
the capital needs of the co-op and a portion is 
returned to them.

The Board determined that the co-op would again 
rebate a portion of the profits for fiscal year 2013 
to all eligible member-owners. The rebate was 
20% of the net income on eligible purchases from 
the co-op. The co-op retained the remaining 80% 
of the patronage dividend as allocated patronage 
dividends. These will contribute toward building 
River Valley Market’s financial stability. The intrinsic 
value of our retained patronage lies in the fact that 
we are in this together for the long haul, and we 
will all share in the expected future benefits to be 
derived from managing our resources responsibly.

Patronage dividend rebate vouchers may be re-
deemed at the co-op for purchases in the store, or 
for cash. Recipients may also donate their rebates. 
This year’s donations will go to the River Valley 
Co-op Community Fund (rivervalleymarket.coop) 
and the Food Co-op Inititative (foodcoopinitiative.
coop), two organizations the Board has selected 
that help support food cooperatives in the United 
States. A big bonus is that Cabot Cooperative has 
pledged to match the first $5,000 in Co-op Com-
munity Fund donations. We are grateful for the 
support from other co-ops that helped us to get 
started, and hope to enable more communities to 
enjoy the same kinds of cooperative engagement 
that we have enjoyed. 

CABOT MATCH HELPS 
LAUNCH CO-OP FUND
$5,000 KICKOFF FROM  
FARMER COOPERATIVE

THE River Valley Co-op Community 
Fund is a nonprofit charitable 

foundation established 
by River Valley 
Market's Board of 
Directors in 2013. 
Money contributed 
to the fund by River 
Valley Market and 
its member-owners 
will be pooled 
with contributions 
from 40+ other 
cooperatives 

to support the development of 
cooperatives and the cooperative movement.

The Board will use interest generated annually 
by the fund to make donations to qualifying lo-
cal nonprofit organizations that contribute to the 
quality of life of Pioneer Valley residents.

River Valley Market member-owners may choose 
to donate their FY 2013 Patronage Dividend Re-
bates to this fund as one of the two nonprofits 
selected by our Board. Cabot Cooperative has 
offered to help launch our fund by matching the 
first $5,000 in member-owner donations. Cabot 
Creamery told us:

"The TPCF's Cooperative Community Funds 
program exemplifies the spirit of the coopera-
tive community and we are pleased to be able to 
play a part in helping River Valley Co-op Com-
munity Fund off to a good start. Cabot's farm 

family owners have succeeded, generation after 
generation, by helping their communities suc-
ceed, so this fund program is directly in line with 
that philosophy.

The 1,200 New England and Upstate NY farm 
families that own our cooperative include half 
the dairy farms in Massachusetts, so we are very 
much River Valley Market's neighbors and we 
wish them all the best with their new Co-op  
Community Fund program."

Member lender 
testimonial

I'VE been thinking about invest-
ing in our local economy for 

several years and River Valley Market 
meets all my criteria—excellent man-
agement, respect for employees, co-op 
members and nature.

Thanks!

—Nancy Rich Turkle
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ART IN THE QUARRY CAFE
MEET the member-owner artists who 

are showing their work in the 
Quarry Café in the months ahead!

Stop by the Quarry Café seating area the sec-
ond Friday of each month from 5-7 pm. On these 
evenings, we host an artist’s reception as part of 
Northampton Arts Night Out. Come enjoy live 
music and free refreshments. Everyone is wel-
come. Many thanks to Outreach Volunteer Jane  
Nevinsmith, who coordinates and hosts this  
important community program.

Are you an acoustic musician who might like an 
opportunity to have your music heard live at the 
co-op? Contact trevor@trevorthegamesman.com.

UPCOMING ART OPENINGS 

APRIL 11: Teen Art Show. Live music with 
Casey Oparowski

MAY 9: Dick Bentley. Live music with Faith 
Montaperto, blues & folk guitar

JUNE 13: Valerie Steinberg, watercolors. 
Live music with Tim Van Egmond, hammered & 
mountain dulcimers
 

Feed is a factor too! In the colder months, goats 
may be ingesting commercial feed, rather than 
grazing outside on grass as they would in the 
warm months of the year. Alfalfa as a feed often 
causes a bitter quality in goat’s milk, and wild 
herbs such as onion or garlic can also adversely 
affect the taste of the milk. The farmer who is 
consistent with goat feed obtains consistent milk 
and therefore a consistent cheese. 

Other factors can also contribute to goat cheese 
flavor, including the handling and storage of milk, 
but for the most part, the influences described 
above are critical.

Another common question about goat cheese is, 
“Why is goat's milk preferable to cow's milk?” 
This answer to this question is a matter of per-
sonal preference for the consumer. Goat's milk 
generally digests more easily than cow's milk. Ac-
cording to the website buttercupsoap.com, “goats 
milk is digested in 20 minutes, whereas cow’s 
milk can take up to nearly a full day.” Goat’s milk 
does not contain the Alpha S1 casein proteins 
found in cow's milk—these proteins can sit in the 
stomach and ferment, causing gas and bloat-
ing. Goat milk does contain lactose; however, the 
lactose count is not as high as that found in cow's 
milk. Goat's milk is naturally homogenized, mean-
ing that the fat globules are smaller than and not 
as condensed those as cow's milk. This natural 
homogenization lends itself to a more easily di-
gested product.

The third question commonly asked about goat 
cheese is “Why isn't my favorite brand or style 
of goat cheese in stock?” Various styles of goat 
cheese, particularly those made locally, can be 
out of stock due to the gestation period of the 
goats on their farms. The gestation period limits 
milk production, since does are given time after 
birthing kids to heal or “dry off.” 

Goats typically come into heat twice a year. 
Goat breeders may choose to have kids born 
in the winter or spring months. New England 
goat farmers prefer to have their does birth in 
the spring so that the kids are born in warm-
er weather. This helps survival rates, not only 
because the babies don't have to cope with 
the cold, but also because they have access to 
healthier outdoor vegetation to eat. 

Milking is a demanding process on a female goat. 
Three months' time is usually allotted to let a fe-
male “dry off.” This break causes a shortage of 
goat's milk, and some cheeses are not produced 
while a farm's goats are dry.

Goat Milk Cheese, continued from page 1

January 2014 Ada Kelley, Co-op Kids Art Show February 2014 Dorothy Garlo

PEDAL-POWERED GOODNESS
CHECK OUT OUR COOL NEW WHEELS!

We just landed a brand new bike that's fully loaded and rigged to blend smoothies with its own pedal-powered blender! 
Mark and Joseph recently gave it a test run in the store. Look for it at upcoming special co-op events.
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One of the biggest challenges in the goat milk 
cheese industry is getting consumers to try new 
products. Some people have a notion that goat 
cheese is not palatable. This is just not true. Goat 
milk cheeses are delicious and made in as many 
styles as those of cow's milk. In the 1970s, goat 
milk cheese production in the U.S. was practi-
cally unheard of. Goat milk cheeses at the time 
were almost entirely imported from France. It was 
not until Mary Keehn, owner of Cypress Grove 
Chèvre in California, started to sell her goat 
cheeses to local restaurants that she created a 
market demand for the tangy white stuff. Cypress 
Grove is now one of the foremost goat cheese 
companies found in the United States. Keehn's 
Humbolt Fog and Purple Haze are her most  
recognized and nationally known cheeses.  
Both varieties are customer favorites at River  
Valley Market.

Locally, Blue Ledge Farm of Leicester, Vermont 
produces award winning goat cheeses. Their 
website (BlueLedgeFarm.com) states that it is “a 
small, first generation, family owned and run goat 
dairy and cheese making operation," whose mis-
sion is "to create a high quality product built on 
the cornerstones of respect for consumers, land 
and animals as well as the local community." Blue 
Ledge won two national awards for their chees-
es in 2006, and were listed in Wine Spectator 
as producing one of the "100 Greatest" cheeses 
in the world in 2008. We carry many variet-
ies from Blue Ledge Farm, including Lake's Edge, 
Middlebury Blue, Camembrie, La Luna, Crottina 
and Fresh Chèvre. Lake's Edge—an ash-veined 
goat cheese with a bloomy, gooey rind—is Blue 
Ledge's signature cheese. 

Blue Ledge Farm's Crottina is the cheese that 
put Blue Ledge on the map. It is a delicious 
chèvre surrounded by a smooth white bloom 
exterior. One slice in and you have found goat 
cheese nirvana.

(Blue Ledge Farms, by the way, also uses cow's 
milk to produce some amazingly tasty products. 
The Middlebury Blue, a raw cow's milk cheese, 
stands out for its creamy and crumbly texture.)

Feel free to stop by our cheese department and 
ask our staff about the cheeses featured above. 
We also proudly sell goat cheeses from Sangha 
Farm in Ashfield, MA. Sangha Farm recognizes 
that their market is local and people know them 
and their farming methods. They state, "We have 
decided to not seek organic certification, even 
though that is how we manage our fields. We 

only buy our seeds from companies that pledge 
not to sell GMO seeds & buy organic seed when-
ever possible.” Sangha Farms began making their 
chèvre and feta cheeses in the spring of 2008. 
Their small dairy is one of five currently operating 
in Ashfield. Sangha Farm milks nubian goats and 
besides goat chevre and feta cheeses, the farm 
makes a goat's milk brie and cheddar. We carry 
all varieties of their cheeses in season at River 
Valley Market. 

Another local goat cheese variety we carry at 
the co-op is Westfield Farms from Hubbardston, 
MA. Westfield has been crafting goat cheese 
since 1971 and has won several national awards. 
Westfield Farms sells their goat chèvres under 
the label “Capri.” 

When it is available, we also offer goat cheeses 
from Mt. Sterling in Wisconsin, Breezy Meadow 
in Pennsylvania, and Lazy Lady Farm in West-
field, VT. We will be happy to answer any ques-
tions and help put you on the blissful path of en-
joying delicious goat cheese.

GOAT CHEESE AND BEET RISOTTO

INGREDIENTS
3 medium beets, cleaned and trimmed 
1 large shallot, finely chopped 
1 T extra virgin olive oil 
1 c arborio rice 
3 c chicken stock 
½ t kosher salt 
1 T butter 
4 oz goat cheese 
Fresh ground pepper to taste 
Fresh chives for garnish

PREPARATION
Preheat oven to 400˚ F. Wrap beets in foil and 
roast for 40 minutes. Remove from oven, let cool 
and peel with a paring knife. Dice into ½" cubes. 

In a medium saucepan, heat olive oil to medium 
high. Add shallots and cook for 5 minutes, stirring 
occasionally to be sure they don't brown. Add rice 
and stir to coat in oil. 

Reduce heat to medium and add ½ cup of stock 
and stir until most has been absorbed. Repeat 
with ½ cup until you have used all 3 c of stock. 

Remove from heat and stir in butter and beets. 

Divide among four serving plates and place a 1 oz 
dollop of goat cheese on each plate. Garnish with 
pepper and chives to taste.

MAPLE POACHED FIGS WITH SPICED 
GOAT CHEESE

For the Poached Figs
INGREDIENTS
1 ½ c apple cider plus 1 ½ c water
2 T maple sugar
6 T pure maple syrup
4 strips orange peel (each about 3" long), plus 2 t 
finely grated orange zest
2 (about 3"-long) cinnamon sticks
24 dried Turkish or Black Mission figs (about 6 oz)

Heat apple cider, water, sugar, maple syrup, or-
ange strips, grated zest and cinnamon sticks in a 
large sauté pan over med-high heat, stirring until 
sugar and syrup have dissolved, about 3 min-
utes. Reduce heat to med-low. Add figs; cover, 
and simmer until just tender, about 20 minutes. 
Gently transfer to a plate with a slotted spoon. 
Raise heat to med-high, and bring syrup to a boil. 
Cook until syrup has reduced and thickened, 4 to 
5 minutes. Return figs to pan, and gently toss with 
syrup to coat.

For the Spiced Goat Cheese
INGREDIENTS
1 c (8 oz) soft goat cheese, room temperature
1 T maple sugar
¼ t ground cinnamon
½ t freshly grated peeled ginger
3 T heavy cream

Purée goat cheese, sugar, ½ t of sea or kosher 
salt, ginger, cinnamon, and cream in a food pro-
cessor. Spoon about ¼ cup of the goat cheese 
cream into each bowl. Divide figs among bowls, 
and drizzle with syrup.

Curious goat at Sangha Farm. Photo: Jim Gipe, Pivot Media
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upcoming co-op events
Tuesday, April 8, 2014, 6:30-8:00 pm
CLEANSE CLINIC, WITH ZIJI BETH GOREN
This workshop will focus on a simple and effective 
approach to cleansing toxins from your liver and 
gallbladder. Pre-registration is required. Call 413-584-
2665 or stop by Customer Service.

Wednesday, April 9, 7:00-8:30 pm
CO-OP EVENTS & OUTREACH VOLUNTEERS
Help plan fun and educational co-op events! All member-
owners are welcome.

Thursday, April 10
MEMBER-OWNER APPRECIATION DAY
Member-owners save 10% on all purchases except beer, 
wine, milk and Buying Club.

Friday, April 11, 5:00-7:00 pm
NORTHAMPTON ARTS NIGHT OUT
This month, meet the artists from our annual Teen Art 
Show. Live music from Casey Oparowski

Monday, April 14
PASSOVER BEGINS AT SUNDOWN

Wednesday, April 16, 6:30-8 pm
FREE WORKSHOP: PERMACULTURE BASICS,  
with Lisa DePiano
Definitions, history and principles and see examples 
of permaculture in action. Walk away inspired, with 
techniques you can try at home. Pre-registration is 
required. Call 413-584-2665 to reserve your spot.

Sunday, April 20
EASTER

Tuesday, April 22
EARTH DAY

Wednesday, April 23 6:30-8 pm
FREE WORKSHOP: EAT YOUR YARD: BACKYARD 
EDIBLE FOREST GARDENS, with Lisa DePiano
Learn how to garden like the forest and turn your yard 
into an edible paradise. Pre-registration is required. 
Call 413-584-2665 to reserve your spot.

Friday, April 25- Sunday, April 27
TRUCKLOAD SALE
Save big on cases of your favorite products! See 
optional pre-order form enclosed with this newsletter.

Wednesday, April 30th All Day 
IT'S OUR 6TH BIRTHDAY!  
There will be cake and more! Stay tuned for details.

Saturday, May 3rd 
NOHO PRIDE PARADE  
March in the parade with River Valley Market! RSVP to 
info@rivervalleymarket.coop.

All events at River Valley Market unless otherwise specified. See our online calendar and sign up for e-mail updates at rivervalleymarket.coop.  
Follow us on Facebook (River Valley Market Coop) and Twitter too (rivervalleymkt)!
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