
Co-operatives Make Impressive Showing on Top 100 Businesses List
Each September, SaskBusiness Magazine compiles a list of the Top 100 Businesses in Sas-

katchewan. This year’s list features an impressive number of Saskatchewan co-operatives, indi-
cating the strength and adaptability of the co-operative business model.

Federated Co-operatives Limited (FCL) takes the number one position on the list for the 
second consecutive year. In 2013, FCL achieved record sales of $9.4 billion, an increase of 7.4 
per cent from the previous year. A Saskatoon-based company with more than 3,000 employees 
at its operations in Alberta, Saskatchewan and Manitoba, FCL is owned by 225 retail co-op 
members across Western Canada.  

“We had a great year and continue to grow our business across Western Canada,” said FCL 
CEO Scott Banda. “This success is not ours alone. It is the product of a system of co-operation, 
working together and sharing profits with our members, who in turn are stalwart organizations 
in their respective communities.” Joining FCL on the Top 100 list are 15 retail co-operatives 
that have not been included in the ranking for the past several years.  “We continue to grow 
and invest in our communities, creating jobs and supporting causes that matter here at home,” 
said Banda.

Representing the credit union sector are three Saskatchewan credit unions, as well as Sask-
Central. Concentra Financial, a federally-regulated retail association, a co-operative owned by 
credit unions, Centrals, and co-operative partners, is also on the list. 

Co-operators Life Insurance Company and Access Communications Co-operative Limited 
round out the impressive showing of 23 co-operatives on the 2014 Top 100 Businesses in Sas-
katchewan list. 

  1 Federated Co-operatives Limited
15 Co-operators Life Insurance Company
23 Saskatoon Co-operative Association Limited
35 Pioneer Co-operative Association Limited
40 Conexus Credit Union
41 Sherwood Co-operative Association Limited
43 Concentra Financial
44 Prince Albert Co-operative Association Limited
48 Affinity Credit Union
49 Lloydminster and District Co-operative Association Limited
67 Yorkton Co-operative Association Limited
70 SaskCentral
73 Innovation Credit Union
78 Moose Jaw Co-operative Association Limited
79 Battlefords and District Co-operative Association Limited
80 Weyburn Co-operative Association Limited
82 Access Communications Co-operative Limited
83 Southern Plains Co-operative Association Limited
84 Prairie North Co-operative Association Limited
86 Pineland Co-operative Association Limited
92 Kindersley and District Co-operative Association Limited
93 Delta Co-operative Association Limited
94 Meadow Lake Co-operative Association Limited

Saskatchewan Co-operative Association
presents
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affinitycu.ca

C E L E B R A T I N G  C O - O P S

Sharing the  
same values

At Affinity Credit Union, 
your deposits are reinvested 
in other members and 
community projects.  
This makes our communities 
better places to live and work. 
It’s the very definition of 
banking for good. 

Make your ideas fly at  
Affinity Credit Union, a place 
that’s about more than  
just finances. Our business is 
making your life happen and 
working together to build  
a better future for you and 
your community.

 



Home  Auto  Life  Investments  Group  Business  Farm  Travel

At The Co-operators, we’re committed to helping out where we can, 
in ways that truly make a di�erence. That’s why we’re proud to 

 support initiatives that help make our community a better, healthier, 
and sustainable place to live.

Making a  in the 
community where we 

work and play.

The Co-operators is a leading Canadian-owned multi-product insurance company.

Conexus Matching Funds Project for 
Children’s Hospital on Home Stretch

Back in November of 2012, Conexus an-
nounced its Matching Funds Program in sup-
port of the Children’s Hospital of Saskatch-
ewan (CHFS). Almost two years later, the 
program has raised $700,000 for the cause and 
is on the home stretch to reach the $1,000,000 
goal that the organization had set. With three 
months left, Conexus is gearing up the fund-
raising efforts to raise an additional $300,000 
towards their goal that will see sick children 
and their families benefit.

The Children’s Hospital of Saskatchewan 
supports healthcare for children right here 
in the province of Saskatchewan. Being a sick 
child can often mean travelling outside the 
province for treatment.  This can take a toll on 
the child, parents, and the family as a whole. 
“At Conexus we believe in giving back to our 
member communities by making a measur-
able impact on the quality of life and this 
project is really helping us to do that for our 
children”, says Eric Dillon, CEO at Conexus.

The Children’s Hospital of Saskatchewan 
will be designed to be less intimidating to a 
child.  It will be a place they can bring their 
family along to comfort them as they go 
through difficult procedures and treatments 
and serve as a home-away-from-home for 
days, weeks or months. The official ground-
breaking for the project took place on Sep-
tember 25.

Families, like the McArthurs from Regina, 
know first-hand what kind of difference this 
could make. Hayley McArthur, daughter of 
Ian and Donna, was pre-diagnosed with a 
heart condition prior to birth. After routine 
visits to the Pediatric Outpatient Clinic in Re-
gina, six-month-old Hayley travelled to Ed-
monton to the Stollery Children’s Hospital for 
her first heart surgery and for a second this 
past June. Happily, there are no further sur-
geries in her foreseeable future and her par-
ents say she is now pretty much living the life 
of your average three-year-old girl. “Our fam-

ily is grateful for the equipment, research and 
specialists made available through CHFS,” 
says Donna. “We look forward to when Hay-
ley, and other children like her, can benefit 
from the highest degree of healthcare that 
only a local and specialized children’s hospi-
tal can provide.”

For each dollar raised for CHFS, Con-
exus will continue to match donations up to 
$500,000 until they reach the goal of $1 mil-
lion in support of this project by December 
31, 2014.

The support to date has been incredible. In 
true co-operative spirit, members, employ-
ees and the people across Saskatchewan have 
come together for this cause by supporting a 
number of fundraisers and by their generous 
donations.

“Knowing that the funds we are raising 
will help to build a Children’s Hospital is just 
so gratifying and the September ground-
breaking makes it that much more real.  For 
Saskatchewan children and their families, we 
really want to make sure that we reach our 
goal and we invite everyone in our wonderful 
province to help out,” Eric adds.

Donors can help Conexus achieve their 
goal by December 31 in a few ways:

• On-line at  www.childrenshospi-
talsask.ca. Be sure to click on “My 
company will match my gift” box and 
enter Conexus under the company 
name

• In person by dropping in at any Con-
exus location and making your pledge

CHFS will send you a tax receipt for all do-
nations over $20.

Let’s help build the Children’s Hospital to-
gether.

CO-OP FEATURE
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A Co-operative Care Medical Model
The Regina Community Clinic was born 

July 16, 1962.  The beginning for the clinic 
was a passionate response to the doctors’ 
strike.  The clinic is unique predominately be-
cause of these two differentiators:  the co-op-
erative model and the physicians are salaried.  
The co-operative model supports the vision 
of the clinic to partner together for a healthier 
community.  One way to accomplish this is to 
offer member, patient/client and community 
programming.  Over the years, the clinic’s 
programming has offered a variety of classes 
and support groups.   Some examples are os-
teoporosis, diabetes, menopause and mental 
health.  The example list is only a slim repre-
sentation - in actual fact the list is quite large 
for 52 years of healthy living programming!

As the clinic evolves and responds to the 
needs of the various generations, we have 
also educated ourselves to support our pa-
tients through advanced technology utilizing 

electronic medical records to manage patient 
data and by communicating our programs via 
www.reginacommunityclinic.ca.  We’ve always 
seen our model of health care as effective, but 
we aren’t afraid to use social media to share our 
successful clinic model.  We don’t want to be a 
hidden gem!  We know the co-operative care 
medical model works and we want to share 
it! We are always looking to grow and provide 
better supports to encourage healthy living 
and to prevent disease.  We even have a pro-
gram committee that meets monthly to pro-
vide clinic direction with representation from 
dieticians, counsellors, our exercise therapist 
and nurse practitioners.  By providing our 
programming through a team environment 
we are practising our core values:  collabora-
tion, accountability, accessibility, compassion 
and a commitment to excellence.

The Regina Community Clinic is known 
now for our signature programs: the FASD 

(Fetal Alcohol Spectrum Disorder) Depart-
ment, and the Refugee Program.   The FASD 
Department has been operating for a decade 
and provides a lifestyles and addictions drop-
in centre for adults.  The centre has two life 
coaches and a FASD manager who provide 
support and mentorship to the various needs 
of the client.  We are also fortunate to have Dr. 
Logan at the clinic; she is certified to provide 
clinical assessments for FASD.  The Refugee 
Program is a very important program that 
oversees the medical care of government 
sponsored refugees.  The clinic provides its 
own interpreters to ensure these patients 
understand their medical diagnosis and care 
plan in order for them to respond as favour-
ably as possible.  We feel these supports are 
vital to the care of this population.

We encourage you to visit our website as 
we offer a variety of programming at different 
times of the year:

• Kids Cooking Class (Summer)
• Craving Change (Fall)
• Hans Kai (Fall/Spring)
Because the clinic is a co-operative you 

are welcome to place membership online or 
with the health information assistant at the 
clinic.  Placing membership does not mean 
you automatically have the ability to be a pa-
tient at the clinic.  The physician’s practices at 
this time are actually full.  However, by be-
ing a member you are able to participate in 
the democratic process and have access to 
programming opportunities.  You can enrol 
in any of our classes through our website and 
pay by following the payment prompts that 
will direct you to PayPal.  If you would prefer 

to register and pay in person that is an option, 
too.  All our classes have a very nominal fee 
and often they are free.

It is our commitment that we understand 
and meet the needs of our patients and clients.   
We are more than happy to hear your ideas, 
suggestions and what programs you feel will 
engage people to live healthier lives.  We are 
also happy to suggest to you other organiza-
tions that are experts in their fields to provide 
education when you need it.  We understand 
that you might need education and support 
right now and it is not on our calendar in the 
timely manner you require for help.  All of our 
employees are linked into a broader profes-
sional community and we will do our best to 
provide the needed connection for you.

The clinic really loves the “c” words:  co-
operate, connect, care, and provide a com-
passionate response to its patients and cli-
ents.  The culture and environment is a team 
environment.  The primary health care team 
consists of physicians, nurse practitioners, x-
ray technician, lab technicians, nutrition, ex-
ercise and counselling.  The overall commu-
nity programming supports the commitment 
to health promotion and disease prevention.

And lastly, none of this would be possible 
without the leadership of our Executive Di-
rector, Lorna Knudson, Dr. Robin McMaster 
(Medical Coordinator) and our Board of Di-
rectors.

When I took this job it was very important 
to me to be a part of something that mattered.  
What we do matters…I am privileged to see it 
every single day and be a part of it!

Karen Cooper, Director of Operations

CO-OP FEATURE

HERE’S WHAT TO DO
Go to www.planetsmag.com 

and click on the Best Of Saskatoon link. 

If you have registered for any of our contests before, just log 
in and vote to your heart’s content. If not, rest assured the 

registration procedure is quick and painless. 

If you can’t finish the whole thing in one sitting, not to 
worry — the website will remember all your votes until 

you come back. You can even change votes you’ve 
already made. 

Campaigning for your nominees is allowed and 
encouraged! So go forth on the Facebook and the Twitter 

to promote your favourites.

Did we mention you could win prizes just for voting? 

It’s true! 

You could win a $1000 Best of Saskatoon 
prize package!

VOTE NOW 
POLLS CLOSE
OCTOBER 20TH



2014 Saskatchewan 
Co‑operative Merit Awards

In a day and age when “leadership” so often 
gets confused with being big, brash, and be-
guiling, how fabulous it is to recognize people 
who are living the alternative. On October 
14th, the Saskatchewan Co-operative Asso-
ciation (SCA) will award two co-operators 
for their Co-operative Contributions and two 
more for Lifetime Co-operative Achievement.

These four are outstanding leaders be-
cause they both build and sustain what’s been 
built. They are outstanding because they are 
such good followers. They are outstanding 
because, for all their accomplishments, they 
strive to make themselves dispensable.

Try and fit some well-known newsmakers 
into that cardigan.

Consider the two recipients of the 2014 
Co-operative Contribution Award, Harold 
Chapman and Lori Winnitowy.

Over the past 70 years, Harold has con-
tributed immeasurably to the understanding 
and practice of co-operatives, in Saskatch-
ewan and around the world. He’s been a co-
operative organizer, thinker, policy maker, 
educator, and activist. So he can explain not 
just why you want a co-op, but how you put it 
together, make it go, and show the next gen-
eration how to do it. Without adequate edu-
cation, says Harold, a people’s organization 
will last a generation and a half, if that.

After 10 years of working at the provincial 
Department of Co-operation and Co-oper-
ative Development, in 1955 he began an 18-
year career as the Director of the Co-opera-
tive Institute, later the Co-operative College 
of Canada, a research centre for the country’s 
co-operative movement. He was also a found-
er of the Association of Co-operative Educa-
tors and the Co-operative Management As-
sociation and worked as Director of Member 

Relations at Federated Co-operatives Limited 
(FCL) for almost a decade.

Now 97 years of age, Harold is still on 
the go. He helped get Station 20 West off the 
ground in downtown Saskatoon. He talks co-
operation as a public speaker and as a writer. 
His book, Sharing My Life, brings alive the co-
operative experience in the West.

Lori is a spring chicken next to Harold. But 
since she started her career at the Co-opera-
tors Life Insurance Company (CLIC) in 1990, 
“the days are just packed.”

Lori has represented CLIC on several SCA 
committees and, since 2002, on the Regina 
Co-op Council. In that capacity she coordi-
nates educational luncheons. She hosts the 
annual Co-op Week festivities. She has vol-
unteered at the Co-operators’ Cuddling Pro-
gram, for the United Way Day of Caring, and 
the Wiserider bicycle safety program. Five 
years back she even spent three weeks in Ne-
pal, assisting a non-governmental organiza-
tion with information technology.

Tired yet? Lori’s not. Her enthusiasm and 
commitment are inspirational and infectious 
– literally. That’s because she can get up and 
talk about this stuff. She’s been a Toastmas-
ter for years. Typically, she devotes herself to 
training up the next generation of commu-
nicators at public speaking contests and for 
United Way Campaigns.

Then there’s the Lifetime Co-operative 
Achievement Award. This year’s recipients 
are Herb Carlson and Ronald Breadner.

God bless the Herbs and Ronalds of this 
world. It is guys like these who put flesh on 
the bones of that mysterious term, “organiza-
tional capacity” – the ability of organizations 
to get things done and done well, consistently. 
Is it “sexy”? NO. Is it essential to livelihoods 

by the hundred or thousand? YES.
No big organization functions without a 

good board of directors, and Herb has made 
that his passion. He joined the board of Feder-
ated Co-operatives Limited in 1990, and kept 
at it until 2014. In that time he served on all 
its many committees and as Vice-Chair twice. 
He mentored many new directors and helped 
to craft a highly-rated program to orient new 
directors to their responsibilities and roles.

Yet FCL is just one of the co-ops Herb 
serves or has served as a board member, del-
egate, committee member, or advisor. Gate-
way Co-operative Limited is another. Herb 
was elected to the board in 1976. He helped 
the Co-op survive the turbulent 1980s. Today 
Gateway is doing very well, thank you – and 
Herb is its Vice-chair.

Ronald, by contrast, has made a life com-
mitment to one co-op: Pineland, starting in 
1976. Since 2000 he has been secretary to 
the board, part of the know-how and can-do 
which has seen Pineland venture into the fer-

tilizer business, lease two plants, and build a 
state of the art facility. Sales at Pineland Co-
op have increased from $25 million to $70 
million over the last 14 years.

Ron's knowledge of farming and farmers 
is a real strength (His greatest joy for over 40 
years was to work the family farm.) He plays a 
role in every function Pineland sponsors. He 
works tirelessly to build and decorate those 
elaborate floats that Pineland enters in the 
Parade of Lights. When Nipawin hosted the 
Wounded Warriors Weekend, Ron was part 
of the kitchen gang that made, packed, and 
delivered over 420 lunches.

Ron, like Harold, Lori, and Herb, leads by 
example. They all personify the importance 
of working together to create a community, 
build it, and sustain it. They know how to step 
forward, step back, or step sideways to fill the 
slot that needs filling. And when a “young-
ster” is ready and willing to fill it, that makes 
their day.

Congratulations you four. You make our day.

Marketing that Puts Community First
It’s a paradox. There are a lot of organi-

zations out there whose main goal is not to 
get bigger and richer. As nice as bigger and 
richer might be, these organizations instead 
are purpose-driven. While their purposes 
are tremendously diverse, they generally boil 
down to this: we aim to leave the world a bet-
ter place than we found it.

It’s so beautiful. So what’s the paradox? Of 
all the bugaboos which afflict these “social 
enterprises,” the most common is marketing. 
Yes. They have a heck of time finding com-
panions for their journey, whether we’re talk-
ing customers, donors, or sponsors.

The summer before last, four guys formed 
Unite Digital Marketing Co-op in Saskatoon 
to help social enterprises shake this bugaboo. 
Each is a specialist in one aspect or another 
of communications. Video or graphic design. 
Writing or photography or music. All know 
how to apply these art forms to make market-
ing effective and efficient.

But that’s at the back end of their practice. 
At the front end, they are conversationalists. 
These guys know how important it is to get 

clients talking and thinking about what they 
want to say, to whom, and why.

The First Stage is to get clear about the goal 
of your enterprise. It’s great to want to “build 
a better community.” But how many people 
might that be: a hundred? A thousand? Ten 
thousand? What do you want them to know 
about your enterprise? What do you want 
them to do as a consequence of knowing you?

Driving down to this level of exactitude 
often reveals differences between the mem-
bers of an enterprise. What used to be hidden 
behind vague language is brought out in the 
open. So Stage Two is to secure a common 
commitment to the goal.

The clincher is generally the budget which 
you have available. To affect the lives of ten 
thousand, you will need way more money 
than you currently have. What is the most ef-
ficient way to use the money available to you 
right now?

Stage Three of the conversation is intrigu-
ing. The guys at Unite Digital will help you 
to deepen your understanding of the commu-
nity which you want to build. Note: it’s not a 

“market” you’re “targeting.” It’s a community, 
which you are going to create around your in-
terests and objectives.

Imagine again these people with whom 
you want to communicate. What exactly 
do they need in order to interact with other 
members of this community?

An important point here is not to be 
ashamed about trying to connect with a spe-
cific group, as opposed to the “general public.”

You want to connect with the people 
(“Group A”) who are likely to care a lot about 
your message and be motivated to act on it. 
Given all the messages bombarding Group 
A these days, you want to craft one that they 
will not reflexively filter out. The key is to be 
genuine.

Does this sound exclusive? It isn’t really. 
For one thing, with so much money, you may 
really only be able to connect with Group A. 
For another thing, Groups B and C may still 
hear, even if they are not the focus of your at-
tention for now.

At this stage, it also may be time for a little 
research. Where does Group A associate? 
What messages have proven most powerful to 
them before? A lot of this information may be 
available for free off the internet. More might 
be available locally through conversations 

with local institutions and businesses.
Finally, you arrive at Stage 4 of the conver-

sation – the place where many enterprises are 
tempted to start. Given what you want to say, 
to whom, and why, what media are the best?

You might figure you can guess how a co-
op named Unite Digital would answer that 
question. But you might guess wrong. To 
these guys, digital is just one medium among 
many, and each can bring its own value to 
your marketing. What you are really trying to 
create is a communications portfolio, which 
could well feature the digital realm, too.

That’s a creative approach to marketing. It 
doesn’t put the Media first, or the Enterprise, 
much less the Consumers or Customers. First 
and foremost is the Community – the one 
that is, and the one you want to build.

For an example of Unite Digital’s work, check 
out www.povertycosts.ca. Poverty Costs is the 
marketing campaign Unite Digital helped four 
community partners to craft in order to edu-
cate the public on the true cost of poverty. An 
additional goal was to lean on the Province to 
introduce an effective poverty reduction plan. 
It seems to be working! The government has 
assigned a task force and the conversation is 
moving forward.

CO-OP FEATURE

Harold Chapman

Lori Winnitowy Herb Carlson

Ronald Breadner



Co-operative Options for PFRA Pastures
Saskatchewan received a large and unex-

pected prize two years ago: about 1.8 mil-
lion acres of pasture land. In Bill-38 in April 
2012, the federal government announced that 
the Prairie Farm Rehabilitation Administra-
tion (PFRA) would wind up. The provincial 
lands it held in trust and managed would be 
returned to the Prairie Provinces.

Saskatchewan’s share is 62 parcels. Ten 
have been transferred so far, and the rest will 
follow by 2018.

The feds seemed to think the transfer 
would be a no-brainer. But like other large, 
unexpected prizes one might imagine (say, a 
yacht), this one has been received with a mix-
ture of excitement and consternation.

For one thing, these lands truly are splen-
did. The lion’s share support stands of na-
tive prairie. Some of it has never even been 
farmed. As unploughed prairie, it is Saskatch-
ewan’s version of Old Growth Forest. It is 
home to the Burrowing Owl and at least 30 
other species at risk of extinction.

For another thing, a lot of different people 
treasure these lands.

Each summer, over 1,600 producers 
(“patrons”) use the pastures to graze about 
110,000 head of livestock. By and large they 
are mixed farmers with insufficient land of 
their own to graze 60 to 100 cows. They turn 
them over to government range riders to 
watch over and care for. That responsibility 
includes upholding environmental regula-
tions regarding endangered and invasive spe-
cies, and resource company access.

PFRA lands have always been earmarked 
for multiple usage. So hunters, hikers, bird-
watchers, and skidooers also frequent these 
pastures. Scientists love them, too. For all that 
has been learned there over the years (about 
the importance of grazing animals to prairie 
ecology, for example), you could call them 
Canada’s Grasslands University.

Then there are the oil and gas interests. 
There are already 3,000 surface leases on the 
soon-to-be-former PFRA lands. According 
to one estimate, the pastures could be worth 
$1.6 billion to resource companies.

They are also worth a bundle to Saskatch-
ewan’s First Nations. Ten archaeological and 

historic sites are known to be located there. 
Some PFRA lands already have successfully 
devolved to First Nation management.

So much for the excitement. Now for the 
consternation. How on earth are these lands 
to be managed? None of the interested parties 
is big enough for the job.

The feds don’t want to run a program 
which has “accomplished its goal.” The PFRA 
was established in 1935 in the teeth of De-
pression and drought in order to restore dam-
aged farmland to grass cover. Ottawa calcu-
lates that it will save $3 million annually once 
all pastures are transitioned. (Patrons’ fees, 
and royalties and access rights have covered 
perhaps half the cost of management.) About 
190 full-time jobs, including the range riders, 
will be cut.

What that calculation overlooks is the 
knowledge and experience of those horse-
back managers, and their collaboration with 
patrons, scientists, environmentalists, and 
resource companies. This “infrastructure” is 
in itself a singular public asset, bought with 
public money and user fees. Thanks to it, 
Saskatchewan is heir to large blocks of nat-
ural prairie, and to a more diversified rural 
economy.

Although it already manages over 50 
community pastures of its own, the provin-
cial government isn’t willing to take on the 
management either. Saskatchewan wants to 
lease (or sell) the lands to patrons’ organiza-
tions and let them deal with it. They can tap 
one-off grants to a maximum of $120,000 to 
create a legal entity for the purpose, includ-
ing “$40,000 to acquire skills in management 
of environmentally sensitive land, human re-
sources, finances and adoption of new tech-
nologies.”

This approach alarms the Community 
Pasture Patrons Association. Its members 
recognize how important these pastures are 
to Saskatchewan’s communities and ecology, 
and to livestock producers. The idea that they 
can quickly assume all the duties and costs 

of managing such an asset seems unhinged 
from reality.

Why not “just buy it”? Because it is not un-
encumbered. On the basis of the 1992 Treaty 
Land Entitlement, Saskatchewan’s First Na-
tions must be consulted about any lands 
which the Crown decides to alienate. They 
want first option.

So here we are: Precious Public Assets. 
Multiple Stakeholders. Public and Private 
Sector each short of will, capacity, or power 
to pick up the ball and run with it. Sound like 
a recipe for a co-operative?

It does to some patrons. Co-ops already 
manage some provincial pastures in the prov-
ince. There are successful grazing co-opera-
tives in Alberta and in many U.S. states, and 
co-op-like arrangements in other countries. 
Why not find out how they’re doing it? After 
all, Saskatchewan’s situation is remarkable, 
but not unprecedented.

Or how about the solution which ten First 
Nations have put on the table? It’s not a co-
operative per se, but an approach that taps 
the strengths of co-op governance: land title 
retained by the province; a board inclusive 
of major stakeholders; one coherent vision; 
management accountable for preserving and 
enhancing benefits to all parties. It’s called the 
First Nation Sustainable Land Management 
Joint Venture.

These folks are on the right track. The 
biggest hindrance they face is probably the 
reluctance of the federal and provincial gov-
ernments to think of themselves as “stake-
holders.” It’s time they did. These community 
pastures are too big, complex, and valuable an 
asset for any one of the interested parties to 
handle. A lot of them clearly realize that, and 
realize the consequences of thinking other-
wise: confusion, conflict, and waste – waste of 
expertise, benefits, and ecosystems.

Let’s not let some vague, ideological resis-
tance to “the commons” wreck the prize of 
the century.

CO-OP FEATURE

work own save build

CDF and CCA are working together to build a world where people can . . .

             
In celebration of Co-op Week, we want to thank you — Saskatchewan 
donors, co-operatives, credit unions and volunteers — for sharing your 
expertise, your time and your support to build a better world with us.

www.cdfcanada.coop
@CDFCanada
1-866-266-7677 x605

www.coopscanada.coop
@CCA_Intl

 SUNSET AT FRENCHMAN RIVER VALLEY IN VAL MARIE PFRA COMMUNITY PASTURE. PHOTO BY BRANIMIR GJETVAJ



Aging in Place, Co‑operatively
There’s no place like home. Just ask two 

groups of Saskatchewan dreamers. For the 
last four years or more, each has been dream-
ing up a way to enable people to “age where 
they’re planted.”

One group, Furrows and Faith Retirement 
Co-operative, is as about as rural as they 
come. They want the seniors of Mossbank 
(population 325 or so) to be able to live out 
their lives north of Assiniboia and east of 
Gravelbourg. No retirement to the city for 
these folks. The second group feels exactly 
the opposite. To Second Avenue Seniors’ Co-
operative, “home” is inner-city Saskatoon 
(population 202,000).

That’s just where the differences start. Yet 
for both groups, a housing co-operative is the 
way to go.

True to form, the seniors of Mossbank 
imagined something on the small side. For 
them, growing equity through homeowner-
ship is no longer a big issue. Their families 
have grown and flown. What they are after 
in accommodation is quality of life and af-
fordability. They also want to free up their old 
family homes so young families can move to 
town.

With a designer’s help, they dreamt up a 
16-unit, licensed personal care home with a 
capacity for 19 people. It would be situated 
right in the heart of Mossbank, with hospi-
tals, pharmacies, and an ambulance service 
just 25 minutes away.

But it was projected to cost a cool $1.69 
million, even after generous in-kind or cash 
donations from municipalities, businesses, 
and $250,000 from the Saskatchewan Hous-
ing Corporation. Where was the rest of the 
money to come from?

Furrows and Faith did the sensible thing. 
Having registered as a charity, they called in 
the neighbours! They held raffles and com-
petitions. Yard sales and barbeques. Even a 
cabaret.

They managed to get a mortgage. Con-
struction began in April 2012 and finished 
this summer. Furrows and Faith Retirement 
Villa now boasts over 9,000 square feet. There 
are rooms for couples and for singles, each 
with its own bathroom and walk-in shower. 
There’s a common area with a large kitchen 
and dining room (serving three meals a day), 
as well as a living room for personal, family, 
and community activities.

Recent designation as a Veterans Indepen-
dence Provider facility means that veterans 
will find the cost of many of their support 

services covered. Corporate and individual 
donors are still sought, though, to keep the 
members’ monthly rental as low as possible. 
As one visitor commented, “What I like about 
the Villa is that you’re coming to a ‘commu-
nity,’ not just a ‘facility’.”

Over in Saskatoon, the members of Sec-
ond Avenue Seniors’ Co-op are still dream-
ing. They are dreaming big, though.

It all started with an idea that sprang 
from the Seniors Advisory Council of the 
Saskatchewan Community Clinic. The idea 
was to create a space which would satisfy the 
housing needs of seniors, and their needs for 
social and cultural life, and for health ser-
vices. That’s not all. The same building was 
also to meet the space and program needs of 
a second co-operative: the Community Clinic 
itself.

The idea has been on a “rolling boil” for 
a good long while — try four years. And 
for good reason. To design a building (and 
a partnership) that can meet such diverse 
needs is enormously complex.

For example, it may be possible to build 
on the Clinic’s parking lot, facing 1st Avenue. 
(Big saving in money there.)

It may possible to build something nine 
stories, or even higher. The lower floors would 
be for the clinic; the upper ones for housing.

It may be sensible to offer seniors a mix-
ture of types of occupancy: ownership, life 
lease, or rent. That would appeal to a greater 
range of people.

There’s lots of other maybes, too. How 
about a pharmacy and small grocery store on 
the main floor? And areas for respite services 
and child care, as well as doctors’ offices and 
administration?

So there’s many a mile to go before con-
struction begins. While the certainties are 
few, the determination and excitement of the 
Second Avenue folks is unmistakable.

A survey in June of 2013 demonstrated 
there was local demand. Currently, the co-op 
has 50 singles and couples in membership. 
Many of them have made a $200 deposit to 
show their commitment to the project.

That’s the great thing about housing co-
ops. You are buying a share in an organiza-
tion whose reason for existence is to serve 
your needs and those of the other members. 
For some people, the need is to stay right 
where they are, whether it’s downtown Moss-
bank or Saskatoon. They’ve been around the 
block many a time, and they know that home 
is where it’s at.

Ahead of the Curve: Farmers 
Market Co‑ops in Saskatchewan

Next time you swing past your favourite 
farmers market, have a guess at how long 
it’s been around. If you figure 10 or even 15 
years, you’re probably guessing low– way 
low.

In this province, farmers markets are 
anything but recent. Whereas other prov-
inces are “going local” in food purchases, 
Saskatchewan got up and went back in the 
1970s. With some financial prompting from 
the provincial government, farmers market 
co-ops appeared all over. As many as 65 
were already humming in 1979. That’s when 
the Saskatchewan Farmers Market Co-oper-
ative (SFMC) was formed to help them co-
ordinate, share information, and keep on the 
right side of Saskatchewan Health.

Most of those markets are still active to-
day, all part of the over $3 billion business 
which farmers markets represent across 
Canada.

Like Battleford & District Farmers Mar-
ket Co-op, for instance. It got its 25-year 
“Certificate of Co-operative Achievement” 
back in 2004! Its vendors sell “a little bit of 
everything.” There’s soap and sewing. Bread 
and buns. Meat, dairy, and coffee beans. 
All manner of garden produce. Everything 
homemade or homegrown.

Summer is the busy time, with two mar-
kets weekly, in two different locations, one 
north of the river, one south. But there are 
sales to be made in winter too, when the 
vendors set up their tables inside the Co-op 
Marketplace.

Does the fact that Walmart is adding a 
grocery store to its complex create a stir? No 
more than Frazer’s No Frillz Supermarket 
does – which is to say, none at all. The dis-
count grocery stores just don’t appeal to the 
same type of buyer.

You see, people come to the Battleford & 
District Farmers Market because they value 
local and they value fresh. They want to be 
sure that the carrots or heads of lettuce were 
picked and washed yesterday or maybe the 
day before. Another thing they shop there 
for is the pleasure and security of knowing 
the producer. They want to “put a face be-
hind what they put in their face.”

They also come looking for artistic talent. 
In addition to fun marketplaces, farmers 
market co-ops foster new talent. You be-

come “part of a talented pool of individuals 
whose hard work, creativity and drive know 
no bounds!” says photographer and vendor 
Rosanna Parry.

Onto this riot of creativity and friendship 
the SFMC imposes only the lightest touch 
of order, primarily for the sake of customer 
safety and the greater good: enabling more 
residents of Saskatchewan to be able to buy 
healthy, locally-produced goods.

The member co-ops pay the SFMC an an-
nual membership fee. Their vendors pay the 
SFMC an annual levy, which enables them 
to sell their wares at any member co-op. The 
levies go to pay for advertising, in print and 
online. They also cover the market’s group 
insurance.

Crucial to that insurance is an accurate 
listing of every vendor and his or her contact 
information. That’s the job of the member 
co-ops. It’s also up to them to make sure that 
their vendors complete and submit weekly 
and monthly sales reports.

This may sound like bean-counter’s 
dream, but don’t be fooled. These elemen-
tary statistics — how much was sold of each 
type of good — are invaluable. Pack all those 
numbers together, like the annual volume of 
local vegetable sales, or province-wide sales 
of home baking, and you have a case. For the 
government, you have a case for the impact 
of these markets on the economy. For the 
member co-ops and their vendors, you have 
a moving picture of what is selling, where’s 
it’s selling, and if those sales are following a 
pattern.

SFMC is also the champion of farmers 
markets in their dealings with the govern-
ment and other large institutions. It searches 
out grants. It helps members understand the 
constant swirl of regulation, especially in 
terms of health safety. It helps them make 
their voices heard when regulations, like 
supplier certification, impede the efforts of 
small producers to sell excess produce to 
grocery chains.

Currently, more than 20 of the province’s 
farmers markets are SFMC members. Does 
that include your farmers market of choice? 
Maybe it should!
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