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Coopstartup is a project launched by Coopfond that 
aims at setting up cooperative startups. It comes from 
the need to promote entrepreneurship among young 
people encouraging the adoption of the cooperative 
model and affirming the presence of cooperatives in 
‘new markets’.

Coopfond is the company that manages the fund set 
up by the resources of Legacoop members to create 
new cooperatives and to develop and strengthen 
existing ones (according to the Italian law 59/1992) . 
The resources of the fund come mainly from 3% of the 
annual profits of Legacoop cooperatives. 

Legacoop - Lega Nazionale delle Cooperative e Mutue 
(National League of Cooperatives and Mutuals) is an 
Italian association of cooperatives established in 1886 
to represent its members and advance the cooperative 
enterprise model. It is organized in national, regional 
and sector structures which represent and safeguard 
member cooperatives, defend the cooperative identity, 
promote cooperation and offer assistance to its 
members.

 COOPSTARTUP 

→ www.coopstartup.it

 COOPFOND 

→ www.coopfond.it

 LEGACOOP 

→ www.legacoop.it
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The objective of writing a guide to setting up cooperative startups is 
threefold:
- promoting self-employment projects to help reduce youth unemployment; 
- encouraging the adoption of cooperative legal status among startups;
- affirming the presence of cooperatives in new markets, particularly in the 
field of technological, organizational and social innovation. 

In our view, encouraging cooperative startups means not only creating new 
enterprises and new jobs but also fostering innovation and entrepreneurship 
using the cooperative model and tapping into the active participation and 
potential of young people, also supported by the more experienced.

Startup means ‘to begin’, but actually there are two meanings – the 
traditional one, referring to the initial phase of an enterprise and the other 
more recent one, involving a new company making maximum profits in a 
short time by introducing innovative products or services.1

Over the last few years, Italian policy makers trying to tackle the economic 
crisis with the increase in unemployment and influenced by the US and 
Israeli experiences, have seen startups as a way to create new jobs, 
especially for youth, in emerging IT markets. Hence, the term startup has 
entered our everyday language but its meaning is not always crystal-clear.
Despite recent Italian legislation (Restart Italia to Decreto Crescita 2.0)2 
clearly distinguishes between innovative startups and conventional 
startups, when reading articles or listening to conferences it is hard to 
understand the difference between inventions (sometimes “smart” but with 
no economic return), innovative companies (making inventions profitable) 
and new enterprises (originally mixing existing resources or introducing 
new products or services). 
For us, startup refers to the initial phase of a cooperative, an organization 
in which people are the core and innovation the means. 
From a strictly economic point of view, starting up a cooperative is no 
different to starting up any other kind of business. Nonetheless, some 
particularities characterize the cooperative creation process, the most 
important being the democratic involvement of a group of people from the 
very beginning. A cooperative is not built purely on the business idea of 
someone, but it brings together a group of individuals’ time, talent and skills 
to accomplish a goal. A cooperative differs from other kinds of businesses 

MAIN GOALS

WHY 
COOPERATIVE 
STARTUPS

FOREWORD

1  EU IATE - Inter-Active Terminology for Europe – defines a startup as a new company in the beginning phase, “a new business venture”. It 
stresses the difference between a startup and an innovative startup, the latter described as “a company with annual sales revenue that has 
grown 20 percent or more for four straight years”.

2  Introduced in 2012, the innovative startup, “Startup Innovativa”,  has the following features: 
• capital company (also a cooperative) 
• non-listed 
• owned by min. 51% of natural persons
• not for profit
• running for less than 4 years
• head office in Italy
• annual turnover less than € 5 mill.
• min. 20% spending on R&D or 1/3 of the workers made up of research doctorates and researchers or a patented company. 
Among the innovative startups a special group exists – social innovative startups: they must have the above characteristics and should 
operate in health, social care, education, environment, culture and tourism.
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because it is an autonomous association of persons united voluntarily to 
meet their common economic, social, and cultural needs and aspirations 
through a jointly owned and democratically controlled enterprise.3

In this process, how does innovation come into play? For us, innovation is 
multi-faceted, assuming different shapes, coming from different sources, 
whose effects are useless unless introduced into a coherent framework. 
We adopt this point view in line with the EU 2020 Strategy, focusing on 
innovation but attentive also to the environment and the need to increase 
employment to foster a smart, sustainable and inclusive growth.
Specifically, Horizon 2020 provides funding for innovative activities 
attempting to cope with the following societal challenges: 
• Health, Demographic Change and Wellbeing
• Food Security, Sustainable Agriculture and Forestry, Marine, Maritime and 
Inland Water Research and the Bio economy
• Secure, Clean and Efficient Energy 
• Smart, Green and Integrated Transport 
• Climate Action, Environment, Resource Efficiency and Raw Materials
• Europe in a changing world – Inclusive, innovative and reflective societies 
• Secure societies – Protecting freedom and security of Europe and its citizens. 

In the Europe 2020 Strategy, as a whole, suggestions for new businesses 
also extend to other economic areas, such as Art and Culture - preserving 
archaeological, historical and cultural heritage and sponsoring creative 
industry - and promoting and enhancing local and national Tourism.
In brief, the EU encourages all economic activities targeting the three goals 
of innovation, growth and employment with special attention on economic, 
environmental and social sustainability.
Our aim in promoting cooperative startups should be considered as a way to 
follow this logic, fostering new ideas with a specific focus on participation, 
feasibility and future prospects.

The main target of this Guide is would-be cooperators, especially young 
people. The Guide is mainly aimed at worker cooperatives, creating long 
term and decent employment for people with an idea and wanting to make 
it a reality with others.
As well, it could be useful to build up a support network providing a range 
of services (such as, information, networking, training, consultancy, etc.) 
better supporting new entrepreneurial ideas and introducing new people 
into the cooperative world.
This Guide provides general advice and needs to be adapted to the 
circumstances in which the group of would-be cooperators operates, 
taking into account individuals’ personal, psychological and sociological 
characteristics as well as economic, technological and market features 
(the enterprise as a socio-technological system open to its environment, 
according to the Tavistock Institute approach). The smaller the size of the 
project (both in terms of organizational complexity or considering the market 
share necessary to reach breakeven), the more individual features, such as 
entrepreneurial attitudes, group dynamics, personal expectations, become 
essential. The relation between project size and individual features and the 
main ingredients of the combination of the two can be outlined as follows4.

WHO THE 
GUIDE IS FOR 

3  International Cooperative Alliance, Statement on the Cooperative Identity.

4  Chart elaborated by Flavio Casetti, Vicepresident of Seniorcoop (Association of retired cooperative managers who voluntarily work to 
promote and develop cooperation).
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FIGURE 1

In a startup life cycle, there are two stages – pre-startup and post-startup. 
The first deals with all the activities before the creation of the new enterprise 
and it ends with the foundation of the startup; then, the second is about all 
the achievements related to business consolidation and development.

FIGURE 2

This Guide concerns the pre-startup stage not only because it is logical to 
start from the beginning but also because if the initial activities are carried 
out efficiently and effectively then the startup should have a better chance 
of success.
Therefore, the Guide’s purpose is to outline the different steps in setting 
up a cooperative and suggest a way to turn ideas into sustainable and 
long-term businesses. Here, we deal with the concrete issues in creating 
a company, other more specific details (administrative, fiscal, managerial, 
etc.) can be found in relevant texts.
The Guide is a user-friendly tool and is intentionally not too technical. 
It has been written following the model of “Simply Startup. A guide to 
the process of starting a Co-perative or Community Enterprise” (edited by 
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    ARTISTS

- Member professional skills
- Internal talent mix
- Quality of internal relationships
- Economic and financial balance
- Context analysis

    PIONEERS

- Product or Service development analysis
- Context analysis 
- Member professional and managerial skills
- Economic and financial balance
- Industrial relations and HR 

    PLANNERS

- Context analysis 
- Economic and financial balance
- Management quality
- Governance control
- Industrial relations and HR

    MANAGERS

- Leader characteristics
- Governance control
- Economic and financial balance
- Context analysis 
- Member characteristics
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Co-operatives UK in 2011)5, but it has been modified and adapted to the 
Italian context according to the suggestions from the working group of the 
Coopstartup Project6.
The itinerary envisaged in the Guide goes from the idea to the formal 
organization. It is a logical itinerary made up of 10 stages:

FIGURE 3

Note: the above sequence can be changed. Some phases are cross-
sectional and could occur at different times, while others repeat as the 
project develops. A non-linear outline of the process is shown below: 

FIGURE 4

5  Sincere thanks to Ed Mayo, General Secretary of Cooperatives UK, who kindly authorized the use of their publication and to Stefania Marcone of 
Legacoop Foreign Affairs Office for being the go-between.

6  Coopstartup is an experimental project, launched in 2013 by Coopfond, aimed at promoting cooperative startups. Among other things, it is based 
on a heterogeneous, “open” and growing working group.

01 ≥ The idea

02 ≥ Entrepreneurial attitudes

03 ≥ Team building

04 ≥ Project planning

05 ≥ The cooperative choice

06 ≥ Business planning

07 ≥ New members entry

08 ≥ Partners and stakeholders

09 ≥ Project financing

10 ≥ Setting up 
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Following the itinerary, the Guide is divided into 10 sections. 

Each section contains a brief description and four subsections, providing a 
practical aid for the would-be cooperators in their self-analysis and in the 
planning process.

The four subsections are:
• Key questions: questions to be answered by the would-be cooperators 
• Key objectives: objectives to be reached
• Useful tools: resources and techniques useful to carry out specific tasks 
• Support network: helpful actions or services carried out by third parties 
(e.g. Legacoop offices).

The section “Support network” needs to be analyzed as a whole. In 
fact, considering the homogeneity of the services included (information, 
training and counseling) they could be turned into a “single support desk” 
managed by Legacoop through its own resources and its professional 
network.
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The starting point of any startup is the idea: a novel way of addressing a 
need, a new market opportunity, a copy of something successful elsewhere, 
an answer to the local community. In a prestart-up stage, three elements 
can be identified: a need, an idea and a vision, even rough, of how to turn 
the idea into a sustainable business. If the idea, as often happens, comes 
just from one person, it is necessary to find: 1) interested people to build a 
team sharing and strengthening the idea; 2) an “expert” to discuss, analyze 
and develop the idea.

KEY QUESTIONS
• How did the idea come about? 
• What do you want to produce (product/service)?
• What is the market opportunity?
• What do you need to make it sustainable?
• Who are the competitors?
• Who could become partners?
• What makes your product/service better than others? 
• What skills are needed for the idea to become a business?

KEY OBJECTIVES
• A brief presentation 
• A list of ingredients  (people, skills, information)
• Feasibility

USEFUL TOOLS
• Research and studies: Is it innovative? How does the market work?
• Idea generating places, e.g. co-working, university research centers, 
internet, friends
• SWOT analysis 
• Business Model Canvas 
• Elevator pitch (first attempt)
• Market test

SUPPORT NETWORK
• Organizing events (even in schools and universities) to spread cooperative 
principles and values and to attract young people and new ideas 
• Promoting calls for innovative business ideas that can be turned into new 
cooperatives or being introduced into existing ones
• Arranging friendly spaces with information desks to provide direction and 
advice to youth, to select hopeful business ideas and identify would-be 
cooperators
• Keeping in touch with university or research centres and local branches of 
larger networks such as, fab-labs, innovation labs, business incubators, etc. 
• Supporting the creation of new cooperatives aiming at reinventing 
traditional arts and crafts using new technologies 
• Providing evaluation and selection methods to enable would-be 
cooperators to clarify the strengths and weaknesses of their business ideas
• Offering a register of experts and professionals willing to offer their advice 
(pro bono or nominal cost)

1. THE IDEA
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It is not so easy to define entrepreneurial attitudes as they involve the input 
from different disciplines – economy, sociology, psychology, pedagogy. 
Being an entrepreneur depends on diverse variables – the individual as 
a person, their background, the general context, etc.. The evaluation of 
these attitudes is crucial in setting up a business. Having a good idea is 
not enough. Some personal traits and skills, such as the desire to achieve, 
risk, experiment, be organized, look forward and go beyond, are as relevant 
as technical and managerial competences, which can be learned, to make 
the idea work.

KEY QUESTIONS
• Do you realize what it means to be self-employed?
• Do you want to exploit your potential?
• How do you manage risk?
• How do you cope with failure?
• Are you a problem solver?
• Do you adapt your plan to suggestions from others? 
• Are you open to the new?
• Do you have the driving force to achieve your objectives?
• Are you a good team worker?

KEY OBJECTIVES 
• A self-evaluation (personal and entrepreneurial attitudes) 
• The drive to go on or give up

USEFUL TOOLS
• Information on self-employment and business risk
• Self-evaluation tests to assess your entrepreneurial aptitude

SUPPORT NETWORK
• Setting up information desks
• Promoting self-evaluation
• Organizing entrepreneurial training courses

2. ENTREPRENEURIAL ATTITUDES



15

3. TEAM BUILDING

Who are the members? What are their skills and competences? What are 
their aims and hopes? How do all these professional and personal elements 
mix? Trying to answer these questions at a preliminary stage is vital because 
the core of a startup business project, the one and only driver, is the team. 
Hence, not surprisingly, those in charge of evaluating project soundness 
and prospects consider the team as the key factor for a successful startup. 
An ideal team should be varied and synergic, a balanced combination 
of skills, knowledge and experiences. However, team working has also 
other advantages, because, even if most of the ideas originate from one 
person, their actual development and improvement benefit from the active 
participation of many. People involvement, though, is not an automatic 
task and would-be cooperators should create, from the very beginning, a 
lively group identity focusing on shared objectives, methods, values and 
principles.

KEY QUESTIONS
• Who are we? (Member profiles)
• What do we want to do and how?
• Do we have all the required competences within the group? Do we have 
to look for them elsewhere?
• Do we have enough time to spend on the project?
• What do we expect to get back from investing our time, money and effort? 
• What other people could we involve and what kind of relationship can be 
built with them?

KEY OBJECTIVES
• Team competence assessment 
• First draft of the Business Model
• Identification of would-be partners and stakeholders
• A renewed version of the pitch

USEFUL TOOLS
• Competence Assessment Tools at individual and group level 
• Business Model Canvas
• Stakeholder Analysis 
• Meetings with experts and would-be partners

SUPPORT NETWORK
• Organizing training courses and information desks on competence 
assessment
• Providing schemes to survey competences, skills, personal aims and 
hopes at individual and group level
• Organizing training courses on managerial and communication skills 
development
• Setting up workshops with experts and mentors to develop ideas
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A project plan answers basic questions such as:
Why? - What is the need to be addressed? 
What? - What work is to be carried out?
Who? - Who will be involved and what will be their responsibilities?
When? - What is the project timeline and when will particularly meaningful 
points be completed?
However, for successful teamwork, tasks should be distributed effectively 
and equitably within the group, avoiding individuals taking on too much. 
Furthermore, the group should meet as often as possible to share 
information and achievements, to monitor the steps forward, to define 
new strategies, potential and requirements. Sharing responsibility makes 
the project more likely to be successful and gives the group, and not the 
individuals, ownership of the results.

KEY QUESTIONS
• How can you split up the tasks and what is the time necessary to do 
them? 
• Who will be responsible for what?
• How much effort does each member have to put in for group success?
• Do you need any external help to assist the planning process?

KEY OBJECTIVES
• Factors (administrative, market, legal, etc.) necessary to start the activity
• Milestones
• Identification of responsibilities and deadlines 
• A project plan

USEFUL TOOLS
• GANNT Charts 
• Meetings with experts to assist your planning

SUPPORT NETWORK
• Organizing training courses and information desks on project planning
• Organizing workshops on specific project management tools

4. PROJECT PLANNING
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Cooperation is an effective means to turn a new entrepreneurial idea 
planned collectively into a sustainable long-term business. A cooperative 
can be defined as a jointly-owned and democratically controlled enterprise 
producing goods and services, run by its members to meet their 
common economic, social and cultural needs and expectations. In worker 
cooperatives, members are both workers and owners and, each member, like 
in other cooperatives, contributes equity capital and participates on a one-
member/one-vote basis and not in proportion to their equity contribution. A 
cooperative means working together to create value for members (following 
the mutual interest principle), as well as for customers/clients, with the 
main objective of reinvesting a part of the profits to make the cooperative 
stronger and long lasting. It is not a short-term business for a quick return, 
just to sell a new creative product, patent or the company when it reaches 
a good economic standing.

KEY QUESTIONS
• Why a cooperative (pros and cons)?
• Is the cooperative status consistent with the kind of business to be carried 
out and with the team expectations?
• What kind of relationship will there be between the members and the 
cooperative (roles, responsibilities, labor contracts, etc.)? 
• What are the cooperative objectives and how will they be reached?
• Are you aware that a cooperative is a business and like any other business 
it involves a risk?

KEY OBJECTIVES
• Cooperative objectives and activities to carry out 
• Inspiring values, target customers and target areas
• Short and medium term prospects (in 1 year and in 3 years)

USEFUL TOOLS
• Guides and manuals on cooperatives
• Cooperative visits and cooperator interviews
• Team meetings to discuss critical points

SUPPORT NETWORK
• Organizing training courses and information desks on cooperatives and 
cooperation
• Collecting stories of successful cooperatives and/or cooperative startups 
as examples to show
• Facilitating communication within the team
• Organizing meetings with experienced cooperators
• Developing survey tools to assess member expectations and cooperative 
value consistency (see the table below)

5. THE COOPERATIVE CHOICE
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Examples of option criteria

     CHOOSE A COOPERATIVE IF …

You are not worried about taking on 
responsibility and like to run a business on 
your own

You are a group (of at least 3 people) who 
wants to turn your idea into a business project 
together

You like to share ideas, decisions, responsibility, 
success and failure (“one for all, all for one”)

You are interested in developing your skills 
and in a long term and sustainable business 
for you and the group

You do not have a lot of money, but like the 
idea of pooling your money together with a 
group of friends (even asking “family, friends 
and fools”) to create a business, have a job 
and recoup your investment in the long term

You believe in a jointly owned enterprise 
open to other people willing to be involved, 
working and contributing their skills (“unity is 
strength”)

You would like to work in a company where 
personal relationships, team working, skill 
development, and safe working conditions are 
priorities. And where profits are distributed, 
only in part among members, the rest set 
aside for future investments

You believe in social goals, sustainability and 
community needs and want to respect these 
principles in your business even if this means 
less personal gain

You know that a cooperative operates in a 
network and you are interested in being part 
of it, supported in the market with cultural, 
administrative, managerial and financial tools 

      DO NOT CHOOSE A COOPERATIVE IF …

You are looking for a permanent conventional 
job and you do not like entrepreneurial or 
managerial responsibilities

You are a person who wants to turn your idea 
into a business project by yourself

You do not like to share your business project 
and you prefer to take all the business risks 
yourself

You are interested in a high-growth project 
selling your company in the short term just to 
earn money

You do not have a lot of money and are 
looking for venture capitalists believing in your 
business project and aiming at creating a new 
company to be sold in the short term

You want your own business involving people 
only interested in sharing profits 

You would like to create a profit-maximizing 
firm, being directly or indirectly involved, 
where organizational and working conditions 
are secondary 

You believe in social goals, sustainability and 
community needs and want to respect these 
principles in general, but you are not willing to 
sacrifice your personal gain 

You know that a conventional company 
competes as one, creating only business 
networking
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6. BUSINESS PLANNING

At this stage, it is important to clarify what will be produced, how it will 
be done, who will be the customers/clients and what will be the resources 
required. This means putting on paper objectives, strategies, sales, 
marketing and financial forecasts, i.e. preparing a business plan. A business 
plan helps to clarify a business idea, spot potential problems, set out 
goals, measure progress. It is  both an internal tool, defining intermediate 
objectives and how to achieve them, and an external tool, presenting the 
project in order to raise funding or to convince customers/clients, suppliers 
and potential partners to support you or even members to join in. It must 
answer a crucial question: is the project feasibly and sustainably long term?

KEY QUESTIONS
• What do you plan to do?
• How will you do it?
• What is the product/service (can it be done by you alone or in partnership, 
who are the clients/customers and how much are they willing to pay)?
• What are the factors of the relevant market (the competitors, how they 
will react)?
• Can the project be achieved with the resources available and can it 
produce a return (enough to repay work effort and capital invested)?
• Do you need a patent or copyright?

KEY OBJECTIVES
• A new Business Model Canvas
• A Business Plan

USEFUL TOOLS
• Pitch 
• SWOT Analysis
• Meetings, interviews, surveys for market research
• Prototypes and sample tests 
• Business Model Canvas
• Business Plan

SUPPORT NETWORK
• Organizing training courses and information desks on project planning
• Organizing workshops on managerial and communication tools
• Tapping into Business Model Canvas and Business Plan consultancy
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7. NEW MEMBER ENTRY

New member entry can happen at any stage of a cooperative startup and 
even later when the work has already begun. Membership lies at the heart 
of a cooperative and new members are able to introduce new resources, 
not only of an economic kind but also in terms of ideas, skills, knowledge 
and energy. From the outset, it is important to keep in mind that enlarging 
the circle of personal and professional acquaintances could have positive 
effects on the project and add key figures to the team. So, get out and 
present the project to as many as possible. As well, new members could 
be attracted by presenting the project on the web and/or social networks. 
Whatever the route chosen, the ends, means and member benefits should 
be clear so the promoters will be able to explain the project to any potential 
entrants.

KEY QUESTIONS
• When do you plan to involve new members?
• How do you look for new potential members?
• How do you communicate to new potential members?
• How can you manage new potential member hopes and expectations?
• How can you understand if a cooperative is suitable for new entrants?

KEY OBJECTIVES
• New members and new energy
• Greater objective sharing 
• A new powerful pitch

USEFUL TOOLS
• Startup events
• Public presentations of the project
• A website, a blog or a social network profile

SUPPORT NETWORK
• Organizing training courses and information desks on cooperative 
membership
• Connecting startup promoters with possible members
• Involving other stakeholders (unions, business associations and non-
profit organizations) 
• Keeping up to date with startup events
• Organizing workshops on new media tools
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8. PARTNERS AND STAKEHOLDERS

As for new member entry, attracting partners and stakeholders can happen 
at any stage of a cooperative startup, but for the latter, a business or 
social collaboration is the objective. Would-be business partners could 
be companies working in neighboring sectors, interested in networking or 
willing to introduce a new product in their supply chain. In most cases, this 
means choosing between manufacturing a product in-house or purchasing 
it from an external supplier, i.e. a make or buy decision. For prospective 
stakeholders, it is different because they could be people or organizations 
attracted not by the business potential, but by the project’s innovative level 
or its positive spillovers for the region and society as a whole. Both kinds 
of partnership can be vital to make the project work, test its feasibility, be 
aware of other needs and plan the following steps. 

KEY QUESTIONS
• What do you expect from partners/stakeholders, and what are you going 
to offer them?
• What are you going to produce in-house and what are you going to buy?
• How do you look for would-be partners/stakeholders?
• How do you communicate to would-be partners/stakeholders?

KEY OBJECTIVES
• Agreements for partnerships
• Additional market information for the Business Model Canvas and for the 
Business Plan 

USEFUL TOOLS
• Meetings and workshops
• Presentations of the project

SUPPORT NETWORK
• Collecting information on possible local business and non-business 
partners 
• Connecting startup promoters with possible partners linked to the 
cooperative world
• Promoting business and association networking
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Whatever the activity planned, it is likely to require a cash outlay to run 
the business before it makes a profit. It is advisable that at the beginning 
this cash comes from members or from their “families, friends and fools” 
(“love capital” to be repaid as soon as possible). This initial self-financing 
makes the promoters more responsible and avoids wasting money on a 
“mission impossible”. If the chance arises for a grant, a prize or a loan, this 
should be considered as an opportunity to better understand and develop 
the project potential and not as an excuse to bend the project to exploit any 
financing possibility. Whatever the financing, you must be able to present 
proof of the project’s worthiness to attract investors.

KEY QUESTIONS
• Where are you and how is it going? (Are you on track or do you need some 
changes?)
• Where will your profits come from and how will they increase?
• Is your business model sustainable? (Have you been realistic in your cost 
and revenue prospects?)
• Do you really need external finance to start? Can you start small and 
finance the expansion from the profits?
• If you need external finance, who will be the financers? (Is the cooperative 
form compatible with the kind of financing chosen)?

KEY OBJECTIVES
• Business plan - finance section (Profit and loss projections, Cash flow 
projections, Balance sheet forecast, etc.) 

USEFUL TOOLS
• Business Model Canvas
• Business Plan
• Pitch

SUPPORT NETWORK
• Organizing training courses and information desks on finance
• Organizing workshops on financing tools
• Providing simplified schemes for financial projections
• Collecting information on financial opportunities - Public funding from 
Italian and EU institutions; Private Funding from Banks, Coopfond and other 
Legacoop financial institutions, incubators, accelerators…; Crowdfunding

9. PROJECT FINANCING
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It is almost done! The only missing thing is the formal creation of the 
new enterprise with all its legal and administrative requirements to get 
going. Under Italian law, a Memorandum and the Articles of Association 
are the first documents to be produced. Then, the registration on the 
Chamber of Commerce Company Register (establishing legal status), which 
with the Taxation Office assigns the tax and, where applicable, the VAT 
numbers. To run the activity, some further authorizations are necessary 
- a business startup notification and, depending on the activity, different 
specific certifications, accreditations and licenses. Finally, as a cooperative, 
the registration on the National Cooperatives Registry of the Minister of 
Economic Development is a must.

KEY QUESTIONS
• What kind of cooperative are you setting up (a public limited company or a 
limited liability company; a mutually or non-mutually prevalent cooperative; 
market class or product/service group)?
• What will be the company objective?
• How will it be organized – administratively and functionally?
• What will be the conditions ruling membership entry and exit? 
• Are you aware of the dual member-worker role (with relevant rights and 
obligations)?
• Do you need any specific certification, accreditation or license?

KEY OBJECTIVES
• Memorandum, Articles of Association, Regulations 
• Registrations, Certifications, Accreditations, Licenses
• Organization functional scheme
• Rules of labor compensation
• Rules of management and financial control

USEFUL TOOLS
• Information on legal and administrative requirements
• Internal meetings
• Schemes of Memorandum, Articles of Association, Regulations 
• Specific industry labor contracts 

SUPPORT NETWORK
• Organizing training courses and information desks on cooperative and 
administrative requirements
• Assisting would-be cooperators in setting up, even putting them in contact 
with professionals and experts 

10.  SETTING UP
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