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• We are a Colorado 501(c)(3) non-profit social 
enterprise that supports women striving to 
create lasting change in their lives by 
establishing steppingstones to self-sufficiency.

• We believe all women have the power to 
transform their lives through employment. We 
envision a day when barriers to employment are 
eliminated, when employers hire based on 
talent and potential rather than background. We 
hope all women who want a second chance can 
come to the Bean Project and find the 
community, support and confidence needed to 
improve the future for themselves, their families 
and the community.

• Back in 1989, our founder, Jossy Eyre, was 
volunteering at a daytime women’s shelter in Denver, 
CO. She realized that while the shelter kept the 
women safe, it could not help them make lasting 
changes in their lives. To help the women achieve 
independence and self-sufficiency, she needed to 
provide an opportunity to experience the dignity of 
work by learning how to get – and keep – a job. She 
invested $500 of her own money and put two women 
to work; the start of the social enterprise we are 
today.

• Now our revenue is more than $3M per year and our 
products are sold in nearly 1,000 stores nationwide, 
including King Soopers, Whole Foods, Safeway, and 
Meijer, as well as small specialty retailers. You can 
also shop our products online on our website, 
Amazon.com and a small growing number of other 
online sales portals.
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Start with the end in mind: Imagine yourself at a future date when you 
have achieved your operation expansion: 

• What does it look like?

• How does it feel?

• How is your mission advanced?
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• Start with the end in mind

• Growth plan is strategic plan 
first

• Understand the impact of 
growth

• Operational

• Program

• Financial

Get ready to sell the dream!
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• Untapped capacity

• Impact of constraints 

• Business decisions

• Program capabilities

• Access to capital



Internal

• What is the why?

• If you build it…

• Change management

External

• Who wants you to grow?

• Effect on people served

• What support will you get?
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• What is it you would like to do but currently cannot? 

• Are you responding to demand or ego?
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• What are their needs (e.g., 
transportation access)

• What do they value

• What do they like/not like 
about the current space

• What would make the 
workspace seem welcoming



• What do you like/not like about 
the current space?

• What do you wish you had?

• What would make the 
workspace seem welcoming?

• How might a new space help 
you do your job better?



• 58 interviews with key donors / 437 e-
surveys

• Communicate growth plan

• Measured confidence in and support 
for:

• Strategic plan for growth: 78%

• Willingness to give: 87%

• WBP positive perception: 100%

• Feedback about past message efficacy



• Quarterly reports to donors on 
progress

• Semi-weekly check-ins with 
staff with requests for input

• Building location

• Building lay out

• Design choices

• Regular check-ins with program 
participants and requests for 
voting 



• Great Bean Clean Out

• Special requests

• Work area locations and 
furniture

• Visits to the building site
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• Who are the stakeholders you wish to involve in your expansion 
efforts?

• What are 3 things you would like to learn from these stakeholders?
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• How does building advance 
mission

• Financial benefits from the new 
space

• How will we pay for operations



• Individual donors

• Foundations

• Corporate

• Bank bridge loan

• New Markets Tax Credits

• Gift recipient beware (strings 
attached)
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