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1 Member Value and Commercial Relevance 

This category is designed for associations that need to prove why membership matters, defend dues, strengthen retention, and redesign 
their member offer around commercial value rather than legacy benefits. 

Module 1.1  Member Value Proposition Rebuild 

What the service offering entails Benefit to the association and its members Competitive differentiation and unique commercial 
benefit 

SCIG rebuilds the association's value proposition 
around commercial outcomes members can 
recognize: reduced risk, better market intelligence, 
stronger policy positioning, improved operating 
economics, access to partners, and clearer 
pathways to growth. 

The association gains a stronger basis for 
recruitment, retention, dues defence, and member 
engagement. Members gain a clearer 
understanding of how the association contributes 
to their commercial success, operating resilience, 
and competitive position. 

Conventional providers often frame member value 
around benefits, events, education, advocacy, and 
communications. SCIG reframes value around 
member commercial outcomes, positioning the 
association as a business asset rather than a 
membership expense. 

 

Module 1.2  Dues Value Justification Program 

What the service offering entails Benefit to the association and its members Competitive differentiation and unique commercial 
benefit 

SCIG develops a dues-value case that translates 
association activity into measurable member 
relevance: intelligence delivered, risks reduced, 
costs avoided, markets protected, partnerships 
opened, and commercial opportunities created. 

The association becomes better equipped to 
explain and defend dues. Members receive a 
clearer business case for membership, grounded 
in practical value rather than abstract association 
benefits. 

Many firms address dues through messaging or 
retention campaigns. SCIG turns dues justification 
into a commercial return narrative, connecting 
membership fees to risk reduction, market access, 
intelligence, savings, and opportunity. 

 

Module 1.3  Commercial Member Needs Assessment 

What the service offering entails Benefit to the association and its members Competitive differentiation and unique commercial 
benefit 

SCIG conducts a commercially focused member 
assessment that examines member revenue 
pressures, cost structures, regulatory burden, 
financing constraints, trade exposure, 
procurement needs, market-access barriers, and 
unmet service opportunities. 

The association gains evidence for redesigning 
services, communications, events, partnerships, 
and member-support programs. Members benefit 
because future priorities are shaped around real 
operating and commercial pressures. 

Standard member surveys often measure 
satisfaction, engagement, or event preferences. 
SCIG assesses the business conditions shaping 
member survival, growth, risk, and 
competitiveness, producing a stronger foundation 
for commercial service design. 

 

Module 1.4  Member Engagement Intelligence and Concierge System 

What the service offering entails Benefit to the association and its members Competitive differentiation and unique commercial 
benefit 

SCIG designs a member-intelligence and account-
management system that tracks member issues, 
risk exposure, commercial priorities, policy 
concerns, service use, and readiness for targeted 
support. 

The association becomes more proactive and 
member-aware. Members feel better understood, 
better served, and more likely to view the 
association as a practical business resource. 

Typical engagement models track participation, 
opens, attendance, or renewals. SCIG builds 
engagement around member intelligence, enabling 
the association to identify risks, opportunities, and 
service needs before members disengage. 


