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Value Proposition (VP) -  Your Project Milestones 

Milestone One – Planning (30 Days in Advance of Workshop) 
 
Assemble a diverse, relevant group of members at large to participate in this project. This should be a task 
force. Their work lasts a limited time, with a specific role in this process. 
 
Role of the Value Proposition task force: 
 
This group will participate in a one-hour webinar prior to the six-hour live workshop. You should begin to work 
right away to invite members. Usually the value proposition, once finalized, the task force’s job is complete and 
is turned over to the communications committee or staff to plan and launch. 
 
Selecting Members of the Value Proposition task force: 
 

 Depending on the size of your organization, the task force consists of a minimum 15 members and a 
maximum of 30 

 IMPORTANT: Include as many uninvolved members as there are volunteers and current leaders 
 
Task force works best with a member group made up of the following: 
 

 Chief Staff Executive 

 Key staff members 

 President and/or President-elect 

 As many “regular” uninvolved members as there are volunteers and current leaders 

 “Regular” uninvolved members include: 
o Young professionals 
o New members 
o Aspiring leaders 
o Business owners from large and small firms 
o Successful, high producing members 

 
Key Message: It is very important to have a cross-section of your membership in attendance at the workshop. 
 
Role of the Board of Directors 
 
It is important that your board of directors endorse the value proposition project.  Often VP projects are 
initiatives that come from the strategic plan and positioned as a PAG (Presidential Advisory Group) versus a 
task force.  Click here to see how one association structured and operated their PAG. 
 
It is wise to include two or three board members in the process. It is ideal if they are willing – so ask if anyone 
would like to participate. The president or president-elect should be a member of the task force. They will have 
a role in the launch of the VP to membership. It is important to have their support; and even better if they have 
ownership in the process. 
 
Refer to our website for email examples and recruiting advice. 

 
 

http://www.membervalue.org/docs/CAR_PAG_OverviewofProcess.pdf
http://www.membervalue.org/clients/tools/sample-email-to-task-force/
http://www.membervalue.org/clients/tools/tools-recruit-your-task-force/
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Milestone Two – Scheduling (For One to Two Weeks Before Workshop) 

1. One-hour webinar in advance of the on-site messaging workshop. 

 Encourage your task force to be in the same room for the webinar. This fosters conversation and first 

impressions. If it is impossible for someone to join, they can join separately. 

 It is wise to invite the entire board of directors (and at least the executive committee) to sit in on the 

webinar if they are not familiar with the value proposition process. 

2. Full-day, live messaging session (usually 9am to 3pm) to work through steps one through three of the seven-

step process. Assemble a team of 15-30 members (depending on the size of your organization). For more 

information about the Messaging Workshop, click here. 

Milestone Three – Messaging 

1. With the output of the workshop, nSight 

Marketing presents drafts of the value 

proposition to the Association Executive to 

select one messaging concept. Think about 

who will be part of that approval process. 

2. Once the messaging is finalized, the task 

force is reassembled via webinar to refine 

the value proposition. While nSight 

Marketing develops the messaging concept, 

the task force will make the words work for 

you. 

3. Once the content is final, the graphics 

development begins. 

Milestone Four – Graphics 

 Using your approved content along with your brand and agreed to style, nSight Marketing converts the 

words to three draft designs. 

 Association selects one final design and final files (different versions and formats) are prepared for use.  

http://www.membervalue.org/do/seven-step-process/
http://www.membervalue.org/do/seven-step-process/
http://www.membervalue.org/clients/workshop/
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Milestone Five – Communications Planning 

 The Matrix and Communications Starters help your staff 

and leaders to plan for the launch and ongoing 

communications. 

 Refer here to learn about incorporating your value 

proposition into committee work, strategic planning 

and staff communications. 

 Communicate with your board, committees and staff 

about the process, the final messaging and how you 

plan to launch and live the value proposition. 

 Launching Your Value Proposition 

 Association Campaigns 

Milestone Six – Launch 

Campaign goes live.  Similar to any significant marketing 

campaign, plan to launch everything at the same time - with a 

SPLASH (email signature, website, posters, banners, email and 

social media announcements, new member materials and 

orientation). 

Planning ahead of time will ensure that when you launch the 

value proposition, members see a coordinated approach across 

communication channels. Using the documents provided here, 

you can plan your communications once and use them on an 

ongoing basis to blanket your communications across different 

delivery methods. 

This is your promise of value.  It is more than new words; your 

value proposition is your change to focus your energy towards a 

tangible, manageable commitment to a member of your association. 

If you have any questions, please contact us. 

http://www.membervalue.org/clients/value-proposition-messaging/
http://www.membervalue.org/clients/tools/tools-how-to-use-for-committees/
http://www.membervalue.org/clients/tools/tools-launching-your-value-proposition/
http://www.membervalue.org/clients/association-campaigns/
http://www.membervalue.org/contact/

