





The Investor Paradox

Transactional members need more benefits than Stakeholders

Stakeholders want something different than transactional members
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TRANSACTIONAL MEMBERS

» Trade cash for stuff

- Would trade/barter if they could
» Try to get the most for the least

» Fickle

 Transient

- Satisfaction isn't loyalty



ASPIRATIONAL INVESTORS

« Want to get something done with you

» Invest at a level higher than the sum of
the transactional benefits

» Don't care about the details

 Partner

» Trusted Advisor relationship

» Loyal







Dues & Don’'ts

YES be organized with your features and benetits
NO selling from columns and rows

YES use images to evoke emotion, inclusion

NO more than one image per page

YES use testimonials in your menu

NO headshots when portraits tell a better story













Member or
Investor?

Total Annual Revenues
- Grant/Contract Revenues

= Adjusted Annual Revenue
/ Number of members today

= INVESTOR BENCHMARK






Dozen
Daily
Dilemmas







GET SOMETHING DONE

SPONSOR
INVESTOR
Value Signals 1. Better/more
External Gifts 2. Convenience
Internal Gifts 3. Exclusivity
Public thank yous

Private thank yous

PROMOTER | CLASSIC

make them

Invested

a la carte
famous

GET SOMETHING FROM

PIA|OAU]



COACHING PROGRAM
BEGINS NOVEMBER 11TH

» ChamberThink Blueprint: 8§ Months
» Learn with a group of your peers

 Your staff are invited to participate

* Includes my 40-page Blueprint Workbook

» Includes the Million Dollar Menu Template
Email me for information:

kyle@kylesexton.com
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Mississippi Ma.nufa rers Assqaatmn

MlSSlSSlppl. Ouf.
bring new oppo i

\ ANCHOR “1’5‘0 D+
' PRODUCER $7,5€
OPERATOR $3 /4,50C
. BUILDER $2, oo /2,500
MEMBER BENCHMA SI7A




