A RESOURCE FROM ASSOCIATION IN BALANCE

Association in Balance

The Non-Dues Revenue

Diversification Roadmap

A practical, step-by-step path to building revenue that does not depend on
dues. Designed for volunteer-run and small-staff associations that want to
stop bracing for every renewal season.

For boards, executive directors, and volunteer leaders - Print it. Work through it. Build the plan.



Why one revenue source is a risk, not a strength

Most associations lean on membership dues for the bulk of their income. It feels stable, right up
until it isn't. When renewals dip, the whole budget feels it at once, and the programming that
makes membership worth renewing is the first thing on the chopping block. That is the start of the
spiral.

The number worth sitting with

36% of associations reported their membership shrank in a recent benchmarking update, and in only
3 of the last 16 years did even half report growth. If dues are your main engine, that is a lot of years
spent running uphill. Non-dues revenue is what lets you keep delivering value through the down
years instead of cutting your way through them.

This roadmap is not about chasing every dollar. It is about building two or three reliable streams that fit your
members, your industry, and the capacity you actually have. You do not need all of them. You need the right
few, built well.

A healthy revenue mix, at a glance

There is no single correct split, but resilient associations tend to share a pattern: dues matter, but they are not the

whole story. Use this as a gut check, not a rule.

Revenue source Where many start Where resilient orgs land
Membership dues 70-90% 40-60%
Sponsorship & partnerships 0-10% 15-30%
Events & exhibits 5-15% 15-25%
Education, certification & content 0-5% 10-20%
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THE MENU
Five streams to build from

Each card shows roughly how fast it pays off and the very first move to make. Pick based on what fits your
members, not what sounds impressive.

Sponsorship & corporate partnerships

The companies that sell to your members already want access to them. A real sponsorship program
packages that access into tiers with clear, deliverable benefits, instead of one-off "can you sponsor our
lunch" asks.

First move: List every company that sells to your members. That list is your prospect pipeline.

Events, exhibits & the show floor

Conferences and trade shows can be your single biggest non-dues line if the floor is built for value rather
than just filled. Exhibitor packages, sponsored sessions, and smart booth layout turn one event into a year
of revenue.

First move: Calculate what one current event actually nets after costs. You cannot grow a number you have not
measured.

Education, certification & training

Members pay for things that advance their careers. Paid courses, a certificate program, or a credential
members can put after their name create recurring revenue and deepen loyalty at the same time.

First move: Survey members on the one skill or credential they would pay to gain this year.

Affinity & member-benefit programs

Negotiated discounts, insurance, or service partnerships where a vendor pays you a share for reaching
your members. Low effort once set up, and it makes membership more valuable at no cost to the member.

First move: Identify one product every member buys anyway, then find a provider who will share revenue for the
introduction.

Content, advertising & digital products

Job boards, newsletter sponsorships, gated research, or a member directory. Smaller dollars individually,
but they compound and run themselves once they exist.

First move: Look at what you already publish. The asset with the most traffic is your first ad or sponsor slot.
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THE ROADMAP
Three phases, twelve months

Diversifying revenue is a project, not a scramble. Here is the order that works, so you build momentum
instead of burning out volunteers.

MONTHS 1-3 - ASSESS & CHOOSE
Find your footing

Map your current revenue mix, calculate the true net on your events, and survey members on what
they would pay for. Then choose just two streams to build first. Resist the urge to start all five.

MONTHS 4-8 - BUILD & PILOT
Stand up the first two streams

Build the sponsorship tiers or the event packages. Create the sales sheet. Make the asks. Pilot small,
deliver well, and document what sponsors and members actually responded to. One delivered promise
beats ten proposals.

MONTHS 9-12 - SYSTEMATIZE & RENEW
Turn wins into a system

Get renewals in writing, build a simple tracking sheet, and write down the process so it does not live in
one volunteer's head. Now add a third stream from a position of strength, not desperation.

Your first-90-days checklist

(] Write down every revenue source and what percent of the budget each represents

(] Calculate the real net profit on your largest event, after all costs

(] List every company that sells to or wants to reach your members

C] Ask members one question: what would you pay to learn or gain this year?

(] Choose the two streams you will build first, and name who owns each

(] Set one revenue goal with a date attached to it
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Your diversification worksheet

Fill this in with your board or staff. It turns a vague goal into a plan someone can actually act on.

Revenue stream you're building First milestone Owner Target date

One number to set today

This year's non-dues revenue goal Current non-dues revenue The gap to close

Not sure which two streams to build first?

Revenue diversification is one of six dimensions that decide whether an association stays
in balance. If dues are carrying too much of the load, or you just want a second set of
eyes on where to start, let's talk it through together.

Schedule a Complimentary Ecosystem Check-Up

Jeanne Eury - Association in Balance - je@associationinbalance.com - (919) 624-8237

AIB

Association

je@associationinbalance.com - associationinbalance.com


https://associationinbalance.com/contact
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