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Every Association faces
a perennial question:

How do I better
understand my
members?

This is a challenging question to
answer, and it requires a
nuanced, customized solution.

Thankfully, we have one for you.



Every single one of your members
have a persona.

There are three personas: the
Learner, the Connector, and the
the Buyer.

Each one of these types have
different fundamental values.
They are driven by divergent
ideals, and so they look for
distinct solutions.

Your job is to provide them with
the correct thing at the correct
time.  



Type 1: The Learner

The Learner primarily
values instruction and
training. Webinars and
other informational
events are what get
him excited. 

How to activate
Learners:

The best way to increase
a sense of belonging
amongst the Learner
demographic is to target
them with useful content.
This adds value to their
experience with your
association.

Connect Learners with
other Learners. Just
because they value

education does not
mean they don't

desire community.
Connecting Learners is

a surefire way to get
them engaged with

your events and
services.

Pro tip:



Type 2: The Connector

The Connector primarily
values networking. She
thrives when thrown into a
group of new people, and
wants to build meaningful
relationships.

Webinars do not
make Connectors feel

engaged. Instead of
peppering them with

static. one-way
communication, let

them respond and give
input.  Empower them

to speak their minds
whenever you can.

Pro tip:How to activate
Connector:

The best way to ensure a
Connector is activated is
to give them every
opportunity to meet new
people in an environment
that facilitates true and
lasting connection.



Type 3: The Buyer

The Buyer wants
exposure to the best
deals and services. They
measure value from a
monetary standpoint, and
want the best bang-for-
their-buck.

For Buyer's, time is
money. Making good

resources is one thing,
but it is just as

important to make the
buying experience

seamless and easy to
use. Mobile

applications are a
Buyer's best friend.

Pro tip:How to activate
Buyers:

It's easy to get Buyer's
excited. First, provide
them with resources that
benefit them financially.
Second, make sure that
these resources are easy
to access and centrally
located.



So, what does all this
mean?

Here are the most crucial
takeaways:

There are three personas: the Learner, the Connector,
and the the Buyer.

Each persona perceives value differently. This means
that you, as an association leader, need to leverage their
perceptions to increase their engagement with your
community.

Oftentimes, you aren't capable of doing this on your
own. You need a tool that can host this engagement
process. This is called a Membership Engagement
Platform (MEP).

The best MEPs are able to cater to the Learner,
Connector, and Buyer. If you find an MEP that does this,
they will do all the heavy lifting. All you have to do is
maintain your presence and keep making new content.
The MEP will distribute it in ways that best resonate with
your members.

If you're curious about how Rola's MEP, schedule a demo
with us today!

https://calendly.com/tylersells/rola-intro?back=1&month=2022-03
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