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Executive Summary 
Industry trade association members today seek more/better means to interact with one another – for a 
variety of purposes. And your association strives to find more/higher quality member engagement. Yet, it 
is not always clear what that means – what forms of engagement to offer members, given limited staff and 
budgets. Chances are, as an association executive, you want to enhance the member experience in 
innovative ways, improve levels of engagement to impact members more profoundly and generate 
additional non-dues revenue, all with limited risk or downside potential.  In order to do that, you need a 
simple, proven process.   

 

 

 

We understand how hard it can be to maintain relevance in ongoing member interactions. The problem is 
you’re busy, have limited staff and budget and it’s hard to conceive of ways to add value. It is even more 
challenging to have an ongoing, engaging impact with members – who have their own business needs. It 
may feel like it may not be worth the effort to orchestrate the logistics of setting up an innovative, 
experiential program for members. 

We have a simple three-step, packaged solution for you and your members that can be branded in your 
Association’s name. We make it easy for you, and we have removed risks (a proven process, 
confidentiality agreements, non-competitive structure); we have a proven offering that is actionable and 
solutions-oriented for members. We created our MEAC Plan -- Member Engagement and Advisory 
Council – for you. It is our three-step process for you to offer C-level Peer Advisory Councils for your 
members with our certified, trained, professional Moderators.  

“A simple three-step process for 
you to offer C-level Peer Advisory 

Councils with our certified, trained, 
professional Moderators. With this 
simple process, you will create non-

dues revenue, offer impactful, 
experiential member engagement, 

and build upon your brand.  



 
Keep reading if one or more of the following are true: 

• You believe it would make sense to try to get Senior, C-Level Members together more 
frequently either virtually or in person – for social, networking, collaboration, learning, or 
growth strategy reasons. 

• You would like to gain more insights about Member Needs, Interests, and up-at-night concerns. 
• You look for ways to differentiate and influence your brand in a positive manner. 
• You seek additional ways to demonstrate actionable results and accomplishments with 

Members over time. 
• You would like to offer ways for members to Grow - personally and professionally – in terms 

of collaboration and mutual support for leaders across the portfolio. 
• You believe in facilitating communication among members -- for fresh perspective, insights 

and feedback.  

 

What are Peer Advisory Councils? 
More than 100,000 C-level executives 
participate in peer advisory groups; and 
longer-term members assert that joining a peer 
group saves time, by enabling difficult 
decisions to be made more effectively– and 
more efficiently. Numerous articles have been 
published about the benefits of them on 
business leaders. Retention rates tend to be 
quite high (exceeding 90 percent in some 
organizations), and evidence exists of their 
impact and members’ perceived return on 
involvement.  

Peer Advisory Councils are a diverse, yet like-minded, group of business executives who value learning 
and the exchange of ideas, information, wisdom, and solutions. Cross-pollination is an important 
component, so ensuring that members come from different segments of industry, play different roles, and 
have different backgrounds is important. In a disciplined, dedicated, and intentional fashion, we ensure 

continuous member growth and development. More 
specifically, our groups serve as a mechanism to enable 
business leaders to solve problems and test hypotheses 
efficiently in a confidential, non-competitive environment. The 
result is a community of peers, who eventually become like 
family – a tribe of trusted confidantes. 

The concept of getting executives together regularly for mutual support is based on themes such as “it’s 
lonely at the top”; “several heads are better than one” and “feedback is a gift.”  Strategic Growth Council 
works with executives to solve “cases” -- problems or opportunities that are important enough to be 
discussed and solved in monthly meetings, but not necessarily rising to the level of importance of being 
an agenda item in one of their Board Meetings. While we offer executive education and networking 

“…Joining a peer group saves 
time, by enabling difficult 
decisions to be made more 
effectively– and more efficiently.” 



 
opportunities; we believe the most worthwhile, valuable and actionable structure is to focus on strategic 
growth planning and solving cases in our groups. 

 
 

 
 
 
Here is how your Members benefit:  
 

1. Increase the speed of success - The top concern that business leaders express about joining a 
group is time commitment. Counterintuitively, those same executives eventually report that the 
single greatest benefit of being in a group is the ability to “save time” by solving business 
dilemmas more efficiently. Members will make better growth decisions, faster, as a result of 
being in the Peer Advisory Council. 

2. Have an actionable impact –Members solve “cases” efficiently and more effectively than they 
would on their own because of the variety of inputs and the process we utilize to solve the cases. 
Each month, members focus strategically “on” their businesses, rather than working myopically 
“in” their businesses. An intentional opportunity to focus on the big picture goals and strategies of 
the business improves executional effectiveness. 

3. Dedicate time for leaders to focus ON their businesses, not IN the businesses. From a 
strategic growth mindset and brainstorming standpoint, C-Level Executives may need support – 
in the form of dedicated time set aside for intentional, focused work on growth strategy. 

4. Learn from outside speakers -- Education, learning, best practices, case studies – all can be a 
distinct part of the monthly agendas. Members will learn best practices and discover resources 
they were unaware of previously. 

5. Intangibles – Members will reduce their stress levels and enhance their positive mindset by 
gaining fresh perspective, insight, and wisdom. Members are not judged or criticized; it is a safe 
haven; and meetings take place under strict adherence to a confidentiality policy. 

 
In addition to benefitting members, peer advisory councils would be helpful for your association. You 
will not only offer a valuable service to members in 
exchange for revenue, you will also learn a great deal 
about Member needs and interests along the way. 
You will also have opportunities each month to 
weigh in formally and informally with dedicated time 
and attention from the members of each Council. 
You will have opportunities to speak, as well, both 
formally and informally. At the start of each meeting, 
you may socialize with management team members 
as they join the virtual discussion. And each month, 

 

“Peer advisory councils would be an 
effective growth strategy change agent.” 



 
20-to-40 minutes is allocated to education – which can be third-party lessons learned, best practices, or 
your own insights and words of wisdom shared with a captive and interested audience. For example, staff 
members can showcase their expertise with the groups by leading discussions or briefly presenting a topic 
of interest to educate the group before 
each meeting.  

 
 

A White Label Model 
and a Simple 3-Step 
Process 
Under a white label service agreement, the moderator acts as a member of your team, and the brand 
relationship that your companies maintain is with your Association. Our simple Three-step Process 
involves the following:  

1. A Simple Conversation: Schedule a discovery call in which we will ask about challenges and 
opportunities your particular association faces, goals of a peer advisory council program for your 
portfolio, measures of success, benefits, and next steps. 

2. The Development of the Peer Councils for your Members: We will want to ensure cross-
pollination and so we will carefully select members of your groups by industry segment, role, 
experience and even personality.  We will work with you and your managers to develop an 
effective agenda. We run the groups on your behalf, serving as moderator of the discussions, 
ensuring non-competing members and respect for confidentiality agreements. 

3. A Feedback Loop: We will share member needs, accomplishments, status updates, wants and 
wishes, requests for input and advice, suggestions for changes within your association,  feedback 
on the peer advisory council and potential pivots given their inputs, lessons learned. 

 

Summary  
Industry Trade Associations should offer peer advisory councils for their senior-most, C-Level Members. 
We help you do what you do best — concentrate on running your association – while offering your 
members an ongoing and impactful experience under your brand – with one goal -- Growth. The benefits 
to your members, and for your association, are substantial.  

Strategic Growth Council (CEO Peer Groups - Strategic Growth Council) is intentional and focused, 
dedicated to solving business problems, and ideating on opportunities.  

Strategic Growth Council is a LXCouncil Certified License Partner. To learn more, call or text 
703.867.7269 or email kit@strategicgrowthcouncil.com. 

 

Or schedule a meeting here: https://calendly.com/kit-37/30min?month=2022-08 

 

“The most effective portfolio company 
experience in terms of return on investment for 
clients and the firm, may be the Peer Advisory 

Council concept.” 

https://strategicgrowthcouncil.com/
mailto:kit@strategicgrowthcouncil.com
https://calendly.com/kit-37/30min?month=2022-08


 
 

 


