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V.
Pre-merger Dues models A
CAl The Employers Association
1200+ Members 900+ Members
# of
$21.50/FTE + $100/location Employees Base Fee Multiplier
(max # of locations charged for ~ 1030 5600 +56/emp
was 5) 51-100 $650 +56/emp
101-300 $700 +S6/emp
Minimum membership for 40
employees or less - $960 301-500 $3,225
501-750 $3,325
Max membership for 400+ 751-1000 $3,425
employees - $9,100
1001-2500+ $3,725
o
Current Dues Model A

$1,200/year - 1-20 Employees  Includes:

- Unlimited HR Adviceline calls

$2,400/year - 21 + Employees

- Employment Law Advice

- Competitive Data (Surveys)

- Peer Connections
- Annual payment - Handbook reviews
- No monthly/quarterly option - HR Organizational Assessment

- L&D Discount

- Discount on most services
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Catapult Employer Solutions™

24/7HR Employment Survey Data Peer Conferences &
Advice Law Advice &y Connections Events
Pre-
employment
Solutions
Total Rewards Compensation Wage & Hour Benefits Healthcare 401K
Solutions Studies Surveys Administration Solutions Marketplace
Learning & Training for Online Diversity,
Public Classes p Coaching Equity &
Development Employers Learning T T e
: Fractional & . Employee .
e rateg_ Lhi3 Interim HR RS for Assessments Opinion Strateglc
Solutions St Employers S Consulting

| | | >
Renewal Analysis - Studied Population A

e Active Members 12 months Members 1 )
oo o rops
ago Joins TR12 Mm TR12
+ Excludes Joins Last 12 Months ‘&&L .M. L (Q%%

* Includes Drops Last 12 Months

> Excludes Members past due
> Have not renewed/made decision .ﬂ
> Does not provide insight to likelihood of renew..
> Less than 3% of studied population ah
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Unique Paid Services
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50% of Members use paid services

Retention goes up when more Paid
Services used

Retention increases when a
Member spends more than $2000

Non-Dues Revenue TR12

Retention Rate %

$ Spent on Paid Services TR12

Unique Paid Services

Paid Services

HR Consulting [k 94.2%

AAP RIS 95.7% o

Other HR Service 95.7%
0
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# Accounts (Left)

Key take-away:
v' Most impactful paid services is L&D and HR Consulting
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Unigue Member Services

Unique Member Services
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Key take-aways:

« Significant lower retention for 0 and 1
unique member services

+ Significantly higher retention rate for 3 or
more unique member services

Advice Calls

# Advice Calls TR12

200 68.5%

58.1%
85.0%

74.5%
20% 16%
1 2 35

# Accounts

94.1%

6-10

» Advice Calls is the most used
service

o78% o Significantly higher retention

rate for 6 or more Advice
Calls
= » 1 call = very low retention
11+

% Retention Rate (Top)
% of total Accounts (Bottom)
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Organization Size matters

Organization Size

* Smaller organizations retain
at a much lower rate (65%)

* Organizations of 50+ retain
much higher rate (84%)

* 66% of population are in the
21 - 250 org size

% Retention Rate (Top)
% of total Accounts (Bottom)
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Summary of key findings A
o
] Use of Paid Services is the strongest indicator of Renewal
V —
};E # Unique Member Services matters
g‘:s Size of organization matters for utilization of services & retention
II-II
@ Recency Effect for all services - especially for Member Services
12
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