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Executive Summary

Association.net represents a rare opportunity to acquire a category-defining domain and build the Al-native
operating system for professional associations.

The $2.1 billion Association Management Software market is dominated by legacy vendors with 20-year-old
technology. Al is simultaneously disrupting every profession—creating urgent demand to modernize existing
associations AND spawning entirely new professional communities that need homes.

The acquirer of association.net is positioned to:

* Disrupt a massive market: Replace legacy AMS vendors with an Al-native platform
» Create new customers: Incubate associations for emerging Al-era professions
* Unlock new revenue: Connect association assets (content, experts) to Al companies

* Own the category name: association.net is the platform name

The opportunity: Build a platform serving 250+ associations, 500,000+ members, generating $11M+ ARR
within 3 years—with expansion potential into the broader $16B association services market.

Key Metrics
Target Market Size (2031) $4.4 Billion
Year 3 Revenue Target $11M ARR
Year 3 Associations 250+
Year 3 Members Served 500,000+
Capital Required $1.5-2M

Time to MVP 12-18 months



The Market Opportunity

Association Management Software Market

Current market size $2.1B (2024)
Projected market size $4.4B (2031)
CAGR 10.9%
Trade and professional associations (US) 60,500+

Source: IRS data via Power of Associations (2022); Verified Market Research (2024)

Why the Market Is Vulnerable

Legacy technology: The dominant players (Fonteva, Personify, Higher Logic, Aptify) are built on aging
architectures. Implementation fees run $75K-150K+. Member experiences feel like 2005.

Al disruption: Associations must deliver Al-powered experiences or become irrelevant to members who use Al
tools everywhere else. Legacy vendors are years behind.

New professions emerging: Al is creating new job categories faster than associations can form. Prompt
engineers, Al ethics officers, MLOps engineers—these professionals have no home.

The Problem We Solve
For existing associations:

« Stuck on legacy technology that frustrates staff and members
* No Al capabilities to remain competitive
* Valuable content and expert members with no way to monetize in Al economy

For emerging professions:

» No professional home, credentials, or standards
* No collective voice or advocacy

* No community or networking infrastructure



The Domain Asset

association.net
A premium, category-defining domain that establishes immediate market positioning.
Strategic value:

» Category ownership: The platform name for association technology

* Brand advantage: Category-defining name establishes immediate market authority
« Instant credibility: Signals legitimacy to enterprise buyers

* Memorability: Simple, professional, impossible to forget

« Defensibility: Competitors cannot replicate

Comparable Domain Sales

Domain Sale Price Year

poker.net $750,000 2021
mobile.net $500,000 2014
sex.net $454,500 2006
realestate.net $300,000 2007
lottery.net $220,000 2010

Premium single-word .net domains in established markets command six-figure valuations. association.net
represents a category-defining opportunity in a $4.4B vertical.



The Platform Vision

Five Integrated Pillars

Premium Domain association.net as foundational brand asset

Al-Native AMS Core platform with built-in intelligence

Member Al Assistant Proprietary Al for service, knowledge, and learning/CE
Al Economy Content licensing + Verified Expert Network
Association Incubator Detect and form new professional communities

Each pillar reinforces the others. The AMS provides the data that powers the Al Assistant. The Al Assistant
drives member engagement that produces content and identifies experts. The Incubator creates new
associations that feed the entire ecosystem.

Revenue Model Summary

AMS SaaS Association subscriptions $299-999/month

Al Modules CE credit, learning tools +$200-300/month
Content Licensing Al company payments 30% platform share
Expert Network Al training placements 15% platform share

Incubator New associations 5-year revenue share (5% of net dues, Years 2-5)



Pillar 1: Al-Native Association Management System

Core Capabilities

Member Management
Event Management
Credential Management
CE Tracking

Content Library
Communications
Payments

Analytics

What Makes It Al-Native

Profiles, tiers, dues, renewals, self-service portal

Registration, ticketing, attendance, virtual/hybrid support
Certifications, expirations, verification, digital badges
Requirements by credential, transcripts, automated reminders
Publications, resources, gated access by membership tier
Email campaigns, newsletters, workflow automation
Integrated billing, invoicing, recurring payments

Engagement scoring, retention prediction, dashboards

Unlike legacy systems that bolt on Al features, association.net would be architected from the ground up to:

« Store content in Al-ready formats (embeddings, vector search)

« Maintain rich member context for personalization

« Enable real-time Al queries against live data

« Support credential-aware Al interactions

» Track Al engagement for retention insights

Pricing Model

Starter
Professional
Enterprise

Incubator (Yr 1)

<500 $299 $3,228
500-2,000 $599 $6,468
2,000+ $999+ $12,000+
Any $99 $1,068



Pillar 2: Member Al Assistant

The Core Differentiator

A proprietary Al assistant built into the platform—not a third-party chatbot, but the intelligence layer of the AMS
itself. This is what separates association.net from every competitor.

Three Functions

Member Service Navigate membership When does my certification expire? What benefits do | have?
Professional Knowledge Industry expertise What does the standard say about X? Best practices for Y?
Learning & CE Development Help me earn 2 CE credits in ethics. Prepare me for the exam.

The Integration Advantage
Because the Al is built into the AMS, it has access to:

* Member credentials and expirations

 CE transcripts and remaining requirements
* Membership tier and benefits

* Engagement history and interests

 Career stage and specialization

This enables personalization impossible with standalone tools.

Standalone Al Member Al Assistant

What are the certification requirements? Based on your current credentials and 5 years experience, you qualify for the ac



CE Credit for Al Learning (Proposed Structure)

A breakthrough capability: associations can award continuing education credit for structured Al-assisted
learning. Credit values below are proposed and would be validated with each association's certification body.

Knowledge Check 10 questions, 80%+ pass 0.5CE
Deep Dive Session 30-minute interactive Q&A 1.0 CE
Case Study Analysis Work through professional scenario 15CE
Standards Review Guided review with comprehension quiz 1.0 CE
Ethics Module Scenario-based ethics training 2.0CE

Competitive Moat

No competitor can replicate this integration:

Betty Bot Al chatbot for associations Requires separate AMS
Personify Al Analytics Analytics only, no assistant
Onyx Point Al Al knowledge assistant Search-focused, requires AMS
Generic tools White-label chatbots No credential awareness

The moat: Native AMS integration is impossible for external vendors. They would need to build integrations for
dozens of AMS platforms. Association.net has it built in.



Pillar 3: Al Economy

The Opportunity
Associations possess two assets that Al companies desperately need:

1. Content: Decades of high-quality, domain-specific publications, standards, and research
2. Experts: Verified, credentialed professionals with real-world expertise

The Al Economy connects these assets to the market.

Content Licensing

Value proposition: Association publications, standards, and research are training data gold. Al companies will
pay for licensed access.

* How it works: Association inventories content — Platform packages for Al companies - Licensing deals
structured

* Revenue share (proposed): 70% to association / 30% to platform

e Target buyers: Foundation model companies, vertical Al startups, enterprise Al teams

Verified Expert Network

Value proposition: Credentialed professionals can earn income through Al training work (RLHF, red-teaming,
content review).

* How it works: Member opts in — Credential verification automatic — Platform matches to opportunities
* Revenue share (proposed): 85% to expert / 15% to platform

* Why it works: Al companies struggle to find verified domain experts; association credentials provide trust

Revenue Potential

Content licensing (gross) $50K $300K $900K
Expert Network (gross) $25K $200K $600K

Platform share $20K $115K $360K



Pillar 4: Association Incubator

The White Space

Al is creating new professions faster than traditional associations can form to serve them:

Emerging Profession Est. Population

Al Prompt Engineers

Al Ethics Officers

MLOps Engineers

Al Trainers / Data Labelers
No-Code Developers
Fractional Executives
Remote Work Managers

Creator Economy Managers

These professionals have no credentials, no standards, no community, no voice. Association.net can build

these associations.

The Incubator Model

Emerging role
Emerging role
Emerging role
200,000+
500,000+
75,000+
Emerging role

Emerging role

Detect — Validate - Launch - Grow — Mature

No association

No association

No association

No association

No association

No association

No association

No association

e Detect: Monitor job boards, Reddit, LinkedIn for emerging professional communities

 Validate: Score niches for viability (population, growth, willingness-to-pay)

e Launch: Recruit founder from profession, one-click association setup, template governance

« Grow: Built-in Al Assistant, content development support, credentialing framework

e Mature: Standard pricing, full Al Economy participation



Why Incubator-First Strategy Wins

Traditional Sales Incubator Approach

Compete against incumbent vendors No competition—we're the only option
Long sales cycles (6-12 months) Recruit founders, not convince switchers
Price pressure from alternatives Set pricing from day one

Customer has existing workflows Workflows built around our platform

Incubator Economics

The Incubator model is designed to work with nonprofit association structures (501(c)(6) trade associations and
501(c)(3) educational organizations), which cannot have equity owners.

For incubated associations:

* Year 1: Subsidized pricing ($99/month) to support early growth

* Years 2-5: Standard pricing + 5% revenue share on net membership dues
 Year 6+: Standard pricing only, revenue share ends

« Full ownership of all dues revenue (less platform share during Years 2-5)
Al Economy participation for additional revenue streams

For the platform:

 5-year revenue share (5% of net dues revenue, Years 2-5)

» Growing Saas revenue as associations scale to standard pricing

» Guaranteed long-term customers built on the platform from day one
» Al Economy platform share from their content and experts

This model aligns incentives (platform succeeds when associations grow) while remaining fully compatible with
nonprofit structures.



Financial Projections

3-Year Revenue Projections

Associations on platform

Members served 35,000 150,000 500,000
AMS ARR $800K $3.5M $10M
Al Economy ARR $20K $250K $1M
Total ARR $820K $3.75M $11M

18-Month Detailed Trajectory

_

Month 6 1,000

Month 9 5 2,500 $15K
Month 12 12 8,000 $35K
Month 15 20 18,000 $60K
Month 18 30 35,000 $100K

Valuation Context

Year 1 $820K $4-6.5M
Year 2 $3.75M 5-8x $19-30M
Year 3 $11M 5-8x $55-88M

The domain acquisition at $500K represents less than 1% of the Year 3 potential value.



Competitive Landscape

Legacy AMS Vendors

Fonteva Salesforce-based enterprise Expensive, complex, no Al
Personify Mid-market, analytics Analytics only, no Al assistant
Higher Logic Community platform Not a full AMS

MemberClicks Small associations Limited features, aging tech
Wild Apricot DIY, low-cost For smaller orgs, no Al

All are vulnerable to an Al-native challenger with modern architecture and the Member Al Assistant as
differentiator.

Defensible Advantages

1. Premium domain: association.net is the category name

2. Al-native architecture: Built for Al, not retrofitted

3. Member Al Assistant: Credential-aware personalization competitors can't match
4. Al Economy: New revenue streams no competitor offers

5. Incubator strategy: Creates customers rather than competing for them



Why This Opportunity, Why Now

1. Legacy Technology Is Failing

Association executives consistently cite AMS as their #1 technology frustration. The market is ready for
disruption.

2. Al Inflection Point

2024-2025 marks the moment Al became essential for member experience. Associations that don't adopt Al will
lose relevance.

3. New Professions Emerging

Al is creating professional communities faster than associations can form. First-mover advantage in the
Incubator space is available now.

4. Al Economy Is Nascent

Content licensing and expert networks for Al training are just beginning. Associations are an untapped source
of high-quality data and verified expertise.

5. The Domain Is Available

association.net is the definitive platform name for this market. This is a rare opportunity to own the category.

Execution Requirements

 Technical team (3-5 developers)
» 12-18 months to MVP and initial customers
* $1.5-2M development capital

 Association industry connections (or time to build them)

Upside Potential

Conservative $5M $50M
Base case $11M $110M

Aggressive $20M $200M



Summary

association.net is more than a domain—it's the foundation for the Al-native future of professional associations.
The acquirer will own:

* The category-defining domain for a $4.4B market

« A clear path to disrupt legacy AMS vendors

A unigue strategy to create new associations (not just win them)
« Access to the emerging Al Economy for associations

* Potential to build a $100M+ company

The domain is the starting point. The opportunity is the destination.

For inquiries regarding the acquisition of association.net, please contact:

Jorge Quintero
jorgequinterosuarez@gmail.com

1-561-863-4804 (Phone/WhatsApp)



Appendix A: 18-Month Execution Roadmap

This roadmap outlines a phased approach to building association.net from domain acquisition to a
revenue-generating platform.

Overview
Timeline 18 months
Capital requirement $1.5-2M
End state 30 associations, 35,000 members, $1.2M ARR

Phase 0: Foundation (Months 1-4)
Objective: Assemble the team and validate the market before significant capital deployment.
Key activities:

* Recruit technical co-founder or lead developer
« Establish 2-3 advisors with association industry connections
e Conduct 20+ discovery calls with association executives
« Collect 5-10 LOls or pilot commitments
* Research and validate 3-5 Incubator niches
« Secure initial development capital
Budget (estimated): $70-100K

Phase 1: Build MVP (Months 4-9)
Objective: Build the core AMS platform and launch first customers.
What gets built:

» Core AMS: members, events, credentials, content, payments
« Incubator infrastructure: one-click setup, templates, onboarding
« Al foundation: partner integration, content pipeline, basic chat

Milestones:

» Development team complete (4 people)
* MVP feature-complete

* First Incubator association live

« 3-5 total associations

Budget (estimated): $500-650K



Phase 2: Product-Market Fit (Months 9-14)
Objective: Prove the model works—grow customers, launch differentiated Member Al Assistant.
What gets built:

* AMS enhancements: advanced credentials, CE tracking, analytics
* Member Al Assistant v1: AMS-integrated, credential-aware
« Incubator automation: niche detection, viability scoring

Milestones:

* 10-15 associations on platform

* Member Al Assistant live

» $40K MRR (~$480K ARR pace)

» Repeatable Incubator playbook
Budget (estimated): $450-550K

Phase 3: Scale + Al Economy (Months 12-18)
Objective: Scale customer base, launch Al Economy, position for next stage of growth.
What gets built:

* Member Al Assistant v2: CE credit for learning, learning module builder
* Al Economy: content licensing module, Expert Network
« Platform maturity: proprietary Al, advanced analytics, API

Milestones:

 25-30 associations on platform
* 35,000 members served
« Al Economy generating $15K/month
+ $100K MRR ($1.2M ARR)
* Team of 11
Budget (estimated): $750-900K



18-Month Summary

0 5 15 30

Total associations

Members on platform 0 2,000 10,000 35,000
MRR $0 $15K $40K $100K
Team size 2 4 7 11

Total Budget by Phase (Estimated)

Phase 0: Foundation Months 1-4 $70-100K
Phase 1: Build MVP Months 4-9 $500-650K
Phase 2: Product-Market Fit Months 9-14 $450-550K
Phase 3: Scale Months 12-18 $750-900K
Total 18 months $1.8-2.2M

Key Risks and Mitigations

Technical hiring delays Begin recruiting immediately; have contractor backup
Incubator associations don't grow Validate niches thoroughly; support founders heavily
Long traditional sales cycles Weight toward Incubator; reduce dependency

Al costs higher than projected Build proprietary infrastructure in Phase 3

Competition responds Focus on AMS integration moat; move quickly



Appendix B: 90-Day Launch Plan

This plan details the first 90 days following acquisition—the critical foundation phase before significant capital
deployment.

Objective
Assemble the team, validate the market, and prepare for product development.
Success Criteria (Day 90)

 Technical leadership in place

* 2-3 advisors with association connections committed

* 5+ LOls or pilot commitments from potential customers
* 3-5 Incubator niches validated

» Development capital positioned

Week-by-Week Execution
Weeks 1-2: Legal & Initial Outreach

« Incorporate Delaware C-Corp

« Complete domain transfer

« Post technical lead job description
« Identify 10 potential advisors
 Schedule first discovery calls

Weeks 3-4: Validation & Recruiting

» Conduct 10 discovery calls

« First-round technical interviews

» Formalize 1-2 advisor relationships

* Begin Incubator niche research
Weeks 5-6: Close Technical Lead

* Final technical interviews and close
» Conduct 5 more discovery calls (15 total)
* Request LOIs from interested prospects

» Deep dive on top 5 Incubator niches



Weeks 7-8: Capital Preparation

* Finalize pitch deck

* Build financial model

* Create data room

* Begin capital conversations

Weeks 9-10: Capital & Incubator Pipeline

» Conduct capital meetings
* Refine pitch based on feedback
» Deep conversations with potential Incubator founders

Weeks 11-12: Close Phase 0

« Finalize capital commitments
« Technical lead fully engaged
» Complete Incubator viability analysis

* Prepare for Phase 1 kickoff

Day 1 Checklist

» Email attorney to begin incorporation

« Draft technical lead job description

« Create contact tracking system

« Identify first 10 associations for discovery calls
* Identify first 10 potential advisors

« Set up professional email on association.net domain

Technical Lead Profile
Required qualifications:

« Full-stack developer (Node.js/Python + React)

 SaaS platform experience

 AI/ML experience or strong interest

« Startup mentality (comfortable with ambiguity)

« Ideally: association or membership tech background
90-Day Budget (estimated): $60-80K



Appendix C:. Member Al Assistant Specification

The Member Al Assistant is the core differentiator—a proprietary Al built into the platform that transforms how
associations serve members.

Three Core Functions
Function 1: Member Service Intelligence
"Help me navigate my membership"

» Account status, renewal dates, payment history
« Credential status and requirements

« CE transcript and gaps

* Benefits explanation and access

Function 2: Professional Knowledge Assistant
"Help me do my job better"

« Industry standards and guidelines
« Best practices and protocols

» Regulatory compliance guidance
» Research and publications

« Case studies and precedents

Function 3: Al-Powered Learning & CE
"Help me grow professionally”

* Interactive training modules

* Exam preparation and practice
« Skill gap assessment
 Personalized learning paths

* CE credit for Al-assisted learning



The Integration Advantage

Because the Al is built into the AMS, it has real-time access to:

Member Profile Personalize by name, employer, career stage, specialization
Credential Record Check eligibility, track expirations, recommend certifications
CE Transcript Calculate gaps, suggest courses, award credits
Engagement History Recommend content, events, connections

Membership Status Gate features by tier, personalize upgrade prompts

Content Library Answer questions from association publications

Use Case Examples
Healthcare Association
Member: "How many CE credits do | need by December?"

Al: "You need 12 more credits by December 31st to maintain your RN-BC certification. You've completed 18 of
30 required. Based on your specialty in pediatrics, | recommend these 3 courses that align with your practice
area. Would you like to start one now?"

Trade Association
Member: "Does the new regulation affect my business?"

Al: "Based on your company profile (manufacturing, 50-100 employees, California), yes—the new regulation
takes effect March 1st. Here's our compliance checklist with the key deadlines highlighted for your situation.”

Legal Association
Member: "l need ethics credits and | have 30 minutes."

Al: "l can deliver a 30-minute ethics module on conflicts of interest that will earn you 0.5 CLE credits. We'll
cover recent ethics opinions and work through two scenarios. Ready to begin?"



Implementation Approach
Phase 1 (Months 7-12): Partner Integration

* Partner with white-label provider (CustomGPT or similar)
 Build AMS integration layer (the differentiator)
» Content ingestion pipeline
* Basic Q&A,; functionality
Phase 2 (Months 10-15): Full Integration

« Credential-aware personalization
« CE tracking integration
« Tier-gated access
* Analytics dashboard
Phase 3 (Months 14-18): Proprietary Build

* CE credit for Al learning
e Learning module builder
* Proprietary RAG infrastructure

* Reduce partner dependency

— End of Document —



