S4CGV

ACCRA

Association Certification &
Credentialing Readiness Assessment

A 9-question self-assessment designed to help professional association leaders evaluate their organizational
readiness to launch a certification or credentialing program — and identify where strategic support would have the
greatest impact.

IMPORTANT — OPEN IN ADOBE ACROBAT READER

This assessment uses auto-calculation that only works in Adobe Acrobat Reader (free). It will not score correctly in Chrome, Safari,
Firefox, Edge, or Mac Preview. Download Acrobat Reader at get.adobe.com/reader before completing this form.
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How to Use This Assessment

Select one response for each of the 9 questions. There are no right or wrong answers — choose the option that most
accurately reflects your organization's current reality, not where you hope to be. When you have answered all 9
questions, your readiness score and tier will appear automatically on the Results page at the end of this document.

A Note Before You Begin

The ACCRA is a free, confidential self-assessment for professional associations that have not yet launched a
certification or credentialing program. Whether you are in the early stages of exploration or approaching a launch
decision, it will give you an honest read on your organization's readiness.

Your responses are scored automatically and placed on the four-tier ACCRA Readiness Scale. Each tier comes with
a description of what your score means and what the most important next steps look like at your stage:

I Tier 1 — Due Diligence 0 - 25 points
I Tier 2 — Strategy Development 26 - 50 points
I Tier 3 — Execution 51 - 75 points
I Tier 4 — Pre-MVP 76 - 100 points

S4CGYV developed this tool because we believe associations make better decisions when they start with an
accurate picture of where they are. We offer a complimentary consultation to review your results together — no
agenda other than helping you think clearly about the road ahead.

If your program is already in market, the ACCRA is not the right instrument for where you are. The questions that
matter most once a program is live require a different framework entirely. Ask S4CGV about our Market Performance
Assessment, designed specifically for associations with a live program and real member behavior to learn from.
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REELESNONES S

0 of 9 answered

Before you begin, we have one question. Which of the following best describes where your organization is
right now in the process of developing a professional certification or credentialing program?

OWe are exploring whether this is something we should pursue — we have not committed to a direction yet
OWe have decided this is worth pursuing and are working on a strategy and business case
OWe are actively building or developing our program and are working toward a launch

OWe are very close to a program launch but have not gone live yet

Has your organization conducted formal research with your members to identify the specific skills or
knowledge gaps they would want addressed through a structured learning program?

OWe have not explored this yet
OWe have informal anecdotal feedback but no formal research
OWe have conducted surveys but no qualitative or in-depth member conversations

OWe have conducted both surveys and qualitative research with representative member segments

Does your organization have reliable access to subject matter experts who could contribute to the
development of professional learning content for your members?

OWe have not identified potential contributors
OWe have some SME relationships but they are informal and untested
OWe have identified willing experts but haven't assessed their capacity or availability

OWe have committed subject matter experts with demonstrated expertise and confirmed availability



REELESNONES S

0 of 9 answered

How would you describe your organization's current understanding of the full financial picture associated
with launching a certification or credentialing program?

OWe haven't explored the costs or revenue potential in any depth
OWe have a general sense that it requires meaningful investment, but haven't modeled it out
OWe have identified the major cost categories and have a preliminary sense of what revenue might look like

OWe have developed a working pro forma — including development costs, ongoing operational expenses, and
realistic revenue projections — that leadership has reviewed

Has your organization previously developed formal training content, continuing education programs, or
structured instructional materials for members?

O No prior experience in this area
OWe have produced some informal or ad hoc educational content
OWe have developed structured training or continuing education programs

OWe have experience developing training content that includes assessment — such as tests, evaluations, or
competency demonstrations

Does your current strategic plan explicitly address certification, credentialing, or non-dues revenue growth
as an organizational priority?

O It is not addressed in our current strategic plan
O It is mentioned but not prioritized
O It is identified as a priority but without a defined initiative or owner

O It is a named strategic initiative with leadership commitment and an assigned owner



REELESNONES S

0 of 9 answered

How would you describe your leadership team's interest in certification or credentialing as a long-term
non-dues revenue opportunity?

OThis hasn't been a significant part of our revenue conversation
O It has come up, but we haven't explored it in any depth
O Leadership sees real potential here and has begun discussing strategic options

OThis is an active strategic priority — leadership is committed to developing it as a meaningful revenue stream

How familiar is your leadership team with the micro-credential and stackable certificate model — and how
it differs from a full accredited certification program?

O Not familiar — this space is relatively new to us
OWe've heard of it but haven't explored the distinction in any depth
OWe have a working understanding and have reviewed examples from other organizations

OWe have researched both models thoroughly and understand the strategic and financial differences between
them

Does your organization have the internal staff capacity to take on a new certification or credentialing
initiative alongside existing responsibilities?

O No — our staff is fully committed to current programs and priorities
O Possibly, but it would require reprioritizing existing work
OWe have limited capacity that could be dedicated with some reorganization

OYes — we have staff who could own a new initiative without compromising current operations



REELESNONES S

0 of 9 answered

How would you describe your sense of whether employers in your field would recognize and value a
credential or certification issued by your association?

OWe have no basis for knowing — we have not explored employer perceptions at all
OWe believe there could be interest but have no evidence to support it
OWe have informal signals that employers in our field would value association-issued credentials

OWe have direct employer input — through surveys, interviews, or existing relationships — confirming meaningful
market interest



S4CGV

Your ACCRA Results

YOUR TIER

Answer all questions

Based on your responses (Q1-Q9)

@ Tier 1 — Due Diligence ® Tier 2 — Strategy Dev. @ Tier 3 — Execution @ Tier 4 — Pre-MVP
0-25 pts 26-50 pts 51-75 pts 76-100 pts

Your Tier Guidance

Answer the assessment questions to see your personalized tier guidance here.

SCHEDULE FREE CONSULTATION

Confidential — For Internal Strategic Use | © 2026 S4CGV Page 7


https://calendly.com/grandviewgroup/30min

S4CGV

Score Breakdown

Here is how your score breaks down across the nine readiness dimensions.
Areas with lower scores are typically the highest-leverage focus for the next stage of your work.

READINESS DIMENSION YOUR SCORE

Member Needs Research — /20
Q2 SME Access — /10
Q3 Financial Modeling — /5
Q4 Prior Content Experience — /10
Q5 Strategic Plan Alignment — /10
Q6 Strategic Revenue Foresight — /10
Q7 Micro-Credential Familiarity — /5
Q8 Internal Staff Capacity — /10
Q9 Employer / Market Recognition Potential — /20

TOTAL READINESS SCORE — /100

Optional: Contact Information for Follow-Up

Your responses to this assessment never leave your device. If you would like a personal follow-up from S4CGV,
fill in the fields below — they will be sent only when you click "Email Results to S4ACGV".

Name
Association / Organization

Email Address

EMAIL RESULTS TO S4CGV
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Due Diligence

Your score places you at the beginning of the readiness scale. You have not committed to anything yet — and that
matters more than it might seem.

The questions that determine whether a certification or credentialing program succeeds are not answered during
development. They are answered here, or they are answered later at a much higher cost. Two of those questions sit
above all others at this stage.

The First: Do your members actually need this, and will they pay for it? What do your association members, when
asked directly and specifically, say they need, why they need it, and how they would likely use it to further their
career? That answer is not available from inside your organization. It requires structured engagement with real
members, conducted before the budget gets spent and the calendar gets a launch date.

The Second: Will employers in your field recognize and value a credential issued by your association? A certification
that members earn but employers do not care about is a credential that members won'’t be motivated to acquire or
will stop renewing. Employer and industry perception is an important external fact. It requires external inquiry.

One more decision belongs at this stage. You need to determine whether you are building a full accredited
certification program or a micro-credential and digital badging program. These are not variations on the same
product. They differ in cost, complexity, timeline, regulatory considerations, and what your organization has to sustain
over the long term. Product developers who have built both will tell you the same thing: you cannot draw a blueprint
until you know which one you are building. Get clarity on this now. It will define every decision that follows.

The instinct to move quickly is understandable. Resist it here. Structured input from real stakeholders at this stage
costs a fraction of what course correction costs after something has been built.

Tier 1 Waypoints

These are not a required sequence. Think of them as mile markers. You may not have done all of them — and the goal is
not to complete every one. What you are looking for is a genuine confidence threshold on the most critical questions before
you move forward. As you read each waypoint, ask yourself honestly: have you already done this, decided it is not
necessary for your situation, or is it something you had not yet considered?

Member Engagement & Research

Have you conducted at least one structured engagement with stakeholders — a survey, focus group, one-on-one
interviews, or an advisory panel — to validate market needs. Strong research at this stage goes beyond identifying a
skill gap. It asks whether members would enroll, whether they would pay for it, how likely they would be to
recommend it to a colleague, and how they prefer to consume learning content — format, device, audio versus video,
self-paced versus cohort-based.

Employer & Industry Recognition

Have you gathered evidence, formal or informal, from employers in your field about whether they would recognize or
value a credential issued by your association. Member enthusiasm and employer or industry indifference are not a
viable combination.

Competitive Landscape

Have you identified whether another association, professional organization, college, or online platform already offers
something similar to what you are considering? If so, what does it cost, how it is delivered, and how it is perceived in
your field. You are not building something in a vacuum. Understanding the competitive landscape is a critical need for
you.



Due Diligence (continued)

Financial Modeling

Have you developed at least a working picture of what it costs to build and sustain a program like this? It's important
to consider your product development investment, ongoing operational overhead, realistic revenue timelines, and
what your break-even looks like. The numbers do not need to be final, but they need to rational and honest. These
numbers can inform some of your key business decisions going forward.

Program Type

Have you reached at least a working hypothesis about whether full accreditation or a micro-credential and digital
badging model is the right fit for your membership and market? These are fundamentally different commitments. The
answer shapes everything that follows.

Where S4CGV Comes In

This is the stage where the right guidance creates the most long-term value — and where untested assumptions are
the most expensive. S4CGV works with associations at every point on this journey. A complimentary consultation is
available if you want a strategic conversation about what due diligence looks like for your specific situation and
market.



Strategy Development

Your score reflects real progress. Internal alignment in a strategic direction is harder to achieve than it looks, and
reaching it is a milestone.

However, internal consensus is not market confirmation. What members need and what they will actually enroll in and
pay for are two different things. The gap between them is where most programs run into trouble — and right now, that
gap is still closeable at a reasonable cost.

This is the stage where strategy gets tested, not just built. Product developers who get this right do not wait until
something is finished to put it in front of their audience. They test early, with rough, preliminary versions, because
things are still changeable. A concept, a sample module, a basic prototype of what you intend to build, put in front of
a representative group of your members can generate more actionable intelligence than any amount of internal
planning.

If the program type (certification or credentialing) decision has not been made, it must be made now. Full accredited
certification and micro-credentials with digital badging are not variations on the same product. You cannot build a
credible strategy, a realistic budget, or a meaningful timeline without knowing which one you are building.

Go-to-market thinking also belongs at this stage. How members (and others) will discover the program, what will
drive initial enrollment, and how word-of-mouth is engineered are strategic questions. They require real answers
before execution begins.

The pressure to move from planning into building is real at this point. The discipline to validate before committing is
what makes a strategy durable.

Tier 2 Waypoints

These are not a required sequence. Think of them as mile markers. You may not have done all of them — and the goal is
not to complete every one. What you are looking for is a genuine confidence threshold on the most critical questions before
you move forward. As you read each waypoint, ask yourself honestly: have you already done this, decided it is not
necessary for your situation, or is it something you had not yet considered?

Market Validation Beyond Internal Discussion

Have you used at least one structured engagement method — beyond surveys alone — to test whether members
would enroll in and pay for a program built around the identified need? A focus group, an advisory panel, or a small
prototype review with representative members moves you from assumption to evidence.

Program Type Decision — Confirmed

Have you made a formal decision on whether to pursue full accreditation or a micro-credential and digital badging
model. A working hypothesis from Tier 1 becomes a strategic commitment here. Everything downstream depends on
it.

Subject Matter Expert Pipeline

Have you identified subject matter experts who could contribute to content development? Have you had at least an
initial conversation with each SME about their interest and availability. SMEs can be recruited as the program
develops, but knowing who they are and whether they are potentially available is a Tier 2 asset.

Financial Model

Have you developed a financial model that goes beyond rough estimates, one that accounts for development costs,
ongoing operational overhead, realistic enrollment projections, and what revenue actually looks like over the first two
years? A solid financial model is a decision-making tool. Your numbers should hold up under scrutiny at this stage.
While you cannot predict your ultimate success with absolute certainty, you can do some scenario planning — best



Strategy Development (continued)

case, worst case, break even.

Go-to-Market Strategy

Have you begun thinking through how members will discover and enroll in this program — not as a launch-week
activity, but as a strategic question. Who is the first audience? What drives their decision to enroll? How does early
word-of-mouth get built intentionally?

Where S4CGV Comes In

This is the stage where external perspective has the highest return. Designing the right validation approach, one that
generates real signal without requiring a six-month research engagement, is exactly the kind of work S4CGV does at
this point. A complimentary consultation is available to talk through what that looks like for your program and your
market.



Execution 0
©

Resources are committed. The work is underway. Getting here took organizational focus, and your score reflects it.

This is the last practical window for structured market validation before your program locks into its final form. That
window is still open. Use it.

When a schedule exists and stakeholders are watching, pausing to test can feel like going backward. It is not. A
near-complete module, a pilot version, or a representative sample of your credential — put in front of a representative
group of your association members with specific questions — can still surface adjustments that are manageable now
and more expensive after launch. Product developers who skip this step rarely describe it as a time-saver in
hindsight.

Go-to-market strategy belongs at this stage, not at launch. How members will discover the program, what drives initial
enrollment, and how word-of-mouth gets built deliberately rather than hoped for are not promotional questions. They
are execution questions. The associations that treat them as launch-week logistics are the ones that spend the first
year recovering from a slower start than they expected.

One more thing that belongs here: your post-launch feedback mechanism. The time to design it is now, while the
program is still being built. Not after the first renewal cycle comes in lower than expected. What will you measure, how
will you collect it, and who owns acting on what you learn? These are not complicated questions. They are just easy
to defer, until they are not.

Tier 3 Waypoints

These are not a required sequence. Think of them as mile markers. You may not have done all of them — and the goal is
not to complete every one. What you are looking for is a genuine confidence threshold on the most critical questions before
you move forward. As you read each waypoint, ask yourself honestly: have you already done this, decided it is not
necessary for your situation, or is it something you had not yet considered?

Late-Stage Member Validation

Have you tested at least a component of your program — a module, a pricing structure, a credential format — with a
representative member group and incorporated their feedback into the current build. This is not about starting over. It
is about confirming that what you have built matches what members will actually value.

Employer & Industry Recognition — Confirmed

Have you gone beyond informal signals to gather direct, structured input from employers in your industry? Are you
confident that a certification or credential from your association carries genuine market value? Informal optimism at
this stage is a risk. Evidence is not.

Go-to-Market Plan
Have you developed a plan that addresses how members will discover the program, what will drive initial enrollment,
and how early word-of-mouth gets built intentionally?

SME Relationships — Formalized

Have you confirmed your SME relationships beyond informal agreements? Have you established clear SME
expectations including contribution scope, content review responsibilities, and how the curriculum gets updated as
the field evolves. SMEs who are enthusiastic in the planning stage but unavailable or unreliable during your content
development are a common challenge that can be mitigated by communicating clear expectations.

Post-Launch Feedback Mechanism
Have you designed the feedback loop that will operate after launch — what you will measure, how you will collect it,
and who owns it in your organization? Build it now. The first year after launch will tell you things you need to be ready



Execution (continued)

to hear, if you have the mechanisms in place to measure it.

Where S4CGV Comes In

At this stage, the most valuable outside perspective is one that stress-tests what you have already built — not one

that starts from scratch. S4CGV can help you pressure-test your go-to-market assumptions and design a validation
approach that still fits your timeline. A complimentary consultation is available if you want that conversation before

you commit to a launch date.



Pre-MVP

A 4
MVP stands for Minimum Viable Product, the simplest, most testable version of your program that can be put in front
of real members to generate actionable feedback before full launch. Pre-MVP means you are close. It also means the
most important remaining step is structured validation, not acceleration toward a launch date.

That distinction matters. The temptation at this stage is to treat validation as a formality — something to check off
before the real work of launching begins. Product developers who have been here before will tell you otherwise. What
you learn from a representative member cohort at this stage is still actionable. What you learn six months after

launch is considerably more expensive to act on.

The feedback at Pre-MVP should be specific and structured. Domain coverage, pricing, format, perceived employer
value, preferred delivery modality — these are not questions to ask informally. They are the inputs that shape
decisions which, once the program is live, become very difficult to reverse.

The move from Pre-MVP to In Market is a threshold, not just a milestone. An independent look at your market
assumptions before you cross it is what separates a confident launch from a hopeful one.

Tier 4 Waypoints

These are not a required sequence. Think of them as mile markers. You may not have done all of them — and the goal is
not to complete every one. What you are looking for is a genuine confidence threshold on the most critical questions before
you move forward. As you read each waypoint, ask yourself honestly: have you already done this, decided it is not
necessary for your situation, or is it something you had not yet considered?

Pre-MVP Member Validation
Have you conducted a structured validation session with a representative member cohort — gathering specific input
on content coverage, pricing, format, and perceived value — and documented what changed as a result?

Employer Recognition — Direct Evidence

Have you confirmed employer and industry interest through direct input, not anecdotal signals? Surveys, interviews,
or existing employer relationships that produce specific, on-record responses about the value of your association
certification or credential carry weight that informal optimism does not.

Go-to-Market Plan — Finalized
Have you locked down a launch sequence, enrollment targets, pricing structure, and a word-of-mouth strategy that
does not depend on organic momentum alone?

Renewal and Retention Framework

Have you developed a plan for what happens after a member completes and earns your certification or credential?
For example, how you will measure satisfaction, track perceived value over time, and respond when renewal or
re-enrollment rates tell you something you did not expect? Whether you have built a certification program or a
micro-credential and badging model, the question is the same: what keeps people coming back, and how will you
know when the answer is changing?

Post-Launch Feedback Mechanism — Owned and Operational
Have you confirmed that your feedback loop has a defined owner and a clear process for acting on what comes back.
Designed is not the same as operational. This one needs to be ready before launch day, not after.

Where S4CGV Comes In

You are close. That is not a reason to move faster — it is a reason to look carefully at what is still in front of you.
S4CGV offers a pre-launch review designed specifically for associations at this stage: a structured, independent look



Pre-MVP (continued)

at your market assumptions, your validation findings, and your go-to-market plan before you cross the threshold. Ask
us about it.



How S4CGV Works With Associations

Your ACCRA results place you on one of four readiness tiers. The free consultation is the next step.

In that conversation, we review your tier together — what it means for your organization specifically, what the most
important priorities are at your stage, and what a realistic path forward looks like. There is no presentation and no
sales pitch. It is a working conversation, and you will leave it with something useful regardless of what comes next.

For associations that want to go further, S4CGV develops a custom Playbook built around your organization's
specific situation. The Playbook is not a generic guide. It maps the most important decisions ahead of you, identifies
the validation work that needs to happen before resources are committed, and lays out a realistic path from where
you are to where you want to be. It is the foundation for everything that follows.

From there, what an engagement looks like depends entirely on the association. Some organizations take the
Playbook and execute independently. Others bring S4CGV in as a consulting partner to work through specific
elements — member research design, prototype development, stakeholder engagement, financial modeling, or
go-to-market strategy. Others engage S4CGV to lead the execution work directly. The scope is determined by what
you need, not by a predetermined service package.

What stays constant across every engagement is the methodology. S4CGV's approach is grounded in Iterative
Design Thinking — the discipline of putting your members at the center of every product decision, at every stage.
That means gathering real member input before committing to a direction, testing before building at scale, and
treating member feedback as a permanent operating discipline rather than a pre-launch activity.

The ACCRA tells you where you are. The consultation tells you what it means. The Playbook tells you
what to do about it.

To schedule your complimentary consultation, contact S4CGV at info@S4CGV.com
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