SEVEN SYSTEMS OF A GROWING MEMBERSHIP BUSINESS
STRATEGY MODULE

Lesson 1 — Overview

This system focuses on the tweaks can we make to increase membership,
increase retention, reduce cancellations and create more profit.

e Four Most Valuable Questions You Can When Evaluating Your Membership
Program

e Creating a Membership Culture
e Cancellation Strategies

e Acquisition Strategies

e Pricing Strategies

e Numbers You Need to Know the Health and Growth of Your Business
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Lesson 2 — Four Most Valuable Questions You Can Ask When Evaluating Your
Membership Program

Principle of CANEI

What went ?

What went ?

What was ?

What was ?

Assign a

Assign a
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Lesson 3 — Create a Membership Culture In Your Business

What do you do?

are the source for everything.

There’s not a problem that your membership business faces that new members or
existing members can’t fix.

When a member quits:

- You’re no longer

- You're no longer

- They’re taking

Members are to be I

Quitters are to be !
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Lesson 4 — Cancellation Strategies

How do you process cancellations?

Never process a without a

Plan:

- Confirm their profile

- What type of business are they in

- How long they have been a member

- Have them been a member previously

- Are they in coaching / have been in coaching
- What resources have they bought

TYPES OFFERS TO MAKE

The Offer
The of

The Offer
The Offer
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TIME BASED CANCELLATIONS:

Within a

X Months After the free trial

Within the first

After

POST CANCELLATION PROCESS
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Lesson 5 — Acquisition Strategies

Types of Test Drives
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When Starting a New Membership:

Limited Number of

Every Offer Has a

Re-acquisition Strategy (Lost Member Strategy)
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Lesson 6 — Pricing Strategies

your pricing

pricing — Retention factor
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Lesson 7 — Know Your Numbers

How many do you have?
How many did you have?
How many did you have?
How many did you have?
How much can you to get a new member?

of a member

How much can you spend to a member?
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Average of a Member

What’s your conversion rate from

membership?

Track your marketing

Know your !
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