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Congratulations on taking

the next step to creating a
membership website to help

you to create a more predictable
and profitable online business
around your expertise.

Hi, 'm Matt, the creator of MemberLab. I've been building
websites for over 15 years - myself and my feam love membership
websites. They can be used in so many ways fo compliment
your business, and with the right approach, they can bring life-
changing results. We've been helping experts all across the world
in all industries fo monetize their expertise with a membership
site and grow a very predictable and scalable online business
that takes less time and effort fo run.

The redality is that membership sites are a marathon and not a
sprint and still need to be treated like a business that requires
planning, marketing, sales and customer support. If you are
looking for a get rich quick scheme, then a membership site
might not be right for you.

I've put together this guide for you so you can have a clearer
picture of what’s involved and to plan, launch and grow your
membership site and make it as successful as you can.

If you find this guide helpful but still have questions - We'd love
to help. Visit XXXX and book a call with me or my team, and we
can help guide you towards getting your membership created
and launched.
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KNOW WHO
IT’S FOR

Q The critical part of a successful membership website is
knowing who you can help and how you can help them. What
transformation can you help them to make?

The most successful membership websites we've helped create
or we've heard of are very niche to a specialist subject. The
broader the subject matter, the harder it is to sell as there is more
competition in the space and your messaging and marketfing
won't be as laser-focused as it could be if you're targeting lots of
different types of people.

A few wildly successful sites.
© How to play the drums
® How to bake bread

@ Personal branding

@ )outube Ads mastery

Do some research first - is there a market for what you're

looking to teach, is the market big enough and are there online
communities, facebook groups any people already selling
courses or memberships in this area.
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PLAN YOUR
CONTENT

Q How do you want your members to get value from your
membership site?

There isa commmon misconception thatto sell and retain members
you need tonnes of courses and resources to give them value.
You can launch my just running weekly group coaching calls and
add supporting content as you go.

You could also launch your website with one course and sell
this as your flagship course and then as you start to add more
courses and resources, you can then switch to or offer a monthly
membership model.

If you plan to add lofs of content drip-feeding content as you
create it. If members know you are consistently likely to add more
content, they are more likely o stick around.

You can then start to track which content members are more
engaging with and continue to create more content around this
subject matter, like new courses, deep dives videos, quick wins,
blueprints or expert interviews.
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SET YOUR PRICING &
ASCENSION STRATEGY

One of the critical parts of the success of
your site will be getting your pricing right
for your market.

Generally, the more competitive the industry is,
the lower the price people are willing fo pay.

Unless you have a huge following and you're
an influencer in your industry, it's going fo

be harder to charge $100 a month for your
membership site.

The standard pricing ranges between $20 and
S50 a month but the more specialist and hard
to find the content is the more you can charge.

Will you offer one membership level or multiple
for different access to different content.

You'll need to decide on which model you
prefer for your member’s monthly payments,

annual, quarterly or lifetfime access.

Do the math - if you had 1000 members
paying you $200r S50 a month would that give
you the lifestyle you want?

How many members will you need to make
this work for you?

Ascension

If you currently offer or plan to run 1to

1 coaching or group masterminds. A
membership site gives you a great platform fo
sell more of these programmes to your current
members. They will know you, like you and trust
you and be more willing fo join a higher-priced
coaching programme to get more access and
help from you.

These programmes can always be added
later, but it's good to go info this knowing what
you want from it from a financial and lifestyle
point of few.
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BUILD YOUR
WEBSITE

Now you know your target market, content plan
and pricing and the membership levels you'll offer
it's fime to start to get your website created.

Membership websites are more complicated
things than regular websites, and this is commonly
the area that holds most people back from
getting their site created and launched.

There are a few ways you can launch a
membership website.

Hosted software - An online tool that you

pay a monthly fee fo use which offers speed
and ease to set up but can be limited in
functionality, and you are left paying a monthly
fee fo use the software. You will also have no
ownership of your site, which could leave you
vulnerable fo price rises and functionality being
removed or added.

Self-hosted - Wordpress site that you own
and is hosted on a webserver on a custom
domain. The benefit of this is that you have

full ownership of the site and it can be built
with the exact features you want for your
membership site. You can also add new
features at a future date as you grow your
member’s numbers.

These usually are a littfle more complicated fo
set up, and you may look to build it yourself,
hire an external freelance developer or agency
or use a service like ours.

It's essential fo bear these factors in mind
when you start planning your site. Switching
platforms can be an expensive process in time
and money.

So be clear on the functionality you want
your site o have. If you wish to sell individual
courses, have a content library and resources,
a community forum, a roadmap, events or a
members directory and make sure the option
you go with can have these features added in
the future.
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PRE-LAUNCH

Q To increase your chances of a successful launch, you need to
build an interest in your membership, so people are more likely
to join when you sign up.

Pick a date for launch and start sharing updates and create a
buzz around the launch of the new site.

If you already have a lot of subscribers on your mailing list or
social channels, start telling them that the membership site is
coming and push them towards a page where they can pre-
register or download something free and infroduce them the
waiting list automatically.

The more interest you have, the better your launch will go. The
reality is if you try and launch your membership website to a cold
audience, you may be disappointed by the results.

It's always a wise move to always be building your marketing list
with free value-based content and nurture your relationship with
new subscribers, so they know like and trust you and are more
likely fo join as a member or buy a course from you.
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LAUNCH
YOUR SITE

Now that you have your site ready and you've
built a buzz, it's time for the launch.

To launch with the momentum, you need to run
a launch campaign this can last from 1-3 weeks,
but your main focus should be on this.

Decide on your launch offer -

Will members get a lifetime discount to join now.
Or will you offer a free or S trial for seven days

and then switch to the regular fee at the end of
the period.

Or will you offer something for free on fop of the
membership fo encourage them to join now?

This could be a free hour coaching call for the
first ten members to join or a free book or tool
you know can help them.

By using email marketing, paid fo advertising
like facebook ads as well as daily social media
posting, you'll followers will know this is now
available, and you want them to join.

Make sure the launch has a deadline to build
scarcity and a fear of missing out.
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ONBOARD YOUR NEW
MEMBERS THE RIGHT WAY

Q Congratulations you've launched your site and members are
starting to join.

Now is the perfect way for you to give your new members a wow
experience. Putting a little effort info giving your new members a
wow experience will keep them feeling more engaged and a lot
more likely to stay members for longer.

You will want to have an email series set up fo guide members
through the first month of their membership site o ensure they
are using the content you have and they are utilizing the other
features of your website.

Get personal fo deliver a wow experience. You can do this by
sending a handwritten welcome card and a little giff, a welcome
video to thank them for signing up by using something like loom
or Bonjoro.

These little personal touches can go a long way and will help you
to build raving fans.
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COMMUNICATE REGULARLY
WITH YOUR MEMBERS

Q The membership site owners with the lowest cancellation rates
communicate with their members every week.

Usually in the shape of a weekly email update sharing other
members questions and asking for input, letting them know
upcoming updates and upcoming calls.

You can also run a monthly or quarterly challenge for members
to help them get better results.

Or local meetups for members close to you or when you travel to
anotfher city or town.

Reach outto afew members each month and ask them to join you
on a 10-minute call to see how they are finding the membership
or course.

Getting new members is essential, butf so is keeping members.
By commmunicating with members, showing you care, celebrating
their wins and encouraging interaction, they will feel like they
belong fo something more than a website and stay longer and
spread your message for you.
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ASK YOUR MEMBERS
FOR FEEDBACK

Q To create a better membership experience for current and new
members. It's crucial fo get feedback from your members fo let
them know you take what they want seriously.

Discover what they like about the membership, what they don’t
like and what they would like fo see more of, how is the site
helping them fo achieve their goals and where are they are stuck
in their journey.

You don't have to act on every single suggestion, but if common
themes come up, you can create content to meet this need or
offer a higher ticket programme to help them to become unstuck
and implement what they learn to get better results.

If you adapt fo their feedback, they will feel listened to and part
of something more than just a membership.

Once you have your current member’s feedback, and a clearer
picture of their wins and struggles you'll be able to refine your
marketing messages, get case studies and festimonials which will
make selling your membership easier and give new members
an even better experience that they won't want to leave.
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NEVER STOP MARKETING
AND SELLING YOUR
MEMBERSHIP SITE

o To continue fo grow your member’s numbers, you need fo be
marketing your membership website consistently.

There are lots of ways to market your membership site, and |
could create a standalone guide just on this subject.

It's not all about having the perfect sales funnel but the day-to-
day marketing activities that will help you to stay fop of mind
and the go-to person to learn from. By creating consistent value-
based content, whether it's a podcast, a weekly youtube show or
blogging, you will begin to build a following that you can turn info
members.

Offer free valuable content to help build your marketing lists, and
ongoing email follow up campaigns to build a relationship with

prospects and encourage them to join the membership with free
webinars or free courses or content with a call to actfion to join
the membership.
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If you feel a membership website could be the right
thing for you and your business and you’re serious
about moving it forward, then we’d love to help.

We have created a cost-effective, high end done for you
Membership Website service.

Meaning you get a world-class membership with all the essential
features you need to sell your knowledge for a fraction of the

cost and tfime and stress saving of trying to do it yourself or hiring
freelancers or agencies with limited experience in the membership
space.

You own the site. It can be adapted and extended with new features
whenever and however you need, and you’ll have us on your side
supporting you all the way.

Book a demo call, and we can show you how it works, answer
any questfions you may have when it comes to launching your
membership website.
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