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Mike Morrison: Well, hello there. Welcome to episode 110 of the Membership Guys 
podcast. I'm your host Mike Morrison, one half of the Membership Guys. 
This is the place to be for proven, practical tips and advice for growing a 
successful membership website. 

 Today we are talking about one of those questions that always comes up 
about memberships that seems like it's a pretty simple, pretty 
straightforward question that should have a pretty simple and a pretty 
straightforward answer, but actually is a lot more complicated, a lot more 
comprehensive than you might think. That is, how much should you charge 
for your membership website?  On paper, a simple question, but as you'll 
find out as we dive into this a little bit more on today's show, there's a lot 
more to it than meets the eye. 

 Before we dig into that, I just want to let you guys know that the 
Membership Guys podcast is brought to you by membersiteacademy.com. 
Membersiteacademy.com is the leading training community for 
membership site owners. Academy members get access to our extensive 
library of training, courses, and resources that cover everything you need to 
start, build, and grow a successful membership, as well as our regular live 
Q&A sessions, member only perks and discounts, plus access to our active 
supporter community, where you get advice and input from not only myself 
and Callie, but also hundreds and hundreds of fellow membership site 
owners who have been exactly where you are. If you're serious about 
growing a successful membership website, you need to be apart of Member 
Site Academy. Head on over to membersiteacademy.com today to check it 
out and to join the community. 

 Now, let's get to it. How much should you charge for your membership 
website? It's an important question, and it should be an easy question, but 
there's so many factors that come into it. The truth is, there is no right or 
wrong answers. There's no one size fits all. When it comes to deciding what 
you should charge, there are four key areas that you need to look at. 
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 First of all, you need to think about your business. Above all else, your 
membership needs to be profitable. You have to be covering costs and 
making enough money to make this all worth your while. Now, this is where 
knowing your cost of member acquisition comes into play. If you're running 
ads, if you're paying affiliate commission, and so on, then you need to work 
out how much every member you get costs you to attract. Now, this 
includes one off costs, like ad spend, as well as ongoing ones like paying out 
things like affiliate commission, and so on. What other expenses are 
involved in running your business? Are you paying guest experts to come in 
and deliver material? Do you send out a welcome gift? What are your 
ongoing overheads? Figure all of this out, and from there, calculate how 
much you need to be making, roughly, per member, as a bare minimum, and 
then decide what sort of profit margin you want to charge on top of it. 

 Now, the truth is, most membership sites are actually high margin, or at 
least they should be. You shouldn't find that making profit on your 
membership is a problem, but definitely, rule number one, above all else, 
your membership site needs to be profitable. If you're not making money, 
you're not going to last long. A business that doesn't make money isn't a 
business. It's a hobby.  So first thing you need to think about your business 
finances. What are your costs that you need to cover? How much do you 
need to charge in order to be profitable?  

 Second thing you need to take into consideration, when coming up with 
your membership pricing, is your actual product, what your membership 
consists of, what you're offering. When it comes to finding the right price, in 
terms of its effect on buying decisions and so on, you need to understand 
that a choice to join your membership isn't about cost. It's not about the 
actual price, and whether it's too cheap, or too expensive. It's about value, 
so whatever price you set, you need to ensure that you're actually 
communicating the value that your membership offers, and that your 
membership is an absolutely no brainer from a financial point of view. 

 Your members should be getting so much value from your site that they 
don't ever question whether it's worth paying the $50 a month, or whatever 
you charge. Think about what you're actually providing in your membership, 
in terms of access to you, in terms of hands on facilitation. Are you actually 
getting involved and doing the stuff for your members, or is it all self study, 
are they left to themselves? How high level or exclusive is your 
membership? Is it open to everyone, and you're just looking to get as many 
people in as possible? Do you have a limited number of people you have on 
board, and do those guys get some sort of additional interaction with you, 
or access to you? That sort of stuff.  

 Exclusivity, facilitation, access. That commands a premium, so you would be 
expected to charge a little bit more for that. If you were giving one on one 
access to you through your membership, and if you were spending an hour 
or two every week actually doing the work for your members, or providing 
private consultancy, and then you were charging $20 a month for it, people 
are going to think that something's up, something's fishy, because that's 
almost too much value for what you're offering.  
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 This is all stuff that you need to think about. This applies whether you've 
having just one tier or multiple tiers. You've got to keep in mind that pricing 
is mostly subjective. It's arbitrary. Often, it's not logical, it's psychological. To 
some people, $50 a month will always appear too expensive, no matter 
what's on offer. For others, that'll always be way too cheap. They'll wonder 
what's up. They'll wonder why you're giving away so much so cheaply, 
whether you'll be able to sustain long term, and all that sort of stuff. So 
think about your product, what's actually on offer, and whether your pricing 
makes sense in the context of the value that you're offering. Remember, so 
much of this comes back to how effectively communicate the value that 
your product offers. That's factor number two, your product. What is 
actually on offer? 

 Factor three is your competitors. What else is out there on the market 
competing for your members' time, their attention, of courses, for their 
money? Obviously, this includes things like other memberships, but also 
things like books, things like college courses, things like private coaching, 
and tuition. If you are in a market where there are like for like competitors, 
other membership sites out there, how much are they charging? Is there a 
difference in the value proposition for what they're offering versus what 
you're offering? Are they providing more or less facilitation than you? More 
or less one on one access? More or less content features. If someone was 
sitting down and comparing your membership offering with their offering, 
would they expect yours to cost more, or would they expect it to cost less? 

 Now, of course, you can't base your pricing strategy solely on what other 
people are doing, but obviously, if someone else is out there offering exactly 
the same as what you're offering, or offering more value, but charging a lot 
less than what you'd intend to, that's something you need to factor into 
your decision making too. What other memberships are out there, what are 
they offering, and what are they charging for it, and how does that actually 
compare? 

 Looking outside of just other memberships, what alternative solutions are 
out there? What else is there that solves or addresses the same problems 
that your membership does, and what sort of costs are involved in those 
too? If the only other way that somebody could get the same outcome as 
your membership delivers is by taking an extremely expensive course, and 
maybe there's literally only one or two of those real expenses courses on 
the market, and there's no other way of getting that same result or that 
same outcome, then there's probably more room for you, with your 
membership, to charge a higher premium than there would be if your 
membership was about something where there's loads of different books 
out there, there's loads of courses and low cost resources, and free content, 
and all that sort of stuff. Being the only game, or being one of the only 
games in town certainly gives you more room to charge a premium, 
especially if the alternatives are a lot more expensive than what you plan to 
charge. 

 Now, it is important that you don't get too wrapped up in what everyone 
else is doing. Do not compete on price. Competing on price very quickly 
becomes a race to the bottom. No matter how cheap you are, there is 
always someone who will undercut you. Remember, your membership 
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needs to be profitable. Don't price yourself out of business. If you find 
yourself up against a competitor who has a like for like offering, but is 
charging less than you, then you should be looking at ways to either better 
communicate your value proposition, or to add value ,or to raise the actual 
value of your membership so that the price difference, then, makes sense if 
anyone was sitting down and comparing the two side by side. Absolutely, do 
not ever, in any field, memberships, services, whatever, never fall into the 
trap of competing on price. It's a very, very quick route to the bottom. That's 
the third factor to take into consideration when deciding your membership 
pricing. 

 The fourth and final is your market. What is the profile of your audience? 
What's their general financial situation? How's their level of disposable 
income? Will they be paying for your membership out of their own pocket 
or is it a business expense? What other subscriptions might they be paying 
for, and how do you compare, in terms of cost, in terms of importance, in 
terms of the impact that you're having on their life or on their business? 

 Now you'll find, for example, if you're running a B to C, a business to 
consumer membership, and you have members who are a little tighter on 
funds, who are a little bit lower on the disposable income side of things, 
then if things get a bit tight, when they sit down to look at their budget, and 
if they're assessing what they're spending, then your site is going to be 
compared alongside cable bill, groceries, utilities, and so on. When it comes 
to the crunch, your membership is probably one of the more disposable 
things that that person's going to be paying for, even more so if your pricing 
is quite high. If your pricing is quite low, it may survive the cut. They may 
look to reduce their cable bill, or what have you, before they cancel your 
membership, but if what they're paying for your site is one of their highest 
outgoing per month, chances are they're going to consider it the first thing 
on the chopping block when it comes to tightening their purse a little bit. 

 This is where having the understanding of your market, of your general 
member avatars, and so on, can be beneficial in making decisions about how 
much to price your site for. 

 Something else to consider is whether or not there's a financial barrier to 
entry when it comes to your membership topic. For example, if you're 
teaching people to play piano, or maybe you have a membership that's 
based around teaching photography, then there's a financial barrier to entry 
for those topics, because in order to be actively interested and actively 
pursuing photography, even as a hobby, you will at some point have had to 
spend hundreds or even thousands of dollars in order to get the equipment. 
Same goes for playing guitar, playing piano, playing any sort of instrument. 
Generally, these are relatively expensive hobbies to be engaged in anyway, 
and perhaps suggest higher levels of disposable income. Again, this maybe 
gives you a little bit more scope to charge higher for this sort of membership 
than it would for something like a weight loss membership or for something 
that centres around a hobby that can be done freely, like walking, or 
running, or something like that. Think about, again, in terms of your market, 
and in terms of your topic, whether there is that financial barrier to entry 
when it comes to what's actually being covered there. 
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 Your understanding of these four key areas, your business, your product, 
your competitors, and your market, these should help you to land on a 
suitable price, or certainly in the right sort of ballpark. Now, I'm sure there 
might be some of you out there saying, "Hey, Mike, this sounds like you're 
telling us that we have to engage our brains and figure this stuff out for 
ourselves. I just want you to tell me a blooming price, man." I get that. While 
there really isn't a one size fits all answer, and it is entirely dependent on 
your understanding and research around the four key areas I discussed, as a 
general rule of thumb, memberships in the B to B sector, typically, they're 
going to be charging around $30 to $70 per month. In B to C markets, that's 
often lower. Usually, you're looking at $15 to $35 per month. 

 Now, of course, there are definitely exceptions. That's where understanding 
your business, your product, your competitors, and your market come into 
play. Also, say that if you're just launching your membership, typically you 
will start lower, and then you will increase that price over time. You'll start 
with an initial low launch price, and then you'll pop that price up by $5 or 
$10 a month at the end of your launch window. Then, probably around 
about the 6 to 12 months mark, you might start to look at raising your price 
again, by a $5 or $10 amount, and so on. You don't have to land on the 
absolute perfect price from day one. Just have in mind the sort of range that 
you're going to be looking at. Start a little bit lower, but with the intention of 
increasing it over time.  

 As your membership grows, and as traffic grows, and you get more leads in, 
then, of course, you can split test different price points and you can really 
experiment in order to find the sweet spot in terms of what's the best fit for 
your business, your market, your product, and your competitor profile.  

 Hopefully this has been useful for you if you're still trying to figure out your 
pricing, or if you just want a little bit of reassurance that you're in the right 
sort of area. Maybe you're thinking about putting your prices up, and you're 
trying to think about what sort of stuff you need to consider. Really do hope 
that's useful. As always, if you have any follow ups, if you have any 
questions about this, hit me up on social, on Twitter, @membershipguys, or 
pop into our free Facebook group over at talkmemberships.com. That's 
talkmemberships.com. Pop that into your browser. That'll redirect you to 
our Facebook group. We've got nearly 5,000 membership site owners in 
there, and I'm sure they'd be happy to weigh in on the discussion about how 
much you should charge for your membership site.  

 Hopefully this episode has given you plenty to go on, and it's given you a bit 
of food for thought. Now, in this episode, I've repeatedly made reference to 
your monthly fee, how much you're going to charge per month. Now, that's, 
of course, not the only billing structure that you can use for your 
membership site. On next week's episode, episode 111, that's the topic I'm 
going to be discussing a little bit more. We're going to be looking at whether 
you should charge monthly, annually, both, or something different. Again, if 
you are in that process of trying to come up with the right pricing strategy, 
you'll want to check out next week's episode, because that's going to make a 
great companion piece to what we talked about this week.  

 I will see you back here again for the Membership Guys podcast next week. 
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