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Mike Morrison: Well hello there, welcome to episode one eleven of the membership guys 
podcast. My name's Mike Morrison, your host for the show and this is your 
first time here, thank you so much for checking us out. I definitely 
recommend you subscribe, because we've got lots of awesome content 
coming up. This is the place to be for proven, practical tips and advice for 
growing a successful membership website and if you're coming back to the 
show, if you're a regular listener, I appreciate you so much, keep all your 
positive feedback, all your reviews and all that good stuff coming in. We 
truly, truly are thankful for your support. 

 Now, on last weeks show, we talked about how to decide what to actually 
charge for your membership website. If you haven't checked that out 
already, it's definitely worth a listen, but today I'm talking about how 
frequently you should be billing your members, so should you be charging 
monthly, annually, both, something different? We're going to dive into that 
in this weeks episode, but before we do that, I want to take this opportunity 
to let you know that the membership guys podcast is brought to you by 
Member Site Academy, the leading training community for membership site 
owners. Academy members get access to our extensive library of courses, 
training and resources that cover everything you need to start build and 
grow successful membership. On top of that, you also get regular live Q&A 
sessions, guest expert workshops, member only tools, discounts and perks, 
plus our active supportive community where you, not only, get advice and 
input from myself and from Callie, but also from hundreds of fellow 
membership site owners. 

 So, if you are serious about growing a successful membership website, 
membersiteacademy.com is the place to be. It's a no brainer. Head on over 
to membersiteacademy.com to check it out and to join today. All right, so 
today we're talking all about whether you should charge monthly or 
annually for your membership website, so first of all I want to talk about 
some of the pros and the cons of monthly versus annual. The obvious 
benefit of having a monthly pricing option is that typically your monthly 
payments are going to be a lot more affordable than asking someone to 
cough up one big lump sum to pay for 12 months of access. This also means 
not only is it a little bit kinder on the budget, but it's also less risk, when 
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people are deciding to join your membership, there's all sorts of factors, all 
sorts of questions, all sorts of concerns and worries going through their 
head. Is this going to live up to expectation? Is what's been promised on the 
sales pitch, going to actually be reflected on what's in there in the 
membership? Am I going to regret my decision to join?  

 When someone is joining on a monthly subscription, there is far less risk, 
because the worst case scenario, you've only paid for a month, even if 
there's not a money back guarantee or maybe there is one, but they don't 
follow through or whatever, the worst case scenario, you've lost one month 
of payment, which is probably going to be 30, 40, $50, versus the risk that 
comes from potentially spending five, six, seven, $800 for a years 
subscription and then finding out that it's not the right decision for you. So, 
that reduction of risk can play a big factor in getting more people to join 
your membership site and even though it is a more frequent and it'll cost 
them more over time. It's a lot easier for people to fit into their budget and 
this is going to be particularly important if your market is a one where 
they've got loads of different subscriptions that they're paying for, lots of 
tools and services and so on, or if your market is one that's a little more 
budget conscious, perhaps they don't have quite as much disposable 
income. 

 There's also with your monthly billing potentially less issues, when it comes 
to the repeat billing versus a larger sum that only gets charged once per 
year, so if your billing someone $500 a year, then while their first payment 
might be successful, 12 months is a long time. It's a big gap between that 
first billing and that second billing and then the third. There's so much that 
can happen. Their card might expire. They may change banks. Maybe they 
previously had an overdraft and they no longer have an overdraft, maybe 
they've forgotten about the fact that they're repeat billing is going to come 
up and so all these sorts of things and more can cause major problems if 
you've got a recurring annual subscription, whereas with monthly, there's 
far less issues because people will not forget about the fact that they're 
paying necessarily, because it's a smaller amount then there's less chance 
that there'll be problems if someone perhaps wasn't expecting to be re-
billed or they forget their payment day, $50 coming out of their account isn't 
going to cause them anywhere near as many problems as an unexpected 
lump sum of five or $600 coming out of their account, could do.  

 That sort of thing if someone's not expecting it, could send people into their 
overdraft, could completely wipe out the money they've got in their 
account. More chance somebody's got enough sitting in their account to 
cover a 30, 40, $50 monthly payment than they have a six, seven, $800 
annual payment. So, that's definitely something to keep in mind.  

 Now, from your point of view for your business, having a higher quantity, so 
more people paying you smaller amounts, it gives you more stability, 
because if you've got three, four, 500 people paying $40 a month, if one 
person cancels then the impact on you from that cancellation is way less 
than if you've got a smaller amount of people who are paying you once per 
year a big lump sum. If one person per month cancels, then that actually can 
represent quite a significant amount of your income. One of the main 
reasons people set up membership site is for the stability and the 
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predictability that comes from having that recurring revenue that grows bit 
by bit over time. That stability goes out of the window to a degree if you're 
relying solely on annual billing, because there's so many different issues that 
can come up, but also because of the impact financially that cancellations 
can have. 

 Another thing that often find when people are paying monthly is, there's a 
little bit more of an impetus to actually log in and use the site, since they're 
paying more frequently, so someone's paying on an ongoing basis, they're 
going to want to get in there and actually use it, otherwise they're wasting 
their money. Now, that can be a good or a bad thing, whereas if somebody 
signs up for a year, there's not real urgency. Someone will sign up for a year 
today and then they'll think, "I don't need to log in this week." Or even this 
month, because, "I've still got 12 months to actually get in there and use 
what I'm paying for." Whereas when someone's paying monthly, they want 
to be using it month-to-month. 

 Now that of course can be a good and a bad thing, because if someone's 
paying monthly and they go two or three months without using their 
membership, they're far more likely to cancel than someone who's paid up 
for a full year, because again, what we're talking about in terms of that 
urgency to be using what you're paying for. So, those are some of the things 
to consider when it comes to monthly pricing, there's definitely big benefits 
to it and it is probably one of the most common pricing strategies and 
structures for membership websites. It's what people typically expect with a 
membership. 

 Now, in terms of billing annually what you will find is that this can improve 
the quality of your member base, because you'll generally have fewer 
people signing up, but because it's a higher buy in, people then have a little 
bit more invested, a little more skin in the game, they've given a bit more 
thought to their buying decision and so usually that all adds up to a slightly 
higher calibre of member inside your community because it's a more 
considered purchase decision, because of the amount of investment that an 
annual membership typically involves, people show up ready to actually 
make use of your membership and engage in a positive manner. You'll also 
find with annual billing that you have more room financially for promotions, 
discounts and offers since it's a higher ticket item, you've got a greater profit 
margin to play with and this also means if you're doing any form of paid 
advertising there's room for a higher member acquisition cost, so you can 
spend a bit more of advertising and with things like affiliate schemes, if 
you've got affiliates promoting your membership, 20% commission in one 
shot on an annual purchase that's several hundreds is going to be much 
more appealing than offering 20% of a smaller monthly payment on a 
recurring basis. 

 Now again, even with our considered somebody could potentially make 
more as an affiliate if the member they refer sticks around long term, from 
an affiliates point of view, that side of things, somebody actually being 
retained and continuing to pay month after month, that's out of their 
control, so they're relying on you to deliver the goods that are actually going 
to get people to stick around, which will mean that ongoing commission for 
them, so again, looking at it from an affiliates point of view, would they 
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rather have $100 today or a hundred dollars spread out over 12 months, 
assuming that you do enough to keep members sticking around long enough 
for them to earn that. Most affiliates are going to go for the first option, so it 
definitely gives you something that's much more appealing for affiliates if 
that's going to be a big part of your marketing. 

 Now, if you know that members of your site will need to commit to a longer 
period or they'll need to be a member for more than just a month or two in 
order to get results, so you have a fixed process they need to go or a specific 
programme, then again, there's more chance of that happening with annual. 
If you're offering any form of coaching for your members, you're probably 
going to get better results with annual, than with monthly, because when 
you're on monthly if someone cancelled after month one, you're just getting 
started with those guys, you're not going to be able to deliver a result 
necessarily in month one compared to your ability to deliver a result over a 
longer period of time, so again more chance of getting the right sort of 
people or the right sort of mindset for that type of offering, if they've joined 
on an annual subscription, and of course with annual, you still have the 
option of giving people a choice of joining monthly as a potential down sell, 
so if you're employing any form of checkout abandonment, so if you've got 
automated followups for someone who maybe at the start of the process of 
registering, but then for whatever reason, hasn't followed through and 
hasn't gone on to become a member. 

 You can always do an automated follow up with them to offer them the 
monthly option, just in case they were put off by the fact that you only have 
the yearly subscription available. So, you can still play about with that and of 
course a big plus point for annual subscriptions is it's more cash in your 
business. Every transaction is a higher cash injection and memberships 
generally being a higher margin business, that means a lot more money in 
the bank to play about with, to reinvest and so on. 

 So, definite pros and cons on either side, monthly usually bit more stable, 
it's a slower burn, you're not getting huge cash injections, it's more 
affordable and all that sort of stuff. Annual, generally better where you need 
that longer commitment, you get results, it means your transactions are 
higher value, even though there is that higher chance of having issues on the 
re-bill and so on, so definitely clear pros and cons on either side. So, which 
do you chose? And the great thing is you don't have to chose one or the 
other. If in considering the pros and cons there's a clear winner for you in 
terms of what you're offering, in terms of your market and your general 
audience profile, then that's fantastic, but if you don't feel like there's just 
one choice that would fit, that probably means that either would be good 
for you and so you can, of course, offer both, unless you have a very 
compelling reason for going monthly only or annual only, then we do 
typically recommend having both options available. 

 This gives you the best of both worlds and in fact has been proven by 
research, as well as in our own tests and observations in our community, 
that having two options side-by-side increases sales, so not only do you get 
the benefits of both monthly and annual, but you get that little extra bump 
that comes from putting two options side-by-side on a sales pitch. 
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 Now, if you were offering both typically the way that you'll do it, is you'll 
discount the annual so that it works out cheaper than if someone were to 
pay 12 monthly instalments, so rather than $50 a month and then $600 a 
year, you'd do $50 a month or $500 a year. Essentially, you're giving them 
two months free as a reward for the longer commitment, that's a general 
rule of thumb when you're offering these two options side-by-side, your 
annual will generally be 10 times the monthly payment, then you get to 
highlight that discount as an incentive for people to take that annual option. 

 So, this again gives you the best of both worlds and they compliment each 
other very well in terms of appealing to different people and appealing to 
sales triggers in different sorts of mindsets. So, for people who are more 
price sensitive seeing the small figure of $50 a month next to the larger 
figure of $500 a year, makes the $50 seem like much better value than if 
that were the only option on the page. Contrasting that, someone who is 
more attracted to a good deal, who isn't necessarily restrained by their 
budget or price sensitive, but they like a good deal and they're willing to 
commit, they'll be drawn into the fact that they're getting that nice discount 
by going annual. 

 So the two options work quite well in tandem with each other. Now, the on 
instance in which I'd avoid offering both an annual and a monthly option 
would be if you were also having multiple tiers of your membership product. 
So, if you had three or four different levels in your membership where 
maybe some people get more content or more perks or more features. It's 
probably going to be too much to also throw in the two different billing 
options as well. Too many options will start to cause problems, you don't 
want to have a bronze level with monthly and annual version, a silver level 
with monthly and annual, a gold with monthly and annual, that's too many 
options to choose from. Keep things simple. 

 Of course monthly and annual aren't the only options, if you want 
something that's kind of an between, then you might consider quarterly 
pricing. This gives you the added commitment within your membership 
base, while also keeping it more affordable than asking someone to 
subscribe for 12 months. Now, I wouldn't bother with a six month option or 
a nine month option or anything like that, I think monthly, quarterly, annual 
are three solid choices. 

 We have had people in the past ask about weekly pricing or daily pricing, 
there are very, very, very few incidences where that would be a good idea, 
in fact, I can't think of a single example of a market or a membership type 
where weekly billing would be the best option. Again, keep it simple, 
monthly and annual unless you want that sort of between in which case you 
might experiment with quarterly pricing.  

 So again, I would generally recommend offering the two options side-by-
side, unless you have a very compelling reason to only offer one of those 
options on the front end, but even if that's the case, I would still have the 
other option available as a potential up sell or a down sell. So, if somebody's 
joining with a monthly membership, then around about the three or four 
month mark, you would then offer them the ability to upgrade to an annual 
membership and similarly we talked before about potentially using the 
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monthly offering as a down sell or an alternative to somebody who hasn't 
been able to join up on an annual plan, so even if you only put one of those 
options out there publicly, keep the other one in your back pocket for 
promotions further down the line. 

 So, hopefully this has given you a lot of food for thought, hopefully it's given 
you a good overview of the pros and the cons of monthly and annual and 
actually why it might just be a great idea to offer the two side-by-side, that's 
certainly what we do over at membersiteacademy.com. It works very well 
for us and we know from our past experience in the numerous projects 
we've been involved with, as well as the hundreds and thousands of 
members inside our community, that this approach is a one that works, 
generally, very well across most markets and most membership topics. So, I 
do hope that this has been of use to you. 

 That's it from me for this weeks. Thank you so much for spending some of 
your day with me, hopefully I've made it worth your while, hopefully you've 
found what we talked about useful. As always, hit me up on social to let me 
know if you've got any followup questions, or if you've got an opinion or 
something you want to input on this topic. You can get me on Twitter 
@membershipguys or if you're in our free Facebook group 
@talkmemberships.com, then hit me up in there. Let me know what you 
think. If you're not in that group, check it out, talkmemberships.com punch 
that into your browser, it'll redirect to our free Facebook group, where you 
can join almost 5,000 membership site owners to chat about everything 
from membership pricing to whatever else you might want to talk about 
relating to memberships or of course, if you're a member over at 
membersiteacademy.com, just pop a post on the community, I'd be happy 
to dive into this further with you. 

 That's it from me, I'll be back again next week with another instalment of 
the membership guys podcast. 
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