
 

Mike Morrison: Well hello there, welcome to episode 152 of the Membership Guys podcast, I'm 
your host Mike Morrison, and if you're looking for proven practical tips and 
advice on growing a successful membership website, you've come to the right 
place, you're listening to the right show. Thank you so much for hanging out 
with me today, I so, so, so truly appreciate each and every one of you.  

 If you are a brand new listener, don't forget to hit the subscribe button. Do it 
right now, in whatever app, whatever software, whatever platform you're 
listening to the show on, hit subscribe to make sure that you do not miss a 
single dose of weekly Membership advice. If you're a returning listener, a long-
time listener, you know I love you guys, show me a bit of love if you haven't 
already, please do leave a nice review in iTunes, let people know what they're 
missing out on with the Membership Guys podcast. 

 Today I want to share with you six quick and easy membership sales tactics to 
try out this month. So this is all pretty simple but actionable things that you can 
put into practice quickly, and that I want you to try out, at least two or three of 
the things we talk about, I want you try this out this month.  

 Now, some of the stuff we talk about may seem obvious to you, and if you're 
already doing it, that's fantastic, but we are constantly amazed by just how 
many people are out there running memberships and they're missing the 
obvious stuff. They're not taking advantage of the low hanging fruit, the no-
brainer stuff, they're all wrapped up in trying to figure out how to refine their 
sales funnels, or what approach to Facebook Ads is going to work best, when 
the truth is, a lot of the wins that you get in the membership space come from 
doing the simple things well. 



 I'm going to go through six real simple, quick and easy tactics that if you're not 
already doing, I want you to give a shot at this month. Some of this stuff you're 
only going to be able to do as one-offs, so every now and then, some of it 
concerns things that you maybe just want to refine and improve on an ongoing 
basis in your membership.  

 The very first thing, this is going to seem the most obvious one to you, is to 
email your list. Simply email your list. Now, this isn't something revolutionary, 
and I'm absolutely positive a whole bunch of you who are listening will be 
thinking, "What? Is that it?" But you would be amazed how often we see people 
who don't do this. Or they'll be emailing their list regularly, but they are too 
scared of actually mentioning their membership. People are so often guilty of 
holding back from anything they think might be too salesy, and as such they 
don't talk about their memberships enough to their email subscribers. The truth 
is, if you have something that will solve your members problems, which is what 
your membership does, you're actually doing your audience a disservice if 
you're not telling them about it on a regular basis.  

 So, if you've not sent a promotional email about your membership in a while, do 
that today. If you don't just want to send a straight up pitch email, consider 
choosing one feature of your membership. One course, one workshop, one 
expert who's done a webinar. One benefit or maybe even a case study of a 
successful member, and make that the focal point of your email. But the main 
point here is to send a promotional email in which you are flat out trying to sell 
your membership.  

 If you're not doing this already to your audience, if it's been a long time since 
you've done it, do it today. Or at least this week. So simple, but so many people 
shy away from doing that, because increasingly, in certain circles, the idea of 
selling or being salesy is painted as a negative, it's painted as something you 
shouldn't do, but people go way too far in the other direction, they run far too 
far away from anything sales-oriented in their business and they hold back too 
much.  

 So, if you're already regularly emailing your audience and telling them about 
your membership on a consistent basis, then great. Again, as I said at the 
beginning, you're doing this bit right, but maybe if you guys maybe just think 
about ways to switch it up a little. Again, maybe you pick out a different feature 
of your membership every month, a different course, a different benefit, a 
different member case study, switch things up a little bit, but if you're not 
regularly emailing your audience about your membership, send that email this 
week, don't be shy. All right, so that's the first quick and easy thing you can do 
this month. 

 The second, is to consider offering a trial promotion to your audience. We 
talked a number of times on the show about trials. Offering the ability for 
someone to take your site for a test drive, either for free or for a nominal 
amount, like a dollar, is a great way of moving people off the fence who are 



maybe a little bit risk averse. But having an open to everyone trial that's always 
available might not work for every membership, it doesn't work for ourselves 
with Membersite Academy and so we don't have an open trial, and that's from 
testing it out for our own site.  

 In some markets an open trial may be a little bit more open to abuse, and then 
others maybe it just won't move the needle as much as you might hope. Or 
maybe, as is the case with a lot of people we speak to, you just don't like the 
idea of having an open trial. 

 If that's the case for you, then you got that card in your back pocket for 
occasional marketing promotions. If you're not always offering a trial, if you 
don't normally offer a trial, then whip that card out and offer one for anyone 
signing up during a limited window of time this month. So, as an example, you 
can run a promo where you say, "For the next 48 hours, you can sign up for a 
free seven-day trial of my membership." This'll get people through the door 
more than usual, not just because you're offering a trial, but because you don't 
usually offer one, and because there's urgency attached to that trial only being 
available as an option for a limited period. 

 Then once you get people over that first hump, they've registered, they've 
created their account, they've logged into your site, they're consuming your 
stuff, you've got them in your ecosystem, in your environment on your turf, it's 
then a little bit easier to convince them to stick around. You can get creative 
with this too. Since you're going to be offering this trial as kind of a one-off 
thing, or something that's just not normally available to everyone, then you can 
put a twist on it. Maybe you package and promote it as an open weekend, 
perhaps schedule a few special things during the trial window. Perhaps like 
extra live Q&As or maybe throw in some bonuses or whatnot. Turn it into a bit 
of an event. Again, this is something you can do real quick, it's just a case of 
planning it, promoting it, and then running with it. So, number two, quick and 
easy tactic you can use to drive your membership sales this month, if you're not 
currently offering a trial in your membership, offer one as part of a limited time 
promotion this month. 

 Now, that ability to let people get a little bit of a taste for what you're offering, 
can really be a difference maker. Another tactic that's great for doing this is 
letting non-members attend a member training session. So this is basically just 
choosing to make something that you normally do behind closed doors, public 
as a one-time thing. So, it's not a full trial, but again you're still giving members 
a taste of what your paying members get, and so this can be a great way of 
tempting non-members into joining.  

 Many memberships will do live webinars once a month, live Q&A sessions and 
so on, so as a one-time thing, open up that live session that would normally be 
behind closed doors, only available to members, open it up to the public. 
Simulcast it onto Facebook, or maybe allow people to create a temporary 
account, or open up registrations if you're using software like GoToWebinar. 



Open up registrations to the public just for this session. Depending on your set 
up, maybe you can do this in a way that allows people to watch the live event 
that's taking place, but not to submit questions or take part in the chat that's 
going on. This preserves a little bit of exclusivity for your members. It also 
creates a little bit of formal, because even though you're allowing a non-
member to come along and watch the show, they can't actually be part of the 
show. So, there's still that little reminder that the real value, the real good stuff 
requires you to be a paying member. 

 So, that's tactic number three. For your next live training session or your live 
Q&A, consider opening it up and allowing non-members to come along and 
attend and get a little bit of a taste of what would be in store for them if they 
joined your membership. 

 This next tactic is an extremely quick and simple one, and it's something we 
talked about on last week's show. Emailing non-buyers to ask why they haven't 
joined your membership. In your email marking platform identify anyone on 
your list who hasn't joined your membership but who has already gone through 
your main promotional email sequence, and then simply email these guys and 
ask them why they haven't joined. 

 When I talked about this on last week's show, I was mainly focused on how 
doing this and asking this question would help you to improve your marketing 
by identifying any objections people have and then enabling you to tweak your 
sales page, your copy, your emails or whatever to address those objections. But 
asking this question is also fantastic for opening up sales opportunities, 
particularly if you keep this all really simple and you just ask this question via 
email, telling people to hit reply with their answers. 

 Every reply you get to this question is a sales opportunity. You start that 
dialogue on a one on one basis, and you can then go back to these people 
individually and answer their questions, address the reasons they haven't 
joined. Clear up any misunderstandings they may have. Give them a little bit 
more info if you think that maybe they just haven't quite got what it is that 
you're doing. Work on overcoming their objections. Offer a discount, a bonus or 
a trial. You're doing this on a one on one basis. Now, of course, that's not 
scalable, but sometimes you've got to do things that don't scale, and that's 
totally fine as a one-off sales tactic. 

 This is something you can do in five minutes. Fire up your email CRM, identify 
your non buyers who have gone through your initial sales sequence, identify 
those guys, send out a short, to the point email. Just got one question for you 
guys, help me out. Hit reply and let me know why you haven't joined the 
membership. It's going to give you a lot of fodder for improving your marketing, 
but more importantly in the context of this week's show, it's going to start those 
conversations and open up those opportunities for you to directly address the 
people who maybe were interested, maybe were on the fence, but something 
has been stopping them from joining your membership. 



 If you do this, you stand a pretty good chance of being able to turn some of 
those people around and get them to join your membership site. That's tactic 
number four, email your non buyers to ask them why they haven't joined.  

 Tactic five is so simple but so many people don't do it. Make sure that you have 
a direct promotion, a direct pitch and a call to action on your public website and 
on the thank you pages that people see after they opted in to your email list. 
This sounds obvious, right? Adding a CTA to your website and to your thank you 
page. But you would be amazed how many people have it in their head that it is 
an absolute no-no to ever mention their membership unless somebody has 
gone through a convoluted sales funnel. 

 You know some of that mentality is fostered by some of the advice out there 
that suggests you need to get people to buy trip wire products and jump 
through all sorts of hoops before you even mention and promote your 
membership, but that is complete nonsense. Put your membership front and 
center. Promote it on your website, on your blog, on your main site and on the 
thank you pages when someone's opted in. 

 Yes, you will get some people who do need to dance around the handbag a little 
bit, to go around the houses, go through your 10-part email series, attend a 
webinar, buy a trip wire product, blah, blah, blah. Some people in your 
audience, they just want to go from A to B, and if they see your offer from the 
get-go from day one, they'll jump right in. But that's not going to happen if you 
don't have a link to your membership and a call to action for your membership 
on your public site, throughout your website, and importantly on the thank you 
pages for your email opt ins. 

 If you haven't already done so, and again, some of you listening will be thinking 
well I've got this covered, this is real obvious, but believe me you would be 
amazed how many people aren't doing this. If it's not already there, add calls to 
action for your membership on your blog or your main website, and on any 
thank you pages, especially the thank you pages. If someone's opted into your 
email list, they've done so because you have something that will help them. You 
have something that will solve a problem, so it's a no-brainer that after they've 
opted in you tell them about other ways you can help them. 

 Of course, the main way you're going to be able to help them is your 
membership, so make sure you're actually mentioning it. If you're not 
convinced, if you're still thinking, oh, well, you know, I read this blog article or I 
took this course that said don't tell people about your product right away. Make 
them do X, Y, Z and all this sort of stuff. If you're still in that mindset, let me just 
tell you that 52% of our member sign ups for Membersite Academy last month 
came directly from calls to action on our website. 

 People visited our website, they saw the promo and the CTA we've got on there 
for our membership. Maybe they read an article, maybe they listened to a 
podcast on the site, maybe they opted in for something via email, but they hit a 



call to action on that site, went through to the Membersite Academy sales page, 
liked what they saw and signed up. That wouldn't have happened if we didn't 
put the membership front and center on our website and add those CTAs to our 
email opt in thank you pages. 

 Simple, obvious, no-brainer. So many of you aren't doing it. Add a call to action 
for your membership on your website and especially on your email opt in thank 
you pages. 

 The sixth and final quick and simple sales tactic that you can try out this month 
is to host a live tour of your membership. People love seeing behind the scenes. 
Sometimes they are just curious, they're just a little nosy, but actually a lot of 
times they just don't fully get what your membership is, or maybe they have a 
vague idea but they've just never been compelled into digging any deeper. 

 Memberships are great, of course I love memberships, but they're a double 
edged sword because memberships are usually comprised of a whole bunch of 
different things, a whole bunch of different deliverables, and a lot of the benefit 
of a membership is kind of intangible. This can make memberships harder to 
promote and harder to explain compared to, for example, selling a standalone 
course where you can quite clearly break down this is what it is, these are the 
lessons, this is the outcome.  

 Memberships are usually bigger, they're more broad and they can be difficult to 
explain. So, sometimes being able to just show people around the site, going 
from screen to screen, showing how everything works and how everything ties 
together, sometimes that's the best way of demonstrating and communicating 
what you actually offer and getting people interested in joining. Consistently 
across a whole bunch of clients we've worked with previously, as well as in our 
own marketing and the marketing that people are doing inside our community. 
Behind the scenes tour videos are amongst the highest performing marketing 
assets that we've used, our clients have used, that our members have used. 

 You can go one further and do that behind the scenes tour live. It's a lot easier 
these days with tech options to do a real time walk through of your site. 
Software like OBS, Ecamm Live or Wirecast enable you to broadcast what you're 
seeing on your screen via things like Facebook Live. As you're clicking around 
your website and you're going from screen to screen and narrating what you're 
seeing and what's actually there, other people get to see what's on your screen 
and they hear your voice, so you're giving that interactive tour. 

 If you just want it to go out there to all and sundry, go out there to as large an 
audience as possible, then of course you can do it on Facebook Live through 
your Facebook page, through a Facebook group if you run one. Or maybe you 
want it to be a little more exclusive, a little more intimate in which case you 
could do it behind closed doors, and have people apply to come along for the 
ride. Then, you can use something like Zoom. 



 Zoom is fantastic software for doing this sort of thing. The huge benefit to doing 
this live is that it gives you the opportunity to then answer any questions people 
have as you walk through your site, and answer those questions in real time. 
You also have a captive audience who by virtue of signing up for this live tour 
have of course expressed an interest in what you're offering, so they're clearly 
in the market to potentially join. 

 This doesn't take a lot of preparation either. Sure there's some tech stuff to set 
up and you're probably going to want to do a trial run first to make sure your 
computer doesn't melt down if you try and do this live walk through. But other 
than promoting this to your audience on social, via email and so on, it's really 
just a case of showing up and showing people around, so it's definitely 
something I'd encourage you to consider doing in the next few weeks. 

 Those are six quick, easy, simple sales tactics that you can try out this month. 
The great thing is the stuff we talked about doesn't take too long, it's the sort of 
thing that you can just try out once and if it works for you, fantastic. If it doesn't, 
well it's not taken too much time, it's not taken too much effort. There's no one 
size fits all list of marketing tactics that will work like gang busters for everyone. 
Sometimes you need to throw these things against the wall and see what sticks. 
While that shouldn't be your approach to your overall, larger marketing 
strategy, there's certainly no harm in just trying some of these things out and 
experimenting on a smaller scale. 

 Some of the stuff we talked about, like making sure you're emailing your list to 
promote your membership on a regular basis, like making sure that you have 
calls to action on your website. These are things that could be permanent 
changes to your marketing. If you find that doing things like live walkthrough 
tours actually helps to generate a whole bunch of new members, then of course 
that's something that you maybe want to consider about implementing into 
your ongoing strategy on a consistent basis. 

 It all starts out by just trying this stuff out. So, your homework from this week's 
episode is to go away and try even if you just try one or two of the tactics we've 
talked about today. This is all stuff that you can do this month, without any 
great deal of effort, without really breaking a sweat. Even if you only do two or 
three of the things that I've suggested today, either because you don't want to 
be doing too much or maybe you've already tried some of this stuff, just try a 
couple of these tactics and hopefully they'll work well for you in terms of driving 
more sales for your membership. 

 Of course, I'd love to get your feedback on the stuff we talked about today. If 
you try some of these things out, I want to know how it goes for you. Get into 
our free Facebook group at talkmemberships.com, or if you're on Facebook just 
search for Membership Mastermind, you'll find the group. Get in there and let 
me know which of these tactics you are planning on implementing, and then of 
course, keep me posted on how it goes for you and whether it's worked for 
driving some new member sign ups to your site. 



 Hopefully you found this week's show useful. Hopefully you get some good 
results out of implementing some of the tactics we talked about. Don't sit on 
this. Take action. Do at least one or two of these things that we talked about. 
This month, hell this week. I've deliberately given you stuff that's quick and 
easy, it doesn't take any time at all. So, go away and implement. 

 That's it for me for this week. Make sure you've subscribed to the show. Next 
week's episode I'm joined by my partner in crime, the real brains of the 
operation Miss Callie Willows. She's going to be joining me on the show to give 
the top take aways that are coming out of season two of our other podcast, 
Behind the Membership. If you've not heard the Behind the Membership 
podcast, it's really, really good. It pales me to admit it, I'm the podcaster in the 
family here, but honestly, Callie's podcast is absolutely top notch. Essentially, it 
features real interviews, real stories with membership signed owners in a 
variety of different markets. 

 We're not just talking the usual big names with unattainable levels of success. 
We're talking about real people like you and I who are out there doing great 
things with their membership. So, if you haven't heard the Behind the 
Membership podcast, search for it on iTunes, search for it on Stitcher or 
whatever it is you listen to podcasts on, Behind the Membership, we're on to 
the second season. We just kicked it off in a big, big way. 

 Callie's going to be here next week to talk through some of the biggest take 
aways that have come out of season two so far, but in the meantime get 
yourself over, subscribe to Behind the Membership and you can just gorge on all 
of the episodes that have come out so far. 

 That's it for me for this week. Thank you so much for hanging out with me. I'll be 
back again next week with another instalment of the Membership Guys 
podcast. 

 

 

https://itunes.apple.com/podcast/the-membership-guys-podcast/id1022495556?mt=2

