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Copyright Notice

Copyright © 2017 NAMS, Inc.  All rights reserved worldwide.

No part of this material may be used, reproduced, distributed or transmitted in any form and by any 
means whatsoever, including without limitation photocopying, recording or other electronic or 
mechanical methods or by any information storage and retrieval system, without the prior written 
permission from the author, except for brief excepts in a review.

This checklist is intended to provide general information on marketing and business building. Neither 
the author nor publisher provides any legal or other professional advice.  If you need professional 
advice, you should seek advice from the appropriate licensed professional.  This checklist does not 
provide complete information on the subject matter covered.  This checklist is not intended to address 
specific requirements, either for an individual or an organization.  This checklist is intended to be used 
only as a general guide, and not as a sole source of information on the subject matter.  While the author 
has undertaken diligent efforts to ensure accuracy, there is no guarantee of accuracy or of no errors, 
omissions or typographical errors.  Any slights of people or organizations are unintentional.  Any 
reference to any person or organization whether living or dead is purely coincidental.  The author and 
publisher shall have no liability or responsibility to any person or entity and hereby disclaim all liability, 
including without limitation, liability for consequential damages regarding any claim, loss or damage 
that may be incurred, or alleged to have been incurred, directly or indirectly, arising out of the 
information provided in this checklist.
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As you’re developing your membership site, one of the tasks you’ll 
need to give some attention to is your pricing. Market research and 
testing will help you determine the pricing sweet spot. 

But heads up: since you’re offering a membership site, you can 
increase your conversions and profits by offering different membership 
levels. That way, each member only pays for the features and benefits 
they want and need. And those who see the value of the membership 
site are likely to upgrade to a higher level, which puts more money in 
your pocket.

Take a look at this membership site checklist to see if offering levels is 
a good fit for your site…

Determine If Levels Make Sense

The first thing you need to do is determine if your particular site is 
able to offer two or three levels to members.

NOTE: In some cases, you may realize that you could offer four, 
five or more levels to your members. However, generally this 
isn’t a good idea. That’s because offering too many choices to 
prospects can actually dampen conversions. So stick with two or 
three levels.

The question you need to ask yourself is if you can provide added 
value at the higher levels of membership to justify the price increase. 
Here are examples:

 A weight loss membership site offers access to a private 
forum at the higher membership level.

 A marketing membership site offers access to a conversion 
app at the higher membership level.

 A PLR membership site offers unrestricted PLR to those 
who opt for a higher level of membership.
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Here are specific questions to ask yourself to help you determine what 
you can offer to members:

 What additional products can you offer higher-level 
members every month? In some cases, you can create a 
higher membership level simply by offering extra content. 

For example: if you have a private label rights (PLR) site 
where you offer members two new ebooks per month, 
then you might create a higher level where members also 
receive a set of 20 related articles on the same topics.

 In what ways can you add value to the existing content? 
Depending on your site, you might be able to offer:

o Licensing. If you’re offering content to online 
marketers, you can give higher-level members the 
rights to resell the content. If you’re providing apps 
or other software, you can give higher-level 
members a license to install the software on multiple 
devices. You might even offer a developer’s license 
so that web developers can install items such as 
WordPress plugins on their clients’ sites.

o Content in a different format. For example, you 
might give basic members access to text content, 
while higher-level members get access to video 
modules as well.

 Can you offer live events such as webinars? You can do 
these webinars yourself, or you can bring in special guest 
experts to cover topics on their areas of expertise.

 Can you offer high-value services such as personal 
coaching? For example, you might offer sales letter 
critiques for higher-level members of a copywriting site.
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 What sort of “done for you” offers can you provide? For 
example, you might offer higher-level members of a 
fitness professional site a monthly done-for-you package of 
training routines and meal plans for them to give to their 
clients.

 Are there tools you can provide to higher-level members? 
These are tools that help your members take action and 
get results, such as checklists, worksheets, cheat sheets, 
planners and more.

 Can you offer a group or forum? This is where you can 
offer peer support or even group coaching.

Set aside some time to brainstorm how to add value to your basic 
offer in order to create different membership levels. Then move onto 
the next step…

Define Your Levels

Once you determine what you can add to create different levels, then 
you need to take two additional steps.

Step 1: Determine the Number of Levels

As mentioned before, you should stick to two or three levels. The 
number you choose depends on how much value you can add to the 
basic offer (e.g., are you able to add enough value to create three 
levels? Or is it more doable to create two?).

Next…

Step 2: Create Labels for Your Levels
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Next, you need to name your levels. The traditional way to name these 
levels is around metals, such as:

 Bronze, Gold and Silver levels.
 Gold, Silver and Platinum levels.

Some people put descriptive yet basic labels such as:

 Basic and Upgrade levels.
 Standard and VIP levels.
 Standard and Diamond levels.
 Regular and Preferential levels.
 Beginner and Pro levels.

Still others choose clever names based on their niche. For example:

 Puppy and Pack Leader levels.
 Copy Hack and Copy Pro levels.

If you can choose clever labels that make sense, go for it as that will 
help your membership stand out while also giving members a sense of 
community. Otherwise, any of the traditional labels will do.

CONVERSION TIP: Be sure your highest-level members feel 
SPECIAL. The name should reflect it (e.g., “Diamond Members”). 
The sales letter should refer to the highest levels in terms of it 
being “exclusive” and only suitable for a “smart people who want 
to get great results.” The content within the site should also 
make them feel like they’re part of a special inner circle.

Next…

Designate Prices

Now the final step is to assign prices to each membership level.
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CONVERSION TIP: Assign prices in a way where the value goes up 
significantly at each level, but the prices don’t go up a proportionate 
amount.

For example, maybe you have Bronze, Silver and Gold levels, with 
membership fees that are $10, $20 and $30 per month respectively. 
However, the Gold level shouldn’t merely provide twice the value of 
the Bronze level – it should provide triple or quadruple the value. That 
way, members see that it’s a better deal to invest in a higher level 
membership.

Conclusion

Offering different membership levels is a great way to give your 
members control over what sort of value they get from your site. 
However, you can help ensure people choose your higher levels by 
using your sales letter to relay exclusivity, as well as pricing in a way 
where people realize the higher levels provide significantly more value 
for just a tiny bit more money.
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