
Lesson 1: 
 
Welcome to the first lesson of the Monthly Membership Profits Crash Course. Over the 
next few days you will receive several lessons that will help you learn how you can set 
up and profit from monthly membership sites. 
 
In this first lesson we are going to talk a little bit about why membership sites are one of 
my favorite ways to make money online. It’s not just because they’re a great source of 
recurring income and not because they’re necessarily easy, the real reason I love 
memberships is because they are consistent, and they can be a lot of fun too! Fun to 
create, fun to launch and even fun to promote.  
 
A membership site is simply a private, password-protected website that offers some 
type of exclusive content, training or products, where members must pay a fee to 
access. Of course, you can also build a free membership site, giving access to the 
content or products to members in exchange for contact information and the opportunity 
to convert them into paying customers. 
 
Membership sites come in all shapes and sizes. Chances are if you have an idea for a 
membership site or know of a niche you’d love to serve, then you can run a successful 
member based business. This type of site allows you to grow a community of customers 
who are eager for your content and excited to join your community and support you.  
 
They can be as simple as a blog that requires a login, to a Facebook group that requires 
approval or a full-blown dynamic site with exclusive access to premium content based 
on the status of membership.  
 
Now more than ever, people are willing to pay for online content. In fact, "Digital Content 
Next" said in their 2017 digital news report that the growth of digital subscriptions has 
risen in the US alone from 9% to 16% in the past two years. Look online and you’ll find 
paid memberships on a multitude of topics like selling stocks, health and fitness, dating, 
coaching, mentoring, marketing, and dieting all producing nice profits for their creators. 
 
Selling subscriptions for online content has become big business and the market is wide 
open for smart entrepreneurs. Not only are these types of sites fast to set up, the cost of 
operation can be very minimal.  
 
Another great thing about starting a membership site is you can take your hobby, 
specialized knowledge or profession and turn it into a profitable business. Of course, it 
takes work and the right tools to set up a members-only website but the rewards 
(monetary as well as personal satisfaction) can be huge. In most cases the biggest 
challenge is creating the content to deliver to your members, which we will be 
discussing further in another lesson.  
 
It’s best to start by vetting your ideas and conducting some basic market research to be 
sure they’re viable before you jump into building a site. Take some time to plan and 



decide exactly what you want from it. If you rush the process you may end up with a site 
that doesn’t make you money and doesn’t grow beyond a handful of subscribers.  
 
At first the whole process can seem a bit daunting, but don’t let that stop you from 
exploring all the wonderful possibilities that setting up your own membership site can 
offer.  
 
Before your next lesson, take some time to jot down some of the reasons why you’d like 
to start your own membership site along with a list of topic ideas that you are interested 
or have specialized knowledge in. Keep in mind that you don’t have to know everything 
about the topic to get started, you just have to know a little more than your members, so 
you can teach them.  
 
 
---------------------------------------------------------------- 
 
Lesson 2: 
 
It’s time for your second lesson in the Monthly Membership Profits Crash Course. Today 
lesson is all about creating content for your new membership site. 
 
Content increases the perceived value of your membership site. It’s what attracts and 
retains members, which is what leads to profits for you. Before you can begin creating 
and adding content to your members area there are a couple of things you need to 
decide.  
 
Like how and when you’re going to deliver that content. Chances are you’ve already 
given this some thought and have a pretty good idea of what you’d like to offer your 
members, but let’s go over the two basic delivery options just for clarity. 
 
You have the option to offer digital (electronic) or physical products.  
 
With digital products, you have very low development costs, which means a higher profit 
margin. You won’t have to worry about, packaging, shipping and storage, because all 
your files will be hosted online. You can even automate the process with drip-feed 
content, which is essentially the process of scheduling time based delivery to members, 
so that they don't get access to everything all at once, which makes managing your site 
much easier.  
 
With physical products, you’ll have a product you can market offline at conventions, in 
retail locations or on sites like Etsy, Amazon and Cratejoy which is and all-in-one 
subscription box solution that is really hot right now.  
 
While I’d love to dive a little deeper into this topic, because these are all great options 
for physical products, it’s a little too big to cover in the scope of this short course, but if 



you are considering physical products I highly recommend checking out their seller 
options.  
 
Whichever type of product you decide to offer you’ll still need to create some type of 
digital content for your website, so let’s focus on that for now. You can either create this 
content yourself or hire someone to do it for you on sites like Fiverr, Freelancer or 
Upwork for a nominal fee. 
 
Keep in mind as you plan your content that you’ll need content for your salespage, for 
your blog to attract new members and inside to educate people who join. You’ll also 
need social media and email content. If you are offering digital downloads, then you will 
have to think about creating your products as well.  
 
You also have to decide the format of your content. Will it be written, audio, video or a 
combination? Are you going to create ebooks, short reports, courses or email lessons 
like this?  
 
Are you comfortable in front of the camera? Video content is a great option, because 
you can take it from your webcam or smartphone and upload it directly to the members 
area. If you have a good recording voice and prefer not to be on camera then Podcasts 
are great. If you don’t want to create your content upfront, then running regular live 
training calls or webinars are an excellent way of delivering value to your members 
while reducing your content-creation workload. 
 
There are a lot of different options to consider, so for your homework this lesson I 
recommend sitting down with a pen and paper to jot down some ideas for the types of 
content you’d like to provide your members. As you move further into the development 
of your site you can create a publishing schedule that will help you stay organized and 
on track.  
 
---------------------------------------------------------------- 
 
 
Lesson 3: 
 
 
How are you?  Well we're winding down to the end of this short course. But 
we still need to go over a few things, so today we’re going to jump right in and talk about 
adding value to your membership site, so that you can increase your profit margin. 

 
In your last lesson, we touched briefly on the topic of hosting webinars as a form of 
content creation. I want to talk a little bit more about that in this lesson, because they 
can be a great way to add value for your members while reducing your content-creation 
workload. 
 



A webinar is a live web-based video conference that uses the internet to connect you 
(the host) to your audience. As a host you can show yourself speaking, share your 
computer screens for slideshows or demonstrations, and even invite guest’s speakers 
or add a co-host. 
 
There are several software solutions that you can use to host a webinar, including 
GoToMeeting, WebinarJam and Zoom, all of which allow you to broadcast to your 
members. Most software options have interactive features, so that you can openly chat 
with your attendees. This way they can chime in, ask questions and you can answer 
them. This is a great way to form a connection and create loyalty among members. 
 
To use this as a content strategy you should record your live sessions and add them to 
a section or archive inside your members area. Not only does this guarantee that 
people who miss the live session will still be able to watch, it also means that over time 
you’ll build a library of content that will only serve to increase the value of your 
membership offering. 
 
- Community 
 
Creating a community is another great way to add value to your membership without 
having to create all the content yourself. People like to feel as if they are a part of 
something. Sometimes people will stay subscribed for months and even years just 
because they don’t want to leave the community.   
 
A great way to do that is with a forum area or FaceBook group. If you’re using 
WordPress adding a forum can be as simple as installing a plugin. There are other 
choices of course. If you aren’t sure how to go about this try contacting your hosting 
provider and they should be able to give you some options.  
 
Setting up a private FaceBook group is a very popular trend right now and it has a lot of 
benefits. It’s free to use, easy to set up, most people are familiar with the way it works 
and best of all it makes communication a breeze. Within your group you can post polls, 
ask questions, share information and with the live function you can host live events and 
meetings for your members with real-time interaction.  
 
The only downside is that you don’t actually own the space, FaceBook does, so be sure 
to keep good records and download your content regularly. This way if there is an issue 
with your account you won’t lose everything you’ve built.  
 
- Exclusive perks 
 
Offering exclusive perks and downloads for your members like video training, tutorials, 
software, resources or tools that they either wouldn’t be able to access somewhere else 
or would have to pay extra for is a great way to pump up the value of your membership.  
 



In some cases, the convenience of having easy access to resources that people would 
normally have to spend time gathering themselves is enough to make them feel like 
you’re going the extra mile for them. It’s also a good selling point, because when you 
include a list of available resources in your sales copy it helps persuade new members 
to join.  
 
I hope this gives you a few ideas for adding value through content to your members 
area. Keep in mind that the better the content the higher the perceived value and the 
better your profit margin will be.  
 
---------------------------------------------------------------- 
 
 
Lesson 4: 
 
Well, we’ve come to the final lesson in the Monthly Membership Profits Crash Course. I 
hope you’ve enjoyed your lessons and learned a lot about how to set up a profitable 
membership site. In this final lesson we’re going to talk about setting price points, so 
you can see a nice profit from your membership site as quickly as possible. 
 
Figuring out what to charge for access to your membership site can be a challenge. It’s 
something that many people struggle with, because it can be difficult to put a value on 
content.  
 
A good place to start is by looking at other membership sites to see what they are 
charging. Chances are you’ll find more than one that offers something like what you are.  
 
You also need to think about whether you want to offer recurring or non-recurring 
payments. For example, you could charge and ongoing fee of $9.95 monthly with an 
annual option of $97. This would be a recurring payment that wouldn’t end until either 
you or the member cancels their account. These types of payments are easy enough to 
set up through your membership software or payment processer.  
 
If you don’t want to worry about setting up recurring payments, then you could charge a 
onetime fee for access to the content within the members area for a set amount of time. 
A lot of educational sites use this model for their study guides. They charge a nominal 
fee like $19.95 for three months access, $35 for six and $69 for a year.  
 
The nice thing about this model is that you can often charge a higher fee for access and 
it operates virtually hands free. Especially if you set it up with drip feed content like we 
talked about in the last lesson. It also gives site visitors more choices and makes them 
feel as if they are getting a better deal if they opt for the annual membership at a 
savings.  
 
Instalments are another option. They aren’t the same as recurring payments, because 
you are simply splitting up the one-off price into a set number of payments (typically 2-4) 



to allow people to spread out the cost. This works well for high end memberships and 
coaching programs. It’s important with this option to keep in mind that there’s a risk of 
members cancelling or missing payments. 
 
Working out your price points can take a little time and testing until you hit a sweet spot 
that converts visitors into members effectively. Here are a few more things you can do 
to figure out the best price points for your website: 
 
- Survey your site visitors. Tell them a little bit about what you plan to offer and see what 
price range they would be willing to pay. 
 
- Think about where you want to position yourself in the marketplace. Do you want to 
reach as many people as possible with a low price point or would you prefer to work 
with fewer people in an exclusive high-end option? 
 
- Work out how many members you would like and how much you want to earn and 
then determine the fee needed to achieve that. For example, if you want to make $1000 
a month and have 40 members you would need to charge $25 a month.  
 
Now that you have a pretty good idea of how to work out what to charge for access to 
the members area it’s time to start building. Of course, there are other things to consider 
like email marketing, SEO, traffic generation, attracting and retaining members, but 
hopefully you’ve learned enough in these lessons to get you started on the path to 
membership site profits.  
 
I also recommend that you check out these websites to learn more about marketing 
your new site: 
 
Search Engine Watch 
https://searchenginewatch.com  
 
Digital Marketer 
https://www.digitalmarketer.com  
 
Neil Patel’s - Grow Your Website Traffic  
https://neilpatel.com  
 
These are three of my favorite websites. They offer very reliable and actionable 
information that can help you make your membership site a big success.  
 
As we close this final lesson, I would like to thank you again for joining me for this short 
course. I sincerely hope that you’ve learned a lot about how to set up a profitable 
membership site. Even though the lessons have come to an end, I want you to know 
that you can still feel free to contact me if you have any questions. I’m more than happy 
to help.  
 

https://searchenginewatch.com/
https://www.digitalmarketer.com/
https://neilpatel.com/


========================================== 
Legal Notice 
 
The Publisher has strived to be as accurate and complete as 
possible in the creation of this course, notwithstanding the 
fact that he does not warrant or represent at any time that 
the contents within are accurate due to the rapidly changing 
nature of the Internet. 
 
The Publisher will not be responsible for any losses or 
damages of any kind incurred by the reader whether directly or 
indirectly arising from the use of the information found in 
this course. 
 
This course is not intended for use as a source of legal, 
business, accounting or financial advice. All readers are 
advised to seek services of competent professionals in legal, 
business, accounting, and finance field. 
 
No guarantees of income are made. Reader assumes 
responsibility for use of information contained herein. The author 
reserves the right to make changes without notice. The Publisher 
assumes no responsibility or liability whatsoever on the behalf of the 
reader of this course. 
 
 
 
 
 
 
 
 
 


