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Link

New member 
joins (not 
renews)*

As a $25/mo 
monthly 
member

As an annual 
member

As a vendor 
member

Vendor 
coordinator 

handles

email: "as 
soon as you 

figure out 
how valuable 
this is, here's 

how to 
convert to 
annual"

Personal 
onboarding 

call

The purpose is to make membership non-optional through:
1. connection to others
2. engagement with education
3.  Surprise and delight gifts
4. Doing business with other members
5. Their success

How to get 
the most 
from your 

membership 
drip 

campaign

1. How to connect with help and 
resources 
2. How to access the free 
stuff on the website (and set 
up your account)
3. How to find your tribe (focus 
groups)
4. How to build relationships 
(capitalism)
5. The goal: enderhood

Weekly: 
check for 2 
months of 

non-attendance

Asks to stop 
autorenewal 
(call or email) 

credit card 
expires or 

won't charge
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3 months in: 
Happy 

anniversary, 
how can we 

help you 
email & gift 
(where to 

focus 
flowchart)

6 months in: 
Personal 

call/text/email 
& gift (a 

contract not 
in the pack)

11.5 months in
Happy 

anniversary, 
when you 

renew here are 
gifts to choose 

from

Vena email: I 
haven't seen 

you, is 
everything 
ok? asking 

for 
engagement

R
en

ew
al

call or email (are you 
sure? we have this 

coming 
up...anniversary gift, 
programs etc) try to 

get feedback on WHY

pros 
autoresponders

personal 
calls/texts

potental gifts:
1. Free saturday of your 
choice
2. $50 REIA bucks
3. Free course (Swag bag 
course, Saturday recordings)
4. 1 month free ES 
membership
5. Advanced contract pack
6. Real estate business plan

Automated

https://lucid.app/documents/edit/42c9527e-ef82-4f74-a8ae-02d2ce58f9d6/0_0
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