
About this campaign

This New Member campaign is designed to answer some of the most common questions new members have but may be too afraid to ask. 

Target Audience

New members during their first month

Calls-to-Action

Schedule a goal-setting session, ask questions, and build relationships with staff. 

Instructions

Replace all [BRACKETS] and links with your business-specific information and offers. 
Read through the subject and content, making edits that best reflect your business.


	DAY 3
	Great things are ahead for you, [CONTACT FIRST NAME]
	Hey there! 
First off — I'd like to thank you for joining the [BUSINESS NAME] family. Whether you're just taking a couple classes or you are working with a coach regularly, we're glad you're here! 
Under this one roof you have all the tools you could ever need to live the healthiest, happiest life you can imagine. You just need to take advantage of it all! 
Over the next few months I'll be sending you information on weight loss, nutrition, stretching, common mistakes, and a whole host of goodies. Dive deep into the well if you want! 
Please don't hesitate to reach out with any questions! 

	DAY 4
	Welcome to [BUSINESS NAME]. More about your membership inside…
	Hi [Contact First Name],
[STAFF NAME] here from [BUSINESS]. I wanted to take a quick minute just to make sure that we have an open line of communication regarding the perks of your membership.
We have a variety of fitness services available to you that should hopefully serve your needs for decades to come. These include [PROGRAMS LIST]. Many of our members will transition in and out of these services as their goals, lifestyle, and circumstances change. If I could encourage you in one thing it is to always stay consistent and create accountability with all of these services available to you.
Our website:
Our website is chock full of all of the information that you could possibly need. I would encourage you to spend some time surfing around the site. 
What services are included in my membership?
Included in your membership is the following:
· [LIST OF FEATURES]
We always strive to provide as much value to our members as possible. If you have a goal, chances are we have a service that will meet that need. But we can’t read your mind. Never hesitate to reach out to a coach if you have questions.
See you in the gym!

	DAY 7
	A little contest to keep you accountable
	Hey there, [Contact First Name]
I just wanted to take a quick minute to tell you about a small challenge that we have here at [BUSINESS] to keep you accountable and competing with yourself.
The concept is simple. Consistency = Results.
But it’s actually quite a bit more complicated than that. You see, research shows us that the missing link between people achieving their goals and not achieving their goals is consistency. So we want to reward you for your consistency.
Here are some key benchmarks:
Come to 40 classes in any 3 month period..
Come to 90 classes in any 6 month period.
Come to 150 classes in any 12 month period.
[OPTIONAL: INSERT INCENTIVE OR PRIZE FOR EACH BENCHMARK — T-SHIRT, SHAKER BOTTLE, ETC.]
You can achieve any of these benchmarks in any given time period. Each day is truly a new day for you to build up consistency and accountability.
Good luck and just keep showing up.    

	DAY 15
	Your fittest friends have this in common...
	They never say “I’m too busy to work out.”
You actually don’t need to be fit.  Until you do. The consequences of ignoring your health and well-being won’t be felt for 10, 20, or 30 years.
How do you find the time to take care of yourself? How can we help keep you accountable? 

	DAY 29
	Have you set a bad goal?
	We talk about goals all. the. time.
We’ve all heard of S.M.A.R.T. Goals. 
Specific 
Measurable 
Attainable 
Results-Focused 
Time-Bound. 

Some goals aren’t specific, measurable, or time-bound. Perhaps we can guess the results, but even that is a bit difficult to grasp. Let’s turn your goal into a SMART goal…
Now that you’re a month in to your membership would you like to schedule a time to talk about long term goals? 

	DAY 31
	The biggest mistake you can make in the gym!
	Someone once asked me what is the number one factor that separates people who have success in the gym and those that never seem to get the results that they are after.
After much contemplation, the answer is clear. People who asked their coaches questions are always the most successful people in the gym.
For as much as we talk all the time, believe it or not, your coaches generally only utilize about 10% of their available knowledge in a group setting. We would love to show you the other 90%.
So we offer complimentary goal setting sessions so that you can come in and ask us anything and we will help guide you along the path to achieving the results you are after.
We’ll keep reminding you that these sessions are available to you. So if you want this to be the time that you finally achieve the results you want, take advantage of these sessions.




