
 

 

T h e  Y o g a p r e n e u r ’ s  G u i d e  t o  C O V I D - 1 9  ( W e b i n a r  3 )  

N e x t  S t e p s  C h e c k l i s t  -  M e m b e r s  a n d  P r i c i n g  

 

1. Send a love letter to your members ASAP. 

Hey [member name], 

What a crazy time this is! We're all in this together.  

Thank you for supporting our studio as we continue to support you.  

We believe it's never been more important to maintain your physical, 
mental and emotional health, and we're still on a mission to help you do 
this by offering powerful yoga and meditation classes online. Stay tuned, as 
we will be offering online classes, tutorials and community events to all of 
our members.  

Here's how you access it… 

 

2. Update your waiver. 

Include people participating in classes outside of your physical space. 
Double check that there is a clause that says they agree that they are 
participating in good health. 

 

3. Start creating your virtual content.  

Continue to provide value! We recommend Zoom for live interactions, and 
YouTube and Vimeo for nesting your recordings.  

A private Facebook Group is also an easy and fast way to centralize and 
organize live and recorded content, and restrict access to members. 



 

 

 

4. Maintain or increase your regular frequency on social media.  

Everyone is online right now! Host a social media contest with your 
community, such as a yoga challenge, a yoga at home photo challenge, or 
a draw they can win for checking in on Facebook when they take an online 
class.  

Remember, algorithms favor interactions between people, so your 
members' posts about you will get way more engagement than posts from 
your business page. 

 

5. Send out a weekly newsletter or recap to your community.  

Be the news source. But also be the party! Keep them updated on any 
online goings on and top activity in your Facebook Group if you have one.  

Also, remember to turn off any automated communications that are 
currently irrelevant. 

 

6. Don't change your pricing yet!  

Create enough value that your members stay with you.  

I highly recommend creating a behind the scenes downsell option, such as 
a lower price monthly recurring option, that you can offer in the case that 
someone asks to cancel.  

This is the basic sequence I would recommend if someone asks to cancel 
because they can’t afford it: 

Email 1 



 

 

Hey we get it, but we really believe it's important that you continue to 
practice online at home and take care of your health right now. Offer 
membership at about half price. 

Email 2 

If they say they can't afford it, find out what they can afford to pay each 
month? (You want to avoid them cancelling completely!) Even $20 -- heck, 
even $5 a month! 

Email 3 

If they still say no, offer to pause the membership until things settle down, 
so when things bounce back they can maintain the best rate. 


