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Member clarity

o Can a new member understand the pricing options in under 30
seconds?

O Is it clear what's included — and what's not?

O Is there an obvious “best fit" option for most members?

Sales conversations

0 Does your team know which option to recommend first?

0 Can pricing be explained without apologising or discounting?
O Are common questions answered clearly and consistently?

Operations & consistency

O Are rules (freezes, upgrades, cancellations) easy to explain?
0 Does pricing avoid frequent exceptions or manual work?

o Will pricing hold up during peak hours and busy classes?

Final check

O Pricing feels fair for what's offered

0 Your team feels confident selling it

0 You'd be comfortable explaining it yourself

J/Clear member-facing pricing
V/ Confident sales conversations
V Fewer exceptions and rework




