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"Whenever possible, try to understand 
your customers [members] needs at 
such a high level that you’re able to 
provide solutions to their problems 

before they were even aware a 
problem existed. They will appreciate 
the attention to detail and you’ll stand 

out as a trusted expert from the 
competition.” 

— Jeremy Schaedler
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“Uncovering Your IPM”

Ideal

Prospective

Member
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“Why Is Knowing Your IPM Important”

1. Your membership is not “all things to all 
people.”

2. That doesn’t mean that all people can’t 
benefit, they more than likely can.  It’s 
just acknowledging who you are BEST 
able to serve.

3. Enables you to better SELL and SERVE 
your members.



• MEDIA

• MESSAGE

• MARKET

“Why Is Knowing Your IPM Important”
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“Why Is Knowing Your IPM Important”

Growth

Freedom

Empire

Kris Murray 
– Founder, Childcare Marketing, Inc.
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“Scott Whitaker is wicked smart…His ideas 
have earned me over $400,000 in 
membership sales in less than six months.  
Work with Scott today! You won't regret it.”

Kris Murray
Crested Butte, CO



© Scott Whitaker

“How to Uncover Your IPM”

1. What do they look like?
2. What do they wear?
3. Where do they live?
4. Where do they work?
5. Where do they shop?
6. Are they married, single, divorced, 

married again?
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“How to Uncover Your IPM”

7. Do they have kids? 
8. What ages are their kids?  
9. Grandkids?
10. Are they retired? 
11. Do they work?
12. What is their income level?
13. What TV shows do they watch?



© Scott Whitaker

“How to Uncover Your IPM”

13. What level of education do they have?
14. What kind of car do they drive?
15. What social activities do they participate 
in?
16. Are they religious? If so, what religion?
17. What are their values?
18. What political affiliation do they have?
19. Are they from a certain geographical 
location?
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“How to Uncover Your IPM”
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“How to Uncover Your IPM”
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“How to Uncover Your IPM”

“Empire Ed”

“Freedom Fred”

“Empire Ellie”

“Freedom 
Felicia”

“Growth Gus” “Growth Gabby”
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“How to LEVERGE Your IPM”

1. Write your email, sales page, sales letter, 
postcard, direct mail to that person.

2. Write to their hurts, wants, needs and 
desired outome.

3. Overcome their objections by being 
specific.

4. Answer the WIIFM (What’s In It For Me?)
5. Hang the picture in your office.



Your IPM Checklist:

 Start with the questionnaire.
 Focus on your most popular level of 

membership.
 Compare it to your current membership list.
 Come back to it day after day.
 Don’t write another email, sales page, 

marketing piece without using your IPM.
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Post Your IPM in the Facebook 
Group:

www.Facebook.com/groups/
membershipmarketers
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