[image: ]THE 30-DAY RENEWAL CHALLENGE
Your Complete SMS Renewal Workplan

How to Use This Workbook
This workbook will help you build a complete 30-day SMS renewal campaign. Work through each section during the workshop, then refine your plan when you return to your office.
SECTION 1: Define Your Audience
Who are your members?
________________________________________________________________
________________________________________________________________
What do they value most about membership?
________________________________________________________________
________________________________________________________________
Current renewal rate:
________% of members renew annually
Goal renewal rate:
________% (target after implementing SMS campaign)
SECTION 2: Choose Your Incentives
Select 2-3 incentives that will drive renewal:
FINANCIAL INCENTIVES:
☐  Early bird discount (__ % off if renewed by __________)
☐  Lock in current rate (avoid price increase)
☐  Waived late fee
☐  Payment plan option
EXCLUSIVE ACCESS:
☐  VIP event invitation
☐  Early access to ________________________________
☐  Exclusive content/resources
URGENCY-BASED:
☐  Limited spots available
☐  Offer expires on: __________________
☐  First ___ renewals get __________________

COMMUNITY IMPACT:
☐  Matching donation/support
☐  Help reach collective goal
☐  Recognition/honor roll
Your selected incentives:
1. _________________________________________________________________
2. _________________________________________________________________
3. _________________________________________________________________
SECTION 3: Craft Your Messages
Use the 4-ingredient formula: Name + Deadline + Value + Clear CTA
MESSAGE 1: Early Bird (30 days before expiration)
_________________________________________________________________________
_________________________________________________________________________
MESSAGE 2: Reminder (7 days before expiration)
_________________________________________________________________________
_________________________________________________________________________
MESSAGE 3: Last Chance (Expiration day)
_________________________________________________________________________
_________________________________________________________________________
MESSAGE 4: Win-Back (3-7 days after lapse)
Remember: Use empathy and stats, not guilt!
Example: This year, we raised X% or $ and saved XYZ! It’s not too late to join the momentum in fighting XYZ. Reply READY to receive updates and ways you can contribute to XYZ.
________________________________________________________________________






SECTION 4: Map Your Timeline
When will you send each message?
Day 1 (30 days before expiration):
Send: Early Bird message
Time: ________ AM/PM
Day of week: ______________
Day 23 (7 days before expiration):
Send: Reminder message
Time: ________ AM/PM
Day of week: ______________
Day 30 (Expiration day):
Send: Last Chance message
Time: ________ AM/PM
Day of week: ______________
Day 35-37 (5-7 days after lapse):
Send: Win-Back message
Time: ________ AM/PM
Day of week: ______________
SECTION 5: Define Success Metrics
How will you measure success?
PRIMARY METRIC:
Renewal rate: Target ________% (up from current ________%)
ENGAGEMENT METRICS:
☐  Message open rate: Target ________%
☐  Click-through rate: Target ________%
☐  Response rate: Target ________%
CONVERSION METRICS:
☐  Early bird conversions: Target ________
☐  Last-minute renewals: Target ________
☐  Win-back conversions: Target ________
HEALTH METRICS:
☐  Opt-out rate: Keep below ________%

When will you review results?
First check-in: __________________
Final review: __________________

SECTION 6: Lead Capture & Nurture Strategy
How will you capture data and nurture leads through SMS?
1. KEYWORD STRATEGY
Our keyword campaign will be:
Text ________________________ to _________________________
We'll promote this keyword on: (check all that apply)
☐  Website homepage
☐  Email signature
☐  Social media posts
☐  Events / in-person signage
☐  Direct mailers / print materials
☐  Member portal / dashboard
☐  Other: _________________________________________________
2. DATA CAPTURE PLAN
We will track these data points:
☐  Who responds vs who doesn't (engagement tracking)
☐  Renewal intent: YES / NO / MAYBE replies
☐  Budget timing: 'When does your budget refresh?'
☐  Benefit preferences: 'What benefits matter most to you?'
☐  Barriers to renewal: 'Anything holding you back from renewing?'
☐  Click behavior: Who clicks link but doesn't complete?
☐  Other: _________________________________________________
3. SEGMENTATION & NURTURE
Based on responses, we'll segment members and follow up accordingly:
HOT LEADS (asked for link, clicked, replied YES, high engagement):
Next action: ________________________________________________________
Timeline: ________________________________________________________
Message: ________________________________________________________
________________________________________________________________
WARM LEADS (responded but hesitant, asked questions, budget concerns):
Next action: ________________________________________________________
Timeline: ________________________________________________________
Message: ________________________________________________________
________________________________________________________________
COLD LEADS (no response after 2+ messages):
Next action: ________________________________________________________
Timeline: ________________________________________________________
Message / Channel: __________________________________________________

YOUR NEXT STEPS
This Week:
☐  Audit current renewal messages for 4 ingredients
☐  Segment member list (active, expiring soon, lapsed)
☐  Set up keyword campaign for SMS list growth
☐  Test SMS platform / get approval
This Month:
☐  Write all 4 messages (early bird, reminder, last chance, win-back)
☐  Schedule messages in platform
☐  Set up tracking / analytics
☐  Launch campaign!
Next 30 Days:
☐  Monitor engagement daily
☐  Respond to hot/warm leads promptly
☐  A/B test one variable
☐  Review results and refine
Remember:
· Don't wait for perfect. Start with progress.
· Every response is data—learn and adapt.
· Empathy matters more than timing.
· Renewal isn’t a single SMS, it’s a journey 
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