
Date

www.tisski.com

Tisski

MemberWise Webinar

13th May 2021

www.tisski.com



About Tisski

• Founded in 2011 

• One of the UK’s leading Microsoft Dynamics 
& ERP Consultancy

• Microsoft Gold Partner & Inner 
Circle member

• Gold Competencies for

• Data Analytics

• ERP

• Application Development

• Cloud Business Applications

• Cloud Platform

• Over 100 Consultants working with over 100 
customers across Public, Private & Not-for-
Profit sectors
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Retain

Recruit

Engage

Value

The four pillars to a successful 
membership

At Tisski we have seen with all our clients the importance of using your data to drive
value for your membership organisation as well as your members. You should be
using your data to engage with members through personalised messages,
segmentation of members to get messaging across and ultimately get members to
engage.
No one-size-fits all method can be used to retain your members thus we need to
retain members by reflecting and reacting on their needs and in this manner recruit
members through word of mouth or segmented, personalised messaging.
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Retain

Recruit

Engage

Value

Subscription 
sited

Excel 
spreadsheets

MLS

AMS

Databases

Email

EMS

Marketing

Sales

Portals

Surveys

Exams Events

Case Study Platform had to be :

• a widely adopted, trusted platform, OOTB

• Generate immediate benefits through automating administrative tasks, freeing up time for 
employees.

• Integrate across several departments within the organisation. 

• Provide an easily accessible system with the latest security features. 

• Allow further configuration and be simple to scale to meet future requirements.



Membership Overview

Microsoft Dynamics 365

Power Automate Workflow

Microsoft Power Apps Portals

Authentication 
& 

Authorisation

SharePoint 
Online

Document 
Storage &  
Tagging

Dataverse

Power BI

Membership 
Application

Member 
Portal

Payment Processing

Credit Card 
Processing

Direct Debit 
Processing

Document 
Authoring & 

Review

Events Portal

Dues 
Management

Common Data 
Model

Membership
Management

Membership 
Renewals

Member 
Directory

Communication 
Management

Subscription 
Management

Community 
Management

Engagement 
Profile

Member 
Benefits

Sales Process

Case 
Management

Email 
Marketing

Event 
Management

Customer 
Voice

Surveys

Customer 
Insights

Member 
Profiling
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Retain

Recruit

Engage

Value

Recruit

Retain

Engage

Successful membership owners worry 
about the members they have far more 

than the members they don't have

Able to track your recruitment of members?
- How you got them?
- Where you got them?
- When you recruited more
- When have you lost more?
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Retain

Engage

Value

0 5 10 15 20 25 30 35

Engage frequently

Never attends

Likely to leave

Content

Recruit

Retain

Engage

Are you able at any single moment able to know:
• Which members are likely to churn? 
• Which members take part in events?
• Are you able to visually see where your members are 

located?
• Track members that are engaging less and less?
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Recruit

Retain

Engage

The solution we built is 
able to determine which 
members are engaging 
and which are at risk to 
churn. 

It is 8 times more 
expensive to recruit a 
member than to keep a 
member. 



How do we support the four pillars9

Recruitment

• How do we 
get new 
members

Engagement

• How do we 
get members 
to be 
emotionally 
involved

Value

• How do 
members get 
worth from 
their 
membership

Retention

• How do we 
improve the 
probability for 
members to 
renew



Membership personas

Undertaking the Marketing 
activities to help recruit and 

engage members, give 
value to members and 

improve member retention 

Wants to be engaged, get 
value from her membership 
and be happy to renew her 

membership

Managing the daily activities of 
the membership organisation 

that are required in each of the 
four pillars
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Recruitment

• Receives Invitation

• Clicks through to Portal

• Purchases Membership

• Receives welcome pack

Engagement

• Newsletters

• Community Portal

• Forums and Ideas

• Community meetings

• Surveys

Value

• Membership Benefits

• Knowledge Base

• Events & webinars

• Offers & discounts

Retention

• Relevant 
communications

• Good Value

• Renews Membership
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Recruitment

• Sales Ready Leads

• Manages pipeline

• Tracks communications

• Onboards Members

• Records Interests

Engagement

• Mediate Forums & Ideas

• Manage Knowledge 
Articles

• Manage Community 
Meetings

Value

• Omnichannel

• Tracks Benefits

• Event registrations

• Records interactions

• Subscriptions & 
payments

Retention

• Membership Dashboard

• Renewals Management
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Recruitment

• Website visits

• Email Insights

• Customer Journeys

• Lead Scoring

Engagement

• Newsletters

• Email Insights

• Satisfaction scoring

• Customer Sentiment

Value

• Events & webinars

• Targeted offers

• Customer Journeys

• Social Engagement

Retention

• Engagement Profiling

• Behavioural 
Segmentation

• Targeted Marketing

• Relevant offers
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Recruitment Engagement Value Retention

Portal Visits

Poll 
responses

Ideas 
voting

Forum 
engagement

Membership 
Length

Event 
Attendance

Benefit 
Usage

Interests
Survey 

Responses

Community 
Meetings

Email 
interactions

Cases 
raised

Emails 
received

Case Study 
Downloads

Knowledge 
Article Use• Lots of 

Information
• Data in different 

tables/systems
• Can’t see the 

wood for the trees

There is a 
Problem

• Engagement Profiling

• Behavioural Segmentation

• Targeted Marketing

• Relevant offers
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Recruitment Engagement Value Retention

Portal Visits

Poll 
responses

Ideas 
voting

Forum 
engagement

Membership 
Length

Event 
Attendance

Benefit 
Usage

Interests
Survey 

Responses

Community 
Meetings

Email 
interactions

Cases 
raised

Emails 
received

Case Study 
Downloads

Knowledge 
Article UseBehavioural Segmentation 

on a 
Customer Data Platform

What is the 
Solution?

• Engagement Profiling

• Behavioural Segmentation

• Targeted Marketing

• Relevant offers



What is a
Customer Data Platform (CDP)16
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Ingest Unify Enrich Predict Segment View

Map
Match
Merge Customer 

Profiles

Add Index and 
Search fields

Identify 
Activities

Create 
Relationships

Create 
Segments

Create 
Measures

Machine 
Learning

Marketing/ 
CRM /

Ad Targeting

INSIGHTS

Probability



What is Behavioural Segmentation17

• Generate a churn probability from the data

• Create segments from the probabilities

• High Value

• Medium Value

• Low Value

• Disengaged

• Power BI Dashboard interactive analysis

• Separate Customer Journeys per segment

• Targeted emails, offers, vouchers, surveys

• Increased retention



Complete Membership Solution

Microsoft Dynamics 365

Power Automate Workflow

Microsoft Power Apps Portals

Authentication 
& 

Authorisation

SharePoint 
Online

Document 
Storage &  
Tagging

Dataverse

Power BI

Membership 
Application

Member 
Portal

Payment Processing

Credit Card 
Processing

Direct Debit 
Processing

Document 
Authoring & 

Review

Events Portal

Dues 
Management

Common Data 
Model

Membership
Management

Membership 
Renewals

Member 
Directory

Communication 
Management

Subscription 
Management

Community 
Management

Engagement 
Profile

Member 
Benefits

Sales Process

Case 
Management

Email 
Marketing

Event 
Management

Customer 
Voice

Surveys

Customer 
Insights

Member 
Profiling



Thank you for attending.

For more information, non-committal discovery & demo, 
please get in touch with

Kim Piek-Van Vuuren, 
Business Development Executive
kim.piek@tisski.com
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