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Retention Attention:
Building Member Longevity
dam Smith
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Work Smart, Not Hard
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into strategy and pivot strategy
into action. Work smart, not
hard, to change the growth
trajectory. Success in the
Exponential Age depends on
relationship management to

The lower the attrition rate, the longer an organization can wait to replace its client base.
Source: The Long Group

create a retention advantage and
build member stability. n
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