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Retailers with subscription programs face unique 
challenges—from acquisition and replenishment to 
churn prevention and subscriber retention.

Listrak helps brands create personalized cross-
channel experiences throughout the subscription 
lifecycle to drive recurring revenue.

We know subscription 
programs. 



How Subscription 
Programs are 
Evolving Key trends shaping subscriber expectations, 

retention, and recurring revenue.

Vertical Insights
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Subscribers expect flexibility.

Consumers increasingly expect the 
ability to pause, skip, swap, or 
modify subscriptions instead of 
canceling.

02
Former subscribers are a 
valuable growth audience.

Nearly 25% of new subscription 
signups come from former 
subscribers, making flexible 
cancellation and win-back 
strategies essential.

Subscription programs compete 
for share of wallet.

With 80% of adults subscribed to 
at least one service, retailers are 
competing across categories for a 
greater share of recurring 
consumer spend.
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AI is improving subscriber service.

Retailers are using AI to streamline 
customer service and identify more 
relevant replenishment 
opportunities.

Subscription Program Focus Areas and Trends
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Transactional messages are 
becoming engagement 
opportunities.

Order updates and payment 
reminders can reinforce subscription 
value, introduce products, and drive 
additional purchases.

Subscriber messaging requires a 
different cadence.

Leading retailers are using 
segmentation and automated 
journeys to stay relevant without 
overwhelming subscribers with 
promotional campaigns.

Recurring revenue depends on 
ongoing value.

As acquisition costs rise, retailers 
are prioritizing retention, 
flexibility, and subscriber lifetime 
value.

Personalization strengthens 
subscription programs.

Relevant recommendations, 
tailored messaging, and easier 
subscription management help 
increase loyalty and recurring 
revenue.



59%
of order volume comes 
from subscribers, up 
6.3% YOYThe Value of Subscription 

Customers
The first subscription order is only the beginning. 
Subscribers continue to return, driving more orders 
and a growing share of overall volume over time.

Subscription Trend Report

$319
average subscriber 
lifetime revenue

Source: Recharge 2026 Subscription Trend Report. Data reflects Jan–Dec 2025; 
unless otherwise stated, metrics represent the median brand within each industry.

3X
more orders than non-
subscribers

Turn 
subscription 
events into 
personalized 
cross-channel 
journeys. →
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The Biggest Subscription Opportunity Depends on the Category

Subscription Trend Report

11%
of checkouts include 
subscription (-8.33% YOY)

53%
of revenue from 
subscribers

Beauty & Personal Care
Existing subscribers are valuable, but 
conversion is weak

28%
of checkouts include 
subscription

8.8%
churn

Health & Wellness
Strong intent, but retention pressure

11%
avg. Orders/subscriber 

(-4.97% YOY)

3.9%
churn

Home
Stable relationships, but frequency is 
softening

21%
of checkouts include 
subscription (+16.67% YOY)

59%
of revenue from 
subscribers

Pet
Adoption is accelerating and subscriber 
value is strong

4.61
Avg. orders/subscriber

7.7%
churn (-4.94% YOY)

Food & Beverage
High engagement & improving retention

Source: Recharge 2026 Subscription Trend Report. Data reflects Jan–Dec 2025; 
unless otherwise stated, metrics represent the median brand within each industry.



How leading retailers increase subscriber 
acquisition, retention, and recurring revenue.

Strategies to Grow 
Subscription 
Programs

Growth Strategies



Recommended Strategies and Tactics

Growth Strategies

Cancellation Recovery Journeys Grow Subscriber Lifetime ValuePrevent Subscription Churn

Maximize Transactional Messaging Replenishment Beyond SubscribersGrow Subscription Enrollment

The following strategies help retailers acquire more subscribers, reduce avoidable churn, and maximize subscriber lifetime value.



Grow Subscription Enrollment
The first subscription order is often the biggest hurdle. 

Leading retailers use subscription-specific incentives to encourage 
enrollment, then reinforce subscription value through savings, convenience, 
and personalized experiences.

Recommended tactics:

• Offer a first-order discount for choosing Subscribe & Save

• Feature subscription offers in popups and Welcome experiences

• Reinforce long-term subscription savings and convenience

• Promote subscription options on product pages and at checkout

• Personalize enrollment offers based on shopper behavior

Growth Strategies

First-order Subscription Incentive

Welcome Subscription Experience

    

Coastal & Co.

Coastal & Co.: Reply Y to 
subscribe to recurring 
automated personalized 
marketing alerts (ei. Cart 
reminders, new arrivals) 
from Coastal & Co.

Y

Coastal & Co.: Welcome 
to Coastal & Co.! Msg & 
data rates may apply. 
Msg freq varies. Reply 
HELP for help, STOP to 
cancel. Privacy:
coastaland.co/privacy

Coastal & Co.: Hey friend! 
We’re a small team that 
believes in easy living and 
ocean air. Enjoy 15% off your 
first order with code WAVE15

coastaland.co/gFdyOp0



Maximize Transactional 
Messaging
Transactional messages create reliable touchpoints throughout the 
subscription lifecycle.

For retailers limiting promotional campaigns to subscribers, transactional 
messages become valuable opportunities to reinforce value, recommend 
products, and strengthen subscriber relationships.

Recommended tactics:

• Add personalized product recommendations based on the subscriber's 
order or purchase history

• Feature relevant promotions, new products, or subscriber-only offers

• Use transactional engagement to strengthen segmentation and trigger 
follow-up journeys

• Encourage email or SMS opt-in to expand cross-channel engagement

• Reinforce account access and self-service subscription management

Growth Strategies

Promotional Order Confirmation Personalized Product Rec

Do more with transactional messaging.
See what’s possible with Listrak + Recharge. →
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Replenishment  Beyond 
Subscribers
Some of your best customers will never become subscription members—
and that's okay.

Replenishment marketing helps retailers stay connected with repeat 
purchasers who prefer to buy on their own schedule. By using purchase 
history and predictive timing, brands can remind customers to reorder when 
they're most likely to need a refill.

Recommended tactics:

• Trigger replenishment messages based on predicted reorder timing 

• Personalize reminders using purchase history and product usage 

• Pre-populate carts to simplify repeat purchases 

• Introduce subscription benefits without requiring enrollment 

• Extend replenishment across Email, SMS, onsite, and direct mail

Growth Strategies

Email Replenishment Promotion Personalized Reorder Reminder



Prevent Subscription Churn
Not all subscription churn is intentional.

Expired cards and failed payments can end otherwise healthy subscription 
relationships. Proactively encouraging subscribers to add or update a backup 
payment method helps keep recurring orders active and reduces avoidable 
revenue loss.

Recommended tactics:

• Encourage subscribers to add a backup payment method before an issue 
occurs 

• Trigger reminders when a card is approaching expiration 

• Make payment updates easy from Email, SMS, and account pages 

• Clearly explain how backup payment methods prevent interrupted orders 

• Follow up quickly when a payment fails

• Utilize Listrak predictive analytics in segment entry events for those At Risk

Growth Strategies

Proactive Backup Payment Reminder



Cancellation Recovery Journeys
Understanding why subscribers leave creates opportunities to bring them 
back.

Not every cancellation has the same cause. Tailoring follow-up messaging based 
on why helps retailers deliver more relevant offers, reinforce value, and improve 
win-back rates.

Recommended tactics:

• Capture cancellation reasons before a subscription is canceled

• Personalize recovery journeys based on why the subscriber left

• Recommend alternatives such as pausing, skipping, or adjusting delivery 
frequency

• Reinforce the value of the subscription with relevant offers or product 
recommendations

• Trigger win-back campaigns when subscribers are ready to return

Growth Strategies

Lifecycle Transition

Win-back Offer



Grow Subscriber Lifetime 
Value
Subscription value extends beyond recurring orders.

Leading retailers strengthen subscriber relationships by making subscriptions 
easier to manage, rewarding loyalty, and introducing relevant products that drive 
long-term engagement.

Recommended tactics:

• Reinforce subscriber savings throughout the customer experience

•  Enable subscribers to manage subscriptions through two-way SMS 

• Promote complementary products and additional subscriptions 

• Encourage multiple subscriptions with exclusive offers or rewards 

• Simplify customer experiences with helpful tools, such as FSA receipt 
downloads

Growth Strategies

FSA Receipt Download

Subscription Savings Reminder

Welcome Subscription Experience

    

Wilder Pet Co.

Wilder: Your Next orer of 
Wilder Beef Recipe (12lb bag) 
for $64.95 is scheduled for 
April 18. Reply ‘modify order’ 
to make changes.

modify order

Wilder: Hi Sarah, please 
reply with a number to 
modify your upcoming April 
18 order of Wilder Beef 
Recipe (12lb bag):
1. Delay Order
2. Skip Order
3. Swap Products
4. Update Charge Date

Widler: Are you sure you want to 
skip your order of Wilder Beef 
Recipe (12lb bag) scheduled for 
April 18? If so, please reply ‘yes’ to 
confirm or ‘no’ to keep.
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Ready to Elevate Your 
Digital Marketing?
Listrak delivers personalized experiences across 
Email, SMS, Push, Web, In-Store, and emerging 
channels like RCS from a single platform.

Contact us:
info@listrak.com

Existing Clients:
connect with your Account Manager 

Support:
https://support.listrak.com
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