Subscription Retention for Shopify Brands




Most Shopify subscription
brands churn customers

Then they treat all churn
the same




There are

that need completely
different systems.




It’s recoverable revenue, not cancellation.

Different problems — different systems — different economics.




PART 1

Willful cancellation due to value gaps




PART 1: ACTIVE CHURN

THE REAL

— Didn’t feel results
— Too much product
— Too expensive

— Not a fit for routine
— Forgot to use

— Switching brands




PART 1: ACTIVE CHURN

OPTIMIZE THESE TO

— Unboxing

— Onboarding

— Adherence

— Loyalty

— Order notifications and management
— Cancel save




PART 1: ACTIVE CHURN

FIX THE UNDERLYING REASONS
PEOPLE CANCEL.

— upgrade your onboarding with
more education and better tools for adherence.

— add ‘skip order’, to upcoming
order notifications. Change default order interval.

— offer bulk purchase or loyalty
credit.

—> cross sell other products in
communications.

— include more reasons to
believe and major selling point in onboarding.
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PART 1: ACTIVE CHURN

CANCEL SAVE SHOULD NUDGE
USERS TOWARDS ALTERNATIVES.

— Most subscription platforms already include a
built-in cancel-save tool but few brands actually
optimize it.

— Use it to route customers to better alternatives
(pause, delay, switch, downsize).

— Measure more then how many subscribers you
“save,’ but how long they stay saved. A good save
keeps the customer active 60, 90 or 120 days later.
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