SaaS Subscription Churn Reduction
Checklist

This checklist focuses on the high-impact operational and technical changes required

to stabilize your recurring revenue.

Phase 1: Data Audit & Segmentation

Calculate your current monthly churn rate and separate voluntary from

involuntary losses.

Identify your "Churn CLliff," the specific month or day in the lifecycle where
most users drop off.

Audit your exit survey data to find the top three recurring reasons for

manual cancellations.

Map out your customer journey to find the "Time to First Value" (TTFV)

and verify if churned users ever reached it.

Compare churn rates across different payment methods and geographical

regions to find localized friction points.

Phase 2: Involuntary Churn Mitigation

Enable an Account Updater service to refresh expired card details

automatically before the next billing cycle.

Configure "Smart Retry" logic to attempt failed payments on high-success

days like Tuesdays or the 1st and 15th of the month.

Set up a multi-stage dunning sequence that includes in-app notifications

and personalized emails rather than just one generic notice.

Ensure your payment gateway uses local acquiring to boost authorization

rates for international transactions.



Implement a grace period of 3 to 7 days before cutting off service to allow

users time to update their billing info.

Phase 3: Voluntary Retention & Support

Set a strict 60-minute internal SLA for any support tickets categorized as

"Billing" or "Access Issue."

Deploy a 24/7 Al triage layer to provide instant documentation or

troubleshooting during off-hours.

Tag users who visit the "Cancel Subscription” or "Export Data" pages for

immediate manual outreach from Customer Success.

Create a "Pause Subscription" option in the cancellation flow as an

alternative to a full exit.

Review your onboarding flow to ensure every new user is prompted to

complete a core "sticky" action within their first 48 hours.

Phase 4: Proactive Engagement

Set up automated triggers to email users who haven't logged in for more

than 10 consecutive days.

Monitor for "Seat Contraction" where a team reduces the number of

users, which is often a leading indicator of full churn.

Launch a monthly "Value Report" email that summarizes the specific

results or data the user has achieved with your tool.

Offer a discounted annual plan switch to high-usage monthly subscribers

to lock in long-term commitment.

Conduct quarterly business reviews (QBRs) for your highest-value

accounts to align your roadmap with their goals.



