How to Start a Subscription
Business: Actionable Checklist

Phase 1: Idea Validation & Model Strategy

Conduct 10 to 15 interviews with prospective target customers to verify

that their primary problem recurs on a daily, weekly, or monthly frequency.

Calculate the total financial and labor cost of the workarounds potential

buyers currently use to solve the target problem.

Set up a pre-launch landing page describing core software functionality

with an email waitlist or pre-order form to gauge buyer interest.

Audit top industry competitors to verify whether buyers in your niche

accept recurring billing over single one-time transactions.

Select your target subscription architecture from per-seat, feature-tiered,

usage-based, or flat-rate access models.

Draft self-assessment questions to confirm customers lose critical utility,

hosted data, or ongoing support if their subscription ends.

Phase 2: Pricing Structure & Packaging Design

Design two to three public plan tiers containing a clear feature separation

between entry-level and advanced user needs.

Select an account usage metric such as monthly active users, contacts

stored, or APl requests to align plan upgrades with user value.

Establish annual plan options priced at a 15% to 20% discount compared

to monthly billing to secure upfront annual revenue.

Verify that your base tier covers customer acquisition costs, server
infrastructure, and payment processing fees while maintaining gross

profit margins.



Limit pricing options on your public checkout page to prevent decision

friction and buyer drop-off.

Phase 3: MVP Development & Onboarding Engineering

Build the core feature workflow that directly solves the target problem

without adding extra unrequested capabilities.

Configure automated welcome emails and guided in-app tooltips to walk

subscribers through their first core action within 48 hours.

Implement user profile controls that allow subscribers to manage their

passwords, contact details, and account preferences directly.

Postpone complex custom user roles, enterprise audit logs, and custom
administrative tools until post-launch user demand confirms their

necessity.

Test all product registration paths to ensure user account creation

functions reliably across both desktop and mobile browsers.

Phase 4: Billing Architecture & Payment Recovery Setup

Connect a subscription management platform such as PayPro Global to

automate recurring card charges.

Configure payment gateways to support credit cards, digital wallets, bank

transfers, and regional payment methods.

Enable automated card account updater services to refresh credit card

numbers and expiration dates directly through card networks.

Set up machine-learning retry rules that automatically re-attempt

declined payments on optimal days and times across a 14-day window.

Design automated dunning email sequences and in-app notification

banners to prompt users to update expired payment details.

Build self-service subscription settings that allow users to update card

details, change plans, or pause billing without support team assistance.



Phase 5: Initial Customer Acquisition & Retention Testing

Reach out directly to 100 targeted industry contacts and niche online

communities to convert your initial subscriber cohort.

Run a small targeted advertising test to evaluate visitor-to-subscriber

conversion rates and establish baseline acquisition costs.

Monitor 30-day cohort retention rates closely to ensure at least 70% of

initial sign-ups renew their subscription after month one.

Conduct exit surveys or direct interviews with churned users to isolate

onboarding friction, missing features, or billing errors.

Refine the user onboarding sequence based on usage analytics to guide

new subscribers to primary value milestones faster.

Phase 6: Financial Metrics & Cohort Performance Tracking

Build an executive analytics dashboard to track Monthly Recurring

Revenue, Customer Acquisition Cost, and monthly Logo Churn Rate.

Monitor your Customer Lifetime Value relative to Customer Acquisition

Cost to maintain a healthy unit economic ratio of at least 3 to 1.

Track Customer Acquisition Cost payback periods to confirm marketing

and sales expenditures return full gross margin within 8 to 12 months.

Measure Net Revenue Retention and Gross Revenue Retention separately

to evaluate expansion revenue from upsells against total lost churn.

Separate voluntary cancellation data from involuntary payment failures to

apply targeted win-back strategies and payment recovery rules.



