10 Things to Set Up Before Launching Your Subscription Product

A Complete Pre-Launch Checklist for WooCommerce Subscription Success

Launching a subscription product can transform your business, but success depends heavily on proper
preparation. This comprehensive guide walks you through the 10 essential elements you must have in
place before going live with your WooCommerce subscription offering. Each item includes specific action

steps, tools, and best practices to ensure your launch succeeds from day one.

1. Define Your Subscription Model and Pricing Strategy

Why This Matters: Your pricing strategy will determine your success more than almost any other factor.

Price too high and you'll struggle with conversions. Price too low and you'll leave money on the table or

create unsustainable unit economics.
Action Steps:

e Research competitor pricing for similar subscription offerings

e Calculate your true cost per customer (including support, fulfillment, and churn)

e Test 3-5 different price points with landing pages or surveys

e Choose billing frequency (monthly vs. annual) based on customer preference and cash flow needs
e Consider tiered pricing (Good/Better/Best) to capture different customer segments

Pro Tip: Start with monthly billing to lower barriers to entry, then introduce annual plans with significant

discounts (typically 15-20%) to improve cash flow and reduce churn.

Tools Needed: Competitor research spreadsheet, cost analysis calculator, A/B testing tools like

Optimizely or Google Optimize

2. Set Up Reliable Payment Processing Infrastructure

Why This Matters: Payment failures are the #1 cause of involuntary churn in subscription businesses. A

robust payment system with multiple fallback options is crucial for revenue retention.
Action Steps:

e Install and configure WooCommerce Subscriptions plugin
e Set up primary payment gateway (Stripe recommended for flexibility and features)
e Add backup payment gateway for redundancy

e Configure automatic retry logic for failed payments (try 3-4 times over 7-10 days)



e Set up dunning email sequences for payment issues

e Test payment flows thoroughly in sandbox environments
Critical Settings:

e Retry failed payments after 1 day, 3 days, and 7 days
e Allow customers to update payment methods easily
e Send payment reminder emails 3 days before renewal

e Offer multiple payment methods (credit cards, PayPal, bank transfers)

Tools Needed: WooCommerce Subscriptions, Stripe or PayPal, email automation platform

3. Create Compelling Subscription Product Pages

Why This Matters: Your product page is where browsers become subscribers. It must clearly

communicate value, address objections, and make signing up irresistible.
Essential Elements:

e C(lear value proposition headline

e Detailed feature list with customer benefits

e Pricing displayed prominently with any discounts or trials highlighted
e Customer testimonials or reviews

e FAQ section addressing common concerns

e Money-back guarantee or easy cancellation policy

e Multiple call-to-action buttons above the fold
Conversion Optimization:

e Use scarcity elements (limited-time offers, limited spots)

e Include trust signals (security badges, testimonials, money-back guarantees)
e Show what customers get in each billing cycle

e Address the main objection: "Can | cancel anytime?"

¢ Include comparison charts if offering multiple tiers

Tools Needed: Page builder (Elementor, Divi), high-quality images, customer testimonials, copywriting

tools

4. Develop Your Customer Onboarding Sequence



Why This Matters: The first 30 days determine whether subscribers stay or churn. A structured
onboarding process ensures customers experience value quickly and understand how to maximize their

subscription.
Onboarding Email Sequence (7 emails over 14 days):

1. Welcome Email (immediate): Confirm subscription, set expectations, provide login details
2. Getting Started (Day 1): Step-by-step guide to using your product/service

3. Pro Tips (Day 3): Advanced features or best practices

4. Community/Support (Day 7): How to get help, join community groups

5. Success Stories (Day 10): Case studies from other customers

6. Maximizing Value (Day 14): Ensure they're using key features

7. Feedback Request (Day 30): Ask for testimonials, improvement suggestions
Additional Onboarding Elements:

e Welcome kit (physical or digital) for new subscribers

e Video tutorials showing key features

e Personal check-in emails from your team

e Exclusive subscriber-only Facebook group or community

Tools Needed: Email marketing platform (Mailchimp, ConvertKit, ActiveCampaign), video creation tools,

community platform

5. Establish Customer Support Systems

Why This Matters: Subscription customers expect ongoing support since they're paying recurring fees.

Excellent support reduces churn and increases customer lifetime value.
Support Infrastructure:

e Help desk system (Freshdesk, Zendesk, or WordPress-based solutions)
e Comprehensive FAQ/knowledge base

e Live chat for real-time assistance

e Support ticket system for complex issues

e Phone support for high-value customers
Key Support Scenarios to Prepare For:

e Payment method updates and billing questions



Subscription pause/resume requests

Upgrade/downgrade procedures

Cancellation and retention conversations

Technical issues with product access

Response Time Goals:

e Live chat: Under 2 minutes
e Email support: Within 4 hours during business days

e Phone support: Immediate for urgent billing issues

Tools Needed: Help desk software, live chat widget, knowledge base platform, phone system

6. Implement Analytics and Revenue Tracking

Why This Matters: Subscription businesses require different metrics than traditional eCommerce. You

need to track MRR, churn, customer lifetime value, and other subscription-specific KPIs.
Essential Metrics to Track:

¢ Monthly Recurring Revenue (MRR): Total predictable revenue per month
¢ Churn Rate: Percentage of customers canceling each month

e Customer Lifetime Value (CLV): Average total revenue per customer

e Customer Acquisition Cost (CAC): Cost to acquire each new subscriber

¢ Retention Rate: Percentage of customers staying active

e Average Revenue Per User (ARPU): MRR divided by total active subscribers
Analytics Setup:

e Google Analytics with Enhanced Ecommerce tracking

e WooCommerce Subscriptions reporting dashboard

e Third-party analytics tools (Baremetrics, ChartMogul, or ProfitWell)
e Custom reporting dashboards in Google Data Studio

e Automated monthly reports for key stakeholders

Tools Needed: Google Analytics, subscription analytics platform, data visualization tools

7. Create Legal Documentation and Compliance Framework



Why This Matters: Subscription businesses face unique legal requirements around recurring billing,

cancellations, and data privacy. Proper documentation protects your business and builds customer trust.
Required Legal Documents:

e Terms of Service: Clearly outline subscription terms, billing cycles, and cancellation policies
e Privacy Policy: Explain data collection, storage, and usage (GDPR/CCPA compliant)

e Refund Policy: Specify refund conditions and procedures

e Subscription Agreement: Detailed terms specific to recurring billing

e Cookie Policy: If using tracking cookies for marketing
Compliance Considerations:

e PCI DSS compliance for payment processing
e GDPR compliance for European customers

e CCPA compliance for California residents

e CAN-SPAM compliance for email marketing

e State sales tax requirements for applicable jurisdictions
Best Practices:

e Use plain language that customers can understand
¢ Include cancellation instructions prominently
e Specify automatic renewal terms clearly

e Provide easy ways for customers to contact you

Tools Needed: Legal review service, compliance monitoring tools, document management system

8. Design Email Marketing and Retention Campaigns

Why This Matters: Email marketing is crucial for subscription businesses to reduce churn, encourage

upgrades, and maximize customer lifetime value.
Essential Email Campaigns:

¢ Welcome Series: Onboard new subscribers (covered in #4)
e Renewal Reminders: 7 days and 1 day before billing
e Payment Failed: Immediate notification with easy payment update link

e Win-Back Campaign: Target recently canceled subscribers



e Upgrade Prompts: Encourage moves to higher-value plans
e Usage Alerts: Notify customers approaching usage limits

e Engagement Campaigns: Regular value-added content
Retention Email Strategy:

e Segment customers by subscription tier and engagement level
e Send monthly newsletters with exclusive content

e Celebrate subscriber anniversaries and milestones

e Share customer success stories and case studies

e Provide exclusive discounts on related products
Advanced Tactics:

e Behavioral triggers based on product usage
e Personalized product recommendations
e Surveys to identify at-risk customers

e Referral programs to reward loyal subscribers

Tools Needed: Email marketing platform with automation, customer segmentation tools, email templates

9. Establish Financial Management and Accounting Systems

Why This Matters: Subscription revenue recognition follows different accounting principles than one-

time sales. Proper financial systems ensure accurate reporting and tax compliance.
Financial System Requirements:

e Subscription-specific accounting software (QuickBooks Commerce, Xero, or specialized tools)

e Revenue recognition tracking (deferred revenue for annual plans)

Churn and refund accounting procedures

Sales tax calculation and remittance for applicable jurisdictions

Financial reporting dashboards for investors or stakeholders
Key Financial Processes:

e Monthly recurring revenue reconciliation
e Churn impact analysis on financial projections

e Customer lifetime value calculations for marketing budgets



e Cash flow forecasting based on subscription metrics

e Tax compliance for digital products/services
Important Considerations:

e Deferred revenue liability for prepaid annual subscriptions
e Proper categorization of customer acquisition costs
e Chargeback and dispute management procedures

e Currency conversion for international customers

Tools Needed: Accounting software, subscription billing system integration, financial reporting tools

10. Plan Your Launch Marketing Strategy

Why This Matters: Even the best subscription product needs effective marketing to reach initial

customers. A coordinated launch strategy builds momentum and establishes market presence.
Pre-Launch Marketing (4-6 weeks before):

e Build email list with lead magnets and early-bird discounts

Create buzz on social media with behind-the-scenes content

Reach out to industry influencers and potential partners

Develop content marketing strategy (blog posts, videos, podcasts)

Set up referral programs for word-of-mouth marketing
Launch Week Strategy:

e Coordinate announcement across all marketing channels

Offer limited-time launch bonuses or discounts

Engage with your audience on social media actively

Send launch announcement to your email list

Reach out to industry publications for coverage
Post-Launch Marketing:

e Monitor and respond to customer feedback actively
e Continue content marketing to attract organic traffic
e Optimize conversion rates based on initial data

e Expand successful marketing channels and pause underperformers



¢ Plan follow-up campaigns to maintain momentum
Marketing Channels to Consider:

e Content marketing and SEO

e Social media advertising (Facebook, Instagram, Linkedin)
e Google Ads for high-intent keywords

e Influencer partnerships and affiliate marketing

e Email marketing to existing customers

e PR outreach to industry publications

Tools Needed: Social media management platform, advertising accounts, content creation tools, PR

contact database

Launch Day Checklist

24 Hours Before Launch:

Final testing of subscription signup process
Verify all payment gateways are working

Test email automation sequences

Review all website copy for typos or errors
Confirm customer support team is ready
Double-check legal documentation is published

Verify analytics tracking is working properly
Launch Day:

Monitor website performance and loading speeds
Watch for any technical issues with signups
Respond promptly to customer questions

Share launch announcement across all channels
Track key metrics throughout the day

Celebrate your achievement!
Week 1 After Launch:

Analyze initial conversion rates and optimize
Collect and respond to customer feedback

Monitor payment processing for any issues



Review and adjust email automation timing

Document lessons learned for future improvements

Final Thoughts

Launching a successful subscription product requires careful preparation across multiple business areas.
This checklist ensures you've addressed the most critical elements before going live, significantly

increasing your chances of launch success and long-term growth.

Remember that launching is just the beginning. Subscription businesses require ongoing optimization,
customer feedback integration, and continuous improvement. Use this foundation to build a thriving
recurring revenue business that provides consistent value to customers and predictable income for your

company.

The key to subscription success is obsessive focus on customer value and experience. Every system,
process, and communication should be designed to help customers succeed with your product. When

customers win, your subscription business wins too.

Need Professional Help With Your Subscription Setup?

While this guide provides a comprehensive roadmap, implementing a subscription business involves
complex technical configurations, integrations, and optimizations that can be challenging for non-
developers. Many business owners find that professional assistance saves time, prevents costly mistakes,

and ensures their subscription platform is built for scalability from day one.

At idotpixel.com, we specialize in WordPress development and WooCommerce subscription
implementations. Our experienced team can help you:
¢ Configure WooCommerce Subscriptions with optimal settings for your specific business model
e Set up reliable payment processing with proper error handling and retry logic
e Design high-converting subscription pages that maximize signups and reduce abandonment
¢ Implement advanced analytics to track your key subscription metrics
¢ Create automated email sequences for onboarding, retention, and win-back campaigns
e Ensure legal compliance with proper terms, privacy policies, and tax handling
¢ Provide ongoing support and maintenance as your subscription business grows

Our WordPress experts understand the unique challenges of subscription businesses and can help you

avoid common pitfalls while accelerating your time to market.



Ready to launch your subscription business with confidence? Contact idotpixel.com today for a free
consultation about your subscription goals. We'll review your specific needs and provide

recommendations for building a successful, scalable subscription platform.

Good luck with your launch — and remember, professional guidance can make the difference between a

struggling launch and a thriving subscription business!



