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178 Subscriber base



 
Total PC178s in 2005: 2,741



 
178s as portion of all Paid subscribers:


 

2005: 24.7%


 

2006: 21.32%



 
Sign-ups to 178 are increasing:


 

Jan. ‘05 306 Jan. ‘06 350


 

Feb. ‘05 285 Feb. ‘06 324


 

March ‘05 360 March ‘06 goal > 360 signups



 
They’re generated by telesales and people who find the 
(hidden) one-month option on the Website



 
One-month subscribers have a higher renewal rate than Basic 
members 22% vs 9% approx.
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178 Subscriber base


 

178s are in these Industries: (145 from Dec. 2005 – Feb 12, 2006; 30 
specified their industry)



 

Consulting 40%


 

Services 20%


 

Healthcare 16.67%


 

Manufacturing 10%


 

Food/Bev 10%


 

Tech 10%


 

Edu 6.67%


 

Non-profit 6.67%
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178 Subscriber base

178s use the product slightly more than annual zPro 
subscribers



 

Average logins per day for 178s = 4.48


 

Average logins per day for zPro = 4.20


 

Average logins per day for Basic = 2.18
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178 Subscriber base

178s respond well to call to reactivate:


 

All Reactivation mailers in 2005, sort by open rate and click 
through rate, 178 emails take the top 3 slots in both 
categories



 

Open rates from 42.10% to 47.70% and CTRs 4.70%-5.50%
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Research: Opinions on 1-month subscription



 

zPro Cancellation Survey, Q405:


 

Half of former customers (51%) do not renew to annual 
because they only had a short-term need for an online survey 
tool. 



 

Nearly 2-in-5 former customers (39%) had purchased short- 
term access to zPro. 



 

More than half (52%) do so to get their data and one-third (33%) 
do so because they needed it for a single project



 

Of one-month subscribers, 89% would return to zPro if they had 
the need for a tool again.



 

Zoomerang Basic Survey on Upgrade Behavior, Q405:


 

31% said they would prefer to “pay one month at a time”


 

31% said they use the product once or twice per year


 

58% said they were not aware there was a $75/1-month 
option = opportunity
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Objective

 Impact renewal/upgrade of current Product Code 
178s (1-month subscription) by:



 

Communicating the value proposition of an annual subscription


 

Reminding them of pending expiration


 

Giving the 178 subscriber a quick and easy way to 
new/upgrade



 

Expanding the dialogue with this subscriber base
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Hypothesis



 
Before driving more demand for 178, make sure there’s a 
renewal cycle in place. “Plug the hole in the bucket before filling it with more water.”



 
1-month subscription is seen as a viable offering, not a 
substitute for a trial. Those that purchase a one-month 
sometimes buy one-months consecutively or sporadically



 
We can impact PC178 renewal rates by:


 

Giving them a business reason to renew


 

Reminding them of their pending expiration date


 

Giving them links to both the $75/one month and the $449 annual 
discount option



 

Those that expire need an auto-generated offer
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Messaging Tree for 178 Campaign

Paid ($599)

Paid ($449)

Basic

Paid ($75)

= Reg 
page

= Email = “Person who was”

Welcome back

Quick Start

Expiration notice
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Email #1 = Immediate

Empowerment:

• Templates

•Demos

•Customer Support

•Success stories

Premium Content:

• White papers

• zPro Newsletter

• threat to cut off 
content if fall to Basic
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Email #2 = Day 7
Business impact of having 
an annual subscription = 
continual feedback

Offer: Feedback Loop 
white paper
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Email #3 = Day 21

Hazard of losing insight

Focus on hazard and 
upgrade

Also mention templates 
and demos
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Email #4 = 28 days

Final Notice: subject line

Auto-fill the date to 
increase the sense of 
urgency

Two upgrade offers:

• Renew to $75

•Upgrade at a discount of 
$449
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Email #5

Those who sign up 
for the one-month 
are welcomed back

And offered the 
discount
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Email #6 = expiration + 7 days

Subject line = Renew at a 
discount

Two offers

• $75 one-month

• $449
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Next steps and questions

After getting a 1-month renewal communication plan 
in place, consider offering 1-month option to Basic 
members


 

After the critical 30-day period


 

After the impact of 4.5 has been tapped

Consider increasing the visibility of the 1-month 
option on the Web site
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