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There is an increasing number of bank 

customers asking for solutions that will 

help them manage their subscriptions 

effectively. 

Some banks, fintechs and media 

platforms are already moving into the 

space. The question is why?

 

• Why are customers interested in 

subscription management?

• Why are financial institutions and 

consumer-interfacing companies 

looking into this feature?

INTRODUCTION

There has been a large increase of 

subscription packages in recent years, 

so much that the average and modern 

bank user has at least up to eight 

subscriptions. 

The problem however is keeping 

track of all these subscriptions and 

regular payments as it is becoming 

more and more diff icult to get  

an overview of all subscriptions without 

any aid.

Beyond rendering good customer 

service, these institutions stand to gain a 

lot including increased customer loyalty, 

lower costs of customer service, and 

opportunities for cross-selling.
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A subscription refers to a regular 

payment made in exchange for a 

particular product or service. So think 

about;

• Your club membership

• Newspaper subscription

• Netflix

• Spotify

• Gym membership fees

Just think about all the recurring 

payments that would fill up your bank 

statement every month. This list grows 

longer every day and becomes even 

more difficult to manage. This is where 

subscription management steps in to 

help the user. Subscription management 

gives you an overview of all your 

subscriptions and more than just that. 

WHAT IS SUBSCRIPTION 
MANAGEMENT?

According to a study by McKinsey, the 

amount of subscription e-commerce 

has increased by over 100% each year 

for the last f ive years. This means 

that retail customers now have a 

larger number of subscriptions than 

ever before and this poses a major 

problem for them as it may mean an 

increase in the number of subscriptions 

rarely used or even forgotten about. 

 

In the actual sense, according to another 

study by YouGov, 60% of bank customers 

have a subscription they don’t use very 

often or do not even know they are 

paying for. The core reason for this is that 

it’s difficult for customers to find their 

subscriptions in their payment history 

especially when it’s a recurring payment. 

These facts make subscription 

management solutions so important 

for customers that many companies 

are now employing its packages. 

It is expected that by 2023, most 

organisations involved in direct sales 
will offer subscription services.

60%
of bank customers have a 

subscription they don’t use or 

have forgotten about
Source: YouGov
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No matter the number of subscriptions 

the customer has his or her money going 

into, all the money comes from their bank 

account. 

Now, imagine logging on to your bank’s 

mobile app and finding that they now 

have a new feature that allows you to 

view all your subscriptions, pause some of 

them and even cancel them on the same 

platform where you’re managing your 

finances. Is that not just amazing? 

This kind of feeling you get from the 

illustration above is what banks will give 

their customers when they employ this 

solution. It will provoke customer loyalty 

and inevitably help to maintain and 

improve the quality of services provided 

for the customers.

This is where you as a bank stand to 

gain. You have won the loyalty of your 

existing customers, you are generating  

more revenue through unique 

c r o s s - s e l l i n g  m o m e n t s ,  a n d  

yo u  a re  d r i v i n g  d ow n  c o s t s  

on claims and blocking of cards.
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In a recent study by Cicero Consulting, 

it was observed that up to 37% of 

respondents would like a subscription 

management feature on their banking 

app. This is a particularly high number 

considering this feature is not yet widely 

known in the European market. The 

numbers will only continue to climb as 

more people become convinced of the 

advantages and safety levels of using 

such a platform. 

Now, we will briefly discuss a number of 

reasons why subscription management 

is important for your bank’s customers. 

BENEFITS FOR THE BANK
CUSTOMER

Sometimes it is almost impossible to 

find it.

Now, imagine having to find this section 

on numerous sites where you have 

subscribed for a product or service. 

This can be draining and is an accurate 

depiction of  how getting out of 

subscriptions can be.

However, it does not have to be that 

stressful for your customers once they 

are dealing with a bank with a good 

your subscription plans, pause them 

or totally cancel these subscriptions 

is not an eff icient way to do that. 

Your customers do not have to spend 

so much time creating a list of sites 

to visit nor do they need to find the 

subscription management widget. 

Everything is put in one place for 

them and they just have to click away.

Track spending

The interface that Subaio provides for 

Convenience

Have you ever been caught in a maze of 

digital space going back and forth while 

trying to find a widget of interest on a 

particular website? Well, trying to find 

the cancel button on the website of your 

local store can even be more stressful. 

subscription management service. They 

will have all their subscriptions in one 

place and can manage them effectively 

with just a few clicks of the mouse.

Time

This is related to the convenience 

advantage. Everyone is looking to be 

more productive within very little time 

constraints and scanning a series of 

websites in search of how to change 

its partner banks gives the customer 

an overview of his monthly spending 

and can predict future spending 

for each subscription. This allows 

the customer to see how much 

he is spending per period on each 

subscription and effectively track and 

manage his spending.  

Savings

When spending is in check, saving 

money becomes a lot easier than if it 
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keeps leaving your account without your 

control. 

On average, the Subaio platform has 

been able to help each user using the 

cancellation feature save approximately 

€426 per year, whereas the full potential 

is estimated at about €936 per year. 

The average bank customer would have 

lost this amount to subscriptions they 

may not even be using regularly or 

perhaps have even forgotten about. This 

is more than merely giving an overview, 

it’s an all-round financial solution that 

improves people’s standard of living and 

ensures they are truly in control of their 

money at all times.

Avoid subscription traps

These are online scams where you 

sign up for a free trial on products not 

knowing that you have been tricked 

into costly repeat payments. Once you 

are in, it becomes extremely difficult to 

cancel and you continue to get billed 

on a regular basis. Customers need help 

getting free from these scams and have 

such a platform on their banking app, 

and this is where Subaio provides just 

that.

Aids proper budgeting

Some banks already have features 

that aid budgeting, but a subscription 

management platform makes the task 

seamless. Every time the customer 

makes changes to their subscriptions, 

they can use the predictions of the 

platform as a guide for calculating 

their spending and making f inancial 

decisions. This feature inevitably makes 

the calculations simpler and faster 

since the customer knows how much 

they are spending in a month in just 

one glance.

Notifications

T h e  m a n a g e m e n t  fea t u re  i s 

designed in such a way that you get 

notif ications about changes to the 

frequency of payment and price paid  

for each contract right on time.

This feature keeps users informed all 

the time about their subscriptions and 

can be a warning against impending 

danger of subscription traps.

Finally, to the customer’s advantage, 

these days almost everything can be 

bought on a subscription plan. In the 

very near future, all of our spending will 

be automated and when this happens, 

it will be very clear how many things 

we spend our money on daily. 
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It is not only customers that will have all 

the gains, but the banks too will have a 

whole host of advantages when using 

Subaio’s subscription management 

technology. To begin, your bank will 

have three major components to gain 

when working with Subaio. We call it 

“RRR”, that is, Reduction, Retention, 

Revenue.  

Reduction: of costs

Every enterprise seeks means of 

pushing down their running costs while 

generating more revenue to maximize 

prof its. Employing the subscription 

management feature can help you to 

achieve this by reducing costs incurred 

to credit card cancellations, claims and 

disputes by your customers.

Claims and the blocking of cards is an 

increasing problem for the banking 

sector. Some of Subaio’s banking 

partners see 7% of all contact to their 

customer service team to be about 

BENEFITS FOR THE BANK

claims and the blocking of cards. 

50% of those inquiries are linked to 

recurring payments, and with internal 

costs of €20-50 per inquiry for the 

bank, this can accumulate to huge 

costs. 

Subaio’s subscription management 

feature drives these costs down. With 

the feature, the bank customer can 

see exactly what they are paying for. 

No more guessing what’s behind that 

Visa payment without any description. 

With Subaio’s solution, all the recurring 

transactions are enriched with the 

merchant’s name and logo. This gives 

the bank customer full transparency 

of all their payments. And there’s no 

need to cut your credit card in half to 

get out of a subscription. Just push the 

subscription you want to get out of and 

let Subaio do the rest.

Retention: of customers

Customers want to stay where their 

needs are actually met with quality 

products and when they are treated 

as the focus. The subscription feature 

Subaio provides helps you keep your 

customers feeling like they are the 

priority. It is not just an emotion we are 

creating, we are delivering true value 

to these users. We are keeping their 

subscriptions, and to an extent, their 

overall f inances well organized and 

providing them with financial products 

that will make everything easier – 

including insurances, mortgages, 

consumer loans and savings growth.

€20-50
average cost per customer 

service inquiry 

Source: Subaio’s own data
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From the data we collected, 60% 

of Subaio’s bank customers are 

active yearly and when we send out 

notif ications with news about the 

user’s subscriptions more than 85% are 

converted successfully.

It is your aim as a bank to retain your 

customers. This is exactly what our 

subscription management package 

does for you in the most flexible and 

cost-effective manner. 

Our subscription management feature 

ensures that your digital customers are 

engaged and provides them with offers 

they may not have had information 

about quickly and easi ly.  The 

convenience and all the add-on’s that 

the subscription management feature 

offers keeps your customers glued to 

your bank’s digital space and of course 

to your services.

According to Gallup’s Retail Banking 

Study, you can create trust just by 

focusing on your customers’ f inancial 

well-being. Loyalty is developed in your 

customers because they feel they can 

trust you and that you care about them. 

This will not only ensure that you retain 

your customer base but provide you 

with more opportunities to expand it.

If you take a close look at the top 50 

banks in Europe measured by their 

total assets according to S&P Global, 

you will find that at least 10 of them 

have either launched their subscription 

feature or have put this option in 

the works. Just f ive years ago this 

number was zero. This means more 

banks are embracing the subscription 

management idea and see the value 

it adds to their customers and the 

financial control of their customers.

Revenue: Cross - selling

The idea of generating more revenue 

by using Subaio’s subscription 

management tool is simply based on 

the cross-selling moments that this 

feature can help you create.

Cross-selling involves selling related 

and complementary products to an 

existing customer base. It is an idea 

built on trust, something you have 

already developed with your customer 

by the services you have been 

providing them. Now, by introducing 

the subscription management tool, you 

are really putting your customer in the 

driver’s seat of their money.

Rather than just holding your 

customers’ funds, you can offer them 

financial products in which they can 

invest or make better use of their newly 

recovered funds f rom subscription 

cancellations. This can be anything 

from a special savings account or an 

account to start investing.

Beyond this, Subaio can detect all 

recurring payments on the customer’s 

account  including mor tgages , 

insurances and consumer loan re-

payments. Once we detect a financial 

product not offered by our partner 

bank, we can send the customer 

better offers that our partner banks 

can provide them. For example, the 

better offer may be smaller payments 

on mortgages with larger spreads or 

consumer loans with lower interest 

rates.
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HOW TO LEVERAGE  
A CROSS - SELLING MOMENT

Focus on your customers

Customers want the spotlight on them 

all throughout the banking relationship. 

Cross-selling depends on how engaged 

your customers are with your bank and 

shows the level of trust and loyalty they 

have for your bank. A simple strategy 

is to present products and packages 

that are customer focused for every 

group or segment. The subscription 

management feature we provide you 

with in addition to the afore-mentioned 

customer focused products will 

ensure that you already have a strong 

foundation on which to cross-sell your 

products.

The perfect timing

Just like everything else, timing is 

also important in cross-selling. You 

will want to present the products 

you have for your customers when 

they are most engaged with you. 

We recommend bringing these 

products on when they are using the 

subscription management feature. 

Perhaps they have just paused or 

cancelled a subscription and are still 

wondering what to do with what they’ll 

be saving? This is the perfect time to 

show them what you have on the very 

same interface and the very same page 

where they are managing their funds. 

Timing is so important to effective 

cross-selling that not getting it right 

will make this technique backfire. This 

is because the wrong timing can make 

the customer perceive your bank as 

being pushy.

Remember what cross-selling is

Anyone would most likely buy chips in 

addition to grilled chicken or cookies 

and milk rather than chocolates sauce 

and herring. This is because the former 

are complementary products. This is 

what cross-selling is about. You are a 

financial institution and so the products 

you are selling should be f inancial 

packages and not something outside 

your niche. 
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Insurance

Imagine logging on to your bank app 

and straight away in the subscriptions 

section you see everything from HBO, 

your gym, and everything else including 

the rent and insurances that you pay 

yearly.

Like almost every other person, you 

probably cannot remember who 

your insurance underwriter is. All you 

know is that you are sure you are 

covered against any huge impromptu 

spending. However, imagine now 

seeing all your insurances via your 

bank’s new subscription management 

feature and can see what you are 

paying for on a yearly basis. You can 

also see offers by your bank for new 

insurances with cheaper pricing 

than the one you currently have.  

Would you take up this offer?

Truthfully, the chances are high that 

you would grab this offer with both 

hands. According to the Danish 

Competition and Consumer Agency, 

10% of people in Denmark switch their 

property insurance every year and 78% 

of this population say they do it simply 

to get a better price. 

The initial 10% probably shows the 

population is able to track their 

insurance, meaning the remaining 90% 

are not tracking or even comparing 

it. If that 90% had the subscription 

management feature and could see 

the amount they are paying for their 

property insurance, and you as their 

bank could offer this insurance at 

a cheaper price, just  imagine the 

number of new insurances you’d be 

selling!

Many customers have a hard time 

recognizing any difference between 

insurance providers. For them, price is 

the most important factor in choosing 

a provider. Property insurance is only 

one group under the property and 

casualty (P&C) niche of insurance which 

happens to be easy to switch, so it is 

not hard to see why P&C insurances 

account for a huge sum of premiums. 

PRODUCTS YOU SHOULD
CROSS - SELL

78%
of Danes switching insurance 

do this becauce of the price 

Source: Danish Competition and Consumer Agency
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Mortgages

With 10-20% of households taking a 

mortgage every year, sending your 

customers mortgage offers through 

the subscription management feature 

could help keep you at the top of their 

minds. 

Imagine your customer opening their 

online banking and under the “My 

subscriptions” tab seeing all their 

recurring payments plus recurring 

payments f rom their other bank 

accounts too via account aggregation. 

This means that no matter what 

account they are using to pay their 

mortgage, it will show within the 

subscription management feature. 

This allows your customer the ability to 

compare mortgages easily. Imagine the 

feeling, the ease and sense of control 

for your customer. This also is your 

chance to cross-sell as a bank. 

You would need a lot of data to cross-

sell mortgages as it is very dependent 

on the individual customer’s situation. 

However, there is information that can 

give you a guide according to which 

country you are in. 

Comparing the percentage of 

households that take a mortgage 

every year, along with the size of 

these mortgages, gives an overview of 

potential revenue generation. According 

to the European Mortgage Federation 

(EMF), the average mortgage size for a 

European household is €32.230. 

Countries can show great variations too. 

According to the statistics by the EMF, 

Denmark and the Netherlands appear 

to be spending the most on mortgages 

with €105.835 and €90.270, respectively. 

On the other hand, Romania and 

Hungary stay at the lowest positions 

with as low as €2.156 and €3.338 per 

household.

These f igures show some of the 

potential that is in cross-selling 

mortgages for you as a bank. If you can 

deliver a new mortgage with a better 

interest rate at the right moment then 

you will have a winning combination.

€32.230
is the average mortgage size 

for a European household 

Source: European Mortgage Federation
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Savings Accounts

One of the important features of 

subscription management is the 

ability to cancel subscriptions as this 

will automatically help the customer 

save money. You can use this money 

saving opportunity to introduce savings 

accounts and investments to your 

customers making this a perfect cross-

selling moment.

For example, your customer logs on 

to the bank’s mobile app and they go 

to the “my subscriptions” tab only to 

f ind among their list of subscriptions 

is their gym membership. The problem 

is, your customer has not been to the 

gym in over 18 months. Your customer 

opts to cancel that subscription and 

that’s when you, as their bank, offers 

to put the money saved into a special 

savings account. This is an example of a 

perfectly timed cross-selling moment.

The options you want to present to the 

various groups within your customer 

demographic will depend on their 

interests. This is because a difference 

exists between the interests of each 

group according to the Association 

for Danish Internet Commerce. Older 

teens (from 18 years) and young adults 

spend more on personal care products, 

while families with children spend 

more on meals. Those aged 60 or older 

often spend more of their money on 

donations to charities than the other 

demographics. 
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HOW IT ALL WORKS

The Subaio subscription management 

interface is simple and straightforward 

to use. It is a white label feature that 

gives the bank and its customers all 

the control.  The data is yours; the 

customers are yours; the interface is 

yours and you, as the bank,  get all the 

credit for it. All Subaio does is the hard 

work behind the scenes.

What the customer sees

Your customers see everything they 

need starting f rom their account 

overview.

The customer f irst sees the list of 

all their subscriptions in one place, 

with all the names and logos (where 

available) so they can easily identify 

the services they are subscribed to.  

It’s a comprehensive list of all your 

customer’s recurring payments – from 

the gym to HBO to charity payments.

Your customer sees their average 

monthly and yearly spending on 

subscriptions and the details of each 

subscription on the list. Beyond 

just providing an overview of their 

subscriptions, the feature can also make 

predictions of future payments.
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Cancel subscription

The next page asks them to confirm 

their details and then they click next to 

agree to the power of attorney terms. In 

the final step, they are asked to attach 

their signature and that’s when the 

cancellation process kick starts. So, in 

about five clicks, your customer is done 

in cancelling an obsolete subscription.

What happens at our office?

What we offer you is a white-label 

subscription management feature. This 

means that from the moment you sign 

a deal with us, you as a bank are in total 

control of the system. You decide the 

products to cross-sell and you own the 

data securely without any interference 

from us. So what do we do after the 

power of attorney is signed?

When a customer opts to cancel a 

subscription, we take over the process 

once they agree and sign the power of 

attorney on that particular subscription. 

On your customer’s behalf, we contact 

the merchant who is providing the 

product or service and cancel the 

contract and recurring payment. On 

average, this process takes about two 

days for us to do, but in many instances 

it happens in minutes.

Whatever the case, we are only a data 

processor. The data belongs to you as 

a bank and the customer relationship 

belongs to you.  Everything is 

customized to the requirements of your 

bank and the needs of your customers. 

This is your feature. 

Beyond cancellation, we also notify your 

customer. We will let your customer 

know whenever there are any changes 

on their subscriptions, including price 

and f requency changes. This way 

your customers can easily escape 

subscription traps. We also monitor 

your customers’ cancelled subscriptions 

to ensure the merchants do not bill 

them even after contracts have been 

cancelled with them.
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CONCLUSION

From both the perspective of the 

customer and the bank, subscription 

management has many perks and 

benef its and there is no better 

company to give you and your 

customer all the control. Being 

a company with deep roots in 

engineering and financial tools, Subaio 

is poised to render the best services 

to keep both you, the bank, and your 

customers on track with f inancial 

management.

The subscription economy is growing 

very fast. Bank customers have more 

subscriptions than ever before and are 

entering contracts that will become 

more difficult to exit. Customers need 

their banks in these difficult situations 

and that is where you come in. Some 

banks are already providing this help to 

their customers and so should you.

Subaios’ subscription management 

feature will aid both the customer 

and the bank as banks that employ its 

use will continue to have high returns 

on investment on their customers’ 

f inancial well-being. This comes in 

the form of cost reduction for you 

as a bank, opportunities to sell more 

products to your customers and, of 

course, increased loyalty and customer 

retention.

The use of cross-selling moments 

should, however, be focused on 

f inancial products such as insurance, 

mortgages and savings accounts. This 

is where you as a bank are more skilful, 

acting as experts and building trust in 

your relationships with your customers. 

As a result, the effective use of this 

cross-selling technique will yield higher 

levels of income for you
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Subaio is Europe’s leading white label subscription management service for banks. The company was 

the first to launch with different banks in multiple countries and has numerous bank partners of all sizes. 

Among these the biggest bank in the Nordics, Nordea.

Subaio’s subscription management service includes an overview of all of the bank customers recurring 

payments, the ability to cancel unwanted subscriptions and unique cross-selling opportunities. All 

integrated seamlessly into the bank’s own interface in a full white label format.

To find out more check out www.subaio.com.

ABOUT SUBAIO

http://www.subaio.com
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+45 2299 4891

call us:

soren@subaio.com

email us:

www.subaio.com

visit us:


