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About crmSubscribe

We're Powering the Subscription Economy

Our mission is straightforward: to solve publishers’
subscription problems. We've built our business on the
pillars of transparency, approachability, and responsiveness,
ensuring you are at the forefront of everything we do.

An End-to-End Partnership

We provide an affordable and efficient subscription
management service that's a genuine alternative to a costly
internal team. Our advanced software ensures both print
and digital products get into the hands and screens of your
customers faster, easier, and cheaper than ever before.

Real People, Real Support

Though our software is advanced, our support is human.
When you work with crmSubscribe, you're working with
real people. Our Sydney-based help desk, IT support,

and Account Managers take pride in providing easy-to-
understand guidance that makes sense for your business.

Two Decades of Experience

Founded and operated in Sydney, the crmSubscribe team
has more than 20 years of experience helping publishers
connect with their audience. This allows us to not only
integrate seamlessly with your business but also to
customise our systems to suit your unique needs.

Page 2 | © 2025 crmSubscribe | www.crmaus.com.au



The crmSubscribe Advantage

A Strategic Blueprint for Growth in the Modern
Subscription Economy

Executive Summary

The Australian publishing and media landscape is not in
decling; it is in the midst of its most significant
transformation—a pivot towards high-value, direct-to-
consumer relationships built on recurring revenue. This
structural shift presents an unprecedented opportunity for
publishers who are equipped with the right strategy and
technology. Legacy systems and fragmented workflows,
once sufficient, are now the primary obstacles to capturing
this growth. This report outlines the strategic imperatives
for success in this new era and demonstrates why
crmSubscribe is the definitive platform architected to

power this evolution.

The core thesis for sustainable growth is
unequivocal: it is no longer achievable through a
patchwork of disconnected software. It requires a
single, unified growth engine that seamlessly
integrates billing, customer relationship

management (CRM), and marketing automation.

This integration is the essential catalyst for unlocking the

immense commercial value of first-party audience data,



which in turn drives predictable revenue, enhances
audience engagement, and builds resilient, future-proof
businesses. The crmSubscribe platform is purpose-built to
be this engine. The efficacy of this unified approach is not
theoretical; it is proven by tangible results achieved by
publishers leveraging the platform. These outcomes
include a +35% average increase in audience
engagement, a critical metric for improving customer
lifetime value; an 80% payment success rate, which
directly reduces involuntary churn and secures revenue,
and the creation of a 360° single customer view, which
provides the holistic insight needed to manage complex

hybrid (print and digital) offerings seamlessly.

This document serves as a strategic blueprint for both
publishers seeking operational excellence and investors
targeting market-leading returns. Adopting the
crmSubscribe platform is not merely a software
procurement decision; it is a decisive strategic investment
in the infrastructure required to secure market leadership

in the burgeoning Australian subscription economy.

Section 1: The New Publishing

Paradigm

Capitalising on the Direct-to-Consumer Revolution

The prevailing narrative of a publishing industry in crisis is
fundamentally misleading. A deeper analysis reveals a
sector undergoing a profound and lucrative transformation,

moving away from challenged traditional models and



toward a dynamic, direct-to-consumer future. The key to
unlocking this future lies in understanding the powerful
macroeconomic and behavioural tailwinds that make a
sophisticated, integrated subscription platform a non-

negotiable strategic asset.

1.1 The Ascendancy of the Australian

Subscription Economy

The Australian publishing market is on a remarkable
growth trajectory, projected to expand from USD 5.2 Billion
in 2024 to USD 7.9 Billion by 2033, exhibiting a compound
annual growth rate (CAGR) of 4.5%. It is overwhelmingly
concentrated in digital content, e-books, audiobooks, and
subscription-based reading services, confirming that the
strategic imperative is a pivot towards digital-first, recurring
revenue models. This is not a market in crisis; it is a market

of immense and clearly defined opportunity.

This trend is bolstered by a much broader societal shift. The
Australian subscription economy has proven its resilience
and is experiencing sustained growth, with fears of a post-
. . . 2 .
pandemic contraction proving unfounded.” Five years ago,
approximately half of Australian adults subscribed to a paid
. . . . 2
service; today, that figure has soared to eight in ten.
Critically, data shows that customer churn rates are down,
indicating that this is not a temyporary fad but a permanent
behavioural change.2 Consumers have fundamentally
altered how they prefer to access and pay for goods,

content, and services.

The average household with Video-on-Demand (VoD)
services now maintains 3.2 subscriptions, with total market
spend reaching an impressive $1.2 billion in the fourth

quarter of 2024 alone.” The number of Australian adults



using paid subscription streaming services has skyrocketed
from 29% in 2017 to 69% in 2024.” This widespread adoption
of streaming services like Netflix, Kayo Sports, Stan, and
Spotify has created a "trained consumer".” This modern
consumer is not only comfortable with recurring payments
but is also intimately familiar with the mechanics of a
sophisticated subscription experience. Consequently, a
platform like crmSubscribe—which provides a seamless
shopping cart experience, a comprehensive self-service
portal for subscribers, and flexible payment options—is not
merely offering convenient features. It is meeting the
established, non-negotiable expectations of the modern

Australian consumer.

1.2 The D2C Imperative: From Content Producer

to Customer-Centric Business

The most significant strategic shift enabled by this new
paradigm is the move to a Direct-to-Consumer (D2C)
business model. This model empowers publishers to bypass
traditional intermediaries like wholesalers and retailers,
thereby gaining complete control over their brand
messaging, pricing strategy, and the end-to-end customer
journey.6 For a publisher, this represents a fundamental
transformation from being a B2B content producer to a

. . 9
B2C customer-centric business.

By cutting out the middleman, publishers can capture
significantly higher profit margins, as they are no longer
ceding a large percentage of revenue to the distribution
channel.”” Cash flow improves dramatically; instead of
issuing invoices to wholesalers and waiting 30, 60, or even
more days for payment, D2C sales result in immediate

revenue capture.10 Furthermore, the D2C model allows



publishers to get to market faster and experiment with new
products and offers without the lengthy approval processes

required by retail partners.10

However, this transition from a wholesale to a D2C model
necessitates a complete overhaul of a publisher's
operational core. A D2C publisher's "customer" is the
individual end reader. Their operational systems must be
capable of managing potentially thousands or millions of
individual subscriber profiles, recurring billing cycles,
personalized marketing communications, and direct
customer support interactions. This is precisely the
strategic gap that crmSubscribe is engineered to fill. The
platform is the purpose-built operational backbone for the

modern D2C publisher.

Section 2: The Data Mandate

Transforming Audience Insight into Enterprise Value

In the new publishing paradigm, content remains king, but
data is the power behind the throne. The ability to collect,
interpret, and activate this data is what separates market

leaders from the rest.

2.1 The Post-Cookie Redlity and the Rise of
First-Party Data
The digital marketing and advertising landscape is

undergoing a seismic shift with the deprecation of third-

party cookies. This disruption represents a monumental



opportunity for publishers. First-party data is the
information an organization collects directly from its own
audience and customers.” Unlike third-party data, it is
uniqgue to the business, inherently more accurate, and,
when collected transparently, serves to build rather than
erode consumer trust.” As other industries see their access
to audience data diminish, publishers are in the unique and
enviable position of being able to generate vast quantities
of high-quality first-party data through their direct

relationships with readers.

2.2 The Quantifiable ROI of a First-Party Data
Strategy

The strategic value of first-party data is not abstract; it
translates into direct, quantifiable, and significant financial
returns. According to research cited by Google, businesses
that effectively use first-party data for their key marketing
functions achieve up to a 2.9x revenue uplift and a 1.5x
increase in cost savings compared to those that do not.”
Furthermore, an overwhelming 81% of marketers report
that their highest Return on Investment (ROI) comes from
campaigns that leverage first-party data.” One case study
of a publisher who implemented first-party data identity
protocols saw an immediate 21% jump in revenue per
session (RPS) across all traffic. For audience segments that
could be directly matched to advertiser IDs, the results
were even more impressive, with RPS increasing by 53%."
This data-driven strategy generated an additional $50,000
in revenue in a single quarter, demonstrating a clear and

. . 15
rapld return on Investment.



Metric

Revenue Uplift

Audience
Engagement

Industry Potential

/ Benchmark

Up to 2.9x for
businesses
leveraging first-

party data.”

A primary
driver of
Customer
Lifetime Value
(LTV) and
reduced

16
churn.

The crmSubscribe
Enabled

Outcome

The platform
provides the
integrated CRM
and marketing
tools needed to
activate data
for hyper-
personalization
and targeted
campaigns,
unlocking this
revenue

potential.

Delivers a +35%
average
increase in
audience
engagement
through
targeted, data-
driven
communication

strategies.



Payment
Success &
Revenue

Recovery

Subscription

Conversion

Subscriber

Retention

A critical factor
in reducing
involuntary
churn and
mMaximizing
captured

2
revenue.

A doubling of
total
subscriptions is
possible with
dynamic,
personalized

. 14
journeys.

Over 100%
subscriber
revenue
retention is
achievable with
personalized

offerings.14

Achieves a
proven 80%
payment
success rate,
supported by
intelligent retry
logic and
automated
dunning

management.

Enables the
creation of
personalized
acquisition
funnels and
dynamic
paywalls based
on real-time
user behaviour
and
engagement
data.

The 360° single
customer view
allows for
proactive
retention
strategies,
churn
prediction, and
tailored upsell

opportunities.



The Virtuous Growth Cycle

The true power of a D2C model and first-party data
is realized when they are combined within an
integrated system, creating a powerful, self-

reinforcing virtuous cycle of growth.

o A publisher first embraces the D2C model,

creating direct audience touchpoints.

e Each touchpoint generates a rich stream of
valuable first-party data.

An integrated platform like crmSubscribe

consolidates this data into a unified CRM.

With data unified and accessible, it can then
be activated to hyper-personalize the user

experience.

This enhanced personalization drives higher

engagement, which leads to lower churn and
new monetization opportunities, like creating

o 0 . 2
premium audience segments for advertisers.

Increased profitability strengthens the core

D2C business model, allowing for greater

investment, which restarts the cycle.

Section 3: The crmSubscribe Engine

Architected for Revenue, Control, and Scale



Market Challenge

Managing complex
hybrid (print & digital)
offerings and delivering a
consistent customer
experience across

channels.

Significant revenue
leakage from failed
payments, manual follow-
up processes, and high

rates of involuntary churn.

Inability to personalize
offers, segment
audiences effectively, and
deliver timely

communications at scale.

The crmSubscribe Solution

Unified Hybrid
Subscriptions: A true
360° single customer
view for seamless
management of print,
digital, and paywall
access on a single, unified

subscriber record.

Intelligent Billing
Automation: An
automated dunning
management system,
customizable payment
retry logic, and a proven
80% payment success
rate to maximize revenue

capture.

Integrated CRM &
Marketing: The ability to
activate first-party data to
segment audiences and
automate targeted
campaigns, resulting in a
+35% average lift in

engagement.



Disconnected data silos
across billing, marketing,
and customer service,
leading to inefficiency
and a fragmented

customer view.

High operational
overhead, slow time-to-
market for new offers,
and a heavy reliance on IT
resources for simple

changes.

Pervasive security risks
associated with handling
payment data and a lack
of reliable, time-zone-
appropriate technical

support.

All-in-One Command
Centre: A single, unified
platform that creates a
"smart loop" between
every component of the
subscription workflow,
from acquisition to

renewal.

Built for Customisation:
A flexible, agile platform
that empowers business
and marketing teams to
tailor experiences and
test new offers and
pricing models without

writing code.

Enterprise-Grade
Security & Australian
Partnership: Business-
critical data is protected
on 24/7 monitored
Amazon Web Services
(AWS) infrastructure,
combined with expert,
local support from an

Australian-based team.

3.1 Your D2C Command Centre: Unifying Print,

Digital, and Commerce



For many Australian publishers, the transition to digital is
not an overnight switch but a gradual evolution where print
and digital products coexist. The crmSubscribe platform
directly addresses this with its Unified Hybrid
Subscriptions capability. This feature allows a publisher to
mManage a print subscription, a digital content subscription,
and paywall access—all consolidated under a 360° Single
Customer View. This capability is crucial for navigating
what has been termed the "second digital transformation,"
an era where legacy and new business models must be

. 17
managed INn concert.

3.2 The Intelligent Revenue Engine: Automating

and Optimising Every Dollar

A successful subscription business is built on a foundation
. 2
of flawless, automated revenue collection.” Key

components of this engine include:

Billing Automation: The platform handles complex
billing schedules, one-time payments, tax calculations,

and automated invoicing.

Flexible Payments: The system supports a wide array of
payment methods, including Visa, Mastercard, Amex,

Apple Pay, Google Pay, PayPal, and Direct Debit.

Failed Payment Recovery: The platform's automated
dunning management and customizable retry logic
actively combat involuntary churn, recovering otherwise
lost revenue and improving the overall payment success

rate to a benchmark of 80%.

Accounting Integration: The engine seamlessly syncs
data with major accounting software, saving finance

teams countless hours of manual reconciliation.



3.3 Activating Your Data Asset: From Insight to

Engagement and Monetisation

The platform's Integrated CRM serves as the central
repository for all first-party data, creating the single
customer view. This data is then made immediately
actionable by the Marketing & Growth Tools and
Advanced Analytics suite. This empowers publishers to:

Segment Audiences: Create granular audience
segments based on any combination of demographic,

transactional, and behavioural data.

Automate Personalization: Create automated
communication workflows, such as welcome series or re-
engagement campaigns. This data-driven
communication is what drives the +35% average increase

in audience engagement.

Track ROI: The integrated analytics allow publishers to
track which marketing campaigns, acquisition channels,
or content topics are driving the most valuable

subscribers.

This is precisely how publishers can operationalize a first-
party data strategy to achieve the 2.9x revenue uplift and
the 21-53% increase in revenue per session identified in

14
market research.

3.4 Future-Proof by Design: Agility, Security, and
Scalability
Finally, the platform is architected to address forward-

looking concerns of C-suite executives and investors,

ensuring it is a sustainable, long-term solution.



Agility: The platform is "Built for Customisation,"
allowing marketing and business teams to tailor user
journeys, test new pricing models, and launch new offers

"without code.“18

Security: The crmSulbscribe platform is built on world-
class Amazon Web Services (AWS) infrastructure,

featuring redundant data centres and 24/7 monitoring.18

Scalability: The platform is explicitly designed to be
"ready to grow with you," capable of supporting
significant growth in subscriber volume, product
complexity, and transactional throughput for years to

come.

Section 4: Beyond Software

A Strategic Partnership for Australian Publishers

4.1 The Power of Local Expertise

A key differentiator in a market often dominated by
offshore, faceless technology providers is the commitment
to local, human expertise. The crmSubscribe promise of
support from "Real People" is backed by an expert,
Australian-based team. This means access to support that
operates in the same time zone, understands the nuances
of the Australian media landscape, and is culturally aligned

with the client's business.

4.2 Flexible Partnership Models for Every Business



Recognizing that there is no one-size-fits-all approach,
crmSubscribe offers a range of flexible partnership

models designed to meet clients where they are:

In-House: For publishers with a dedicated internal team,
crmSubscribe provides the powerful software platform

for them to manage directly.

Hybrid: A collaborative model where the publisher
mManages certain aspects of the process while leveraging
the crmSubscribe team's expertise for more complex

functions.

Fully Managed Service: For publishers who wish to
outsource the entire operational burden, crmmSubscribe

can function as a complete subscription bureau.

4.3 Proven Success and a Seamless Transition

Trust is earned through proven results. The crmSubscribe
website showcases an impressive roster of clients, including
major publishing houses and iconic brands like Future,
Wheels, Maxim, Australian Mountain Bike, and Graziher.
This serves as powerful and immediate social proof.
Furthermore, crmSubscribe directly addresses the concern
of platform migration by highlighting its "Seamless

Transition" and straightforward onboarding process.

4.4 Conclusion: The Decisive Investment in Your

Future

This report has laid out a clear and compelling case. The
Australian publishing and media market is not contracting;
it is transforming, presenting a generational opportunity for

growth rooted in the subscription economy. Seizing this



opportunity requires a strategic pivot to a Direct-to-
Consumer model, where success is defined by the ability to
harness the immense value of first-party audience data.
Executing this strategy demands a new class of technology
—an integrated, intelligent, and scalable engine.
crmSubscribe is that definitive engine, purpose-built to
unify hybrid offerings, automate the revenue lifecycle, and
activate data for growth. Finally, this world-class technology
is delivered not by a distant vendor, but by a trusted, local,
and flexible strategic partner committed to the success of

Australian publishers.

The decision facing industry leaders is therefore not
merely about which software to buy. It is a more
fundamental choice about the future of their
business. It is about choosing the strategic partner
and the operational platform that will define their
ability to compete, innovate, and win in the next

decade of the subscription economy.

Works Cited

1. Australia Publishing Market Size, Share, Growth | 2033 -
IMARC Group

2. Therise and rise of Australia's subscription economy -
Dynamic Business.

3. Video streaming spend increases in Q4 2024 as Australians
absorb rising subscription costs - Kantar.

4. Trends and developments in viewing and listening 2023-24 -
ACMA.



10.

11.

12.

13.

14.

15.

le.

17.

18.

Ad-supported streaming surges as Australians seek budget-
friendly entertainment - Telsyte.

What Is Disintermediation? How Disintermediation Works -
Shopify.

18 Powerful D2C Marketing Strategies for 2025 - POSapt.

6 Key benefits of going direct to consumer (D2C) -
Contentserv.

Direct to Consumer Marketing: How to apply D2C strategies
in publishing? - StreetLib Blog.

Direct to Consumer (D2C) Model: A Short Guide - Moula.

Direct-to-Consumer Sales as a Core Book Publishing
Business Model - Bookmobile.

A Guide to First-Party Data: Challenges & Strategies for
Publishers - Admiral.

How Tst party data benefits publishers, advertisers, and users
- DanAds.

Leveraging First-Party Data for Audience Growth and
Personalization - Zuora.

Publisher Used First-Party Data To Cash-In On 4th Quarter -
State of Digital Publishing.

How Publishers Can Use First Party Data to Their Advantage -
Geomotiwv.

The Second Digital Transformation of Scholarly Publishing -
lthaka S+R.

Top 10 Important Digital Transformation Trends in Australia -
SmartOSC.



crr\rﬁ subscribe®

‘ subscriptions solved

© 2025 crmSubscribe | www.crmaus.com.au



