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DISCLAIMER

This presentation includes forward-looking statements, such as forecasts, future plans and expectations, that involve risks, 
uncertainties and assumptions. Such statements are based on management's expectations as of October 6, 2021, unless an 
earlier date is indicated, and involve many risks, assumptions and uncertainties that could cause actual results to differ 
materially from those expressed or implied in these forward-looking statements. If any such uncertainties materialize, if any of 
the assumptions prove incorrect, or if priorities or resourcing changes, these plans could differ materially from the plans 
expressed or implied by the forward-looking statements made.  In addition, the development, release and timing of any 
features or functionality described for Zuora’s products could differ materially from those expressed or implied in the 
forward-looking statements due to a number of factors, including but not limited to risks detailed in our Quarterly Report on 
Form 10-Q filed with the Securities and Exchange Commission (SEC) on September 3, 2021, as well as other documents that 
may be filed by us  from time to time with the SEC. Zuora’s reports and filings with the SEC are available free of charge on 
Zuora’s Investor Relations website at investor.zuora.com or the SEC's website at www.sec.gov.

The estimated availability timeframes and type of availability for the product enhancements described in this presentation, as 
well as the development, release and timing of any products, features or functionality remain at the sole discretion of Zuora and 
are subject to change.  Any unreleased services or features referenced in this presentation and accompanying slides or other 
statements are not currently available and may not be delivered on time or at all. Customers who purchase services should 
make the purchase decisions based upon features that are currently available.  Zuora assumes no obligation and does not 
intend to update these forward- looking statements after the date of this presentation to conform these statements to actual 
results or to changes in our expectations.

http://www.investor.zuora.com/
http://www.sec.gov
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RESEARCH

COMMUNITY

EVENTS

Zuora’s dedicated think tank 
that serves our community of 

recurring revenue business 
leaders through research, 

content, events, and advisory 
services.  

The Subscribed Institute

1,300+
successful subscription engagements

100,000+
unique performance data points

1700+
executives from 600+ companies
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Zuora’s annual 
Subscription 
Economy Index™ 
reflects the growth 
metrics of hundreds 
of companies around 
the world 

COMING APRIL 2024
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The Subscription Economy Index™ (SEI™)

What is it?

Anonymized

To protect the privacy and 
confidentiality of our customers.

Aggregated

At the tenant level, to protect the 
privacy and confidentiality of our 
customers' customers.

Outcome Oriented

Including revenue, account, and 
upsell growth, as well as churn.

Practice Driven

Including pricing and packaging 
(ex. usage-based billing) and 
scaling/internationalization.

The Subscription Economy Index™ 
(SEI) measures the growth in the 
volume of business for 
subscription-based products and 
services. The SEI captures data which 
demonstrates:

● Typical behaviours of companies 
in the index

● Overall growth in the 
subscription economy

● Future opportunities available to 
investors
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In the last 12 years, SEI CAGR is 17% vs 4.8% for the S&P 500. 
SEI revenue growth in 2023 was 10.4%.
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Churn and Average Revenue Per Account (ARPA) are 
showing signs of leveling off.  
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Is “subscription fatigue” really a 
thing?
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Sort of. 
But there’s something else going on. 
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11.3%
income spent 

on food

Source: USDA, Atlanta Federal Reserve, NY Federal  Reserve 

6X
median home 

price to 
income

50%
increase in 
credit card 

delinquencies 

Consumer demand for subscription is under 
increasing pressure from economic externalities
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Something else is going on.
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The market continues to evolve in response 
consumer demands. 

Subscriptions

One-time
Ramp
Consumption
Pre-paid-drawdown
Pay-as-you-go
Buy now, pay later
Usage
Dynamic pricing
Monthly/Annual

The shift to the 
Subscription Economy AI boom

?

Macro factors

Proliferation of 
monetization models

Technology innovation

Consumer demands

Peer-to-peer
Machine-to-machine
Peer-to-machine
Outcome-based



53.3M

20.5M
13M

41.4M

44.4M

74.6M

53M

22.5M
13M

42.2M

44.5M

73.3M

247.2M 248.5M

200M

100M

Q1 ‘22 Q2 ‘22

NETFLIX

DISNEY+

HULU

PEACOCK

PARAMOUNT+

WBD DTC

Source: Company Reports, Wells Fargo (estimates). 
Peacock reflects paid memberships; WBD DTC 
includes Discovery+, HBO and HBO Max

SaaS Net Dollar Retention vs. Revenue Growth 

Q1’21-Q2’23

Source: Bank of America Software Market Update, 2023

Published in: A New Era Of Slower Streaming 
Growth Has Already Begun, Variety, September 22, 
2022

U.S. SVOD Subscription Growth  

Q1’21-Q2’22

We’re seeing saturation. It’s harder to find new growth. Retention is the name of the game.

As the market matures, it’s getting more competitive.
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Some are reverting to “old-world” methods

OCT 2022 OCT 2023

HULU 14.99
MAX 14.99

NETFLIX 9.99
PARAMOUNT+ 14.99

PEACOCK 9.99

DISNEY+ 7.99

11.99 PARAMOUNT+
11.99 PEACOCK

13.99 DISNEY+

15.49 NETFLIX
15.99 MAX

17.99 HULU

Source: FT Research in: 
Hollywood calls time on golden era 
of cheap streaming, The Financial 
Times, August 2023

Monthly subscription prices, 
without ads, in October 2022 
and October 2023 ($)

PRICE INCREASES ADVERTISEMENTS

BAD USER 
EXPERIENCE



©2024 Zuora, Inc. Zuora confidential and proprietary information. 

VALUE AND 
END-USER 

EXPERIENCE

SUBSCRIBER 
LIKELY BAILS

It’s only a 
matter of time 

until customers 
start to churn.

This trend can’t continue forever…

PRICE



Businesses organized around supply,

Missed 
Customer Demand Subscription 1 Subscription 2 Missed 

Customer Demand

will struggle to grow revenue.



Businesses organized around demand,

will create recurring growth.

Captured Customer Demand

A wide range of packages, prices and models
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Supporting multiple models is good for 
business
Companies that had 3-5 unique charge models with “significant” (i.e. >10%) contribution to their total revenue have the 

best overall revenue growth, ARPA Growth and churn rates than all other companies.

85% Faster YoY Revenue Growth 50% Faster YoY ARPA Growth 50% Lower YoY Avg Monthly Churn 

Source: Zuora Subscribed Institute 
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Sustaining their path to 
15M subscribers with a 

portfolio unbundling 
strategy 

Scaled from 10M to 300M 
users in under 6 months. 
Now expanding offerings 

with chat, AI etc.

Using B2C and B2B models 
to improve lives of 2.5B 

while growing $5-10B in 
recurring revenue.

Unbundling/bundling Land and expand Products as-a-service

Examples of demand focused companies
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● SEI Telco & New Media: Sports, Fan Engagement, Telco/Operators, Smart Venues/IoT, Advertising, Music, Radio, 
Live Venues, and Gaming.  Ex: DAZN.  

● SEI Publishing Media: The Publishing Media Industry is creating content (news, entertainment, business, 
financial) and is distributing this on traditional channels (newspapers, magazines, books) or digital channels 
(desktop, apps) towards mass or segmented audiences.. Ex: Time.

● SEI Media: SEI Telco & New Media + SEI Publishing Media

Telco & New Media vs. Legacy Publishing drove 
growth in the Media Sector 

Source: Zuora Subscribed Institute 
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Media Account Growth 

Source: Zuora Subscribed Institute 

All Media PublishingTelco, Entertainment, Gaming
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Media churn

Source: Zuora Subscribed Institute 

All Media PublishingTelco, Entertainment, Gaming
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Media Avg Revenue Per Account (ARPA)

Source: Zuora Subscribed Institute 

All Media PublishingTelco, Entertainment, Gaming
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“Super Retainer” benchmarks
Top 10% of media companies

10%
YoY Rate Plan 

Growth

.5
Changes per 
Subscription

83%
90 Day Invoice 
Payment Rate

Source: Zuora Subscribed Institute 



THANK YOU
David Warren
dwarren@zuora.com
  


