This case study outlines the strategies implemented to increase subscribers to our food
delivery plan and the resulting impact on our business. We focused on enhancing the
value proposition, improving marketing efforts, and streamlining the customer
experience. The results demonstrate a significant increase in subscriber numbers and
overall customer satisfaction.

Prior to implementing these strategies, we faced the following challenges:

e Low subscriber growth: Our subscriber acquisition rate was stagnant.
e High churn rate: Many subscribers canceled their plans within a short period.
e Limited brand awareness: Our food delivery plan lacked visibility in the market.

Our objectives were to:

e Increase the number of subscribers by 30% within six months.
e Reduce the churn rate by 15% within six months.
e Improve brand awareness and market positioning.

Value Proposition We enhanced our value proposition by introducing
Enhancement: more diverse menu options, including vegetarian,
vegan, and gluten-free choices. We also offered



e Menu diversification
e Flexible plan options
e Premium ingredient sourcing

Marketing and Promotion:

e Targeted ad campaigns
e Influencer collaborations
e Referral program

Customer Experience
Optimization:

e Improved delivery logistics
e Personalized communication
e Proactive customer support

more flexible plan options, allowing subscribers
to customize their meal frequency and preferences.
Furthermore, we emphasized our commitment to
sourcing premium ingredients from local and
sustainable farms, highlighting the quality and
health benefits of our meals.

We implemented targeted ad campaigns on social
media platforms and search engines, focusing on
specific demographics and interests. We
collaborated with food influencers to promote our
delivery plan to their followers, leveraging their
credibility and reach. Additionally, we launched a
referral program, incentivizing existing subscribers
to refer new customers with discounts and rewards.

We optimized our delivery logistics to ensure
timely and efficient meal delivery, minimizing delays
and errors. We implemented personalized
communication strategies, sending tailored
emails and messages to subscribers based on their
preferences and usage patterns. We also provided
proactive customer support, addressing inquiries
and concerns promptly and effectively.

Results

Metric Before After Change
Implementation Implementation

Subscribers 1000 1450 +45%

Churn Rate 10% 7% -30%

Customer Satisfaction 4.2/5 4.7/5 +12%

(CSAT)



The implementation of these strategies resulted in significant improvements across key
metrics:

e Subscriber Growth: We achieved a 45% increase in subscribers, exceeding our
target of 30%.

e Churn Reduction: The churn rate decreased by 30%, surpassing our target of
15%.

e Improved Customer Satisfaction: Customer satisfaction scores increased by
12%, indicating a higher level of customer loyalty and advocacy.

This case study demonstrates the effectiveness of a multifaceted approach to
increasing subscriber acquisition for a food delivery plan. By focusing on enhancing the
value proposition, improving marketing efforts, and optimizing the customer experience,
we achieved significant gains in subscriber growth, churn reduction, and customer
satisfaction. These results highlight the importance of continuous improvement and
customer-centric strategies in the competitive food delivery market. Further focus
should be placed on retaining subscribers through engagement campaigns and the
collection of regular feedback.



