Payment choice

Personalization IS | | Consumers see saving time as a key
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Americans currently hold an average of four subscriptions, preferred payment methods

was a feature they wanted

but that number is in jeopardy. PYMNTS’ data shows that
from merchants.

78% of consumers are noticing higher product prices, and
54% of consumers who have canceled a subscription did so

to cut costs. Subscribers cite three subscription features

as key to their loyalty:

Overall value

/
81%
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To learn more about consumers' interest in personalizing

their subscriptions, download the report at PYMNTS.com




