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gh, when asked - we think we ha' about 9-10...
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#1 | Subscription is alive and growing in Norway

/\ A Norwegian household has 18
ﬁ subscriptions, and spend NOK

Q: Do you have more subscriptions today Q: In the future, will you have more R
than you did 5 years ago? subscriptions than today? 4,230 per month on subscriptions.
64 %
9% 41% think subscription gives them
@ more convenience, flexibility, and
freedom.
31 % 31 %
y 29% feel that subscription sets
10% ) :
5% (// them free from planning,
ownership, and obligation.
Yes, definetely | thinkI/we will  No | think I/we will | think | will have | think| will have | think | will have
have the same have fewer more the same fewer

number subscriptions number



Maybe it's growing, because many find subscription ‘automatic’, ‘simple’, and ‘convenient’

“It's more important to have access to products and services, than to own them”

KEY SUBSCRIPTION DRIVERS
Q: What do you think of, when you hear the word ‘subscription'?

76 % 33% 34% .

- I I .
Agree/Strongly Neither Partly/strongly

agree disagree

30 %
24% N% “I believe people will subscribe to more products and
19 % services, and own less stuff in the future”
19%
12
% 12% 10 %
Volue .

Bindings Automatic  Simple Loyalty Discounts Expensive Convenient Personal Service

Agree/strongly Neither Porholly/strongly
agree disagree




Reasons for subscribing...

TOP 5 REASONS FOR SIGNING UP FOR A SUBSCRIPTION

Q: Think of the last subscription or membership you signed up for.

What were the most important drivers?

n It solved a current need at the time of
the sign-up

M | got access to something, | couldn't
get elsewhere

<7 It's easy to sign up, pause,
(// and cancel

@ | wanted to try something new

& | could save money

49%

42%

23%

23%

21%




...and unsubscribing

TOP 3 REASONS FOR CANCELLING A SUBSCRIPTION

Q: Think of the last subscription or membership you cancelled.

What were the reason? ye= uem
® | don't use it enough 47% 54%
% It's too expensive 40% 21%
v It's become irrelevant to me 20% 37%

76% associate subscriptions with bindings. 51% has experienced
that some subscriptions are difficult to cancel, especially:

Internet Mobile Charity Magazines

Book clubs Insurances Dating Fitness




#2 | SUBSCRIPTION IS FOR HOUSEKEEF

- 63% have a
Norway.



#2 | Subscribing in the future

MOST POPULAR SUBSCRIPTION CATEGORIES -TOP 10
1.TV and movie streaming (77%)

2.Music service (73%)

3.Employee Union (68%)

4.Associations (52%)

5.Digital newspapers and news services (49%)
6.Software and digital storage (46%)

7.Gym & fitness (40%)

8.Charities (35%)

9.Social Media (33%)

10.Lotteries and online games

Although, meal boxes , audio books and podcasts, and didn't
make it to the top 10 in 2020, they might in the future...

5 SUBSCRIPTIONS CONSUMERS
WANT MORE OF IN THE FUTURE

1.TV. and movie streaming
2.Music service

3.Digital newspapers

4. Audiobooks and podcasts

5.Meal boxes

71%
54%
46%
33% (against 21% today)

20% (against just 3% today)




Four sireaming services in our top 5 subscriptions

Q: Which of these popular subscriptions do you subscribe to?

TOP 5 SUBSCRIPTIONS IN NORWAY

63% 62%
28% o
26 /0 25% 240-:)
21%
14%
11%
9% 8%
Neiflix Sp ofify TV2 Sumo iCloud HBO Nordic Viaplay Deney+ Dplay Ingen av VG+ SATS

(lagring) disse






#3 | Younger generations really love subscriptions

Q: In the future, will you have more subscriptions than today?
mUnder 40 yrs.  w +40 yrs.

56 %

41 %

12%

- g

I think | will have more subscriptions | think | will have the same number of | think | will have fewer subscriptions
subscriptions




Subscriptions differ across generations

SUBSCRIPTIONS PER HOUSEHOLD
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Also, subscription preferences depends on your age

Q: Which of these popular subscriptions do you subscribe to?

= Under 40 yrs.

" +40 yrs.
7% =

36%
% 27%5%
%
1 o%
7% 4% 8% 8% 7% ]0%
- 2% 3% 4% 4% 4%

Nefflix HBO  TvV2Sumo Storytel Fabel Spotify Apple TV+ iCloud VG+ Vloplay Dplay Youtube Disney+  Apple SATS Tdal
Nordic (lagring) Premium Music




Prime Video
$8% /month

Hello, Sign

Retemy o
Account g Ligeg & Ordery Cant

Amazon's response to COVID-19

Prime monthly ® Prime annual
$12% /month 1 $119/year ‘
Prime Video
Ad-free music streaming
Unlimited photo storage
Unlimited reading



#4 | Amazon Prime is already here

Q: Are you familiar with Amazon 'S membe“hip Amazon Q: To what extent does Amazon Prime seem appealing to
Prime? you?
48 % 4%
42 %
33%
18%
5%

Yes | know it, but not Yes and| am using Yes | know and |am No, | do not know it To a high degree/very To a certain degree To a lesser degree/not

amember Prime Video butnot  a full member high degree at all

amember



#4 | Amazon Prime is already here

Q: To what extent does Amazon Prime seem
appealing to you?

Under 40

mTo a highdegreee =Tosome degree =To alesser degree



Demografi

DEMOGRAPHIC VARIABLES (NO)
Market Norway

Gender 45% men
55% women

Household sizes

34% live with a partner

23% live alone

25% live with their partner and children

Age

18% Y% 8% 18% ;4

1

1825yrs 26-35yrs 36-45yrs 46-55yrs 56-65yrs 65+ yrs

Troms og Finnmark
Nordland
Trendelag

Mgre og Romsdal
Vestland
Rogaland

Agder

Vestfold og Telemark




Hvorfor LP Subscription
Academy?

| LOYALTYPARTNER, gjor vi det som skal til for at DU skal ligge et
hestehode foran. Vi hjelper deg helt i mal (til lansering) via
vart handplukkede ekspert team med ulik ekspertise og bred
erfaring, inkludert en strategisk tilnaerming i forhold til hvilken
hverdag du meter i morgen! Uansett bransje, vil du fa en robust
fordelsklubb (abonnemenstforretning) som hver maned gir deg
faste inntekter sa du slipper a starte pa NULL hver maned.
Og best av alt - KUNDENE elsker abonnement!
Les mer om Morten Bakke - stifter og CEO av selskapet under.

Les mer

£ Laoss chatte!




[.a oss holde kontakt:

Web: www.loyaltypartner.no

Mail: morten.bakke@loyaltypartner.no
Org.: 924 768 266

Bank: DnB — Norge

Bank giro: 1224.86.80057

Adresse: Batterigata 13 — 4608 Kr.sand — No
TIf. +47 484 04 367




