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Executive Summary

The subscription economy has 
transformed the way businesses 
generate revenue. 

From SaaS platforms to gyms, digital content 

providers, membership organisations, and 

charities, recurring income has become the 

backbone of sustainable growth. In the UK 

alone, the subscription sector is valued at 

more than £30 billion and continues to expand 

rapidly.

Yet for many businesses, the dream of 

stable, predictable income is undermined by 

something deceptively simple: payment failure. 

Card payments, while convenient, are prone to 

expiry, fraud, and involuntary churn. Industry 

data shows that monthly failure rates for cards 

often exceed 10%, forcing businesses to spend 

time and resources chasing customers and 

plugging gaps in their revenue.

Direct Debit provides a powerful alternative. By 

linking payments directly to bank accounts, it 

offers higher reliability, lower costs, and greater 

customer trust. And when managed by a 

specialist bureau such as FastPay Ltd, Direct 

Debit becomes more than just a payment 

method — it becomes a growth engine. 

This white paper explores how subscription 

businesses can harness Direct Debit to reduce 

churn, stabilise income, and unlock their full 

growth potential.
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Over the last decade, recurring revenue models have reshaped 

consumer behaviour and business strategy alike. 

The Rise of the Subscription 
Economy

Where once ownership was the norm, access 

and membership have become the default. 

Consumers expect seamless, recurring 

services — whether that’s streaming, gym 

memberships, software licences, or curated 

monthly deliveries.

This shift has created extraordinary 

opportunities for businesses. Subscriptions 

provide predictable revenue streams, improve 

customer lifetime value, and allow for 

scalable growth models. Investors, too, favour 

businesses with recurring income because of 

their stability and visibility of future earnings.

However, the model is not without its 

vulnerabilities. Recurring revenue is only 

as strong as the system that collects it. 

When payments fail, customers often churn 

involuntarily, even if they intended to continue 

using the service. For businesses that rely on 

retention to scale, this is a critical problem.

3



On the surface, this appears simple: 
customers are familiar with card payments, 
and the process feels frictionless. Yet 
hidden beneath the surface are structural 
weaknesses that make cards a poor 
foundation for recurring revenue.

Cards expire, are lost, or are replaced due 
to fraud alerts. Each of these events severs 
the link between business and customer. 
Industry reports suggest that card churn 
accounts for a significant proportion of 
involuntary cancellations in subscription 
businesses, with monthly failure rates 
regularly exceeding 10%.

For a gym, that could mean dozens of 
members dropping off the books each 
month through no fault of their own. For a 
SaaS platform, it might mean a sudden dip 
in monthly recurring revenue that disrupts 
forecasts and alarms investors.

Even when businesses manage to recover 
customers, the administrative cost of 
chasing and re-onboarding them is 
substantial. The problem is not one of intent 
— customers want to continue — but one of 
infrastructure.

Many subscription businesses default to collecting 
payments by card. 

The Problem 
with Cards
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Direct Debit solves these challenges at their root. Because payments are 

linked to bank accounts rather than cards, the risk of failure from expiry or 

replacement is eliminated. 

Why Direct Debit is the Perfect Fit for 
Recurring Revenue

Bank accounts are far more stable and 

enduring, providing a stronger foundation for 

ongoing collections.

From a cost perspective, Direct Debit is also 

more efficient. Transaction fees are typically 

lower than those associated with cards, which 

can be significant when processing thousands 

of monthly payments. Lower costs directly 

improve margins, giving businesses more room 

to reinvest in growth.

Equally important is customer confidence. In 

the UK, Direct Debit is a familiar and trusted 

payment method. Households already rely 

on it for essential bills such as mortgages 

and utilities. Customers know that the Direct 

Debit Guarantee protects them against 

errors, making them more comfortable with 

committing to recurring payments.

For subscription businesses, the benefits are 

clear: fewer failures, higher retention, lower 

costs, and happier customers.



This can quickly overwhelm finance teams, 

particularly in fast-growing businesses 

where transaction volumes are scaling 

month by month.

A specialist bureau such as FastPay takes 

this complexity off the table. By outsourcing 

to a bureau, subscription businesses gain 

access to:

• �Seamless onboarding: Customers can set 

up Direct Debit mandates electronically in 

minutes.

• Automated retries: Failed payments are 

retried automatically, reducing the likelihood 

of permanent churn.

• �Integrated reporting: Businesses receive 

clear, timely data on payment status, 

making forecasting more accurate.

• �Compliance peace of mind: All collections 

are handled in line with Bacs scheme rules 

and data protection regulations.

This combination allows businesses to 

focus on growth rather than administration. 

Instead of chasing failed payments, they can 

invest their energy into marketing, product 

development, and customer experience.

While Direct Debit provides the ideal infrastructure, managing it internally 
can be complex. Businesses must navigate Bacs scheme rules, handle 
mandate collection, reconcile payments, and manage failed collections. 

The Bureau 
Advantage
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Case Studies: 
Direct Debit in Action

Consider the experience of a mid-sized gym 

chain that switched from card payments 

to Direct Debit with the support of FastPay. 

Within six months, the chain reported a 15% 

reduction in member churn, simply because 

payments were no longer failing due to expired 

cards. This translated into hundreds of retained 

members and a significant boost to monthly 

revenue.

Similarly, a SaaS provider struggling with high 

involuntary churn rates found that moving to 

Direct Debit cut failed payments by half. By 

stabilising revenue, the company was able to 

present stronger growth metrics to investors, 

ultimately securing a new funding round.

Charities, too, benefit enormously from Direct 

Debit. One UK non-profit organisation that 

partnered with FastPay found that donor 

retention improved significantly once recurring 

gifts were processed via Direct Debit. Donors 

were reassured by the reliability of the method, 

and the organisation gained the stability 

needed to plan future campaigns.



When revenue is predictable, businesses can 

plan with confidence, invest strategically, 

and reassure stakeholders. Direct Debit turns 

recurring income into a true growth flywheel:

• �Reliable payments support stable revenue.

• �Stable revenue strengthens customer 

retention and investor confidence.

• �Stronger retention and confidence enable 

reinvestment in growth.

• �Reinvestment fuels expansion, which creates 

more recurring income.

This virtuous cycle is only possible when the 

underlying payment method is dependable. 

Direct Debit provides that dependability, and 

a bureau like FastPay ensures that businesses 

can harness it without distraction or risk.

The link between reliable payments and sustainable growth 
cannot be overstated. 

Creating 
the Growth 
Flywheel
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Why FastPay Ltd?

FastPay is more than a payment processor. We are a trusted partner 

for subscription businesses across the UK, from gyms and membership 

organisations to SaaS companies and charities. 

Our expertise as a Bacs Approved Bureau 

means that every aspect of the Direct Debit 

process is handled securely, efficiently, and in 

full compliance with regulations.

We make it easy to get started, with rapid 

onboarding and transparent pricing that 

avoids hidden costs. Our UK-based support 

team works closely with clients to ensure their 

collections run smoothly, while our technology 

provides the automation and reporting needed 

for scale.

Most importantly, we share our clients’ 

commitment to growth. By reducing churn, 

improving retention, and stabilising revenue, 

we help subscription businesses unlock their 

full potential.
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The subscription economy is built on the 

promise of predictable, recurring income. 

Yet too many businesses undermine that promise by 
relying on fragile payment methods that expose them to 
unnecessary churn. Direct Debit provides the reliability, 
cost efficiency, and customer trust that recurring revenue 
models require.

By partnering with a specialist bureau such as FastPay 
Ltd, businesses can go beyond simply collecting 
payments. They can transform their payment 
infrastructure into a growth engine, ensuring that every 
customer who wants to stay subscribed can do so without 
interruption. In a competitive market, this reliability is 
not just an advantage — it is the difference between 
stagnation and sustainable growth.

Conclusion
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