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FOR IMMEDIATE RELEASE

Amazon Prime Members Stay Members
Free-Trial Conversion and One-Year Renewal Rates Improve

CHICAGO, IL – Tuesday, June 1, 2016 - Consumer Intelligence Research Partners,
LLC (CIRP) today released analysis of membership patterns for Amazon Prime from
Amazon, Inc. (NASDAQ:AMZN).
This analysis indicates that Amazon Prime member retention rates improved over time.
30-day free trial conversion to one-year paid membership has recovered, following the
price increase to a $99 annual fee, while renewal for one and two year paid members
has climbed from already high levels.
CIRP estimates that currently 73% of 30-day trial subscribers pay for the first full year of
Amazon Prime membership (Chart 1). 91% of first-year paid subscribers renew for a
second year, and 96% of second-year paid subscribers renew for a third year.
Chart 1: US Amazon Prime Retention Rate (trailing twelve months)
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Amazon Prime Retains Members Well

“With Amazon Prime, Amazon confronts two or possibly three critical moments in
retaining members,” said Josh Lowitz, Partner and Co-Founder of CIRP. “It needs to
persuade 30-day free trials to pay $99 for a full-year membership, and then persuade
first-year paid members to renew for a second year. It also needs to persuade secondyear members to continue a membership, ideally to continue year after year. Customers
that join on a 30-day free trial base the decision in part on the free trial experience, and
mostly on their expectation of using Amazon Prime over a full year. Customers that
finish the first year have more data, and decide whether to pay for a subsequent year
based on how much they actually used Amazon Prime during their first full year.”
The conversion rate for 30-day free trial declined from the June 2014 quarter through
the September 2015 quarter, and improved through the March 2016 quarter. The
conversion rate for one-year members improved steadily from the September 2015
quarter through the March 2016 quarter.
“The impact of the price increase from $79 to $99 for an annual membership announced
in March 2014 likely contributed to the lower conversion rate for 30-day free trials, as it
made the leap from a free 30-day trial to a full year subscription a little bigger,” said
Mike Levin, Partner and Co-Founder of CIRP. “When it announced the price increase,
Amazon enhanced the benefit mix with a larger library of streaming video, including
more original programming, a selection of free e-books, online photo storage, and
occasional Prime members-only products and pricing. This contributed to the improved
retention rate for customers after the first year of membership.”
“Once Amazon Prime members renew for a second year, Amazon appears to have
attracted them for the long haul,” continued Lowitz. “After a second year, renewal rates
are over 95%, and have improved gradually in the past two years.”
CIRP bases its findings on its quarterly surveys of US Amazon shoppers. This analysis
comprises 2,108 US subjects who shopped at Amazon.com from March 2013-March
2016 and who have or had an Amazon Prime membership at the time of the survey. For
additional information, please contact Mike Levin (mike@cirpllc.com) or Josh Lowitz
(josh@cirpllc.com) at 312.344.3664. Further information on CIRP, which provides
securities research to the investment community using advanced consumer market
research strategies, methods, and techniques, is at www.cirpllc.com.
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