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Praise for ONE BOX at a TIME

“Sarah Williams is the definitive authority on subscription box businesses. With a track record of building a thriving seven-figure enterprise, Sarah’s expertise shines through on every page of One Box at a Time. Her unwavering commitment to her craft is evident as she continues to actively engage in the industry, providing invaluable insights and guidance.”

— Dan Martell, Wall Street Journal best-selling author of Buy Back Your Time

“Sarah is the subscription box queen! One Box at a Time is an absolute gold mine of information and guidance. With its clarity, practicality, and real-world examples, this book is an invaluable tool for navigating the complexities of the rapidly growing subscription box industry.”

— Jennifer Allwood, author of Fear Is Not the Boss of You

“Sarah has built raving communities from scratch, launched new companies, and taught others how to replicate her success. This book is a step-by-step guide to building your business, your passion, and yourself. If you’re looking to start a subscription box, or any other type of business, this book is overflowing with tactical field-tested strategies that will save you months, if not years, of trial and error. My advice to you: take the leap.”

— Josh Band, founder and CEO of Plate Crate

“One Box at a Time is a masterclass in crafting a successful subscription business. It’s an authentic tapestry of hard-earned insights and actionable strategies, resonating with my own journey of creative exploration and growth. Consider this book your compass, guiding you from first step to fulfillment. A must-read for creators ready to design their business blueprint.”

— Bonnie Christine, artist, fabric designer, and creative educator

“Whether you’re an established brand with a recurring revenue model looking for that next edge or a first-time entrepreneur looking to enter the subscription market, One Box at a Time is the perfect read. This book is stuffed from cover to cover with actionable insights, hard-earned experience, and real-world advice.”

— Nathan Vazquez, CEO of Pipsticks

“One Box at a Time is a must-read for aspiring entrepreneurs. Sarah’s experience and expertise in building a successful subscription box business shines through in this practical and inspiring guide. If you want to turn your entrepreneurial dreams into reality, this book is the perfect companion to help you achieve success in the subscription box industry.”

— John Roman, CEO of Battlbox

“Sarah doesn’t just say it, she does it! Use this book as your step-by-step guide to help you build a successful subscription business. A recurring revenue business is the pinnacle of ecommerce, especially when done right. This book will save you tens, if not hundreds, of hours of time and guide you down the right path.”

— Paul Chambers, CEO of the Subscription Trade Association

“Sarah has written a must-read primer for anyone considering launching and scaling an online subscription business. Whether you’re just starting out or looking to take your existing business to new heights, Sarah’s got all the essential topics covered. Read this book and learn from one of the best!”

— Juan Palacio, founder & CEO of Bloomsy Box

“If you’ve been dreaming of a subscription box empire, or even a side hustle, Sarah is the only coach I recommend. Sarah’s in the trenches, doing the work that gets results every day. Listen to Sarah and you’ll have actionable, step-by-step lessons that will teach you exactly how to grow your business the right way, one box at a time.”

— Susan Bradley, founder of The Social Sales Girls

“Sarah has a proven track record and understands the key growth drivers of a subscription-first business. Her community and their loyalty are a testament to her commitment to providing them with value and the knowledge they need to succeed from the start. Sarah truly packs a punch when it comes to helping first time subscription-first entrepreneurs start their business.”

— Stefan Pretty, CEO of Subbly
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To the Launch Your Box community, the fearless entrepreneurs who pour their hearts into their small businesses, who pursue their  passions with relentless determination, who create value and make a positive impact on their communities—this book is dedicated to you. 
You are the visionaries, the risk-takers, the makers and  doers who embody the spirit of entrepreneurship and inspire us all to chase our dreams. 
 May your hard work, dedication, and love for what you do continue to inspire and elevate those around you.
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FOREWORD

You’re about to embark on an incredible journey of discovery that will forever change your business and, ultimately, your life. As someone who has been deeply entrenched in the membership and subscription world for more than 15 years, serving tens of thousands of different businesses in all kinds of markets, I can tell you that there is no better business model than recurring subscriptions.

You eliminate the stress and worry of where and when that next customer will appear and instead create the certainty of knowing exactly where your customers will be coming from, when they will be paying you, and how much will be coming in each month. This predictability enables you as a business owner to make decisions with a lot more confidence. You can hire with confidence, invest in your marketing with confidence, and have the certainty of knowing that you’re never starting each month from zero. Your customers are compounding.

But it goes deeper than that. The health of this type of business boils down to two key factors: how many people join your subscription business and how many continue to stay. Because if your customers aren’t happy, they’ll cancel and leave (and that will happen). But a subscription business keeps us focused on what truly matters—keeping our customers happy. This is what forms a rewarding relationship with those you get to serve.

And that’s why you’re exactly where you need to be in reading this book from Sarah Williams. She knows how to keep her members happy (and paying). Yes, you will receive the specific strategies and tactical tips for creating a successful subscription box business. But more than that, you’re going to discover the foundational insights into what it takes to keep customers happy and paying month after month.

I first met Sarah in 2018, when she became a student of mine. She then applied for my IMPACT mastermind (a group of high-level business owners focused on helping each other grow). At the time, her business was doing roughly $500K per year, with a mere 15 percent coming from her subscription boxes. The majority of revenue stemmed from her brick-and-mortar store. However, she could see that the future was in growing her subscription box business because it had scale far beyond her geographical location.

She was shy, reserved, and didn’t say too much in the group. But she was a sponge . . . always showing up, always listening, and always taking notes. She soaked up everything—even though the online world was new to her and even though a lot of what we were discussing in the group wasn’t directly relevant to her physical goods business.

In that situation, most people would think, “This isn’t directly applicable to me,” and quit. Not Sarah. She instead asked, “How could this apply to me?” That was the fundamental difference. Instead of focusing on what her business wasn’t, Sarah chose to focus on what it could be, and over the next four years, we witnessed Sarah move from one strength to another with her business doubling, tripling, and beyond.

Her subscription business quickly grew from a local endeavor—where she would assemble her subscription boxes in the back of her store and subscribers would physically come to pick them up—to a big, new, beautiful warehouse with plenty of space, delivering thousands and thousands of subscription boxes each month all across the country.

But this was just the beginning. As her business took off, so did the number of people asking her how she was doing it. It wasn’t long before Sarah realized she could help a lot more people by sharing her experience and knowledge of how to successfully grow a subscription box business.

It made sense, right? She had grown it from a few hundred local customers to thousands and thousands of customers nationwide. And this is when the true evolution of Sarah Williams began. Over the last few years, Sarah has taken her proven principles and shared them with tens of thousands of others, helping each of them launch their own subscription box businesses.

Through that, she’s built a laboratory of best practices by gaining insight into the inner workings of the subscription box industry—well beyond just her own experience. From unique concepts to sourcing, packaging, and effective marketing strategies, there is nobody who has their finger on the pulse of the subscription box industry like Sarah.

Best of all, these strategies have proven to work across a wide variety of industries, from pet care to beauty products to single products like T-shirts, candles, socks, and so many more. Every single day she is working with people in hundreds of different niche markets, delivering thousands of different types of products in their subscription boxes.

That’s what makes this book so unique. You’re learning from someone who is not only doing what you want to do every day (run a successful subscription box business) but also someone who has intimate access to thousands of people running their own subscription box businesses. You not only get detailed insights from Sarah but you also get to tap into the collective wisdom of all the people Sarah is working with day in and day out.

So, yes, Sarah can tell you how to offset challenges that may arise along the way because she’s likely faced those same challenges. From self-doubt and questions of “Who am I to be starting this kind of business?” to navigating the logistic challenges of figuring out how to ship items to hundreds (or thousands) of new subscribers after a successful launch. This isn’t something she did years ago. It’s something she is personally navigating every single day.

But more than that, Sarah gets to see new trends and best practices and understands what’s working right now because of the tremendous community she has built of other subscription box business owners.

My advice is this: Like Sarah did years ago, as you read through this book, ask yourself the question, “How?” How might these strategies, tips, and insights apply to you? How could you start using what Sarah is sharing in each chapter within your business? And most important, how could you (no matter where you’re starting from) begin today by applying what you’re learning?

It doesn’t matter if you are brand new to business or you’re a name brand (like those that Sarah is now partnering with), what you’re about to learn is powerful—and it works. Follow Sarah’s teachings, apply what you learn, and take it one step at a time. If you do that, a year from now you’ll be looking back on this moment with awe about how this one book has forever changed your life. Enjoy!

Stu McLaren
 Co-founder, Searchie.io




AUTHOR’S NOTE

Throughout this book, I share resources and tools for how to build your subscription box business. I love giving you real-life, actionable steps, but we all know technology changes regularly. I tried to keep the references as helpful as possible. Since technology changes so often, you can find the most up-to-date resources on a separate website, SarahsBookBonus.com. I’ll refer to this website throughout the book when it’s relevant. There you can find additional training, downloads, webinars, graphics, and successful stories of other subscription box owners. You’ll also find all the best and current tools to use.




INTRODUCTION

HOW MY SUBSCRIPTION BOX BUSINESS WAS BORN

When I was 21 years old, bright-eyed and fresh out of college, I went to work at a Fortune 500 company. It was a smart, safe decision that made sense. Every day I got up, went to the office, sat in my cubicle, and worked mostly with people who were twice my age (which is my age now). But soon I realized it was sucking the life out of me.

I was newly married, and my husband and I had been trying to conceive for a while, but it wasn’t working. It was beginning to dawn on me that perhaps my life might not turn out exactly how I’d envisioned. What if I never have children? I thought. What if I stay in this joyless job for another 10 years? My whole life was in front of me, and this day-in and day-out grind was depressing.

I needed a change.

If I couldn’t have children, I at least needed a career and environment I enjoyed and to create a better life for myself. So I decided to go back to school to be an architect. For two years I got up early in the morning and stayed up late at night, learning color theory, drawing, and painting, and letting my creative heart run wild. I had never considered myself creative before, but I was great at drawing and painting freehand.

I enrolled in additional classes at my local art studio in my tiny Texas hometown. Multiple days of the week after work, I took tons of those “sip and paint” classes, where people drink wine and learn how to paint a specific picture. I loved chatting with all the women taking the classes. Soon I began helping out with paint supplies and cleanup while the instructors taught. Eventually the classes expanded from 10 to 40 participants regularly. They were always sold out, but I had befriended the owner and could get in whenever I wanted.

Eventually, I dropped out of art school entirely. To my surprise, when I finished the fundamental art classes and did get to those design classes, they involved a fair amount of math, which I didn’t like at all. I had already lost interest in anything except the art classes, plus I was pregnant. Then one afternoon, the owner of my local art studio called me and said, “Sarah, I’m so, so sick and have a huge class tonight. I hate to ask, but could you sub in for me tonight?”

Me? Teach? I’d never taught anything in my life. “It’s the same painting we did last week,” she went on. “You already know how to do it.” But still, I was scared. I wasn’t an “up in front of people” kind of person. I was about to say no when she said, “I’ll pay you $400.” Sold.

Teaching the class that night wasn’t perfect, but it was the first time I had made money doing something I liked, and it wasn’t long before they offered me a full-time job. And this was the catalyst for everything that followed.

I noticed that my students would create these beautiful paintings they wanted to display but always complained that the only places in town to have them framed cost upward of $80.

That’s ridiculous, I thought. I bet I can make frames myself easily enough. And so I began making frames for my students and selling them for $40 a piece at the end of each class. The colors matched the paintings each night, and I set them up in the studio every time I taught. But frames soon took over my house.

At the end of that year, a friend had to back out of an art booth she bought for a huge trade show called Christmas Magic, and she offered it to me. It was a giant show with the potential for big business, and I was psyched. By the end of that show, I had made thousands of dollars in just 48 hours. I can do this, I thought, maybe for the first time. Plus now I had a little capital to get my own business up and running.

Riding high off that win, I quit the art studio and rented a tiny 600-foot studio right in the heart of town. Actually, more honestly, I had a good friend who owned the salon next door to the studio, and she set up an appointment with the property owner and just about forced me into it. I’m not sure I would have had the courage to go for it if it wasn’t for her. Three hundred of those square feet made up a cute little storefront for the frames, and the other 300 were behind a wall and provided a work and art class space for me.

One day, a woman came in with a basic silver Yeti cup and asked if I could monogram it for her. “My husband and I are always mixing ours up,” she said. I’m from Texas and live for a monogram, so I created one on vinyl for her cup, and she loved it. Pretty soon, I began monogramming anything anyone brought me. I got a wholesale license and started selling the Yetis and other products in the store. Eventually that little shop of mine upgraded into a much bigger, more collaborative 4,000-square-foot shop that partnered with other local boutiques.

But I still had a problem. After I posted new product pictures and videos on social media, we’d sell out instantly. When my tried-and-true people who’d been with me since the beginning came to the store days later, the product would already be gone. I felt terrible . . . but I thought I might have a solution.

The idea for a subscription box was planted in my mind years before, when I saw a big company doing a monthly monogram box (and y’all already know how I feel about a monogram). I thought a subscription box might be a good way to help my VIP customers feel valued and excited and ensure they received all the best stuff. But it felt too hard, too complicated. That company probably had hundreds of thousands of subscribers, so I wasn’t sure if little ole me could pull it off. I was already overwhelmed. So that idea just lingered.

But one day, I was wrapping up a meeting with my web developer when he asked, “Is there anything else I can do for you?”

I hadn’t planned on it, but suddenly I blurted out, “I want to do a subscription box. Can you help me figure out the logistics?”

“Sure,” he said. We talked through how to set up recurring monthly payments and how to create an order page on the website. “I can have this ready for you by March.”

Three months! I had ninetyish days to figure out how to curate and run a subscription box program. I felt a little regret, but my developer was already working on it and I’d committed. It’s like opening a can of biscuits—you can’t put them back in the can—so here went nothing.

I set a goal of getting 50 people to sign up for that first box. Fifty just felt like a good, round number—not too high, but high enough to justify the idea. Researching began, and I decided what to put in each box and how to package them. The products I picked for that first box were bestsellers in my store with a brand-new design. They included a stainless-steel tumbler, a monogrammed cosmetic bag, and phone charger wraps all in the same color palette. I purchased 50 of everything and set the price at $40.

By March, I was ready to go and announced on Facebook that I was starting a subscription box. I didn’t know anything about marketing or ads—I just lobbed it out on social media to my loyal, local following from the shop. I wanted everything in the box to be a surprise, so I just promised them that if they loved my shop, they’d love this box. I intimately knew my customers. I had been serving them long enough that I knew I could make good on that promise.

Before the first boxes were ready, 44 people subscribed. It wasn’t 50, but I was thrilled. Everything I did was still local, so people had to either come to the shop for pickup or I hand-delivered a few of them. That first day, people were already waiting in line for the shop to open before I arrived. Seeing their reactions as they opened the boxes was the coolest experience. They loved getting a surprise gift that felt like it was made just for them, because it was. The love I have for those original customers is something special that sticks with me still and continues to fuel everything I do today.

The next month I planned for 75 boxes and even began a waiting list when those sold out. The month after that I did 100, and by the end of the year I had over 300 subscribers. I was hooked. Thinking through what I would put in my boxes to my most loyal and beloved customers became my favorite part of the business. Plus I was beginning to realize the tremendous advantage of predictable, regularly recurring income, which in retail is hard to come by.

Pretty soon, I saw the number of out-of-town buyers in my customer base grow. First there was one subscriber in Utah, and then within a couple months, there were eight as she told her friends and word spread organically. Within three years, I had over 600 subscribers, and subscription boxes had taken over every inch of the workroom where I taught classes.

During this time, I had two children. It took six years, but my husband and I eventually had a son and a daughter, and their lives were also taking over our own in the best way. School plays, soccer games, homework, meetings, playdates, and tournaments meant that I couldn’t always be at the store anymore. I needed flexibility. I wanted to be able to attend everything for my kids and be the kind of mom I dreamed of for so long. The subscription box business was booming. Online sales were already outperforming our brick-and-mortar business, and I had a hunch that with my full effort it could be even bigger. So





IF I CAN DO IT, SO CAN YOU




	Predictable, recurring monthly income. Unless you go get a “regular” job, this is hard to come by in the entrepreneurial world. Before I had my subscription box, I enjoyed running my own business and being my own boss, but the stress of irregular income was tough. When the pandemic hit, the money from my subscription box business sustained my entire family and all of our employees for months. Lots of my students do this for extra income, but for some of them, like me, this box business has become their livelihood.

	Freedom to work whenever and wherever you want. Almost all of my students have families and busy lives. This model of business allows them to not only provide for themselves and their families but also be there for the most important moments.

	The most fun way to do business. A subscription box is basically a box full of gifts for your friends! Sure, you might not know them personally, but you share common interests, and you want to serve them. (That said, I will teach you how to research your customer so well you might actually feel like you do know them.) Every month you get to pick out goodies to make your subscribers feel happy, even loved. It’s so cool and an absolute blast.






	Determining your ideal customer

	Building community

	Curating products

	Launching your box

	Growing beyond it
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