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Trying to use more tangible action
words that people might be
searching for (i.e., "how do I choose
a pricing model,” etc.)
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‘Addtional i optons:
sing a SaaS Pricing Mode! that Fits Your GTM Strategy
. Matohing the Most Effective SaaS Pricing Model to Your GTM Strategy
« Which Saas Pricing Model s Best for Your GTM Strategy?

Navigating Saa$ Pricing Models: Choosing What Fits Your GTM Strategy

(GTM) motions—such as ProductLed Growth, Product-Led Sales, Sales-Led Growth, and
Channet or Pariner-Led Grovih. Each approach brings unique customer expeciations ar
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Most of the edits here are to make
the phrase structure more parallel
with the Benefits section

Considerations:

Choosing a Saa$S pricing model that fits
your GTM strategy
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1. Pay-As-You-Go (PayGo), paid in arrears

With a PayGo model, contracts.

Key details

‘Customers are billd n arraars based on consumption

Example

18 customer uses.
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Benefits
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Considerations.
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Changed because the British "top
up" is lesser used in the US. If
we're going for keyword search
terms, “reload" seems like a more
likely match for the current

To lowsr cosection risk, P

their biling

Customer acquisition friction

Sales and marketing costs

Cash flow and revenue predictability

Collections risk Medium-High

Customer discounts Rarely

Find out how to launch a PayGo modsl on Mtronoma.

2. PayGo, paid in advance with prepal

Key Details:

o Each month, the minimum,

o ifthey

period, they are-stll paybilled for that period's agreed-uponihisrset amoun!
IHowover, -usage-exceeds the minimum, they pay for the

it they use moro thanthelr-

i and the overage
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Changes here are to simplify the
language as much as possible for easier
reading and quicker comprehension.

Considerations:
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Edits here to frontload the benefit

Bonofits

o Provides predictable revenue and cash flow, allowing for longer-term investment on both
sides:

Higher deployment success rates and long-term value realization for customers due to

veshold

Summary

Consideration Ranking
Customer acquisition friction Low-Medium
Sales and marketing costs. Low-Medium
Cash flow and revenue predictability  Medium
Collections risk Medium

Customer discounts Sometimes

ok to our experts o ses how we support this model.
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Key Details

projections.
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Example:

‘The AWS Enterprise Discount Program (EDP) offers an option that does not require anwitireno.
 which all to comr i

5. Post-paid commit

In this modal the

et Instead

Key Details

the period.

mitto spend and

an inital payment it

actual usage differsdeviates from the committed amount.

Benefits:
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Edits here to focus on the highest
tangible benefits / considerations (e.g.,
securing deals, nonpayment risk, more
upfront ca

« Ideal or self-serve models with lower customer acquisition costs (CAC) and marginal
delivery costs, where customers can easily reach the commitment:

and casir ety

o More atiractive to customers, and easier ey, without an

o—Assists in securing deals who

pr of capital and can leverage: pPaying in
keep funds available for high-retun investments, rather than tying up cash in vendor
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segment.

Considerations:
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Edits here to frontload the benefit

Increased risk of nonpayment due to challenges in cBollecting the-trus-up fees from
customers who

© Not suitable for B2C due to fraud risk and collections overhead

Abilty to incentivize up-front payment and mitigate financialrisk by offeringGompanies-
may- o with postpaid

Abilty

” o
s where there is greater confidence in payment collection due to estabiished
relationships and creditworthiness:

Benefits:

Lower
customer pool and streamined purchasing processes: Marketplacss provide
buyers who want

discounts with postpaid commit o

s o ostablshed relationships snd craditwerthinss

Consideration Ranking
Customer acquisition friction High
Sales and marketing costs. High
Cash flow and revenue predictability  Medium
Collections risk Medium

Customer discounts. Often
Find ot how to mods! a post-paid comeit mods! with Matronoma.

6. Cloud marketplaces
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oAbty to cater through Busis
options, including PayGoPAY.G0, subscriptions, commit, and bring-your-own-license.
(BYOL) modelsrcatering to-diverse-customer needs

Considerations:

Considerations

Negative impact on margins due to marketplaca fees

tFhe upfront investment, which creates an urgency for customers to fully engage with the 5

audience. (We're also already
using it in the OpenAl example
here.) We could also try “refill* or
“replenish” (listing those in
preferential order—simpler
language would be best).

 When the balance reaches a speciliclow threshold, the customer is automaticalh
charged to roloadtop-up the propaid balance. If the reloactop-up is unsuccessful, access

¥ 0 the service may b suspended.
O st | L R e
"
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Bonefits:

« Strong protection against fraud when securingwith

thveshol,

Key Detalls

product;feading-to-a-higher depioyr

Reduced collection risk—especially compared to post-paid models—bBy collecting

. they expire.
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Edits here to frontload the benefit
("strong protection against fraud,
"easier budgeting,” etc. etc.)

avoiding roverwe loss.

adoption, G offarings
SKUs might baneftfrom s picin-arars or & resmium mods!

Summary

Consideration Ranking
Customer acauisition friction Medium
Sales and marketing costs. Low
Cash flow and revenue predictabilty  Medium
Collectionsrisk None

Customer discounts. Sometimes.

Find out ho

especially compared 1o posipaid models.

urgency for customerst fly sngage with the product
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improvemants.
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Summary

Consideration

Customer acquiston friction

Sales andmarketing costs

Cash flow and reverue precictabiity
Colections isk

Customer discounts

Find out how o Iaunch an enterprise commit modalon Mtronome.

the

relationship
o Fulure risks, including1include changes in marketplac policies or fees, which
makemeking i esseniial o weigh the risks of markelplace reliance against the benefis:

@ =ims, v
More work, but it would be such a useful
visual tool for people who are making this
decision to see these models laid out all
together in a single table (just as you'd see
in a complex pricing structure)

Here's a low-fi version of what that might
look

Customer acquisition friction

Sales and marketing costs

Cash flow and revenue predictability | Medium
Collections risk Low

Customer discounts Depend on private or

public offer options

Find out how to involce through markstplaces with Metronome.

Next Steps

distinct trade-offs.

e and cash

like: https:/docs.goog
MIGDHF3IONrXpNZGILSAtFleEPeHkaqtzuW
StnPE/edit?tab=t.0
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Good idea. | can create a summary tabl
based on what you have here.
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PayGo- Paidin Arrears.
PayGo - Paid in Advance w/Credits
Monthly Minimum Spend

Pre-Paid Commit

Post-Paid Commit

Cloud Marketplace

sligning your pricing
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