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Software Pricing Partners

• Since 1987
– Pricing software-based offerings
– Improving B2B pricing and revenue models 

• The Ends…
– More value from products & services 
– Improve financial performance
– Increase sales effectiveness

• The Means… 
– Pricing Assessments
– Deal Pricing & Negotiations
– Custom Consulting



Takeaways

• Value depends on customer needs / perceptions
– Different customers & needs, different value & prices

• Different customer types value different functionality
– Value created inside application

• Same product functionality can be priced differently
– Value can be created outside application

• It’s all about “The Offering”
– Create different economic value for different customer types



Topics

• Introduction

• Same software, different value

• Creating value with pricing model

• Implications and actions



Value Differences
Different Customers Value Different Features

Perceived
Value

How Many People
Use Feature

Standard Advanced

OptionsHacks

Many

Few

Low High
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Value Differences
It’s Not Just About Product Features



Value Differences
It’s Not Just About Product Features
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Value Differences
It’s Not Just About Product Features



• Features
• Options
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• Quantity
• Commitment

• Sales Outlet
• Product Choices

• Payment Stream
• Rights to Use

Value Differences
It’s About the Features of the Offering



Topics

• Introduction

• Same software, different value

• Creating value with pricing model

• Implications and actions



Leveraging Code Base
Offer Flexible Deployment Options

The virtual appliance adds to a rich set of deployment options offered by 
Socialtext. The company’s enterprise social software platform can be 
hosted in the cloud (single or multi-tenant), or on premises as a private 
cloud (a hardware appliance and, as of today, a virtual appliance). 
Regardless of which method a customer chooses, Socialtext performs all 
the updates and upgrades remotely, providing easy maintenance and a 
low cost of ownership for IT.



Leveraging Code Base
Offer Flexible Payment Options

(Kronos)



Leveraging Code Base
Offer Flexible Hosting Location

On-Prem

SaaS

(Source: ISLonline - Online chat and remote connectivity)



Leveraging Code Base
Offer Flexible Hosting Options

• On-premise - traditional perpetual licensed software deployed at 
customer's facilities 

• SaaS Subscription - subscription-based monthly pricing of $149 per 
named user per month, managed by Infor in a SaaS (multi-tenant) 
environment 

• SaaS Hosted License - same as SaaS Subscription but with a 
traditional perpetual licensed software pricing model and a $65 per 
named user per month hosting fee 

Infor ERP SyteLine is now available to customers in the following 
options: 



Leveraging Code Base
Offer Flexible Payment and Hosting Options



Leveraging Code Base 
Different Needs       Value       Price

Low upfront commitment

Cost of ownership / ROI

Pay for what’s needed / used

Periodic payments

Remote hosting (etc.)

Functionality

Browser-accessible
Deployment speed / ease

Scalability

Conserve
Capital

Time to 
Value

Match 
Cashflow

Customer Needs
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• Creating value with pricing model

• Implications and actions



Pricing Model 
Pricing Model Hierarchy

DetailsDetails
PricingPricing

StructureStructure
TransactionTransaction

StructureStructure
LicensingLicensing
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Pricing Model Hierarchy



Structure
Licensing

Structure
Transaction

License
Model

License
Model

Value
Metric
Value
Metric

Available 
Packages
Available 
Packages

Discount
Schedules
Discount

Schedules

Details
Pricing

Pricing Model 
Pricing Model Hierarchy



Details
Pricing

Structure
Licensing

Structure
Transaction

License
Model

License
Model

Value
Metric
Value
Metric

Available 
Packages
Available 
Packages

Discount
Schedules
Discount

Schedules

List
Prices

List
Prices

Deal
Pricing

Deal
Pricing

Pricing Model 
Pricing Model Hierarchy



Use Pricing Model to Create Value

Low upfront commitment

Cost of ownership / ROI

Pay for what’s needed / used

Periodic payments

Remote hosting (etc.)

Functionality

Browser-accessible
Deployment speed / ease

Scalability

Details
Pricing

Structure
Transaction

Structure
Licensing
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Implications
It’s About the Features of the Offering

Pricing
Details

Associated
Services

License
Structure

Transaction
Structure

Functionality



Implications
It’s About Value Creation

Value / Price

Volume

License Model

Pricing Details

Value Metric

Transaction Structure

Discount Structure

License Structure

Deal Pricing
Price Levels

Available Packaging

Associated Services

Customization
Usage Related

?



Possible Actions 
Different Needs       Value       Price

Low upfront commitment

Cost of ownership / ROI

Pay for what’s needed / used

Periodic payments

Remote hosting (etc.)

Functionality

Browser-accessible
Deployment speed / ease

Scalability

Match 
Cashflow

Possible Offering
Small company focus
Small quantities
Limit package choices
Barebones support
Some options
No premium services



Possible Actions 
Different Needs       Value       Price

Low upfront commitment

Cost of ownership / ROI

Pay for what’s needed / used

Periodic payments

Remote hosting (etc.)

Functionality

Browser-accessible
Deployment speed / ease

Scalability

Conserve
Capital

Possible Offering
Medium- to large-cos. 
Standard quantities
Standard packages
Standard support
Some options
Some premium services



Possible Actions 
Different Needs       Value       Price

Low upfront commitment

Cost of ownership / ROI

Pay for what’s needed / used

Periodic payments

Remote hosting (etc.)

Functionality

Browser-accessible
Deployment speed / ease

Scalability

Time to 
Value

Possible Offering
Medium- to large-cos. 
Standard quantities
Standard packages
Premium support
On-premise option
Start-up services included
Non-standard configs.



Possible Actions 
Other Opportunities for Adding Value

• Different metric if different use

• Global usage and support

• Virtualized application

• Usage administration



Possible Actions
Deliver What Your Target Wants



Possible Actions 
Simplify the Choices



Thanks!

Jim Geisman
508-647-0330

jimg@softwarepricing.com

½-Day Software Pricing Bootcamp
26 October http://bit.ly/paoTjN


