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How you charge is as important as how much you charge. 
And when you’re just starting out, figuring out how much to 
charge isn’t easy either. 

The most primitive way to charge, of course, is to add an 
additional cost on top of how much it costs to provide the 
service. This is called cost-plus pricing and is barely 
functional in the SaaS and Services realm. Here’s why: what 
happens when you’ve identified a marketing channel that 
works for you and you want to increase your spend on it? 
What happens when there’s a new hire? Your costs are 
bound to continually increase, and it’s hard to tune your 
pricing proportionally along with it.

Then, there’s competitor-based pricing. From spending a 
couple of minutes on your competitor’s pricing page, you 
can get a ballpark figure of how much you should price your 
product. The logic behind it, is that if a customer is willing 
to spend $400 on a similar product, they should be willing 
to spend the same (if not more) on a better product, right? 
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https://www.chargebee.com/docs/plans.html




https://support.chargebee.com/a/solutions/articles/220160








Fictitious Scenario: ManageWiz, a product management 
tool for businesses, offers licenses for small and large 
teams at flexible prices. The final charge will depend on the 
per unit price defined for the corresponding license's tier.

Case 1: For a subscription created with just 10 units in the 
above pricing scenario, an invoice will be generated for 
$150 (10 x 15$)

Case 2: For a subscription created with 50 units, an invoice 
will be generated for a total cost of 490$

The breakdown of the charges can be understood like this: 
(20 x 15$) + (5x 10$) + (5 x 8$) + (20 x 5$)
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Chargebee has the power to take you tiers, volumes 

and stair-steps closer to flexible pricing. With 

complete freedom to combine and permute different 

pricing models for Plans and Addons, if there’s a 

pricing model you have in mind - Chargebee lets you 

realize it. Here’s how you do it →

https://www.chargebee.com/docs/plans.html#pricing-attributes




https://www.chargebee.com/docs/metered_billing.html




https://www.chargebee.com/docs/price-override.html






https://www.chargebee.com/docs/addons.html




https://www.chargebee.com/docs/plans.html#setup-cost
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Pin down on how 
often you want to bill 
your customers

Chapter 2







Non-Saas equivalents tend to veer from the traditional 

monthly and annual billing. They even have billing frequencies 

set for every 45 days, once every 2 weeks, etc. depending on 

the business type. 
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https://www.chargebee.com/docs/plans.html#billing-attributes
https://www.chargebee.com/docs/calendar-billing.html
https://www.chargebee.com/docs/calendar-billing.html


Sell to local and global 
markets with multiple 
currencies

Chapter 3





https://www.chargebee.com/docs/gateway_settings.html#smart-routing






Trials, and the 
tribulations of finding 
the perfect strategy 
that works for you

Chapter 4



Trial Strategies
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https://support.chargebee.com/a/solutions/articles/227885






https://support.chargebee.com/a/solutions/articles/134327






You can create a trial when you create a plan for a product/
service that has a trial period.









Conclusion 

The interplay between understanding what your customer 

needs, getting acquisition channels right, and setting up 

a scalable (and optimized) monetization system is not 

one that you can easily grasp - it takes consistent and 

deliberate thought, testing, and tweaking. 

But nailing that interplay is how winning businesses 

torpedo the rest. 

The first step to getting there is building a sturdy 

foundation, to assimilate the basics of how each of the 

above factors operate. And this guide hopefully gave you 

just the right launchpad to do that. 

If you found value in this guide, and are itching to learn 

more about how to join the league of winning businesses, 

let us know by writing to launch@chargebee.com. We'd 

be more than excited to accompany you on your growth 

journey. 
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