
COPYRIGHT ©2022 LEADERS FUND, INC.

Optimal Pricing and Packaging

How Industry Leaders Maintain Efficient Growth



Leaders Fund is a B2B focused VC firm

We invest in Series A/B SaaS companies
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David Stein
Co-Founder & Managing Partner

@dstein

Co-Founder of Leaders Fund
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Co-Founder of Workbrain, acquired by Infor
Scaled to $100M+ in annual revenue in 6 years

Co-Founder of Rypple, acquired by Salesforce
Created category of enterprise social performance

B2B SAAS-focused venture capital firm

Experience 
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Invested in and works with: 
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In the beginning. . .

You optimized for speed of client 

acquisition over product pricing 

to gain early momentum
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You’re growing fast, but are finding that: 

Pricing feels too low 

Pricing plans are not optimized

No clear upsell/cross sell opportunities 

1) 

2) 

3) 



It’s time to re-evaluate your pricing . . .
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Re-evaluating your pricing. . .
A framework to maximize value for your company and your customers. . .

2. ANALYSIS1. REFLECTION

3. DESIGN4. LAUNCH
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Reviewing the current state. . . 

Analysis Design LaunchReflection

Do you have a good handle on the value you are delivering? 

Have you been systematically measuring impact, using metrics?

Do you know which features your customers perceive to deliver the most value? 

Do you track usage to understand how customers use your product?

Do you know what are the next highest value capabilities your customers would like to see?

Are you effectively measuring value delivered? 



ROI Competitors Customer Sentiment Cost Based

Are you pricing 
based on the value 
that you provide?

Do you understand 
how your competitors 

are pricing? 

Do you understand 
your customers 

perceived value?

How does pricing 
affect your unit 

economics? 

Launch
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Analyzing the Factors That Affect Pricing

DesignReflection

Optimized Pricing
Look at all of these factors when analyzing how to iterate on pricing.

Analysis



Launch
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DesignReflection

ROI Pricing Analysis

Analysis

What are the core functions that drive value in your product?

Functionality
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Analysis Launch
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DesignReflection

Functionality

Va
lu

e
ROI Pricing Analysis
Which functions are valuable for which segment of users? 



Analysis Launch
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DesignReflection

Users Capability Metered
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Does increased # 
of users result in 
increased value?

Are the # and 
depth of features 
the primary value 

driver?

Are metered 
outputs the value 

driver? (emails, 
pings, texts, etc.)

ROI Pricing Analysis
Is your pricing based on the core unit of value for your customer? 



Analysis Launch
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DesignReflection

Examples of ROI Pricing

User Pricing:

Metered Pricing: 

Capability Pricing: 



Launch
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DesignReflection

Price Differentiation_Value PriceA AB B+⩽

Your price (A) should be lower or equal to the price of your closest 
alternative (B) plus the differentiation value of your product (AB)

Competitor Pricing Analysis

Analysis

How are your competitors pricing and how do you compare? 

Source: MIT Sloan

https://ocw.mit.edu/courses/sloan-school-of-management/15-818-pricing-spring-2010/lecture-notes/MIT15_818S10_lec02.pdf


Launch
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DesignReflection

Customer Sentiment 

Analysis

What do customers expect to pay for your product? 

How much negotiating power do your customers have over your pricing? 

What pricing have customers been anchored on for your class of solution?

Are customers revolting at small price changes?  

Does your price reflect the perceived value of your product? 



Launch
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DesignReflection Analysis

Cost Based Pricing Analysis
Do you have a strong handle on how pricing affects your unit economics? 

Avg. Contract Value?

Lifetime Value of a Customer?

Cost of Acquiring a Customer?

Cost to Serve Customer?

Expansion Revenue?



Designing your optimized pricing. . .
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Analysis Launch
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Package into value based plans, designed for upsell. . .

DesignReflection

? ? ?

Data usage limitations User limitations Integration limitations

Priority Support Customization Feature limitations

?

?

?

?

?

?

Plan A Plan B Plan C Enterprise

Strategically limit set of features and value drivers to aid upsell between pricing tiers. . .



Analysis Launch
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Examples of value based plans with upsell options. . .

DesignReflection

+$

+$

+$

+$



Analysis Launch
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Design vertical specific pricing: 

DesignReflection

To maximize prices and appeal to specific industries: 

>  Industry based marketing materials

>  Bespoke demos

>  Unique product names

>  Relevant out of box reporting

>  Relabel system objects

>  Tailored onboarding experience

Financial Services

Software

Airlines

Retail

Automotive

Telecom



Analysis Launch
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Design for upfront cash flow with built in price increases: 

DesignReflection

Push for annual or multi year contracts:
1) Increases customers’ commitment to fully utilizing product

2) Provides valuable upfront cash flow

3) Reduces churn 

Consider: 
1) Offering incentives for upfront payment

2) Incorporating standard price increases YoY



Launch
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Reflection

Is your price optimized and ready for launch?

Analysis

Does your pricing reflect the value that your 
customers receive?

Does your pricing result in strong unit 
economics? 

Is your pricing in line with what customers 
are comfortable paying?

How does your pricing stack against 
competition?

Design



With optimized pricing, how do you 
launch to new and existing customers?

COPYRIGHT ©2022 LEADERS FUND, INC.



COPYRIGHT ©2022 LEADERS FUND, INC.

Design LaunchReflection Analysis

Launching to new customers. . . 

DIGESTIBLE PREDICTABLE LIMITED 
RISK/FRICTION

Pricing easy to 
communicate and 

understand

Companies prefer 
forecasting annual 

costs

Customer starts 
low and quickly 
locks into higher 

priced tiers
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Launching to existing customers. . .

Design LaunchReflection Analysis

Switch existing users to new plans, ensuring that they pay the 
same price and retain same features/capabilities

>   Offer opportunity to completely switch to new pricing plans

>   Incorporate fixed YoY price increases 

>   Charge for new features/usage at new rate    
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Constantly cycle through this process
A framework to maximize value capture and delight your customers 

2. ANALYSIS1. REFLECTION

3. DESIGN4. LAUNCH



Thank You
dstein@leaders.vc
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