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Introduction
“If you’re not billing for it, it’s a hobby”

Billing is a key moment of truth for all businesses.  

Every interaction with the customer ultimately gets filtered through billing. It’s 
an endless combination of quotes, account creation, orders, pricing, payments, 
settlement and subscriber management.  

If your company is looking to evaluate billing and subscription management 
vendors, this paper covers five must-ask questions your peers wished they had 
uncovered before signing the contract.

Does the vendor cost structure align with my 
business and growth strategy?
Vendors can take several approaches for their pricing structure. For traditional, 
on-premise software, it’s typically license fees with yearly maintenance. For 
cloud-based and SaaS platforms, it’s subscription-based.

How vendors structure their subscription offering may or may not align with your 
growth strategy, and you may be charged based on your business’s success.

Let’s examine two simple scenarios. First, charges based on a percent of 
revenue processed or transactions processed in any given month. Second, a 
tiered subscription based on usage with ceilings in any given month.

Depending on your business and growth strategy either could be the right 
answer for your company. Make sure you crunch the numbers and believe the 
cost is worth the value to your business.

How many invoices can be generated in 
near real-time on a daily basis? 
(Thousands, tens of thousands, hundreds of thousands, millions, tens of 
millions, hundreds of millions, billions, etc.)

Volume and scale discussions can be misleading. Say a vendor proclaims, “One 
of our customers is a ‘billion-dollar’ business.” 

What does that mean? Are 1,000 invoices generated per month or one billion 
$1 invoices generated in a single day? How fast is the time-to-cash, and does 
processing time by the system introduce unnecessary delays?

Don’t equate revenue size of existing customers with volume transacted through 
the platform, and don’t equate volume transacted through the platform as a  
proxy for the speed of processing those transactions. 

Free Like Kittens: If in the 
sales process the vendor 
drops its price considerably 
to win your business, dig 
into longer-term costs 
and calculate a total 
cost of ownership for the 
expected life of the vendor 
relationship. Low up-front 
costs often mean high long-
term costs. 

Plug Leaks: In the billing 
world, speed of processing 
reduces revenue leakage, 
particularly in high-
transaction industries. 
Small discrepancies can go 
unnoticed but can add up to 
big money over time.
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What level of granularity and speed can the 
platform support?
Does it provide visibility into your customer’s consumption?
If your business model consists of simple subscriptions, then simple entitlements 
and a 24, 48 or even 72-hour lag in customer record updates may be good 
enough for your business.

However if your business model includes flexible or customer-driven bundles 
and/or includes usage-based consumption with overages and underages, 
then a more robust platform is necessary. It should automatically manage 
complex entitlements and access points to ensure customers can only access 
the services for which they have paid. What’s more, the ability to see, by the 
detail line item, by the specific usage, in near real-time means better customer 
support, reduced churn and increased customer lifetime value. 

Does it provide flexibility to bundle while maintaining simplicity?
For regional businesses offering a small selection of products and services, 
simple product catalog functionality may be sufficient.

For companies doing business globally, or looking to expand into other regions, 
especially with sophisticated usage-based offerings, product catalog sprawl can 
be a business critical issue. Be sure to ask the vendors to demonstrate their 
product catalog (or price book) with your use cases and ask to be shown how to 
add, delete and update offerings.

Does the platform allow for revenue 
recognition rule configuration? 
Revenue recognition typically occurs with a series of spreadsheets and ERP 
software for simple subscription-based offerings.

But for businesses offering more sophisticated services involving high levels 
of transactions, revenue recognition requirements are making the “old” way—
including manual processes with spreadsheets—impossible to execute in time 
to close your books. Platforms that specialize in handling complex usage should 
also easily support the associated revenue recognition in as near to real-time  
as possible. 

Apple® and Netflix® are examples of companies that have disrupted entire 
markets by offering customers the ability to choose how they want to consume 
music and entertainment worldwide, paving the way for many other companies 
to follow suit. Are you ready to do the same?

Mediation and Rating 
Matter: Companies 
today are scrambling to 
maximize the value of their 
offerings; whether selling 
subscriptions that align 
with the seasonality of 
the customer’s business 
or determining how to 
monetize multiple events, 
near real-time mediation1 
and rating of usage events 
down to the smallest data 
point imaginable will be 
a must-have of these 
billing and subscription 
management platforms.

1 Mediation is the process of collecting, 
formatting, enriching, aggregating and 
processing raw event data from disparate 
sources, normalizing it for validation, rating, 
billing and reporting.
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What do you mean by “native” integration?
Native is a term thrown around by software vendors as a way to say “we play 
friendly” with another software provider. Buyers are often misled by this term 
because they assume “native” equates to faster implementation time, simpler 
onboarding and data consistency.

It doesn’t. 

Any billing and subscription management vendor must integrate with major 
CRMs and ERPs because the platform is at the center of the full order-to-cash 
workflow. However, it is important to note that every company is unique in the 
configuration, data collection and the business processes in and around their 
ERP and CRM. 

So regardless of using the “native” word, there will be customization of a billing 
and subscription management solution to ensure it fits both the way you do 
business today and in the future.

Make sure you understand what “native” means to the vendor, as well as what 
it means to you. It will save you countless dollars on professional services and 
heartache after sale.

Have a question I missed? Let me know at tpflugradt@gotransverse.com

Ask to Get Specific: 
“Native” is to the software 
world what “organic” is to 
the food industry. Everybody 
has a different definition.

About goTransverse
We help companies monetize anything that can be measured. Founded by a 
management team with over 100-years’ experience delivering complex billing 
offerings for some of the world’s largest enterprises, goTransverse created 
TRACT® to combine flexible usage-based billing with insightful revenue and 
audit management. Our customer base includes publicly traded and privately 
held companies typically technology-focused in cloud solutions, digital 
entertainment, IoT, M2M, logistics and hosting/managed services.

To learn more about how subscription billing can revolutionize your business, 
please visit  www.gotransverse.com 


