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About MGI Research 
 
MGI Research is an independent industry research and advisory firm focused on disruptive trends in the technology industry. The firm 
was founded in 2008 by a group of senior analysts and executives from firms such as Gartner, Soundview and Morgan Stanley. MGI 
Research analysts typically bring with them over twenty years of tech industry experience as IT and/or vendor executives, Wall Street 
professionals, management consultants or academics.  
 
Through its research, ratings, advisory engagements, industry studies and conferences, MGI Research helps clients identify opportuni-
ties for reducing IT costs and minimize technology risks.  
 
Since its founding, MGI Research emphasized application of highly quantitative and structured methods in creating decision support 
frameworks for its clients. MGI has since created a number of proprietary industry metrics, benchmarks and indices such as the MGI 
10KScore, MGI Cloud30 Index, and the MGI 360 Ratings. 
  
For additional information or to schedule a confidential consultation, call +1 888 801-3644 or visit www.mgiresearch.com  

SUMMARY 
 
This MGI 360 Market Ratings Report (MRR) provides a structured quantitative rating on a scale from 0 to 100 for 
suppliers competing in the Agile Billing market. It includes ratings and analysis of the following vendors: Aria 
Systems, Chargify, Fusebill, goTransverse, Magnaquest, MetraTech, Monexa, Oracle, Orga Systems, Recurly, 
SAP SE, Vindicia and Zuora. This MRR is aimed at helping users make more informed and timely strategy and 
purchasing decisions. The MRR Report details key requirements for billing software solutions, presents the MGI 
360 Ratings of the vendors that at present have the biggest visibility in the marketplace, and provides recommen-
dations for users evaluating suppliers in this market. The recommendations included here are based on continuous 
research, analysis and field advisory work conducted by MGI Research with input from clients, suppliers, ecosys-
tem partners and industry practitioners. 
 
Why Rate Technology Suppliers 
 
Business technology investment decisions are complex processes involving huge amounts of money, time and 
risk. As is the case with the market for monetization tools, buyers are facing an ever-expanding roster of suppliers. 
Many are well-funded and covered by press and industry analysts and in many ways buyers are facing a stream of 
often conflicting messages and industry noise. Clarity is often a casualty of a well-funded technology market. 
Technology buyers are caught in a dilemma: spend too little time on evaluating a solution and one can put a busi-
ness at risk, but spend too much time and one can put your budget and time-to-market at risk. The risks faced by 
buyers in this context are significant. No executive wants to be in a situation when a long-term technological and 
financial commitment is made to a supplier only to realize later that the company is a financial sham or that its 
business practices reflect a nickel-and-dime approach to customer service or that the company strategy leads to a 
technological dead-end.  To help technology buyers extract signal from market noise, in 2013 MGI Research in-
troduced the MGI 360 Ratings –a uniform 0 to 100 supplier rating system. Whether applied to new purchases or to 
an existing solution portfolio, MGI 360 is a consistent, clear vendor rating system that  can help IT organizations 
get a head start on supplier due diligence, speed up sourcing, reduce risks and improve vendor relationships. Addi-
tional information on MGI 360 can be found in Appendix C. 
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INTRODUCTION 
 
MGI Research pioneered the concept of agile billing in late 2013 and defines it as follows:  
  

Agile Billing is a capability to rapidly monetize new and evolving  
business opportunities 

 
For organizations of all sizes, billing, revenue management, and monetization are central to driving revenue 
growth and profitability.  The flexibility and configurability of these new solutions offer the promise of business 
agility – making the billing system a core enabler rather than a barrier to business change. 
 
Over the last two years agile billing has evolved into a credible product category receiving increased attention by 
buyers of technology. This increasingly prominent trend manifests itself not only within IT organizations but in-
creasingly amongst non-IT buyers in finance, product management, sales automation and other key functional ar-
eas. In fact over the last twelve months we have observed an increasing tendency to prioritize agile billing invest-
ments over other business technology priorities including on-premise and cloud-based systems for ERP, 
HR/HCM, Salesforce automation and others.  

 
Billing and Monetization in general is competing within most organizations for share of the corporate attention 
span and portion of the investment valet. The competition includes numerous higher profile initiatives such as Big 
Data, IoT, next generation robotics and others. Yet, none of these other initiatives have any future without agile 
monetization – a fact that a number of progressive, forward-thinking CEOs and boards are starting to comprehend. 
Amongst the buyers a similar level of discovery is also taking place although monetization is not yet a household 
name business and technology discipline. We expect the adoption of monetization tools and platforms to acceler-
ate rapidly over the next 2-3 years with over 20% of F1000 companies adopting an Agile Monetization Platform 
(AMP) by 2020 with new business opportunities driving the deployments. 
 
Prior to the advent of cloud-based systems, complex billing capability was the domain of large, sophisticated en-
terprises able to spend tens of millions of dollars on sophisticated, semi or fully custom solutions. Today, the bill-
ing software market is awash with cloud-based and on-premise solutions that simplify automated recurring billing. 
While many agile billing solutions are cloud-based, not every cloud-based billing system is agile 
 
There is a large installed base of legacy solutions aimed at specific vertical markets such as telecom, utilities (wa-
ter, power, fuel), entertainment and gaming industries and government (tax and fee payments and collections).  
Many of the newer products that enable agile billing offer levels of pricing and billing flexibility that previously 
were available only via an expensive, customized, on-premise solution. As the agile billing products scale and 
suppliers mature, increasing numbers of users will consider replacing their existing systems.   
 
While in 2012-2013 timeframe, the decision to place a monetization capability into the cloud was often ques-
tioned, today we see most of the new demand for billing solutions gravitating towards cloud-based solutions. In-
creasingly this has little to do with economics and more a function of increased agility and flexibility and the fact 
that by now many companies have most of their key customer and sales force facing applications in the cloud. 
With critical mass of business solutions in the cloud rapidly approaching, demand for cloud-based billing man-
agement solutions is accelerating thus placing increasing pressure on non-cloud suppliers. In our advisory prac-
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tice, we have seen a rapid preponderance of cases where business buyers and increasingly IT organizations make 
cloud-based billing a sole choice.   

 
Demand for billing management solutions of all kinds is accelerating as business goes online, products and ser-
vices are increasingly offered as a subscription service, and as organizations seeking to launch new business initia-
tives with innovative pricing and billing models are frustrated by their current solutions and look for more agile 
alternatives with significantly shorter implementation cycle vis-a-vis traditional on-premise solutions.  
 
The early adopters of agile billing were mostly online, digital business model and “as a service” software firms. 
Today, businesses of all types, - even traditional industrial companies, are packaging their product and support 
offerings into easily consumable services with an ever-expanding range of ways customers can acquire and pay 
for these packaged services.   
 
Agile Billing is a key component of Agile Monetization Platform (AMP) space – a collection of software mar-
kets, mostly cloud-based, that also includes 9 core disciplines: 

 
• Agile Billing 
• Configure-Price-Quote (CPQ) 
• E-Commerce Platforms 
• Revenue Recognition 
• Mediation 
• Contract Management 
• Order Management 
• Customer Service Management 
• Financials 

 
A number of Agile Billing suppliers are beginning to add other AMP functional capabilities to their suite through 
acquisition, OEM and partnerships. Similarly, companies in areas such as CPQ, E-Commerce and Financials are 
building out their AMP portfolios by adding on Agile Billing functions. 
 
We see increasing demand for agile billing from companies marketing a complex mix of physical and digital 
products, subscription and usage-based services and accelerating deployment of as-a-service, pay-for-outcome 
pricing models for traditional capital-intensive products such as heavy equipment, transportation and machinery. 
While significant hype continues to engulf the adoption of Internet-of-Things (IoT), we have now seen several 
successful examples of how companies are monetizing basic IoT opportunities in both consumer and the industrial 
areas. Agile Billing prospects related to commercialization of IoT may prove to be one of the biggest opportuni-
ties over the next five years. 
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MARKET DIMENSIONS AND DYNAMICS 
 
The market for agile billing solutions has evolved rapidly since 2012. The selection criteria for billing manage-
ment solutions are increasingly defined by transaction volume and transaction complexity (See Fig.1 below).  
 

 
Figure 1 - Billing Size vs. Billing Complexity 

Chart Notes: The chart above represents relative positions of various billing software providers in terms of a cus-
tomer “sweet spot”, i.e. the ideal prospect. Both transaction complexity and transaction volume are presented 
using a coded categorical scale from 0 to 10 with 10=highest complexity and size respectively. Volume represents 
an index computed as a Log10 of typical monthly transaction volume.  The color of each data point represents 
Agility – the darker the color, the more agile the solution is with shorter time-to-revenue. The size of the data 
point signifies the size of a target customer that represents a typical sweet spot for the supplier.  

The chart in Fig.1 maps the requirements into two simple dimensions. In reality, the decisions to select a supplier 
in this space are considerably more complex and involve a multiplicity of factors. We define the key dimensions 
of agile billing buying decisions as follows: 

• COMPLEXITY: How complex are the billing transactions – both in terms of definition as well as pro-
cessing. Is workflow and complex API-driven processing required? How much variability is present in 
generating a bill based on various metadata such as location of product or service, billing period within a 
billing cycle. Does the invoice layout vary greatly based on customer and/or product attributes or seasonal 
characteristics? Currency options for billing – can the system present and/or accept payments for the same 
invoice in various currencies?  These are just a few examples of what it typically a long-list of complex 
billing capabilities. 
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• SIZE/VOLUME: How many billing transactions are handled by a billing system? Requirements of a 
company that needs to handle a few hundred monthly transactions of any complexity are likely to be very 
different from a company that handles a billion transactions a day in near real-time. 
 

• AGILITY: How agile is the billing system? Is it capable of allowing rapid deployment of new business 
and pricing models without reliance on IT resources? How does a billing system handle change? Is the 
deployment cycle measured in weeks or a few months or does it require 9-18 months for first tangible re-
sults? Does a billing system help a company control the so-called “SKU sprawl” – a proliferation of 
stock-keeping units typically caused by a flat product catalog structure and forcing companies, for exam-
ple, to define new SKUs for the same product but sold in a different country and/or currency. 
 

• AREA OF STRENGTH: End-customer focus, i.e. who is the product or service sold to: Consumer 
(B2C), Business (B2B), or Both. A number of products have evolved to focus on either B2C or B2B com-
panies and some are trying to tackle both. Ultimately, we expect most suppliers to become more focused 
on either B2C or B2B. There is significant overlap in requirements between B2C and B2B billing – e.g. 
customer portals, multi-currency, 3rd party channel and marketplace support, price books, payments terms, 
catalog and bundling management among others. At the same time, each area has special characteristics 
and distinct requirements and each on its own represent very large market opportunities. B2C demands 
extreme, often real-time or quick-time scalability, ease of setup and change (agility), expertise with pay-
ment handling and anti-fraud measures (AFM). B2B requires capabilities for abstracting complex product 
and service offerings, management of N-tier customer hierarchies, complex revenue recognition and Vol-
ume Purchasing Agreement support among others. A B2B-focused product can be adapted for B2C use 
but often at a steep price of less agility and longer implementation costs. Yet, the reverse is typically not 
true – adapting a B2C focused offering to the needs of a B2B environment if often impossible. 

We generally recommend that organizations start their monetization assessment by cataloging their billing re-
quirements in terms of transaction volumes and complexity as well as their time-to-market requirements. Depend-
ing on customer requirements, additional selection dimensions are also included in evaluation, - e.g. billing laten-
cy (batch, quick-time, real-time), need for provisioning and complex workflow management, API and integration 
capabilities, out-of-the-box portal functionality, ability to handle channel relationships and product and customer 
hierarchies and international capabilities among others. The full set of requirements is beyond the scope of this 
report – contact MGI Research 888-801-3644 for additional assistance in this area.  

It is also important to note, that the market for agile billing is still evolving and full capabilities of many suppliers 
are yet to be tested. In some cases, the products we assessed for this edition of the Market Rating Report have the 
architectural underpinnings that would lead one to expect higher scalability and deeper sophistication, but there 
are often few if any customers who can independently validate the full scope of product performance. More often 
than not, billing products that are quite capable are actually used for very modest applications, processing a few 
hundred low to medium complexity billing transactions.  

Companies evaluating agile billing solutions should clearly define for themselves their complexity and agility 
needs. Realism vis-à-vis speed with which internal decisions and processes move should be a key factor in shap-
ing the Agility requirement. But even more importantly, a realistic assessment of the competitive landscape should 
define a company agile billing needs. Determining a realistic location of the intersection of key decision factors 
goes a long way towards saving companies time and financial resources in selection and implementation of Agile 
Billing and other enterprise software products.  
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Choosing the product able to handle the highest complexity will also bring technical and implementation chal-
lenges. Similarly, going for the “747 solution” for a company needing to process only a few hundred transactions 
per month is likely to be overkill. On the other hand, not understanding how a competitive landscape requires abil-
ity to handle billing transactions of high complexity in large volume, in real time, across a mix of direct and 3rd 
party channels and with ability to allocate payment responsibility between customer divisions – a mismatch in this 
area could really undermine the ability of an enterprise to reach its business goals. Importantly, in terms of func-
tionality, we often counsel organizations to focus on what we term “consumable functionality”. Just because a 
product is potentially capable in a certain area, does not mean that a buyer will ever take advantage of this feature 
set, - thus its value is limited. 

A product positioning mapping Agility vs. Complexity is shown in Figure 2 below: 

 
Figure 2 - Agile Billing Decision Space 

 
Chart Notes: The chart in Figure 2 above illustrates the tradeoffs that business and IT leaders face in balancing 
the depth of the functional requirements vis-à-vis time-to-market and time-to-revenue constraints.  
 
For both dimensions we use a categorical scale of 0 to 10 with higher numbers representing higher ability to han-
dle highly complex billing scenarios and higher agility respectively. The data represents MGI Research analysis of 
where vendor “sweet spots” are as opposed to how suppliers aim their sales and marketing efforts. For example, 
we view Zuora as having a “sweet spot” primarily in B2C accounts across a spectrum of company sizes with low 
to moderate billing complexity where Agility requirement is rather high. This is a large and rapidly expanding 
segment of the overall Agile Billing market. By contrast, we view both SAP and Oracle at the high end of com-
plexity demand but in environments where agility is not paramount. SAP is moving in the direction of higher agil-
ity and away from extreme complexity. Five firms: Aria Systems, Ensim, goTransverse, MetraTech (Ericsson), 
and Monexa (NetSuite) - support moderate to high complexity with moderate to high agility and high but not ex-
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Product 

Mgmt 
Team 

Channels 

Strategy 

Finances 

treme scalability demands. Billing Platform – a Colorado-based billing software provider that is not rated in this 
report also has similar characteristics. Chargify, Fusebill, Recurly and Vindicia are companies with a sweet-spot 
primarily but not exclusively in B2C market, across a spectrum of target client sizes and with basic to moderate 
billing complexity.  
 
MGI 360TM RATINGS OF BILLING MANAGEMENT SUPPPLIERS 
 
MGI 360 Ratings is a comprehensive structured system for evaluating technology companies. It is based on a 
simple scale of 0 to 100 combined with an analyst outlook (Positive, Negative or Neutral). Companies can have 
multiple scores – one for each market as well as a history of scores. MGI 360 ratings are revised continuously – as 
important developments occur. MGI 360 rating system is comprehensive but is not meant to be a predictor of 
company solvency, liquidity, absence of accounting fraud or stock performance. It is not under any circumstances 
a recommendation or an offering to buy any securities of any vendor reviewed and neither is it an endorsement. 
Rating research includes but is not limited to interviews with company executives, customers, investors, partners 
and competitors, product demos, site visits, etc. All MGI 360 Ratings have to undergo highly critical internal peer 
reviews. The MGI 360 scores reflect analyst opinions in five key areas: 

 
 
PRODUCT: How strong is the product competitive 
position? 
MANAGEMENT: How competent and experienced is 
the management team? 
CHANNELS: Does the company have a sales capabil-
ity and channels needed to bring products to market? 
STRATEGY: Does the company have a realistic view 
of the opportunity and a compelling strategy for suc-
cess? 
FINANCE: Is the company growing and profitable? 
 
Each of the five equally weighted pillar scores carries 
from 0 to 20 points. Each area is subdivided into nu-
merous sub-categories – in total, over 147 criteria are 
combined to generate a single MGI 360 rating. We fre-
quently emphasize that the MGI 360 scale is very de-
manding and companies need to be exceptional in their 
market in every aspect of their business in order to 
command higher scores.  

 
Within the billing software space overall, there are literally hundreds of companies providing billing solutions – 
both horizontal and specialized by industry and/or geography, e.g. for water utilities in a specific geography. Of 
these, MGI Research currently tracks about 50 suppliers and actively rates 15 to 20 companies that we consider 
the most visible, active and impactful in the current market.  
 
The agile billing market has attracted significant venture and strategic investor attention with two leading compa-
nies Zuora and Aria receiving fresh infusions of capital in a range of $50-$110Million, Monexa acquired by Net-
suite, MetraTech acquired by Ericsson, Orga Systems acquired out of bankruptcy by RedKnee and Comverse di-
vision acquired by Amdocs. At our semi-annual Re>Think Billing Innovators Summit held in New York and San 
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Francisco over the last couple of years, dozens of companies such as EBay, Cisco, Netgear and Adobe among oth-
ers presented successful business cases of implementing agile billing and billing-as-a-service.  
 
Current MGI 360 Ratings for Billing Management Suppliers 
 
We currently publish MGI 360 ratings on 13 suppliers in the Billing Management market - see Figure 3 below.. 
 

 
Figure 3 - Current MGI360 Ratings for Billing Management Suppliers 

A basic breakdown of MGI 360 Rating scores is contained in Fig 4 below: 

 
Figure 4 - Category scores for MGI 360 Ratings 
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Table 1 provides details of the component scores as well as our estimates of supplier revenue and growth rate. 
  

Company Name Outlook Profitable: 

MGI 
360 

Rating 
Product 
Rating 

Management 
Team Rating 

Distribution 
Channel 
Rating 

Strategy 
& Market-
ing Rating 

Finance 
Rating 

Revenue 
Estimate 

Average 
Growth 

Rate: 

Aria Systems Positive No 61 13 13 9 14 11 $30.00 65% 

Chargify Neutral Yes 48 10 12 7 10 9 $5.00 30% 

Ensim Neutral Yes 51 12 12 9 9 10 $10.00 15% 

FuseBill Neutral No 47 10 11 8 9 9 $3.00 100% 

goTransverse Positive No 53 13 14 7 11 9 $7.00 20% 

MagnaQuest Neutral Yes 46 8 11 9 9 10 $15.00 30% 

MetraTech Neutral No 60 12 12 11 14 11 $35.00 30% 

Monexa Positive No 58 12 14 9 12 11 $5.00 60% 

Oracle Corp Neutral Yes 63 11 16 15 10 11 $150.00 0% 

Recurly Neutral No 51 11 12 9 10 9 $10.00 100% 

SAP SE Positive Yes 66 13 14 16 10 13 $350.00 35% 

Vindicia Neutral No 50 11 11 9 11 8 $12.00 15% 

Zuora Positive No 61 12 13 11 14 11 $100.00 100% 

Summary     55 11 13 10 11 10 $732.00 46% 

© 2016 MGI Research, LLC 
          

Table 1 - Ratings of Billing Management Companies 

NOTE: Rounding is used in displaying individual category and overall rating results 
 
The average MGI 360 Rating for the billing management peer group is 55 within a range of 66 (SAP SE) and 
MagnaQuest (46). The peer benchmarks may vary somewhat depending on when the rating was measured. 
 
The highest rated company is SAP rate 66 with a POSITIVE outlook and the lowest rated one is MagnaQuest at 
46 with a NEUTRAL outlook. Amongst cloud-only suppliers, Aria and Zuora are battling for the top spot – both 
rated at 61 with a POSITIVE outlook. A number of competitors such as goTransverse, Monexa (now part of Net-
suite) and soon Ensim and Billing Platform (not yet rated) are challenging Aria and Zuora in a number of niche 
areas. Fusebill, Recurly and Chargify offer highly agile out-of-the-box monetization solutions and have ratings 
ranging from 47 to 51. While the overall ratings in this space are still modest on an absolute basis, we should note 
that the scores tend to cluster together reflecting intense competition and even companies with lower scores tend 
to have very well-defined use cases discussed later in this report.   
 
The ratings reflect the still evolving nature of products, channels, management teams and strategies for many 
companies in this space. For most, even for mature suppliers such as SAP, products continue to be a work in pro-
gress and for all of the cloud-based suppliers, channels – direct and channel, are what is holding these companies 
from becoming larger.   
 
The current agile billing space is characterized by high average revenue growth (+46%) and relatively low or neg-
ative operating margins. Until recently, easy availability of capital has made the focus on growth at the expense of 

http://www.mgiresearch.com/


 

MGI 360TM Ratings 
Market Ratings Report: Agile Billing Solutions 

February 25, 2016 

 
 

 10  
Disclaimer: Information and opinions furnished on an as is basis. No warranty, written or implied as to the accuracy of the data. Not responsible for typographical 

or reproduction errors.  Not an offering to buy or sell securities of any kind.  Does not represent investment advice in any form. 
© 2016 MGI RESEARCH, LLC www.mgiresearch.com +1 888 801 3644 

 

profitability a simple decision. Both public and private investors rewarded growth over profits. The companies 
with the highest sustainable growth above a minimum threshold of revenue are the ones that will over time receive 
the most investor attention, funding and higher multiples and ultimately visibility.  The chart in Fig 4 below plots 
supplier MGI 360 ratings and revenue growth. While growth of companies in this space in some cases exceeds 
100% on an annual basis, growth consumes resources and nearly every supplier in this market still lacks a critical 
mass of revenue ($100Million). At the same time, buyers should not equate high growth with a match to their ag-
ile billing needs. This is complex market with many niches and stripes and growth should be only one of many 
evaluation criteria. 
 

 
Figure 5 - MGI 360 Ratings vs. Growth Rate 

Additional vendors will enter this market – both new and legacy billing companies as well as billing suppliers fo-
cused on specific industries and/or geographies. We expect numerous business software providers such as those 
focused on financials (e.g. FinancialForce.com), CPQ (Apttus, Steelbrick), ERP (Rootstock, Kenandy et al) to 
begin to offer billing capability either via partnerships with existing vendors or native development.   
 
The recent downturn in public equity markets has put a spotlight on question of growth vs. profit. While we do not 
expect the venture markets to shut down in the near term, the IPO market is clearly stalled and companies that 
have already benefited from multiple rounds of venture funding will find themselves facing key strategic decisions 
on how to insure their overall long-term viability. Given the high overall degree of lock-in that characterize billing 
management, companies with the lowest rate of customer turnover will find it easiest to thrive in this new finan-
cial environment. 
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RATINGS OF INDIVIDUAL SUPPLIERS 
 

 
 
SAP  – Additional Comments 
 
We view SAP SE as the current leader in the billing management space. Product is sophisticated and extremely 
scalable with proven high-end deployments. The billing business represents about $350 Million in revenue and 
growing faster than the rest of SAP. In terms of challenges, the product is complex and takes a while to deploy 
even with a large SAP commitment to rapid implementation resources – a cloud version could help in agility and 
in penetration outside SAP installed base.  

Company: Market: 2/16/2016 Outlook: Positive 66  out of 100

Summary:

Rating Detail Actual
Peer 

Average

Product 63% 56%
Management 71% 61%

Channels 82% 49%
Strategy 52% 56%
Finance 65% 51%

Total Rating 66% 55%

Markets:

Customers:

Revenue: $350Mil+  MGI est
Profitable: Yes

Growth Rate: 35.00% MGI est
Market Cap: $176.03Bil

MGI 10K: 2048
Founded: 1977

HQ:

Company Description: Company ID: SAP Market ID: BILL

Competitors:

SAP SE Billing Management

We re-iterate the MGI360 Rating of SAP Hybris Billing (f.k.a. SAP BRIM) at 66 with a POSITIVE outlook.  The product is aimed at large enterprises with 
complex, often real-time requirements. SAP Hybris Billing product stands apart in its extreme scalability and functional depth - some customers 
exceed 1Bil transactions per day.  The company is addressing implementation complexity and cost through its Rapid Deployment methodology and 
the largest in the industry implementation group.  SAP hybris has a solid management team (14 out of 20) while its plan to address the current trend 
towards agile billing is still evolving (10 out of 20). The division is growing at 35%+ p.a. (MGI est.) with strength in financial and operating 
performance (13 out of 20) as well as in channel breadth, depth and focus (16 out of 20). SAP Hybris Billing resonates best with SAP-centric 
organizations with complex billing requirements, comfortable with an on-premise or hosted solution and in need of tighter links between billing, 

SAP Hybris is an SAP SE division focused on customer engagement, commerce and monetization. SAP Hybris Billing grew out of a combination of internal high-
volume billing development plus the 2009 acquisition of a French BSS provider Highdeal – a company originally spun off from a France Telecom R&D lab in 2000. 
Product provides sophisticated multi-party settlement and pricing abstraction capabilities and close integration with SAP financial and analytics products such as 
SAP HANA. SAP has been able to retain many of the original Highdeal technologists and the division continues to grow faster than the rest of SAP.

Competitors for SAP hybris Billing  include Oracle Billing and Revenue Management (BRM): Amdocs, RedKnee, MetraTech/Ericsson, Aria Systems, goTransverse. 
Peer group includes 16 companies

Global supplier of 
enterprise software 
solutions
Global 2000

Walldorf, Germany
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Oracle  – Additional Comments 
 
Oracle has a very strong core billing product but it is complex to implement and operate, expensive and lack any 
kind of a stated strategic direction. The product is dated and most if not all of the original development team has 
left to pursue new opportunities, e.g. Matrixx. Eventually, Oracle will end up buying a company in the agile bill-
ing space and aim to reconcile positioning by focusing on new business opportunities. 
  

Company: Market: 2/3/2015 Outlook: Neutral 63  out of 100

Summary:

Rating Detail Actual
Peer 

Average

Product 54% 56%
Management 82% 61%

Channels 77% 49%
Strategy 48% 56%
Finance 53% 51%

Total Rating 63% 55%

Markets:

Customers:

Revenue: $150Mil BRM 
Profitable: Yes

Growth Rate: 0.00% BRM Only
Market Cap: $176.03Bil

MGI 10K: 2074
Founded: 1977

HQ:

Company Description: Company ID: ORCL Market ID: BILL

Competitors:

Oracle Corp Billing Management

We reduce the rating of Oracle BRM in the Billing Management Market from 66 to 63 and maintain a Neutral outlook. The reduction stems from loss 
of 1 point each in Strategy and Finance and fractional reductions in other dimensions. Oracle BRM continues to benefit from strong management 
and deep channels. Yet, the product has seen few if any updates and there does not seem to be a strategy for either refreshing BRM or retiring and 
replacing it. Reduction in Finance score reflects current Oracle operating results.  We  re-iterate that we do not expect BRM to make a transition to a 
multi-tenant SaaS model. It remains vulnerable to customer defections as we have seen large customers exploring alternatives with greater agility. 
Current BRM customers satisfied with their combination of price, functionality and speed are unlikely to migrate from BRM. Enterprises needing an 
agile solution are looking at other options. We expect minimal new customer additions for BRM. Oracle is a likely acquirer in the Billing 

Oracle Corp is a dominant supplier of software, hardware and services to Global 2000 organizations worldwide. The company has entered the Billing 
Management market through an acquisition of Portal Software in 2006. Oracle Billing and Revenue Management (BRM) solution is targeted at large enterprises 
in industrial, high-tech and utility companies. A separate offering (not evaluated here) – Communications Billing and Revenue Management is aimed at the 
communications provider market.

Competitors for Oracle Billing and Revenue Management (BRM): SAP, Monexa, MetraTech, Aria Systems, Orga Systems, RedKnee. Peer group includes 14 
companies

Global supply of tech 
products and services 
to large enterprises
Global 2000

Redwood Shores, CA
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 Aria Systems  – Additional Comments 
 
Aria continues to evolve – successfully overall but with a few challenges along the way. The company is improv-
ing its overall sales execution although some of its field resources are relatively new and are still learning a com-
plex product with multitude of features and options. The company is introducing a major new re-write of its prod-
uct that will expand its architectural reach in dealing with complex needs of larger enterprise customers. This 
rollout will test Aria execution capability with a promise of a mid-term technological break-out from the pack. 

Company: Market: 10/20/2015 Outlook: Positive 61 out of 100

Summary:

Rating Detail Actual
Peer 

Average

Product 65% 56%
Management 66% 61%

Channels 45% 49%
Strategy 72% 56%
Finance 55% 51%

Total Rating 61% 55%

Markets:

Customers:

Revenue: $30 Mil MGI est
Profitable: No

Growth Rate: 65.00% MGI est
Market Cap: NA

MGI 10K: N/A
Founded: 2002

HQ:

Company Description: Company ID: ARIA Market ID: BILL

Competitors:

Aria Systems Billing Management

We are re-iterating the MGI 360 Rating of billing software supplier Aria Systems at 61 and maintain a POSITIVE outlook. We estimate the last fiscal 
quarter was its most successful in history. We are increasing our revenue estimate to $30 Million and project a 65% topline growth rate. The 
company needs to improve its "out-of-the-box" product implementation experience and invest into a more granular payment terms and billing 
periods mechanism. A major product upgrade is coming in 4Q2015. Aria is also undergoing a transition in its management ranks. The best use case 
for Aria remains within >$100Mil enterprises with complex B2C and B2B billing requirements across organizational hierarchies and geographies and 
benefiting from active provisioning. Implementation cycles range from 3 to 9 months.

Zuora, Monexa/Netsuite, Metratech/Ericcson, SAP, Oracle, goTransverse and Ensim are the primary competitors for Aria Systems.  Aria Systems raised about 
$132 Million in venture capital funding. Competitive Peer group on which the rating is based includes 16 vendors. This rating does not cover the broader 
communications services provider and utilities markets solutions.

Billing Management

Audi, Adobe, Experian, 
Pitney-Bowes, Vmware

San Francisco, CA

Aria Systems, Inc. provides recurring revenue billing and monetization solutions to organizations with complex contracts-based customer relationships. 
Customers and prospects cite Aria capabilities in managing complex billing requirements across corporate hierarchies, geographies, currencies and billing 
modalities ranging from subscription to usage. An active orchestration capability with workflow has helped Aria create differentiation in provisioning, 
customer engagement and cross-application data synchronization for enterprise accounts. The company sells its software via a direct sales channel in the US 
and an emerging one in the EU. In 2014 the company serviced 35Mil customer accounts representing near $800Mil in billable customer revenue.  Aria focuses on 
prospects with sales above $100Mil in industries such as automotive, technology, media, healthcare and financial services. Customer satisfaction is high, in part 
due to the flexibility of Aria's solution and the company's focus on customer success.  Aria has 250 employees with 20% in sales and marketing.
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MetraTech (division of Ericsson AB) 
 

 
 
MetraTech  – Additional Comments 
 
We have seen the overall level of field activity related to MetraTech drop appreciably since the acquisition. At the 
same time, Ericsson has engaged MetraTech in numerous opportunities beyond telecom internationally. The chal-

Company: Market: 2/16/2016 Outlook: Neutral 60  out of 100

Summary:

Rating Detail Actual
Peer 

Average

Product 60% 56%
Management 60% 61%

Channels 57% 49%
Strategy 68% 56%
Finance 55% 51%

Total Rating 60% 55%

Markets:

Customers:

Revenue: $35Mil est
Profitable: No

Growth Rate: 30.00% yoy
Market Cap: Private

MGI 10K: N/A
Founded: 1998

HQ:

Company Description: Company ID: METR Market ID: BILL

Competitors:

MetraTech Billing Management

We are maintaining MetraTech rating at 60 and trimming the outlook to Neutral pending review of its revised strategy. On July 29, 2014 Ericsson 
acquired MetraTech for an undisclosed amount. The company has become a division of Ericsson which itself is transforming into software and services 
play beyond telecom. MetraNet will become a core Ericsson product outside of telecom and Metanga (the SaaS version of the product) is being re-
worked. The deal gives MetraTech a much larger global channel but also places a lot of demand for time from within the new parent. If Ericsson can 
maintain MetraTech as a true product company as opposed to a  loss leader, then the outlook for the company will remain bright. The ability of Ericsson 
to retain MetraTech 140 employees, invest in direct sales and marketing and timely re-release of Metanga will be key indicators of its ability to 
successfully absorb the company  We re-iterate our view of MetraTech as a very capable meta-data based supplier of real-time billing functionality that 
can cover highly complex use case scenarios. 

MetraTech provides billing and monetization management solutions for mid-size and large organizations.  With two products: MetraNet, an on-premise and 
managed hosted solution; and Metanga, a multi-tenant SaaS offering; MetraTech has some of the deepest domain expertise in the billing software market. Unlike 
the SaaS-only subscription billing vendors, MetraTech addresses a wide range of billing needs. It is not a good fit for small organzations under $10 million in 
revenues seeking an off-the-shelf self-service solution.  MetraTech has the most international implementations compared to its peers, but its sales channel is still 

 

SAP, Oracle, RedKnee, Aria Systems, Monexa (Netsuite), Zuora, Billing Platform, goTransverse, Ensim and a handful of larger billing management systems. 
MetraTech's multi-tenant SaaS offering competes with the low-end recurring billing management solutions.   

Billing Management

Concur, DTCC, MSFT, 
British Telecom, Verizon

Waltham, MA
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lenge here is that MetraTech ultimately has limited resources and Ericsson channel is huge and it can completely 
consume all of MetraTech management attention, leaving important strategic issues un-attended. 
 

 
 
Zuora – Additoinal Comments  
 
MGI Research estimates that Zuora has achieved a critical developmental milestone of $100 Million in revenues 
and is now aiming at the market with a much more focused and targeted strategy – in customer scenarios where 
Zuora can win while containing its cost of sales. Zuora is also shoring up its execution in the customer retention 
area. 
  

Company: Market: 3/27/2015 Outlook: Positive 61  out of 100

Summary:

Rating Detail Actual
Peer 

Average

Product 61% 56%
Management 63% 61%

Channels 56% 49%
Strategy 72% 56%
Finance 54% 51%

Total Rating 61% 55%

Markets:

Customers:

Revenue: $75 Mil. MGI est
Profitable: No

Growth Rate: 100.00% MGI est
Market Cap: N/A

MGI 10K: N/A
Founded: 2007

HQ:

Company Description: Company ID: ZUOR Market ID: BILL

Competitors:

Zuora Billing Management

We increase the MGI 360 rating of Zuora from 60 to 61 and re-iterate POSITIVE outlook. Zuora remains the most recognizable brand in the cloud 
billing space. During 2014 Zuora grew to over 550 paying customers while broadening its product platform beyond billing to commerce and financial 
close capabilities. Over the last 24 months company has refocused on larger opportunities and generated a number of high profile wins. With 
headcount above 500, Zuora is on a $75Mil (MGI est) annual revenue run rate while dramatically expanding its sales force. On March 10th the 
company closed $115 Million Series F round of funding with participation of new investors such as Blackrock and Wellington AM. Zuora has 
significantly improved its execution of product implementations with a repeatable, agile approach. Best fit for Zuora product are projects that need 
rapid time-to-market with medium transaction volumes and typical to medium transaction complexity across a spectrum of company sizes.

Zuora was founded in 2007 by former Webex and Salesforce.com execs K.V. Rao, Cheng Zou and Tien Tzuo and has raised over $250Million in VC and institutional 
funding. Zuora sells its solutions directly via a direct sales force and leveraging partnerships with companies such as Salesforce.com, Accenture, Deloitte and 
PwC.  Zuora has expanded its geographic presence in Europe and began to build a presence in Asia.  Zuora brand visibility, funding, pure-cloud architecture, rapid 
deployment methodology and size of its channel separate Zuora from the rest of the next-generation, SaaS-only vendors. 

SAP/BRIM, Aria, Monexa, Metratech/Ericsson, Transverse,  Fusebill. Peer group is made up of 15 companies.

Billing Management, 
Cloud Billing

Citrix, Tibco, Acxiom, 
Xplornet, Firehost, Dyn

Foster City, CA
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Monexa – Additional Comments 
 
Monexa has seen a tremendous success with its Cisco implementation where it reduced customer billing disputes 
to zero at a $17Billion division previously plagued by enormous customer friction and billing disputes. In 2015 
Monexa has undergone a stealth acquisition by Netsuite. While the transaction has removed uncertainty with re-
gard to Monexa finances and channels, the overall strategy of this solution and especially its integration with 

Company: Market: 3/3/2015 Outlook: Positive 58  out of 100

Summary:

Rating Detail Actual
Peer 

Average

Product 62% 56%
Management 69% 61%

Channels 45% 49%
Strategy 58% 56%
Finance 55% 51%

Total Rating 58% 55%

Markets:

Customers:

Revenue: $5+ Mil MGI est
Profitable: No

Growth Rate: 60.00% MGI est
Market Cap: Private

MGI 10K: N/A
Founded: 1998

HQ:

Company Description: Company ID: MNXA Market ID: BILL

Competitors:

Monexa Billing Management

We are raising the MGI 360 Rating of billing software supplier Monexa from 56 to 58 and re-iterating POSITIVE outlook. Monexa continues to 
execute well and has seen firmer traction with business-oriented rather than IT focused prospects. Company has released a new capability for 
handling customer hierarchies and has completely revamped its tax handling capability to provide for highly granular line item level taxation. While 
Monexa is smaller in size and funding than most of its direct competitors, the company is punching above its weight. Customer satisfaction is 
consistently high, management has a clear technology and business roadmap and retention is among the highest in the industry.  Monexa is 
frequently among the finalists when customer requirements call for sophisticated and agile mix of usage and subscription billing. Company still 
faces challenges in building critical mass in revenues and scaling up of channel and marketing operations. Monexa operates close to break-even, 
but longer term growth will require an infusion of capital.

In 2012 Monexa left the Vancouver stock exchange in a go-private transaction to focus exclusively on the billing solutions market. The new management team 
and board completely revamped the firm, brought in fresh capital and eliminated debt. Although smaller than many of its direct competitors, Monexa has 
proven very effective in generating top-line growth from agile billing solutions. Customer satisfaction tends to be very high with clients citing creative problem 
solving and strength in bill presentment and reporting. Company has about 40 employees and is growing at 60%+ per year.  

Aria, Zuora, MetraTech/Ericcson, Transverse, Oracle BRM and SAP/BRIM are direct competitors.  Peer group made up of 15 companies.

Billing Management

Cisco, OpenTable, 
Pitney-Bowes, NZX

Vancouver, Canada
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Salesforce.com have been in limbo ever since. We expect additional strategy details to emerge during 1Q 2016. 
Monexa in our view has a particularly elegant method of handing complex pricing schemas that totally minimize 
the SKU sprawl. The product is best positioned as a best-of-breed plug-in for organizations with an established 
financial infrastructure.  
 
 
 

 
 
 
  

Company: Market: 2/16/2016 Outlook: Neutral 48  out of 100

Summary:

Rating Detail Actual
Peer 

Average

Product 52% 56%
Management 58% 61%

Channels 34% 48%
Strategy 51% 56%
Finance 47% 51%

Total Rating 48% 54%

Markets:

Customers:

Revenue: $5Mil est
Profitable: Yes

Growth Rate: 30.00% yoy
Market Cap: Private

MGI 10K: N/A
Founded: 2009

HQ:

Company Description: Company ID: CHRG Market ID: BILL

Competitors:

Chargify Billing Management

We re-iterate a 48 MGI 360 Rating and a Neutral outlook. Chargify is one a few  SaaS billing management vendors that is profitable and majority 
owned by management.  Chargify is an option for small companies and start-ups launching subscription-based solutions.  Software companies find it 
relatively easy to integrate with Chargify. 24x7 support and a simple pricing model with no transaction fees are points of distinction for the company. 
Chargify lacks the resources to compete against larger, better funded competitors. However, we consider the company to be more stable than many 
of its peers due its conservative management and financial stability.

Chargify is focused on the SMB segment of subscription billing. With a small team comprised of seasoned industry veterans, Chargify provides an easy to use, well-
supported solution for recurring billing.  The product roadmap largely follows customer requests and like its competitor Recurly, is constrained by relatively 
limited development resources.  Chargify's business strategy is evolving, and it has yet to articulate a clear vision of which segments it wants to focus on. Small 
and growing businesses should consider Chargify on the basis of its current capabilities.  Users requiring heavy customization or integration resources need to 

 

Recurly, Fusebill, CheddarGetter and a handful of low-end subscription-billing solutions

Billing, SaaS Billing, 
Subscription Billing

AgentBlaze.com, 
FeedBackular.com, NCR

Needham, MA

Chargify,  10 

Chargify,  12 

Chargify,  7 

Chargify,  10 

Chargify,  9 

Peer Average,  11 

Peer Average,  12 

Peer Average,  10 

Peer Average,  11 

Peer Average,  10 

 -  5  10  15  20

Product

Management

Channels

Strategy

Finance

MGI 360 Ratings
Company vs. Peer Group Average

http://www.mgiresearch.com/


 

MGI 360TM Ratings 
Market Ratings Report: Agile Billing Solutions 

February 25, 2016 

 
 

 18  
Disclaimer: Information and opinions furnished on an as is basis. No warranty, written or implied as to the accuracy of the data. Not responsible for typographical 

or reproduction errors.  Not an offering to buy or sell securities of any kind.  Does not represent investment advice in any form. 
© 2016 MGI RESEARCH, LLC www.mgiresearch.com +1 888 801 3644 

 

 
 
  

Company: Market: 2/10/2016 Outlook: Neutral 51 out of 100

Summary:

Rating Detail Actual
Peer 

Average

Product 57% 56%
Management 58% 61%

Channels 46% 48%
Strategy 51% 56%
Finance 45% 51%

Total Rating 51% 54%

Markets:

Customers:

Revenue: $10 Mil. MGI est
Profitable: No

Growth Rate: 100.00% MGI est
Market Cap: NA private

MGI 10K: N/A
Founded: 2009

HQ:

Company Description: Company ID: RCLY Market ID: BILL

Competitors:

Recurly Billing Management

We are raising the MGI 360 Rating of Recurly from 44 (2013) to 51 and maintain a Neutral outlook. Our prior rating of Recurly was developed in the 
aftermath of a serious service disruption. Since that time Recurly has invested significantly into product capability as well as in cloud availability 
with several layers of backup. The company is carving out a market space serving customers that seek a simple, medium to high-volume 
subscription management tool that is easy to integrate and offers PCI compliance.  It does not currently address any of the other core areas of AMP 
(e.g., revenue recognition, e-commerce, et al) but does offer an integrated credit card management capability that helps arrest revenue leakage 
due to fraud and/or expiration of card credentials.  For organizations seeking a straightforward, mostly credit card driven subscription monetization 
solution to embed within their B2C or B2B applications, Recurly is an option.  For teams with technical experience, Recurly offers the promise of 
agility in development and relatively rapid time-to-market. 

Recurly provides agile subscription billing management. Recurly has received around $20 Mil in venture funding, and with over 100 employees (MGI estimate, 
up from 15 during the last rating) sells via online and direct channels. The company has progressed in strengthening its delivery capability, with over 2,000 
customers.  It is best suited for high volume B2C and B2B credit-card businesses with a limited amount of pricing/billing complexity. The company expertise 
with credit card handling/payment integration, growth, and size set it apart from many of its direct competitors.

Chargify, CheddarGetter, Vindicia, Zuora, Fusebill 

High Volume B2C 
Subscription Billing, 
Payment Mgmt
Sling, Groupon, 
Linkedin, BarkBox

San Francisco, CA
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goTransverse – Additional Comments 
 
The company has a strong opportunity to carve out its own protected niche that covers a mix of physical and logi-
cal/digital goods sold with complex contractual arrangements to both B2B and B2C clients. Often, the winning 
customer context for goTransverse involves tracking and physical and digital assets. Another strong use case for 
goTransverse is within rapidly growing companies whose financial infrastructure is still evolving and who could 
take full advantage of goTransverse’s integrated monetization management approach.  

Company: Market: 2/10/2016 Outlook: Positive 53 out of 100

Summary:

Rating Detail Actual
Peer 

Average

Product 64% 56%
Management 68% 61%

Channels 35% 48%
Strategy 53% 56%
Finance 45% 51%

Total Rating 53% 54%

Markets:

Customers:

Revenue: $7Million MGI est
Profitable: No

Growth Rate: 20.00% MGI est
Market Cap: NA private

MGI 10K: N/A
Founded: 2008

HQ:

Company Description: Company ID: TRAN Market ID: BILL

Competitors:

goTransverse Billing Management

We upgrade the MGI 360 Rating of goTransverse (“goT”) from 50 (Sep 2015) to 53 and re-iterate the outlook as POSITIVE. The increase stems from 
incremental senior additions to management team (Management: 67 to 68), improved execution in product and ecosystem as well as a far stronger 
feedback from customer references (Product: 58 to 64), improvements in brand visibility and deal participation (Marketing: 50 to 53). Finance rating 
holds steady at 45, - largely influenced by steady but still modest growth rate. Development of 3rd party partnerships increased the Channels score 
from 30 to 35. Sales execution is improving, but size of the channel is still a constraint and is a work in progress. We see improved execution and 
greater cohesion within the goTransverse management team and this has translated into a number of notable new customer wins. Companies 
seeking sophisticated monetization and financial management functionality beyond simple subscriptions should shortlist goTransverse.

GoTransverse cloud-based billing solution aims at organizations with a wide array of billing scenarios - from B2C subscriptions to complex B2B usage scenarios 
involving a mix of digital and physical goods . The TRACT product can be configured as either purely a  rating/billing platform or as a full A/R sub ledger system.  
Senior management hails from the traditional on-premise, high volume, complex telecom billing companies, and brings domain expertise in billing, revenue 
recognition, and enterprise-scale processes and systems.  The company has raised approx. $50 million to date and employs 50 people in Austin, Tx, and 20 

   

Aria Systems, Zuora, Monexa/Netsuite, Oracle BRM, SAP Hybris, Ensim, Billing Platform, Metratech/Ericsson

A/R Automation, 
Complex subscription-
based billing scenarios
Cvent, Starz Play, 
Hemisphere, IAS

Austin, TX
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Ensim – Additional Comments 
 
We are impressed with the depth of Ensim product design and breadth of its overall solution but want to see more 
proof points of successful implementations and long-term use. The company will need to invest into sales and 
marketing and expand its management team and market visibility. Most software buyers have never heard of En-
sim but they should. 
  

Company: Market: 2/16/2016 Outlook: Neutral 51 out of 100

Summary:

Rating Detail Actual
Peer 

Average

Product 58% 56%
Management 60% 61%

Channels 44% 48%
Strategy 47% 56%
Finance 49% 51%

Total Rating 51% 54%

Markets:

Customers:

Revenue: $10 Mil (C15) MGI est
Profitable: Yes

Growth Rate: 15.00% MGI est
Market Cap: NA private

MGI 10K: N/A
Founded: 1998

HQ:

Company Description: Company ID: ENSM Market ID: BILL

Competitors:

Ensim Billing Management

We increase MGI 360 Rating of Ensim in the Billing Management market from 48 (Fall 2015) to 51 and maintain a NEUTRAL outlook. The increase 
stems from additional field checks and product functional analysis. Ensim's product is technologically deep and despite a lack of a marketing  the 
company has garnered several key accounts and operates profitably since inception. Ensim Service Catalog, Subscription Management and 
Recurring Billing modules are part of an overall integrated suite. Ensim products have a strong awareness of organization hierarchies and identity 
management as well as deep provisioning and integration. Company sells its products via a small direct sales force. Current channel size limits 
growth. B2C and B2B companies selling via digital marketplaces directly and via channel partners should evaluate Ensim as a functionally rich option 
for enabling Agile Monetization.

Founded in 1998 as a virtualization play, after $90+ Mil. in venture capital  Ensim re-emerged in mid-2010 through a management buyout as a self-funded, 
growing and profitable company with a focus on BSS capabilities. The firm has 127 people of which over 90% are in engineering with lead R&D staff based in San 
Jose and the bulk of R&D overseas. Company focus is on customers that require complex billing capability in digital marketplaces with a channel component. 
We estimate that Ensim has about a dozen fully deployed BSS/OSS accounts. The legacy products have no growth but provide a profitable cash flow. The 
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Company: Market: 2/8/2016 Outlook: Neutral 47 out of 100

Summary:

Rating Detail Actual
Peer 

Average

Product 51% 56%
Management 54% 61%

Channels 38% 48%
Strategy 47% 56%
Finance 47% 51%

Total Rating 47% 54%

Markets:

Customers:

Revenue: <$5Mil MGI est
Profitable: No

Growth Rate: >100% yoy
Market Cap: NA private

MGI 10K: N/A
Founded: 2011

HQ:

Company Description: Company ID: FUSE Market ID: BILL

Competitors:

FuseBill Billing Management

We re-iterate MGI 360 Rating of Fusebill with a score of  47 and a Neutral outlook. We see Fusebill as filling the functionality gap between 
products like Recurly and Chargify on the one hand and Zuora on the other, but at a much more attractive price. Latest product additions include 
salesforce.com interface, a robust analytics package and a mobile payment app. The founding team previously has had a successful track record in 
adjacent application spaces. We see Fusebill as a good fit for small to mid-sized businesses that need a sophisticated subscription management 
capability. Fusebill has a pricing model that is attractive to  customers. Reference checks of product performance and support have been very 
solid. Fusebill provides its own resources for product implementations. Company is young and is likely to be tested through rapid growth and 
new product introduction over the next 12-18 months. 

Fusebill provides a cloud-based billing platform with a focus on sophisticated subscription billing in the mid-market. Company focuses on mid-sized 
companies in technology, media and telecom that need billing management capabilities that are a step up from Recurly, Chargify on the one hand and are 
easier to implement and more competitively priced than higher end solutions from Aria, Zuota, et al

Chargify, Recurly,  Accumulus. Peer group includes MGI 360 Rating scores on 13 companies in the cloud-based billing management space.

Mid-market 
subscription 
management 
GetApp, ConceptShare, 
Silanis
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Company: Market: 1/12/2016 Outlook: Neutral 46  out of 100

Summary:

Rating Detail Actual
Peer 

Average

Product 40% 55%
Management 53% 60%

Channels 44% 48%
Strategy 44% 55%
Finance 51% 51%

Total Rating 46% 54%

Markets:

Customers:

Revenue: $15Mil MGI est
Profitable: Yes

Growth Rate: 30.00% MGI est
Market Cap: Private

MGI 10K: N/A
Founded: 1997

HQ:
Offices in US, Asia, LatAm

Company Description: Company ID: MAGQ Market ID: BILL

Competitors:

MagnaQuest Billing Management

We re-iterate Magnaquest MGI 360 Rating in the Billing Management Market with a score of 46 and a Neutral outlook. Magnaquest offers a middle of 
the road utility and cable billing solution that is now expanding both geographically and from a product point of view. Few if any other mainstream 
N.A.-based billing companies are present in the same geographies in emerging markets. Magnaquest is a particular fit for companies with operations 
over a wide geographic area, those that are price sensitive and looking for in-depth customization. Company has built a profitable, growing business 
that continues to expand organically and through acquisitions. The company is trying to make in-roads in the US, but we expect that the company can 
make more progress in emerging markets. 

Magnaqust is focused on the mid-market companies internationally. Particularly focused on Tier II cable operators in the US and Latin America. Company started 
out with an on-premise billing system and introduced a hosted cloud solution in 2006, followed by a multi-tenant SaaS offering in 2008. Magnaquest has about 
150 billing customers of which 90 are running their on-premise billing product and 60 use one of their cloud solutions. Half of the entire customer base is in Asia-
Pacific region. Magnaquest also offers products for identity management and online marketing which are not rated here.

Cycle30, GLDS (Great Lakes Data Systems), Azar, IDI Billing Solutions, RevChain, OPEN

Cable Billing, Utility 
Billing, Broadband 
Billing
Pfizer, Joyent, 
IndoVision, 
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Vindicia – Additional Comments 
 
From marketing and sales automation to CRM, billing, and analytics, Vindicia offers a complete solution for B2C 
monetization. The best fit for Vindicia is with completely on-line businesses like event media, gaming, dating and 
media/content heavy digital businesses with large credit card transaction volumes. Vindicia Select payment man-
agement solution could over time grow faster than the rest of the business as it has a very compelling ROI. Found-
ed in 2003, Vindicia has raised a total of $37.5 million over five rounds.   
 

Company: Market: 10/20/2015 Outlook: Neutral 50 out of 100

Summary:

Rating Detail Actual
Peer 

Average

Product 57% 55%
Management 56% 60%

Channels 45% 48%
Strategy 56% 55%
Finance 38% 51%

Total Rating 50% 54%

Markets:

Customers:

Revenue: $12Mil MGI est
Profitable: No

Growth Rate: 15.00% MGI est
Market Cap: Private

MGI 10K: N/A
Founded: 2003

HQ:

Company Description: Company ID: VIND Market ID: BILL

Competitors:

Vindicia Billing Management

We upgrade the MGI 360 Rating of Vindicia to 50 and maintain the NEUTRAL outlook. Vindicia offers a billing management solution that appeals to 
B2C organizations looking for an integrated solution encompassing customer acquisition, CRM and billing. Vindicia distinguishes itself in handling 
digital currencies, scalability and strength in  gaming, digital media and entertainement industries. Vindicia Select is a payment management 
component that allows customers to reduce payment card failure rate  - a feature that provides a rapid and tangible ROI. This single feature will in 
our view serve as a door opener to many B2C accounts struggling with high rate of credit card issues especially given the impeding regulatory 
change that shifts liabilities to merchants. We belive the company could benefit from a renewal of its long-term strategy and adding fresh talent to 
its management team. Companies looking for a SaaS solution addressing a complete monetization lifecycle in a B2C context with PCI outsourcing 
should evaluate Vindicia. 

Vindicia CashBox provides marketing and selling automation management capabilities including billing management. The company targets customers in online 
media, gaming, sports, online dating and other industries with a set of capabilities encompassing customer acquisition,  CRM, customer billing, retention and 
analytics.  The company was founded in 2003. In 2012 Vindicia closed a Series E round of financing totalling $20Million. The company has offices in Belmont, CA 
and London, UK.

Oracle, Aria Systems, Digital River, Zuora, Recurly
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VENDORS UNDER COVERAGE BUT NOT RATED 
  
Amdocs 

Headquartered in Chesterfield, MO, Amdocs is one of the largest telecom billing companies in 
the world.  With trailing revenues of over $3.6 billion, the company’s growth has been in line 
with other large billing providers - essentially flat to down single digits.  The flat to negative 
growth reflects the challenges of the communications sector as a whole.   
 
In 2015 Amdocs acquired the BSS capabilities of Comverse.  Comverse was in the very early 
stages of determining its Agile Billing and cloud billing strategy and capabilities beyond its tradi-
tional markets.  Publicly listed Amdocs has ample resources, cash reserves, and is well-positioned 
to enter the Agile Billing market via acquisition.   
 
In its current configuration, the company is a services business.  Given the rising intensity of 
shareholder activism, we would not be surprised to see Amdocs come under pressure to deliver 
stronger top-line growth – growth that could only come from greater innovation, product devel-
opment, and entry into new markets.   

 
AsiaInfo 

Headquartered in Beijing, China, AsiaInfo has greater than 50% market share in China, a very 
strong presence in Asia, and has begun making inroads as a provider of cloud BSS solutions in 
Europe.  The company has yet to target North America.  The company has revenues exceeding 
$700 million, and over 14,000 staff spread across Asia and Europe.  It is unique in providing a 
full-featured real-time BSS in multi-tenant cloud architecture.   
 
Telecom providers in Asia should short-list AsiaInfo, and cost-focused tier 2 and tier 3 providers 
in Europe should consider its BSS offering.  AsiaInfo does not address non-telecom environments 
at present. 

 
 
Billing Platform 

Founded in 2011, Billing Platform (“BP”) is a profitable, privately held company with a strong, 
cloud-based product aimed at environments with medium to high billing complexity, medium to 
large (but not huge) transaction volumes, and anywhere from quick to near real-time billing re-
quirements. Built around a meta-data billing engine, BP differentiates itself as a solution that pro-
vides 100% configuration and rapid implementation. While there are many products in the mar-
kets that provide implementation flexibility, often times, this translates into custom scripts and 
add-ons that need to be maintained alongside the main product. All of the configuration changes 
applied to a BP instance continue to live inside the main product and do not require any special 
handling – this lowers the total cost of ownership and increases business agility over time.  
 
The BP product evolved out of telecom space and quickly branched into other areas of Agile Bill-
ing.  The company is the antithesis of 21st century tech – it has no outside investors, it is com-
pletely bootstrapped and is run profitably by its founders. Out of around 30 currently live custom-
ers in B2B/B2b and B2C spaces, about 50% are overseas in places likes Australia, Europe, Latin 
America and Asia and it has good traction in sectors like services (rental models), energy, and lo-
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gistics (ports and other transport hubs). BP has been able to compete for and win business against 
larger, better-funded and more mature players.  Early data points show BP implementing new en-
terprise customers in as short as 8 weeks – a relatively fast track that if often shorter than it takes 
many companies just to organize internal implementation meetings. The company needs to scale 
up and translate this early success into brand visibility, consistent sales wins and implementation 
at quantity as well as maintaining support quality and system availability. This will take expan-
sion of its management team and key hires in sales, marketing, and engineering. 
 
Billing Platform solution is a potential solution for companies with complex, industry-focused 
frequently changing monetization requirements that need a high degree of configuration capabil-
ity.  Although the product can be completely operated over a SOAP or REST API, it also includes 
a pre-packaged portal interface that is business analyst-friendly. 

 
 
CSG Systems International Inc. 

Headquartered in Englewood, CO, CSG is publicly-listed (Nasdaq: CSGS) and is a full service 
provider of business support systems to communications providers primarily in the Americas.  
Founded in 1994, the company has grown organically and via more than a dozen acquisitions.  
Performing in-line with its peers, CSG has delivered flat to negative revenue growth for the past 
three years.   
 
CSG stands out for its ability to service very large customers, particularly cable operators.  Com-
cast, AT&T (Dish), and Time Warner represent more than 40% of CSG’s revenues.  Beyond its 
core strength in providing bulk billing for CSPs in North America, CSG has focused its efforts 
around consolidating various acquisitions and delivering a single, integrated platform (Ascendon).  
The company has won a handful of deals beyond its core market notably in the OTT (over the 
top) space and for unique deals with content providers like major Hollywood studios.   
 
The stated goal of the company is to evolve further into a services provider (rather than a soft-
ware vendor).  As such, CSG will be challenged to meet the business requirements of CSP cus-
tomers who demand rapid implementations and fast time-to-market.  

 
ChikPea 

Founded in 2006, ChikPea is privately held and profitable. It is one of the most comprehensive 
Agile Billing solutions native to the Force.com platform.  Amongst its Force.com peer group, 
ChikPea can handle the widest range of billing scenarios, and also offers the most product breadth 
– ranging from quoting (CPQ), to billing and order management.  Its capabilities in order man-
agement stand-out among direct peers.  The founding team brings a good understanding of the 
complex requirements that emanate from the communications industry, and they have translated 
that knowledge into the solution.   
 
Users committed to using Salesforce.com as a cornerstone of their enterprise architecture in gen-
eral, and their monetization platform in particular, should consider ChikPea. 

 
Cerillion 

Created in 1999 with the buyout of Logica’s BSS division, Cerillion is a privately held, London, 
UK-based provider of billing solutions.  The company has two lines of business – Enterprise 
BSS/OSS, a telecom-focused solution, and Skyline, an industry-neutral cloud billing service.  The 
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company has about 75 customers, predominately in Europe, the Middle East, Africa, and 
Asia/Pac.   
 
While it has yet to gain traction outside its core telecom focus with its subscription-billing solu-
tion, Cerillion is one of the few traditional telecom OSS/BSS oriented vendors that recognized the 
emerging opportunity around subscription billing, and agile billing across a range of vertical in-
dustries.  
 
It is still early days for adoption of cloud billing in Europe, and 2016 will be a pivotal year for 
Cerillion as it needs to prove it can close non-telecom deals and successfully bring those early 
adopters live. 

 
Overgroup 

Founded in 2002 and based in Atlanta, GA, Overgroup is a growing, profitable provider of billing 
solutions predominately to small and midsize communications services providers.  The ideal fit 
for H20, Overgroup’s flagship product, is oriented towards CSPs that are $5 to $50 million in 
revenues and looking for a complete solution – from customer service to billing, inventory man-
agement, and more.  Its customer count is approaching 100, and H20 raised $2.5 million in credit 
financing at the beginning of 2016.   
 
Overgroup is beginning to address the billing needs of cloud service providers, but has yet to ad-
dress the broader Agile Billing market opportunity. 

 
IDI Billing Solutions 

Founded in 1996 and headquartered in Victor, New York, IDI Billing Solutions provides billing 
solutions to communications services providers ranging in revenue size from $25 million up to 
$100 million+.  The company is privately held and profitable.  Its customer base is predominately 
small to midsize CLECs/rural carriers and it also has some MVNOs and wireless CSPs as well.  
IDI offers a comprehensive solution set for its target market, and has a deep set of complimentary 
service partners. CoastGuard Billing and OSS is the company’s main product line, which is deliv-
ered on-premise.  IDI also offers a hosted version.    
 
Like its peer group, the company is in the early stages of orienting its focus towards vertical in-
dustries beyond the communications industry.   

 
OnCommerce GmgH 

Based outside of Berlin, Germany, OnCommerce (Just.On) was founded in 2010 and its solution 
was launched in 2013.  As one of the only European-based Agile Billing companies to have de-
veloped on top of the Salesforce.com Force.com platform, the company has experienced very 
strong growth over the past two years.   
 
The company is privately held, and profitable. In addition to its Force.com technical foundation, 
the company stands out for its product breadth (subscriptions management, collections manage-
ment, and SaaS financial metrics reporting capabilities) – all offered at a relatively inexpensive 
price-point. 
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For a company of its size, OnCommerce has a number of impressive customers, including Chris-
tie’s and AOL Networks.  Given the nascent state Salesforce.com customers across all of the Eu-
ropean markets in general, and the German market in particular, there is ample market oppor-
tunity for OnCommerce. 

 
LogiSense 

LogiSense is a privately held, Ontario, Canada-based provider of rating and billing solutions. The 
company, headed by CEO Flavio Gomes, focuses on solutions aimed at usage monetization in in-
dustries such as telecom/VoIP, utilities, industrial, and cloud computing providers among others.  
 
The roots of LogiSense product – EngageIP, stem from a 1998 spinoff from an Ontario-based 
ISP. The core strength of Logisense product is in usage rating, mediation and billing. EngageIP 
can be deployed as a SaaS or an on-premise solution.  
 
Since its launch, the company has been largely self-sufficient and by our estimates has a head-
count of about 60 serving 40 customers in six countries. The company has also made progress in 
developing a number of OEM relationships. The business is cash-flow positive, profitable and 
growing, albeit modestly in our view given the average growth rates in the Agile Billing space.  
While the original product has been around for almost 18 years, the company has the dynamism 
of a start-up.  
 
LogiSense aims to increase its share of revenues from Agile Billing aimed at Enterprise sectors 
outside of its traditional industry focus such as telecom/VoIP and others. The company is increas-
ingly targeting the emerging IoT/M2M opportunity space – a context in which its rating and bill-
ing systems can demonstrate a differentiated performance. The speed with which the company is 
re-orienting itself towards these new markets is in our view slower than the company would like – 
partially reflecting the still evolving state of the market and partially a function of company exe-
cution.  
 
At the same time the company’s brand needs more visibility, and a clear, consistent set of mes-
sages that define the customer sweet spot and positioning. In our view LogiSense can benefit 
from value added funding that would help the company expand its management team, sales and 
marketing, build a functioning board and execute on numerous direct and channel/partner oppor-
tunities.  
 
Logisense can bring a lot of value to customers that have an overarching requirement for scala-
ble near real-time rating and billing and have an already established accounting systems infra-
structure. It has a number of customers that selected a subscription management billing solution 
that requires a real-time usage rating capability. 
 

Matrixx Software 
Based in Mountain View, CA, Matrixx Software is a venture-backed, unprofitable Agile Billing 
vendor addressing the telco/communications services provider market.  The company has raised 
approximately $34 million and counts Telstra Ventures among its backers. Founded in 2009, Ma-
trixx is comprised of many of the core team members that created Portal Software and led the 
company up to its acquisition by Oracle in 2006.  Often, but not always, teams that have had suc-
cess in the past are able to find success together in new ventures.  Clearly this group feels like it 
has unfinished business in building solutions for the communications industry. 
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Matrixx, in our view, has three unique attributes: 1) the team; 2) the technology; and 3) the ap-
proach. 
 
The problem they are trying to address is the shift to 4G and 5G networks and the demand for ag-
ile billing capabilities based on real-time charging. Matrixx identified, correctly in our view, that 
the scalability and reliability of the OSS/BSS solutions that come from network equipment pro-
viders (NEPs) is a real strength, but at a price. The penalty is that these systems tend not to be ag-
ile. As business requirements change (and change quickly), the real time billing solutions from 
the NEPs aren’t very nimble.  Conversely, the configurability and highly functionality that comes 
from the likes of Amdocs, Oracle, et al, don’t scale very well.   
 
Matrixx sees the need for a scalable, agile solution that is built on top of a scale-out commodity 
technology stack.  In our view, whether or not Matrixx succeeds is beside the point. Its approach 
– i.e., a real-time solution based on cheap components, is the right one.  Another element to the 
Matrixx approach is geographic patience.  While its engineering team is based in Silicon Valley, 
the commercial effort is focused completely outside the US. The sales and support teams are 
based in the UK, and the customer wins to date have come from Europe and Asia Pacific.  By po-
sitioning its solution as an add-on, rather than a replacement, to existing OSS/BSS solutions, Ma-
trixx is borrowing a page from the marketing playbooks of many successful SaaS vendors in other 
vertical/horizontal market segments.  
 
In spite of the modest size of its total installed base today, Matrixx should not be taken lightly. 
Based on the progress it has made in the market, even with Tier 1 operators, its clear that for-
ward-thinking customers are taking the company seriously.   

 
LogNet Systems 

Based in Leamington Spa (Birmingham), UK, LogNet Systems acquired MaxBill in 2006 and 
continues to market and develop the MaxBill solution across a variety of industries.  MaxBill was 
originally developed in 1996, and since then there have been about 70 implementations world-
wide, with approximately 20-25 active customers today.  Industries that have adopted the solution 
range from communications companies, utilities, TV and content (OTT and triple play) providers, 
municipalities, and transportation services companies.   
 
Although it claims one of the largest UK utilities as a customer, MaxBill may be best suited for ti-
er 2 and 3 utilities and broadband/content providers that seek a comprehensive, billing/customer 
service-centric solution without the financial overhead of alternative solutions. 
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NetCracker Technology 
A division of NEC, NetCracker Technology serves some of the largest telecommunications carri-
ers in the world and has revenues over $1.8 billion.  It offers a wide portfolio of deep capabilities 
for fixed line, mobile, pre-paid and postpaid telco and MVNO operators.   
 
Like other legacy telco-oriented solutions providers, NetCracker is more of a services company 
than a software business delivering packaged applications.  NetCracker does not compete in ver-
ticals outside of telecommunications, and is not considered an Agile Billing vendor. 

 
Redknee 

Headquartered in Toronto, Canada, Redknee provides real-time charging, policy, and billing solu-
tions to over 250 (predominately) telco customers around the world. The company has grown or-
ganically and via acquisition.  Its most recent acquisition was Orga Systems, which it acquired out 
of bankruptcy in 2015.  Orga brought approximately 400 employees over to Redknee, and deep-
ened Redknee’s expertise in real-time billing beyond telco environments, and bolstered its prod-
uct catalog and order management capabilities.  The Orga deal also brought several IoT-related 
customer projects, including a high-profile connected car initiative with a major German auto 
brand.   
 
While the company has been talking about its desire to enter non-telco markets in a serious way, 
actual investment dollars and dedicated resources have been lagging far behind the marketing.  
Like a few of its telco-focused competitors, Redknee has the technical depth and functional capa-
bilities packaged into a cloud product and could conceivably service IoT and M2M-oriented cus-
tomer initiatives with a viable offering. To date, the company has elected to “follow its partners” 
into the non-telco markets.   
 
Redknee is a financially viable product company.  Users with Agile Billing requirements outside 
of Redknee’s core market should view the company as a development partner, and evaluate its 
commitment and capabilities on a one-off basis. 

 
Tecnotree Corporation 

Created through the 2010 merger of 30+ year old Finnish company Tecnoman and LifeTree Con-
vergence, an Indian business founded in 2009, TecnoTree is listed on the Helsinki Nasdaq OMX 
exchange(TEM1V).  The majority of the company’s revenue come from Africa, the Middle East, 
and Latin America and is highly concentrated among two customers.  With over 1000 employees, 
the company’s sales have been relatively flat at approximately 75 million euros for several years.  
The company has been challenged to transition from a services-based operation to a provider of 
packaged software.   
 
It currently does not address the requirements outside of the telecommunications industry.   
 
Given Tecnotree’s precarious financial condition, existing Tecnotree customers should have con-
tingency plans in place, and organizations that do not have an existing investment with the com-
pany should consider alternative solutions. 
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CONFIGURE-PRICE-QUOTE (CPQ) SUPPLIERS 
 
There has been a considerable amount of hype surrounding the market for Configure-Price-Quote (“CPQ”) solu-
tions. MGI Research sees CPQ as an element in the concept of Agile Monetization Platforms.  Often CPQ func-
tionality is described as a core element of the Quote-to-Cash process.  As products, pricing plans, and offers be-
come increasingly more sophisticated, driven in part by customer demands for unique solutions, the need for a 
CPQ engine to assist the sales effort is undeniable.  CPQ solutions enable efficient pricing, quoting, and selling of 
moderate to high complexity products and solutions, and ensure the integrity of sales order capture and fulfill-
ment.  Lack of ability to correctly identify and configure components needed to fulfill a complex order directly 
impacts order provisioning and fulfillment, generates incorrect customer bills and leads to lengthy correction and 
return cycles.  
 
While configurators and CPQ solutions have been in the market for decades, the current agile CPQ market is nas-
cent, with no clear leader and the high majority of prospective user organizations having little to no automation. 
 
In the universe of modern enterprise applications, CPQ applications are relatively new, and today’s cloud-based 
solutions fit within the context of the monetization process.  The stand-alone value of CPQ solutions is unques-
tionable – however, MGI Research believes that CPQ as an individual market segment is likely to be gradually 
subsumed into broader application suites.  This consolidation has already begun, as Oracle purchased BigMa-
chines, and Salesforce.com is in the process of acquiring Steelbrick.   
 
Several CPQ vendors claim to have billing functionality and all of them will integrate and/or partner with leading 
Agile Billing solutions. Some have begun to position themselves as having a full billing solution. We would ad-
vise customers to be highly skeptical of any such claims at the present. While the synergies between billing and 
CPQ are obvious, most current CPQ suppliers are not ready to become billing experts. It is highly likely though 
that a few well-funded CPQ suppliers will attempt to broaden their product line-up by acquiring an Agile Billing 
solution, thereby bringing the necessary domain expertise into their business.   CPQ functionality is an essential 
element of an AMP.  However, users should be cautioned that the complex nature of Agile Billing and monetiza-
tion is such that vendors who start in the CPQ space and aim to incrementally build or bolt-on a billing solution 
will be gravely challenged to do so. 
 
This report is focused on the top players in the Agile Billing market.  Nonetheless, below are notes on select CPQ 
providers. 
 
Apttus 

Founded in 2006, privately held San Mateo, CA-based Apttus focuses on quote-to-cash for B2B 
customers. The solution is built around Force.com platform and addresses modules such as CPQ, 
E-Commerce, Contract Management and Revenue Management. Apttus claims over 500 custom-
ers and MGI Research estimates its SaaS revenue at over $100 million per year. The company has 
for a long time associated closely with Salesforce.com, which it counts amongst one of its four 
key investors (via Salesforce Ventures). Others include LA-based K1 Investment Management, 
Kuwait Investment Authority and a family office - Iconiq Capital. The company raised a total of 
$186 Million in 3 rounds of funding and has been talking publicly about a potential exit in 2016, - 
something which we would view as having a lower probability now, given the turmoil in equity 
markets.  
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The recent acquisition of direct competitor Steelbrick by Salesforce.com created some additional 
uncertainty about a future home for Apttus. While not impossible, an acquisition of Apttus by 
Salesforce.com at this point in time seems highly unlikely, although if Apttus remains independ-
ent in the long term such a combination could be conceivable. We see the IPO market at this point 
open only to exceptional companies (e.g. Atlassian) and a transaction with another large SaaS 
player such as Netsuite or Workday as highly unlikely.  For now, Apttus may be forced to keep 
growing organically and focus on becoming highly profitable.  It is not uncommon to find that or-
ganizations have only implemented a single module of Apttus – either contract management or 
CPQ.  This provides an opportunity for the company to extend its footprint and increase revenue 
per customer.   
 
Apttus has been increasingly trying to position itself in the subscription billing market.  Users 
evaluating Apttus should press the company on its domain expertise and ask for reference ac-
counts with similar billing requirements before considering it as a short-list candidate. 

 
Steelbrick (Salesforce.com)  

Recently acquired by Salesforce.com, Steelbrick has over 350 customers with many in the high 
tech arena. The company executive team in part hails from BigMachines – a CPQ company ac-
quired by Oracle. Just like Apttus, Steelbrick was a portfolio company of Salesforce Ventures, but 
unlike Apttus, Steelbrick had a more typical Bay Area investor based made up of traditional VC 
funds as opposed to sovereign funds and family offices. Smaller and more focused on CPQ, 
Steelbrick prior to acquisition was getting strong traction amongst high growth companies inter-
ested in agile CPQ projects.  While CPQ was not on Salesforce.com’s strategic roadmap a year 
ago, the acquisition confirms how tangible the opportunity is in this space.  We estimate that prior 
to the acquisition by SFDC, Steelbrick had revenues in the range of $20-35 million. This com-
pares with the $1 billion+ valuation of Apttus (prior to the Steelbrick deal and 2016’s drop in pri-
vate valuations).   

 
While Salesforce.com is integrating Steelbrick into its Lightning Sales Cloud, success is not a 
guarantee. CPQ products typically appeal to buying centers outside of sales – i.e. Product Man-
agement, Finance, Fulfillment, Operations – all areas that the current SFDC channel touches, but 
is not often engaged with directly. This is even truer when one looks at Steelbrick Billing product 
– a solution the company acquired in September 2015 from UK-based InvoiceIT.  Although one 
might infer from all this that SFDC will become a major player in billing, caution is recommend-
ed before jumping to seemingly obvious conclusions. InvoiceIT was an SFDC-native, light to 
medium complexity billing solution that may be a fit for small to medium sized companies aiming 
to move up from QuickBooks.  We estimate that prior to combination with Steelbrick, InvoiceIT 
had revenues of less than $2 million per year.  Based on its early exit from Oracle post the acqui-
sition of Big Machines, it is not clear that the Steelbrick team will stay at Salesforce.com – which 
calls into question how long Salesforce can hold on to the CPQ (and billing) domain expertise 
that it purchased.  The market impact of the Steelbrick-Salesforce deal is significant.   
 
The degree to which Salesforce.com hypes CPQ and billing at this year’s Dreamforce event will 
be a key indicator of its readiness to bring the combined offering to market in force over the next 
12-18 months. 
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CloudSense 
Founded in 2009, UK-based CloudSense recently entered the North American market aiming to 
replicate its early European success with Salesforce.com-based CPQ technology. CloudSense of-
fers CPQ and Order Management modules amongst others for B2B customers in Financials, High 
Tech, Telecom/Data Center Infrastructure and Media industries. The Cloudsense product comes 
in three flavors – a general purpose Commerce platform, and a Telecom and Media-focused plat-
forms. All include key components for CPQ, order and pricing management, contract manage-
ment, subscription management and e-commerce. At present it does not offer a billing solution, 
but has been partnering with a few Agile Billing suppliers.  We estimate CloudSense revenues at 
under $20 million. The company was bootstrapped from a services operation and its current in-
vestors include MMC Ventures and Hawk Investment Holding in the UK. 
 

BigMachines (Oracle) 
Founded in 2000, BigMachines represented the 2nd generation of CPQ products that grew rapidly 
during 2000s and exceeding $30Million in sales before running into economic recession head-
winds, being first acquired by Vista Equity (private equity firm) in 2010 and then sold to Oracle 
in 2013. After the Oracle transaction, most of the founders and technologists from BigMachines 
exited with some eventually investing into Steelbrick (see comments above).  
 
BigMachines will mostly appeal to organizations with an established Oracle infrastructure but 
even committed Oracle shops may find themselves challenged to get technical expertise needed 
for implementation.  
 

VENDORS OF FINANCIALS (ACCOUNTING) APPLICATIONS 
 
All of the providers of cloud-based financials applications have expressed varying degrees of commitment to de-
veloping billing and monetization capabilities beyond supporting basic invoicing for one-time product offerings.   
 
In 2016 MGI will be covering the Financials vendors with distinct 360 Ratings that encompass their total capabil-
ities, not just their agile billing offering. 
 
NetSuite  

Founded in 1998, NetSuite has become the leading provider of cloud-based business applications 
(e.g., financials, CRM, order management, ecommerce) to midsize companies and divisions of 
large enterprises.   
 
As MGI highlighted in a July 2013 research note, NetSuite’s large channel, AMP functional cov-
erage, and vertical focus give the company the potential to become a serious player in the Agile 
Billing and broader AMP markets.  To-date, NetSuite has shown an uneven commitment to 
monetization and billing in particular.  After an internal effort to develop next-generation billing 
capabilities lagged, NetSuite made, in our view, a smart acquisition of Vancouver, Canada-based 
Monexa (see MGI 360 Rating) for $35 million.  NetSuite has not publicly announced the deal and 
it has yet to articulate a clear product roadmap for modern billing or a strategy for agile monetiza-
tion, even though it has developed and acquired many of the piece-parts.   
 

http://www.mgiresearch.com/


 

MGI 360TM Ratings 
Market Ratings Report: Agile Billing Solutions 
February 25, 2016  

 

 33  
Disclaimer: Information and opinion furnished on an as is basis. No warranty, written or implied as to the accuracy of the data. Not responsible for typographical 

or reproduction errors.  Not an offering to buy or sell securities of any kind.  Does not represent investment advice in any form. 
© 2016 MGI RESEARCH, LLC www.mgiresearch.com +1 888 801 3644 

 

The company is expected to make billing and monetization a key theme at its annual user confer-
ence – SuiteWorld, which is scheduled for May 16-19, 2016. The company has six of the nine 
components of an AMP platform, and longer term, with execution, the company is poised to take 
a significant share of the Agile Billing and AMP markets.  Like its cloud-based peers, NetSuite 
applications are best suited for small to mid-size implementations.  NetSuite is releasing new rev-
enue recognition functionality, which some early adopters are already embracing.   
 
As a stand-alone agile billing engine, Monexa-NetSuite is suitable for much larger enterprises.  
For the next 12 months, users should consider the stand-alone Monexa-NetSuite product for so-
phisticated billing requirements.  NetSuite will likely engage with enterprise accounts willing to 
serve as lighthouse accounts on a one-off basis to help develop the broader NetSuite monetization 
solution developed in the NetSuite development tools. 

 
FinancialForce.com 

The company has emerged as the largest provider of financials on the Salesforce.com Force.com 
platform.  MGI believes the company is taking steps to develop more robust billing capabilities, 
and will likely start by introducing basic subscription management functionality sometime in 
2016.   
 
Committed FinancialForce.com users should press the company for a detailed roadmap, and rec-
ognize that any functionality introduced over the next 12 months will be nascent.  As such, there is 
an opportunity for early adopters to help FinancialForce.com shape its offering.   

 
Intacct 

With a focus on small to midsize businesses that are graduating from QuickBooks or looking for a 
capable set of accounting modules to replace an existing on-premise solution, Intacct has estab-
lished itself as a viable competitor in the lower end of cloud-based accounting solutions in the 
midmarket.  The company does not aggressively compete in the stand-alone billing segment.  
SMBs and midsize companies with subscription billing requirements will find best of breed solu-
tions more attractive, in spite of any integration issues.  
 
Given the increasing intensity of market forces (i.e., customer needs and competitive pressures) in 
2016, Intacct will need to either increase its development efforts on Agile Billing or make an ac-
quisition in this space to stay competitive. 

 
Rootstock 

Based in San Ramon, CA, Rootstock is the leading provider of manufacturing applications on the 
Force.com platform.  In 2015 it began building a financials and  subscription billing module.  
Rootstock has a strong team with deep manufacturing domain expertise.  For customers commit-
ted to Rootstock and the Force.com platform, the subscription billing capability may be enough, 
bearing in mind that the financials and billing functionality are nascent.    
 
Through 2016, the number of billing use cases the system can support will be relatively limited.  
Users with moderate to high billing complexity and the need to implement this year need to de-
termine where their use case(s) fit within Rootstock’s product roadmap, or they should consider a 
stand-alone Agile Billing solution. 
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Workday 
Fast-growing Workday has established itself in the HR market, and is now entering the financials 
space with over 100 customers signed to-date.  This is a company long on vision, and MGI ex-
pects that over time it will introduce Agile Billing functionality as part of its core financials offer-
ing. A more robust set of monetization capabilities may follow.   
 
However, through 2016, users dedicated to Workday will find it necessary to rely on a third-party 
provider of Agile Billing functionality.  Users considering Workday for projects commencing in 
2017 should review Workday’s roadmap while keeping in mind the limited billing expertise 
available within Workday and its partner ecosystem.   
 
For a company that prides itself on innovation, the area of Agile Billing and monetization is a 
blind-spot as Workday continues its torrid pace of growth within its existing market. 

 
 
LEGACY FINANCIALS AND ERP VENDORS 
 
Epicor, Infor, Microsoft Dynamics (all variants), Oracle (Fusion Financials + BRM), Oracle/JD Edwards 
and PeopleSoft, QAD, Sage, Unit4, et al 
 
None of the legacy ERP and stand-alone financials applications vendors has made a move in the Agile Billing 
market.  Customers of the vendors listed above, using any one of their myriad financial and/or full ERP applica-
tions, need to seek a best of breed solution when addressing the billing and monetization requirements of today.  
 
Even in the cases of the “cloud” applications being offered by this category of vendors, none has grasped the 
business requirements for Agile Billing. Existing customers of a legacy financials and/or billing solution from one 
of these vendors need to consider the time and expense associated with adapting such products for Agile Billing 
requirements and push the vendor for real-world examples of any claims. 
 
 
REVENUE RECOGNITION VENDORS 
 
While outside the scope of this report, it is worth noting that a number of MGI 360-rated vendors have revenue 
recognition functionality.  This includes, without comment to their relative strengths or weaknesses, Aria, 
goTransverse, NetSuite/Monexa, Oracle, SAP, Zuora. There is also a market for dedicated, best-of-breed revenue 
recognition applications, and it is not uncommon for organizations to select an Agile Billing solution and a rev rec 
system.  Currently only Leeyo has undergone the MGI 360 Rating process, as it is viewed as one of the market 
leaders among the best of breed SaaS solutions.  

 
This market space is unusual compared to other software sectors, in that all of the companies in the space are 
privately-held, profitable businesses, with three out of four controlled by their respective founder/CEO. 
 
Leeyo 

Founded in 2009, Santa Clara, CA-based Leeyo is the largest independent provider of revenue 
recognition solutions.  It is privately held and profitable.  The first iteration of the product was 
written in the Oracle tools (PL/SQL). The company has since developed an SAP-focused version, 
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as well as a cloud version of the software.  Some of its major clients include Symantec, Palo Alto 
Networks, and Tintri.  Leeyo’s product, RevPro, provides a complete GL Sub-ledger.  Currently 
Leeyo is the only revenue recognition vendor to have received an MGI 360 Rating. 

 
Revstream 

Redwood Shores, CA-based Revstream is a privately-held, profitable business founded in 2006.  
Like its peers, the company is transitioning from an on-premise delivery model to SaaS, and it 
boasts an impressive client list, including Activision, Intuit, and Dell, among others.  Companies 
in the gaming and digital goods industries in particular should short-list Revstream. 

 
SaaS Optics 

Headquartered in Atlanta, GA, SaaS Optics began to focus uniquely on invoicing and revenue 
recognition for subscription businesses in 2009.  The company is privately held and profitable.  
This is a capable solution for small, B2B software companies using QuickBooks and who are 
looking for invoice scheduling (“subscription management”), revenue recognition, and analytics.  
There is a deep level of integration with QuickBooks.  For this target audience, SaaS Optics is a 
strong choice. 

 
Softrax 

Founded in 1998, Canton, MA based Softrax started in the billing space and is now primarily fo-
cused on revenue recognition solutions. With over 500 deployments and approximately 100 active 
customers, Softrax is a wholly-owned subsidiary of AFS Financial Solutions and is profitable.  
Having re-platformed its solutions in the past two years, Softrax offers a multi-tenant SaaS solu-
tion, as well as an on-premise version. The company’s growth has not tracked that of its peers, in 
part due to its limited channel resources. 

 
 
SPECIALIZED DIGITAL COMMERCE/MONETIZATION SOLUTIONS 
 
Avangate 

Founded in 2006, Avangate is a privately-held company owned by Francisco Partners (a San 
Francisco-based private equity firm).  Aimed at mid-size tech companies (and divisions of larger 
tech vendors) selling digital goods, Avangate aims to provide an “all-in-one” commerce platform 
and serves as the MOR (“merchant of record”).    
 
The company recently underwent a major management shake-up, replacing the CEO and several 
members of the executive team. The Avangate solution often competes against Digital River in 
large accounts and Cleverbridge in commerce-driven evaluations.   
 
The company does not offer a stand-alone Agile Billing solution.  The best use case is a small to 
mid-size software company seeking the relative speed and simplicity of an end-to-end solution 
and willing to forgo the functional richness provided by a best of breed approach.   

 
AppDirect 

Based in San Francisco, AppDirect has raised over $245 million in six rounds of funding and is 
not profitable. With over 350 employees, AppDirect aims to be an online marketplace serving en-
terprises like IBM, Comcast, Telstra, and others who need a single commerce site to enable the 
sourcing of applications and digital goods.   
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In an era when independent software vendors no longer have a physical channel to market and 
sell their goods, AppDirect intends on offering a marketplace with a wide variety of software 
products.  At the same time, cable operators such as Comcast in the US are looking to provide 
value-add beyond bandwidth to their customers, and are looking for ways to offer content and 
software solutions via a single billing and sign-on mechanism to their B2B and B2C customers.   
 
The current offering is a compilation of capabilities developed internally and acquired via six ac-
quisitions, including jBilling, which was the commercial effort of an open source billing solution.  
With “committed long-term investors”, 2016 will be a pivotal year for AppDirect as its revenue 
model is dependent upon its customers ramping their marketplace revenues, and a mixed econom-
ic environment could shift the company’s attention from customer acquisition to deeper product 
integration/functional depth, and a path to profitability.   

 
While it does not compete in the stand-alone Agile Billing market, AppDirect is considered by or-
ganizations seeking to stand-up a “cloud store” in relatively short order.  jBilling is attractive for 
users who want to use open-source like billing components are part of their own development ef-
fort.  In the case of AppDirect, more functionally rich alternatives like Ensim exist, and offer the 
ability to deploy on-premises, as a managed service, or as a true SaaS solution. 

 
Digital River 

Headquartered in Minnetonka, MN, Digital River was taken private in February of 2015 in a 
transaction valued at approximately $840 million. As a part of its core offerings, Digital River 
provides billing capabilities.  The company spent 2015 absorbing the impact of the go-private 
transaction and re-focusing the business around its core commerce offering.  Currently the com-
pany does not compete in the stand-alone Agile Billing market.  As a commerce solution, Digital 
River is on version 15.10 and offers a proven, scalable solution that it is in the process of updating 
and re-vitalizing to meet the agile, omni-channel requirements of today. 
 
In 2016 the company expects to provide more functionality in the area of billing modalities – sub-
scriptions, usage-based, et al.  The business rationalization process it undertook in 2015 (divesti-
ture of the BlueHornet email marketing and SMB divisions) should bear fruit.  Digital River 
boasts some large globally recognized brand names as customers, including Microsoft, and the 
Samsung.com store.  It serves as the merchant of record (MoR) for nearly all its customers 
(>90%). For example, when purchasing via Samsung.com, the customer payment is processed via 
Digital River.   
 
Multi-national, B2C oriented organizations and branded manufacturers seeking to go direct to 
consumer and essentially outsource a major portion of their monetization platform (e.g., com-
merce, product catalog, merchant accounts, payments, billing, and fulfillment) should put Digital 
River on their long list of vendors to evaluate.  Users should evaluate Digital River in the context 
of its overall capabilities that support an AMP rather than evaluated for its best of breed billing 
functionality. 
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Stripe 
Headquartered in San Francisco, Stripe supplies payment management technology that now sup-
ports recurring billing. Stripe solution is more middleware and protocol stack for monetization 
online with strong mobile component. It is not a solution that would appeal to a business analyst 
or a head of accounting but can be a very agile method of getting to revenue if a company has a 
pool of development talent. Most development frameworks are supported as are international cur-
rencies, fraud management and other features associated with payment processing.  
 
Privately-held, Stripe raised over $280 Million from a mix of top tier venture funds, American 
Express and high profile angel investors such as Elon Musk, Peter Thiel and Aaron Levie.    
 
Stripe comes closest to a vision of a public cloud billing utility that any business can tap pro-
grammatically. Today, Stripe Subscription Billing capability while relatively simple can appeal to 
a wide audience of small startups world-wide. 

 
 
MEDIATION 
 
Digital Route 

Headquartered in Stockholm, Sweden, privately held Digital Route is the leader provider of medi-
ation solutions to telecommunications providers and billing companies in need of sophisticated 
mediation capabilities.  The company has a long history of profitability, and MGI estimates that it 
has about 350 customers. Its sales channels are a combination of direct sales as well as via part-
ners, notably SAP hybris billing.   

 
Other Mediation Players 

• Comptel  - Helsinki, Finland 
• LogiSense – Cambridge, Canada  - see commentary above 
• Openet  - Dublin, Ireland 

 
 
USER RECOMMENDATIONS 
 
The benefits offered by the new generation of vendors far outweigh the risks  

 
Faster time to implement, greater flexibility for the business, and often a better fit are among the 
major benefits.  Whereas projects to implement/develop billing solutions used to take months or 
years, these solutions can be up and live in months or even a few short weeks.  Some mid to 
large-size organizations still prefer to develop their own, or create custom extensions to their core 
financials/ERP system.  However, the domain expertise that is accruing within these next genera-
tion solutions makes a “build it yourself” approach risky and likely to leave users disappointed 
over time, especially given the pace of innovation delivered by these vendors. For all but the most 
technically driven companies, an off-the-shelf solution is recommended, especially when the pro-
ject has a compressed schedule. 

 
Pricing and licensing models for billing software solutions vary and are in flux 
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Some vendors offer traditional license and maintenance fee structures, while others charge per or-
der and/or fees based on the revenues of the organization or the transaction volume.  Additional 
charges may include: one-time set up fees, monthly minimum fees, and more.  Users should not 
leave negotiation of license models and fees to the end of the selection process – rather, price and 
license fee negotiations should be integral to the evaluation process of the final two or three ven-
dors. Careful planning and modeling needs to be done to understand what the true costs of the so-
lution will be over time.  Several vendors have raised prices and/or changed their pricing models 
in the past two years.  Users making mid to long-term commitment to a particular solution are ad-
vised to lock-in prices and license terms to avoid budget surprises later.  Based on precedent, the 
easiest to understand license models that are predictable for users end up being the most widely 
adopted.  Given the immature nature of this market and the intense pressure on vendors to cap-
ture brand name logos and demonstrate growth, users are reminded of the scope for price dis-
counts and heavily negotiated contract terms and conditions. 

 
 
Users making strategic decisions should align themselves with vendors taking the long-view.  
 

Currently, a number of the vendors have oriented their marketing messages and positioning to-
wards subscription billing, in large part due to the awareness for recurring revenue management 
created by Zuora. In our view, the opportunity for billing solutions extends far beyond subscrip-
tion, although subscription does represent a very large market opportunity.  As organizations of 
all sizes innovate and offer novel ways of packaging their products and services, the need for 
modern billing engines and monetization capabilities will increase significantly. Further, long-
term leadership in this market is uncertain.  As the marketplace matures, the notion of integrated 
subscription management – a holistic approach that allows a business user to completely manage 
the “subscription relationship”, is likely to become an expected norm in monetization.  
 

Vendor viability: financial health and ownership matter.   
 

The venture capital backed companies will all be seeking an exit – particularly those who re-
ceived first funding (or were re-capitalized) five or more years ago.  Further consolidation is also 
likely.  Vendors competing in the $20 billion market for complex customer and billing manage-
ment solutions all need to either re-architect and re-write their offerings or acquire next generation 
solutions.  Further, the digital payments and ecommerce markets could logically extend into this 
space – and buy their way in.  Core financials vendors from Intuit on the low end all the way up 
to Oracle and SAP could be potential acquirers.  
 
We’re likely to see more acquisitions in the next 12-18 months, causing some level of pain for 
many organizations. In this context, a profitable, but slower growing vendors which are majority 
owned by the team running the business can be a better long-term option than some of the ven-
ture-backed, high-growth companies that are operating at a loss. It is common for venture capital 
firms to replace the management teams of under-performing companies. Invariably this leads to 
customer dislocations.  The MGI 360 Ratings methodology analyzes company ownership, opera-
tional track record, and management – we strongly encourage users to do the same. 
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Successful projects start with vendor evaluations based on well-defined requirements.   
 

Typically this translates into defining 10-15 use-case scenarios to measure the fit of each short-
listed vendor.  Even the most simple of implementations will find differences among the vendors 
based on the level of technical proficiency and existing applications environment of the user or-
ganization. Further, it’s not unusual to under-estimate implementation timing and budgets – hav-
ing a realistic implementation plan and avoiding scope shift/creep are recommended.  Faced with 
high growth, vendors are resource constrained, and projects that drift tend to get staffed by the 
average professional services consultants – not the best ones.  Well-defined requirements lead to 
better product evaluations and faster, more successful implementations.   

 
A healthy vendor relationship is vital.   
 

Users should not expect vendors to accede to all requests for functional enhancements. In fact, a 
vendor’s ability to decline a customer’s demand may be an indication of the vendor’s business 
discipline – which is helpful in ensuring the vendor’s long-term viability. Thanks to well defined 
and published APIs and use of integration tools like Dell Boomi, Jitterbit and MuleSoft (among 
others), users can develop custom functionality that is relatively easy to integrate and maintain as 
the vendor’s code base progresses. This benefits both users and vendors. 

 
Recognize the trade-off between rapid implementation and depth of functionality/customization.  
 

Users with tight project deadlines will likely not be able to cover 100% - or even 90% - of the fea-
ture/function needs.   Organizations with well-defined and prioritized requirements will be more 
successful.  Recognizing that the go-live date is not an end unto itself, but one step in the billing 
journey is worth mentioning.  Successful projects tend to underscore the need for continuous 
functional enhancements post going live. 

 
Additional Information 
 
MGI 360 Ratings are updated continuously.  MGI 360 subscribers making purchasing decisions or evaluating 
their current suppliers are strongly recommended to call for the most current ratings and market analysis.  For ad-
ditional information, contact MGI Research at +1 888 801-3644 and via email at MGI360@mgiresearch.com. 
MGI 360 and MGI 360 Ratings are registered trademarks of MGI Research, LLC. 
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APPENDIX A - Select Requirements for Billing Management Systems 
 

1. Customer provisioning/Account activation 
2. Charge classes and types 
3. Usage tracking/rating/metering 
4. Activity-based pricing/billing 
5. Subscription/recurring payments 
6. Special cases and one-offs 
7. Multi-lingual, multi-currency, multi-jurisdictions 
8. Invoicing (calculation, presentment, collection, remittance, reconciliation) 
9. Pre-paid, post-paid, flat-fee, variable and estimated models 
10. Product/services catalog 
11. Bundling scenarios – tiered, bracketed 
12. Returns 
13. Warranty handling 
14. Optimization models by payment type/timing 
15. Credit card handling (notice of upcoming payment, failed card management) 
16. Reporting  
17. Analytics 
18. Multi-party auditing 
19. Promotions, Discounting, Rebates (by amount, by volume, by period, by customer class) 
20. Modern APIs, standard integrations with common financials and ERP packages and integration suites 

(e.g., Dell Boomi) 
21. Integration with sales commission planning and execution 
22. Integration with CRM and Customer support solutions 
23. Integration with payment processing solutions 
24. Compliance – PCI and SSAE/16, industry specific 
25. Revenue recognition compliance – AICPA, EITF, FASB, SEC, GAAP, SOX, IFRS 
26. Partner and affiliate billing/remuneration/auditability 
27. Taxes and tariffs 
28. Customer and user groups - flexibility 
29. Scalability demanded over time – current and future volume considerations 
30. Extensibility of the vendor’s data model 
31. Degree of complexity of the business 
32. Integration requirements 
33. Business agility vs. depth of functionality/complexity of billing scenarios 
34. Deployment flexibility: on-premise, hosted, vendor managed-hosting, SaaS 
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APPENDIX B - Solutions for start-ups and companies with basic recurring revenue/subscription busi-
nesses: 
 

1. Zuora 
2. Recurly 
3. Fusebill 
4. Chargify 
5. ChargeBee 
6. CheddarGetter 
7. Early Impact, Inc. / SubscriptionBridge 
8. PaySimple 
9. SaaSy/FastSpring 
10. Stripe – offers an API stack for most development frameworks, acts as monetization middleware 
11. Payolee 
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APPENDIX C - About MGI 360 Ratings 
 
MGI 360 is a comprehensive company evaluation and rating methodology that scores companies on a scale of 1 to 
100 (100=Best) in a specific market. Additionally, analysts assign an outlook for each company: 
 

• Positive - we expect company prospects to improve  
• Negative - we expect company prospects to decline 
• Neutral - we expect company prospects to remain unchanged 
• Under Review – no opinion is formed as of yet 

 
MGI 360 Ratings and analyst outlook are compiled for a specific market. When a sufficient number of companies 
in a given market are rated, a Market Rating Report is published to reflect peer group average scores. 
 
MGI 360 Ratings imposes the same evaluation standard on each rated company - public or private, large or small 
– all are held to the same exact standard. Although ratings are comparable across markets to an extent, the numer-
ical scores provided by MGI 360 are the most applicable within a given market. The overall score is comprised of 
five equally weighted major categories that account for up to 20 points in the following areas: 
 

• Product – Product Breadth & Depth/Implementation/Support 

• Management -- Management Team/Board of Directors/Overall Company Talent 

• Strategy -- Strategy and Marketing 

• Sales -- Sales and Distribution Channels 

• Finances -- Financial Health 

A company with a high score in each of the above categories will be a firm whose products are positioned to dom-
inate their sector, whose management has the relevant experience and track record for success, whose strategy is 
scalable and realistic, that has the sales channels with the right focus and size to generate success in the market-
place and who is sufficiently healthy financially to support its customers, invest into products, and withstand eco-
nomic adversity.  
 
Each of five major categories is divided into 5 to 7 sub-categories and then into 3-10 inputs. In total the overall 
MGI 360 Rating score is comprised of over 147 unique data points.  In addition to referencing the overall rating, 
users should consider the individual category ratings as well.  For example, users making a tactical purchase may 
be less concerned with the Finances score, and more interested in comparing Product scores. Conversely, for a 
strategic purchase in which considerable internal resources will be dedicated, users may place more emphasis on 
the financial viability and management team scores with the understanding that the user will be working collabo-
ratively with the vendor to craft a unique solution thereby rendering the current product score less meaningful to 
the decision criteria. 
 
The ratings process is highly structured and curated by MGI Research senior analysts. Vendors do not pay to re-
ceive a rating. The MGI Ratings team typically interviews supplier company management and in some cases 
reaches board members and/or key investors as part of the process. During these interviews, MGI analysts follow 
a highly structured set of standard questions, with the answers then translated into specific scores in each evalua-
tion area. The ratings team also interviews customers and partners and solicits inputs from a variety of industry 
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sources not provided by the company. The MGI 360 Ratings teams are comprised of analysts with high level of 
experience in technology business and typically with a prior track record of at least 20+ years as an IT practition-
er, industry analyst or an IT executive. 
 
The 360 Ratings process is continuous and the results are updated on an on-going basis as new information about 
a supplier company becomes available. A company that operates in several markets is likely to have individual 
ratings for each market covered by MGI Research.  
 
MGI 360 Ratings help IT organizations make more informed purchasing and strategy decisions for new and exist-
ing technology suppliers, minimize risks, save money, and save time. MGI 360 provides concrete scores that 
clearly demonstrate differences amongst suppliers.  
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