
Adoopting Agile Billing 
Powers Business Innovation



Executive Overview:
Progressive businesses are continually pursuing new business models to increase revenue 
and improve their market position. To test and implement these models requires agile 
business processes, including billing systems that can be rapidly adapted to accommo-
date new products, services, and pricing. Customer expectations and market pressures are 
driving many businesses to adopt subscription-based revenue and pay-as-you-go revenue 
strategies, but legacy billing technology continues to hamper new revenue models. With-
out easily adaptable and scalable revenue management systems, businesses are reluctant 
to try more innovative pricing models that improve customer satisfaction, selection and 
loyalty and increase revenue.

Migration to Subscription and Recurring Revenue
Subscription sales and recurring revenue continue to grow in popularity to meet consumer 
demand. Both B2B and B2C businesses have had to adapt their business models to ac-
commodate consumption-driven sales and pricing.

The software industry has been using subscription sales for some time. Where enterprise 
software was typically sold as an annual per-user license, cloud technology now makes it 
possible to offer self-service subscription software. Whether it’s goods or services, offer-
ing subscription pricing or a consumption-based sales model lowers the barriers to entry 
and increases the customer base, making it easier to for individuals or departments to 
purchase a license that fits into the monthly budget without having to get approvals for an 
annual contract fee or license. It also makes good business sense for vendors since it gives 
suppliers a more predictable source of monthly revenue.

In consumer sales, new direct-to-consumer services also are driving subscription revenue 
businesses. New subscription offerings for consumer goods from startups such as Quip, 
the Dollar Shave Club, Ipsy, Home Chef, and Barkbox are growing in popularity. Amazon 
has demonstrated that offering premium subscription services such as Prime are growing 
in popularity with consumers and offer a reliable source of recurring revenue. Smart meter-
ing services are driving usage-based revenue models as well. For example, energy com-
panies charge for usage, including different rates for peak times, renewable energy usage, 
and other variables. Ridesharing services such as Lyft and Uber charge based on distance 
traveled as measured by your smartphone’s GPS. Streaming media services charge using a 
mix of subscription fees, usage fees for special offers such as movie rentals, and data us-
age. Even car insurance companies are offering usage/driver behavior-based pricing.
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Research shows more businesses embracing subscription pricing and 
recurring revenue models:

IDC predicts that by 2022,
53 percent of all software revenue 
will be from subscriptions.

A study by Convergence Research Group shows 
that 34 percent of American households  won’t have 
traditional TV subscriptions, opting instead for OTT 
(over the top) streaming media services.

    In a survey of  
    504 business  
    leaders, 
    70 percent 
said that recurring revenue and 
subscription revenue models are 
the key to commercial growth.

CFO Research reports that 53 
percent of organizations surveyed  
indicated 40 percent of their 
revenue was recurring.

Of those businesses with recurring revenue 
models, 48 percent reported struggling with 
accounting and reporting issues.

34%

48%

53%

53%

70%
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The Limitations of Legacy Pricing Technology

Outdated back-office financial systems don’t adapt well to agile billing. 
Legacy Enterprise Resource Planning (ERP) and Accounting Systems 
are designed to handle simple billing and revenue recognition. They 
just can’t handle the complexities of subscriptions, varying recurrence 
cycles, service bundles, sophisticated discounting strategies, and 
consumption-based services. There are too many potential variables.

ERP

The rigidity of legacy billing software and financials makes it harder to 
modify and add new products and services. Most legacy billing systems 
are structured to handle individual items with set prices using separate 

system identifiers (i.e., the SKU paradigm). Each pricing variation requires 
a unique identifier or SKU to be added to the system, so every product 

bundle or pricing variation becomes a new catalog entry with its own 
SKU, which quickly becomes cumbersome and difficult to manage.

SKU

A byproduct of SKU-based product catalogs is the need for Subject 
Matter Experts (SMEs) to manage pricing and how long it can take 
them to make simple changes. Product managers or other middle 
managers are usually required to conduct a competitive and current 
production analysis and establish new product pricing. Requiring 
SMEs to oversee billing adds overhead and impedes agility and 
scalability for new product introductions and pricing models.

SME

Agile monetization uses a different pricing approach. For example, software-
as-a-service (SaaS) uses a more flexible product catalog that is designed 

to accommodate services as consumables. Pricing models usually include 
multiple recurrence cycles (e.g. daily, weekly, monthly, annually), different 

currencies, and consumption-based services. The SaaS approach eliminates 
the need for an expanding number of SKUs for each product, billing cycle, and 
currency combination. It also minimizes the need for SMEs, making it easier to 

experiment with new product packaging and pricing strategies.
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To take advantage of agile monetization, more organizations are embracing SaaS billing 
and financial services that can accommodate various pricing and billing models. However, 
SaaS-based billing has to be compatible with other legacy financial systems and business 
workflows. Not all cloud-based applications are adaptable and easy to integrate. Choosing 
the wrong SaaS platform for financials and billing could lead to a dead-end and limit agility 
and scalability.

To overcome the limitations of legacy financial and billing systems, organizations are adopt-
ing SaaS platforms that have proven infrastructure compatibility and put pricing and billing 
in the hands of business management rather than SMEs. Including pricing and billing as 
part of product development makes it easier to try new business models while ensuring 
accurate billing and revenue recognition.

Enabling New Business Models with Agile Billing
 
Rather than upgrading or retrofitting legacy billing systems, more organizations are migrat-
ing to native cloud intelligent billing platforms that are scalable, integrate with other busi-
ness systems, and promote agile billing. 

Of course, pricing has always been a part of the product strategy. Determining the average 
sell price, production margins, and competitive pricing is naturally part of any new prod-
uct effort. What’s new is having the ability to explore new pricing options. It’s one thing to 
assess production costs and project pricing as a SKU. It’s something different if you plan to 
adopt subscription or consumption-based pricing. 

Including an agile billing strategy that can be easily updated offers many advantages:

• It makes it easier to test new pricing models, including discounts, bundles, 
tiered pricing, and other revenue strategies.

• It shortens time to market. Using an agile billing model reduces setup time 
for pricing and billing and eliminates the need for SMEs.

• It enables the ability to track real-time usage for accurate billing. To 
support consumption-based billing, using an agile billing engine allows 
you to precisely measure and share consumption across accounts or users, 
which not only enables accurate billing but generates data for analytics 
such as predictive modeling.

• It enables changing of pricing on the fly. Using an agile billing platform 
makes it easier to modify fees, which can be a true competitive advantage.

• It puts billing in the hands of business stakeholders. By applying billing 
support as an independent agile process, pricing becomes a business 
decision rather than an engineering-driven decision. 
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Implementing Agile Monetization

Using a native cloud system for billing also makes it easier to 
integrate with backend business systems such as CRM, ERP, 
and supply-chain management. Integration with CRM and 
ERP systems, for example, helps track services and billing to 
handle functions such as converting trials to paid subscriptions or 
updating the sale of service bundles. Integration allows you to mix 
and match operational components and test different models in an end-
to-end workflow that accounts for all business systems.

As technology continues to simplify the introduction of new products and new business 
models you can be sure that companies will abandon legacy systems that impede 
innovation. Outmoded billing and financial software can’t keep pace with new business 
models, and those companies that recognize the potential from products and services that 
generate recurring revenue will migrate to cloud-based billing platforms that offer agility 
and scalability.

Tomorrow’s successful businesses will be built on foundational blocks that can be arranged 
into business systems that offer both flexible pricing and accurate billing. Thanks to new 
SaaS billing solutions, those building blocks can be arranged and assembled in the cloud 
in multiple combinations that drive new revenue models. Having the ability to experiment 
with new business offerings without having to rebuild the backend infrastructure is the best 
way to power innovation.
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Companies that have started to successfully adopt agile 
monetization have found it best to leave legacy billing 
systems behind. Instead, they have migrated to native cloud 
billing systems that give them agility and scalability without 
delays due to having to reprogram financial systems.

Migrating to a more agile monetization platform:
• Simplifies the implementation of recurring 

revenue business models. 
• Eliminates the need for SMEs and specialized 

expertise to manage pricing models.
The purpose of adopting an agile monetization 
model is to automate pricing and billing 
strategies, allowing business executives to 
adapt pricing as needed without requiring 
engineers to modify back-office billing systems.

Adopting an agile monetization strategy 
also makes it possible to perform “what 
if” scenarios to test various business and 
pricing models. Using a native cloud 
billing platform makes it easier to adjust 
parameters without reprogramming the system. It also allows the use of a rule-based 
rating engine that automates calculations for consumption-based services, eliminating 
the errors that come with manual data entry. Billing can be incorporated into an 
automated business workflow to handle invoice generation, payments, payment retries, 
dunning, and revenue recognition.



By standardizing on Gotransverse as a cloud-native intelligent billing platform, QSC has 
access to all the features needed for accurate, scalable subscription billing. Integration into 
the existing hardware database makes it possible to match software licenses to a hardware 
purchase. And integration with other back-office systems simplifies accounting, including 
revenue recognition, currency conversion, revenue sharing, and taxation.

As QSC’s global enterprise software business continues to grow, adding new software 
products with subscription pricing will be easy. Gotransverse intelligent billing system 
simplifies adding new products and product bundles, and it integrates with QSC’s existing 
technology stack to manage licensing, handle revenue recognition, and integrate billing 
business processes.

• Matching software licenses to hardware purchases
• Converting free trials to paid subscriptions
• Managing software subscriptions through channel 

partners, including revenue sharing
• Handling internalization, including converting invoices 

to local templates and regional currencies
• Integrating with other financial platforms to handle 

administration, including sales tax and VAT

Agile Monetization in Action
Launching a New Subscription Software Product for AV Hardware Management

QSC is one of the world’s leading manufacturers of immersive audio and video technology, 
providing high-performance AV components such as loudspeakers, amplifiers, digital 
mixers, and audio processors for use in movie theaters, conference centers, theme parks, 
and businesses. Historically a hardware company, QSC continues to innovate and expand 
its digital AV ecosystem. Its newest product marks a departure for the company with the 
addition of a software package for remote monitoring and management of digital AV 
devices. The introduction of QSC’s Q-SYS™ Reflect Enterprise Manager is the company’s 
first software offering and its first product sold as a subscription.

When QSC decided to develop its Q-SYS Reflect Enterprise Manager software they 
modeled pricing after other enterprise software solutions. However, rather than offering 
a per-user license, QSC priced software licensing according to the number of devices 
being managed. The company offered three different licensing tiers – Basic, Standard, 
and Professional – with different levels of monitoring and troubleshooting capability. To 
encourage adoption, the base software was offered to customers free of charge with 
additional monthly fees for value-added features.

To accurately bill customers, QSC had to develope a 
billing system that could accommodate various criteria:
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Signs You Need an Agile Monetization Platform 

If you are still not sure that agile monetization can help your business, here are some 
telltales that indicate you might consider an intelligent billing platform for your 
organization:

1.  Your pricing model requires a billing expert to make any changes.
 d

2.  You are unable to launch new offerings in less than six months, largely because  
 of business system integration.Your existing finance and billing systems are  
 already stretched to capacity. 

3.  Your revenue leakage is too high – all businesses can expect to lose between 2  
 and 5 percent to operational holes. 

4.  You are selling or shipping the wrong products or configurations to customers.
5.  You have ongoing invoice disputes with customers, including a high   

 percentage of re-bills.
6.  Your sales productivity is being consumed by customer billing issues.
7.  You are still using Excel spreadsheets to handle billing, revenue recognition,  

 and related tasks.
8.  Your finance and billing system runs across several platforms so there is no  

 “single source of truth” (SSOT).
9.  You are suffering from SKU sprawl, selling the same item in different    

 configurations, using different currencies, different payment schedules, each  
 with its own product identifier.

10.  You have unhappy customers due to a lack of transparency and clarity with  
 invoices.

11.  You are managing many “one-off” deals, each with different terms and tiers.
12.  You have lengthy financial closings and need to cut the time-to-close.
13.  Your Revenue Recognition processes are difficult and time consuming to                                               

 configure and support
14.  You don’t have a central repository to track contract terms and conditions.
15.  You don’t have one master price list or a single master catalog.
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REQUEST DEMO

https://gotransverse.com
https://billing.gotransverse.com/demo.html

