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● Owner of TapRun, LLC (TapRun.com)

● "Wrote the book on software pricing"

● MBA / MSE

About Me (Adam Juda)



Two Questions









Pricing Low





$1,000 / hr $1 / hr



No Enterprise Option







Bad Tier Names



Progressive Naming (Traditional)



Progressive Naming (Creative)



Progressive Naming (Boring)



User Focused



User Focused (w/ Lightning)



Progressive 39%

User Focused 18%

Misc. 42%

Popularity of Naming Systems







Synonyms!





Using the Effort Heuristic







$2,499 per post

$3,750 in options



$2,500 for "Top Spot"

select * from jobs order by topspot;



$1,200 for "Featured" 

$color = $featured ? 'yellow' : 'white';



Decreasing Unit Price
as Volume Rises





$99 / 1 user 



$99 / 99,000 users 



$99 / 99,000 users

0.1 ￠ / user





Oh, and we get 15% off 
for paying a year in 

advance!



0.1 ￠ / user
            - 15%

-------------------------
0.085 ￠ / user





20￠ / GB 10￠ / GB



Add more value!

● HIPAA compliance
● Uptime guarantees
● Data insurance
● Better support
● Decreased latency





Poor Tier Differentiation















Unnecessary Decision Making





Forcing Unneeded Decisions









http://example.com/?plan=pro



Pushing the
Least Profitable Option























The "Unchunkable"



200 Additional Reports

Software Themes

Powerful Dashboard



Frontloading Value



Pro Teams Ent.



Pro Teams Ent.

Features 9 11 17



"Core" Features

● Books
● Video Courses
● Audiobooks
● Conference Talks
● Rough Cuts (draft editions of books)
● Custom Tutorials



"Filler" Features

● Single Sign-on
● Direct Billing Options
● Ability To Reassign Licenses
● Group Self-Registration



Pro Teams Ent.

Features 9 11 17

"Core" 
Features

5 5 6



https://TapRun.com/examples/safari/



Freemium





7+ million results!
Removing freemium plan



● Staff
● Resources
● Cannibalization
● Marketing to non-targets

Freemium costs include...



What do you call a 
customer on a free tier?



Primary value from freemium

● Users convert
● Users attract others who 

convert



Limit freemium plans by...

● Guilt (nagware)
● Content
● Functionality
● Time
● User count
● Licensing



Decoy Pricing



Same Price!!



Same 
Price!!



Same 
Price!!



Features vs Benefits



Features = Your Product

Benefits = Your Users



CSAT surveys?
Unlimited 
light agents?

Data center 
location?





copyblogger.com/benefits-not-features
July 2016

"One of the most repeated 
rules of writing compelling 
copy is to stress benefits, not 
features."



Podcasting tools?
Blogging tools?

A/B testing 
tools?





Bonus: No Goal



Goal Businesses
Maximize profits Established companies

Penetrate a market Well-funded businesses entering new markets

Saturate a market Dominant firms

Maximize liquidity Firms with limited financial runway 
(bootstrapped firms or firms that are losing 
money)

Maximize goodwill Companies producing ancillary items or looking to 
build their reputations



What people think I did...



What I really did...



For More Information:

● Adam Juda

● adam@TapRun.com

● https://TapRun.com

 





Platinum   $10,000

Gold          $5,000



Platinum   $10,000
Diamond   $9,999 
Gold          $5,000

Decoy!



Platinum   $10,000
Diamond   $9,999 
Gold          $5,000



Platinum   $10,000
Diamond   $9,999 



Platinum   $10,000
Diamond   $9,999 


