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How you charge is as important as how much you charge. 
And when you’re just starting out, figuring out how much to 
charge isn’t easy either. 

The most primitive way to charge, of course, is to add an 
additional cost on top of how much it costs to provide the 
service. This is called cost-plus pricing and is barely 
functional in the SaaS and Services realm. Here’s why: what 
happens when you’ve identified a marketing channel that 
works for you and you want to increase your spend on it? 
What happens when there’s a new hire? Your costs are 
bound to continually increase, and it’s hard to tune your 
pricing proportionally along with it.

Then, there’s competitor-based pricing. From spending a 
couple of minutes on your competitor’s pricing page, you 
can get a ballpark figure of how much you should price your 
product. The logic behind it, is that if a customer is willing 
to spend $400 on a similar product, they should be willing 
to spend the same (if not more) on a better product, right? 
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https://www.chargebee.com/docs/plans.html




https://support.chargebee.com/a/solutions/articles/220160








Fictitious Scenario: ManageWiz, a product management 
tool for businesses, offers licenses for small and large 
teams at flexible prices. The final charge will depend on the 
per unit price defined for the corresponding license's tier.

Case 1: For a subscription created with just 10 units in the 
above pricing scenario, an invoice will be generated for 
$150 (10 x 15$)

Case 2: For a subscription created with 50 units, an invoice 
will be generated for a total cost of 490$

The breakdown of the charges can be understood like this: 
(20 x 15$) + (5x 10$) + (5 x 8$) + (20 x 5$)
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Chargebee has the power to take you tiers, volumes 

and stair-steps closer to flexible pricing. With 

complete freedom to combine and permute different 

pricing models for Plans and Addons, if there’s a 

pricing model you have in mind - Chargebee lets you 

realize it. Here’s how you do it →

https://www.chargebee.com/docs/plans.html#pricing-attributes




https://www.chargebee.com/docs/metered_billing.html




https://www.chargebee.com/docs/price-override.html






https://www.chargebee.com/docs/addons.html




https://www.chargebee.com/docs/plans.html#setup-cost
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https://www.chargebee.com/docs/checkout-v3.html




















Pin down on how 
often you want to bill 
your customers

Chapter 2







Non-Saas equivalents tend to veer from the traditional 

monthly and annual billing. They even have billing frequencies 

set for every 45 days, once every 2 weeks, etc. depending on 

the business type. 
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https://www.chargebee.com/docs/plans.html#billing-attributes
https://www.chargebee.com/docs/calendar-billing.html
https://www.chargebee.com/docs/calendar-billing.html


Sell to local and global 
markets with multiple 
currencies

Chapter 3





https://www.chargebee.com/docs/gateway_settings.html#smart-routing






Trials, and the 
tribulations of finding 
the perfect strategy 
that works for you

Chapter 4



Trial Strategies
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https://support.chargebee.com/a/solutions/articles/227885






https://support.chargebee.com/a/solutions/articles/134327






You can create a trial when you create a plan for a product/
service that has a trial period.









Conclusion 

The interplay between understanding what your customer 

needs, getting acquisition channels right, and setting up 

a scalable (and optimized) monetization system is not 

one that you can easily grasp - it takes consistent and 

deliberate thought, testing, and tweaking. 

But nailing that interplay is how winning businesses 

torpedo the rest. 

The first step to getting there is building a sturdy 

foundation, to assimilate the basics of how each of the 

above factors operate. And this guide hopefully gave you 

just the right launchpad to do that. 

If you found value in this guide, and are itching to learn 

more about how to join the league of winning businesses, 

let us know by writing to launch@chargebee.com. We'd 

be more than excited to accompany you on your growth 

journey. 
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How Australia-based Drawboard 
expanded globally to new 
markets using Chargebee

Drawboard’s subscription product, Bullclip, leverages 
Chargebee from acquisition to collecting recurring 

revenue and achieving a global scale.

Easier and collaborative PDF markup 
software for design, construction, and 

document-heavy industries.



Tool Stack
Finance

Sales & Marketing

Operations

Analytics

Success

Pin Payments, Chargebee, Xero

Intercom, HubSpot, Vero, 
Facebook, Google Ads, 
Adroll, LinkedIn

Slack, Zapier, Google Apps

Segment, Amplitude, Google 
Analytics, Intercom

Zendesk, Uservoice

The Problem

The Solution

Drawboard’s suite comprises of two products. Drawboard 
PDF is based around single-user PDF markup and is a top 
productivity app on the Microsoft Store. Bullclip, on the 
other hand, is a central platform for design review, where 
some of the largest architecture and engineering firms in 
the world markup, discuss and track changes in real-time. 
While Drawboard PDF uses Microsoft’s subscription service, 
it was a classic case of build vs buy for Bullclip. Building the 
billing architecture was likely to have an impact on Bullclip’s 
launch — they concluded at the time that a significant 
portion of their time would be spent on building the billing 
platform rather than actually building the product. There 
were clear legacy and tech debt decisions that came into 
play here.



In Nathan’s words, “For example, we're currently getting to 
the point where we want to build out our custom internal 
licensing dashboard internally for our SaaS team as it grows. 
But until now, we have been able to rely on a third-party 
platform for this. Simply, our IP is not billing, our IP is not a 
sales dashboard. Our IP is our value prop in Drawboard 
products, and so we focus our 16 engineers on that. Not the 
things that somebody else like Chargebee does better.”

After evaluating Chargebee against Recurly, Chargify, and 
Zoho to handle their billing component for Drawboard, and 
even considering building it within Salesforce, the team 
decided to go for Chargebee as the choice of solution for 
four main reasons:

 Chargebee showed promise in terms of managing 
licensing because of its well-thought-out API structur

 Every use case that they could come up for the present 
and future was handled by Chargebee — including billing 
models, pricing models, and offline payment methods

 The freemium plan offered by Chargebee helped them 
focus on scaling their business across different 
channels, rather than worry about payments at their early 
stage.
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 The Chargebee dashboard was an excellent interface for 
the sales team to manage licenses from.



Nathan says it better — “We felt confident in scaling with 
Chargebee for the foreseeable future. It’s been four years 
with Chargebee. We're now expanding how we use 
Chargebee, but I don't see us moving off Chargebee for the 
next several years just because it's just so well considered in 
the way that it's been designed for a use case like ours.”


 PCI & GDPR Compliance: With Chargebee’s PCI 
compliance, Drawboard opted to use the self-service 
portal for users to manage their own subscriptions and 
payment information. Similarly, scaling to Europe meant 
Drawboard needed to be GDPR-compliant with how 
they handle their customer data. Having a trusted third-
party vendor like Chargebee ease PCI & GDPR 
compliance was a game-changer according to 
Drawboard.

 Managing changing billing and pricing structures: With 
Chargebee’s flat pricing as well as per-user pricing 
capability, the ability to prorate charges based on when 
their customer signs up as well as accounting for the 
prorated amount, Drawboard’s billing complexities was 
significantly abstracted. It also allowed Drawboard to 
scale confidently, knowing they can iterate how they bill 
or price their customers

 Global-scale with global payments: As a business 
catering to different geographies, a portion of 
Drawboard’s customers prefer paying via wire transfer 
along with card payments. With Chargebee’s multi-
currency support, the team was able to have ‘local 
financial representation’, that allowed for transfers across 
borders far easier.


www.chargebee.com
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It just comes down to 
numbers. The big thing for 
a billing platform is not just 
about building, but also 
maintaining. If our cloud 
engineers are going to be 
building, maintaining, and 
expanding what our billing 
architecture looks like 
internally, then they're not 
focused on scaling our 
core value prop. And if 
they’re not building the 
product then we need to 
hire someone else to do 
that. Or we could pay 
Chargebee $5,000 a year. 
It's just a numbers game if 
that's the way it works out.

Nathan Field, 
Head of Marketing, 

Drawboard
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Speak with our product expert today. 

www.chargebee.com
Lemon Ave #1537 Walnut CA,  91789, USA

 Revenue Recovery with Smart Dunning: Chargebee’s 
dunning allows easy follow-ups for overdue payments 
for Drawboard with smart retries in conjunction with 
relevant follow-up emails. What made this capability 
better was extending to offline payments as well

 Flexibility and Ease of use: Chargebee abstracts 
complexity for Nathan’s team by easing the 
configurations on the interface and usage of Chargebee 
across a plethora of use-cases. The clear 
documentation also helped a great deal in 
understanding Chargebee as a product, making it easier 
for Nathan to be a knowledge expert. He justifies this by 
saying, “I can be the knowledge expert for Chargebee 
without having an extensive software engineering 
background. I was totally able to own the process of 
rolling it out in our company.”

Interested in exploring Chargebee?
Let’s get started today. 

Schedule a demo



How Chargebee Helped Fishburners 
Solve Their Growing Pains

And Saves Them 32 Hours/Month 
of Manual Accounting Work

Fishburners is Australia’s largest coworking community for 
technology in Sydney, Brisbane, and Shanghai, that hosts over 

300+ companies and 700+ members.
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“We now have more time to do financial analysis and make 
strategic business decisions. With Chargebee, less time is spent 
punching in numbers and more time spent is on the big picture”



Fishburners spent almost 8 hours a week on manual 
accounting work. Managing their fast-growing subscriptions 
in multiple geographies wasn’t seamless either.

The finance team had to manually reconcile the invoices 
and the payment gateway data, which didn't allow them to 
focus on financial analysis and other pressing problems. 

The customer success team used the accounting system to 
access customers' subscription information, which isn’t 
built for subscription management in the first place.

Chargebee’s integration with Xero retained most of their 
existing processes without disrupting the workflow and 
automated their reconciliation with a simple plug-in.

The simple and intuitive UI, along with the built-in 
customer portal gives Fishburners’ customers the freedom 
of self-service to access, edit, and pause their 
subscriptions.

The role-based access helps the customer service team 
access subscription information directly from the billing 
system.

The finance and accounting teams now save up to 32 hours 
of manual accounting every month.

Chargebee’s effortless payment gateway integration, multi-
currency support, and tax-supported invoicing enables 
them to run their finance operations on auto-pilot.

With the smart dunning system, Fishburners prevents 
potential revenue loss from payment failures, improves 
their collections, and stays free from bad debts.

The Problem

After
Chargebee

32 Hours/month
Fishburners could save
32 hours/month of manual 
accounting.

Focus on better things
Finance is now able to 
dedicate more time in analysis 
and strategy.

Growing
pains

Tool stack
Payment Processor

Accounting System

Stripe

Xero

Operations
Fishburners' operations 
couldn’t scale at the same 
pace as that of their business.

Reconciliation
Mannually reconciling data 
between gateway and 
accounting was a full-time job 
and prone to human errors.
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The Solution

The Pay-off
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"Since Chargebee integrates with both the payment 
gateway and Xero, we can now automate the entire 
process without any hassle, whilst simultaneously 
managing our memberships in one place."

Aayush Patel,
Finance Manager, Fishburners

Interested in exploring Chargebee?
Let's get started today.

Chargebee.com

Lemon Ave #1537 Walnut, CA, 91789, USA

Speak with our product expert today.

Schedule a demo

https://www.chargebee.com/schedule-a-demo/?ref=fishburners-casestudy
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