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ABA 1

NMoyeMy ueHooOpa3zoBaHMe — caMbIl
HenoOUuEeHEHHbIW pblyar pocTa

Crapramnbl TpaTsaT Mecsibel Ha product features m Hemenu Ha
MapkeTuHr. Ha pricing — dYacTo HECKOJIbBKO dYacoB. 3ITO
cTpaterudeckas omubka. McKinsey uccriemoBan phldaru pocTa
onsd SaaS KOMIIaHUMW: IIOBHIIIIEHME IIeHBI Ha 1% yBenIudHUBaeT

mpubeib Ha 11.1%. Poct oO6bémMa mpomax Ha 1% — Ha 3.3%.
Cuuxenue CAC Ha 1% — Ha 3.75%. CHuxkenue churn Ha 1% — Ha
6.71%. ILleHooOpa3oBaHMe — CaMBIii MOIIHBIA pHIYATr IIPHU

MHHHMAJIBHBIX OII€PalMOHHBIX 3aTpaTaX.

«MBI He 3HaeM KakKyl IIeHy IIOCTaBUThb» — HOPMAalbHOE
COCTOSHUVE [JIs paHHero craprana. Ho 3To He oIpaBmaHue OJs
ciydaliHOM LeHBHl. IIpaBuUibHBIM momxomn: HauHuUTe c value-based
pricing hypothesis. IIpotectupyiite. MtepupyiTe. BOILIIUHCTBO
CTapTalnoB yCTAHABIMBAIOT IIEHY OOWH pa3 M 00STCS MEHSATb. DTO
ommbOKa — pricing OOMKeH 3BOMIOLMOHMPOBATL BMECTE C
IPOOYKTOM.

Iloporo vs [émeBOo: UWHTYHUIMS OOJBINIMHCTBA OCHOBaTENeHn
TOBOPUT <«IOCTaBb HUXKE UYTOOBI MPHUBJIEYhL OO0JIbIIE KIHUEHTOB».
DaunHEIE TOBOPAT oOpaTHoe. Hwuskass 1leHa: IIpUBIEKaeT
IIEHOUYYBCTBUTEJIPHBIX KJIMEHTOB C BHICOKUM churn. OrpaHUYUBaeT
perceived value. YouBaer margin gns Customer Success u Sales.
Bricokasi 1eHa: IIpPHUBJIEKAET KIIMEHTOB KOTOpHIE [ENCTBUTEJIHFHO
LeHAT NPOXyKT. [aéT pecypchl AOJIs JIydliero oOCTyKUBaHUS.
Vnyumraetr retention. Patrick McKenzie (Stripe): «Raise your
prices. No, higher. Higher than that.»

Cost-plus pricing (mnoxo): 1leHa = pacxombsl + Map¥Xa. [louemy
IIJIOX0: He oTpaxaeT value mmst kiueHTa. HrHopupyet
KOHKypeHTOB. He wMacmrabupyerca ¢ poctoM product value.
Competitive pricing (HeWTpanbHO): CMOTPETh Ha KOHKYPEHTOB U
CTaBUTL II0XOXKe. HeWTpanmbHBIM ITOOXON HO HE OITUMAaJIbHBIMU.
Value-based pricing (xopoimo): 1ieHa = IpoLEeHT OT value KOTOPHIH
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BBl CO3maé€Te ISl KIIMEeHTa. OTO CJIOXKHee HO 3Ha4YuTeJIbHO
BEITOLOHEE.
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"JTABA 2

Tpm mopenun SaaS ueHoobpasoBaHusa

Tpu ocHoBHble Mopenu: Flat Rate, Per Seat, u Usage-Based.
Kaxmast *MeeT CBOM IIPEUMYIIECTBA U IMMOAXOOUT OJIsT Pa3HBIX TUIIOB
MTPOIYKTOB.

Flat Rate (dbukcupoBaHHas IleHa): OOWH IIJIaH, OJHAa IleHa, BCe
¢uyu. ITpumep: Basecamp $99/mec mnsa unlimited users. ITniocer:
mpocToTa [ajas KiaueHTa. [Ipeackasyemuiii MRR. Jlerko mpopmaBaTh.
MunyCH: He MacIITabupyeTCcs C POCTOM LIEHHOCTH AJIS KJIMEHTA.
MarsneHbKHE KOMIIQHMU IIJIATST CTOJIBKO K€ CKOJIBKO OOJibIlne.
Korpa mopoxopuT: IPOOYKTEL C OrPaHUYEHHBIMU Seat-Hy>XOaMu.
Korpga retention BazkHee expansion revenue.

Per Seat (3a momb3oBaTesis): IleHa X KOJIMYECTBO IIOIb30BaTEIIeH.
[Tpumep: Slack $7.25/user/mec. IImiOCH: JIETKO IIOHSATH. Revenue
pacTtér mnpu Haume. Expansion revenue BcTpoeHa. MuHYCH:
CTUMY/IHUPyeT orpaHnYeHue sharing. CIoXKHO OJ1s KPYHHBIX team
deployments. Korma momgxoput: collaboration tools. Products roe
KaXKObIM user = oTHebHas LIEeHHOCTb.

Usage-Based Pricing (UBP): nnaTta 3a ucnonb3oBanue (API calls,
transactions, storage). IIpumep: AWS (per GB), Stripe (per
transaction 2.9%+$0.30), Twilio (per SMS). IImrocwl: revenue
MIPOIMOPIIMOHAIPHO IIeHHOCTH. Hwuskuii OGapbep Bxoma. KmaueHT
IUIATUT 0oJibliie Korpga rojydyaeT GoJibIIe. MuHyCHI:
Henpenckasyembut MRR. CnoxnHasa OuIMHr uHOPACTPYKTypa.
Anxiety y knueHTOoB 0 cuéTe. Korma mnopxoput: infrastructure
products. IIpogykTel rge usage = clear proxy for value. AI/LLM
products (per token).

I'ubpupusie Momenu (nyuinue njst OonbmnHCTBA): base fee +
usage. IIpumep: $49/mMec base + $0.01/API call. [aiiTe
IIpencKa3yeMoCTh + BO3MOXKHOCTh expansion. Seat tiers + feature
gating. Ilpumep: Starter $29/mec (3 users), Pro $79/mec (10 users
+ advanced features), Enterprise custom. 3To #HaubGosee
pacnpocTtpaHénHas successful SaaS cTpykrypa.
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Good/Better/Best (3-tier pricing): mouTu Bcerfa BEIUTDHIBAET.
CpenHuil mi1aH Bcerha IpopaéeTcs nydie Bcero (anchoring effect).
Iloporo#t mnaH fAenaeT CPEOHUN BHITIAOETb pa3yMHBIM. [leméBbIi
IJIaH CHHUXaeT Oapbkep Bxoma. HaseiBailiTe MJaHB  II0
personas/outcomes, He mo features: «Starter», «Growth»,
«Enterprise» — nydiire yeM «Basic», «Pro», «Premium».
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"JIABA 3

Freemium vs Free Trial vs Demo-only

OTO pellleHWe BIUSET Ha Bech go-to-market. HeT yHuMBepcambHO
MIPaBUJILHOT'O OTBETA — 3aBUCUT OT IIPOAYKTa U PHIHKA.

Freemium: OGecnmaTHBIM IIJ1aH HaBCerga C OrpPaHUYEHHBIM
dyuknuonanom. Kimaccuueckue npumepsl: Slack, Dropbox, Spotify,
Notion. Korpma paGotaeT: network-effect mpopykThl (1IeHHOCTH
pacTéT c KaxnbeiM user). Bosmbmioi horizontal market (MummHoHEBI
NIOTEHIIMAIbHEIX IIOJIb30BaTesiel). Bupycubli product-led growth
noteninasn. Korma He paboraet: moporoir CAC. B2B enterprise c
omuHHBIM sales cycle. HuiieBbie puiHKM TOe freemium He maéTt
HyXKHoro scale. JloBymka freemium: ecnu slogan y Bac
«becnyaTHO», TO upgrade — 9TO IOoTeps [jid KJIMEHTa, a He
mpuobpetenne. Koupepcus freemium — paid: 1-5% (Spotify: 2.6%.
Dropbox: 4%). 9To HOpMaJbHO TOJIBKO IIPU OTPOMHOM volume.

Free Trial: monHBIM MOCTYN Ha orpaHuYeHHbIN nepuop (14 unu 30
oHew). Time-limited (14 days) vs action-limited (mepsrie 100
events). Time-limited mny4me co3gmaé€tr urgency. Action-limited
nyuliie TToKa3kiBaeT value mo paywall. Korga pa6oTaeT: OpoOyKT C
OLTyTUMOU IIeHHOCThIO0 KOTOPYIO MOKHO ITOUYyBCTBOBATh 3a 14 gHeU.
B2B c¢ ymepenuwiMm CAC. Korma He paboraet: ecnu 14 pHew
HEeOOCTaTO4YHO 4YTOOHI omyTuTh value. Ecinu HacTpolika 3aHMMaeT
Oonpinyio 4acTh trial. PekomeHpmanusi: cpenadite onboarding
HACTOJIbKO OBICTPHIM 4TOOBl key value mocturarncst B mepBble 24
yaca trial.

Demo-only (Sales-led): HeT self-serve trial. Hy>kHO IOroBOPUTH C
sales. Tlpumepsl: Salesforce, GombIIMHCTBO enterprise software.
Korpma pabGortaer: ACV > $10,000/rom. CrnoxHass HacTpoMKa Hu
customization. Heob6xommma kBanupukanus leads. Korma He
paboTaeT: ecu Ballld KIUEHTHI XOTSAT MMOMIPOOOBaTh [0 pal3roBopa
(developer tools, consumer SaaS).

Tpenng mnocnegnux geT: Product-Led Growth (PLG) +
Sales-Assisted. Haunute c free trial mms bottom-up (individual
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users). PQL (Product Qualified Lead) anropuTm BHISIBASIET KTO
rotoB K upgrade. Sales cBsa3biBaeTcsi TOJIBKO C warm leads
ImokasaBImuxX usage signals. 9tor hybrid mopgxom wucmons3yioT
Atlassian, Figma, Notion Enterprise.
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JIABA 4

Kak HaxoauTb NMPABUJIbHYIO LEHY:
IKCNnepuMeHThbl

ITpaBUNBLHYIO II€HY HEJb3s BHIYUCIINTE — €€ HYKHO HAWUTHU Yepes
9KCIIEPUMEHTH ¥ HJaHHEIE.

Van Westendorp Price Sensitivity Meter: 4 Bompoca KOTOpBIe
CTOUT 3apdaTh BalllUM II0OJIb30BaTeJIAM MHWJIM IIOTEeHIIMaJIbHBIM
KinueHTaM: «IIpy Kakoy IleHe IMPOAYKT IIOKaxKeTCs OOPOTUM HO BEI
BCE PaBHO PACCMOTPHUTE MNOKYNKy?» «[Ipu Kakol IleHe IPOOYKT
IIOKaXeTCsl CIUIIKOM HOOPOTMM ¥ BHl He Kynure?» «IIpu Kakou
LieHe IPOOYKT ITOKaXKeTCs OEIIeBbIM — YOauYHOM IMOKYIKoM?» «IIpu
KaKOM IleHe IIPOAYKT IIOKaXKeTCS CJIMIIMIKOM [EIIEBEIM U BH
YCOMHUTECH B KauecTBe?» IlepecedeHue OTBETOB Ha€T acceptable
price range. 9To qualitative MmeToq misg Hadana.

A/B TecT 1eH: pa3HBIM CerMeHTaM IOKa3hIBaliTe pPa3HbIe IIEHHI.
H3mepsiite: conversion rate, ACV, churn. 3T1o pabGortaer pnns
high-volume self-serve. [Ins1t B2B enterprise ¢ manemM yuciom deals
— CII0XKHee.

Peanbras TakTuka: cohort pricing. HoBEIM T01Ib30BaTENAM
npennoxute A unu B plan (pa3uble neHb). CTaphle II0JIb30BaTEIN
— grandfather rate. 3to gaér manHble 6e3 KOHQIUKTaA Cc existing
customers.

Willingness to Pay uHTepBbio: crnpocuTe 5-10 HOTEHIIHATBHEBIX
KJINEHTOB HaANpsiMylo: «Eciau 6Bl MBI 3allyCTUIMCH 3aBTPA, CKOJIBKO
Obl BBl 3amjlaTUNINA?» DBOJBIIMHCTBO OCHOBaTeNel O6O0STCA 3TOTO0
Bompoca. Ho oTBeThl 3050THEe. «HuMyero» — 3TO TOXKe IleHHas
uHpopMarusa. «$500/mMec» — BBl MOKeTe OBITH CUIbHO 3aHUXKEHHI.

ITpu3Haku 4TO IeHa CJIMIIKOM HH3Kasi: HeT BO3PazKeHUH II0 lieHe
Ha sales calls. Churn Hu3kui (KnueHTH BUOgAT value). Expansion
revenue xopoiiasi. KTueHTBl TOBOPST «3TO OYeHb MOCTYIHO». Eciu
HY OOHOTO BO3pPaXKeHMW4 II0 IleHe — BHI 3aHuXKeHH. Llenb: 20-30%
objections no 11eHe. 3T0 HOpManbHO. [IpU3HAKM YTO IIeHa CIINIIKOM
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BBICOKAsl: KOHBEpCHSI HM3Kas NOpu xopoiieM product. MHorue
prospects yxomAT HMMEHHO Ha 9Tame pricing. KiaueHTEI mpocsT
discount Ha mepBoOi BCTpeUYe.

Korma moBhIIIaTh ILEHBI: OTPOAYKT 3HAYUTENIbHO BhIpoc. Churn
HU3KUM (KJIUEHTH OOBOJILHEI). ¥ Bac queue of sales conversations.
Y Bac OGonbmie inbound yWem B MoxkeTe obOpaboraTh. Existing

customers — communicate 3apaHee, pa#te lock-in period
(grandfather 12 mecsimieB). New customers — mpocTto raise the
price.
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JIABA 5

fikopeHue, NnakeTbl U NCUXOJIONUA L,eHbl

INcuxomorus 1eHO0OPA30BaHUS — XOPOIIO M3ydYeHHas 00IIacThb.
ITH IPUHLIMIIE PAOOTAIOT BHE 3aBUCHMOCTH OT HHOYCTPHUH.

Anchoring (gaKopeHUe): epBOe YUCIO KOTOPOE BUIOUT KJIMEHT
CTAaHOBUTCS anchor mnas Bcex Iocnenyiomux cpaBHeHui. Ecmou
IMOKa3blBaeTe 3 MJlaHAa — IIOKaXXWUTe [OOPOTroM IepBHIM (ciieBa
HanpaBo). KmumeHT Bumur $299 - $99 - $29. $99 kaxeTcs
reasonable. Ecnu 6u1 OHU yBHOesu cHadana $29, To $99 KaxeTcs
moporuM. Annual vs Monthly: «$99/mec unu $890/rog» — annual
anchor gmemaet monthly goporum.

Decoy pricing: Tpu T1JIaHa TIfe CpPegHUN CHOeluaabHO
ONITUMHU3UPOBAH [y BeIOOpa. Kimaccuueckui mpumep: Small: 5
users, 10 projects — $29/mec. Medium: 20 users, unlimited
projects — $79/mec. Large: 50 wusers, unlimited projects —
$89/mec. Large — decoy: kto BhIOepeT 50 users 3a $89 xorma 20
users $79? Iloutu HuUKTO. Ho Hanmmume Large pemaer Medium
BRITJIAOETh WCKJIIOUUTEJIbHOM IeHHOCThio. Medium mpomaeTcs
3HAUYUTEJIbHO JIy4llle B 3TOM CTPYKTYPe.

Charm pricing ($99 vs $100): xopomo wu3ly4YeHo: IeHa
3aKaHuYuBammasica Ha .99 wunmu .97 BoCOpUHUMAaETCA Kak
3HAYUTENbHO HUXKe. $97 vs $100 — npu ommHaKoBOM pa3Huiie ($3)
BOCIIpMHUMAaETCs Kak Oonbiie. B2B enterprise: mernee ahheKTUBHO
(procurement mokymaTend MeHee 3MOLMOHanmbHEI). B2C m SMB:
paboTaer.

Annual billing: npepmaratite ckumky 15-20% 3a annual. 3T1o
ynydiraetr: cash flow. LTV. Churn (annual contracts churn
3HAYUTEIbHO pexe). Kak mogrankueaThk K annual: «Most popular»
badge Ha annual. Show monthly equivalent: «$74/mec npu omnare
exxeropHo». Onboarding cneumanesHO A5 annual: extra onboarding
call.
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Upgrade paths: cpenatite upgrade friction-free. Self-serve
upgrade: KnueHT MoxkeT upgrade B 2 Kiuka. Proactive upgrade
prompts: Korma KiIWeHT npubnuxkaeTrcs K JNuUMUTY — hatural
moment gns upsell. In-app prompts: «Bwl ucnonbs3oBanu 80%
Bamrero monthly quota. Upgrade mnsa unlimited?» Success-based
upsell: «Brr crenepupoBanu 100 leads B atom Mecsiie. Pro plan
maéT advanced analytics mist aTux leads».
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Y10 panbLue

Cmacu6o, 4TO IIPOYUTAIIN «SaaS HeH006p83OBaHI/Ie: IICUXOJIOTHUsA
IDeHBbl 1 MOHEeTHU3allusia».

O6HoBneHus 3ToM KHurH, ¢atinei EPUB u PDF u Bce rammw

cepuu — Ha CTpaHuIle KHUTU: quides.mmix.biz/saas-pricing
Ecnu HyKHa IOMOINL CIELNaJIUCTOB IO TeMe «MapKeTUHT OjId
B2B SaaS»: Marketing MIX — mmix.biz.

Makcum CrenaHeHko, Innova Publishing.
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