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Leading the market with 
platform, data, and ecosystem

Scaling up the business 
with automation

Optimizing to add subscribers 
and drive growth

Launching a brand new 
subscription business

Launch

Technology Expertise Team
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The Journey To Usership™
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Zuora + Harris Poll Survey Data
How important is flexibility for recurring services?

said that it’s Important, Very 
Important or Absolutely 
Essential

78%
of respondents said 
flexibility is Absolutely 
Essential

10%
of Millennials said flexibility 
is Absolutely Essential or 
Very Important

56%

Source: Zuora Harris Poll Survey of UK Consumers, N=  1,005
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Limited free trial Discounted or free 
access in 
exchanged for 
being served 
advertisements

Fee based on 
usage (ex: 
ride-sharing 
services)

None of these

Consumers want to be charged in a variety of ways
Zuora + Harris Poll: What are your preferred ways of being charged for recurring products 
and services (such as subscriptions)? Please select all that apply.

Monthly flat fee Annual flat fee

28% 21% 14% 9%

Source: Zuora Harris Poll Survey of UK Consumers, N=  1,005

58% 36%



Companies in the SEI (i.e., modern businesses) 
continue to outpace the S&P 500 



Companies utilizing hybrid pricing strategies 
outperform other businesses in the SEI



Common challenges to launching a usage business 
model

New product 
instrumentation

required.

Products need 
instrumentation to capture 

granular usage below the user 
level.

Cost of dealing with 
data.

Usage event data from 
multiple sources needs 

normalization, alignment, and 
aggregation before they can be 

rated - adding to processing 
times, storage needs, and 

reliability.

Unpredictability for 
buyer AND seller.

Without real-time data, there’s 
no way to accurately forecast 

revenue or buyers' costs.

Complex accounting 
rules to recognize 

revenue.

Accounting for usage-based 
revenue introduces increased 
compliance risk and can take 

longer to close your books.
















