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About the
Report

Who we are

Untapped Pricing is an award-winning pricing
strategy consultancy. Our world-class team brings
irresistible energy to the often overlooked topic of
pricing.

We pride ourselves in giving teams the confidence to
use pricing to full effect by demystifying pricing
strategy, and providing the clarity and confidence to
pricing.

Thank you for the opportunity to share this pricing
expertise with the monday.com developer
community.

If you have any questions about this report, please
don't hesitate to reach out.

Jenny Millar
': Untapped Founder
y Pricing Specialist

)
e ©"7millar@untappedpricing.co.uk

Ann Padley
Senior Partner
Design Specialist
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What to expect

This report summarises advice for developers
looking to price—or update pricing—for their app(s)
on the monday.com marketplace.

It has been designed to respond to the top pricing
questions raised by developers across multiple
monday.com developer channels. Advice applies
specifically to native monetisation on monday.com.

In pricing, there is no one-size-fits-all. Advice is
intended to provide developers with a range of
considerations to take into account when pricing
their app(s).
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Key Decisions for Developers

Commonly asked questione amongst monday.com’s developer community

Do | use seat-based or
feature based plans?

How many plans
should | offer?

What do | include
in each plan?

How do | price
each plan?

Should | offer a free plan
or a free trial?

How should | use
discounts?

When do | know if
it's working?

What can | learn from
other developers to
maximise my income?
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. How many plans should | offer? YN apped

El T a NutShell

If you use seat-based pricing... create up to 20 plans with varying seat counts, tailored to different
business sizes. Users will only see the plan that s relavent to the number of seats on their
monday.com account so a broad spectrum of options is manageable and ot excessive.

If you use feature-based pricing...offer a small number of clearly distinguishable plans to cater to
the different users with Asimple, 3-tered approach
can work wl an entry-evel plan with essentil features,an enhanced plan for more complex needs,
and a premium plan for full functionality.

L tewrnore

when
If seat-based pricing is your model, consider establishing as many as 20 distinct plans, each
with different seat capacities, sizes,

plan matching the seat count in their monday.com account, it is beneficial for users to see a
plan where the seat thresholds feels relevant to their organisation.

Considerations:

+ Understand sizes of most likely to
benefit from your app. Concentrate your plans around the seat volumes that align
with these core users,

+ Be Sensitive to Organisational Size: Use your allocation of plans wisely. If your
app targets enterprise, set more granular seat sizes for plans with higher user
volumes. If your app targets smaller organisations, set more granular plans
designed for lower user volumes.

. ‘Betaviou
users and mak ime o beter

« Learnand Adam Stay agle and ready to modtty your plans and pricng o keep
pace with market trends and customer feedback, ensuring you remain competitive
and relevant,

are favoured by your

y when using a Model
Ina feature-based prng mudel streamline your offerings into a small number of plans to

nsider a 3ter system: a basic plan covering fundamental
features an iarmediate plan for more advanced needs, i op-ter plan th sl neusie
functionality. You can also set plans based on different levels of use, for example, send 500
emails per month on Basic and unlimited emails on Pro.

Narme your tiers in @ way that helps to make the differences between tiers easy to recognise.
For example, you might see other plans on the platform with narmes like: Indvidual, Pro,
Enterprise or Free, Basic, Advanced.

See the section What each plon? for plan.

Step-by-Step Guide to Designing your Feature-Based plans

1.F categor s based on value and
complexity. Identify core features that every user needs and premium features
that offer advanced capabilties

2. Plan Design: Create a small set of plans, typically 3 to 5, each with a progressively
richer set of features, Ensure each plan offers distinct value or appeals to different
segments of your target market.

3. Market Feedback: Gather feedback from your users and analyze market trends.
“This information is crucial for adjusting the number of plans and their features to

align with user needs and preferences.

Competitor Benchmarking: Take a look at your competitors. Understand how.

they structure their feature-based plans and use this insight o refine your own

offerings.

Plan Review: Especially when offering a variety of features, review your plan to.

evaluate if the presentation is simple and understandable. Make it easy for

customers each plan why
they would choose one over another.

Iteration: Be ready to modify your plans in response to new market

developments, new functionality you create, or shifts in user expectations. This

flexibility is key to staying relevant and competitive in the dynamic monday.com
marketplace.




. What do ! include in each plan? Uy apped
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‘The single-plan model for seat-based pricing)

number of seas Inthei plan

t0p benefis o features.

The good-better-hest model for feature-based pricing)

each ter bulds on he previous ters:

Top-tier

Base Plan (Free or entry-level price point):

« Provide core functonalky thatsasfesthe primary needs of th user,
. pro

orage space) to encourage upgrades.

Mid-Tier plan:
« Identity and understand the ifferent segments of your ser base and what

increased limis.
e
power users.
Top-Tier plan:
analytcs, superior supgrt, and integration capabiltes,
upsrade for the best experience
« For o
here,
Usng e nd s g Wl s s undrsandthel choks e
mpowered to make ther e
bulletpoints.

buyer
best fits thei perceived value and budget.

thereby encouraging upgraces.

Design Guide for feature-based plans e
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. Should | offer a free plan or a free trial? N cpped

E, T a NutShell

On monday.com, all apps must have a free trial, free plan or  combination of both.

offera free knal .f your app s feature-rich and takes time for users to learn. A free trial allows
your . which can be hard to achieve
s o p\an

afree plan f..your app can be easily segmented into essential (basic) and premium
(advanced) features. A free plan can attract a higher volume of users who experience your core
iy, feature

Offer both ree plan users will of your app before
commiting to an upgrade.

O tearntore

Like all pricing decisions you will make, deciding to offer a free trial or a free plan depends on
your business goals, your product, what similar apps offer and the value your app creates for
users.

There is no right or wrong decision, the best choice will depend on your specific
circumstances,

Here's a brief overview of each to help you make an informed decision:

Free Plan
Advantages isadvantages
+ Engagement: Users who might ot + Resource Consumption: Supporting
id plan can
use your service which may lead to toincreased server costs and support
eventual conversion to a paid plan. demands without direct revenue from
- Word of Mouth: Satisfied users of the. these users.
free plan are more likely to + Lower Conversion Rates: Users on
recommend your app to others, free plans might have less incentive to
potentially increasing your user base upgrade (o a paid plan unless thy
through word-of-mouth, paid features are significantly more
+ Feedback: A broader user base, valuable.

especially early in development, can
provide valuable feedback and data
on how your app is used, helping you
o terate and improve your product.

Free Trial
Advantages
+ Fullfeature set: For feature-rich apps,
it can take time for users to learn (and
love) an app. A free trial exposes users
to the full range of capablliies as they peri §
get started rather than giving thema  * Delayed Income: An app won't mak
an income to cover any assaciated costs
siripped back free plan for a free trial unti it converts to paid.
Limited Commitment: Offering a free
trialfor a limited period (e.g. 14 or 30
days) creates an upsell moment at the
end of the trial. This adds a sense of
urgency compared to an ‘evergreen’
free plan that has no set end date,

Disadvantages:
+ Time Pressure: Users may feel rushed
o evaluate your app within the trial

Final considerations
Demand and Value: If your app solves a critical pain point for monday.com users, a ree
trial might be enough to convince them of ts value,

- Competitive Landscape: Remember to look at what competitors are offering to
understand the tradeaffs customers are considering when making their purchase
decision. f similar apps provide free plans or trials, you might need to offer one as well to
remain competitive. Or, if most competitors don't offer any try-before-you-buy options,
You might have an opportunity to leverage a free trialfplan to stand out among the
competition.

+ Hybrid h s ahybr h afree
il that leads ino 2 imited free plan, s

. the value your and
approach any free’ and ‘discount” offerings strategically. Giving away too o can sk
de-valuing your app or anchoring your users on free so much that it difficut to monetise
that value later




. How should I use discounts? U apped
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Effective Discounting below o helpfind the right baance for your app.

5% off for
Cyoer

b Sridintos

Here are some strategies o effectively apply dscounts:

1

I
However, avoid ffering discounts o users most likely o convert

install the opp.

2 EncourageFre Plan Usesto Upgrade
ot app ncludesa

Unlock mre features at a lower cost.

3. Upsellto Higher Tiers

oftheir i lized

decision o upgrade more appealing.

4. Exclusive Offers for Loyal Customers

for plan upgrades or renewals. This ot only shaws appreciation for thei oyalty but also
workfiows on
monday.com

5. Discount to Reduce Churn

using the app.

Tips for Effective Discounting

Avold Embrace
e
o pay fullpice Targeted discounts for  Consider offring dscounts during
exra  periods of

a. h
the end of a billng cyle or iscal quarter.
‘Avold Discounting Without a Clear

Objective. Embrace Feedback and Continuous
Every discountyou offershould have s Improvement
cear g
or feedback.
inming, process, the erceved alue of your app,

and areas for improvement, Ths can

Relying o heaviy on discounts for suateges

sther than a crutch,

X . and fostersa
ealthy, long term relationship with your users on monday.com.
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@) when do 1 know if my pricing is working? appod
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2 Annual Recurring Revenue (ARR)

st Sggsin Tt s s g ke 11 5.
Find ARR nyour analicsdasht

3. Monthly Recurring Revenue (MRR)

ok
find MRR i our analtics doshboors.

4 Conversion Rate

value inyour 3pp o pay for it

5 chrn Rate

suggesting that your pricing might b algned with the prceived value Highchurn,

for the prie pid

& Customer Lifetime Value (cLY)

working,

7. Average Revenue Per User (ARPU)

etherUpgrading users o higher e plans o sellig addional serices

& Break.even Analysis

sty orfind ways t recuce costs.

Dot setit and forgetitt
Remerb needs, and

your siategy il elp ensureyour picing remain efecive over tme.

Confidence Boosters

expected. Learm mor about tling £ Your UstoErs hr

price ncresse.

Time for 3 Change?
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Whatcan learnfrom other developers to o
maximise my income? tapped
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within the monday.com ecosystem.
1 Best Practices to Borrow

1. Bullding Highy Useful and Integrative Apps

problems,

funciona gost it exisig
funcionalry.

2.User Experience and Design

3 Knawing your audience
Gong.

your
Pumber of users.

4 Eftective Monetizaton strategies

Opgrade

5 Marketing and Promotion

& Customer Support and Engagement

recommendations, 3l of whih contribute o nceased ncome,

7.Leveraging Monday.com Features

5 Networking within the Manday.com Developer Community
Egage W the mndaycom deveipr iy irough orams, deviopr et nd

9. Continuous Improvement Based an Feedback

Regular updates based on user suggestions and needscan keep your app relesant and

10.Adaping to latform Changes.

and ensure theirapps emain compatible nd reevant

1. Strategic Use of iscounts and Trials

Paying customers, Increasing your pp's evente.

plattorm,

pltform.
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