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Beyond Billing
Getting Full Value from a Recurring 
Revenue Business

.ǊŜƴŘŀƴ hΩ.ǊƛŜƴΣ /ƻ-founder & Chief Architect
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Agenda

ÅThe AriaStory in Brief

ÅThe Shift to Recurring Revenue

Å.ƛƭƭƛƴƎ ŀƴŘ ά.ŜȅƻƴŘ .ƛƭƭƛƴƎέ

ÅQ & A
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The Aria story in brief

Leading 
Customers

Proven 
Team

Innovations

Channel
Billing Support

Business
Intelligence

Event Driven
Automation

Multiple
Deployment Options

Inventor of
Cloud Billing
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Why  
Recurring 
Revenue ?

Å Predictability for 
vendors, customers, 
and investors

Å Often removes 
barriers of entry
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Why Recurring Revenue? Why Now?

5
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SHIFT TO RECURRING 
REVENUE MODELS

ENTERPRISE ADOPTION 
OF CLOUD

COMPLEXITY OF 
RECURRING REVENUE

Ωмн

Capture 
Market Share

Competitive 
Differentiation

Innovation

Lifetime 
Value

Investor 
Preference

ÅSubscriptions

ÅMetered Usage

ÅIrregular 1 Time Purchases

ÅFreemium

ÅFree Trials

ÅOnline + Physical Goods

ÅPrepaid/Postpaid

ÅProvisioning

ÅEntitlement Management

ÅtǊƻŘǳŎǘ /ŀǘŀƭƻƎΧΦ

Reduced 
Time to Market

Highly Configurable

Accelerated Product 
Introduction

Lower CapEx
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Trends in Recurring Revenue

Åά¸ƻǳ¢ǳōŜ ƛǎ {ŀƛŘ ǘƻ tƭŀƴ ŀ 
{ǳōǎŎǊƛǇǘƛƻƴέ  NY TimesςMay 2013

Åά!ŘƻōŜ DƻŜǎ !ƭƭ-In on Subscription 
tǊƛŎƛƴƎ aƻŘŜƭέ  Mashable- May 2013 

ÅάbŜǘŦƭƛȄϥǎ оv ŜŀǊƴƛƴƎǎ ǉǳŀŘǊǳǇƭŜΣ 
ǎǘƻŎƪ ǎƻŀǊǎέ - Yahoo.com ςOctober 2013 

Å έ¢ŀǊƎŜǘ [ŀǳƴŎƘŜǎ Lǘǎ CƛǊǎǘ 
Subscription-Based E-Commerce 
Service, Focus For Now Is Baby-Care 
LǘŜƳǎέ- TechCrunch- September 2013 
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Trends in Recurring Revenue

Å10B+ devices (from 1B in 2000 ςITU, 
Morgan Stanley

ÅConsumer spending to grow by $5 
trillion WW (double the previous 
decade) ςMcKinsey

ÅBy 2015, 40%+ of media and digital-
products companies will use 
subscription services for their 
fulfillment, billing, and renewals.  τ
Gartner

Growth Trends Will Accelerate Growing Impact on Business Value

ά/ƻƳǇŀƴƛŜǎ ǘƘŀǘ ŀǊŜ ƴƻǘ ƻŦŦŜǊƛƴƎ 
subscription options as part of their 
product mix should put a priority on 
assessing the value of developing a 
ǎǳōǎŎǊƛǇǘƛƻƴ ǎǘǊŀǘŜƎȅΦέ

τGartner

ά¢ƘŜ ƴŜȄǘ ōƛƭƭƛƻƴ ŎƻƴǎǳƳŜǊǎ ŀǊŜ ƴƻǘ 
ŀƴƻǘƘŜǊ ōƛƭƭƛƻƴ Χέ 

τGrowth Trends to 2020,
Bain & Co
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hŘŘǎ ŀǊŜ ǘƘŀǘ ƛǎƴΩǘ 
all they need.

Moving to Recurring Revenue

ά! ōƛƭƭƛƴƎ ǎȅǎǘŜƳ ǿƛƭƭ ǎƻƭǾŜ ƻǳǊ 
ǊŜŎǳǊǊƛƴƎ ǊŜǾŜƴǳŜ ǇǊƻōƭŜƳέ
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Moving to Recurring Revenue

Subscriptions are just one use 
case 

άvǳƻǘŜ ǘƻ ŎŀǎƘέ ƛǎ ōŜƛƴƎ ǊŜǇƭŀŎŜŘ 
by customer-centric approach

Billing is only the tip of the 
iceberg
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Moving to Recurring Revenue

Selling is 
Different

Managing 
Customers
is Different

Reporting
is Different

Innovation 
Increases
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What are the 
real challenges?

Å Avoiding 
Fragmentation

Å Remaining Agile

Å Avoiding Revenue 
Leakage
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Billing ςThe Fundamentals

Usage Loading/Rating

Charge Determination

Payment Management

Presentation

Dunning


