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local marketing software provider Signpost was
in a challenging position — with their product
rapidly evolving, they suddenly found themselves
competing head-to-head with an entirely new set
of companies. Signpost needed to quickly get up
to speed on several market dynamics including
now their newfound competitors were pricing,
oositioning and discounting their own solutions.
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understanding of the competitive landscape and
to reassess their pricing model, Feuer reached out
to OpenView Market Insights Manager Brandon
Hickie. The team set out to conduct market
research that would ultimately provide Signpost
with recommendations on how to simplity its
pricing structure while capturing more value.
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Signpost asked for OpenView’s help
answering three key questions...
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1. How do Signpost's competitors price and
structure contracts for their products?

2. How do competitors demonstrate value and
position their products?

3. How is this similar and different from the way
Signpost prices and positions its products today?
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OpenView conducted primary and secondary
research to learn about the pricing and
discounting models of six competitors. They
looked at each of the models across 16 different
variables, including price level, setup costs,
billing and contract terms to better understand
competitors’ pricing tiers and discounting
practices.
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o Based on OpenView’s findings, Signpost
o successfully rolled out a pricing change, which
resulted in a 40% increase in average revenue

per user (ARPU) in less than a year.
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Signpost to simplify its pricing and discounting
options, making it easier for customers to
navigate and select the best options. Signpost’s
sales team also benefited greatly — a simpler
pricing structure enabled sales protfessionals to
better position themselves in competitive deals.
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Today, Signpost is strategically
positioned to compete and win against key
competitors, and its ARPU continues to increase
as the company builds out its platform and

product functionality.
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SIGNPOST

Smart local marketing to grow your
business.

www.signpost.com
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About OpenView Labs

OpenView Labs is the strategic and operational consulting arm of OpenView Venture Partners, a global Venture Capital fund that invests in
expansion-stage technology companies.

More Information
Visit the OpenView Labs website for more ideas and inspiration for senior managers of technology companies.

To learn more about OpenView Labs or OpenView Venture Partners, contact us directly at (617) 478-7500 or info@openviewpartners.com.

You are welcome to republish excerpts from this eBook, as long as you link back to OpenView for attribution. Please also share this eBook
in its entirety with anyone you think would be interested.

This work is licensed under the Creative Commons Attribution-NonCommercial-ShareAlike 3.0 Unported License. To view a copy of this
license, visit http://creativecommons.org/licenses/by-nc-sa/3.0/ or send a letter to Creative Commons, 171 Second Street, Suite 300,

San Francisco, California, 94105, USA.
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