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Give Them What
They Want to Pay For:

5 Reasons Usage-Based Billing is a
Smart Choice for You and Your Customers

Enterprise organizations across industries are realizing “one size doesn'’t fit all”
when it comes to billing—abandoning traditional paradigms for more sophisticated
models that include usage-based strategies.

Gartner Research confirms that “the next generation of business/pricing models will
offer a combination of subscription and pay-as-you-go, where

providers will have the ability to charge for

additional features.”
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Ready to join the ranks of market leaders like
Mediaocean, Current, powered by GE, Snowflake, and
more? goTransverse’s cloud-based intelligent billing

StCIy Ahead and agile monetization platform gives you what you
of t he Ma rket need to turn your billing into a competitive advantage.

goTransverse was cited as a leader in The Forrester

Stay nimble and stay ahead. MGl Research predicts that Wave™: Recurring Customer and Billing Management
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