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Ma).(lo The State of the B2B
Institute SaaS Market
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' last 5 years and are projected to grow by 5:5% in 2024.
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B2B YoY Growth Rate: Q122 - Q223

& MAXIO

Average Growth Rate of All B2B Companies b * In le?” growth slowed
dramatically

35%

30%

e Q223 saw a modest uptick

25%

9 21%
£ 20% 'V\

E 14%
8

g 16%

Were we poised for a
% Q1/22 Q2/22 Q3/22 Q4/22 Q1/23 Q2/23 Q3/23 Q4/23 Q1/24 Q2/24 recove ry?
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VC Investment Trends: Q321 — Q224

Deals and dollars invested

Equity financings in US VC-backed companies M a rket CO ntEXt

$100 5000
$90 4500
. e Although dollars
$70 3500

invested did increase in
Q224, overall deal count

$60 3000

$50 2500

$40 2000

530 continues to decline

S : I I I o

$10 500 . .

“ , e V(s are starting to invest

nf”& Qﬁ'& wa’ox Q'L“’&

Number of deals

Amount invested (US$b)
8

N

=

> 0‘) o 0’1/ g QP o\ O’L b . | I b .
N N 12 12 % 7 D D
& & & ¢ & & & £ &£ & & 8 more, but still being
M Amount invested (USSb) M Number of deals Choosy
Sources: "Crunchbase,” Crunchbase website, www.crunchbase.com, accessed July 3, 2024; EY analysis.

We include equity financings into VC-backed companies headquartered in the US. Sources of cash investments include, but are not limited to, VC firms, corporate investors, other private equity
firms and individuals.
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B2B YoY Growth Rates: Q122 — Q224
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Today’s Results

Average Growth Rate of All B2B Companies = )
e The S&P 500 is on track for 5.5%
as% YoY growth in 2024
30%
o5% e B2B subscription businesses grew
é 20% 18% X P . 19% ke 17% YOY
§ oo e But growth is not equal
5%
% Q1/22 Q2/22 Q3/22 Q4/22 Q1/23 Q2/23 Q3/23 Q4/23 Q1/24 Q2/24 certain types Of companies grow faSter
o than others
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Usage-Based Pricing Adoption:

3 OUT OF 5 SAAS COMPANIES NOW HAVE SOME
FORM OF USAGE-BASED PRICING

B Adopted usage-based pricing
m Testing usage-based pricing 21%

® Planning to test usage-based pricing

45%
- 5050 34%

2018 2019 2020 2021 2022 2023P*

USAGE-BASED PRICING ADOPTION OVER TIME

Source: OpenView

& MAXIO
FY18 — 23

Market Context

e Adoption has been driven by
buyer interest and the rise of
product-led growth models

e OpenView found usage-based
pricing resulted in higher net
dollar retention and lower
CAC paybook

But it isn’t that simple
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Growth Trends
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B2B YoY Growth Rates by Revenue Size

Adaptability is now key

Average Growth Rate of B2B Companies Above and Tk
Below $1MM in Annual Revenue ° <S1M companies are booming,
- an ) hitting 26% in Q124 and 21% in
25% 25% ﬁ 21% QISi 21% Q2 2 4
B:: 20% = 7 7 i = 16% 16% )
£ 15% .
;oo Ay e >51M companies are also
f 5% i 1% 3 .
o .. > growing, but have slowed down to
% > 16% in Q224

-10%
Q1/22 Q2/22 Q3/22 Q4/22 Q1/23 Q2/23 Q3/23 Q4/23 Q1/24 Q2/24

n=1565 =— Below $1MM in Revenue Above $1MM in Revenue




benchmark %% MAX|O
B2B YoY Growth Rates: Leading Industries

Infrastructure remains strong

ﬁ
Ve
=2

al

SaaS Companies Growth Rate by Industry
. e Cybersecurity is the fastest growing
o vertical over the past 8 quarters at
s0% f . 35%

40%

30% | AN / * |n Q224, logistics tied with cyber at
o \ ' ' <7 36% growth

o e Al growth peaked in 2022 but seems
o to have settled at 32% in Q224

Annual Growth Rate (%)

-20%

Q1/22 Q2/22 Q3/22 Q4/22 Q1/23 Q2/23 Q3/23 Q4/23 Q1/24 Q2/24

= Transportation / Logistics / Supply Chain Cybersecurity B2B Al
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B2B YoY Growth Rates: Lagging Industries

oy Growth at all costs is over

P
(

SaaS Companies Growth Rate by Industry

e Marketing and sales tech growth has
slowed to 12%

Media tech dropped dramatically,

40%

a0% contracting -2% in Q224

20% >

10% X ~ : _— e E-commerce and retail is slowly

o% 7 — recovering from its low point in
_"°:/: Q223

Q1/22 Q2/22 Q3/22 Q4/22 Q1/23 Q2/23 Q3/23 Q4/23 Q1/24 Q2/24

Annual Growth Rate (%)

= Media Tech eCommerce & Retail Tech Marketing & Sales Tech
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B2B YoY Growth Rates by Pricing Model

Average Growth Rate of B2B Companies Below $1IMM e Ke e p it Si m p I e tO Sta rt

in Revenue by Pricing Model

* Pricing model has an outsized

s0% - = impact on <$1M businesses
40% 34%
a0 N L e Fixed-rate pricing model seems to

20%

be the better model for smaller
early stage companies

10%

0%

-10%

20% e +23 point advantage over usage-
Q1/22 Q2/22 Q3/22 Q4/22 Q1/23 Q2/23 Q3/23 Q4/23 Q1/24 Q2/24 .
based models in Q224

n=47 - Usage-based pricing Fixed-rate pricing
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B2B YoY Growth Rates by Pricing Model

Average Growth Rate of B2B Companies Above $1IMM ) Mo Adapt and teSt Wlth Scale
in Revenue by Pricing Model -
e 60% of SaaS companies had
ol usage-based pricing models in
: 8% 6% 31% 31% 2 O 2 3
£ 30% 3 o 27%
g 25%
; 20%
b e For companies >51M, usage-
5% based pricing correlates with
o% Q1/22 Q2/22 Q3/22 Q4/22 Q1/23 Q2/23 Q3/23 Q4/23 Q1/24 Q2/24 more growth
n=1094 = Usage-based pricing Fixed-rate pricing
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Al Deep Dive
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Al Deep Dive: Investment in Al

US VC-backed companies TrendS & |nSightS
Non-Al investment Al investment
100%
12% 13% 12% 27% 29%

- - - e Al has commanded an
increasing share of
total investment
dollars, though skewed
by one $6B deal in

20 H124

o 2020 2021 2022 2023 1H 2024 * Early Stage AI funding

declined 76% from its

Source: Crunchbase peak in Q323

N NTT

Saas METRICS PALOOZA 24



benchmark %% MAX|O
Al Deep Dive: Pricing Challenges

Overall Pricing Strategy

Pricing is really hard to
figure out. It isn’t clear
what the right price point or
model is because the
benchmarks are changing
so quickly. - CEO, Startup

Billing System Flexibility

One of the biggest challenges was
dealing with multiple systems and

offline billing/invoicing
- Co-Founder & CTO, Seed Stage

Customer Alignment & Value

It feels like we can never charge what we think
our technology is worth. And then there are
always those people who think we charge too

? § Eé E!éé bAE o)) ‘z‘ 2,5 much! - Founder & CEO, Seed Stage
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Al Pricing: It is complicated!

Domain Al Cost User
User based
' 2 S User Based
Token based (a combination of input and output tokens) 3 3 270/
Value metric based 1 ‘ 1 o
Model based (complexity and number of models accessed) ‘ ‘
Specific to the domain and how value is created m 3 3
Process based (number and complexity of processes supported) m 3 3
Managed services to build and operate the solution m ‘
Outcome based (based on results delivered) m 3 3
Speed based (latency of response) 3 3
Configuration, training and set up fees 1t '
Connection based (the number of connections between nodes) FY [

Other (please specify)

Source: Ibbaka © 2024
“Monetizing Generative Al Roundtable Background Survey”
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Al Usage-Based Pricing Trends

Trends & Insights

e Usage-based Al companies have

Average growth rates of all Usage-based B2B Companies &) dase,
vs. Usage-based Al Companies

00% consistently outperformed other
80% . . .
7% usage-based companies until this
60%

50% year

40% .

30% \ , - e In 2024, usage-based Al firms have
20% .

0% \/J_———\/\ slowed and are growing at

o% Q1/22 Q2/22 Q3/22 Q4/22 Q1/23 Q2/23 Q3/23 Q4/23 Qtl/24 Q2/24 apprOXimately market rates
= Usage-Based Growth Rate (All Companies) Usage-Based Al Growth Rate
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Al Fixed-Rate Pricing Trends

Average Growth Rates of All Fixed-Rate B2B ) Mo
Companies vs. Fixed-Rate Al Companies -

90%
80%
70%

% 60%
£ 50%
 a0%
£ 30%
20%

10%

0%

Q1/22 Q2/22  Q3/22  Q4/22  Q1/23  Q2/23  Q3/23 Q4/23  Q1/24  Q2/24
= Fixed-Rate Growth Rate (All Companies) Fixed-Rate Al Growth Rate

& MAXIO

Trends & Insights

e The Al sector is trending towards
usage-based pricing, but this year
that strategy doesn’t seem to be
paying off
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Key Takeaways

® In this market, Business Agility & Speed is the winning strategy.

e While Al is grabbing headlines, essential SaaS verticals such as
cybersecurity and logistics are growing faster.

® Fixed-rate pricing is still the best model for early-stage companies.

e Add usage-based pricing to accelerate growth once you achieve
product-market fit.

Al pricing is in its infancy and requires new strategy, process and tech.
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Palooza_
Promotion

® Getademo and mention
the SaaS Metrics
“Palooza Promotion” to
receive special pricing on
the Maxio Platform
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For more benchmarks &

insights, download the
B2B Growth Report from

the Maxio Institute.
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