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While B2C billing frameworks have emerged as 
media darlings in recent years (think Netflix and 
Uber), it’s actually the B2B billing scenarios that 
are driving the new monetization mindset.

According to Forrester Research’s Lily Varon, 
cloud computing – along with a new generation 
of mobile devices and the Internet of Things 
(IoT) – is forging new structures of billing 
complexity.

Together, they’re making a paradigm shift 
in the way industries approach billing. But 
the technology is only part of the story. The 
real, contextual driver of modular billing is its 
granular sophistication – it’s built to support 
a growing stream of users who want to know 
what they’re paying for, and why.

Given the targeted, consultative nature of the 
B2B billing segment, it’s hardly surprising that 
the biggest leaps are organically happening 
there. Think of it as an experimental lab for new 
billing formulas that are shaking things up.

Telecommunications
The telecommunications industry has 
witnessed major innovations in billing 
structures in recent years. These developments 
are driving customer engagement to a fine-
grained level, and businesses – old and new 
– are shifting their focus to sales packages 
based on configurable pricing that reflect 
individual requirements. These packages 
enable firms across the spectrum to fine tune 
their offer, and reap benefits by moving away 
from an acquisition mindset and adopting a 
relationship- centric sales culture.

The Internet of Things (IoT)
The IoT has been a game changer in the B2B 
segment, enabling repeated revenue generation 
on the heels of frequently measured data 
via sensor technology. Unlike the products 
themselves, IoT services promote loyalty 

and lock in customers based solely on value 
creation. From a revenue perspective, it’s a gift 
that keeps on giving. To offer some perspective, 
the B2B segment is expected to comprise 
almost 70% of the economic value generated 
from IoT in the next 10 years

($11.1 trillion), according to a McKinsey report.

B2B Billing

Driving Complexity

The high level of complexity motivates 
companies to leverage their offer in the climate 
increasingly hostile to contracts, capacity plans 
and traditional price models.

As a result, B2B firms are able to move 
towards relationship-based, higher-touch user 
experiences; and focus on company-specific 
CRM integrations, including the day-to-day 
management of the payment lifecycle.

Simply put, B2B billing scenarios have to be 
complex enough to shore up a whole range 
of cross-functional processes braided into a 
business.

Consider only the following few factors:

Account hierarchies, including the corporate 
level, client divisions, business units and 
regional departments.

Sales channels such as affiliate networks, 
marketplaces, and distributors.

Customized product structures that are in no 
way limited to configurations, designs and other 
non-generic formats.

While the IoT is quietly disrupting pricing 
simplicity for consumers (connected cars, smart 
homes, among others), the most popular pricing 
models from the B2C sphere are quite simple.

https://thepaypers.com/interviews/lily-varon-forrester-research-b2b-industries-are-driving-most-of-the-billing-model-complexities-today-/762856-38
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SHH B2B Billing 
Driving Complexity

Compared to the B2B billing formats, consumer packages 
remain largely a hybrid of subscription billing and 
individual usage. This is because they’re mainly centered 
on self-service, whose users usually make payments with 
a credit card. Here are a few cases in point as a reminder:

• Digital streaming and video on demand: Netflix 
continues to attract consumers across the spectrum 
by meeting individual viewer requests, on top of the 
monthly subscription fee it charges users.

• Vehicle sharing: Zipcar, a car-sharing company, 
provides a variety of vehicle reservations to its 
members. It charges by the minute, hour, or day, 
with users having to sign up for a monthly or annual 
membership.

• Transportation service: Uber offers a blend of 
subscription and usage- based billing, with users 
required to create an account that facilitates recurring 
payment.

• Delivery of cosmetics and specialty foods: Birchbox 
delivers a mix of beauty products to its subscribers 
based on their profile every month. Food buffs can 
choose from at least 10 food subscription services to 
have their favorite foods delivered in a curated box.

• Online counseling and coaching services: Talkspace, a 
monthly subscription service, offers online and mobile 
access to licensed therapists for less money than 
traditional, in- person therapy. People seeking to lose 
weight or eat healthier now have a whole range of diet 
coaches to sign up for through subscription services.

The B2C domain may have been the fired pistol but as the 
following use cases show, the B2B billing scenarios are the 
stampede.

https://www.netflix.com/ca/
https://www.zipcar.com/en-ca
https://www.uber.com/ca/en/
https://www.birchbox.com/
https://www.talkspace.com/
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The Giants
Verizon’s VoIP service for small and medium- 
sized businesses (SMEs) has a number of 
products and customizable, pay-as-you-go 
features. As an SME grows and its needs 
change, Verizon correspondingly adapts the 
solution’s components (bandwidth and storage 
capacity, technology upgrades, mobile solutions 
and customer/employee support) without 
charging for services the enterprise is not 
prepared to use.

Orange Business Services, which integrates 
communications products and services for 
multinationals, also offers a pay-as-you-
go pricing model for businesses looking to 
automate and optimize their IT operations. 
The resources are charged with granularity 
up to minute, or held in reserve for further 
discount. Clients are given full control of their 
infrastructure, with the ability to scale up and 
down as required.

The Newcomers
Nexmo’s cloud communication platform 
offers per-second billing in most countries, so 
organizations pay only for the time they use.

Compared to traditional per-minute billing, 
the Vonage API platform enables companies 
– from app developers and online providers to 
start-ups and large enterprises – to save more 
than 50%, depending on calling patterns and 
destinations.

Its cloud APIs help companies reach users and 
devices in real time around the world through a 
range of tools such as mobile, text-messages, 
chat applications, phone verification and voice 
products.

Twilio is another API-driven platform that 
gives developers the ability to design and 
embed communication functionalities into their 
application. The result is a range of telephony 
products that are entirely transaction-based, 
so customers are charged per usage. Calls 
are priced per minute, messages are charged 
per message, while a monthly rate is also 
available for Twilio phone numbers. Customers 
can choose from a host of additional features, 
depending on their needs. Recordings and 
transactions of Twilio phone calls are each 
billed per minute. As for the recording storage, 
users can store the first 10,000 minutes for free 
while additional storage is charged per minute.
Volume pricing is also an option.

The IoT has been a game changer in the B2B 
segment, enabling repeated revenue generation 
on the heels of frequently measured data 
via sensor technology. Unlike the products 
themselves, IoT services promote loyalty 
and lock in customers based solely on value 
creation. From a revenue perspective, it’s a gift 
that keeps on giving. To offer some perspective, 
the B2B segment is expected to comprise 
almost 70% of the economic value generated 
from IoT in the next 10 years ($11.1 trillion), 
according to a McKinsey report. Check out the 
following sectors which are reshaping B2B 
billing with IoT-based services.

https://www.verizon.com/business/products/voice-collaboration/voip/business-digital-voice/
https://www.orange-business.com/en
https://www.vonage.com/communications-apis/
https://www.twilio.com/
https://www.mckinsey.com/business-functions/mckinsey-digital/our-insights/an-executives-guide-to-the-internet-of-things
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Check out the following 
sectors which are 
reshaping B2B billing with 
IoT-based services:

Transportation
Michelin uses the IoT technology to extract and 
track data via vehicle sensors. Its Solutions 
unit analyzes the data and sells the insights to 
corporate fleets with the goal of reducing costs, 
downtime, and environmental effects, among 
others.

Rolls Royce installs sensors in its commercial 
jet aircraft engines to go beyond prognostic 
repair and gain a comprehensive idea about 
engine health. The sensors track everything 
from fuel flow and temperature to metal content 
in the oil, including a host of other data. Like 
Michelin, it sells the analytics as a value-added 
service, and the airlines use them to improve 
efficiency, maintenance, aircraft selection, and 
routes.

Utilities
Smart water management company, HydroPoint 
360, captures and analyzes data via sensor 
technology to calculate how much water each 
home appliance is consuming. It then crunches 
the information to identify water leaks, clogs, 
and suggests water-saving alternatives based 
on individual usage patterns. The technology 
has application in water agencies and building- 
management companies.

Nokia develops IoT-based communications 
infrastructure for electricity generation, 
distribution and consumption, and enhances 
companies’ ability to communicate with the 
grid. It customizes each solution so that it fits 
the customers’ network, footprint and business 
needs.

Industrial Engineering
Swedish equipment manufacturer Atlas Copco 
has developed a subscription data service 
program that gives customers a non-invasive 
health check-up of their machines. The service, 
which helps identify problems before they 
erupt, includes diagnostic audits performed 
by technicians using mobile devices, thermal 
imaging cameras, sensors and other tools.

These audits are then analyzed, and sold to 
clients as a set of recommendations aimed at 
sustainable operation with less downtime and 
fewer production losses.

Caterpillar is also cultivating an increasing 
number of sensor-based subscription data 
services. The company collects and analyzes 
the data via sensors attached to its machines 
all over the world; it repackages the results, and 
sells them as tailored advice for its customers 
who are looking to boost profitability on their 
building and mining projects.

https://www.michelin.com/en/finance/results-and-presentations/capital-markets-day/services-and-solutions/
https://www.michelin.com/en/finance/results-and-presentations/capital-markets-day/services-and-solutions/
https://www.rolls-royce.com/
https://www.hydropoint.com/
https://www.hydropoint.com/
https://www.nokia.com/networks/
https://www.caterpillar.com/en.html


TAKEAWAY
Subscription models in the B2C environment have helped 

democratize innovative revenue models.

But as consumers continue to demand individualized 
pricing agreements, and firms move away from clearly 

defined formats, it’s the players behind B2B billing 
scenarios that will drive cutting-edge developments.

In our age of disruption and uncertainty, there’s only one 
thing that remains guaranteed: technology will become 
even more granular in the decades that follow, with B2B 
billing formats staying on as the real sleeper hits of the 

new monetization culture.

To learn more, visit www.logisense.com

https://www.logisense.com/

