
How to Create Effective Discounts and 
Promotions for Software Pricing 
 
Choosing discounts and promotions can make a big difference in today’s competitive market 
especially when targeting customers who are willing to switch to a new software. However, it is 
crucial to develop the kind of discounts that will make the customers buy the products while at 
the same time keeping in mind the specific software’s pricing strategy. In this article, I will walk 
you through ideas on the best way to approach presenting discounts and promotions where 
solutions like the royalty management software are involved as well as working with CPQ 
software providers. 

Understand Your Customer Base 
The first thing to do when designing the right discounts is to know your customers and their 
needs. It is important to note that a discount strategy is inapplicable across most customer 
segments. For example, big companies may seek for yearly subscriptions while small 
businesses may go for subscriptions per month. Awareness of these subtleties is useful in 
organizing relevant promotions and presenting them to the consumers. 

Set Clear Goals for Your Discounts and Promotions 
When you make the decision to provide a discount for your product, define your aim 
beforehand. Do you want to create a prompt burst of impulse sales, build subscriptions for the 
coming months, or familiarize people with your product? The type of discount or promotion you 
offer will depend on the overall goal of the promotion. For example, a short-time offer is perfect 
for using the sense of urgency, whereas a combined price cut is perfect for offering more 
products or services. 

Leverage Royalty Management Software 
If your software involves embedded licensing agreements, or incorporation of royalties, can 
assist in fine tuning your discount policy. This type of royalty management software enables 
you to monitor your royalties from third-party retailers and dealers, to be able to know whether 
the discounts you offer to the customers affect your ability to make profits. When you have 
reliable information in your hands, you can alter the price formula or the rate of promotions as 
often as you need to, to achieve the highest profit, while retaining reasonable and fair prices for 
consumers. 
 
 
 
 
 

https://www.ima360.com/royalty-management/


 
 

Integrate with CPQ Software Providers 
SaaS businesses should engage with the CPQ software providers to simplify your discounting 
process. Feedback:  CPQ software automates the quoting and pricing of software so discounts 
across these prices will be promptly identified. This integration can assist the sales teams to 
provide targeted price breaks in line with a customer’s history or requirement within the 
parameters of a set of pre-determined promotional tiers. Further, since CPQ software 
providers facilitate a planned pricing approach, the discounts offered must simultaneously be 
uniform to retain the relevance of the brand on diverse channels. 

Use Conditional Discounts 
Conditional discounting is very flexible particularly if used to reward established clients or those 
who frequently lay large orders. For instance, you can aim to give a carrier where you will give 
an amount of dollars for a longer period of contract subscription or a rebate whereby you give a 
certain percentage of the amount if the customer is planning to purchase more licenses. The 
above types of promotions are not only volumetric, in the sense of selling larger quantities of the 
product, but also contributory to the creation of customer loyalty. 

Monitor and Evaluate Results 
Once you have started your discount or promotion program, it is very vital to keep track of its 
efficiency. Assessing how reductions in sales and customer loyalty and overall profitability will 
be affected by a particular promotion using analytics tools will enable the formulation of better 
targeted promotion strategies by contractors in the future. 

Conclusion 
Promotional pricing strategies in the software industry are complex and need to be tailored 
based on your customer segment, organizational objectives, and software pricing technologies 
such as royalty management software and CPQ software vendors. Thus, you can offer your 
clients more personalized and more elastic discounts that create the base for their further sales. 
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