SaaS Charm Pricing Implementation
Checklist

This checklist provides a technical and strategic path to transitioning your software
from round numbers to a charm pricing strategy. Following these steps ensures your
price adjustment is consistent across your billing stack and marketing assets while

maintaining data integrity for your financial reporting.

Phase 1: Strategic Assessment

Define the Price Breakpoint: Identify which round numbers currently act
as a psychological barrier, such as moving from $100 to $99 to trigger the
left-digit effect.

Select the Ending Style: Choose between .99 for a high-value "deal"
perception, .95 for a standard professional SaaS look, or .9 for a modern

minimalist interface.

Segment Subscription Tiers: Determine if charm prices apply to all tiers or
only to self-serve plans, as enterprise-level contracts often benefit from

rounded "prestige" pricing.

Calculate the Revenue Threshold: Estimate the volume increase needed
to offset the minor decrease in per-user revenue caused by the price

drop.

Phase 2: Technical Execution

Audit the Billing API: Locate the specific price objects in your payment

gateway, to ensure you are modifying the correct unit_amount.

Create New Price Objects: Generate fresh price IDs in your billing system

rather than overwriting old ones to keep historical financial data clean.

Update Integer Values: Enter the new charm pricing in the smallest

currency unit, such as entering 4999 in the code for a $49.99 price point.



Sync Webhook Metadata: Verify that your backend listeners for
"Subscription Created" events are pulling the updated price values into

your internal database.

Validate Localized Currencies: Set specific price overrides for
international markets to ensure the charm effect translates correctly into

Euros, Pounds, or Yen.

Phase 3: Marketing and Ul Alighment

Refresh the Pricing Table: Update the front-end components of your
website to display the new charm pricesconsistently across all

comparison cards.

Update the Call to Action: Change any "Starting at" text in your hero

sections or buttons to reflect the updated entry-level price point.

Synchronize Ad Creative: Review all active social media and search ads to
ensure the displayed price matches the landing page to prevent user

friction.

Modify Email Sequences: Search through automated onboarding and

"abandoned cart" emails to update mentions of the old rounded pricing.

Adjust Comparison Math: Recalculate any "Save 20%" labels for annual
plans to ensure they remain accurate to the cent with the new monthly

charm figures.

Phase 4: Optimization and Analytics

Establish a Baseline: Export your last thirty days of conversion data and

Average Revenue Per User (ARPU) to serve as a control group.

Enable A/B Tracking: Use a tool like Optimizely or a custom feature flag to
serve the new prices to a segment of traffic and monitor the "Trial-to-
Paid" lift.

Monitor Support Queries: Track if the change to charm pricing causes any

increase in billing-related questions or clarity issues during checkout.



Conduct a Revenue Review: Evaluate the total gross volume after one full
billing cycle to confirm the conversion lift successfully offsets the lower

price point.



