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Challenges in building a SaaS company in Israel

• Understanding the SaaS Model

• Building SaaS Manpower Infrastructure

• Developing the Israeli SaaS Community
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Kampyle at a glance

 2007 Founded

 25 Number of employees 

 192 Countries served

 52,000  Registered websites

 12,000,000 Feedback forms

 60% Users leaving contact details

 45% Users convert from Feedback into Sale
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Websites / Portals Applications Software Advertising E-Newsletters
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Global Presence, Variety of Industries, Wide Range of Size and Needs 

CONSUMER /
MANUFACTURING

ONLINE TRAVEL

E-COMMERCE

SOFTWARE /
TECHNOLOGY

MEDIA / 
ENTERTAINMENT

FINANCE / FOREX /
INSURANCE

PUBLIC SECTOR /
NON-PROFIT

TELECOM



Putting  our SaaS Rules in Context

 SMB vs. ENT

 B2C vs. B2B

 Funds Raised

 Company Stage 

 Software company moving to SaaS

 And more...
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Law #1 - Know your Business Metrics

 SaaS main Business Metrics:

 MRR (Monthly Recurrent Revenue )

 Churn

 CMRR (Committed MRR) = MRR - Churn

 Cash-in

 And don’t forget to say goodbye to bookings 

Tip: Booking and AR are very relevant when you are in 
your growth stage

6



Law #1 - Know your Business Metrics

 Keep focused on the right measurements:

 Booking is not a SaaS metric but both Bookings and AR are 
very relevant in your growth stage

 Incentivize timely payment

 Incentivize customers to prepay

 Incentivize your sales force to focus on MRR - not one-time 
revenue

 Optimize billing and collections
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Law #2 – Select the right “Go To Market” strategy

No Touch Sales

Inside SMB Sales

Enterprise Sales

Which one (or combination) is relevant to your business?
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Law #2 – Select your “Go To Market”
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Law #3 – Freemium is not a Business Model

 Freemium has both free and premium components

 Markets only notice the free bit!

 Free is not a Business or Revenue Model - money has to come 
from somewhere

 Free is a Tactic only and needs to come within an overall 
marketing strategy 

 Free can hurt a brand/market position if not handled carefully

 Free trials or “Try before you buy” are fine and often expected

 Free in perpetuity has potentially negative consequences

 Many times "free" is a cop-out allowing vendors to avoid 
asking for money
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Law #4 – Product Development

 Deliver Products Your Users will Love

ά!ŘǾŀƴŎŜŘ ǘŜŎƘƴƻƭƻƎȅ ƛǎ ƛƴŘƛǎǘƛƴƎǳƛǎƘŀōƭŜ ŦǊƻƳ ƳŀƎƛŎέ 
Arthur C. Clarke

 Adoption (and success!) is only dependent on your ability to 
delight users

 SaaS R&D should be based on:

 Real usage metrics

 Real-time user feedback

 Separate core Platform from Public Pages and Extensions
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Law #5 – Price Correctly

 Position for Customer Needs

 Connect Price to Clear Value

 Know your competition and their offerings

 Talk to your customers. Listen to what they want and are 
willing to pay
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Law #5 – Pricing Correctly
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SMB Pricing
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No Touch Sales Pricing
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ENT Pricing
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Law #6 - Inbound Marketing

 Inbound Marketing is a core competence of every successful 
SaaS company

 Embrace Web Marketing – that is where your customers are!

 Process:
 Profile your potential customer

 Drive Web Traffic: SEO, PPC, Viral, PR, Social, Email Marketing, Webinars, 
Whitepapers etc. (Tip – Affiliate Marketing doesn’t work in B2B)

 Track funnel conversion and Main KPI’s:  Registrations / free trails, MRR, 
Churn, Sales Chunnel etc. 

 Remember: Qualified leads is what you are after, NOT leads.

 Analyze, Adapt and Improve conversion all the time

 Sign SLA with different “Go To Market” managers in the 
company
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Law #7 - Separate your Hunters and Farmers

 Hunters New MRR

 Farmers Renewals, Upgrades, Monthly to Yearly and 
additional penetration to existing customers
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Law #7 - Separate your Hunters and Farmers

 When?
 Only after you have established a strong hunters team and process

 Pros
 Focus your sales team and effort
 Don’t leave money on the table
 Cash-In, early collection
 Reduce Churn

 Cons
 Reduce CMRR

 Requirements
 Strong and incentivized Success Managers Team
 Joint work on Farmers team and Success Managers Team
 CRM and Rating and profiling engine 
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ñThe Customer is always wrongò

Law #8 - “Sell a Service, Not a Product”

 bǳΗ 5ƻƴΩǘ ōŜ LǎǊŀŜƭƛΗ  

 As an international company – make sure you have the right 
DNA in your company for your Level of Service.
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Law #8 - “Sell a Service, Not a Product”

 Monitor
 Track Key usage matrices
 Understand and reduce churn
 Track up-selling and additional penetration to customers

 Talk to your customers and listen to them
 Input into product road map
 Prepare the ground before renewals

 Customer Data – Benchmark
 Enhance your offering with benchmark
 Codify and share best practices
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Law #9 – SaaS CFOs need to be exceptional

 Optimize for CMRR:
 Committed MRR (CMRR) = MRR – monthly churn

 Monitor Churn KPIs - Understand and control Churn

 Quickly convert revenue to cash

 Make sure your Billing process is effective

 Understand, calculate and act on:
 CLV – Customer Lifetime Value
 CAC – Customer Acquisition Cost 

 SaaS CFO Challenges:
 Leaving renewal and maintenance dollars on the table
 Flying blind when it comes to professional services
 Delivering accurate and timely reporting to the management team
 No automatic connection between financial system, CRM & BI systems
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Law #10 - Stay in Israel as long as you can

 Pros
 Prove your Business from Israel first
 Stable and optimize your business before expending
 Don’t ruin the SaaS Module – easy, cheap and fast
 Focus your company 
 Have your entire company in one place – especially important for:
 Product / Marketing
 Sales / success managers

 Cons
 VERY hard to do this today due to the limited  HR resources in IL
 Far from the US market
 Large US enterprises that will not work with non –US vendors
 Investors
 Exit
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Top 10 SaaS Rules

• Law #1 - Know your Business Metrics

• Law #2 – Select the right “Go To Market” strategy

• Law #3 – Freemium is Not a Business Model

• Law #4 – Product Development

• Law #5 – Price Correctly

• Law #6 - Inbound Marketing

• Law #7 - Separate your Hunters and Farmers

• Law #8 - “Sell a Service, Not a Product”

• Law #9 - SaaS CFOs need to be exceptional

• Law #10 - Stay in Israel as long as you can
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Thank You for Your Attention

For further information, please contact: 

Mr. Ariel Finkelstein

Co-Founder and CEO

T: +972-77-2033221

M:+972-54-7515519 

E: ariel.finkelstein@kampyle.com

mailto:ariel.finkelstein@kampyle.com

