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Atlan Product Metering Case Challenge Summary:

The document outlines the importance of metering a SaaS product, specifically for SaaS B2B products. It highlights the benefits of accurate usage tracking, fair billing, resource optimization, cost control, upselling opportunities, and competitive differentiation. The goal is to align pricing with customers' ROI, optimize internal resources, and provide cost and usage visibility patterns.

The tasks for the product manager include researching different SaaS tools, capturing how metering is implemented in at least three tools, and defining the metrics and usage parameters for product metering. The proposed approach should be simple to implement and easy for both internal teams and customers to understand.

The desired outcomes are to create a flexible metering framework that accommodates various pricing models and billing structures and to provide a recommendation in the form of a document.

The document also includes a table of contents with sections discussing the need for data catalog software, the users of data catalog software in a company, capturing product metrics, factors driving data catalog pricing, and specific pricing details of Alation, castorDoc, Google Cloud Data Catalog, and Atlan.

The solution section presents two recommended pricing solutions for Atlan: a simple and transparent pricing model and a usage-based pricing model. The document concludes with a thank you note.

Overall, the document provides a comprehensive overview of the Atlan Product Metering Case Challenge, covering various aspects related to SaaS product metering and pricing.Read less
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	1. Atlan Product Metering  Case Challenge
The need for metering a SaaS product
Product metering for SaaS B2B products addresses the need for accurate usage
tracking, fair billing, resource optimization, cost control, upselling opportunities,
and competitive differentiation. It enables SaaS companies to align their pricing
with customers’ ROI (return on investment), optimize internal resources, and
provide cost and usage visibility patterns across their customers.
Your task 🤹
As a product manager, you will work on the following tasks:
1. Research on different SaaS tools (added advantage if you pick tools similar to
Atlan). Pick at least 3 tools and capture how the metering is implemented.
2. Define the metrics and usage parameters that will be used for product
metering. What are the various metrics that will need to be considered for this?
What are we looking for? 👀
1. The overall approach to the task - breaking down the problem statement
2. The proposed approach should be relatively simple to implement and both
internal teams as well as customers should be able to understand the metering
structure clearly.
3. There should be scope to fit the generic model to any SaaS product by taking
in the tool-specific capabilities.
Outcomes
1. Create a flexible metering framework to accommodate various pricing models
and
billing structures. What aspects will need to be considered for this?
2. Your recommendation - PRD/Slide
 


	2. Table of Content
1.  Why companies use Data Catalog Software?
2. Who are the users of these of Data Catalog Software in a company?
3. Before creating a Product Metering, we need capture product metric
4. What drives Data Catalog Pricing?
5. Alation Pricing
6. castorDoc Pricing
7. Google Cloud Data Catalog Pricing
8. Atlan Pricing
9. Hypothesis
10.Solution
 


	3. I have chosen  the SAAS products belongs to Data Catalog Software. The Data
catalog comes with data governance, data quality, data lineage and
collaboration.
1. Why companies use Data Catalog Software?
Time spends in Data Discovery:
Finding and accessing relevant datasets manually is time-consuming and
inefficient due to following reason.
• Lack of Centralized Access
• Inefficient Search Methods
• Limited Visibility and Context
• Data Inconsistency and Duplication
• Dependency on Others.
Scattered Data Governance:
Lack of effective data governance practices within organizations increase this
risk for organization.
• data breaches, unauthorized access, and data leaks, compromising data
security
• non-compliance with industry regulations, such as GDPR, CCPA, HIPAA, or
internal policies
• unclear ownership and accountability for data
Poor data quality:
Poor data quality can lead to several challenges and issues
• Inaccurate Decision Making
• Dealing with poor data quality requires additional time and effort spent on
data cleaning, data validation, and error correction
• Inaccurate or inconsistent data erodes trust in the data itself and
undermines confidence
• Inaccurate or incomplete data can result in non-compliance with industry
regulations
Limited access and availability of data within an organization:
Organizations often face the following challenges related to data accessibility
• Siloed data restricts access and hampers collaboration
• Increased Dependency on IT or Data Teams
• Limited Self-Service Capabilities restricts users from exploring and
utilizing data independently
 


	4. 2. Who are  the users of these of Data Catalog Software in a company?
• Data Analyst
• Data Engineer/Architect
• Finance Analyst
• Marketing Analyst
• Business Analyst
Sample use case:
Persona Marketing Analyst
Job Works with marketing data and analytics to drive campaign strategies
and measure performance. Collaborates with the marketing team to
optimize marketing efforts
Goal Gain easy access to relevant marketing data and insights for informed
decision-making.
Problem • Difficulty in finding and understanding marketing data sources
• Time-consuming process to gather and analyse data for
campaign planning and evaluation
Without
Data
Catalog
Software
1. Receives requests for marketing data from team members and
stakeholders
2. Spends considerable time searching for relevant data sources
across different systems and platforms
3. Manually extracts and consolidates data from multiple sources,
such as CRM, advertising platforms, and social media channels.
4. Analyzes and prepares data using various tools and
spreadsheets to derive insights.
5. Uses the insights to make strategic marketing decisions.
With Data
Catalog
Software
1. Receives requests for marketing data from team members and
stakeholders.
2. Logs on to the Data Catalog software to explore and discover
relevant marketing data sources.
3. Accesses metadata and documentation within the Data Catalog
to understand the structure and context of the available
marketing datasets.
4. Utilizes the Data Catalog's search and filtering capabilities to
quickly locate specific datasets required for campaign planning
and evaluation.
5. Leverages the Data Catalog's integration with analytics tools to
directly connect and extract data for analysis.
6. Analyzes and visualizes the data using preferred analytics
tools.
7. Gains actionable insights from the analyzed data and
Collaborates with the marketing team by sharing insights.
 


	5. 3. Before creating  a Product Metering, we need capture product metric.
Breadth of Product Usage:
• Number of asset and table connected to get asset meta data
• Number of users accessing the Data Catalogue home page
• Number of users performing a search for metadata.
• Number of searches perform
Depth of Product Usage:
• Number of users accessing detailed metadata information for a dataset or
column.
• Number of users updating metadata.
• Number of user collaborating with information with other channel.
• Number of users creating data lineage or relationships between datasets.
• Number of users using data governance features (e.g., data classification,
access controls).
• Number of users utilizing data quality management features.
Frequency of Product Usage:
• Number of sessions per user within a given time.
• Average session duration.
• Number of unique sessions.
Usability of the Session:
• User engagement metrics (e.g., time spent on different product features,
interactions with UI components).
• User flow analysis (tracking the sequence of actions performed during a
session).
• Feature usage metrics (e.g., frequency of using search, cataloging,
governance features).
• Error rates and error messages encountered by users.
• Task completion rate (percentage of users successfully completing a
specific task or workflow).
Quality of the Session:
• Net Promoter Score (NPS) or customer satisfaction score.
• Customer dissatisfaction score (CDS).
• User feedback and sentiment analysis.
 


	6. • Number of  reported bugs or issues.
• Adoption rate of new features or updates.
• Time taken to accomplish specific tasks or workflows.
4. What drives Data Catalog Pricing?
1. Base licensing costs
• Number of View only user
• Number of administrative users
• Licensing costs for data connectors
• Number of Asset integrated
• add-ons supplying additional functionality (Data Governance/Data
Lineage)
2. Hosting costs
• On premises
• Cloud (AWS/Azure/Google)
• Software as a Service
3. Implementation costs
• DIY(Within Day/Hours)
• IT support (Within Week/Month)
4. Training costs (UI/UXDesign and Learning Curve)
5. Ongoing support and maintenance costs
 


	7. I have selected  three Data Catalog Software options, each catering to distinct
segments of the enterprise.
Large Enterprise Segment (On Premise/Cloud)
5. Alation
Alation doesn’t publish pricing information directly in its site.
But I can see in Azure marketplace it placed subscription fee with a price tag
60K/year. Its targeting more to Enterprise and 70+ native data source
connectors.
1. The base licensing costs 2k for 25 Admin and it charges per user. Other
are applicable as per company request
2. Require 4 months or more, need implementation support experts.
(Additional Cost)
3. Non-intuitive UI/UX and poor product experience means longer learning
curve.
4. Focused on the breadth of integrations vs depth of integrations.
Additional: Data Governance, Data Lineage, Data Quality
 


	8. Low to Mid  Enterprise Segment
6. castorDoc
1. Designed for mostly for Business, Operations, Support, Finance, and
Management teams who are looking to make decisions based on real-time
data.
2. It provides integration support only for the top cloud data warehouses, But
focus is more on data visualization integrations.
3. Pricing
4. CastorDoc: Setup in 30 mins, value on Day 1.
5. It supports Slack integration for collaboration.
6. Its support mostly Low to Mid-tier enterprise.
Additional Service: Data Governance, Data Lineage
Starter Premium
Enterprise
package
Price $10,000 /Yr On Request On Request
User 15 30 50
Admin 1 2 5
Integration 2 3 5
Data assets (Tables,
Dashboards) 2500 5000 10000
Refresh Frequency Weekly Daily Unlimited
Support Email/Chat
Customer
Success
Customer
Success
 


	9. Small Enterprise (Only  Cloud)
7. Google Cloud Data Catalog
1. API charges (Read/Write) are billed to different projects depending on
specific calls.
2. Metadata storage charges for a tag are billed to the project where the
tag template was created.
3. Pricing as per API calls and Metadata stored.
4. A simple and easy to use search interface for data discovery, powered
by the same Google search technology that supports Gmail and Drive.
5. It uses open-source connectors to access the data from other sources.
6. Additional cost for Data Lineage.
 


	10. 8. What Atlan  follows?
Atlan don’t share the pricing upfront, and we must connect sales. After following
up with sales, I have got high level pricing for Atlan.
We a have subscription-based model based on the following parameters:
• Number of users - here are the different roles on Atlan
• Number of connectors
• Number of advanced features
All the above are bundled in 2 packages, Essentials starting at USD 45,000 per
year and Advanced starting at USD 110,000 per year.
9. Hypothesis:
Transparent Pricing Brings More Trust
Trust and credibility: Transparent pricing builds trust with potential customers.
Efficient decision-making: When pricing information is readily available,
potential customers can evaluate the costs and benefits of your product without
the need for extensive back-and-forth communication.
Attracting the right customers: Clear pricing helps filter out customers who may
not be a good fit for your product due to budget constraints.
Competitor differentiation: Transparent pricing sets you apart from competitors
who choose not to disclose their pricing.
Improved customer experience: When customers have access to pricing
information, they can align their expectations and budget accordingly.
 


	11. 10.Solution
Recommended Solution 1
Atlan  : Simple and Transparent Pricing
1. What is your current data infrastructure.
2. Number of Asset you want to Connect:
3. What is your current data ecosystem (Dropdown to select application)
4. Please select the feature that interests you.
5. Share your email id to see the price?
6. The approximate price is calculated per user per year.
Note: The provided approximate pricing is based on an annual estimate
and includes a minimum of 1 Admin user, 30 Data Access viewers, and 1
Connector per asset. Each asset can contain a maximum of 10,000
Tables/Dashboards, and anything exceeding that will be considered as 2
assets for billing purposes. It includes training and support.
For more exact price contact Sales.
On-Prim Own Cloud SaaS
Add Number
Oracle SAP Others
Email ID
$XXXX
Data Catalog Data Governance Data Linage Collaboration
 


	12. Recommended Solution 2
Atlan  : Usage based pricing
Note: The numbers provided are for illustration purposes, and the actual pricing
for product may vary depending on the specific pricing structure and offerings.
The usage dashboard or report can provide a summary of the customer's usage,
including the quantity of each usage type and the associated pricing. It can also
display the total cost for each usage type and a grand total cost for all usage
combined.
A metering system, functioning as a System of Record (SoR), consistently and
dependably provides precise answers to crucial questions such as who, when,
where, for how long, and at what cost something was utilized. It ensures
accurate and reliable tracking of resource usage information.
Thank You
Subrat Kumar Dash
Pricing Component Description Cost
Data Ingestion (Non-
Recurring)
Initial setup fee for data ingestion
per Asset
$10K One-time
Ongoing Data Ingestion
($0.50 per GB)
Usage Quantity: 10 GB per month
Price per Unit: $0.50 per GB
Total Cost: 10 GB * $0.50 per month $5 per Month
Data Queries ($0.01 per
query)
Number of queries: 1,0000 per month
Price per Query: $0.01
Total Cost: 1,0000 queries * $0.01
per month
$100 per Month
API Calls ($0.001 per
API call)
Number of API calls: 10,000 per
month
Price per API call: $0.001
Total Cost: 10,000 API calls * $0.001
per month
$10 per month
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