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HOW TO USE THIS RESOURCE

SaaS Pricing & Packaging: The
Decision Workbook

SaaS executives, product marketing, product management, finance and revenue operations

Your practical outputs

* Segment-specific value and cost hypotheses

e Comparison of testable price and package architectures
¢ Research plan with explicit inference limits

* Tested billing and migration plan with decision rules

Read, choose, apply

Start with the overview and decision rules. Choose a concrete constraint in your business. Work
through the relevant templates using your own evidence, record open assumptions and agree a
review with the accountable people. The complete online edition provides linked sources and
contextual navigation.

Editorial context

Explicitly fictional cases and example figures are working aids, not client results or universal
benchmarks. Frameworks structure decisions; they are not scientifically validated scores.
Platform capabilities may change. Sources and review context are disclosed.

Read online: Saa$S Pricing & Packaging: The Decision Workbook
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Pricing is a system of customer value, charging logic, package boundaries, contracts and
operations. This original VALUE-COST workbook examines Value evidence, Accounting scope,
Limits and entitlements, Usage metric, Experiments, Customer transition, Operations, Sensitivity
and Trade-off decision. It is a research and implementation method, not a universal price
recommendation. No survey can establish one willingness-to-pay figure for all SaaS buyers. All
example numbers below are explicitly fictional assumptions; replace them with your own
account evidence and cost records.

1. Define the pricing decision

Separate a price-level decision from changing the metric, package or contract term.
Simultaneous changes can make buyer reactions impossible to interpret. Begin with one
segment and a clear description of the current offer.

Execution and evidence

Document what changes, who is affected, what remains fixed and which economic or customer
problem motivates the review. Assign a commercial owner and a billing owner. Include renewal
timing and existing commitments.

Diagnostic and decision rule

If the team cannot describe the current entitlement and invoice behavior consistently, resolve
the operational baseline before testing a new price.

Do not launch a price experiment while the offer itself remains undefined.

Applied working example

Use a change inventory with one line per commercial element. For example, moving from seats
to completed work also changes customer forecasting and possibly seller explanations. Keep a
fixed reference offer during research. If more than one element must change, document that the
test evaluates a complete architecture rather than the isolated effect of a price amount.

Working decision

Are we changing amount, unit, package boundary or payment timing?

* Evidence reference and date: [fill in]; counterexample or missing perspective: [fill in].

Responsible: Commercial lead.

* Expected observation before the next review: [fill in]; actual observation: [fill in].

¢ Decision taken and reason: [continue, change, pause]; smallest next action and its cost: [fill in].

patrickwings.com 04



PATRICK WINGS / GO-TO-MARKET EN

2. Map value to a concrete workflow

Customer value is situated. A user may value reduced effort, while an approver values
predictability or risk reduction. Strategyzer’s customer profile provides a structure for
distinguishing tasks and desired outcomes; it does not estimate a price.

Execution and evidence

Reconstruct recent buying episodes and document the task, current alternative, cost of change,
approval constraint and expected outcome. Ask what budget actually paid for the old approach.
Diagnostic and decision rule

An expensive manual process is not automatically an available software budget. Savings may be
theoretical if staff cannot redeploy time.

Keep a value hypothesis separate from observed authorized spending. Do not infer universal
willingness to pay from a single quantified pain.
Applied working example

Ask for the budget path as well as the value story. An operations manager may describe large
benefits while finance can authorize only a limited software category. Explore whether the buyer
would replace an existing spend or request new funds. These are different purchase conditions
and should not be merged into one willingness-to-pay average.

Working decision

Who receives value and who can authorize payment?

* Evidence reference and date: [fill in]; counterexample or missing perspective: [fill in].
Responsible: Product marketing.

* Expected observation before the next review: [fill in]; actual observation: [fill in].

¢ Decision taken and reason: [continue, change, pause]; smallest next action and its cost: [fill in].

3. Build a cost floor without calling it value

Costs constrain a sustainable model but do not determine buyer acceptance. Separate direct
recurring delivery, onboarding, acquisition and fixed development. Allocation choices change the
calculation and must remain explicit.

Execution and evidence

Estimate compute, third-party services, support, payment-related costs and human delivery by
account and usage band. Include variable Al or data costs when relevant. Model both ordinary
and unusually heavy accounts.
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Diagnostic and decision rule

An average cost can conceal a small group of loss-making users. Inspect cost dispersion and
whether the proposed unit tracks that exposure.

Do not approve a package whose conservative direct contribution is negative unless a bounded
strategic subsidy is explicitly funded.
Applied working example

Reconcile modeled costs with an actual account sample where available. Tag costs that are
measured, allocated or estimated. If support allocation depends on ticket time, inspect whether
complex onboarding was included consistently. The goal is a transparent decision model, not a
claim that one cost-accounting convention is universally correct for every software business.

Working decision

Which cost grows when an account gains more value or usage?
¢ Evidence reference and date: [fill in]; counterexample or missing perspective: [fill in].
Responsible: Finance and engineering.

e Expected observation before the next review: [fill in]; actual observation: [fill in].

* Decision taken and reason: [continue, change, pause]; smallest next action and its cost: [fill in].

4. Choose a value metric

Seats, accounts, workflows, transactions and consumption units create different incentives.
Stripe documents several recurring pricing models; technical support for a model does not
establish customer suitability.

Execution and evidence

Evaluate candidate metrics for buyer comprehension, value alignment, predictability,
measurability and cost coverage. Walk through a customer adding a colleague, increasing work
and reducing activity.

Diagnostic and decision rule

If customers avoid inviting collaborators to contain cost, a seat metric may conflict with
adoption. If usage is unpredictable, consumption pricing may require estimates or safeguards.

Reject a metric that cannot be explained, measured reliably or forecast well enough for the
chosen buyer.
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Applied working example

Describe a metric using an invoice explanation a buyer could repeat. If the explanation requires
several exceptions, the metric may be operationally precise but commercially difficult. Test how
the buyer forecasts a normal and a busy month. A predictable unit can be valuable even when it
is not the closest proxy for every dimension of product value.

Working decision

Would a customer understand why a larger invoice occurred?

* Evidence reference and date: [fill in]; counterexample or missing perspective: [fill in].

Responsible: Product and finance.

* Expected observation before the next review: [fill in]; actual observation: [fill in].

¢ Decision taken and reason: [continue, change, pause]; smallest next action and its cost: [fill in].

5. Design packages around different needs

Packages should represent coherent jobs, governance needs or operating scale. A feature
checklist with arbitrary restrictions can create confusion and force exceptions that defeat
standardization.

Execution and evidence

Create a small set of candidate packages, each with intended situation, included capabilities,
limits, support scope and upgrade trigger. State whether security and administrative
requirements are actually available.

Diagnostic and decision rule

A package boundary that makes a core workflow unusable may generate upgrades through
frustration while weakening fit. Ask whether customers can complete the promised job in each
tier.

Do not advertise capabilities in a package before engineering and support can deliver the
entitlement.
Applied working example

Use a package walkthrough with a complete task. Ask the buyer to select a package, explain the
reason and identify the first likely upgrade event. When the chosen package cannot complete
the task, inspect whether the confusion comes from labels, hidden limits or an incoherent
boundary. Repair the architecture before adding persuasive copy.

Working decision

What meaningful change makes the next package appropriate?
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* Evidence reference and date: [fill in]; counterexample or missing perspective: [fill in].
Responsible: Product management.

* Expected observation before the next review: [fill in]; actual observation: [fill in].

¢ Decision taken and reason: [continue, change, pause]; smallest next action and its cost: [fill in].

6. Define overages and safeguards

Usage pricing needs a clear definition of the billable event, reporting latency, corrections and
customer visibility. A usage label alone leaves important operational questions unanswered.
Execution and evidence

Specify the event unit, duplicate handling, time zone, billing interval, included quantity, overage
rate and alert behavior. Distinguish a notification from an enforced spending cap. Test late and
corrected events.

Diagnostic and decision rule

When buyers cannot reconcile their invoice with their own activity, trust can fail even when the
arithmetic is correct. Provide understandable summaries and an investigation path.

Pause rollout if metering cannot reconcile with the source of truth or if promised caps are not
enforced.
Applied working example

Test an invoice dispute using synthetic data. Can support explain the quantity, price and
correction without asking engineering to reconstruct an inaccessible log? A technically accurate
meter still needs an understandable operating process. Include retention and access to usage
records under the organization’s actual approved policies rather than assuming indefinite
storage is available or appropriate.

Working decision

Which usage can be invoiced and how can the buyer verify it?

* Evidence reference and date: [fill in]; counterexample or missing perspective: [fill in].
Responsible: Billing engineering.

* Expected observation before the next review: [fill in]; actual observation: [fill in].

¢ Decision taken and reason: [continue, change, pause]; smallest next action and its cost: [fill in].
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7. Research price without overclaiming

Stated price responses are conditional on sample, framing, product understanding and budget
context. They differ from an authorized purchase. Price-sensitivity surveys or choice exercises
can structure hypotheses but do not remove those limits.

Execution and evidence

Define the research population, recruitment method, offer description and decision question
before collecting answers. Use interviews to explain trade-offs. If using survey methods, involve
appropriate research expertise and document limitations.

Diagnostic and decision rule

A low stated price might reflect an unclear offer rather than a stable preference. A high stated
price might be politeness or lack of spending authority.

Do not average incompatible roles and situations into one universal willingness-to-pay figure.
Triangulate stated responses with observed commercial behavior.
Applied working example

Write the inference before selecting a survey technique. Are you exploring vocabulary,
comparing trade-offs or estimating choice under a defined scenario? Those purposes require
different designs. Report sample composition and uncertainty alongside results. Avoid calling the
highest stated response an optimal price, particularly when respondents have not experienced
the product or cannot approve expenditure.

Working decision

What inference does this research design actually permit?

* Evidence reference and date: [fill in]; counterexample or missing perspective: [fill in].

Responsible: Research lead.

* Expected observation before the next review: [fill in]; actual observation: [fill in].

e Decision taken and reason: [continue, change, pause]; smallest next action and its cost: [fill in].

8. Compare alternatives in the buyer’s frame

The relevant price comparison may be another product, internal labor, a bundled incumbent or
doing nothing. Public competitor pages show listed offers, not negotiated terms or realized
customer value.
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Execution and evidence

Record source date, currency, unit, minimum commitment, included limits and service scope for
each comparison. Normalize only what can be made meaningfully comparable. Use buyer
interviews to identify which alternatives were seriously considered.

Diagnostic and decision rule

An annual contract and monthly cancellable plan are not equivalent merely because both can be
divided by twelve. Implementation and risk allocation may differ.

Do not claim cheaper or better value without a defined comparable scope and a verifiable
calculation.
Applied working example

Keep a dated comparison archive. Public pages and package names can change, so preserve the
facts actually used in your decision without assuming the current page will remain identical.
Where negotiated terms are unknown, mark them unknown. A list-price comparison should
never imply knowledge of a competitor’s realized revenue, discounting practice or
customer-specific contractual terms.

Working decision

What complete alternative would the buyer actually choose?

e Evidence reference and date: [fill in]; counterexample or missing perspective: [fill in].
Responsible: Competitive research.

* Expected observation before the next review: [fill in]; actual observation: [fill in].

* Decision taken and reason: [continue, change, pause]; smallest next action and its cost: [fill in].

9. Model architecture and economics

A pricing architecture changes revenue distribution, not just average revenue. Compare small,
typical and heavy accounts, then test the assumptions that create the largest downside.
Execution and evidence

Build account-level invoices under each candidate model. Calculate recurring revenue less direct
recurring delivery cost, then show onboarding contribution, acquisition cost and partner
compensation separately. Use the same period throughout.

Diagnostic and decision rule

A price increase can raise revenue per remaining account while reducing total contribution
through lower conversion or higher support burden. Model both quantity and unit effects.
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Reject an architecture that meets the average target only by ignoring loss-making tails or
capacity constraints.
Applied working example

Inspect customer-level distribution before presenting an average. Sort modeled contribution by
account and identify the cases that drive loss. Then ask whether package limits, minimum
commitments or a different metric address the cause. Do not impose a restriction simply
because it improves a spreadsheet; test whether it leaves the buyer’s promised workflow
coherent and usable.

Working decision

Which customer behavior makes this architecture fragile?
¢ Evidence reference and date: [fill in]; counterexample or missing perspective: [fill in].
Responsible: Finance.

* Expected observation before the next review: [fill in]; actual observation: [fill in].

* Decision taken and reason: [continue, change, pause]; smallest next action and its cost: [fill in].

10. Test billing before customer promises

A model that exists in a presentation may behave differently in the billing system. Stripe
separates products and prices, making configuration choices part of implementation.
Execution and evidence

Create sandbox cases for signup, upgrade, downgrade, changed quantity, renewal, failed
payment and cancellation. Verify invoice lines, entitlement timing and customer-facing
explanation. Use synthetic accounts and reconcile expected versus actual totals.

Diagnostic and decision rule

A correct invoice with incorrect access is still a failed rollout. Check entitlement and billing
events together rather than handing them to isolated teams.

No live expansion until critical billing and entitlement scenarios pass the documented
acceptance check.

Applied working example

For each sandbox case keep input, expected invoice, expected entitlement and actual result
together. Include a boundary case at the included quantity and one just above it. Tier
interpretation errors often remain hidden in a typical account example. Ask finance to check
amounts and product operations to verify access so that both sides of the policy are reviewed.
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Working decision

Can the system deliver the commercial policy exactly?
e Evidence reference and date: [fill in]; counterexample or missing perspective: [fill in].
Responsible: Billing owner and QA.

* Expected observation before the next review: [fill in]; actual observation: [fill in].

* Decision taken and reason: [continue, change, pause]; smallest next action and its cost: [fill in].

11. Plan migration as a customer change

Existing customers have a history and expectations. A migration can alter contract scope,
financial planning, usage incentives and trust. Commercial, legal and operational review should
use actual agreements and circumstances.

Execution and evidence

Create cohorts by current plan, contract date, usage and required action. Draft clear
communications explaining what changes, when, required customer steps and contact path.
Review applicable commitments with qualified advisers.

Diagnostic and decision rule

Unexpected bill changes may create support load before revenue benefits appear. Model the
migration workload and provide a controlled exception process.

Do not move accounts whose applicable terms or operational prerequisites remain unresolved.
Do not imply a universal legal notice period.
Applied working example

Segment migration communication by required action. Some customers may only need
information; others need approval, configuration or an amended agreement. Make the next step
explicit for each group. Track unanswered cases and expected support demand. Where
exceptions are granted, define their owner and review date so a temporary transition does not
silently become an unmanaged permanent plan.

Working decision

What does this specific customer need to understand or authorize?

¢ Evidence reference and date: [fill in]; counterexample or missing perspective: [fill in].

Responsible: Customer success and commercial operations.

e Expected observation before the next review: [fill in]; actual observation: [fill in].

* Decision taken and reason: [continue, change, pause]; smallest next action and its cost: [fill in].
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12. Run a controlled commercial test

Testing should respect the buying context and permit an interpretable decision. Randomized
experiments may be impractical in negotiated enterprise sales; a structured pilot still needs
consistent qualification and transparent records.

Execution and evidence

Define eligible accounts, offer variant, seller instructions, exposure period and outcome
measure. Record quoted and realized prices, discounts, loss reasons, activation and direct
service effort. Keep exception approvals visible.

Diagnostic and decision rule

A rise in quoted price is not a rise in realized revenue. A lower win rate may reflect segment mix
or seller behavior rather than price alone.

Stop when disputes, measurement failure or losses exceed the predefined limit. Avoid causal
claims when allocation and timing are uncontrolled.

Applied working example

Audit seller adherence during the test. If one seller discounts immediately and another explains
the full offer, their outcomes do not isolate the price architecture. Record deviations without
blaming the seller automatically; they may reveal genuine misunderstanding or a missing
capability. Decide whether the test remains interpretable before extending its exposure.
Working decision

Does the tested offer improve contribution with acceptable customer friction?

¢ Evidence reference and date: [fill in]; counterexample or missing perspective: [fill in].
Responsible: Revenue operations.

* Expected observation before the next review: [fill in]; actual observation: [fill in].

* Decision taken and reason: [continue, change, pause]; smallest next action and its cost: [fill in].

13. Assign 30/60/90-day ownership

Pricing crosses functions and fails when no one owns the complete system. Separate decision
authority from specialist review while maintaining one accountable commercial lead.

Execution and evidence

Days 1-30: value and cost research with architecture options. Days 31-60: package
comprehension, account simulations and sandbox acceptance. Days 61-90: bounded
commercial test, migration preparation and a decision memo.

patrickwings.com
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Diagnostic and decision rule

If sellers invent exceptions before the test begins, the package may be unclear or the incentives
misaligned. Review compensation and discount authority as part of readiness.

Release subsequent cohorts only when support, billing, product and finance sign off on their
specific responsibilities.
Applied working example

Assign one owner to the customer-visible policy document. Billing, entitlement and support
guides should reference that version. When the policy changes, list the affected tests and
communication assets. This reduces the risk that sales sells a new package while operations still
implements the old one, especially during a staged migration with several active cohorts.

Working decision

Who can approve policy and who verifies delivery?
¢ Evidence reference and date: [fill in]; counterexample or missing perspective: [fill in].
Responsible: Pricing council.

e Expected observation before the next review: [fill in]; actual observation: [fill in].

* Decision taken and reason: [continue, change, pause]; smallest next action and its cost: [fill in].

14. Record the decision and revisit it

A pricing decision remains conditional on product scope, cost drivers and customer behavior.
The workbook should leave a trail of assumptions that can be rechecked, not a permanent
declaration of optimal price.

Execution and evidence

Compare architecture options on customer understanding, observed commercial behavior,
contribution, cash timing and operational effort. State why an alternative was rejected and what
evidence would reopen it. Schedule a review around new information rather than arbitrary
frequent repricing.

Diagnostic and decision rule

If economics deteriorate, first identify whether the driver is usage cost, support, acquisition,
discounting or customer mix. Changing list price may not solve the actual issue.

Retain, revise or stop based on the decision criteria agreed before testing. Label all remaining
willingness-to-pay conclusions as segment- and context-specific.
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Applied working example

Store rejected alternatives with reasons and reopening triggers. A consumption model rejected
for poor metering might become viable after instrumentation improves; a package rejected for
unclear buyer need needs different new evidence. Distinguish those cases. The review cadence
should follow changes in the relevant assumptions rather than encourage constant repricing in
search of a permanent theoretical optimum.

Working decision

What evidence would justify changing this decision later?

¢ Evidence reference and date: [fill in]; counterexample or missing perspective: [fill in].

Responsible: Executive sponsor.

* Expected observation before the next review: [fill in]; actual observation: [fill in].

* Decision taken and reason: [continue, change, pause]; smallest next action and its cost: [fill in].

Fictional economics lab: CaseTrack

CaseTrack is fictional case-management SaaS. All values are assumptions for decision practice,
not market data. A candidate hybrid plan charges EUR 400 monthly including 2,000 completed
cases, then EUR 0.08 per additional case. At 5,000 cases, invoice revenue = 400 + (5,000 —
2,000) x 0.08 = EUR 640. Assume direct delivery costs of EUR 70 base plus EUR 0.015 per
completed case: 70 + 5,000 x 0.015 = EUR 145. Gross profit = 640 — 145 = EUR 495; gross
margin = 495 / 640 = 77.34%. These definitions exclude acquisition and fixed product
development.

At 1,000 cases revenue remains EUR 400 and direct cost is EUR 85. At 20,000 cases revenue
becomes EUR 1,840 and cost EUR 370. This linear example says nothing about real
infrastructure breakpoints. Add those explicitly if your product has them. If a partner receives
15% of recurring revenue, the 5,000-case contribution after partner share becomes 640 — 145 —
96 = EUR 399; do not label that post-partner contribution gross profit without explaining your
accounting classification.

Assume EUR 4,000 CAC and EUR 300 onboarding contribution after all onboarding labor. A
simple adjusted recovery calculation is (4,000 — 300) / 495 = 7.47 months, ignoring churn and
expansion. Unadjusted gross-margin CAC payback is 4,000 / 495 = 8.08 months. Annual
prepayment changes cash timing, not the monthly contribution in this example. The customer’s
willingness to pay remains unknown.

A second candidate per-seat offer charges EUR 40 per seat for twenty seats: EUR 800 monthly.
Stripe’s per-seat documentation describes a linear quantity relationship; it does not recommend
this price. If only ten seats are paid, revenue becomes EUR 400 even when processing load
remains unchanged. Compare this incentive with the hybrid model using the same account,
usage and cost assumptions.
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Metric candidate Advantage to test Failure mode Evidence needed

Seats Easy forecasting Discouraged collaboration Invitation and paid-seat
behavior

Completed cases Workflow alignment Definition disputes Reliable completion
record

Consumption Cost alignment Bill uncertainty Forecast comprehension

Flat subscription Predictability Heavy-account losses Cost distribution

Package worksheet Entry Team Scale

Situation [narrow workflow] [collaboration] [governance]

Core completed job [fill in] [fill in] [fill in]

Included limits [measurable] [measurable] [measurable]

Upgrade trigger [meaningful change] [meaningful changel [negotiated scope]

ng case Expected check Owner
Quantity increases Correct invoice and access Billing + product
Downgrade Correct effective date Operations
Late usage event Documented correction behavior Engineering
Payment failure Clear access and recovery policy Finance + success
Decision gate Required artifact Pause reason
Day 30 Value and cost hypotheses Buyer and payer unclear
Day 60 Package and sandbox acceptance Meter or entitlement mismatch
Day 90 Observed commercial test and migration Unresolved customer or cash exposure
plan
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Additional sensitivity exercise

Change only one assumption at a time: direct cost per case, share of heavy accounts, discount
or number of new customers. Hold the rest constant. Identify the change that most weakens
contribution and whether the proposed metric automatically absorbs that risk. If the supplier
retains it, the architecture may need different boundaries or a narrower offer. A higher price
becomes a useful answer only when suitable buyers understand and accept the complete offer.
Compare accrued revenue with cash receipts as well, so a plausible contribution model does not
fail through prefunded delivery.

Decision memo worksheet

Finish with one selected architecture, its target situation, the strongest rejected option and the
evidence that separates them. State the current cost scope, customer comprehension findings,
observed commercial behavior and operational acceptance results. List remaining assumptions
explicitly. Include the downside cash case and the customer groups excluded from the proposed
rollout.

Assign a monitoring owner to each critical assumption. For example, finance can review cost per
completed workflow while customer success checks whether buyers can forecast bills. Reopen
the decision when the specified driver changes, not merely when someone sees a competitor
headline. This creates a practical pricing policy that can evolve with evidence without pretending
any current price is universally optimal.

Primary sources and scope

Sources checked on 24 October 2026. Sources establish concepts or documented capabilities; all
frameworks, worksheets, example figures and decision thresholds in this resource are original
editorial tools rather than published benchmarks.

* Stripe: Recurring pricing models

 Stripe: Per-seat pricing

» Stripe: Manage products and prices

* Stripe: Billing

e Strategyzer: The Customer Profile

» Strategyzer: Capture customer jobs without subjective assumptions
* Strategyzer: Validate ideas with the Test Card

e Strategyzer: Learning Card

patrickwings.com 17


https://docs.stripe.com/products-prices/pricing-models
https://docs.stripe.com/subscriptions/pricing-models/per-seat-pricing
https://docs.stripe.com/products-prices/manage-prices
https://docs.stripe.com/billing
https://www.strategyzer.com/library/the-customer-profile
https://www.strategyzer.com/library/how-to-capture-customer-jobs-pains-gains-that-arent-subjective
https://www.strategyzer.com/library/validate-your-ideas-with-the-test-card
https://www.strategyzer.com/library/capture-customer-insights-and-actions-with-the-learning-card

PATRICK WINGS / GO-TO-MARKET EN

YOUR TRANSFER CANVAS

Turn this resource into a team brief

Use this page for a joint review. Agree one practical output, observable evidence and an
accountable owner. Add the specific methods and templates from the relevant chapters.

Working field Your agreement

Priority output Segment-specific value and cost hypotheses

Your starting point Finding / source / date:

Smallest useful test

Evidence & counter-evidence

Ownership & review Owner / reviewer / date:

Stop or change when ...

Decision & next action

Keep unresolved assumptions explicitly open. A completed worksheet is not a substitute for evidence or accountable
judgement.
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Sources & further documentation

Primary sources checked 24 October 2026. Sources support the linked technical or factual statements; the working

EN

models and fictional cases are original editorial decision aids. Recheck changing platform details before implementation.

1. Stripe: Recurring pricing models

2. Stripe: Per-seat pricing

3. Stripe: Manage products and prices

4. Stripe: Billing

5. Strategyzer: The Customer Profile

6. Strategyzer: Capture customer jobs without subjective assumptions
7. Strategyzer: Validate ideas with the Test Card

8. Strategyzer: Learning Card

Next step

If you want help adapting the working plan to your product, evidence and team capacity, request

a non-binding strategy conversation.
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