WHITE PAPER | THE PRICING MOAT

Why Atlas Logic Wins SMB Compliance Before the Sales Call

By Atlas Logic — Intelligent, Simplicity, Affordability Compliance Management
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Executive Summary

Compliance automation platforms like Vanta, Drata, and Scrut have built billion-dollar
categories by selling speed to audit readiness. But they share a critical flaw: opaque,
variable pricing that creates friction at the exact moment of highest buyer intent.

Atlas Logic flips this model.

By publishing transparent pricing at https://atlaslogic.io/pricing, Atlas Logic transforms
compliance from a black-box enterprise sale into a productized, trust-first buying
experience—unlocking a decisive competitive advantage in the SMB segment.

This paper outlines why pricing transparency is not just a UX decision, but a category-
defining growth moat.

1. The Market Reality: Compliance Pricing is Broken

Across the ISO 27001 automation ecosystem:
e SMBs pricing ranges from $10K-$25K/year
e Growth companies pay $25K-60K/year
e Costs scale unpredictably with:
o Employee count
o Number of frameworks
o Integrations
o Add-ons and audit support
The Problem:
None of this is visible upfront.
Instead:

e Buyers must book demos
e Sit through sales qualification

e Receive custom quotes



The Impact:

e High-intent users drop off before conversion
e Early-stage founders delay compliance decisions
e Trustis eroded before the relationship begins

This is not a pricing strategy. It’s friction engine.

2. Atlas Logic’s Strategic Break: Pricing as Product

Atlas Logic’s pricing page is not just transparent — it is positioning infrastructure.
By making pricing public, Atlas Logic:

e Eliminates demo-gated discovery

e Anchors buyer expectations immediately

e Signals confidence in product value

e Compresses sales cycles from weeks >>> hours

This creates a powerful psychological shift:
Instead of:

“How much is this going to cost me?”
The buyer thinks:

“How fast can | get started?”

3. Why This Wins the SMB Market

3.1 SMBs Optimize for Speed, Not Procurement Theater
SMBs do not have:

e Procurement teams
e Budget committees
e Time for multi-call sales cycles

They need:



e Clear pricing
e |Immediate ROl understanding
e FastImplementation

Transparent pricing aligns perfectly with this behavior.

3.2 Pricing Transparency = Trust Signal
In Compliance, trust is the product.
Opaque pricing signals:

e Hidden costs
e Enterprise bias
e Negotiation games

Transparent pricing signals:

e Predictability
e Honesty

e Operational maturity

This is especially critical for:

e First-time compliance buyers
e Founders/CISO/CIO navigating ISO 27001 for the first time
3.3 Converts High-Intent Traffic Without Sales
Competitors rely on:
e Demo funnels
e SDR qualification

e Sales-assisted conversion

Atlas Logic enables:

e Self-education >>> self-qualification >>> conversion
This creates a Product-Led Growth (PLG) loop:

1. User searches “ISO 27001 cost”

2. Lands on transparent pricing

3. Instantly qualifies budget fit

4. Converts or engages with high intent

No human required.



4. The Hidden Revenue Advantage

Transparent pricing does not reduce revenue, it increases it.
4.1 Higher Conversion Rates
Buyers who see pricing upfront are:

e More serious
e More informed
e Fastertoclose

4.2 Lower CAC (Customer Acquisition Cost)

e Fewer sales calls
e Higherinbound efficiency
e |ess wasted pipeline

4.3 Shorter Sales Cycles
e Days instead of weeks

¢ Immediate onboarding momentum

5. Competitive Positioning vs. Vanta, Drata, Scrut

Factor Vanta Drata

Pricing Transparency

Demo Required

SMB Accessibility Medium Low Medium

Time to Decision Slow Slow Medium

Atlas Logic

Instant




The Insight:
Atlas Logic is not competing on features first.
Itis competing on:

Time-to-trust

And winning before the first sales call even happens.

6. Pricing as a Growth Loop (The Moat)
Transparent pricing compounds into a defensible advantage:
Loop Mechanics:

Transparent pricing attracts high-intent traffic
Faster conversions improve CAC efficiency
More customers generate more trust signals
Trust reinforces brand authority

apwbnd =

Authority increases organic acquisitions

This becomes a Trust Engine — not just a pricing page.

7. Strategic Implication

Atlas Logic is redefining compliance software from:
“Enterprise SaaS with hidden pricing”
to
“Productized infrastructure with instant clarity”
This shift mirrors:
e Stripe (payments)
e AWS (cloud)

e Notion (productivity)



Each won by:
¢ Removing friction
e Exposingvalue early

e Letting users start instantly

8. Conclusion

In a market where competitors hide pricing to maximize deal size, Atlas Logic exposes
pricing to maximizing market share.

For SMBs, the decision is simple:

e Hidden pricing = risk, delay, friction

e Transparent pricing = speed, trust, control
Atlas Logic wins because it aligns with how modern companies buy software.
Pricing transparency is not a feature. It is the growth strategy.

And for SMB compliance, it is the most decisive competitive advantage in the market today.



