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always chase your dreams with the same passion and 
determination that fuels your father's endeavours. 
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encouragement, and sacrifices have been the 
cornerstone of  my journey. Your unwavering belief  in 
me has been my greatest strength, and I am forever 
grateful for your love and support. 
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Preface 
I'm excited to share this book with you! I've been 
working in software for a long time, and I've seen how 
powerful it can be for building businesses. But I've also 
noticed that many people feel intimidated by coding. 
That's where low-code comes in – it's a way to build 
software without needing to be a coding expert. 

In this book, we're going to explore how you can use 
low-code to create your own online business. Whether 
you're a tech whiz or just starting out, this book will 
show you how to turn your ideas into reality. 

We'll cover everything from coming up with an idea to 
launching and growing your business. Along the way, I'll 
share tips and advice based on my experiences and the 
lessons I've learned from others who've been successful 
in the world of  SaaS. 

So, if  you're ready to dive in and learn how to build and 
scale your own online business, let's get started! 
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Chapter 1:  
Understanding 
Low-Code 
SaaS 

People always make the mistake of  
calling an idea small or stupid because 
they don't understand how it's going to 
evolve.  
— Sam Altman, CEO of  OpenAI 
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Welcome to the world of  low-code SaaS! This is where 
building software doesn't need super advanced coding 
skills. Nowadays, many people want new apps and 
programs, but making them can seem really hard. 
That's where low-code SaaS comes in – it makes 
creating software easier and cheaper. 
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What is SaaS? 
SaaS stands for Software as a Service. It's like when you 
use apps on your phone or computer, but you don't have 
to download or buy them. Instead, you access them 
online. Think of  apps like Google Docs or Netflix – you 
use them through the internet without installing 
anything. 

What is Low-Code SaaS? 

Alright, first things first – what the heck is low-code 
anyway? Well, consider it to be a shortcut to building 
software without having to write a ton of  code from 
scratch. With low-code platforms, you can drag and 
drop pre-built components to create apps and websites 
in a fraction of  the time it would take to build them the 
traditional way. It's like building with virtual Lego blocks 
– super easy and fun! 

Low-code platforms come with a number of  built-in 
features and tools that make it easy to design, develop, 
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and deploy applications without writing a single line of  
code. These platforms typically include drag-and-drop 
editors, pre-built templates, and reusable components 
that you can customise to fit your needs.  

Whether you're a seasoned developer looking to speed 
up your workflow or a total newbie dipping your toes 
into the world of  software development, low-code 
platforms make it easy to bring your ideas to life. 

Benefits of Low-Code 
Development 
Low-code development opens the door to software 
creation for everyone, not just coding experts. With 
these platforms, you can build your own apps and 
programs without requiring advanced coding skills. It's 
like having a shortcut that helps you bring your ideas to 
life faster. 

Using low-code platforms means you can build software 
much quicker than traditional coding methods. This 
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means turning your ideas into real products and starting 
to earn money sooner. Plus, it's more affordable! Hiring 
skilled developers can be expensive, but with low-code 
platforms, you can save money and still get the job done. 

One of  the best things about low-code development is 
its flexibility. You can use pre-made parts to speed things 
up, but you can also customise and tweak them to fit 
your needs. It's like building with LEGO – you can 
follow the instructions, but you can also get creative and 
build something unique. 

Another benefit of  low-code platforms is their 
compatibility with other tools and systems. You can 
easily connect your software to other tools, making it 
easier to share data and automate tasks. It's like having 
your own team of  helpers that can speed up your work. 

Why You Should Avoid Purely No-
Code Options 

Now, you might have heard about something called no-
code platforms. They promise to make software 
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development even easier, but there's a catch. No-code 
platforms are like having training wheels on your bike – 
they're helpful at first, but they can hold you back 
eventually. 

One downside of  no-code platforms is their lack of  
flexibility. You're limited to the tools and templates they 
provide, which can restrict what you can do with your 
software. Plus, as your business grows, you might run 
into problems that no-code platforms can't solve. 

Another thing to watch out for with no-code platforms is 
that you're relying on someone else to keep things 
running smoothly. If  the platform changes or shuts 
down, it could cause headaches for you and your 
business. It's like building a house on someone else's land 
– you're at their mercy. 

In short, while no-code platforms might seem like an 
easy option, it's better to choose low-code development 
if  you want the freedom to build what you want when 
you want. 
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Finding Business Ideas 
Coming up with a great business idea is like finding 
treasure. But how do you find these golden ideas? 
Working with startup companies for the last fifteen years 
has shown me some ways to uncover opportunities and 
generate business ideas. Here are a few ways most 
founders get inspired: 

They look around themselves: Start by paying 
attention to the world around you. What problems do 
you see that need solving? Maybe it's something simple, 
like people struggling to find parking spaces, or 
something bigger, like the need for better healthcare 
services. By observing the world around you, you can 
identify areas where you could make a difference. 

They think about their passions first: What are 
you passionate about? What are your hobbies and 
interests? Sometimes, the best business ideas come from 
the things we love to do. If  you're passionate about 
cooking, possibly you could start a food delivery service 
or create a recipe app. If  you love pets, perhaps you 
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could start a pet-sitting business or develop a pet care 
product. Your passions can be a great source of  
inspiration for business ideas. 

They listen to others: Pay attention to what people 
are talking about. What problems are they facing? What 
frustrations do they have? By listening to others, you can 
uncover pain points that could be turned into business 
opportunities. Maybe your friends are complaining 
about the lack of  affordable childcare options, or your 
coworkers are struggling with inefficient work processes. 
These conversations can spark ideas for businesses that 
address real-world needs. 

They keep an open mind: Don't be afraid to think 
outside the box. The best business ideas are often the 
ones that seem crazy at first but end up being 
revolutionary. Be curious, explore new industries and 
trends, and don't be afraid to take risks. Who knows? 
Your next big idea could be just around the corner! 
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Validating your idea 

Now that you have the golden idea, you will need to 
ensure that there is a market demand for your product 
or service before investing significant time and resources 
into development.  

Now, let's discuss how you can validate your business 
idea: 

Market Research: Conduct thorough market 
research to understand the needs, preferences, and 
behaviours of  your target audience. Identify your target 
market and gather information about their pain points, 
challenges, and existing solutions. 

Surveys and Interviews: Reach out to potential 
customers through surveys, interviews, or focus groups 
to gather feedback on your business idea. Ask open-
ended questions to understand their needs, preferences, 
and willingness to pay for your product or service. 

Prototype Testing: Create a prototype or mockup of  
your product or service and test it with potential 
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customers. This may be as simple as a sketch on a paper. 
Gather feedback on usability, features, and overall value 
proposition to identify areas for improvement. 

Pilot Programs: Launch a small-scale pilot program 
or beta test to validate your business idea in a real-world 
setting. Offer your product or service to a limited 
number of  customers and gather feedback on their 
experience. 

Pre-Sales or Crowdfunding: Offer pre-sales or 
launch a crowdfunding campaign to gauge interest and 
validate demand for your product or service. This allows 
you to validate your idea while also generating revenue 
or funding to support development. 

Competitor Analysis: Analyse competitors in your 
market to understand what solutions are currently 
available and how your idea or improves upon existing 
offerings. Identify gaps or opportunities in the market 
that your business idea can address. 
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Chapter 2: 
Bringing Your 
Idea to Life 

I taught myself  how to program 
computers when I was a kid, bought my 
first computer when I was 10, and sold 
my first commercial program when I was 
12.  
— Elon Musk 
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Alright, so you've got this cool idea swirling around in 
your head. You know, the one that gets your heart 
racing and your brain buzzing? Yeah, that's the one. 
Now, let's chat about how to turn that idea into 
something real, something folks can actually use. 
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1. Sketch it Out 
Okay, step one – let's get visual. Grab a piece of  paper 
and a pen, or fire up that sketching app on your phone. 
We're not aiming for Picasso-level art here; we just want 
to get your thoughts down on paper. Think about what 
your product will look like, how people will use it, and 
what features are absolute must-haves. This rough 
sketch will be your guide as you move forward. 

When you're sketching out your idea, don't be afraid to 
let your imagination run wild. This is your chance to 
explore different possibilities and experiment with 
various concepts. Try out different layouts, colour 
schemes, and design elements to see what resonates with 
you. Don't worry about making it perfect – the goal here 
is to capture the essence of  your idea and get it down on 
paper in a way that makes sense to you. 
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2. Keep it Simple 
Now, onto step two – simplicity is key. Don't try to cram 
every idea you've ever had into your product right off  
the bat. Start with the basics, the core features that'll 
make your product stand out. You can always add more 
bells and whistles later on. Remember, less is often more. 

When it comes to building your product, it's easy to get 
carried away with all the cool features and functionality 
you want to include. But remember, simplicity is your 
friend. Focus on solving one problem really well, rather 
than trying to be everything to everyone. Keep your 
product clean, intuitive, and easy to use, and you'll be 
surprised at how much more effective it can be. 

3. Get Feedback 
Alright, onto step three – time to get some outside 
opinions. Show your sketches to your friends, your 
family, heck, even your neighbour's dog if  they'll listen. 
Ask them what they think, if  they'd actually use your 
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product, and what tweaks they'd suggest. Don't be afraid 
of  criticism – it's all part of  the process. 

When gathering feedback, it's important to keep an 
open mind and be receptive to constructive criticism. 
Remember, the goal here is to improve your product, 
not defend your ideas. 

Encourage honest feedback from your testers, and ask 
probing questions to understand their thoughts and 
suggestions better. Take notes on their feedback and 
look for common themes or patterns that can help guide 
your next steps. 

4. Build a Prototype 
Now, onto the fun stuff  – building a prototype. Think of  
it as a rough draft of  your product – it's not perfect, but 
it'll give you a taste of  what's to come. There are plenty 
of  tools out there that make prototyping a breeze, even 
if  you're not a tech genius. Experiment with different 
options until you find one that clicks. 
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When building your prototype, focus on creating a 
simplified version of  your product that captures the 
essence of  your idea without getting bogged down in 
unnecessary details. Use prototyping tools like Sketch, 
Figma, or Adobe XD to create wireframes or mockups 
of  your product's user interface. These tools make it 
easy to experiment with different layouts, design 
elements, and interactions, so you can quickly iterate 
and refine your prototype based on feedback from your 
testers. Pick one and run with it. 

5. Test, Test, Test 
Alright, time to put your prototype through its paces. 
Round up a group of  beta testers – your buddies, your 
mom, that random dude you met at the coffee shop – 
and let them loose on your product. Watch how they 
interact with it, listen to their feedback, and jot down 
what works and what doesn't. This is your chance to 
iron out any kinks before you go live. 

When conducting user testing, it's important to set clear 
objectives and tasks for your testers to complete. Provide 
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them with specific scenarios or use cases to follow, and 
observe how they navigate your prototype to achieve 
their goals. Encourage testers to think aloud as they 
interact with your product, so you can gain insight into 
their thought process and identify any pain points or 
areas of  confusion. 

Take notes on their feedback and search for 
opportunities to refine and improve your prototype 
based on their insights. 

6. Iterate and Improve 
Last but not least, step six – iteration. Take what you've 
learned from your beta testers and use it to refine your 
prototype. Tweak the design, add or remove features – 
whatever it takes to make your product shine. 
Remember, perfection takes time, so don't rush the 
process. 

After gathering feedback from your beta testers, take 
some time to reflect on their insights and identify areas 
for improvement. Look for opportunities to refine your 
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prototype based on their feedback, whether it's tweaking 
the design, adding new features, or improving existing 
functionality. 

Iterate on your prototype based on the feedback you 
receive, and continue testing and gathering feedback 
until you're confident that your product is ready for 
prime time. Remember, building a great product is an 
iterative process, so don't be afraid to make changes and 
improvements along the way. 

And there you have it – a crash course in bringing your 
idea to life. It's not always smooth sailing, but trust me, 
it's worth it. So roll up your sleeves, dive in, and let's 
make that idea of  yours a reality.
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Chapter 3: 
Launching 
Your Product 

The most dangerous poison is the feeling 
of  achievement. The antidote is to every 
evening think what can be done better 
tomorrow. 
— Ingvar Kamprad, late Founder of  
IKEA  
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In this chapter, we're going to dive into the exciting 
world of  bringing your low-code SaaS product to 
market. From planning and executing a killer product 
launch to strategies for gaining traction and acquiring 
those all-important early adopters, we've got you 
covered. Let's get started! 
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Planning Your Product 
Launch 
Alright, first things first – let's talk about planning. A 
successful product launch doesn't just happen by 
accident; it takes careful planning and execution to 
make it a success. Start by setting clear goals and 
objectives for your launch – what do you want to 
achieve, and how will you measure success? Then, map 
out a timeline and checklist of  tasks to ensure everything 
gets done on time and nothing falls through the cracks. 

When planning your product launch, it's essential to 
think about all the moving parts and stakeholders 
involved. Consider factors like product development, 
marketing and promotion, sales and distribution, 
customer support, and more. Break down your launch 
plan into manageable tasks and assign responsibilities to 
team members or collaborators to ensure everyone 
knows what they need to do and when. Don't forget to 
budget time and resources for unexpected delays or 
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challenges that may arise along the way, and be 
prepared to adapt and pivot as needed to stay on track. 

In addition, consider creating a detailed launch plan 
document that outlines your goals, target audience, 
messaging, tactics, and timeline. This document will 
serve as a roadmap for your launch efforts and ensure 
that everyone on your team is on the same page. Include 
key milestones and deadlines, as well as contingency 
plans for potential setbacks or obstacles. By planning 
ahead and being proactive, you'll increase your chances 
of  a successful product launch and set yourself  up for 
long-term success. 

Executing Your 
Product Launch 
Once you've got your plan in place, it's time to execute! 
Roll up your sleeves, gather your team, and get ready to 
bring your product to the world. Start by creating buzz 
and anticipation around your launch through strategic 
marketing and promotion efforts. Leverage channels like 
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social media, email marketing, content marketing, and 
PR to generate excitement and interest in your product. 

When executing your product launch, it's essential to 
create a cohesive and consistent brand experience across 
all touchpoints. From your website and social media 
profiles to your email communications and customer 
support interactions, ensure that your messaging, tone, 
and visuals are aligned with your brand identity and 
value proposition. Consider offering special promotions 
or discounts to incentivise early adopters to sign up or 
purchase your product during the launch period. And 
don't forget to monitor and track your launch efforts 
closely to measure performance and identify areas for 
improvement. 

Consider leveraging the power of  storytelling to create 
an emotional connection with your audience and 
differentiate your product from the competition. Share 
your journey, your values, and your vision for the future 
in a way that resonates with your target audience and 
inspires them to take action. Use compelling visuals, 
testimonials, case studies, and success stories to showcase 
the benefits of  your product and build credibility and 
trust with your audience. By creating a compelling 
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narrative around your product, you'll capture the 
attention and imagination of  your audience and drive 
engagement and conversions. 

Gaining Initial Traction 
Alright, so you've launched your product – now what? 
Well, now it's time to start gaining traction and building 
momentum. Focus on reaching your target audience 
where they hang out online and offline, whether it's 
through social media, online communities, industry 
events, or word-of-mouth referrals. Leverage your 
existing networks and connections to spread the word 
about your product and generate buzz among early 
adopters. 

When it comes to gaining initial traction for your 
product, it's essential to focus on building relationships 
and fostering trust with your target audience. Offer 
value upfront by sharing helpful content, engaging in 
meaningful conversations, and providing exceptional 
customer service. Encourage satisfied customers to 
spread the word about your product through 
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testimonials, reviews, and referrals, and incentives them 
to become brand advocates and ambassadors. Consider 
partnering with influencers or thought leaders in your 
industry to amplify your message and reach a broader 
audience. And don't forget to experiment with different 
marketing tactics and strategies to see what works best 
for your product and audience. 

Consider implementing a referral program to incentivise 
existing customers to refer new customers to your 
product. Offer rewards or discounts to customers who 
refer new business to you, and provide incentives for the 
new customers as well. By leveraging the power of  
word-of-mouth marketing, you can tap into your 
existing customer base to drive new customer 
acquisition and accelerate your growth. 

Acquiring Early 
Adopters 
Finally, let's talk about acquiring early adopters – those 
brave souls who are willing to take a chance on your 
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product before it's even proven. These early adopters are 
your biggest champions and advocates, so it's essential to 
treat them like royalty and provide them with an 
exceptional experience from day one. 

When acquiring early adopters for your product, it's 
essential to focus on building relationships and creating 
a sense of  belonging and community. Offer exclusive 
access to new features or content, provide personalised 
support and guidance, and listen to their feedback and 
suggestions to show them that their input is valued and 
appreciated. Consider creating a dedicated community 
or forum where early adopters can connect with each 
other, share their experiences, and provide support and 
encouragement. And don't forget to show your gratitude 
and appreciation for their support by offering special 
perks, discounts, or rewards for their loyalty and 
advocacy. 

Consider hosting a launch event or webinar to showcase 
your product and connect with potential early adopters 
in real-time. Offer live demos, Q&A sessions, and 
exclusive offers or discounts to attendees to incentivise 
them to take action. By creating a sense of  urgency and 
excitement around your product launch, you can attract 
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early adopters who are eager to get in on the ground 
floor and be part of  something new and exciting. 

It's not always easy, but with careful planning, strategic 
execution, and a little bit of  hustle, you can build 
momentum and drive growth for your product from day 
one. So go ahead, roll up your sleeves, and let's launch 
that product of  yours into the stratosphere!

Chapter 4: 
Pricing 
Strategies 

A business without a path to profit isn’t a 
business, it’s a hobby. 
— Jason Fried, Founder & CEO, 
Basecamp 
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Monetisation and pricing strategies can make or break a 
SaaS business, so let's dive in and explore some of  the 
best practices for turning your idea into cold, hard cash. 
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Monetisation Models 
When it comes to monetising your SaaS product, there's 
no one-size-fits-all solution. You've got to find the model 
that works best for your business, your customers, and 
your goals. Here are a few common monetisation 
models to consider: 

1.	 Subscription Model: This is probably the most 
popular monetisation model for SaaS 
businesses. Customers pay a recurring fee – 
usually monthly or annually – to access your 
product or service. It's great for generating 
predictable revenue and building long-term 
relationships with customers. 

2.	 Freemium Model: With this model, you offer a 
basic version of  your product for free, with the 
option to upgrade to a premium version for 
additional features or functionality. It's a great 
way to attract new users and upsell existing 
ones, but you'll need to find the right balance 
between free and paid features to make it work. 
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3.	 Pay-per-Use Model: In this model, customers 
pay based on their usage of  your product or 
service – for example, per API call, per gigabyte 
of  storage, or per user. It's a flexible option that 
can work well for certain types of  products, but 
you'll need to carefully manage pricing to 
ensure it's fair and transparent for customers. 

4.	 Licensing Model: With this model, customers 
pay a one-time fee to license your software and 
use it indefinitely. It's a straightforward 
approach that works well for products with a 
long lifecycle and limited ongoing support or 
maintenance requirements. 

Pricing Strategies 
Optimised for SaaS 
Now that we've covered some different monetisation 
models, let's talk about pricing strategies. Pricing is a 
delicate balance – you want to charge enough to cover 
your costs and make a profit, but you also would like to 
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keep your product affordable and accessible to your 
target market. Here are a few strategies to consider: 

1.	 Value-Based Pricing: With this approach, you 
set your prices based on the value your product 
delivers to customers. This could mean 
charging more for premium features or offering 
different pricing tiers based on usage or 
functionality. It's a great way to capture the full 
value of  your product and align pricing with 
customer needs. 

2.	 Tiered Pricing: This strategy involves offering 
multiple pricing tiers with different features and 
pricing levels. Customers can choose the tier 
that best fits their needs and budget, giving 
them flexibility and control over their spending. 
It's a popular approach for SaaS businesses, as 
it allows you to cater to different customer 
segments and maximise revenue potential. 

3.	 Perceived Value Pricing: This approach involves 
pricing your product based on the perceived 
value it offers to customers, rather than its 
actual cost to produce. It's all about positioning 
your product as a premium offering and 
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charging accordingly. This can be a risky 
strategy if  you overestimate the value of  your 
product, but if  done right, it can lead to higher 
profits and stronger brand positioning. 

4.	 Competitive Pricing: Finally, competitive 
pricing involves setting your prices based on 
what your competitors are charging for similar 
products or services. It's a simple and 
straightforward approach that can help you stay 
competitive in the market, but it's important to 
remember that pricing too low can devalue 
your product and pricing too high can alienate 
potential customers. 

By exploring different monetisation models and 
adopting pricing strategies optimised for low-code 
products and services, you can maximise revenue 
potential, attract and retain customers, and build a 
thriving business that stands the test of  time. So go 
ahead, experiment, iterate, and find the pricing strategy 
that works best for you and your customers. Your 
bottom line will thank you for it.
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Chapter 5: 
Writing the 
code 

Sometimes it pays to stay in bed on 
Monday, rather than spend the rest of  
the week debugging Monday’s code. 
— Dan Salomon 
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Now that we've explored the fundamentals of  building 
and pricing your SaaS business, it's time to roll up our 
sleeves and dive into the heart of  the matter – writing 
the code. In this chapter, we'll delve deeper into the 
software coding process, discuss scenarios where hiring a 
developer might be advantageous, and explore the role 
of  a project manager in steering your project to success. 
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The Software Coding 
Process 
Imagine you're an architect, designing the blueprint for 
your dream home. In the world of  software 
development, writing code is akin to translating that 
blueprint into a tangible structure. But just like any 
construction project, it all begins with meticulous 
planning. 

The software coding process starts with defining your 
project scope, outlining the features and functionality 
you want to include. Once you have a clear vision in 
mind, it's time to gather your tools – code libraries, 
frameworks, and development environments – to lay the 
groundwork for your project. 

Now, let's talk about the coding itself. It's not just about 
typing lines of  code into a text editor – it's about 
crafting elegant solutions to complex problems, 
debugging when things don't go as planned, and 
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continually refining your work until it meets your 
standards of  excellence. 

Testing is another critical phase of  the coding process. 
From unit tests to user acceptance testing, thorough 
testing ensures your code behaves as expected and 
delivers a seamless experience to your users. Remember, 
a single bug can derail your entire project, so don't 
skimp on testing! 

When to Hire a 
Developer 
As much as we'd love to be coding superheroes, there 
are times when bringing in a developer can be a game-
changer. If  you're not comfortable writing code yourself  
or if  you simply don't have the time to dedicate to the 
process, hiring a skilled developer can help bring your 
vision to life. 

But finding the right developer is no easy task. You'll 
need to vet candidates carefully, looking beyond 
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technical skills to find someone who shares your vision 
and can collaborate effectively with you. Consider 
leveraging your network or exploring online platforms to 
find the perfect fit for your project. 

Taking on the Project 
Manager role 
Of  course, hiring a developer isn't always feasible – or 
necessary. If  you're passionate about your project and 
eager to take a hands-on approach, why not step into 
the role of  project manager? As the project manager, 
you'll be responsible for overseeing every aspect of  your 
project, from planning and budgeting to execution and 
delivery. 

Start by creating a detailed project plan, outlining your 
goals, timelines, and milestones. Break down your 
project into manageable tasks and assign responsibilities 
accordingly. Effective communication is key – keep your 
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team informed, address any issues promptly, and foster a 
collaborative atmosphere where ideas can flourish. 

Stay organised – track progress, monitor budgets, and 
adjust your plans as needed. And above all, lead by 
example – demonstrate your commitment to the project, 
inspire your team, and celebrate successes along the 
way. 

Writing code is both a science and an art – a delicate 
dance between logic and creativity. Whether you choose 
to hire a developer or take the reins as project manager, 
the journey ahead promises to be challenging yet 
rewarding. So roll up your sleeves, embrace the 
possibilities, and let's write some code that will leave a 
lasting impact on the world.



 

42

Chapter 6: 
Consulting an 
expert 

Making the simple complicated is 
commonplace; making the complicated 
simple, awesomely simple, that's 
creativity. 
— Charles Mingus 
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So, you've got this killer idea for a SaaS application – 
something that's going to revolutionise the way people 
work, play, or just live their lives. But here's the thing: 
turning that idea into reality isn't always as easy as it 
sounds. You need the right tools, the appropriate skills, 
and, let's face it, a lot of  luck. 

That's where our all-in-one starter package comes in. 
We built this thing because we know firsthand how hard 
it can be to bring an idea to life. We've been there – the 
late nights, the endless coffee, the never-ending cycle of  
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bugs and setbacks. And we wanted to make it easier for 
other folks like us to turn their dreams into code. 

Take a look at the package online here 
https://saas-ebook.com/pricing 

https://saas-ebook.com/toolkit
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Why We Built this 
Package 
Let's start with the why. Why did we decide to build this 
package in the first place? Well, it all started with a 
simple realisation: building SaaS applications is hard. 
Like, really hard. There are so many moving parts – 
from the frontend to the backend to the database to the 
payment processing – and keeping them all in sync can 
feel like trying to juggle flaming chainsaws while riding a 
unicycle on a tightrope. 

We wanted to simplify the process. We wanted to give 
people the tools they need to build great SaaS 
applications without having to reinvent the wheel every 
time. So, we set out to create an all-in-one starter kit 
that would take care of  all the heavy lifting – from 
setting up the backend to handling payments – so that 
our users could focus on what they do best: building 
awesome stuff. 
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The Package in Action 
So, what's in the box? Well, first off, you've got your 
basic building blocks – Next.js for the backend and 
frontend, Supabase for the database and authentication, 
and Stripe for payments and subscription management. 
But it's not just about the tools themselves – it's about 
how they all work together to create something greater 
than the sum of  their parts. 

With Next.js, you get a powerful framework for building 
fast, scalable web applications. Whether you're building 
a simple landing page or a complex dashboard, Next.js 
has got you covered. And with Supabase, you get a fully 
managed database solution with built-in authentication 
and real-time capabilities. No more worrying about 
setting up servers or managing databases – Supabase 
handles it all for you. 

But perhaps the best part of  all is Stripe. With Stripe, 
you get access to a suite of  powerful payment processing 
tools that make it easy to accept payments, manage 
subscriptions, and grow your business. Whether you're 
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selling software, services, or subscriptions, Stripe has 
everything you need to succeed. 

Our average turnaround time is 7 to 10 days. And when 
it comes to communication, we keep it straight to the 
point. You'll have direct access to our team through 
private channels, so you can get the answers you need, 
pronto. We're here to make your SaaS journey as 
smooth as possible, and that starts with speedy service 
and no-nonsense support. 

Pricing and Value 
Proposition 
Let's talk about pricing for a minute. We know $4,995 
per month might sound like a lot of  dough for starting 
an online business but trust us – it's a steal compared to 
the alternative. Think about it: hiring a developer or a 
team of  developers to build your app from scratch could 
set you back tens of  thousands of  dollars, if  not more. 
And that's not even counting the time and effort it takes 
to find the right people, manage the project, and deal 
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with all the inevitable headaches that come with custom 
development. 

Ready to take the plunge? Your dream SaaS application 
is just a few clicks away. https://saas-ebook.com/pricing

https://saas-ebook.com/pricing

