EVALUATION GUIDE

Embedded Analytics
for SaaS Companies

A practical guide for SaaS product leaders evaluating analytics
platforms based on real world experience, not vendor hype.
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The Saa$S application market is highly competitive. Vendors face immense pressure to innovate

rapidly, while customers increasingly need to justify their return on investment. Embedded analytics

play a crucial role in helping SaaS companies retain customers, win new business, and drive new

revenue streams.

Many SaaS companies are evaluating platforms for deploying analytics to their customers. This article

aims to help product managers, technologists, and business leaders in SaaS companies evaluate

analytics platforms based on their real-world requirements.

This document is not written for search engines or by Al. It is based on real-world experience at Qrvey

and extensive research of the analytics market.
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Eight guiding principles for platform evaluation

Let’s start with some guiding principles for your evaluation that can save you time, help you to cover
more ground, and avoid spending time on undifferentiated product areas.

1. Multi-tenancy: don’t assume feature parity

One of the most significant differences between a SaaS company and an IT department is that the
SaaS company deploys to its customers—meaning their analytics capabilities must support multi-
tenancy. Some embedded analytics platforms, like Qrvey, are purpose-built for this scenario. However,
while many general-purpose Bl platforms are marketed to both SaaS companies and IT organizations,
their capabilities often differ between single- and multi-tenant deployments.

A common pitfall is assuming that all advertised features will work the same way in a multi-tenant
environment. Many platforms offer reduced or altered functionality when deployed across multiple
tenants. It's essential to validate how well a platform supports multi-tenancy in practice—not just in
theory.

2. Avoid being misled by visual appeal

It's easy to be drawn to visually impressive features—but these rarely determine long-term success.
Most analytics platforms offer attractive interfaces and interactive visualizations, which, while
important, can also be distracting.

It's reasonable to compare visual experiences and have preferences. But remember: these are not the
capabilities that will make or break your deployment. Most SaaS companies will customize the visual
layer to match their core application’s branding.

This guide focuses instead on the less glamorous—but far more critical—platform capabilities that
drive real success in SaaS analytics.

As we move beyond visual appeal, another fast-evolving area that demands attention is artificial
intelligence. While Al features are increasingly prominent, their true value lies in how they’re integrated
and sustained over time.

3. Evaluating Al: prioritize flexibility over novelty

Al is at the heart of a sweeping transformation across the technology landscape, and analytics platforms
are no exception. However, the Al features we see in these platforms today are evolving at an

extraordinary pace.
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Today'’s cutting-edge features may become obsolete within months. That’s why it’s critical to evaluate
Al in analytics not by the novelty of current features, but by the platform’s ability to flexibly integrate
new Al capabilities as they emerge—and to progressively surface them as meaningful, customer-
facing functionality. Embedding analytics into your SaaS application is a multi-year commitment. In
this context, overemphasizing short-lived Al features can be a strategic misstep.

4. Don’t overinvest in commonplace features

While embedded analytics platforms boast hundreds of features, not all features are created equal
when it comes to driving success in a SaaS context. Many capabilities—like interactive dashboards
and standard visualizations—are ubiquitous and offer little differentiation. Spending time evaluating
these table stakes is inefficient. Instead, focus your attention on the capabilities that define the
frontier of analytics innovation—the ones that separate a platform that merely functions from one that
fuels growth. In each section of this guide, we highlight the standard features you can assume are
present, so you can concentrate your evaluation on the edge capabilities that truly impact your ability
to deliver differentiated, scalable, and customer-centric analytics.

5. Use analytics to differentiate your product

Most SaaS companies provide some form of analytics alongside their core product, either built in-
house or powered by third-party platforms. The analytics platform you choose directly shapes your
product’s differentiation—strong, customer-relevant analytics capabilities can elevate your entire
offering above the competition. As you evaluate platforms, prioritize those with distinctive features
that will resonate with your users and set your product apart.

6. Plan for evolving requirements

Internal Bl deployments typically address well-understood and relatively stable business and technical
requirements. In contrast, SaaS companies—even those with decades of experience—often face
unpredictable future needs driven by shifting market conditions, competitive dynamics, regulatory
changes, product evolution, and corporate events like mergers or acquisitions.

Rather than evaluating analytics platforms based on rigid, predefined requirements, SaaS companies
should prioritize flexibility. The right platform must not only meet today’s needs, but also adapt to
tomorrow’s unknowns.

7. Value-added services also matter

Beyond product features, the services a vendor provides can be a powerful accelerator for your
analytics strategy. These include onboarding support, solution architecture, advisory, training, and

ongoing customer success engagement. Critically, the right partner can also help you shape your
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monetization strategy—identifying how analytics can deliver differentiated value to your customers
and uncovering new revenue opportunities. As you evaluate platforms, consider not just what the
product does, but how the company helps you bring it to market, drive adoption, and turn insights into
impact.

8. Prioritize proven experience serving SaaS companies

The capabilities of the platform are only part of the equation—equally important is the company
behind it. A vendor’s depth of experience in serving SaaS companies, their understanding of multi-
tenant architectures, and their history of successful deployments can be strong indicators of future
success. Look for vendors who demonstrate thought leadership, offer proven implementation
frameworks, and have a track record of supporting complex, evolving SaaS environments. A
knowledgeable partner can help you avoid common pitfalls, accelerate time to value, and adapt as
your product and market evolve.

With these principles in mind, let’s turn to the four core areas that define a successful analytics

platform for SaaS.

LogIn

Patients Per Location

IRRRRRNNNND ¢

xxxxxxxxxxxxxxxx

nnnnnnnnnnnnnnnnnnnnnnnnnnnnnn

Page 5






