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Do the AT Math Before You Sell the Al

Product

A unit-economics playbook for founders building on model APIs: route work intelligently,
measure cost per successful outcome, cap runaway usage and protect gross margin.

Al products can look profitable in a demo and become ugly at scale because cost is
variable: model usage, retrieval, storage, tools, retries, long context, media generation,
human review and support all move with behavior. The correct metric is not “cost per

API call.” It is cost per successful customer outcome.

Build the cost tree

For one user workflow, list every variable component: input/output model usage, embedding/retrieval,
database reads, external APIs, image/video generation, file processing, tool calls, retries, moderation,

observability, and human escalation. Then calculate low, median and high-cost paths.

If a $20/month plan allows a behavior that can routinely cost $30, you do not have a pricing problem
—you have an architecture problem. Put limits where value becomes unprofitable, not after the

invoice arrives.

Route by task difficulty

Not every request needs the most expensive model or longest context. Classify work by complexity,
risk and value. Use cheaper/faster paths for classification, extraction, formatting or simple retrieval;
escalate only when quality tests justify it. Cache stable outputs and summaries. Trim context to what

changes the answer.

Routing should be evidence-driven. Build an evaluation set and compare quality, latency and cost

across configurations. The winning route is the cheapest one that clears the quality bar for that task.



Measure success, not tokens

For customer support, measure resolved case. For a sales agent, qualified lead or booked meeting. For
document analysis, correctly completed review. For coding, accepted patch or passed tests. The model

bill is an input; the business outcome is the unit.

Add a cost ledger to telemetry: user, feature, route, model/provider, input/output usage, tool cost,

retries, total variable cost, and whether the task succeeded. Without that, gross margin is guesswork.

Design guardrails before growth

Use rate limits, context ceilings, media quotas, file-size limits, retry caps, abuse detection, spend alerts
and plan-specific entitlements. Build graceful degradation: if a premium path is unavailable or too

expensive, fall back to a safe lower-cost path when product quality allows it.

Al margin is designed. The companies that survive will treat model access as one component of an

engineered product—not magic electricity with an unlimited meter.

The production test

Before calling an Al/data system ready, define the normal case, difficult case, unacceptable failure,
cost ceiling, latency ceiling, privacy boundary and human escalation path. Then build tests for each

one. A demo proves possibility; a test suite proves repeatability.

Keep a failure log. Every meaningful failure should become a test, a product rule, a data-quality fix or

a clearly documented limitation. That is how reliability compounds.

Build a per-outcome model before you set the subscription price

Create a spreadsheet with one row per customer workflow and columns for model input, model
output, retrieval, tools, external APIs, media generation, storage, retries, human review and support.
Run three usage cases: disciplined user, normal user and power user. Then calculate cost per
successful completed job—not cost per message. The “job” might be a qualified lead, analyzed

document, resolved ticket, generated asset or completed workflow.

Add gross-margin guardrails to the product. Route easy work to cheaper models when quality holds;
cap context; summarize long histories; cache stable results; prevent accidental loops; require explicit
confirmation before expensive media or multi-step tool runs; and expose usage internally by account.

Cost control should be an architecture feature, not a panic after invoices arrive.



Price around customer value and variance. A workflow that saves a company $2,000 a month can
support different pricing than a novelty chat feature, but you still need protection from heavy-tail
usage. Consider included usage, fair-use limits, metered add-ons or higher tiers when variable cost is

material. Re-run the model whenever providers, prompts, context sizes or product behavior change.

Set account-level tripwires before launch. Define daily and monthly cost thresholds, unusual retry
rates, unexpectedly long contexts and high-cost tool patterns that trigger review. A margin problem
discovered at the monthly invoice is already late. The operating dashboard should tell you which
workflow, customer or feature caused the cost movement while there is still time to change routing,

limits or pricing.
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Research behind this guide

Use the primary sources below to verify current rules, eligibility and program details
before acting. Program terms can change.

Google Cloud — Multi-tenant agentic Al cost optimization
Google Cloud — Deploy and operate generative Al applications
NIST — Al Risk Management Framework

FTC — Al and privacy/confidentiality commitments

Important: This article is educational information, not individualized legal, tax, investment or compliance
advice. For decisions with legal or financial consequences, use a qualified professional who can review your
facts.
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https://docs.cloud.google.com/architecture/multi-tenant-agentic-ai-system
https://docs.cloud.google.com/architecture/deploy-operate-generative-ai-applications
https://www.nist.gov/itl/ai-risk-management-framework
https://www.ftc.gov/policy/advocacy-research/tech-at-ftc/2024/01/ai-companies-uphold-your-privacy-confidentiality-commitments
https://blacktechstartup.com/education/articles/ai-product-unit-economics/#share-guide
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