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Audio Announcement 

You have joined the audio muted using 
your computer’s speaker system (VoIP) by 
default. To call in, please select “use 
telephone” in your audio pane of the 
Webinar panel for the conference number 
and access code

How to Participate Today
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New deals: Higher discounts on 
much smaller deal sizes

Unlimited or Enterprise agreements

Revenue based pricing  

Increase in audits

Existing Deals; Maintenance is increasing 
and hard to reduce

General Trends in Software Licensing Resulting 
From the Downturn

More Aggressive Selling
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Poll Question 1

Has a software vendor done an audit in the last 12 
months? (select one)

• Yes 

• No
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Poll Question 2
Which of these vendors have done an audit in the 
last 12 months? (select multiple)

• Adobe
• IBM
• Microsoft
• Oracle
• Other
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How to Maintain Influence Over Your Software 
Vendor After the Deal Is Done

• Act as a Customer Reference for New Customers, Press Releases 
or Case Studies

• Participate in User Groups, Online Forums and Blogs
• Participate in Vendor Events
• Participate in Beta Test Programs
• Become a Member of the Vendor's Customer Advisory Council
• Understand the Software Vendor's Calendar
• Visit the Vendor's Headquarters
• Actively Participate in Yearly Vendor Briefings
• Know the Competition
• Align New Software Purchases With Your Vendor Relationship 

Activities
• Communication Is Key
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What NOT to Do
• Don't open the door to all knowledge. Keep one single point of 

contact — a professional negotiator.

• Don't tell the vendor your time frame or budget.

• Don't tell vendor the deal is "done" before the contract is 
negotiated. Keep credible competition throughout deal.

• Don't work with blank contracts — require vendor to provide 
filled out contracts early, including order forms or addendums.

• Be aware many first proposals are designed to watch your body 
language and reset the price range.

• Don't buy software without checking references on same 
version and same mixture of software products.

• Don't negotiate and finalize a deal on the golf course.
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What to Do: Miscellaneous Hints
• Have extremely clear terms and conditions — include examples. 
• "Order forms" often take precedent over the contract. Review 

carefully. 
• Keep all original documentation, presentations, white papers, 

RFP responses and information downloaded from vendor's 
Internet site.

• Be careful about contract language that can be changed via 
technical support "policies" — these are high risk.

• Business practices do not take precedent over the license 
agreement.

• Resellers generally cannot negotiate changes in the software 
vendor's license agreement.

• Do not allow official notification via fax or instant message or
signed contracts via fax or instant message.
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Gartner Reduces IT Cost in Four Distinct Ways

Visit gartner.com/economy now to 
see exactly how Gartner takes 
cost out of IT

http://www.gartner.com/economy
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Thank you for Participating!

• Please submit your questions now using the Webinar 
Questions pane.

• If you have additional questions, comments or requests, please 
follow-up with your Gartner Account Executive

• If you need help with who that is, please e-mail: 
GartnerWebinars@gartner.com

• If you would like a copy of today’s presentation, contact your 
Gartner Account Executive or e-mail us at: 
GartnerWebinars@gartner.com

mailto:GartnerWebinars@gartner.com
mailto:GartnerWebinars@gartner.com
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