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• Microsoft licensing is a top-five expense item

• Knowledge is the key to a successful negotiation

• Keeping up with the changes can be difficult 

• The answer frequently is “it depends”
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Negotiate the best deal by understanding 
requirements beforehand

Understand what you need from Microsoft before
entering negotiations. 

Microsoft will talk you into bundles and provide a 
discount, but it’s possible you don’t need to spend 
that money in the first place

Don’t spend 
more to 

save less.

Knowing your 
requirements is the 

most important 
step.



User subscription SKUs



Microsoft has implemented a pricing increase as of March 2021, 
however discounting can fluctuate across levels 



Discounts vary, so focus on the number figure – April 
2022



Discounts can be different in year 1 vs year 2 vs year 3



Power Apps



Dynamics



Contract term



Amendments



Know what can be 
negotiated

• Quotes can be obtained from more than one reseller 

• Special license use rights can be granted

• Payment terms vary

• There can be additional discounts for upfront payments.

• Payment deferrals available due to COVID-19

• Some products may be exempt from price protection. 



When can negotiating leverage be maximized

01 - First-time buy vs. renewal/expansion/reduction in services

02 - M&A impacts/consolidations 

03 - Additional product evaluation (add-on to existing ecosystem of 
products)

04 - Vendor commercial drivers – end of quarter/end of year and 
similar 



Choose the Azure pricing model that 
fits your organizational needs

Pay as you go CSP/NCE

Azure 
Monetary 

Commitments

Reserved 
Instances



Purchase Azure Reserved Instances if the organization is 
committed to the cloud



Azure Compute



What is Microsoft willing to 
negotiate on Azure



Microsoft’s agreement 
options



New Customer Experience (NCE)

• Term length options on the NCE 
are monthly, annually, and for three 
years.

• Agreements that are month to 
month will have a 20% price 
premium.

• Month-to-month agreements are 
flexible and mid-term downgrades 
are allowed, however, one- or 
three-year agreements are locked 
in and mid-term downgrades are 
not allowed.



Microsoft’s audit strategy 



Microsoft’s auditing process

• There are three types of audit engagements 
with Microsoft:

• Self-audit

• SAM engagement

• Audit by a third-party consulting firm



Avoiding traps 

• Watch out for vendors’ fiscal year ends 

• Divide and conquer. 

• Free software asset management engagements

• Mistakes in the VLSC

• Defaulting to the most expensive software 
edition. 

• Vendors acting on behalf of Microsoft 



What to know about Unified Support

https://infotechrg-my.sharepoint.com/personal/ananji_infotech_com/Documents/Licensing/Microsoft/Best%20Microsoft%20Files/Unified%20Support/Unified%20support%20information.pdf


Examine usage



Unified Support Pricing



What to know about Unified Support –
Discounting available



Discounting on Unified Support



Discounting on Unified Support



Discounting on Unified Support



Repricing



What to know about Unified Support 
– Premier “Classic” Support lives on



Changes to Unified Support 
are coming



• Start early

• Does bundling make sense

• Be aware of licensing implications

• Plan for the future 




