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Benefits of Deal Benchmarking
IDC benchmarks drive independence and transparency in vendor management, 

and the services blend seamlessly with IDC’s industry-leading research.

IDC benchmark reports help
buyers document negotiation
success to management and

internal customers

Drive Transparency Reduce Costs Save Time
Harnesses the power of peer
best in class pricing to drive

measurable savings

Raise Profile: World-class sourcing organizations routinely use IDC benchmarks to
document value to internal customers and measure savings for management

Reduces repeated cycles
negotiating – best in class is

now known
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Typical Savings by Category

Hardware = 5-10% Software = 10-20%
Maintenance 

= 10-15%
Professional Services

= 5-10%

Recent Case Studies (see following pages for details)

Large US-Based Retailer saved $2M on renewal of Microsoft Enterprise Agreement

Regional Health Network saved $3M using IDC to renegotiate IBM project rate card

Market Data Firm reduced costs by 21% in server negotiations with Dell and HPE and
saved $2M

IDC Impact on Savings & Cost Reduction
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IDC clients routinely drive measurable savings by benchmarking deals
against best in class and right-sizing investments



Case Study #1 – Oil/Gas Firm Saved $2M on Microsoft
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Scenario
Client faced with $45M EA/SCE
required price benchmarking and
negotiation advice

Approach

IDC provided tactical benchmark of
current entitlement with validation
of Level D and benchmark against
peer best in class

Outcome
Client utilized IDC benchmark to
level-set negotiation and gain
concessions on pricing



Scenario Client renegotiating multi-tower outsourcing contract with IBM including multi-million dollar professional services spend

Approach
IDC delivered rate card analysis plotting peer best in class rates for approximately 75 onshore vs. offshore rates for short-
and long-term project placements. IDC also delivered independent data to validate COLA escalation curbing year over year
increases

Outcome Client utilized IDC benchmark to support negotiations and mitigate long-term cost increases with projected savings of $3M

Case Study #2 – Health Network Saved $3M on IBM
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Scenario Client competing footprint between two major commodity server
providers – HPE and Dell

Approach
IDC delivered validation of list pricing and benchmark of peer best in
class discount to assist in baselining pricing and establishing negotiation
threshold within competitive bidding scenario

Outcome Client leveraged IDC to establish more aggressive discount targets that
reduced total cost by 21% a total of 2M dollars

Case Study #3 – Market Data Firm Saved $2M on Dell/HPE Server
Negotiations
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Typical Usage Snapshot (11mo.)
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