
Office 365 Guide 
 

Key Features to Know/Evaluate: 

Office 365 is Microsoft’s number one initiative for customers who are currently not on it or haven’t adopted it company-wide. 
Microsoft wants you on it because of the recurring revenue it brings them and your LAR wants you on it because Microsoft gives 
them extra commission incentives when you buy it. This in turn makes it your biggest tool to get a maximum discount.  

We’ve broken it down into two main questions to help you evaluate the Ownership vs. Subscription model.  

1. Should I move to Office 365? 
2. Which Version is right for me? 

Continued on page 2… 

 
Negotiation Position: 

Strengths 

1. Office 365 is a leverage license. It can be used as a 

major bargaining chip to get a discount for your overall 

agreement.  

2. Consider only what you need. For example, if you don’t 
need legal hold, advanced form services, etc, then 
consider going with an E1 instead of an E3. This is a 
potential huge cost savings. Even if you want to go 
with Office 365 E3, still position going with an E1 when 
discussing with MS to get them to give you a discount 
on the E3. MS hates losing revenue, so they will 
discount.  

 

 

Weakness 

1. Office 365 is a subscription service, so you will only 
have rights to new releases if you keep paying MS. This 
handicaps your discounting leverage for future 
renewals. 

2. If you’ve already purchased Office 365 for the majority 

of your company, it can be hard to get a maximum 

discount on your upcoming renewal.  

3. Microsoft has scorecard metrics that can help you get 
a discount on all products. Consider adding Azure, 
Enterprise Cloud Suite, etc. to get a discount for your 
Office 365 products. 



How to Buy/When to Move:  

Consider moving to Office 365 when you have an upcoming 

upgrade for Lync-Skype, Exchange, or SharePoint.  

Microsoft gets more aggressive at certain times of the year. 

Below are the best times to negotiate.  

1. May-June  
2. December 
3. End of a quarter, June, December, March, and 

September 

When considering the move, get Microsoft to fund the 

migration to Office 365. MS will provide incentive funds and 

these funds are based on the size of your Office 365 

licenses. The incentive funds come from a different bucket so 

ask for it in addition to the Office 365 discount.  

Should I move to O365? 

Office 365 is without a doubt an attractive product with some 

very useful tools for the IT professional and the everyday user. 

However, don’t for one second believe that Office 365 was 

built for you. As usual, this is about money. And Office makes 

more money for Microsoft than anything else. Office 365 is 

Microsoft’s way to lock you into paying for their cash cow until 

kingdom come and they’re selling it to you by wrapping it in a 

pretty appealing box.  

Eventually Microsoft will make it nearly impossible to 

purchase Office in any other way that through Office 365. For 

now, you still have the ability to stay off of it and hold onto  

the rights and flexibility that your perpetual licenses offer you. 

In the meantime, how do you hedge your bet? How do you 

protect yourself while there are still options to be had? These 

answers are unique to each company and can’t be painted 

with a broad stroke.   

 

If you want some free advice on how to answer those 

questions for your company, please reach out to us at 

sales@vendorlogix.com. We would love to help you gain an 

advantage in your upcoming renewal. 

Which Version is right for me? 

Microsoft’s website has a lot of great information on what’s in 
the E1, E3, & now E5 plans. The Key words there being “a lot”. 
At this point, if you’re sold on Office 365 what you really care 
about are the differences. The biggest differences come from 
E1 to E3 because you get the full Office Suite with E3. With the 
launch of E5, E4 will be no more as of June 30th, 2016. For 
more info on E5 go here.  
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