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Benchmarking Elements Table
Key items to capture and compare for similar transactions should include the following:
	Data Element to Capture
	Proposed Deal
	Vehicles
	DEAL 1
	DEAL 2
	DEAL 3
	DEAL 4
	Target Range

	Size ($ Value) of the Transaction
	
	
	
	
	
	
	

	Perpetual, Term, or SaaS License
	
	
	
	
	
	
	

	Total Contract Value (include all Option Years, Product Options, Support, etc.)
	
	
	
	
	
	
	

	Resulting Discount % 
from List Price
	
	
	
	
	
	
	

	Resulting Discount % 
from  GSA Schedule Pricing
	
	
	
	
	
	
	

	Resulting Discount % from ESI/SmartBUY Base Prices
	
	
	
	
	
	
	

	
List of Products
	
	
	
	
	
	
	

	Quantity
	
	
	
	
	
	
	

	Licensing Metric (Named User, Per Processor, Per Server, etc.)
	
	
	
	
	
	
	

	Support/Maintenance Price
	
	
	
	
	
	
	

	Support/Maintenance as a % of License fee
	
	
	
	
	
	
	

	% Discount Offered for Same/Similar Products on Future Purchases
	
	
	
	
	
	
	

	% Discount Offered on Education/ Training Services
	
	
	
	
	
	
	

	Type of License/License Restrictions
	
	
	
	
	
	
	

	Identification of Contingencies, Performance Clauses, Acceptance Criteria, Solution Guarantees
	
	
	
	
	
	
	

	Key Terms and Conditions
	
	
	
	
	
	
	

	Time of Year (relative to Vendor/OEM Fiscal Periods) ie EOQ, EOY, n/a
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