As the term ‘credit crunch’ becomes firmly embedded in our business vocabulary, businesses and their IT departments are far from immune. David Brook, director of Turnstone Services, has some practical tips for IT departments under pressure to reduce their costs.

1. Review your existing portfolio of IT contracts
Contracts often don’t see the light of day again after they’ve been signed, and typically are not centrally indexed. The key information they contain (i.e. renewal terms, requirements and pricing structures) are then effectively buried within an organisation.  “Where’s the mobile phone contract?”, “Oh I think that’s in Peter’s drawer. But he left last month!” being a typical exchange.
Visibility of your portfolio enables you to plan in advance, to take control and to manage your vendors, rather than the other way around. This results not only in cost savings but normally in better service levels too.

2. Renegotiate existing costs
It’s a common misconception that existing contracts cannot be renegotiated. In the current climate vendors are keen to keep your business. Change is possible, whether asking for straight cost reduction, or reacting to a change in your requirements. 
Here are three practical examples:-
i.) Your number of active users has dropped or the license mix has changed - this should be reflected in your software maintenance costs
ii.) There is little point paying for gold level support if you’re only using bronze level.  Companies often buy 24x7 support when they could manage with less.
iii.) Requirements may increase – more KW of power at your datacentre, more Blackberry users, or more software users – whatever it is, the extra spend volume should lower your unit rates with that supplier.


3. Create your standard
Most IT contracts are written by suppliers, using contract terms favourable to them. Many contracts include an automatic renewal term, giving you only a small window to cancel or renegotiate.  It’s easy to miss this window, then be stuck with another year of something you don’t need, or worse, at last years more expensive rates. Instead, ensure support contracts automatically terminate every year.  This means suppliers have to contact you for extension and puts you in a stronger position to negotiate.

These are just an example of the commercial changes that can have a significant effect on your total IT costs.
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