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We’re in the electronic journal business, and the electronic database business.  So the IT infrastructure at EBSCO is very important, because it’s basically the lifeline between us and our customers.  We’re at a point in time where we had to increase the throughput on the mainframe.  So we looked at the cost of the software upgrades that our previous vendor was going to charge us.  And we quickly realized the up-charges in the software were actually going to be greater than the cost of the hardware upgrade.  

Basically we were looking at almost a doubling of our software cost.  And we had absolutely nothing to gain from doing it, other than being able to upgrade our hardware.  It was simply our business was growing, and they intended to get a large part of our income, simply because of our success.  And they were rigid.  And they would not negotiate on it on good terms.  So we started looking for alternatives.

We started in February actually discussing this.  And we had to have everything done by September 1.  We were talking about 14 products that we had to convert over.  And several of those were major products that would normally take anywhere from nine months to twelve months to convert.

We began discussions with our IBM representatives on what we could do in the timeframe that we had.  IBM matched the software sets that we needed to replace, basically one for one.  It was a strong offer, in direct comparison to the pricing that the competitor had offered.  We set up a final meeting with our previous software vendor.  They came in with what they said was their final offer.  And we simply told them that that was not close to the offer that we had in hand, and that we would be going to IBM for the software sets that we needed.

At the end of that discussion, the sales representative pulled out a spreadsheet where they said this was actually my final offer.  And he had cut the price about 30% from what they originally told us was their final offer.  And at that point we made our minds up that the correct decision was to go with the IBM proposal.

With the time constraint that we did have, there was no way that EBSCO could do this all by themselves.  We installed all the software.  But any time you go through the customization, that usually takes longer than anything else.  And that is where we had to rely heavily on IBM’s input.  And we actually did this in four months and two days.

We are glad that we made the migration over to IBM software.  Our total cost of ownership has decreased from 15% to 20%.  

It set EBSCO up for the future, with any additional mainframe changes, modifications, increases that we are able to do.

Our satisfaction overall with the relationship is good.  And we do feel like we’re well positioned to move the company forward in working with IBM.
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