
THE CLIENT
One of North America’s largest regional communications companies 
providing voice, data, internet, video and value-added business solutions 
across Ontario, Quebec and Eastern Canada. With over 9,000 employees 
and $4 billion in assets, the client generates annual revenues in excess of $2 
billion.

CHaLLENgE
As part of their continuing growth and expansion, the client expected to add 
750,000 new users to their business over the next 3 years. The client wanted 
to purchase all of their projected requirements in order to maximize available 
volume purchase discounts. At the same time, limitations in available 
operating budget dollars, plus a desire to match license costs to expected 
growth in users, prevented them from being able to commit to purchasing all 
the needed licenses now.

sOLuTION
Central structured the transaction in a way that allowed the client to commit 
to the larger purchase but take delivery of the licenses over three years 
based on the expected increase in their user base. By transferring the 
licenses as users were added, Central’s solution matched the amortization 
and maintenance costs of the licenses to the budget cycle when the user's 
licenses were actually required.

BENEFITs
Using SoftwareCENTRAL the client was able to take advantage of attractive 
pricing on a larger number of licenses while matching the budget impact 
of the license and maintenance costs to the expected deployment of the 
software as new users came online. Central’s solution allowed the customer 
commit to both their current and future software needs today thereby 
helping to lock in their commitment to CA’s platform going forward. This 
resulted in a 67% irst year OpEx reduction.

SoftwareCENTRAL Delivers 67% First 
Year OpExReduction
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CLIENT
A Canadian fashion retailer with nearly 3,000 stores under 3 retail 
banners in 100 countries.

CHALLENGE
The client was committed to winning in their global retail business segment 
by investing in digital technology. A key requirement included upgrading 
the presentation and marketing layer of their online retail system so 
that each line of business could make changes without assistance 
from IT. When another tool could not be implemented after 6 months, 
AppDynamics was challenged with installing a robust, end-to-end solution 
on very short notice. In addition, as a result of the sunk investment with 
the previous vendor there was no funding available in the IT operating 
budget to buy AppDynamics. 

SOLUTION
Working with the client and AppDynamics, Central structured a multi-year 
Capital Lease Agreement that enabled the client to use project capital funds 
to purchase the AppDynamics SaaS subscriptions, using funds from several 
distinct budget periods. This allowed the client to move forward with their 
project, despite the fact that they had already spent their operating budget 
on another tool.

BENEFITS
Central not only enabled the client to fund the AppDynamics purchase, 
but to divert a portion of the purchase from their operating budget to their 
capital budget. The client succeeded in delivering the system end-to-end 
with AppDynamics in time for the new launch.

Central Rescues Software Implementation 
With A Dynamic Funding Solution
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TRANSACTION OVERVIEW

INDUSTRY: Retail

CUSTOMER: Canada’s global 
shoe and accessory retailer

DEAL SIZE: $250K

CLIENT WIN: OpEx to CapEx 
Conversion on SaaS solution

THE CLIENT
One of North America’s largest regional communications companies 
providing voice, data, internet, video and value-added business solutions 
across Ontario, Quebec and Eastern Canada. With over 9,000 employees 
and $4 billion in assets, the client generates annual revenues in excess of $2 
billion.

CHaLLENgE
As part of their continuing growth and expansion, the client expected to add 
750,000 new users to their business over the next 3 years. The client wanted 
to purchase all of their projected requirements in order to maximize available 
volume purchase discounts. At the same time, limitations in available 
operating budget dollars, plus a desire to match license costs to expected 
growth in users, prevented them from being able to commit to purchasing all 
the needed licenses now.

sOLuTION
Central structured the transaction in a way that allowed the client to commit 
to the larger purchase but take delivery of the licenses over three years 
based on the expected increase in their user base. By transferring the 
licenses as users were added, Central’s solution matched the amortization 
and maintenance costs of the licenses to the budget cycle when the user's 
licenses were actually required.

BENEFITs
Using SoftwareCENTRAL the client was able to take advantage of attractive 
pricing on a larger number of licenses while matching the budget impact 
of the license and maintenance costs to the expected deployment of the 
software as new users came online. Central’s solution allowed the customer 
commit to both their current and future software needs today thereby 
helping to lock in their commitment to CA’s platform going forward. This 
resulted in a 67% irst year OpEx reduction.

SoftwareCENTRAL Delivers 67% First 
Year OpExReduction

Case Study

tel: (905) 829-9480  fax: (905) 829-8685 web: www.centralts.com email: info@centralts.com 
U.S. Office: One Rockefeller Plaza, 11th Floor, New York, NY USA 10020 
Canadian Office: #5 – 1400 Cornwall Rd., Oakville ON Canada L6J 7W5

Key 
Highlights

TransacTion overview

indusTry: communications

cusTomer: north america’s 
largest regional communications 
company

deal size: $811K

FirsT year opex reducTion
67% ($88K vs $270K representing a 
$182K reduction)

+


