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The Software Category consists of the following sub-categories:

Å Operations and Service Management Software

Å Information and Development software

Å Desktop and Office Productivity Software

Å Enterprise Packaged Software

Å Line of Business Packaged Software 

Category Scope

Hardware Category Strategy ςFY17

The organizations that this category strategy covers are:

Å Auckland Council

Å Regional Facilities Auckland (RFA)

Å Panuku

Å ATEED



The purpose of this category strategy is to develop a consistent and managed 
approach of:

Å Develop a series of commercial approaches and methodologies that will allow Council to 

purchase software appropriately for within different supplier markets

Å Working collaboratively with suppliers 

Å Being open to change and fostering innovation

Å Understanding and leveraging the Reseller/Supplier market to achieve market leading 

pricing and access to rebates

Å !ŘƻǇǘ !ƎƛƭŜ ǇǊƻŎǳǊŜƳŜƴǘ ƳŜǘƘƻŘƻƭƻƎƛŜǎ ǘƘŀǘ ǎǳǇǇƻǊǘ ǘƘŜ ǳǎŜ ƻŦ tǊƻƻŦ ƻŦ /ƻƴŎŜǇǘǎ ŀƴŘ ΨCŀǎǘ 

Cŀƛƭκ{ǳŎŎŜŜŘΩ ŀǇǇǊƻŀŎƘŜǎ 

Å Shorten time to market

Category Scope - Purpose
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At a high level, Auckland Council will implement three key approaches for purchasing and managing 
software.  These relate the size of the company that we are dealing with, and the nature of the 
commercial relationship.  These approaches will be used across the 5 sub categories. 

Å GlobalStrategic Software Suppliers (SAP, ESRI, Microsoft, Service Now)

Å Thesesuppliers require individual plans and approaches given their size, level of integration and 

criticality to Councils success.  As they are very imbedded in our business, much of the emphasis is on 

Supplier Relationship Management (SRM) to further our investment

Å LargeIndirect Suppliers (Cisco, BlueCoat, Vmware)

Å Thesesuppliers transact their business through a reseller, and often have small local presence.  Key goals 

in this area include:

Å Go to market to appointsole reseller to obtain open book  pricing that includes access to rebates

Å Ensure that Software Publisher primes all engagements, instead of handing off support to their local 

partners

Å Ensuring that any publisher has a strong local partner network in NZ, with at least fully accredited 

partners

Å Use analyst services such as Gartner to assist with short listing, which allows more indepthanalysis 

of  software

Overall Approach - Software 
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Å Small Software Publishers

Å Council often has a requirement for niche products, which are often supplied by very small companies.

Å YŜȅ ǘƻ ŜƴǎǳǊƛƴƎ ǎǳŎŎŜǎǎ ƛƴ ǘƘƛǎ ŀǊŜŀ ƛǎ ǘƻ ǳƴŘŜǊǎǘŀƴŘ ǘƘŜ ǎǳǇǇƭƛŜǊΩǎ ŎŀǇŀōƛƭƛǘȅ ŀƴŘ ŀōƛƭƛǘȅ ǘƻ ŘŜŀƭ ǿƛǘƘ 

a large enterprise customer such as Council

Å As such, the procurement approach should emphasisegetting to know suppliers, especially at a 

cultural and operational level, as these factors have proved to critical in ensuring successful delivery 

of software projects

Overall Approach - Software 
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Å Software is a complex item to purchase.  Aspects to be considered include:

Å Do the features meet our requirements?

Å User Experience

Å Integration into the wider ICT landscape

Å Licensing and compliance

Å Implementation and Project Management

Å Support and Hosting (if Cloud Hosted)

Å Features Roadmap 

Å Is the product really Vapourware/Marketecture

Å Reliance on the vendor to fully understand the product. 

Å Industry wide, a high percentage of software implementations fail, due in part because these 
aspects were not fully explored and understood at the procurement phase.  Traditional RFP 
methods are not well suited to uncovering this level of detail.  

Å This category strategy proposes that a number of alternative approaches are taken, depending 
on the situation. 

Procurement Principles- Software 

Software Category Strategy ςFY17



Å Competitive Dialogue/Agile Procurement

Å Traditional RFP methods are often poor at allowing both sides to understand each-others 

requirements, capabilities, approaches and culture.  

Å In addition, RFPs can be quite rigid, and can result in Council purchasing something that fitted 

the RFP requirements, which many not be the best product in the market place. 

Å Approaches such as Agile Procurement or Competitive Dialogue allow suppliers and purchasers 

to work closely together in a structured manner, and co develop solutions that will best meet our 

requirements  

Å Council initially provides a full list of requirements, outcomes sought, evaluation weightings and an overall 

timeline.  

Å Suppliers are given time to develop their intital proposal, which they then present to Council.  

Å Council provides feedback on the proposal, with a range of relenvant staff from both sides present ï

engineers, managers, end users

Å Subsequently, the supplier formally submits the proposal which is evalauated

Å Understand TCO

Å Often software implementation and integration can come with significant costs outside the direct 

license and implementation costs.  Understanding the wider costs of implementing software prior 

to selecting a product is key to ensuring successful project delivery and cost to ratepayers.

Procurement Principles- Software 
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Å Analyst Led Shortlisting

Å Analyst firms such as Gartner (which Council has a current contract) employ specialists with in-

depth understanding of specific ICT product categories.  Engaging with Gartner early can 

shortcut procurement processes considerably, allowing a shortlist to be created that consists of 

companies that direct meet our requirements.  This allows the emphasis of the procurement 

activity to move to understanding the product and getting the best price.

Å Proof of Concepts (POC) as Evaluation

Å Often the best way to understand the capability of software is to use it.  Incorporating POCs into 

a procurement ensures that commercial tension is achieved, and end users have a full 

understanding of the product

Å Early Engagement.

Å Procurement needs to work with End Users, ICT Service Owners and Enterprise Architects from 

the beginning of an opportunity being identified.  In doing this, we can ensure that the correct 

commercial approach is taken to meet customer requirements.

Procurement Principles- Software 
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Operations and Service Management Software

Operations and Service Management Software is defined as all software that supports back-end 
systems for the following functions:

Å Data Centre Services (e.g. Virtualisation, Back up, Anti Virus etc)

Å Server Operating Systems (e.g. Microsoft Server 2012)

Å Service Desk and Service Management (e.g. Service Now)

Å Network and UC Services (e.g. Cisco Prime)

Å Monitoring and Event Management (Microsoft SCOM, Splunk)

Å Cloud Management (Cloudamize)

Å Automation (HP OO)

Å Miscellaneous Operations Software (TABS)

Category Scope ςCurrent Arrangement
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Å Software in the operations space has largely been reliant on a number of key 
multi-national vendors (HPE, Microsoft, Cisco, Symantec, Citrix). 

Å The software is largely purchased through large framework/MSA type 
agreements, in most cases through a reseller (e.g. Insight for Microsoft).

Å Council is looking to become more commercially savvy with the purchase of 
software through resellers and is moving to a preferred reseller for each 
software vendor commercial model, which will allow it to access rebates. 

Operations and Service Management 

Software



Information and Development software

Χƛǎ ŘŜŦƛƴŜŘ ŀǎ ǎƻŦǘǿŀǊŜ ǘƘŀǘ ŘŜƭƛǾŜǊǎ ǘƘŜ ŦƻƭƭƻǿƛƴƎ ŦǳƴŎǘƛƻƴǎΥ

Å Geographic Information Systems (GIS) - e.g. ESRI, FME

Å Business Intelligence (BI) ςe.g. SAP Business objects

Å Web and Mobile ςe.g. Microsoft Sharepoint, BlinkMobile

Å E-commerce and Development ςe.g. SAP Hybris 

Category Scope ςCurrent Arrangement



Å The software platforms in the Business and Information space is largely 
settled, with a small number of large enterprise platforms used, often with 
horizontally integrated vendors.  

Å GIS software is purchased in a unusual manner- Council purchases its 
software off resellers with sole distribution rights in the NZ market.  These 
resellers effectively act as the software company within NZ  (Eagle for ESRI, 
[ƻŎǳǎ ŦƻǊ Ca9ύΦ  ¢ƘŜǎŜ ŀǊǊŀƴƎŜƳŜƴǘǎ ŘƛƳƛƴƛǎƘ /ƻǳƴŎƛƭΩǎ ŎƻƳƳŜǊŎƛŀƭ ƭŜǾŜǊŀƎŜ

Å There is greater movement in the Mobile and Big Data space
Å Council currently use Blink Mobile for its app development, however there is 
ƭƛƪŜƭȅ ǘƻ ōŜ ŀ ƳƻǾŜ ǘƻ ΨŦƛǊǎǘ ǇŀǊǘȅΩ ŀǇǇǎ όŜΦƎΦ ǳǎƛƴƎ {!t ƳƻōƛƭŜ ŀǇǇǎ ǘƻ ŘŜǇƭƻȅ 
SAP to phones)

Å Currently Council does not own a big data platform, but is currently working 
to understanding its requirements to scope a possible procurement

Information and Development software



Desktop and Office Productivity Software

Is defined as the Microsoft Office Suite, Windows Operating System, Desktop 
Virtualisation Technologies and Desktop applications that are managed by the end-
user. 
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Desktop and Office Productivity Software

Å Software in this space can be grouped into four areas:
Å Office Productivity Software
Å Desktop Operating Software
Å Desktop VirtualisationSoftware
Å Miscellaneous Desktop Software

Å Office Productivity Software
Å This is largely provided by Microsoft, and is purchased under AOG 

Enterprise agreements through Insight.  Council has recently moved to 
Office 365, and as such is on a subscription agreement.  Other core apps 
are provided by Adobe (Acrobat) and Google (Chrome)

Å Desktop Software
Å Again, this is provided by Microsoft.  Council operates a largely 

Windows 7 environment, but is slowly moving to Windows 10. Desktop 
VirtualisationSoftware

Å Council is currently implementing VmwareWorkspace one



Desktop and Office Productivity Software

Å Desktop VirtualisationSoftware
Å Council operates a very significant Citrix Virtual Desktop Infrastructure 

(VDI) environment
Å There are two key users of this platform 

Å Legacy Application Users, who operate older applications that are 
not compatible with current OS technologies.  This user base is 
declining, especially with the completion of NewCore

Å Library Public Computing, which is served via a second Citrix farm.  
This is a platform that will exist for the foreseeable future

Å Currently ICT Operations is trialing latest generation Vmwarecloud 
based application virtualization software.  It is believed that adopting 
this type of service will allow greater flexibility for end users, and 
support the End User Compute hardware strategy of BYOD and CYOD.

Å Miscellaneous Desktop Software
Å Council users require a very large number of custom applications.  

These are not supported by the BusienssSystems team, rather they are 
packaged by the Enterprise Client Systems teams, and managed  by the 
end users.  Most of the licencingand commercial management is 
carried ot


