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In today’s connected world, enterprise software plays a pivotal role in 
every business, providing a digital platform for an organisation to operate, 
and connecting multiple businesses, sectors and even governments. 

The ability these software platforms provide to 

digitally transact and exchange information in 

real time led to the global boom in commerce 

and transformed the way the whole world 

does business. 

Major software publishers such as Oracle, IBM, Microsoft 
and SAP are at the forefront of this innovation wave and 
as such, are constantly upgrading their software portfolio 
and licensing models to reflect market requirements and 
trends. This means that businesses looking to make or 
optimise software investments have a plethora of product 
and licensing options to choose from. It is therefore very 
important for purchasers to understand their business 
needs before sorting through the varied software options 
available.

To complicate matters, software licensing contracts are 
highly complex, combining the intricacies of a particular 
technology with often confusing legal concepts and 
terms. Understanding these contracts, especially those 
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Potential Benefits of PULA
No further license fees/cost required for Oracle 

products covered under PULA.

Reduce the risk of a painful Oracle audit process.

Annual support cost is fixed at the beginning of the 
PULA tenure.

Potential Drawbacks of PULA
Possibility of loss in case of under deployment.

In case of termination due to breach of contract, PULA 
cost will not be refunded
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of a large or sophisticated publisher can be daunting for 
procurement and technology teams. In fact, many companies 
miss out on negotiating opportunities while signing a new 
agreement or renewing a license agreement because they 
lack expertise in software licensing contract review. However, 
with the help of licensing experts, companies can uncover 
and make the most of opportunities during license contract 
purchases or renewals and recognise the benefits of a 
profitable negotiation. 

The complexity of Oracle 
licensing
An example of a complex publisher is Oracle, one of the top 
software makers in the world, with major offerings ranging 
from database, analytics, middleware to cloud. The Oracle 
portfolio consists of a multi-layered network of products 
developed internally and added through acquisition. The main 
revenue stream for Oracle comes from Oracle Database, 
commonly known as Oracle RDMBS, which holds the top 

market share worldwide and helped to yield quarterly revenues 
of over USD 11 billion for the company in 2018.

With the variety of Oracle’s software portfolio comes a 
complex list of licensing terminologies and permissions. Oracle 
licensing rules vary for different infrastructural environments 
like production, development, disaster recovery (DR) and 
virtualisation. Hence, it is mission-critical for organisations to 
identify the appropriate Oracle software deployment for their 
existing technology and infrastructure set-up. 

To add to the complexity, Oracle also offers multiple ways to 
buy its licenses. Users can select traditional licensing or opt 
for flexible license contracts provided by Oracle such as an 
Unlimited License Agreement (ULA) or a Perpetual Unlimited 
License Agreement (PULA), which is offered only to select 
customers. In order to choose the most suitable licensing 
option, companies must be aware of their present and future 
software requirements, their focus areas, their infrastructural 
environment and the terms on which they would like to 
negotiate.

ORACLE LICENSING OPTIONS

With Oracle traditional licensing, the customer calculates their usage requirement and purchases an equal 
amount of on-premise software licenses for the same. The customer must track quantity usage and aquire 
additional licenses if deployment exceeds entitlement.

An Oracle Unlimited License Agreement (ULA) is an arrangement in which a customer pays an up-front fee 
to purchase unlimited licenses for a specific set of products for a fixed timeline. The ULA term is typically for 
three or five years. In each year of this term, the customer pays only the annual maintenance cost, which is 
already fixed at the time of the agreement. At the end of the term, the customer must declare the amount of 
total core usage, after which the ULA can be renewed or the customer can switch to another licensing model. 
At renewal time, the customer can estimate the cost of incremental cores for the next three to five years and 
negotiate the ULA price accordingly.

With an aim to lock-in customers, Oracle started offering a new Perpetual Unlimited License Agreement option 
in 2015. This license agreement is the same as a ULA except that instead of offering a fixed time frame, the 
PULA is a perpetual license wherein the agreed cost covers the estimated and anticipated license requirements 
for the future in perpetuity. After the initial licensing fee, the customer pays only the maintenance cost annually, 
the amount of which is decided at the beginning of the PULA period itself. As the PULA offers a one-time 
opportunity, deciding and negotiating its terms and conditions to be the most favourable is very important.
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How licensees can benefit during 
an Oracle PULA negotiation
The Oracle PULA can be a profitable opportunity for 
customers if it is evaluated correctly with a keen focus on 
customer needs and requirements and negotiated skillfully 
with the aim of gaining maximum benefit from the agreement. 
To achieve this, it is key for licensees to be aware of the 
various and complex Oracle licensing rules and know the 
exact roadmap of their business needs. Expert professionals 
with extensive knowledge of Oracle licensing can be helpful in 
determining both. 

FTI Consulting India has a dedicated team with deep 
experience in Oracle licensing negotiations and can guide 
clients through the demanding process. Once Oracle 
proposes the cost and terms of a PULA, the FTI Consulting 
team interfaces with the licensee’s top management to help 
review contracts, identify gaps and spot potential favourable  
inclusions. Considering the discount percentage applicable 
for the customer, the team can calculate the license and 
support cost for the estimated incremental cores for any set of 
projected years. The team can also help the customer optimise 
the deployment in their environment and propose a reduced 
cost for the PULA. 

Conclusion
Software license contracting can be a complex and daunting 
process. However, with the help of licensing experts such as 
FTI Consulting, organisations can identify their exact needs 
and make sense of the fine print to cut costs and recognise 
value.
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Case Study
SITUATION

A large financial sector customer had a ULA arrangement 
for five Oracle products. Upon ULA expiration, Oracle 
proposed a PULA to the customer.

The FTI Consulting Team reviewed the customer’s ULA 
and PULA contracts and identified unfavorable gaps 
and potential points to be added to the PULA for the 
customer’s benefit.

We worked closely with our customer’s legal, 
procurement and IT department for a period of two 
months and projected a reduced cost of PULA based on 
the estimated incremental cores for the products to be 
included in PULA.

OUR ROLE

The FTI Consulting team interfaced with Oracle and the 
customer during the PULA negotiations. 

The team proposed a reduced PULA cost and negotiated 
a reduction of the annual support cost.

We helped the client and Oracle prepare a mutually 
beneficial cloud strategy. 

The team provided various qualitative value adds in 
terms of contractual terms, conditions and allowances.

IMPACT

The PULA deal closed with the financials suggested by 
FTI Consulting.

The revised PULA cost made our client confident about 
their decision to commit for the long term. 

Oracle was able to partner with the client for their cloud 
strategy going forward.

FTI Consulting was the first consulting firm in India that 
helped to close a PULA deal.



About FTI Consulting
FTI Consulting is an independent global business advisory firm dedicated to helping organisations manage change, 
mitigate risk and resolve disputes: financial, legal, operational, political & regulatory, reputational and transactional. 
FTI Consulting professionals, located in all major business centres throughout the world, work closely with clients 
to anticipate, illuminate and overcome complex business challenges and opportunities.

The views expressed in this article are those of the author(s) and not necessarily the views of FTI Consulting,  
its management, its subsidiaries, its affiliates, or its other professionals. FTI Consulting, Inc., including its 
subsidiaries and affiliates, is a consulting firm and is not a certified public accounting firm or a law firm.
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