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The mainframe is just vital to our company.  That is why we really need to focus on keeping the mainframe cost effective.  Our data that we’re processing is growing dramatically.  We have grown the data over twenty times in the past ten years.  That requires a bigger computer.  Well the mainframe software is based on the size of the computer.  Most of the prime vendors are willing to license software on sub-capacity but they’re not willing to change the amount of money you pay each month and so we started posing to each of our vendors, “who’s willing to do business differently?”  IBM is really the only vendor who came back with excellent sub capacity pricing. 
Software licensing costs, one of the challenges is you have no idea what is a reasonable price.  If our competitors have found a better deal they’re going to be underbidding our cost.  Now we’ve learned that IBM has this “portfolio review analysis,” where we actually sign very binding non disclosures.  Where no one else even within IBM could be aware that BlueCross of Tennessee was paying X for any software product.  Even that we even had the software product -and it gave us the confidence that we could release our real cost.  And it was only by releasing our real cost that we got the exact savings that we could anticipate of 8 million dollars over four years. 
That excited our upper management and we wound up being much more aggressive in the products that we were willing to switch out.  We had a very aggressive time table to be off of many, many products.  IBM provided account teams that were used to dealing with the exact package we were displacing to the IBM equivalent.  Some of the products were foundational pieces of software that we have had for twenty years.  We wouldn’t have been willing to do that if it hadn’t have been for the potential savings.  With IBM they had come up with a more flexible way to pay for our software so that we can respond and change our internal costs as business volumes change.  We had an unexpected business bump where we had to relicense the software, we had a mini PRA done and we found that we saved 12 and a half million dollars on this one deal alone.  So here a year and a half in our contract our savings are now over 14 million dollars.  It’s just amazing if we can cut our costs and provide the same or better service that is going to give us a business competitive advantage.
