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  Vendor Negotiation and  

 Contract Management 
  Institutional Store 
  Vendor Information  
  Personal Store 

 

An Online Resource for the University 
System of Georgia Software Purchases 



 
  Goals 
  Direction 
  Collaboration  

 

SRS Today 



1. To be the first “Point of 
Contact” for software, 
services, and information to 
support better decision 
making!  
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Buying Power 
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support better decision 
making!  
 

2. To capture the buying power 
of the USG as a volume 
purchaser to offer the best 
pricing on software and 
services to the USG. 
 



1. To be the first “Point of 
Contact” for software, 
services, and information to 
support better decision 
making!  
 

2. To capture the buying power 
of the USG as a volume 
purchaser to offer the best 
pricing on software and 
services to the USG. 
 

3. To add value through 
implementing innovative 
solutions to provide 
increased benefit to the 
USG. 

Goals: 
 
Value Add 



Direction: 
 

   Products 
   Teams 
   Designs 

     
     





Institutional Store: 
 
 Software for Institutional Use 
 Discounted Products 
 Unlimited Pricing Model 
 

     
     
For use on school owned computer! 





Personal Store: 
 
 Software for Home Use 
 Brand Name Products 
 Work-at-Home Software 

 
   Dell Hardware (coming soon) 
   SHI Expanded Products  (coming soon) 

     
For use on your home computer! 





Come To The Point! 
 
 Information on vendors (contracts, 

training, alerts, etc.) 
 Status on system level contracts 
 On-going vendor activities (success 

stories, negotiations, webinars, etc.) 
 Opportunities being considered 
 Campus contacts 
 Teams for collaboration 
 Requested information 

 





SRS for K-12 
     
     



Goals for K12: 
 
 Build a Stronger Relationship to the 

Benefit of Georgia’s students 
 

 Provide Lower Cost to Increase 
Technology needs in all Districts 

 

 Increase Awareness of Available 
Technology 

     
     SHARE THE SUCCESS! 



Next Steps: 
 

1. Identify K12 Team 
 7-9 Members 

Representative of Districts 
 2 Large 
 2 Small 
 2 Low Tech 
 2 High Tech 
Plan for Rotation of Members 



Next Steps: 
 

1. Identify K12 Team 
2. Build Communication Plan 

Need to Share Information with all Districts 
Market to Staff and Faculty  
Provide Self-Help  



Next Steps: 
 

1. Identify K12 Team 
2. Build Communication Plan 
3. Identify Buyers/Liaisons 

Focused Purchasers for each District 
Provides Contacts for Collaboration   
 



Next Steps: 
 

1. Identify K12 Team 
2. Build Communication Plan 
3. Identify Buyers/Liaisons 
4. Commitment for Volume Purchasing 

Bigger Volume Better Pricing 
Co-Term Agreements 
Allow of Pro-Rating (Mid-Year Purchasing) 
 



Next Steps: 
 

1. Identify K12 Team 
2. Build Communication Plan 
3. Identify Buyers/Liaisons 
4. Commitment for Volume Purchasing 
5. Establish Product Selection Process 

Identify Best Opportunities for K12 
Pricing Model to Fit K12 District Needs 
Initially Pilot with Adobe and LanDesk 



Next Steps: 
 

1. Identify K12 Team 
2. Build Communication Plan 
3. Identify Buyers/Liaisons 
4. Commitment for Volume Purchasing 
5. Establish Product Selection Process 
6. Setup K12 in the SRS Website 



Questions 

SRS@usg.edu 
Jack.Delinsky@usg.edu 

Ph  (706) 583-2280 
 
 

THANK YOU! 


