Enterprise Backup Consultation Guide
PSP Enterprises

All Questions and Criteria fully customizable

Hello, my name is Richard Case.  I am a former Vice President of Gartner Group and now have my own market research firm.  We are in the process of doing a study in the 
Enterprise Backup/Recovery software area.  We would like to ask you about the buying process and selection criteria you have used recently in selecting a solution in this area.

Vendors in this space include:  IBM (Tivoli Storage Manager (TSM)), CommVault (Galaxy), EMC/Legato (NetWorker), HP (Data Protector), Veritas (NetBackup) and many others.

This interview will take about 15 minutes or so and is completely confidential.  Your name and company name will NOT be used in any publication that is produced from the information obtained from this interview.  If any question makes you uncomfortable, you may, of course, not answer that question. 

If OK to proceed:  

I would like your permission to tape record for [translation], analysis, and quality control.  Thanks.    If you do not get this permission – you cannot proceed.  If OK turn on recorder now.
1. What motivated your company to look into solutions in this space? Why?  
- Upgrade of Operating System or application
- Maint. renewal of current products in use
- Compliance issues (Regulatory requirements for replication and disaster recovery)
- Consolidation of storage environment  
-  Dissatisfaction with current product and/or company     - Dissatisfaction with current support
2. (If not answered above) Prior to this decision, what was your mid range and high end storage hardware environment?  And where are you going?  What was your prior storage management software environment?  
3. Could you give me a short overview of your selection process?  When you started and when you made a decision and how you went about it?
4. What is the scale on which you’ll be using this technology?  For a particular project? Department? Enterprise-wide?
5. Approximately when was this selection process initiated (Date)?

6. When was it finalized? (Process_Finalized) (Date)
7. Could you give me an idea of the composition of the selection committee?  Who was on the committee and their titles or roles?
8. What was your role in the selection process?
9. What is your title? 

10. Did any industry analysts, Systems Integrators, or outside consultants contribute to your selection process?   What role did they play?  What was the name of the Analyst involved?   Do you believe the IA recommendations positively or negatively impacted your view of the vendors?
	Use the list boxes to record the ORDER of criteria mentioned and take notes below for any unique criteria.    First let the respondent name criteria, then read the list for any not mentioned.   Be sure to get IMPORTANCE.
11.   What were the primary selection criteria for your evaluation of the vendors?  What criteria really made a difference in choosing the winning vendor?  Take notes here!
When you read the list, use a different order with each respondent.
12. For these criteria could you rate the importance of each on a scale of one to ten where one is of very little importance and ten is absolutely required?
	Customer Selection Criteria
	Imp.
	V
1
	V
2
	V
3
	V
4
	V
5
	V
6

	
	About the Vendors

	
	
	Vision, Thought Leadership of Vendor
	
	
	
	
	
	
	

	
	
	Viability / Stability / Financial Perf.
	
	
	
	
	
	
	

	
	
	Customer References / Installed Base / Market Share
	
	
	
	
	
	
	

	
	
	Vendor Support (tech assistance, training, imple)
	
	
	
	
	
	
	

	
	
	Breadth of Product Line
	
	
	
	
	
	
	

	
	
	Integrated Suite
	
	
	
	
	
	
	

	
	
	Strategic Partnership Relationship 
	
	
	
	
	
	
	

	
	
	Vendor relationships / partnerships between vendors/ 
	
	
	
	
	
	
	

	
	Price (ask 10%, 25%, 50% if loss)

	
	
	Initial Software License Price
	
	
	
	
	
	
	

	
	
	On-going Software Maintenance Price
	
	
	
	
	
	
	

	
	
	Professional Services Pricing
	
	
	
	
	
	
	

	
	General Criteria

	
	
	Compatibility with existing environment
	
	
	
	
	
	
	

	
	
	Speed of Implementation / Deployment
	
	
	
	
	
	
	

	
	
	Openness       APIs
    SAN, NAS, DAS, EMC, HDS, IBM support
    Platform Support, Hardware Vendor Independence
	
	
	
	
	
	
	

	
	
	Ease of use   
	
	
	
	
	
	
	

	
	
	Proof of Concept 
	
	
	
	
	
	
	

	
	
	Performance/Scalability Multi-pathing  Load Balancing
	
	
	
	
	
	
	

	
	
	Reliability/Availability  Hot Relocation  Cluster Server - Integration with third party products
	
	
	
	
	
	
	

	
	Market Specific Criteria

	
	
	Hierarchical Storage Features (auto movement of data)
	
	
	
	
	
	
	

	
	
	Management and reporting tools (NetBackup Op Mgr)
	
	
	
	
	
	
	

	
	
	Disaster Recovery - to remote sites –  Tape vaulting
	
	
	
	
	
	
	

	
	
	Disk to Disk Data Protection
	
	
	
	
	
	
	

	
	
	PC Offline protection
	
	
	
	
	
	
	

	
	
	Unique Criteria
	

	
	
	Remote Office Protection
	
	
	
	
	
	
	

	
	
	Merging of full and incremental Backups (e.g synthetic)
	
	
	
	
	
	
	

	
	
	Advanced snapshot support (e.g. point-in-time images, software and hardware based snapshot support)
	
	
	
	
	
	
	

	
	
	Application specific support for data protection (i.e. Oracle, SQL, Exchange, SAP, etc.)
	
	
	
	
	
	
	

	
	
	System restore from bare metal integration with backup/recovery application (Bare Metal Restore)
	
	
	
	
	
	
	

	
	
	Data Security (encryption)
	
	
	
	
	
	
	

	
	
	Multiple Language Support
	
	
	
	
	
	
	

	
	
	Cataloging across Multiple Backup Applications
	
	
	
	
	
	
	

	
	
	Continuous Data Protection features
	
	
	
	
	
	
	


Ask the respondent if they would be comfortable in naming and rating vendors who bid.  If not ask them if it is OK to use vendor pseudonyms such as Vendor1, Vendor2, etc.  (We already know who bid from talking with the salesrep.)

13. Who were the software providers that bid?


	
	1
	2
	3
	4
	5
	6

	providers
	
	
	
	
	
	


14. Returning back to the list of criteria please rate vendors on the criteria.  
WHY did you rate as you did?    HOW could they get better?    HOW could they earn a 10 from you?
15. Which software provider and product solution was selected? (Winner)
16. What was the major reason this software provider and product solution was chosen? (Winner_Why)
17. What were the major reasons the other software providers and software solutions were not chosen? (Loser_Why)
18. What advice would you give to each software provider on how they could improve? 
I’d like to get a sense of how your opinion of the vendors changed over time.

19. When you reviewed the input from the industry analysts (Gartner, Meta, etc), at that time, was any vendor in the lead? (Leading_vendor)  Was it the incumbent vendor?  A challenging vendor?
20. Did you issue an RFP?   Which vendor do you believe was in the lead after you received the RFP responses?  Why?  Were there any specific features you were looking for which you knew a specific vender had that you wanted included?
[We know if they did a POC from the criteria list]

21. If POC Done:  What were the results of the POC?  Which vendor/product solution do you believe was in the lead after the POC? (POC_leader)
22. If no POC:  How did you arrive at a vendor/product solution short list?  How did you evaluate the technology of each product? 

23. If the winner of the POC is not the final winner:  What changed your mind after you did the POC and your final solution? (POC_not_winner)
24. What role did product solution pricing play for you?  (leave open ended at first) (Pricing_role)
25. Which best describes your situation with regard to pricing: (Pricing_situation)
· More than one vendor could have met the requirements & price was the deciding factor

· One vendor was clearly the best fit and you negotiated with that vendor
26. Describe to us how the vendor you selected arrived at the final price for the solution you purchased?  (Price_final)
27. What pricing tactics were used by each vendor?  How did they approach pricing and negotiating price? (Pricing_Tactics)
28. Were there any sales tactics used by the vendors that you liked or did not like?  Did you consider any of the sales tactics unethical?
29. Which of these providers would you consider for your future technology needs?

30. How would you and your organization change your solution selection process in the future?

31. Has the post-sales experience with the software product you purchased &/or the vendor you purchased the solution from lived up to your expectations? How?

32. Are there any other issues related to your decision that were not covered in this survey?  

These questions will only be asked if time allows











Copyrighted by PSP Enterprises
Page 3 of 3
02/05/06

