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Forward by Don Sullivan

The most important foundational principle of Free Enterprise is at the heart 
of the agreement between producer and purchaser. This accord is based 
on a belief that producers of both material and intellectual products and 
services receive the precise amount of compensation they have determined 
corresponds to that product or service’s value. The mirror image of that pil-
lar notion is that the customer must compensate the vendor with the exact 
amount that they have agreed to pay for the product or service being con-
sidered. No more and no less.  That is the fundamental principle of market 
functionality: the balance, the “ying-yang,” and the most critical component 
of a functioning economic ecosystem.  

 It is also true that the producer’s obligation, both in terms of raw self-inter-
est and as a !duciary to those vested in that producer’s success, to earnestly 
generate the maximum amount of income possible.  It is equally dutiful for 
the purchaser, for precisely the same reasons, to minimize their expendi-
tures.  Therefore, in both polite societies and throughout the grandiose and 
successful history of Western Civilization, these two parties who have com-
plementary interests yet opposing approaches must mutually and formally 
agree to the terms of a sale.   This rather obvious proposition has led to the 
concept of the “contract.”  A simple document in which the seller and the 
customer agree to an exchange of a product or service for an agreed-upon 
price, usually in the form of a currency.
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However, various parties seek to circumvent the terms of the contract either 
for nefarious or accidental reasons emerging from a misunderstanding from 
time to time.   This debate is where courts may be called upon to decide 
which party is correct and which party is not.  Unfortunately, it is a rare 
circumstance that the parties to a contract have equal resources. If the 
contract is su"ciently complex, disparity results in an advantage to one 
party or the other.  Sometimes that advantage can be huge.   An excellent 
example of this disparity of resources is typically when a large corporation 
has sold a product to a small customer.

Another example can be when a highly sophisticated technology compa-
ny licenses a product to a customer, and that customer is unaware of the 
nuances or the implications of the details of the contract.   It is often the 
case that the customer !nds themselves in the conundrum of being pre-
sented with a very large bill that they were not expecting, which may or 
may not merit.   The customer can capitulate to the requirements for further 
compensation or, if they disagree with the seller’s analysis and demands, 
they can obtain the knowledge and resources to mount an opposition.   The 
buyer may wisely seek outside help.  To o#er an American Baseball analo-
gy, the customer may choose to “Bring a Major league Hitter to face Major 
League Pitching.” 

When a giant and successful software company such as Oracle Corporation 
decides, often unilaterally, to audit a customer, the event is usually one that 
conjures up feelings of concern and dread. There is often an underlying 
current of intimidation that the customer experiences, even if that was not 
the vendor’s original intent.  If a customer has properly architected their 
Oracle estate and properly allocated their already purchased licenses, there 
is no reason for concern.  However, that is rarely the case as a customer’s 
focus is on their stated business, not software license bookkeeping.  The 
consequences, however, can be dire. Signi!cant expense, !nes as well ca-
reer-threatening conditions may arise.  The answer to this ominous situation 
always lies in well-conceived preparation. However, given that a customer 
is usually ill-equipped to prepare for an audit and often the customer was 
never arranged to properly architect the license component of their Oracle 
estate, partnering with a third-party license management company is often 
a wise approach from the outset.   

LicenseFortress is such as a company.  Early implementation architectur-
al license planning combined with end-stage audit defense and optional 
indemni!cation throughout the life of the Oracle software usage provides 
those customers with the con!dence to focus on their core competency.  A 
partnership with License Fortress provides the Oracle customer the free-
dom to focus on producing the products and services that they originally 
intended to create. They can eliminate the constant wallowing in the malign 
anxiety spawned by the ever-present worry imposed upon them by insidious 
nuance.  When considering Oracle licensing, the Devil is truly in the details, 
and that ubiquitous Devil is always nearby.  LicenseFortress is the Major 
League hitter that will present a formidable opposition to that omnipresent 
Southpaw.
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Section One: ULA?
I Hardly Knew Her!

The organization you work for needs more licenses, more seats; you need 
everything to simply function so you can focus on other things. You’ve 
reached out to Oracle (and possibly a few other vendors), and they’ve set 
up a meeting with you and one of their reps. 

Or maybe the company was audited. It was a horrible experience that made 
you feel like a fugitive and cost the company millions of dollars. People you 
cared about may have lost their jobs. You asked how to avoid this in the fu-
ture – your rep told you that they recommend an Oracle Unlimited Licensing 
Agreement (ULA) after an audit or to prevent future audits.

In any case, you’re now sitting down across from an Oracle sales represen-
tative, and everything he says sounds like it makes sense. It seems like a 
comprehensive solution. But part of you wonders if entering into a ULA is 
the right choice. You wonder if a swift one is being pulled on you.

And you’re right to wonder. Oracle likes to treat ULAs as though they’re a 
panacea for anything that can go wrong with their products. While there are 
many bene!ts to entering into a ULA – if done right, a ULA typically saves 
large organizations lots of money – the reality is that a ULA is anything but. 

What Could Possibly Go Wrong?

Before we get ahead of ourselves, let’s de!ne what an Oracle Unlimited 
Licensing Agreement – or ULA – is.  

A ULA allows you to use all of the products de!ned in your organization’s 
Unlimited Licensing Agreement. ULAs typically last two to three years. At 
that point, you have a decision to make: do you certify out or enter into 
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another ULA agreement. The correct 
answer is far more complicated than 
the $ip of a coin. 

If you choose to certify out, you 
declare your software use, which 
becomes your perpetual license – not 
to be confused with a Perpetual Un-
limited Licensing Agreement (PULA). 
Unless negotiated di#erently, support 
costs 22% of the total annual cost of 
the ULA and is an ongoing operating expense.

If your organization purchases a ULA, it’s important to clearly de!ne the 
scope of products covered, as features and products that are not speci!ed 
in the ULA are still required to be licensed and are subject to Oracle License 
Management Services (LMS) audits. Additionally, even if the products under 
the organization’s ULA are safe, 
anything a la carte might not be: 
LicenseFortress has seen cus-
tomers with a ULA in place get 
audited for products not part of 
the Oracle ULA agreement. 

There are many bene!ts to 
ULAs, but some critics say 
the bene!ts Oracle touts are 
exaggerated.

Get Schooled:

Mom, where do ULAs Come from?

Well Junior, sometimes, when an IT director and an Oracle sales rep really 
love each other, something magical happens. 

Okay, it’s not that magical – it’s just business. But Oracle has o#ered ULAs in 
some form since at least the late 1980s. Initially, these agreements started as 
arrangements between some of Oracle’s largest clients – typically hospitals, 
university systems, and other large entities with multiple large campuses 
and used Oracle products heavily – to grant these clients easier access to 
additional seats. These arrangements were pro!table for Oracle, the clients 
were happy, and Oracle began o#ering these agreements formally around 
the turn of the millennium. While Oracle is closed-lipped about its sales, 
anecdotally, the popularity of ULAs has grown over the last decade and 
doesn’t seem likely to decrease.
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Section Two:
When They’re Good, They’re Very, Very Good

Done right, a ULA can be a smart investment. Here are a few scenarios 
where a ULA can make your IT department stronger.

The Perfect Scenario

You just met with your boss. He’s excited because he has a new project, he’d 
like your team to work on that he anticipates will last about two or three 
years. In order to do this project right, you’re going to need access to multi-
ple Oracle products, and it will take many seats. You or your boss are close 
to the organization’s president, and you know someone who wanted to buy 
the company would have to pry it from their cold, dead hands. Additionally, 
you could keep issuance logs in your sleep – you’ve never forgotten to log 
a new Oracle seat or to record when someone’s seat was terminated due to 
them leaving the company. 

Having a speci!c plan and reason for using a ULA is the best-case scenario. 
Despite what Oracle would tell you, most organizations won’t bene!t from a 
long-term ULA, but having a speci!c purpose for the ULA is the best way to 
get your organization’s money’s worth. 

The Okay Scenario 

Your company is growing. You have multiple ongoing projects which uti-
lize Oracle products, and the organization uses Oracle for a few additional 
purposes, too. While you’ve made some acquisitions and plan to make a few 
more over the next few years, you can predict reliably what your organiza-
tion is going to look like three-to-!ve years from now. Also importantly, you 
have no plans to sell your company in the immediate future - (If you do plan 
to be acquired by another company, it’s important to either forgo a ULA or 
negotiate being able to use it after the acquisition is complete). 

You or your team can reliably track and monitor all Oracle product use, and 
you would comfortably bet your life on your A-grade compliance. 

If you’re on a growth trajectory and can say with con!dence you anticipate 
no big surprises, a ULA can be a cost-e#ective way to purchase Oracle 
software. Sure, it’s a bit more ideal to integrate your ULA into a project, but 
many ULA users who report satisfaction with their ULA can say they simply 
like to have an ongoing agreement with Oracle. And remember: The greater 
your consumption of new Oracle licenses, the higher the likelihood the ULA 
is a very cost-e#ective way to acquire those licenses. 
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Another Not-Horrible Scenario

You know Oracle products like the back of your hand. You know exactly 
what you want and what you need. You’ve read enough agreements that 
you know to be on the lookout for weasel-y language in the agreement 
and push back against it. You know which customizations to ask for in your 
agreement speci!cally. You know to watch your back and cover your behind. 

You’ve seen the nightmare compliance scenarios and know to manage your 
department’s Oracle footprint and compliance logs with an iron !st. You 
know things can get out-of-hand very quickly and how to keep this from 
happening. While you like Oracle’s products and are pleased to make use of 
them in your IT shop, you harbor no illusions that Oracle is your friend. This 
isn’t your !rst Oracle rodeo. 

A grizzled IT director with healthy levels of paranoia can negotiate a strong 
agreement that bene!ts the company. If you customize your ULA and know 
not to accept the boilerplate, signing into a ULA can still be a good idea.  

In the above circumstances, you aren’t losing money or putting your orga-
nization at great risk. In fact, most organizations in the above scenarios do 
save large !gures of money – ULAs exist for a reason. But there are also 
many scenarios where an organization shouldn’t adopt a ULA. 
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Section Three: Caveat Emptor
What You Need to Know

But for every IT director that went into negotiations knowing precisely 
what they wanted, what to say, and with a purpose and a carefully weighed 
decision behind their agreement, there are several that should never have 
entered an agreement but are now stuck with one. Here are a few scenarios 
in which a ULA is a terrible idea:

You Want to Gain Control of Your Shop 

You feel like you can’t gain control of your IT shop. You have problems with 
shadow IT, you can’t keep track of logs, and your costs keep increasing 
unpredictably. Your Oracle rep swears that signing onto a ULA will help give 
your shop improved order and structure – that sounds reasonable, right?

Wrong! Don’t fall for this argument. If you had problems tracking seats or 
licenses or otherwise controlling your shop before you got a ULA, the situ-
ation is unlikely to get any better with a ULA. Additionally, the penalties for 
failing to track use go through the roof; this factor alone often keeps organi-
zations in a ULA long past when their usefulness has ended. 

Many are misled into a false sense of security and consume Oracle software 
in ways that are not covered under their agreement. Typically, this leads to 
an unforeseen bill at the end of the ULA or breach of deployment terms, 
forcing organizations to certify sooner than expected.

You Got Audited, and Your Rep Says This Is How You Avoid Future Audits

You’ve been audited by Oracle and can say !rsthand that it wasn’t a pleas-
ant experience. It cost your organization millions of dollars, and you’re 
terri!ed of something like this happening again. You ask your Oracle rep 
how to avoid this in the future, and they immediately mention a ULA.

Oracle often tells organizations that signing onto a ULA is the best way to 
avoid an audit in the future. But this is rarely a good idea. Typically, there are 
better (and cheaper) ways to avoid an audit, such as compliance monitoring 
and ensuring proper management of the IT shop. Unless you use an exten-
sive number of Oracle products, this is not a great idea – and even if you do 
have a large Oracle component in your shop, a ULA is typically unnecessary.

Oracle often tells organizations that signing 
onto a ULA is the best way to avoid an audit in 

the future. But this is rarely a good idea.
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Reality Check

There’s one in every company; the Guy Who Really Shouldn’t Be There. 

Maybe his original job has been phased out and 
there really isn’t a great !t for him at the company 
anymore. Maybe everyone thinks they’re being 
nice by never confronting him about his lack of 
productivity and lackluster performance. Maybe 
he used to be a real dynamo, but personal prob-
lems or simple complacency have rendered him a 
shadow of his previous, e#ective self. Maybe he’s 
friends with a higher-up and no one wants to risk upsetting that person. In any case, he’s no 
longer a good !t. 

Were people to be honest, they would conclude that this individual really shouldn’t hold 
their job; no one is really doing anyone any favors 
by leaving him in his current role. Sure, maybe he 
ain’t hurtin’ nobody, but he’s also not doing anyone 
any good. That role could be !lled with someone 
passionate about their work; it could be outsourced 
or passed along to a freelancer, saving the company 
money; it could be an opportunity to bring a new 
person into the !rm who might contribute new 
ideas and a new skill set. 

When you decide to go the ULA route, you risk, to 
some extent, becoming complacent in a similar way. 
It’s easy to mindlessly sign on the dotted line for 
another year without thinking whether all the prod-
ucts included in your !rm’s ULA are necessary, and 
it’s easy to accept the bad that comes with whatever 
good the ULA o#ers. Additionally, any downsides to 
your organization’s relationship at Oracle – inability 
to manage the footprint or logs, for example – will 
continue on whether you sign into a ULA or not.

LicenseFortress typically advises its clients to see if 
they can achieve the same results they would get 
in a ULA through a series of well-managed agree-
ments – very often, this is possible. If you do decide 
to utilize a ULA, be sure to regularly evaluate its 
e#ectiveness, cost-worthiness, and that it’s the right 
plan for your organization. 

The Last IT Director Had a ULA 

“Welcome onboard, [insert your name here]! So, 

Don’t become the 
organization that gets 

trapped in a ULA!
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as you know, your predecessor, Mr. McTooley, was a huge fan of Oracle products. The CEO 
never quite let him sign a PULA, but we’ve always had a ULA, going back to 2005. You plan 
to sign one too, right?”

Let’s stop right there. Now, there may be no need to change things up unnecessarily, but 
don’t assume – or let those around you assume – that just because a predecessor did things 
one way means you will, too. Consider 
your options. Do you sound like any of 
the examples of a prime candidate for a 
ULA mentioned in the above section? If 
so, maybe a ULA is the right call. But if not, 
reconsider – and start taking the steps nec-
essary to certify out when the time comes. 

You’re Already in a ULA and 
Aren’t Ready for Certi!cation

You check the date on your calendar – it’s 
September 1. You know your Oracle ULA 
expires on October 31, but you really don’t 
want to think about it. You’re overwhelmed 
with projects and dealing with the certi!ca-
tion process is something you know will be 
top-of-mind if you decide to end the ULA. 
So, you mindlessly sign the next agreement 
the Oracle rep sends over to you, barely 
even looking at the terms.

Inertia is the worst reason to maintain an 
Oracle ULA. If an Oracle ULA isn’t serving 
a speci!c purpose, it’s probable you aren’t 
getting everything you could out of the 
agreement. Start planning as much as 18 months before your ULA ends to either certify, or 
if a ULA still !ts your needs, decide what software will be needed to take your shop to the 
next level. 

At very least, be sure you’re having the new agreement reviewed as rigorously as the !rst 
one should have been – not all ULAs are created equal, and Oracle has been known to slip 
sneaky language into standing ULA customers’ new agreements. 

Case Study: Help, My ULA Bit Me!

Having a ULA in place often fails to protect the interests of the organization. Please read 
about this experience one of LicenseFortress’ customers (the Exchange) had when they put 
their trust in an ill-advised ULA. 

The A#ordable Care Act provided a pool of money so states could build Health Exchang-
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es – statewide resources for individuals, 
families, and small businesses looking 
to purchase health insurance and obtain 
!nancial assistance. In this case, the 
timeline to be up and running was a 
matter of months, so it contracted with a 
global information technology and system 
integrator (SI) to build out the Exchange’s 
infrastructure.

To meet the tight deadline, the SI licensed 
exclusively Oracle components and 
established multiple teams to work on 
di#erent parts of the project. The SI then 
built a virtualized cluster to support the 
Exchange but, in doing so, inadvertently 
violated the Oracle license agreement. 

Oracle audited the Exchange and discov-
ered that usage was well beyond the licensing agreement and billed the Exchange for more 
than $14 million. This amount of money would have bankrupted the Exchange, so Oracle 
agreed to settle if the Exchange signed a ULA for $5 million. 

The Exchange engaged LicenseFortress to help it !nd ways to decrease its 
annual $1.7 million support costs. LicenseFortress reviewed the Exchange’s 
Oracle license contract, then cataloged and inventoried the Oracle products 
and workloads the Exchange used across all environments: production, stag-
ing, user acceptance testing, and disaster recovery. The analysis uncovered 
licensing issues. The Exchange had licensed 18 products but was only using 
ten. In fact, had the Exchange just bought their licensing on a per-product 
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basis, it would have paid signi!cantly less than $5 million and faced lower 
support costs.

At about the same time LicenseFortress evaluated the Exchange’s Oracle 
license use, the SI had just completed a technical upgrade to its infrastruc-
ture, which resulted in a reduced processor count supporting the SI’s virtual 
cluster. Previously, the Exchange was sharing eight servers on the SI’s joint 
infrastructure; but with the upgrade, the SI moved the Exchange to their 
own servers – two servers with 32 cores. 

This change provided LicenseFortress the opportunity to reduce the Ex-
change’s Oracle licenses. Working with the SI, LicenseFortress determined 
that it could restrict the Exchange’s Oracle workloads at the host level. This 
would reduce the number of licenses needed, allowing the Exchange to 
cancel the Oracle ULA and buy new licenses at a discount. Of the ten Oracle 
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products, !ve were put on one server and !ve on the other server. The net 
result? The Exchange’s support costs dropped from $1.7 million to $400,000 
annually — a $3.9 million savings over three years.
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Section Four:
Taking the Plunge the Right Way

You decided to go ahead and sign in a ULA, and you did it for all the right 
reasons. You have a speci!c IT project planned that will take three years. 
Your company is growing and stable, and you know there’s little chance of 
the company undergoing any changes in ownership over that period. 

So, how do you make sure the decision remains a favorable one?

Document Everything

Hold onto everything you acquire during negotiations – this includes notes, 
brochures, whitepapers, and anything else the rep gives you. If it turns out 
your Oracle sales rep handed you an out-of-date brochure it’ll be helpful to 
have it on hand. Ditto for notes that state, in detail, exactly what your rep 
told you.

Don’t Rush It The most important factor on your side? Time. 

The Oracle sales rep will probably try to move things along as quickly as 
they can, which is a strategy that bene!ts them, not you. And if you’re near 
the end of a month, quarter or, especially, year, you can expect the pressure 
to be upped considerably. Don’t let them pressure you! Take the necessary 
time to research di#erent 
kinds of ULAs, conduct 
an internal study of the 
needs of your shop, and 
make sure the decisions 
made are done so in a 
manner that makes sense. 

Remember: A ULA is 
a huge investment for 
you and a huge success 
meaning quite a bit of 
money for Oracle. There’s 
no need to rush things.

Areas You Should De!nitely Try to Negotiate

As you negotiate the ULA, remember: ULAs are highly customizable, and 
Oracle tends to give clients – especially those negotiating a deal valued 
above $2 million – fairly wide berth. These are the key areas to make sure 
you spell out in your organization’s ULA.
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Newly acquired subsidiaries: Make sure to negotiate how maintenance on 
acquired entities will be handled (ULAs often require the acquired entities 
convert and replace all existing program licenses based on Oracle’s migra-
tion and technical support policies) and remove any broader clauses on 
acquired !rms’ maintenance and support requirements. The opposite will 
have to be done for spin-o#s and divestitures – ensure they won’t get to run 
o# with your organization’s use rights.

Public cloud usage: Oracle 
most often tries to exclude 
cloud use from certi!cation 
– especially Google Cloud. 
If your organization uses 
cloud o#erings, be sure to 
negotiate that you will be 
able to continue using these 
services. Even if your organi-
zation doesn’t currently use 
cloud but might in the future, 
it’s not be a bad idea to keep 
this option on the table. 

Global usage rights: What if 
you acquire a !rm with an o"ce in Dubai? You don’t want to cut anyone out, 
so make sure to negotiate that your employees worldwide can access these 
products, too.

Multiple years of caps on maintenance support: Frequently, Oracle will 
consider providing multiple years (typically two-to-three) of price caps on 
maintenance and support increases, along with a couple of years provided 
with no increase. This calculation is applied to the ULA term expiration and 
not to any years within the ULA term. 

Avoid “linking language”: Don’t put 
application deals and database/infra-
structure deals on the same ordering 
document. Make sure your agreement 
and ordering documents don’t refer 
to each other. And be sure to sign the 
contracts on di#erent days to avoid 
them being con$ated as one.  

Don’t let Oracle limit you: Typically, 
Oracle will try to place exclusions on 
most ULAs surrounding how and where applications can be used – limiting 
use to a speci!c project, for example, or to a certain geographical area. Any 
use outside of these parameters would be considered non-compliant. Don’t 

Oracle reps typically 
o#er their most 

favorable discounts 
at the end of the 

quarter and the year.
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let Oracle do this! Be sure to have this kind of language removed from the 
!nal agreement. 

Not enough to warrant a ULA? Then don’t get a ULA; keep your relationship 
with Oracle on a pay-as-you-go basis. 

Make Life Easier for Future You

Someday, you will want out of this ULA. Give the future you a gift – pave the 
way for yourself by writing the terms of your departure into the ULA now. 
Here are a few stipulations to add that you’ll be grateful to have in three 
years – we promise:

1- De!ne what will be counted during certi!cation: Oracle has become 
much less $exible in this area in recent years than it used to be, so save 
yourself any nasty surprises by spelling this out in your agreement. Make 
sure you get rights to all licenses Oracle would make you pay for, whether 
they’re in production, pre-production, test and development, backup and 
failover, and anything else that is in use, including licenses that have been 
virtualized.

2- Spell out user count: Base this count on the number of users accessing 
the system. Clearly state that the user count will be based on total users 
with access; even if some of those users are no longer with your organiza-
tion, their license can be transferred to a new user.

3- Negotiate the ability to certify licenses in cloud environments: Oracle 
restricts the ability to include licenses currently deployed in cloud environ-
ments as part of the post-ULA certi!cation. To de-complicate matters in our 
cloud-forward time, try to get this restriction removed. 

4- State that Oracle cannot audit your orga-
nization for 12 months after certi!cation: An 
increased number of LicenseFortress’ clients 
are reporting that this language has been 
becoming part of Oracle’s boilerplate, but if 
it isn’t already in there, make sure you put it 
there.

Review the ULA Carefully – and Get Solid Rep-
resentation to Look it Over, Too

The !rst-best defense in picking up on unfavor-
able terms are those who initially negotiated the 
ULA. Maybe you tried to negotiate an exception 
to the typical support cap. Is it missing from the 
ULA? Don’t be shy about asking for it to be added 
before you sign – salespeople make mistakes and 

The normal IT 
administrator’s eye 

isn’t trained to pick up 
this kind of contractual 
wording, but an Oracle 
compliance expert like 
LicenseFortress or their 

legal partners is on 
the lookout for exactly 
this kind of language. 
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forget to have things added to contracts.  

The normal IT administrator’s eye isn’t trained to pick up this kind of contractual 
wording, but an Oracle compliance expert like LicenseFortress or their legal 
partners is on the lookout for exactly this kind of language. A key survival strategy 
is to partner with an organization capable of evaluating the ULA before you sign 
and identifying any areas that could be problematic. 

Sunrise, Sunset

If you have an Oracle ULA, your 
organization certainly relies on 
speci!c Oracle products. But 
the typical Oracle ULA doesn’t 
guarantee access to those 
products, or a replacement 
product, should Oracle decide 
to sunset them during the du-
ration of that ULA, potentially 
leaving customers in the lurch.

Therefore, it’s important to make sure products the organization depends on 
are written into the agreement, along with clauses that require Oracle grant you 
access to a replacement product. So, if they rename the product, merge it with a 
di#erent product, or replace it with something else, you would have access to that 
replacement. While having a product you rely on get phased out always stings, 
access to a replacement product that will do the job you need it for might take the 
edge o# a bit.

Perpetual ULAs

A newer kind of ULA Oracle has debuted is the Perpetual ULA (PULA). These came 
on the market over the last decade and are now becoming more prevalent. The 
argument behind a PULA is that they’re a good way for larger businesses that 
know they’re going to continue using Oracle licensing agreements to set their 
relationships in stone. But, in reality, there are few good use cases for PULAs. 

First, it’s hard to !nd a speci!c use or project to attach a PULA to (remember, if 
possible, IT leaders should consider attaching a ULA to a speci!c project); projects 
are not perpetual. Corporate growth is also rarely “perpetual.” 

More frequently, a PULA is a !nancing trick. Suppose the organization was going 
to pay $3 million for a ULA over the coming three years, Oracle simply charges you 
annually for the amount you would have paid rather than a larger sum upfront. 
In that case, the organization would be charged $1 million annually instead of $3 
million in the agreement’s !rst year. 

This looks better on the corporate bottom line but doesn’t really save the compa-

Oracle ULA doesn’t guarantee 
access to those products, or a 
replacement product, should 
Oracle decide to sunset them 

during the duration of that ULA
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ny any money. 

Should the organization choose to leave their 
PULA, it immediately loses Oracle support and the 
right to run the Oracle products it had been using, 
so there’s little to gain there.

It’s also possible the ongoing costs will be higher 
under a PULA – year four of the PULA will cost 
the same million each previous year did, and the 
organization will lose the rights to use its Oracle 
products if you fail to pay it. The fourth year of a 
ULA, however, may be lower – and you can terminate support while retaining the licenses. 

Make the Most of the ULA

Things tend to go smoothly while organizations are under ULA. Oracle 
tends to let these clients do their thing while making themselves available 
for maintenance, and there are rarely many complaints during that time. But 
Oracle rarely provides many tips for how to make the most of this time. 

So, we will. 

Track Licenses 

Mind the details. It’s boring, but it’s the most important thing an organiza-
tion can do when under ULA. While Oracle sells its ULAs as a product that 
requires no ongoing management or maintenance, the opposite is true. The 
best way to do this is to meticulously log Oracle use within the organization, 
whether automated or manually. And remember: At the end of the ULA, you 
will be asked to account for all Oracle product usage. 

When an organization is audited, it’s their responsibility to prove they are 
using the Oracle software per the terms of their agreement – in other words, 
you are guilty until proven innocent, and the judge is biased against you. 

In general, it makes sense to adopt a “CYA” (cover your… butt) policy as you 
progress through your relationship with Oracle. No matter how friendly your 
Oracle reps are when they visit the o"ce, they are always the employee of 
a company that is known for its aggressive audit policies. Keep them on a 
need-to-know basis – don’t lie (also a huge no-no!), but don’t spill any beans 
that don’t need to be spilled, either. 

Get the Most from Your Investment

Always ensure you get the most out of the ULA. It’s a large expense and a 

There are few things 
that can be done in 
a PULA that cannot 
be done in a well-
managed IT shop
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major undertaking, and you don’t want to realize a year after certifying out 
that there’s something more you could have done that you didn’t. 

During the time you are under ULA, be sure to talk to your Oracle reps frequently. Leverage 
Oracle for their expertise on products you may be less familiar with, scheduling time to talk 
to subject matter experts around some of the lesser-known functionalities of the products 
you use. If a product is included in the ULA your organization signed, take some time to get 
to know it and see whether it might have applications or uses you were previously unaware 
of. 

Let Them Down Gently

But, if you’re doing Oracle ULAs 
right, you probably know when it’s 
time to leave. About 12 months be-
fore your ULA expires, start dropping 
hints to your Oracle rep that you 
may be considering certifying. Don’t 
spell this out for them, but avoid 
completely blindsiding them. They 
will likely try to create incentives for 
you to renew. While you shouldn’t 
take them up on this o#er unless it’s 
a great deal (which it may be) and 
also makes good business sense for 
your overall plan for the IT shop, it 
might be something to consider.

But, this leads us to our !nal 
section…
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Section Five: I’m Outta Here!
Certifying Out of Your Oracle ULA

You’ve reviewed your Oracle use and know that you can no longer justify 
maintaining a ULA. You don’t have any upcoming projects that a ULA would 
apply to, and you’re no longer in a position of continuous growth.

The ideal time for a ULA has passed, and it’s time to certify. 

Oracle tries to make this process feel as intimidating as possible, but if you 
do it right, you will survive – and you will be out of the ULA. 

Just remember before you begin the certi!cation process: Before you start, 
take the time to project company Oracle use over the next three (or more) 
years. Make sure you’re making the right call and ensure you take full advan-
tage of your Oracle ULA before it ends. 

Step Zero: Get Professional Help

Certifying out of an Oracle ULA is a huge undertaking, and, if at all pos-
sible, should not be something any organization attempts alone. Getting 
a third-party ally in your corner is a good investment – someone who has 
overseen countless certi!cations, knows what tricks to anticipate, and 
has seen it all. You will want an organization with a strong background in 
compliance monitoring, with a strong technology core, and with excellent 
legal representation. That organization should be able to help you plan your 
certi!cation, do a detailed inventory, and potentially help you !nd potential 
projects you might consider, just in case your Oracle rep comes back with an 
amazing o#er when you tell them you’ve decided to certify out. They’ll also 
!ght for you if the certi!cation process with Oracle goes south. 
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You’ve invested quite a bit into the ULA so far. Invest just a bit more so 
you can save money on the last part and ensure the transition out goes 
smoothly.

Step One: Take It Seriously – And Make Sure Everyone Else Does, Too

Some administrators just don’t take the certi!cation process as seriously as 
they should. Some people assume that if they’ve been logging use, they will 
have no problem answering Oracle’s questions. Most people assume Oracle 
will be fair with them and give them a break. 

Unfortunately, these assumptions are all wrong.

It important that your organization’s IT leadership make sure everyone who 
needs to know (IT directors and managers) are aware of the situation and 
that the ULA will be coming to an end. They should know that this has the 
potential to be an expensive situation if they aren’t transparent with leader-
ship about potential weak links. Now is also a good time to promise amnesty 
to anyone who might have something surprising to declare, like shadow IT 
or a log that went unmanaged for a while. No one likes these surprises, but 
it’s better that they come up now than later.

Step Two: CYA All Day

The Questionnaire

Some clients report Oracle sending a “checklist” to ULA customers that are 
preparing to certify out. It seems innocuous enough – “oh look, a handy tool 
to help me wrap this up!” – but it’s not. 

Oracle’s LMS team sends out the questionnaire. In other words, auditors 
send out the questionnaire. 
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As you review the questions on the checklist, you’ll notice that they tend to 
be geared toward !nding issues around compliance. You’d almost think the 
auditors are looking for ways to trip you up (and you would be right). 

The smart way to handle this:

Whatever you do, don’t !ll the ques-
tionnaire out and send it back. It’s 
requesting way too much information 
and is unnecessary. 

Along with your third-party compli-
ance organization’s legal team, review 
the wording in your ULA and see ex-
actly what information Oracle needs; 
give them exactly the information it is stated in the ULA that they are owed 
at the end of the ULA. If Oracle pesters you for the questionnaire, tell them 
that you are working on certi!cation as speci!ed in your contract. 

Be wary of any materials Oracle sends you that are to be returned to them 
or questions they ask that aren’t speci!ed in the ULA; send only the infor-
mation speci!ed in the agreement to Oracle. 

So, What Do You Need to Certify, Anyway?

It’s easy to lose sight of the actual information Oracle requires. 

All they need from you is the quantity of each product being certi!ed. How 
many licenses, how many seats, and a certi!cation letter. Boom.

They don’t need any additional information, and you should give them no 
additional information – anything you say can (and will) be used against 
you.

Also, while many clients mistakenly believe that Oracle certi!es them out, 
that’s incorrect – you certify yourself out. 

However, Oracle will often ask you to defend your certi!cation letter. If you 
are unable to defend your certi!cation to their satisfaction, this will trigger 
an audit. Likely, it will include a full examination of your environment and 
almost certainly involving a hefty (to the tune of millions) bill.

Don’t let this happen to you.

Whatever you 
do, don’t !ll the 

questionnaire out 
and send it back.



Everything Oracle DOESN’T Want You to Know 31

What Next?

It’s not uncommon for former ULA clients that have shifted to a pay-as-you-
go model to !nd that they are audited far sooner than they had expected 
– sometimes in less than a year (as mentioned in the “Make Life Easier for 
Future You” section. One way to avoid this is to be sure to have Oracle write 
into the ULA that you cannot be audited less than 12 months after the end 
date of the ULA).  

It is important to note that the way licenses are counted while in a ULA and 
outside a ULA are di#erent – again, bringing in a third-party organization 
capable of ensuring compliance can save millions of dollars in !nes. 

Bringing in a third-party organization capable of ensuring 
compliance can save millions of dollars in !nes
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Conclusion: ULA or Eeewwla?
So, is a ULA right for your organization?

Hopefully, we’ve given you some useful information to consider when 
deciding whether to opt into a ULA or PULA, or stick with a less formal 
agreement. And, while we wish we could tell you de!nitively whether or not 
it’s a good idea, it ultimately comes down to what is right for your organiza-
tion at that time. 

But if you do decide to go for a ULA, we hope you’ll partner with an or-
ganization like LicenseFortress that will help you get the most out of the 
ULA while protecting your organization’s interests and investment. You’ve 
already put a large quantity of money into the agreement – why not protect 
the investment? 
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