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Business needs 

As a rapidly expanding international company, Gerard Lighting Group understood the critical 

importance of collaboration. But as it grew through acquisition, the cost of collaboration was 

becoming a management issue. Across Australia, New Zealand, India and China, business units 

had their own ICT solutions, creating numerous challenges. The organisation needed a predictable 

and scalable cost model for the collaboration tools it needed to allow Gerard Lighting Group to 

focus on growth while aligning the cost of doing business with its strategic business goals. 

Solution 
Peiying Zhang, CIO, talked with his trusted Microsoft Account Executive about finding an opex 

solution that would allow them to cost-effectively purchase and deploy the technology they needed, 

by assigning costs on a per-user-per-day basis. Purchasing with Microsoft Payment Solutions and a 

Microsoft Volume Licensing agreement would give them a highly flexible agreement, allowing their 

business units to anticipate costs in advance when adding new employees, and helping Peiying 

recover his ICT costs accurately from each business unit each month.  

Peiying chose the Microsoft® Office 365 technology platform purchased under a Microsoft 

Enterprise Agreement, knowing that Microsoft® Office 365 is a complete global collaboration 

platform – including email, data storage, instant messaging, and video and web conferencing. This 

allowed the different businesses to work more closely with each other and provided them with ICT 

cost certainty whenever new team members came on board. 

Benefits  
With a Microsoft Enterprise Agreement and Microsoft Payment Solutions, Gerard Lighting  

Group had complete visibility and predictability of their ICT spend upfront, while putting the latest 

software on workers’ desktops, tablets and smartphones with a simple pay-per-user structure for 

business units. 

Cost-effective licensing  

The Microsoft Enterprise Agreement provides volume-pricing discounts based on the number of 

licences, while ensuring clarity around the cost of adding new users. This gives Gerard Lighting 

Group much more flexibility and cost control as the business evolves. 

Convenient payments 

With competitive financing from Microsoft Payment Solutions, Gerard Lighting achieved predictable 

monthly software licensing payments over the term of their Enterprise Agreement, combined with 

the ability to true up during their agreement; Microsoft Payment Solutions also gave them the 

flexibility to adjust their monthly payments in line with their growth. Now the IT team can charge 

each business unit up front on a per-user-per-month basis, freeing budget for other IT investments. 

Smarter collaboration 

Microsoft Office 365’s cloud-based platform ensures that Gerard Lighting Group have a flexible 

suite of tools available to each business unit, providing the resources they need to work closely 

together – from email and instant messaging to document sharing. All from a cloud-based platform 

that works on almost any device. 

 

 

 

 

 

 

 

  

Microsoft Payment Solutions 

ensure rapid growth is no barrier  

to effective collaboration 

 

At a glance 
Company Name: Gerard Lighting Group 
Website: www.gerardlighting.com.au/ 
Number of Employees: 1600 
Country: Australia  
Industry: Manufacturing and distribution 

 

Organisation Profile:  

Based in Adelaide, the Gerard Lighting 
Group is a global leader in the electrical 
industry with annual revenues exceeding 
$365 million and more than 1600 
employees. The company manufactures 
and distributes a portfolio of major lighting 
brands and invests heavily in innovation 
with a dedicated engineering team 
specialising in lighting, electronic and 
electrical design.  
 

Services 

 Microsoft Office 365 
 Microsoft Enterprise Agreement 
 Microsoft Payment Solutions 

 

Solution  

Gerard Lighting Group used Microsoft 
Payment Solutions to spread licensing 
costs into predictable monthly payments 
that aligned with their business goals.  

 

Programs  

Microsoft Payment Solutions 
Microsoft Payment Solutions is a name for 
products that are offered by De Lage 
Landen under the Microsoft Financing 
name. They provide flexibility and ease 
technology acquisitions by offering flexible 
payment solutions for Microsoft Software 
and Services, Partner Services, Hardware 
and 3rd Party Software in a single 
investment. To learn more, visit 

www.microsoft.com.au/financing   

 

Enterprise Agreements 
A Microsoft Enterprise Agreement is a 
volume licensing contract that provides 
best overall pricing and simplified license 
managemenet based on your 
organisation’s size. It includes on-
premises software and cloud services.  
To learn more, visit:  

www.microsoft.com.au/licensing  
 

 

 

 

 

 

 

Microsoft Volume Licensing  

 
 © 2014 Microsoft Corporation. All rights reserved. Microsoft Payment Solutions is a name for products that are offered by De Lage Landen Pty Ltd under the Microsoft Financing program, not by 

Microsoft. Microsoft Financing name and logo are used by De Lage Landen under license. This document is for informational purposes only and does not constitute an offer of credit by Microsoft or 

any affiliate of Microsoft. In order to receive financing, a customer must be credit approved by De Lage Landen. The financing agreement between the customer and De Lage Landen will set forth the 

terms and conditions on which credit is offered. 

 

 

“We needed to align software licensing payments 
with budget cycles – Microsoft Payment Solutions 
ensured we achieved this at very competitive rates.” 

Peiying Zhang, CIO, Gerard Lighting Group  

http://www.microsoft.com.au/financing
http://www.microsoft.com.au/licensing

