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Ingres Facts:

� 2nd largest independent Open Source Company worldwide

� Focus: business critical, open source data management

� There since 30 years!

� First worldwide Relational Database System (1974)

Rebirth in November 2005
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� Rebirth in November 2005

� Strategy: Community & Eco System

� 250+ employees

� 14,000+ commercial customers

� 58 countries



Ingres – Business Critical Acknowledgement

“The use of open-source DBMSs for mission-critical applications carries 

far more risk — the exception is Ingres. Ingres has been available for 

over 25 years and has a broad base of customers with mission-critical 

applications today. Issues of scalability, reliability and maturity are not 

a problem for the Ingres DBMS.”
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Gartner – Magic Quadrant, January 2011

“…Ingres is the only one of the open source RDBMSs that has 

functionality that make high availability and disaster recovery possible”

“Gartner - How Open Source Impacts the RDBMS, Jan 2009”



Gartner see‘s Ingres as Challenger!
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Agenda
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Today’s Challenge
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IT Exuberance

Fiscal Accountability

Do more with less

IT
Budgets
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Time

Fixed Costs

Where to make the cuts?...

Variable Costs

New Projects Staff S/W CostsData Centre

•Virtualisation
•Commodity H/W

•Outsourcing

�
•These costs are 

escalating!

�
•Failed business 

needs

�
•Failed SLAs
•Skills Loss

•Demotivation

�

Vendor Lock-in = Premium pricing for commodity technology 



Old v’s New Economics
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The Old Economics of IT

The New Economics of IT

Vendor
Lock-in
Vendor
Lock-in

Slide 7

© 2009 – 2011 Ingres Corporation

Time

(CIO/CPO Investment preferences)

�Commodity pricing (where appropriate)

�No up-front licenses (releases capex)

�Pay per use (matched to business needs)

�Predictable on-going costs (no hidden fees)

The New Economics of IT

�Premium pricing for commodity technology

�High up-front licenses

�Costs always escalating (renewal trap)

�Many hidden fees

�Only choice of support and maintenance

�Huge exit fees

The Old Economics of IT

Vendor
Lock-in
Vendor
Lock-in

To break the lock-in you need to understand what it is



Vendor Lock-In…

Slide 8

© 2009 – 2011 Ingres Corporation

It exists… but most of it is not public.



How Vendor Lock-In works
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Development

Application 
server

1st step - Technical Lock-in 2nd step - Commercial Lock-in
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Year 3 Year 5 Year 6Year 4Year 1 Year 2

•Upfront license fee

•High support fee increases

•Hidden Fees

•Renewals Trap
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DBMS

Operating 
system

•One stop shop

•Use of proprietary functionality

•No choice for support & maintenance

•Enormous exit costs

Escalating premium prices for commodity software products



Vendor Alternatives…

Development

Application 

Proprietary Open Source
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Application 
server

DBMS

Operating 
system

• One stop shop
• Use of proprietary functionality
• No choice for support & maintenance
• Enormous exit costs

1. Open Standards
2. Open Source Commercials
3. Access to Source Code
4.   Business Critical Offerings



The Path to the New Economics of IT

Open SourceOpen Standards

PROPRIETARY

No/poor ROI

Projects 
Underway

New
Projects

Existing
Systems

SAAS

… categorise your IT portfolio

PROPRIETARY

No/poor ROI

SAAS
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Migrations:

�TCO/ROI Models

�Methodology/Process

�Knowledge Base 

�Auto/Semi-auto scripts

�Move to Open Standards

�Data modelling/migration

New Developments:

�TCO/ROI Models

�Eclipse/Jboss/Ingres

�RHEL/Suse/Windows

�Developer training programs

�Appliance Solutions (BI/ECM…)

�Cloud based Dev(in progress)

Business critical infrastructure and development at a fraction of the cost



Summary

Business critical 
infrastructure and 
development at a 

fraction of the cost
•Commodity pricing 

•No up-front licenses
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fraction of the cost
•No up-front licenses

•Pay per use

•Predictable on-going costs 

Open Source

Open Standards

What next …?

Contact us to build a business case:
•TCO model
•Migration/Development estimates
•Proof of concept



What’s next?

World‘s fastest
Database!

www.ingres.com/vectorwise
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Database!



Reduced Reduced 
CostsCosts

Any Questions?
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Greater Greater 
InnovationInnovation

olaf.laber@ingres.com


