
+

+
+

Founded in 2016 in Germany, e-bot7’s innovative  
approach to customer service has driven a significant 
amount of growth for the company. Like all scaling  
businesses, e-bot7 is experiencing the proliferation  
of SaaS tools across its various departments. In 2021, 
e-bot7 engaged Sastrify to analyze its SaaS investment
and make recommendations on how to save. Here’s
a look at some of the specific recommendations Sastrify
made — and the results they generated.

 Switching to Resellers of  
          Google Workspace and  
          Microsoft 365  Generates Savings

Many SaaS users don’t realize they can get better 
pricing through resellers than through the actual  
vendors. That’s often the case with popular  
cloud-based productivity and collaboration suites 
like Google Workspace and Microsoft 365.

e-bot7 subscribes to both Workspace and Microsoft 365,
but it has traditionally purchased licenses directly from
the vendors. When e-bot7 first engaged Sastrify to
analyze its SaaS spending, switching from directly
buying Workspace and Microsoft 365 to buying from
a reseller was an obvious place to start.

As a reseller of both products, Sastrify was able to help 
e-bot7 realize 10–20% savings across both tools. These
savings can now be dedicated toward product improvements
and other essential aspects of e-bot7’s business.
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“
Whenever I need something 
with regards to SaaS  
contracts, Sastrify is the first 
thing I open.” said Johannes, 
Financial Analyst at e-bot7.

e-bot7 Saves Up
To 50% Per Tool
Using Different
SaaS Negotiation
Strategies
Companies in a wide range of 
industries dedicate significant 
resources toward providing  
customer support. These customer 
support interactions are costly and 
time-consuming, and they rarely 
end with the customer’s 
satisfaction.  
e-bot7 is changing the customer 
service equation by offering
a conversational AI tool that 
companies can use to make 
customer service interactions less 
costly, less time-consuming and 
more helpful to their customers.

https://workspace.google.com/
https://www.microsoft.com/en-us/microsoft-365/
https://www.sastrify.com
mailto:hello%40sastrify.com?subject=
https://twitter.com/sastrify
https://www.facebook.com/sastrify
https://www.instagram.com/sastrify/
https://www.linkedin.com/company/sastrify
https://e-bot7.com/


ONE
Conducting a SaaS Analysis 
Reveals a Tool That Should 
be Cancelled

As companies grow, SaaS tools are often subscribed to 
and managed through various departments. Without 
centralized management of SaaS subscriptions, it’s 
easy for a company to continue paying for a tool month 
after month — even though not enough team members 
are using the tool to justify the cost.

While analyzing e-bot7’s SaaS subscriptions and tool 
usage, the Sastrify team noticed that Freepik had been 
auto-renewing — even though the e-bot7 team was 
barely using it. The Sastrify platform alerts users 
automatically when contracts are nearing their  
expiration and when contracts will soon auto-renew. 
These alerts empower Sastrify clients to evaluate those 
tools and decide if and how they will continue with 
another contract. Without contract expiration and 
auto-renew alerts, companies often continue spending 
on SaaS in a way that does not bring value to the 
organization.

Cancelling Freepik created a relatively small amount  
of savings, but, in aggregate, monitoring auto-renewals 
and expiring contracts can generate significant 
savings over time.

Using HRmony’s Best-Price  
Guarantee Helps e-bot7 Save

In Germany, the government provides tax breaks to 
companies that subsidize lunches for their employees. 
In years past, companies issued printed vouchers for 
their employees. In the 21st century, these vouchers are 
virtual — and many companies rely on SaaS tools to 
manage these vouchers and the related tax incentives.

e-bot7 identified HRmony as the platform that best met
its requirements for a virtual lunch voucher solution.
Unfortunately, HRmony’s initial quote was much

higher than the price available through some of  
its competitors. e-bot7 asked Sastrify to explore 
options for lowering the price.

During negotiations, HRmony offered a best-price 
guarantee, allowing Sastrify to gather the quotes from 
competitors to share with the HRmony sales represen-
tatives. To match the lower prices available through its 
competitors, HRmony waived its monthly subscription 
fee for e-bot7 and lowered the per-user price by 50%.

 What is the Best SaaS  
Negotiating Strategy for 
Your Company?

Your company is unique, too, and it should find and 
use the right negotiation strategy for the SaaS tools 
that are most valuable to your team. Looking for the 
right place to start? A simple SaaS analysis can help 
you identify areas where you’re already overspending 

on SaaS. Contact us to start your  
journey toward optimized SaaS spending 
and greater overall savings.
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“
We have made Sastrify an 
essential part of our SaaS  
procurement process.” said 
Johannes, Financial Analyst at 
e-bot 7.

e-bot7 is a unique company that enters into each of
its SaaS negotiations with unique needs. At Sastrify,
we supported e-bot7 by helping them ind and use
the best negotiation strategy for each tool, including:

• Using resellers to lower costs.

• Cancelling underutilized SaaS tools.

• Leveraging competitor quotes to
get a price match.

https://www.freepik.com/
https://www.digitale-essensmarken.de/home/
https://www.sastrify.com/get-saas-analysis
https://www.sastrify.com/get-saas-analysis
https://www.sastrify.com
mailto:hello%40sastrify.com?subject=
https://twitter.com/sastrify
https://www.facebook.com/sastrify
https://www.instagram.com/sastrify/
https://www.linkedin.com/company/sastrify



