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31 Jan
CROWDSTRIKE'S FISCAL YEAR END: THE
CROWDED JANUARY WINDOW

T-12 mo
THE RUNWAY, PLUS BURN GOVERNANCE
EVERY MONTH IN BETWEEN

Flex dollars
THE METER: SECURITY CONSUMPTION,
DRAWN DOWN BY ADOPTION

The re-Flex
THE TRAP: BURN THROUGH EARLY,
RENEGOTIATE FROM EMPTY

Module sprawl
EASY ADOPTION IS THE BURN ENGINE,
BY DESIGN

E5
THE SHADOW COMPETITOR SITTING AT
EVERY CROWDSTRIKE TABLE

READ THIS FIRST
CrowdStrike solved the hardest problem in security sales, module expansion friction, with the most elegant commercial
instrument in the industry: Falcon Flex. Instead of buying modules one procurement cycle at a time, you commit a pool of
dollars, draw it down across any modules at pre-negotiated rates, and adopt at the speed of your security team rather than your
purchasing process. It is genuinely good design, the platform underneath is genuinely excellent, and the model's incentives are
worth stating plainly: every module your team enables burns the pool faster, the pool running out early is the sales team's
favorite event of the term, and the renegotiation that follows, the re-Flex, happens at the exact moment you hold the least
leverage of the entire relationship: mid-term, committed, deployed, and empty.

That is the whole strategic picture in one sentence: Flex converts the renewal, the one moment buyers traditionally hold power,
into a rolling series of expansion conversations timed by your own consumption. The buyer's counters are all about restoring the
calendar: size the commitment to the funded deployment plan rather than the roadmap's enthusiasm, govern the burn monthly
like the consumption contract it is, lock the rate card so drawdowns price predictably, write the terms for unused and exhausted
pools at signing, and if a re-Flex is genuinely earned, time it to CrowdStrike's January year end rather than to the week your pool
hits zero. Add the strongest shadow competitor in enterprise software, Microsoft's bundled security suite, priced into every
conversation whether named or not, and a prepared buyer negotiates Falcon from real strength. This playbook is the
preparation. No theory. Burn rates, dates, scripts, and checklists.

1. WHAT CHANGED SINCE YOU SIGNED

Flex became the default at scale. Larger CrowdStrike relationships now run through dollar-based Flex commitments rather
than per-module line items, with rates per module set inside the deal and consumption drawn against the pool. The construct
is the negotiation: the pool's size, the rate card behind it, the drawdown rules, and the end-of-pool mechanics decide the
economics far more than the headline discount does.

The module catalog keeps widening. Endpoint led, and identity protection, cloud security, exposure management, data
protection, IT automation, and next-generation SIEM followed, each a drawdown away inside Flex. Adoption ease is the
design: the modules are a console click and a pool debit, which is exactly why the deployment plan, not the catalog, must
drive the commitment's size.

The SIEM push brought the ingest meter. The next-gen SIEM motion prices substantially on data ingestion, and everything
this library has established about metered platforms transfers whole: the ingest baseline you bring to the deal is the bill you
signed, optimization precedes negotiation, and rates, telemetry, and growth terms are contract items.

AI arrived as a premium line. The AI analyst capabilities are priced as their own consumption, with the library's standing rule
attached: bought where pilots earned it, on evidence, with locked rates, never adopted estate-wide because the demo was
impressive.

Reliability became a negotiable topic. The industry-defining outage of 2024 put operational risk, update governance, SLAs,
and commitment packages on the table in a way security vendors had avoided for a decade. The residue is durable: prepared
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buyers now write deployment-ring controls, incident terms, and meaningful service commitments into Falcon deals, and
CrowdStrike, to its credit, engages on them.

Their calendar ends 31 January. CrowdStrike shares the crowded January window with Salesforce, Workday, and the data
platforms: Q4 runs November through January, and pool pricing, re-Flex generosity, and exception approvals peak into it.

2. THE RUNWAY, AND THE MONTHLY DISCIPLINE

Flex adds something no other playbook in this library requires: a standing monthly discipline between negotiations. The pool is a
consumption contract, and it is governed like one: burn reviewed monthly against the model, module enablement gated by the
deployment plan, and the projected exhaustion date always known twelve months out. The re-Flex trap only works on
organizations that discover their burn rate from their account manager.

2A. THE FIRST 90 DAYS: THE TASK LIST

# TASK OWNER OUTPUT

1 Contract archaeology: pool size, term, the per-module rate
card, drawdown rules, expiry and exhaustion mechanics, and
every date

Procurement + Legal The construct map

2 Endpoint census: workstations, servers, VDI, cloud workloads,
and containers, counted under the definitions the contract
actually uses

IT + Security ops Sensor truth

3 Module census: licensed vs deployed vs operationalized, per
module, with the team capacity to actually run each one

SOC lead Adoption truth

4 Burn history and model: drawdown to date by module,
projected exhaustion date, and the drivers behind any
acceleration

License analyst The burn model

5 Ingest baseline where SIEM is in play: sources by volume and
value, with filtering and tiering executed before any pricing
conversation

SOC team The lean meter

6 The funded deployment plan: which modules, which quarters,
which team capacity, signed by the CISO as the commitment's
basis

CISO The plan

7 Rate card benchmark: effective per-unit rates inside the pool
vs market, per module, because a pool at bad rates is a bad
deal wearing flexibility

Procurement Rate truth

8 The alternative, costed: the Microsoft bundle position for your
estate, and the per-segment competitors, honestly, with
switching effort

CISO + Procurement The shadow file

9 Reliability and operational terms review: update governance,
deployment rings, SLAs, and incident commitments in the
current paper

Security ops + Legal Resilience position

10 MDR and services scope where present: what the managed
tier covers, its cost against internal capacity, and the overlap
with modules

SOC lead Services position

11 Name the team, the sponsor, and the one-voice rule; instruct
the SOC that module enablement follows the plan, not the
console

CISO / CFO Governance set

12 Open the deal file: every proposal, burn review, and verbal
promise logged from day one

Lead negotiator The record

T-12 (FEB)
Contract archaeology:

pool size, rate card,
drawdown and expiry

terms, dates

T-10 (APR)
The censuses:

endpoints, modules
deployed vs licensed,
ingest baseline, burn

history

T-8 (JUN)
The burn model: pool

trajectory to term end,
per module, honestly

T-6 (AUG)
Deployment plan and

alternative costed;
benchmark done;

anchor written

T-3 (NOV)
Negotiation rounds into
their Q4; rates, terms,
and any re-Flex priced

T-0 (JAN)
Endgame; signature by

31 January on the plan's
numbers, not the pool's

panic
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3. BUILD THE POSITION: THE FIVE WORKSTREAMS

3.1 Sizing the pool: the plan, not the roadmap

The burn-through math, worked. Illustrative deal: a three-year, $3M Flex commitment, sized in the signing meeting to the full
module roadmap. The modules are a click away, the team is enthusiastic, and the easy wins deploy first: by month 20, the pool is
exhausted, sixteen months early. The re-Flex conversation now happens with the estate fully dependent, the alternatives long since
decommissioned, the rate card up for revision, and your only leverage being how fast you can say yes. The prepared version: the pool
is sized to the funded deployment plan, $2.2M for the modules the team can actually operationalize on the plan's schedule, with the
remainder of the roadmap left for a future negotiation you control. If adoption genuinely outruns the plan, that is success, and
success negotiates well: the expansion is timed to CrowdStrike's January, priced as new business with new leverage, against a rate
card that was locked at signing. The difference between the two versions is not the money; it is who owns the calendar for the next
conversation.

3.2 The rate card: flexibility is only as good as its prices
A Flex pool without a documented rate card is a gift certificate with floating prices. Demand the per-unit rate for every module
inside the pool, in the order form: per endpoint, per identity, per workload, per gigabyte, at the negotiated discount, held for the
term and for drawdowns of any size. Benchmark those rates individually, because pool framing is where mediocre unit
economics hide, and secure the growth terms: additional commitment purchased mid-term at the same rates, and the rate card
surviving into any re-Flex or renewal as the floor, not the opening.

3.3 Pool mechanics: the end-of-pool terms decide the trap

Two clauses do most of the work. Exhaustion: what happens when the pool runs out before term, with the answer negotiated at
signing being continued service for deployed modules at the contracted rates while any expansion is negotiated, never a cliff that
converts your own adoption into an emergency. Expiry: what happens to unused dollars at term end, with the target being
rollover into the renewal, conversion to services or training, or a term extension, and never forfeiture that pressures year-three
spending sprees. Both terms exist for buyers who ask at signing; neither is offered to buyers who ask at exhaustion.

3.4 The meters inside the platform: ingest and AI
Where the SIEM motion is in the deal, the data-platform discipline governs: reduce the ingest baseline before pricing, lock the
per-gigabyte rates, and write telemetry and alerts into the contract. Where the AI analyst is in the deal, the evidence rule
governs: scoped to the teams whose pilots produced results, priced on that usage, rate-protected for the term, with estate-wide
adoption a decision the evidence can earn later. Both meters draw from the same Flex pool, which is precisely why their unit
rates and governance matter twice.

3.5 The shadow competitor, and the reliability file
Microsoft's bundled security suite sits in every CrowdStrike negotiation whether you raise it or not, because your CFO already
pays for the licenses that include it. Use it the way this library uses every second horse: costed honestly for your estate, including
the operational realities, kept visibly alive as an evaluated option, and never theatrical. CrowdStrike's field is exceptionally good
at articulating its premium; your job is making them price it. And keep the reliability file current: update governance,
deployment-ring controls, incident response commitments, and meaningful service credits are all negotiable in the post-2024
climate, and they are the rare concessions that cost CrowdStrike little and protect you enormously.

3B. BENCHMARK TARGET RANGES: WHAT PREPARED BUYERS ACHIEVE

AREA
UNPREPARED
OUTCOME PREPARED TARGET

PRIMARY
LEVER

Pool size Sized to the roadmap in
the signing meeting

Sized to the funded deployment plan, expansion kept as leverage The plan,
signed by
the CISO

Rate card Pool framing, unit rates
opaque

Per-module rates documented, benchmarked, held for the term Asked at
signing

Exhaustion terms Cliff; re-Flex from empty Continued service at contracted rates while expansion negotiates The end-of-
pool clause

Unused dollars Expire, or hostage to a
bigger renewal

Rollover, conversion, or extension, written at signing The expiry
clause

Re-Flex timing The week the pool hits
zero

Their January, as new business, with the burn model public Monthly
burn
governance
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AREA UNPREPARED
OUTCOME

PREPARED TARGET PRIMARY
LEVER

Renewal exposure Open, negotiated against
full dependence

Caps and rate continuity written into the original deal Asked
while the
logo
mattered

4. STRATEGY: THE GIVE-GET TABLE

WHAT CROWDSTRIKE WANTS WHAT IT IS WORTH TO
THEM WHAT YOU TAKE IN EXCHANGE

The Flex commitment, larger
and longer

The construct their
growth model runs on

Rates, end-of-pool terms, and caps proportional to the promise. The
pool's size is yours; only its price is theirs.

Module expansion and platform
spread

Net retention, the
number their market
watches

Expansion follows the funded plan at contracted rates. Adoption is never
an accident, and never priced like one.

The SIEM displacement The marquee
competitive win of the
cycle

Migration services, success criteria, and locked ingest rates, on an
optimized baseline.

The re-Flex Mid-term expansion at
peak leverage, their
model working

If earned, it happens on your calendar, in their Q4, as new business with
the original rate card as the floor.

A 31 January signature Fiscal year end in the
crowded window

The final tier of everything: pool pricing, terms, and the asks called
impossible in October.

The reference and the win story Displacement case
studies against the
shadow competitor

Never free. A named reference is a closing concession with a stated
price.

5. TACTICS: THE MOVES AND THE COUNTERS

CROWDSTRIKE'S PLAY WHAT IT SOUNDS LIKE YOUR COUNTER

The roadmap-sized pool "Sizing the commitment to your full security
roadmap secures the best rates."

The pool is sized to the funded plan; the roadmap's
remainder is future business, negotiated with future
leverage. Better rates on dollars that burn early are
not better rates.

The burn-through call "Great news: adoption is ahead of plan. Let's
discuss expanding your Flex now."

The burn model saw this quarter coming a year ago.
Any expansion is priced as new business, on your
timeline, against the contracted rate card, ideally in
their January.

The pool blur One commitment number, module rates
implicit.

The rate card, per module, per unit, in the order
form. A pool without unit prices is negotiated one
module at a time until it has them.

The console adoption New modules lighting up in trials and
enablements, each a future drawdown.

Enablement follows the plan by governance rule.
Trials are welcome, dated, and off the meter, in
writing.

The bundle compare "The platform consolidates tools the bundle
alternative cannot match."

Often true, and priced: the shadow file costs the
alternative honestly, and the premium is negotiated
against it rather than asserted over it.

The expiring pool pressure "Unused Flex dollars expire at term end; the
renewal can capture them."

The expiry terms were written at signing: rollover,
conversion, or extension. If they were not, they are
the first term of this renewal.

Three lines worth using verbatim at the table:

Confidential | Vendor Benchmark LLC | CrowdStrike Falcon Flex Playbook Page 4



"The commitment matches the deployment plan our team signed. When adoption beats the plan, we will expand, as new business, at
the rates in this order form, on our calendar."

"Every module in the pool has a unit rate on this page. Flexibility we cannot price is not flexibility; it is a floating invoice."

"We can sign in January. The page has the pool, the rates, the end-of-pool terms, and the caps. It has not changed since August, and it
is signable today."

6. THE CONCESSIONS CHECKLIST: WHAT A GOOD FALCON DEAL CONTAINS

CONCESSION THE ASK WHY IT MATTERS MID-TERM

The plan-sized pool Commitment matched to the funded deployment plan,
stated per year where ramped

The pool's size decides who owns
every later conversation.

The rate card, documented Per-module unit rates inside the pool, benchmarked,
held for the term and for mid-term additions

The pool's prices, not its size, are the
deal.

Exhaustion protection Deployed modules continue at contracted rates if the
pool empties before term

Removes the cliff the re-Flex trap
needs.

Expiry protection Unused dollars roll over, convert to services, or extend
the term; never forfeit

Ends the year-three spending spree
and the renewal hostage.

Burn telemetry and governance Consumption visibility, alerts, and quarterly commercial
reviews written into the agreement

The burn model runs on data both
sides can see.

Ingest and AI rate locks SIEM per-unit rates on the optimized baseline; AI
scoped to evidence and rate-protected

The two fastest meters in the pool get
owners.

Trial terms Evaluations and enablements dated, documented, and
off the meter

Keeps the console from writing the
invoice.

Renewal caps and continuity 0 to 5% caps and rate-card continuity into renewal and
any re-Flex

The next negotiation starts from your
floor, not their opening.

Reliability terms Update governance and deployment-ring controls,
incident commitments, SLAs with meaningful credits

The post-2024 climate makes these
winnable; take them.

Endpoint definitions Sensor counting rules for servers, VDI, containers, and
ephemeral workloads stated precisely

Definitions are where consumption
estimates go to grow.

M&A and divestiture language Affiliates at contracted rates; carve-outs reduce the
commitment without penalty

Corporate change moves endpoints,
not prices.

Exit and data terms Detection content, telemetry, and log export defined,
with transition cooperation

Exit credibility, and the shadow file,
keep every future price honest.

6A. WHAT THE ENDGAME LOOKS LIKE: A WORKED DEAL SHAPE
The illustrative three-year Flex deal from Section 3.1, closing into CrowdStrike's January year end. Numbers rounded for structure
rather than quotation:

LINE WALK-IN (CROWDSTRIKE'S FRAME) SIGNED (PREPARED BUYER)
HOW IT
MOVED

Pool size $3M sized to the module roadmap $2.2M sized to the funded plan, expansion reserved The
deployment
plan at T-6

Rate card Pool pricing, units implicit Per-module rates documented and benchmark-verified Asked
before
sizing

End-of-
pool
terms

Exhaustion cliff; expiry forfeit Continued service at contract rates; rollover secured The two
clauses, at
signing
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LINE WALK-IN (CROWDSTRIKE'S FRAME) SIGNED (PREPARED BUYER) HOW IT
MOVED

The
meters

SIEM on current ingest; AI estate-wide Ingest cut first and locked; AI scoped to pilot evidence The meter
discipline

Reliability Standard terms Update governance, ring controls, incident commitments written The post-
2024 file

Net effect A pool that burns to a mid-term renegotiation The same platform, owned calendar, capped future Twelve
months
plus
monthly
governance

7. THE MISTAKES THAT COST MILLIONS

Sizing the pool to the roadmap. The roadmap is enthusiasm with a logo on it. The funded deployment plan, signed by the
CISO, is the only sizing document.

Signing a pool without a rate card. Dollar flexibility at floating unit prices is a blank check with extra steps.

Discovering the burn rate from the account manager. The monthly burn review is the cheapest governance in this library, and
skipping it hands your calendar to their sales motion.

Re-Flexing from empty. The single worst negotiating position in modern security procurement: mid-term, dependent, and out
of credits. The end-of-pool clauses exist to make it impossible.

Letting the console buy modules. Enablement is a procurement event wearing an IT costume. The plan gates it, in writing.

Bringing raw ingest to the SIEM conversation. The Splunk discipline applies to every ingest meter in this library, this one
included.

Leaving the shadow file closed. The bundled alternative is already paid for at most enterprises. Costing it honestly is worth
more than any speech about it.

Missing 31 January. The crowded window is still the window. The identical deal costs more in March, negotiated against a
rested counterparty.

THE FINAL WORD

Falcon Flex is what every vendor's consumption model wants to be when it grows up: genuinely flexible, genuinely useful, and
precisely engineered so that your team's enthusiasm sets the date of your next negotiation. The platform deserves its
reputation; the construct deserves your discipline. Size the pool to the plan. Price every unit inside it. Write the exhaustion and
expiry clauses while they still want the signature, govern the burn monthly, and when adoption wins, expand as a winner, in their
January, from your floor. The re-Flex trap has one moving part, surprise, and the burn model removes it. Do this once at signing
and the most elegant sales instrument in security becomes what it was advertised as: a good deal, drawn down at your speed,
on your calendar.

Where benchmarking fits. Every tactic in this playbook sharpens against one input: the per-module unit rates, pool
structures, end-of-pool terms, and caps comparable enterprises are actually signing inside Flex deals and renewals. The
target rate card, the realistic pool discount, the credible alternative: all of it is benchmark data applied at the right moment.
Bring the market's numbers to the table, and CrowdStrike negotiates against the market instead of against your burn rate.

Prepared by Vendor Benchmark LLC. Figures marked illustrative are for calculation structure; verify current module packaging, Flex mechanics,
and counting definitions against your own agreements and proposals. This document is general negotiation guidance, not legal advice.
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