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30 Jun
MICROSOFT'S FISCAL YEAR GOVERNS:
LINKEDIN CLOSES IN THE JUNE WINDOW

T-6 mo
THE RUNWAY: THE ACTIVITY CENSUS
BEFORE ANY SEAT COUNT IS SIGNED

The activity report
INMAILS, SEARCHES, LOGINS: THE
PRODUCT TESTIFIES ON EVERY SEAT

Seats follow the plan
RECRUITING ORGS BREATHE; THE
CONTRACT SHOULD BREATHE WITH
THEM

The mix is the lever
YOU CANNOT LEAVE THE NETWORK; YOU
CAN REBALANCE EVERY PRODUCT

Slot concurrency
ROTATING JOB SLOTS BOUGHT FOR
PEAKS THAT ALREADY PASSED

READ THIS FIRST
LinkedIn is the honest monopoly in this library: the professional network's data has no substitute, everyone at the table knows it,
and pretending otherwise wastes the one thing this negotiation runs on, credibility. So the doctrine adapts. Where other
playbooks build exit files, this one builds a mix file, because LinkedIn is not one product but a shelf of them, Recruiter seats at five
figures each, rotating job slots, Talent Insights, Sales Navigator in three tiers, Learning licenses by the thousand, and while the
network is irreplaceable, every individual product on the shelf has a cheaper neighbor: Recruiter Lite and plain job slots below full
Recruiter, the Core tier below Advanced Plus, programmatic job advertising beside the slots, your own ATS's past-applicant pool
beneath everything, and the content libraries beside Learning. The monopoly prices the shelf's existence; the mix prices your
basket, and the basket is entirely yours to compose.

The composition tool is the census, and here the product testifies as cleanly as anywhere in this library: LinkedIn's own admin
reporting shows every seat's activity, InMails sent, searches run, projects touched, logins, which converts the estate's biggest line,
Recruiter seats, into an evidence question. The typical findings repeat across estates: a core of sourcers and full-desk recruiters
genuinely living in the product, a tail of coordinators and hiring managers holding five-figure seats they open monthly, job slots
bought for a hiring peak that concurrency data shows passed, Sales Navigator's premium tier deployed to teams whose CRM
embedding never happened, and Learning activation rates that make the per-seat price a per-active-user embarrassment. Two
structural facts finish the picture: recruiting organizations breathe with the hiring plan, so the contract needs true-down rights
and seasonal flex the standard paper omits; and LinkedIn is Microsoft's, closing 30 June in the same window as the EA, with the
same end-of-year quota physics even though the sales motions are separate. Census the seats, map the tiers, size to the plan, and
sign in June. No theory. Seats, slots, tiers, scripts, and checklists.

1. WHAT CHANGED SINCE YOU SIGNED
The hiring cycle turned, the seats didn't. Recruiter counts sized in a hiring surge renew by inertia through the slowdowns that
follow, and five-figure seats are the most expensive inertia in the HR stack. The activity report and the forward hiring plan,
together, are the honest count, and the paper needs the true-down rights to follow them.
The tier ladders deepened. Full Recruiter versus Recruiter Lite versus slots-only for hiring managers; Sales Navigator Advanced
Plus versus Advanced versus Core; Learning's enterprise bundles: each ladder has a top rung where estates default and lower
rungs the census justifies. The mapping is the money.

The uplift habit settled in. Mid-single-digit annual increases arrive as standard across renewals, compounding on already-
premium rates. Caps are obtainable, benchmark rates more so, and neither arrives unrequested.

The alternatives matured product by product. Programmatic job advertising reprices the slot tier, sales-data providers reprice
enrichment and prospecting workflows around Navigator, content libraries reprice Learning, and the richest untapped source
in most talent stacks remains free: the organization's own ATS history and applicant pool. None replaces the network; all
discipline the basket.

The sprawl spread to expense reports. Premium Career and Premium Business subscriptions on corporate cards, individual
Navigator seats bought by sales managers, regional contracts signed separately: the long-tail sweep routinely finds a mid-six-
figure shadow estate paying retail beside the corporate agreement.
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The AI features arrived on every tier. AI-assisted search, candidate matching, and outreach drafting ship as tier justifications
and, increasingly, as upsell framing. The features are real; the question at the table is which rung they genuinely require, and
the young-meter rules apply to anything priced separately.

2. THE RENEWAL RUNWAY

The hiring plan at T-4 is this playbook's distinctive input: talent leadership's forward requisition forecast sizes the Recruiter and
slot lines the way a workforce plan sizes a Veeva estate, and a contract signed against last year's hiring is wrong in whichever
direction the cycle moved.

2A. THE FIRST 60 DAYS: THE TASK LIST

# TASK OWNER OUTPUT

1 Contract archaeology: every LinkedIn agreement across
regions and business units: Recruiter seats, job slots, Talent
Insights, Career Pages, Navigator tiers, Learning, with rates,
uplift history, and dates

Procurement The estate map

2 The Recruiter activity census: per-seat InMails, searches,
projects, and logins over twelve months from admin reporting,
banded into heavy, occasional, and dormant

Talent ops The seat truth

3 The role mapping: each seat holder classified: sourcer or full-
desk recruiter (full Recruiter), coordinator or hiring manager
(Lite, slots, or nothing), with the tier verdict per person

Talent leadership The rung assignments

4 The slot concurrency audit: job slots concurrently in use by
month against slots purchased, with the peak, the average,
and the trend

Talent ops The slot truth

5 The hiring plan: forward requisition volumes and recruiter
headcount from talent leadership, the sizing input for every
Talent line

CHRO org The forward count

6 The Navigator census: per-seat usage and CRM-embedding
reality, with Advanced Plus justified only where the integration
actually runs, Core elsewhere, and dormant seats cut

Sales ops The tier map

7 The Learning activation audit: licensed seats against active
learners, with the per-active-user cost computed and content
alternatives priced

L&D The activation truth

8 The expense-report sweep: Premium and individual
subscriptions on corporate cards inventoried, cancelled, or
folded into the corporate agreement

Finance + Procurement The shadow estate

9 The mix file: programmatic job advertising priced against the
slot tier, sales-data alternatives against Navigator workflows,
the ATS applicant pool activated as the free source

Talent + Sales ops The basket alternatives

10 Commission the benchmark: per-seat Recruiter rates, slot
pricing, Navigator tier rates, Learning per-active economics,
and caps comparable estates signed

Procurement Market targets

11 The flex design: true-down rights, seasonal ramps, and
reassignment terms drafted before any count is discussed

Lead negotiator The breathing terms

12 Open the renewal file: every quote, usage export, and uplift
letter logged from day one, 30 June on the cover

Lead negotiator The record

T-6 (JAN)
Contract archaeology:
every product, seat,

slot, tier, rate, region,
and date, plus the

expense-report sweep

T-5 (FEB)
The activity census:

seat-level usage from
admin reporting, all

products, twelve
months

T-4 (MAR)
The tier mapping: every
user assigned the rung
the evidence supports;

the hiring plan obtained

T-3 (APR)
The mix file priced:

slots vs programmatic,
Navigator tiers,

Learning alternatives;
benchmark done

T-2 (MAY)
Written anchor:

censused counts,
mapped tiers, flex

terms; rounds into the
June quarter

T-0 (JUN)
Signature by 30 June:

the basket recomposed,
capped, and breathing

with the plan
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3. BUILD THE POSITION: THE FIVE WORKSTREAMS

3.1 The estate math: the census against the shelf

The network math, worked. Illustrative estate: about $1.44M a year: 60 Recruiter seats near $570K, 80 job slots at $180K, Talent
Insights at $60K, 400 Sales Navigator seats across tiers at $480K, and 5,000 Learning licenses at $150K, with a 6% uplift proposed, a
$1.53M trajectory, plus an $85K shadow of expensed Premium subscriptions the sweep uncovers. The census recomposes the
basket. Recruiter activity shows 38 seats genuinely heavy, sourcers and full-desk recruiters, and 22 dormant or monthly,
coordinators and hiring managers who map to Lite or to slots; the hiring plan calls for 20% fewer requisitions next year, so the line
sizes to 40 full seats with true-down rights as the plan lands. Slot concurrency peaked at 52 of 80, so 55 slots renew with a
seasonal ramp for the autumn push. The Navigator census justifies Advanced Plus for the 120 sellers whose CRM embedding
actually runs, Core for 180, and cuts 100 dormant seats; Learning's 31% activation resizes the license to 2,200 with an activation-
based expansion path; and the expensed Premium sprawl is cancelled or absorbed. The anchor prices the recomposed basket at
benchmark rates with caps at 4%, pooled InMail credits, and the flex terms written, and it signs into the June window that LinkedIn
shares with its parent. Roughly $920K all-in against the $1.53M trajectory, 40% lighter, with every genuinely active user holding
exactly the rung the evidence assigned, and the network relationship, the thing that actually has no substitute, entirely intact.

3.2 The seat doctrine: activity bands and the hiring plan
Recruiter seats are the estate's anchor line and the cleanest census in the talent stack: the admin reports band every seat into
heavy, occasional, and dormant on the vendor's own data, and the role mapping converts bands into rungs, full Recruiter for the
people who source, Lite or slots for the people who review, nothing for the people who forward. The forward-looking half matters
equally: recruiting organizations expand and contract with the hiring plan faster than any function in the enterprise, so the
contract breathes or it overcharges, true-down rights at anniversaries sized to the requisition forecast, seasonal ramps for cyclical
hiring, and reassignment terms that move seats with turnover in the recruiting team itself. A seat line that can only grow is a
ratchet wearing a talent brand.

3.3 The mix file: the monopoly's honest counter
The network is irreplaceable and the negotiation never pretends otherwise, which is exactly what makes the mix file credible.
Each product defends its rung against a named neighbor: job slots against programmatic advertising that fills high-volume roles at
per-applicant economics; Navigator's premium tiers against the Core tier plus the sales-data providers already enriching the CRM;
Learning against content libraries priced per active learner; and the whole sourcing motion against the cheapest candidate pool in
existence, the organization's own ATS history, which most talent teams mine barely or never. The file's message is precise: we are
not leaving the network; we are composing the basket, and every line in it will be the rung the evidence supports, at the rate the
market pays.

3.4 The tier ladders: rungs by evidence
Three ladders get the standard edition treatment. Recruiter's ladder maps by role and activity as above. Navigator's ladder turns
on one verifiable fact, whether the CRM embedding is deployed and used, because Advanced Plus without the integration is Core
with a premium invoice, and the deployment evidence assigns the tier pod by pod. Learning's ladder is an activation problem: the
per-seat price is defensible only against active learners, so the license sizes to the activation truth with expansion priced per the
curve, the same adopter logic this library applies to every AI seat. Across all three, the AI features arriving on upper rungs are tier
justifications to be tested against actual workflows, not accepted as ladder glue.

3.5 The consolidation, the sweep, and the calendar: the close
The close carries three structural moves. Consolidation: regional and business-unit contracts fold into one agreement at
combined volume, with internal routing so future seats join it. The sweep: the expensed Premium and individual-seat shadow
estate is inventoried and ended, its genuine needs absorbed at corporate rates, because retail sprawl beside an enterprise
agreement is pure donation. And the calendar: LinkedIn closes 30 June inside Microsoft's fiscal machine, its quota pressure is real
and its retention math sensitive in a soft hiring market, so the anchor stabilizes in May, the signature lands in June, and estates
that also hold the EA sequence the two conversations in the same quarter, separately negotiated, mutually disciplining.

3C. THE SEAT ACTIVITY LEDGER: WHERE THE MONEY SITS

THE LINE THE MECHANIC THE PREPARED POSITION

Recruiter seats Five-figure seats defaulting to everyone near
the hiring process

Activity bands plus role mapping: full seats for sourcers, Lite
or slots for reviewers, true-downs to the plan

Job slots Rotating slots sized to a peak the
concurrency data shows passed

Sized to concurrent use with seasonal ramps; programmatic
pricing the high-volume tier

Navigator tiers Advanced Plus deployed where the CRM
embedding never was

Tier by deployment evidence: embedded pods on Advanced
Plus, the rest on Core, dormant seats cut

Learning licenses Per-seat pricing across a population that
mostly never logs in

Sized to activation with expansion per the curve, per-active
economics benchmarked
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THE LINE THE MECHANIC THE PREPARED POSITION

The shadow estate Premium subscriptions and individual seats
on expense reports, at retail

Swept, cancelled, or absorbed at corporate rates, with
routing to prevent regrowth

The uplift habit Mid-single-digit increases compounding on
premium rates

Benchmark rates and 0 to 4% caps, every line, in writing

The strategic reading: the network's monopoly is real and it prices the shelf, not your basket. Every line in the basket is a count, a
rung, or an activation rate the buyer can verify from the vendor's own reporting, and a basket composed on evidence costs a
third less than one composed on default.

3B. BENCHMARK TARGET RANGES: WHAT PREPARED BUYERS ACHIEVE

AREA UNPREPARED OUTCOME PREPARED TARGET
PRIMARY
LEVER

The Recruiter line Surge-era counts renewing at uplift Census-and-plan sizing: 25 to 35% off the line The activity
report

The slots Peak-sized inventory year-round Concurrency-sized with seasonal ramps The slot
audit

The Navigator estate Premium tiers by default, dormant
seats renewing

Evidence-tiered, dormant cut: 20 to 35% off The
deployment
test

The Learning line Population-wide licensing at low
activation

Activation-sized with priced expansion The
activation
audit

The flex Grow-only counts, no seasonal
relief

True-downs to the plan, ramps for the cycle The
breathing
terms

The rates List-adjacent with 5 to 8% uplifts Benchmark rates, caps 0 to 4% The June
window

4. STRATEGY: THE GIVE-GET TABLE

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

The full-basket renewal Multi-product estates
anchor the account's
story

The recomposed basket at benchmark rates: every line at its evidenced
rung, capped.

The seat count held Recruiter seats are the
revenue line in a soft
hiring market

Counts sized to the plan with true-down rights, and the flex terms that
make honest sizing safe.

The tier upgrades Advanced Plus and
premium rungs carry the
margin

Upgrades where deployment evidence exists, at contracted deltas,
reversible where it lapses.

The multi-year term Locked commitment
against the cycle's turns

Caps, flex, reassignment, and consolidation economics. Term buys the
kit.

The June signature Microsoft's fiscal
machine runs through
this subsidiary too

The final tier of rate and flex concessions, collected in the shared
window.

The talent-brand story Career Pages, media,
and employer-brand
spend expand the
account

Evidence-gated adoption at contracted rates, never bundled into the
seat negotiation's blur.
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5. TACTICS: THE MOVES AND THE COUNTERS

LINKEDIN'S PLAY WHAT IT SOUNDS LIKE YOUR COUNTER

The seat inertia "The renewal maintains your sixty seats with
continuity pricing."

Your own activity report shows 38 heavy users and
22 seats opened monthly or less. Forty seats renew,
mapped by role, with true-downs as the hiring plan
lands.

The productivity defense "Reducing seats constrains your recruiters just
as hiring recovers."

The plan is talent leadership's own forecast, the flex
terms add seats at contracted rates in a week, and a
ratchet is not a recovery strategy.

The tier default "Advanced Plus gives your entire sales
organization the full platform."

The CRM embedding runs for 120 sellers; they keep
Advanced Plus. The rest get Core, the dormant
hundred get nothing, and upgrades follow
deployments, not decks.

The uniqueness anchor "No other platform offers this data; the pricing
reflects that reality."

Agreed on the network, which is why we are
renewing. The slots, tiers, and Learning lines all have
neighbors, the file prices them, and the basket is
composed accordingly.

The activation deflection "Learning value grows as engagement
programs mature."

Three years in, activation is 31%. The license sizes to
the learners who exist, and the expansion path is
priced for the ones your programs create.

The June fuse "This structure is approved through the end of
our fiscal year."

Correct, and it is the same fiscal year as the rest of
our Microsoft relationship. The anchor has been
stable since May; the basket signs in June, at June's
terms.

Three lines worth using verbatim at the table:

"Your own admin report is the census: 38 heavy seats, 22 dormant. We will pay full Recruiter prices for full Recruiter users, and not
for people who forward profiles."

"We are not leaving the network. We are composing the basket, and every product in it defends its rung against a named
alternative, at a benchmarked rate."

"Recruiting breathes with the hiring plan. True-downs at anniversary, ramps for the season, adds at the contracted rate: the
contract breathes too, or it misprices every year of the term."

6. THE CONCESSIONS CHECKLIST: WHAT A GOOD LINKEDIN CLOSE CONTAINS

CONCESSION THE ASK WHY IT MATTERS NEXT CYCLE

The censused counts, stated Seats, slots, and licenses per the activity data and hiring
plan, in the order form

The surge never prices a term again.

True-down rights Annual reductions tracking the requisition forecast, all
Talent lines

The cycle's down-leg reaches the bill.

Seasonal ramps Slot and seat increases for stated hiring seasons at
contracted rates, reverting after

Peaks stop being purchased year-
round.

Reassignment terms Seats movable across users without fees as the
recruiting team turns over

Turnover stops stranding five-figure
seats.

Tier mapping rights Recruiter and Lite, Advanced Plus and Core mixes
adjustable per evidence at anniversaries

The rungs track the deployments.

Pooled InMail credits Credits pooled at the account level rather than
stranded per seat

The consumable follows the work.

Uplift caps 0 to 4% across every product line, this term and next The habit meets a ceiling.

Activation-based Learning sizing Licenses per active learners with expansion priced on
the curve

The per-active cost stays honest.

Consolidation economics All regional and BU contracts under one agreement at
combined volume

The enterprise pays enterprise rates
everywhere.

Confidential | Vendor Benchmark LLC | LinkedIn Negotiation Playbook Page 5



CONCESSION THE ASK WHY IT MATTERS NEXT CYCLE

Usage reporting cadence Quarterly seat-level activity exports, contractual,
delivered to you

Next cycle's census runs itself.

Sprawl protections Corporate-rate absorption of individual subscriptions;
no retail solicitation of your users

The shadow estate stays swept.

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

Corporate change moves teams, not
prices.

6A. WHAT THE ENDGAME LOOKS LIKE: A WORKED DEAL SHAPE
The illustrative $1.53M trajectory from Section 3.1, closing into the June year end. Numbers rounded for structure rather than
quotation:

LINE
WALK-IN (THE SHELF'S
FRAME) SIGNED (PREPARED BUYER)

HOW IT
MOVED

Recruiter seats 60 at uplift, role-blind 40 mapped by role, true-downs to the plan The activity
census

Job slots 80 year-round 55 plus a seasonal ramp The
concurrency
audit

Navigator 400 seats, premium-tier default 120 Advanced Plus, 180 Core, 100 cut The
deployment
test

Learning 5,000 licenses at 31% activation 2,200 with a priced expansion path The
activation
audit

The shadow estate $85K of expensed retail Swept and absorbed at corporate rates The
expense
sweep

Net effect $1.53M and ratcheting ~$920K capped, breathing with the plan Six months,
one census

7. THE MISTAKES THAT COST MILLIONS
Renewing role-blind. A hiring manager with a full Recruiter seat is a five-figure courtesy. The role mapping is the estate's
largest single correction.
Ignoring your own activity report. The census is in the admin console, banded and exportable. Not reading it means
negotiating against the vendor's copy of it.

Signing a contract that can't shrink. Recruiting breathes faster than any function. Without true-downs and ramps, every
down-cycle is a donation.

Defaulting to the top rung. Advanced Plus without CRM embedding, full Recruiter for reviewers, Learning for everyone:
ladders climb by evidence or they overcharge.

Confusing the network with the basket. The monopoly is real and it is not a reason to buy every product at every tier.
Compose deliberately.

Leaving the ATS pool unmined. Your own past applicants are the cheapest candidates on earth, and activating them shrinks
the sourcing lines that cost the most.
Letting the shadow estate grow back. The expense-report sweep is annual, not once. Routing rules keep it swept.

Missing the June window. LinkedIn runs on Microsoft's calendar. Anchor in May, sign in June, alongside and separate from the
EA.
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THE FINAL WORD
LinkedIn earned its monopoly and this playbook never argues with it: the network is where the professionals are, and no talent or
sales organization of scale walks away. What the monopoly does not earn is the default basket, sixty full seats where forty users
work, premium tiers where integrations never shipped, licenses for learners who never logged in, and slots for a peak two cycles
gone. Every one of those lines is a count the vendor's own reporting will verify, a rung the evidence will assign, and a rate the
market will benchmark, and none of them requires a single threat you couldn't keep. Census the seats, map the rungs, size to the
plan your own leadership wrote, sweep the expense reports, and sign it in June with the flex terms that let the estate breathe.
The network stays. The basket changes. The difference is 40%, annually, forever, and the only thing you spent to get it was
attention.

Where benchmarking fits. Every tactic in this playbook sharpens against one input: the per-seat Recruiter rates, slot
economics, Navigator tier pricing, Learning per-active costs, and caps comparable estates actually signed. The realistic
censused-basket cost, the credible tier deltas, the market's flex terms: all of it is benchmark data applied at the right
moment, against a vendor whose list prices assume nobody counts. Bring the market's numbers to the table, and LinkedIn
negotiates against the market instead of against your hiring surge.

Prepared by Vendor Benchmark LLC. Figures marked illustrative are for calculation structure; product tiers, seat types, and packaging change
frequently, so verify everything against current documentation and your own agreements. This document is general negotiation guidance, not
legal advice.
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