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The 5 Biggest Trends Driving Entitlement Management and Software 

Licensing Management 
 

Software Licensing Management (SLM) and Entitlement Management (EM) are some of the buzziest 

topics in SaaS today. As the tech world changes, whether due to natural growth, consumer trends, or 

global developments, more and more SaaS companies are keeping up by relying on commercial 

Software Licensing Management and Entitlement Management solutions such as the Sentinel platform 

offered by Thales Software Monetization.  

Frost & Sullivan market research consulting firm recently undertook a study to discover the factors that 

are both driving and restraining the growth of SLM and EM. They found five major trends that are 

pushing the Software Licensing Management and Entitlement Management markets forward and that 

will continue to do so over the next seven years and more.  

Below are the five trends that Frost & Sullivan said are making all the difference:   

1. Changing Needs Generating Growing Demand 
The Covid 19 pandemic has transformed the way companies function. Shifts in work locations, the 

prevalence of cloud-based technology, and the proliferation of connected devices have changed 

customers' expectations and the way they relate to software. Meanwhile, workforce shortages have 

forced companies to begin to rely on robotic automated alternatives. The needs of both SaaS providers 

and their customers are changing and Software Licensing Management has become more vital than 

ever. In fact, Frost & Sullivan expected this driver of change to stay highly important throughout the 

next seven years.  

The Driver in Action: SLM Makes a Quick Shift to Remote Access 

Oxford Instruments has long been a leader in research technology used by leading academic institutions, 

private R&D departments, and governments. It prides itself on its cutting-edge research tools, and no 

less importantly, pioneering research software.  

Oxford Instruments uses a robust commercial License and Entitlement Management system from Thales 

Software Monetization. The platform allows them to monetize software by providing their customers 

with instruments with the same software but granting users access to certain tools and data depending 

on what they purchased. Oxford relied on Thales SM to help drive its monetization efforts not only 

because Thales SM is the leader in the market, but also because of Thales SM’s deep history in software 

security.  

Originally, the company's software was hosted on-site at their customers' locations, lowering the 

likelihood of data breaches. Then came Covid 19. Suddenly, one of the main features of the security 
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system became completely impractical. Luckily, Oxford Instruments was already using Thales Software 

Monetization's Sentinel Platform, meaning they had all the capabilities they needed to make their tools 

accessible through the could. Within just a few days, Thales SM helped Oxford Instruments adjust its 

whole system to allow for remote access. Had Oxford Instruments been using a homegrown SLM and 

EM system, and not Sentinel, this could have taken months, resulting in dramatic revenue losses.  

2. Increased Popularity of Software Embedded Devices 
Software-embedded devices, from airplanes and factory machinery to private cars and dishwashers, - 

have become a central part of modern life. All signs point to this trend growing. The result is that both 

B2B and B2C companies are compelled to change the way they approach their products and their 

customer base. The application of almost any hardware device can be expanded with software, and 

customers expect their devices to do more. 

Device companies are beginning to understand that Software Licensing and Entitlement Management 

gives them the capability not just to sell software, but to fully monetize it.   

Frost & Sullivan projects that this trend will stay important over the next five years as the market for 

software-embedded devices grows. Five to seven years from now, it's likely to become less influential, 

as we settle into a device-heavy reality. 

The Driver in Action: Hardware Companies Expanding to New Revenue Streams  

Even companies that produce iconic products still need new, diverse streams of revenue.  

The Go-Pro camera has been essential to adventurers and filmmakers for years now. It is known for its 

durability and reliability. As the IoT began to grow, Go-Pro very quickly realized that they needed to 

expand towards providing software as well, and so, the Go-Pro app, which lets users create short videos, 

was born.  

With both hardware and software in hand, Go-Pro now needed a way to monetize the app. So, with help 

from Thales SM, they introduced Go-Pro Plus, a tiered subscription service that provides users with a 

cloud-based storage system. This both helped solve a problem for their users - videos tend to take up a 

lot of storage space - and provided the company with a new stream of revenue. 

.  

3. Data From Usage Allows Deeper Insight 
Knowing how your customers are using your product is the key to success in any business. This is 

especially true in the dynamic world of SaaS where producers have to react quickly to changing 

circumstances and needs on the ground.  

Software License Management and Entitlement Management systems are built to provide SaaS 

companies with the information they need about their users and how they're interacting with software. 

This, in turn, leads to greater customer engagement, less churn, and more revenue.  
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Frost & Sullivan currently gives this trend an importance ranking of "medium". But Frost & Sullivan 

projected that ranking to rise to “highly important in the next five to seven years." The data that 

Software Licensing Management and Entitlement Management systems will be able to generate will 

become increasingly granular – and valuable. Act now to stay ahead of the trend to ensure your long-

term growth.  

The Driver in Action: Knowing When to Prove Relevancy  

Picture a medical device vendor that provides vital services to hospitals around the country. It provides 

both physical machines, such as ultrasounds and MRI machines, and the software that helps those 

machines stay running and stay connected. 

The software comes with many features that need to be tracked and put into context. The company's 

EM system helps them do that, and sometimes the data surprises them. They discover that hospitals are 

using a particular feature more often than the software developer had expected when they built it. They 

did not expect the enthusiasm of the uptake and therefore did not research the perceived value and the 

customer’s willingness to pay for the feature. 

With this information at hand, the company realized that they could monetize the feature and at the 

same time lower the price on a different valuable feature. That means they've opened up a new revenue 

stream but also maintained their reputation as a fair and generous provider willing to do their part for 

patient care.  

 

4. The Transition from Homegrown to Commercial SLM Systems Grows 

Revenues 
Many companies assume that a homegrown SLM system is the most efficient, effective way to track and 

control entitlements. After all, if your own engineers don’t know your product and your needs, who 

does? However, they soon find that this seemingly simple task isn't so simple. It often takes more time 

and manpower than they can afford to throw at it. 

This is a serious issue that stymies growth and can keep companies from evolving along with the market.  

With commercial Software Licensing Management, however, SaaS companies can grow and build 

revenue even as the market changes, without the headache of updating internal systems every time. 

Entitlement Management makes it possible for them to transition to a reality where they can more 

easily maneuver licenses and entitlements between users, create tiered pricing plans, and more. In the 

end, the ability to make those changes is what lets companies evolve with the market and thrive.  

The Driver in Action: Prepare for Growth by Outsourcing to Experts 
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DEOS is a manufacturer of building automation systems that has been leading the field for over 50 years. 

They produce reliable and innovative control systems that have earned them a loyal customer base.  

Like any successful business, DEOS keeps evolving, staying ahead of trends to lead the market. They 

realized years ago that software-led revenue was the future, and identified several pain points limiting 

their ability to pivot smoothly. Customers wanted to download the software immediately, but DEOS had 

been physically mailing the software to users on dongles. Likewise, customers wanted usage-based 

pricing, but DEOS simply wasn't set up to support it. The team wanted to create pricing tiers by locking 

certain features but didn't have the cataloging ability. They also understood that data was the future, 

but weren't sure how to get there. 

Initially, DEOS considered developing its own cloud-based Software Licensing Management and 

Entitlement Management system. However, when they began to research their options they realized 

that building their own system would be difficult and inefficient. So they turned to a commercial SLM 

provider: Thales Software Monetization. 

With support from their new SLM and EM systems, DEOS was able to get rid of the dongles, catalog their 

products, and provide usage-based and tiered pricing models. Their digital transformation allowed them 

to meet their revenue goals and set the stage for more growth in the future.  

5. Anti-Piracy and Counterfeiting Will Drive the Growth of SLM 
Piracy and counterfeiting are some of the primary concerns regarding cloud-based software.  This is 

where an SLM with a strong foundation in software protection comes in. Knowing who is using your 

software and how is vital to protecting your products. With the right SLM system, the ability to track 

entitlements and licensing, and to control who is using what aspects of your software can be one of the 

major advantages. 

Concerns regarding piracy and counterfeiting are expected to remain fairly steady over the next seven 

years, with Frost & Sullivan estimating that it will remain of medium importance. 

The Driver in Action: Balancing Flexibility and Security 

psmtec has been creating games and gaming machines for thirty years now. Producing a game is 

incredibly time-consuming and expensive. Protecting that investment means protecting both software 

and hardware products from manipulation. Psmtec also knew they wanted a time-based licensing 

model. The casino gaming world is strongly regulated in terms of gaming time, and they needed to be 

able to meet the regulatory requirements for the industry. 

However, in the gaming sector, development is a constant. psmtec needed a way to deliver quick and 

easy updates without compromising security. New updates are delivered numerous times a year, and it 

needs to go smoothly each time or players will abandon the game. 

Turning to a commercial Entitlement Management provider seemed like the right choice. With Thales 

Software Licensing Management, psmtec has been able to provide its customers with flexible licensing 
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options, all while retaining control over its products. Additionally, the SLM system gave them a way to 

update their software easily and, most importantly, within minutes. 

psmtec has been using Thales as their SLM and EM provider for more than 10 years now. Using the 

services of an expert has helped them stay at the top of their game, grow, and continue focusing on 

what they do best: creating games.  

Restraints 

Though the Software Licensing Management and Entitlement Management sector is expected to show 

healthy growth over the next seven years there are still some trends that may be slowing growth. 

1.  SaaS providers often don’t realize how time-consuming, difficult, and expensive it is to set up a 

home-grown SLM and EM system. They continue spending time and money building and using in-house 

SLM and EM systems, despite their inefficiency.  

2.  Asia and Latin America lag behind the North American and European markets. There is less room for 

software developers to grow their customer bases in these developing economies. 

3. SaaS vendors don’t necessarily know the value of Entitlement Management and Software Licensing 

Management. They are unaware of how it can speed up growth, reduce churn, and build revenue. This 

slows uptake.  

4. Even software vendors who have been sold on the value of the cloud may balk at implementing yet 

another system.  

5. Integration costs, which can seem high at the outset, may deter SaaS vendors from adopting an EM or 

SLM system, or push them towards trying to implement a home-grown one.  

The Solution 

It is in every company’s best interest to pursue growth and stay ahead of trends. That's why 

implementing a commercial Software Licensing Management and Entitlement Management system is so 

important.  

Thales SM makes up a large part of the commercial SLM and EM market. It has the capacity, expertise, 

and experience to provide excellent service suited to a wide variety of customers.  

In addition, Thales SM has always made data access one of our primary goals because we believe that 

data is key to growth. Our experience in the field has given us the ability to integrate the most complex 

software ecosystems in the many industries and markets where Thales products are being used.  
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Most importantly, we can provide the security that SaaS companies need to keep their products safe 

and lucrative in an insecure world.  

 

The world is changing, and SLM and EM are becoming more and more vital to your ability to thrive in 

today’s market.  

Thales SLM can help you stay ahead in an ever-changing environment. 

 


