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Everyone who owns a washing machine or dishwasher is familiar with this instruction from the
manufacturer: “Ensure the use of proper dosage.” This is the only way to guarantee optimal results 
without incurring unnecessary costs. Herbert Heuberger views the issue of dosage from yet another 
perspective. He is responsible at BSH Hausgeräte GmbH for making sure that all company locations 
worldwide are supplied with licenses for technical software.

Proper Dosage  
Saves Money
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“With inCharge we manage 29 different software products  
with some 800 distinct license features at 1,500 users with  
total reliability.”



The Customer´s Starting 
Point
“We use a total of 29 different engineering software
products in the areas of CAD, PLM, design review,  
injection molding simulation, visualization etc. distributed 
all over the world. Moreover, the individual software
packages often have special supplemental modules. In
addition, there are the most varied manufacturer agree-
ments and limitations regarding the use in the various
regions. BSH Hausgeräte GmbH attaches the greatest
importance to compliance, that is to say to meeting ab-
solutely all provisions on license use,” explains Herbert
Heuberger. This is a real challenge when the objective 
is to avoid an excessive or insuffi cient number of licenses.

24-hour Devolopment
But the requirements go further still. BSH development
works around the clock and around the world. Custom
license agreements allow for example a 3D CAD license 
that is in use during the day in Europe to be employed 
in the US come evening, when the workday begins there. 
Dedicated license servers handle the distribution. In this 
context it is absolutely essential to avoid any downtime 
of these servers. BSH ensures this with a high-availability 
server environment spread out over three locations. 
This triad of servers manages the licensing information 
that was provided by the software manufacturers. The 
software manufacturers in turn generally make use of 
the FlexNet (formerly FlexLM) license manager, which 
controls all authorizations and places a technical limit 
on the maximum number of licenses.

Save Hard Cashing by  
“Pooling” 
The “pooling effect” of fl oating licenses represents 
cold hard cash. The more users there are in a pool 
and the smarter the distribution, the bigger the statistical 
advantage in license savings will be. Additional aspects 
are purchasing advantages by pooling in procurement 
and savings due to the central administration of the 
software assets.

New Requirements 
“For us it was necessary to get a clear picture of who
uses which software when and where. FlexNet only 
assigns licenses. We needed a kind of control station 
with monitoring function and analysis capability by 
means of reports,” Herbert Heuberger describes the 
starting situation. Initial attempts were made to use 
in-house programming but it quickly became apparent 
that this offered insuffi cient possibilities for strategic 
optimization. “We realized that we had to search for a 
suitable standard solution,” says Heuberger.

“inCharge helps us to use licenses optimally. It supports  
us in procurement negotiations and helps us meet  

compliance requrements. With inCharge the time required  
for administration has been signifi cantly reduced.”

Herbert Heuberger, Project manager, BSH Hausgeräte GmbH
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The Requirements on Such a  
Solution Were Determined Quickly:

•   Changes to the infrastructure must be able to be mir-
rored by simple confi guration of the tool.

•   Installation/confi guration of the tool must be  
standardizable.

•   The tool must offer the capability to provide proof of 
compliance with license usage agreements through 
suitable analyses.

•   The tool must allow visualization of the current  
utilization of a fl oating license.

•   The tool must offer the capability to analyze utilization 
rates of each license over a longer period of time and 
to depict them in form of a chart and a table.

•   The results of the analysis must be exportable for 
further processing.

•   The tool must allow grouping by e.g. features, hosts, 
users etc.

© BSH

“The Novatec team demonstrated impressive know-how, tremendous flexibility 
and a genuine willingness to respond to our needs.”



Novatec Suprises  
with inCharge

Herbert Heuberger inspected the criteria for the decision: 
“We examined fi ve products. Two of them failed be-
cause they weren’t able to manage the volume of  
licenses and one of them lacked the required expanda-
bility. That left only Novatec with inCharge and Flex-Net 
Manager standing. We were surprised by the strong 
performance of the inCharge software. The Novatec 
team demonstrated impressive know-how, tremendous 
flexibility and a genuine willingness to respond to our 
needs. We missed that altogether in the other vendors. 
Particularly in the sensitive area of service and support 
Novatec proved to be the most convincing manufacturer, 
even more so because the company is practically in 
front of our doorstep in Germany. While FlexNet Manager 
is powerful, Flexera was less adaptable and the costs 
exceeded those of the inCharge solution by several 
factors. That made it a clear decision: Novatec won 
the day with inCharge.”

1,500 Users
Today inCharge is an integral part of BSH license ma-
nagement. “With inCharge we manage 29 different
software products with some 800 distinct license fea-
tures for 1,500 users with total reliability. In the case
of one application the utilization rates monitored by  
inCharge even serve as the basis for the manufacturer’s 
invoicing. In general, with inCharge we are able to prove 
at any time that all licensing terms are being fully complied 
with,” Herbert Heuberger is happy to state.

Service Passes Trial by Fire
How good Novatec’s service and fl exibility really are 
became immediately apparent because support for a 
highavailability server triad as used by BSH was originally 
not a component of the software. But Novatec quickly 
demonstrated that the software smithy working to en-
gineering standards rightly deserves its reputation as a 
top manufacturer, and implemented the requirements 
quickly within inCharge.

Simple Requirements
As a user Herbert Heuberger quickly grew to like working 
with inCharge. “The interface is clearly and logically ar-
ranged and highly intuitive. All it took was a brief intro- 
duction and we received excellent documentation as 
well. The use of a dedicated computer for the analysis 
workstation is recommendable because high license 
volumes require the PostgreSQL database to constantly 
protocol vast amounts of real time data. However, a 
standard PC system with ample RAM and a fast network 
connection is all that is required. The statistical analysis, 
the corresponding monitoring and the generation of 
custom reports for the various products and departments 
take place from within the database – and all without 
compromising the application’s performance.”



Herbert Heuberger summarizes: “inCharge helps us to use our licenses optimally. It supports us 
in procurement negotiations and helps us meet compliance requirements. With inCharge the time 
needed for administration has been signifi cantly reduced. The analyses have become signifi cantly 
clearer and more reliable. inCharge offers graphic representations and overviews in the form of  
tables in PDF and CSV format, which can easily be imported in e.g. excel. With these graphic overviews 
and demand forecasts we are able to make quick and well-founded decisions in management 
meetings. In the future we plan to have inCharge generate and fi le analyses automatically. In this 
way monthly analyses can be distributed to the respective in-house product managers autonomously 
and regularly. We are highly confi dent that the Novatec team will again support us in word and 
deed when it comes to proper dosage of licenses.”

Automatically in the Future
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AMERICAS
EMEA APAC

BSH Hausgeräte GmbH is the largest manufacturer of
household appliances in Europe and is one of the leading 
companies in the sector worldwide. The corporation 
was founded in 1967 as a joint venture of Robert Bosch 
GmbH (Stuttgart) and Siemens AG (Munich). In 2010 it 
posted sales of EUR 9.073 billion. Today BSH operates 
41 factories in 13 countries in Europe, the US, Latin 
America and Asia. Together with a global network of 
sales and customer service organizations, the BSH family 
is today made up of about 70 companies in 46 countries, 
with a total workforce of nearly 43,000.

Bosch and Siemens are the main brands in the company’s 
brand portfolio. BSH caters to individual consumer  
requests with seven special brands, Gaggenau, Neff, 
Thermador, Constructa, Viva, Ufesa and Junker. Four 
regional brands (Balay, Pitsos, Profi lo and Coldex)  
ensure a broad presence in their respective domestic 
markets. The product range comprises large and small 
household appliances, fl oor care equipment and water 
heaters.

A clear strategic orientation towards quality and innovation 
determines the company`s actions and development. 
BSH relies on its outstanding products and the added 
value that they provide to customers in terms of perfor-
mance, convenience and user-friendliness. Thus the 
Group creates the prerequisite for long-term customer 

satisfaction and the basis for people´s trust in the BSH 
brands. BSH recognized environmental awareness as a 
megatrend early on and consequently oriented its pro-
duct policies toward eco-friendly equipment. The trans-
fer of know-how within the BSH Group also serves to 
set standards in environmental protection worldwide. 
BSH is committed to the principle of sustainability and 
thus to the responsible use of resources.

BSH Hausgeräte GmbH



Product information 
inCharge
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Hans-Dieter Brenner 
Managing Director Novatec Solutions GmbH 
hans-dieter.brenner@novatec-gmbh.de

Novatec Solutions GmbH

Bertha-Benz-Platz 1
D-70771 Leinfelden-Echterdingen 
Phone: +49 711 22040  - 749

www.novatec-gmbh.de/en 
www.incharge.eu/en

inCharge is a product by  
Novatec Solutions GmbH 
As an independent IT specialist for over 20 years, Novatec supports 
various industries from IT Strat egy, comprehensive technology 
consultancy, through to individual software engineering needs. 
We focus on applying Agile Methods to offer customers secure, 
efficient and practical solutions for their future digital businesses.

inCharge is an innovative product for the extreme reduction
of license costs. It lets you centrally monitor your company’s
licenses provided by fl oating license management systems
and analyze their use.

With inCharge you get an overview of your licenses and their
utilization rates and are thus able to optimize your license
assets while at the same time ensuring the necessary availability. 
In addition, your license costs can be allocated based on usage 
and company-wide continuous proof of compliance can be  
assured.


