THE PERILS @rc
OF VENDOR
LOCK-IN

5 QUESTIONS

EVERY ENGINEERING
LEADER SHOULD
ASK ABOUT THEIR
CAD & PLM SYSTEMS.- - - .
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An open, integrated approach keeps data
connected across the lifecycle while preserving
interoperability, scalability, and freedom of
choice, so you stay in control of your IP and your
ability to innovate, today and in the future.

Your product designs and intellectual property
are more than files—they are the foundation of
your competitive advantage. They embody years
of engineering knowledge that must remain
accessible, adaptable, and firmly under your
control. Locking that data into a closed system
can break continuity across the product lifecycle,
restrict how designs evolve, and limit your ability

to integrate new tools or collaborate at scale. 4 b
An open CAD or PLM system is designed to o %

easily share data and integrate with other tools 3 a K i o

and partners, while a closed system tightly v - el WO Lot

controls data and integrations within a single . - '"' -. R

vendor's ecosystem. As Al becomes an essential : A :

part of engineering—from design assistance to e L"b YN

automation and optimization—those systems will £, " S

require broad, trusted access to your product data. ’ ;
Closed platforms can interfere with that access, : e’ ! _ f’_ LY
slowing innovation and narrowing your options. .
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WE UTILIZE A LOT OF Al TECHNOLOGY, BUT
IN THE END, Al NEEDS DATA, AND THAT'S
WHERE PTC COMES IN AS OUR PARTNER
HELPING US.

Dr. Fabian Distel, Murrelektronik GmbH  «——
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A vendor sits across the table and offers a seductive promise: a single, fully inte ated CAD and PLM\
platform that will handle everything. One system. One roadmap. One future. N ore sourcing tools.
No more integration work. All you have to do is move—often deeper—onto theifplatform.

igher quality, and lower |
d your processes onto

he lts leverage you

It sounds like progress. But while your strategy is focused on faster innovation
costs, the vendor's strategy is simpler: lock more of your company, your data,
their systems. The tighter the integration, the higher your switching costs—an
retain over pricing, choice, and direction.

The real cost shows up quietly. The moment you convert, your digital thread i longer yours

—it's been re-routed. If your business depends on specialized third-party tools, tbat‘ihread:gets cut:
Data can fragment, duplicate, or disappear into proprietary silos, forcing teams to hunt for mformatlon
question its accuracy, or run parallel systems just to stay operational. What was sold as S|mpl.|ﬁcat|on
becomes permanent complexity. -

.
-
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Now add the next wave of risk: Al. Tomorrow's Al-driven design, automation, and Gptlmlzat|on tools’
will depend on broad, trusted access to your product data and intellectual property. Insa clo,;ed system,
that access is mediated, constrained, or delayed—available only on the vendor's tegms, through their
APlIs, and aligned to their roadmap. The result is Al innovation that slows down, or néVef 'méfterializé‘s
at all. Your data may still be yours in name, but your ability to use it freely—and mteltigently—ls Ao %
longer guaranteed. % 4
Will your closed system support your software development and service requirements? Mahy modern
products include software, electrical, and mechanical requirements that may be difficult to manage .
with your data locked in a closed system. Similarly, you may want your data files to feed your service*
requirements, which could be problematic if access to your data files is hampered by a closed system.

Even if you standardize entirely on one vendor, the risk associated with a closed system doesn't
disappear—it compounds. Pricing power shifts. Innovation narrows to what fits inside a single
ecosystem. Your digital thread, your IP, and your future Al strategy are now tightly coupled to
someone else's priorities.

Locking into a closed CAD and PLM system isn’t a technical
upgrade—it's a strategic bet that one vendor will always move
at the speed, direction, and openness your business requires.
Before you make that bet, there are five critical questions every
manufacturer should ask to understand the long-term risks,
trade offs, and consequences of locking in.
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Open systems preserve choice and integration; closed systems can force ym
whatever the vendor provides.

An open strategy enables a continuous digital thread and seamle .third—party integrations,

keeping your product data accessible and connected across the@rganization. Closed i
orkarounds that increase
but whether the full
D system loses value

ted tool choice

systems restrict integration, fragment data, and force teams into
cost, risk, and delay. The issue isn't just CAD-to-PLM connectivit
engineering ecosystem can participate. For example, a quality C
if it can't integrate with best-in-class simulation tools, making li
a competitive disadvantage. In closed environments, third party Software is often poorly

integrated, loosely connected, or blocked entirely, forcing teamstto rely on limited native

L

tools or manual data transfers. o

s ‘ g 4 “ . . s
Open systems can facilitate sharing of software and service requ1rements, closed systems make
this handoff more challenging. p ; ;

SR
Many modern products are no longer purely mechanical—they rely qrf'ééftﬁvaré,'c’énﬁngous
updates, and ongoing service throughout their lifecycle. Supporting thos;—:"re'qq_irem'ents
demands tight integration with software development tools, requirements mahaéérﬁént .
testing, and service systems. In a closed CAD and PLM environment, those conhect|ons may: -
not be part of the vendor's core roadmap. That makes it harder to manage software changes
alongside hardware, trace issues from the field back to design, or adapt service processes
as products evolve. Over time, your software and service teams will find themselves working
around the system instead of with it—breaking the digital thread and slowing innovation,
quality improvements, and customer responsiveness.

%Y

PTC OFFERS SOLUTIONS FOR
THE WHOLE LIFECYCLE, FROM
CONCEPTION TO SERVICEABILITY.

Ronald Cramer, VP Projects PLM
INFINEON TECHNOLOGIES AG
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Open systems put you in control of how Al can access your data; closed systems can put up

focluct data across

unwanted access barriers.

Al only creates value when it has broad, trusted access to high-quality

the lifecycle. In a closed system, access is constrained by proprietar ata models, timited

APIs, and vendor-controlled roadmaps. As Al becomes central to t ull product lifecycle,
closed platforms introduce real risk. Your data may exist, but it may#hot be accessible, ‘
contextualized, or usable by the Al tools that matter most—now oflin the future. That restric
experimentation, slows innovation, and ties your Al strategy to a sifigle provider's priorities

rather than your own.

Is cloud right for you, right now? o

Cloud-based SaaS CAD offers real advantages—but not every manufa‘cturér is rea'dy to move
on someone else's timeline. The cloud should be a strategic choice, not a. forced mlgratlon
With some CAD systems, SaaS adoption is driven by the vendor's roadmap pressurmg
customers to move just to stay current, unlock new capabilities, or av0|d support Constraints
—even when regulatory, security, or operational realities say other\xnse A{orced cloud strategy
reduces flexibility, limits deployment options, and deepens long-term depeﬂdence .on a single
vendor’s infrastructure and pricing. The real issue isn't whether the cloué] is in your future '
—it's whether you control when and how you get there. Ve

What happens if your situation changes and you need to get your data back?

Once critical design data has been broken apart, distributed, and locked inside a vendor’s
proprietary system, retrieving it is rarely simple. Reassembling, validating, and trusting that
data in the future can require enormous time, effort, and cost—especially when business
continuity, compliance, or innovation depends on it.
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WE WERE LESS STRESSED USING CREO, NOT JUST BECAUSE OF
TIME SAVED, BUT BECAUSE WE'RE MORE IN CONTROL.

Giacomo Gurrini, H.P.E. HIGH PERFORMANCE ENGINEERING SRL
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VENDOR LOCK-INS ARE
COSTLY, BUT AVOIDABLE. W T

PTC is committed to empowering customers with open platforms. H s how we db‘it'\

By design, Creo and Windchill are open systems. PTC's Creo includes robustBAPI's for third-party
solutions, and both Creo and Windchill work well with competing CAD and

Creo also has deeply integrated tools from world-class partners like Ansys

M systems.
d ModuleWorks.

A

PTC offers a comprehensive Intelligent Product Lifecycle, with award-winnifig Cre®, Windchill,
Codebeamer and ServiceMax software to address your CAD, PLM, ALM, and'SLM feéquirements.

PTC's Al strategy helps manufacturers apply Al to address customer vﬁue.é«sed'qn'é%-T_Q_Eee-pilla'r SER
approach—Advise, Assist and Automate—enabling you to access your data ar'\.d IP ina sécuré;

'
. v

powerful manner. et

PTC offers on-prem and cloud-based Saa$S options for both Creo and Windchill,“scfyby‘ can make
the transition to the cloud when you decide the timing is right for you. " ',' : e

PTC's Creo is a parametric 3D CAD system that helps you deliver your best designsiin less t"ln;’le‘. FR 4
Creo delivers innovative CAD tools for designing with composites, conducting real-time ’s‘?rrfrl,'liaﬁon; - 3

and streamlining manufacturing, with expanded Model-Based Definition and electriﬁcajcﬁ')n;caioabiLi-ti'es..; .

Creo provides an on-premises solution, while Creo+ delivers a SaaS solution. s
SUCCESSFUL IMPLEMENTATION Ready to take the next step? Consolidate with Creo >

OF PTC WINDCHILL PDMLINK AND
PTC CREO HAS SIGNIFICANTLY
IMPROVED QUALITY OF WORK AND
EFFICIENCY IN MY DEPARTMENT.
WE POSITIVELY RECOMMEND THIS
SOLUTION TO OTHER COMPANIES.

Need more information? Contact Us >

Stephane Borrel, GE Healthcare LLC
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