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Selecting, Negotiating and Implementing ERP 

Written by Guy Logan, President & Founder 

Many factors can contribute to the decision to select enterprise software (ERP): 

 Existing system no longer supported 

 Existing systems don’t support business processes 

 Merger, acquisition or divestiture 

 Desire to run business better 

 Opportunity to capture higher profits from inventory optimization and/or better service levels 

 Key customer(s) requirements (EDI, other integration) 

Whether the ERP selection is technology or business driven, most can agree that identifying and 

capturing business value is part of the success criteria.  An important aspect of success criteria is cost 

benefit, and the cost side can certainly be improved through good negotiation.  Once the success criteria 

are identified, the cost benefit objectives are defined and the negotiation is done, it’s time for 

execution.  The ERP implementation phase is where organizations either win or lose when deploying ERP 

software.  In this article, we will discuss how selection, negotiation and implementation can impact your 

organization’s bottom line. 

Selection: 

A proper up front requirements assessment in the selection phase can make or break an ERP 

deployment.  Too many times, companies short change this phase.  This results in missed key 

requirements.  These “misses” can result in pain such as: 

 Selection of the wrong ERP software  

 Costly customizations (one-time and ongoing costs) 

 Delayed and/or more costly implementation  

 Inability to satisfy key customers 

 Inability to capture key cost savings 

A business versus software focused firm can help you avoid these painful “misses” and help you define 

and organize your ERP project in terms of supporting the business and the business processes.  By 

understanding your industry and identifying your company’s key requirements, a good consulting firm 

can help ensure you select the right enterprise solution. 
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Negotiation: 

Negotiation goes in parallel with the latter half of the Selection phase.  In all likelihood, a good 

consulting firm will help you identify several viable ERP options to support your ERP project financial and 

business process objectives.  ERP software and services are often negotiable, often depending on 

quarter and year-end sales pressure within public ERP software companies.   While negotiating a fair 

deal is important, if your company has done the cost-benefit analysis, one would hope that any 

negotiated savings is relatively minor relative to the identified financial opportunities.  The point is to 

not short change the investment side or select primarily on price when the long term financial and 

business benefits far outweigh the project investment. 

Implementation: 

Our twenty plus years of experience tells us ERP projects that are business owned and driven are much 

more likely to be successful than those driven by IT or those implemented by the ERP software vendor. 

Successful ERP implementations are business focused, business driven and not focused on the ERP 

software itself.  The people who will be using the system need to own the implementation and future 

use of the system.  This needs to be committed to up front from the operating staff up through the 

executive suite.   

The implementation should also be business focused, not implemented based on what the ERP software 

can do.  ERP vendors are right to be proud of all the features and functionality they’ve developed over 

the years.  It is quite understandable that they want to see the software they created used everywhere 

possible.  It is also understandable that ERP vendors and their service arms see the implementation in 

terms of deploying their software.  Avoid this potentially devastating mistake.   

Our experience is that most ERP vendor driven implementations fail to adequately support the business, 

fail to capture the business benefits and/or cost much more than originally planned.  We have found 

that this is amplified when the ERP selected is SAP or Oracle.  How does a company avoid these ERP 

implementation disasters?  Partner with a firm that truly focuses on your business and how the ERP 

software tool can support the business.  Plenty of firms (and ERP vendors) will pay this lip service, so 

make sure you really dig into their methodology and check their references. 

When a company is implementing “top down” starting with the business processes, the use of the ERP 

tool is greatly simplified.  The company’s business requirements are met and the use of the ERP 

software is simplified.  When a company is led by the ERP software company who wants to use as much 

of their software as possible (especially if they’re getting more license revenue the more you use), one 

ends up with unnecessary complexity in both the implementation and ongoing operation.  Business 
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processes are often skewed to the point where the software is dictating how the business runs and the 

project benefits are not captured. 

There is a lot that can go wrong with an ERP project, but having a solid business-focused selection and 

implementation partner can greatly mitigate the risks and help ensure your company avoids joining the 

ever growing heap of ERP software company led ERP project failures. 

 


