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The importance of selecting the right ERP partner  

Written by Guy Logan, President & Founder 

Selecting the right ERP partner is important.  I think everyone intuitively understands this, but what does it 

really mean and what are the real consequences of picking poorly?  With over 20 years in the business, our 

experience shows that this selection decision can literally make or break a business and/or the careers of the 

individuals making the decision.  A poorly picked or implemented ERP solution can cost a company the entire 

technology investment plus the disruption and negative customer facing impact, which is very real if not 

always easily quantifiable.  Failed projects cost careers. 

We believe it is important to look at an ERP selection as both a software and consulting investment.  We also 

feel you should look at this investment as a partnership and relationship as well as a transaction.   Selecting 

the correct ERP software and services partner is in itself a worthy project, as the consequences of selecting 

the wrong ERP can be devastating to a business.  Selecting the right partner can lead to a successful project, 

happy users and the achievement of better financial success.  This is a system that you will use for years to 

come.  You’ll want spot training for new employees, help with upgrades and new functionality and someone 

you can rely on for honest advice.  It really is a relationship as well as a transaction. 

We believe a top down business process driven project approach trumps a software feature/functionality 

driven project approach every time.  This is cliché you may say, but it hasn’t always been so.  And even 

though many providers are talking in business process terms, saying you support this approach and actually 

leading and executing based on this approach are far different things.  At Logan Consulting, we have been 

championing this approach for 20 years.  When you start with the prioritized business needs and fit the 

software to the business, you can greatly simplify the scope and complexity of the project, plus you can focus 

on project activities and results that increase sales and reduce costs.  The right partner should understand 

your industry, quickly understand the key sales, cost and profit drivers of your business, identify the top key 

tangible implementation consideration impacting these drivers and hold the project team accountable for an 

implementation that achieves the improvement in these drivers to increase sales, reduce costs and increase 

profits while mitigating the risk of a “train wreck” project.  Easier said than done. 

While price shouldn’t be ignored, we believe that selecting the right ERP software and the right 

implementation consulting services team will produce far more value for your company and mitigate more 

downside risk than what you’ll save through an ERP software or consulting services discount or by going 

through an off-shore model.  By all means negotiate a fair price, but we strongly caution against letting price 

be the primary driver in this most important business decision. 


