
ERP BUYER’S 
GUIDE
For SME & Mid - market Organisations



How To Use This Guide

This guide is designed for leaders in SME and mid-market organisations that are considering a 

first ERP platform, replacing a legacy system or reviewing an environment that no longer 

supports the way the business needs to operate. 

It does not rank software products. Instead, it provides a structured route from the case for change through 

selection, commercial evaluation and implementation readiness.

STAGE DECISION TO MAKE OUTPUT

Diagnose Why change, and why now? Readiness assessment and 

case for change

Design How should the organisation 

operate?

Future processes, data 

ownership and outcomes

Define What must the ERP environment 

enable?

Requirements, architecture and 

controls

Decide Which option offers the 

strongest overall fit?

Evidence-led scorecard and due 

diligence

De-risk Can the organisation deliver the 

change?

TCO, delivery plan, risks and 

adoption plan

Deliver value How will improvement be 

sustained?

KPIs, governance and 

optimisation roadmap

A USEFUL DISCIPLINE

Keep three lenses in view throughout the buying process: people; process and data; technology and 

commercials. If any one is treated as an afterthought, the selected system may struggle to turn 

functionality into usable business value.

Akita Intelligent Solutions is a leading developer of Microsoft ERP systems. 

However, the information contained within this guide is designed to be 

practical for the wide majority of ERP software.  



1. ERP Is An Operating-model Decision

Enterprise resource planning software connects core areas such as finance, purchasing, inventory, 

manufacturing, projects and supply chain. That description is accurate, but it does not explain why ERP 

decisions are difficult. The real challenge is that the platform will influence how work moves across 

departments, how information is controlled and how leaders understand performance.

A new ERP system can reduce duplicate entry, improve reporting and create more consistent processes. It can 

also expose unresolved disagreements about responsibilities, data definitions and ways of working. The 

technology may be new, but many of the decisions it requires are organisational: who owns customer or 

product data, which approvals are necessary, where exceptions are permitted and how performance will be 

measured.

For that reason, an ERP project should not be framed as replacing one application with another. It should be 

framed as an opportunity to make the organisation easier to run. This changes the opening question from 

"Which ERP has the most features?" to "What must improve, and what combination of process, data, people and 

technology will create that improvement?"

The Four Tests Of A Sound ERP Decision

TEST QUESTION

Strategic fit Does the proposed direction support the 

organisation's priorities and planned growth?

Operational fit Can it support the important end-to-end processes 

without reproducing unnecessary complexity?

Delivery fit Can the organisation and its implementation 

partner provide the people, decisions and time 

required?

Economic fit Is the expected value credible when all costs, risks 

and future options are considered?

KEY MESSAGE

The aim is not to buy the "best" ERP in the abstract. It is to select the most appropriate operating 

platform and delivery approach for your organisation's outcomes, constraints and capacity.



2. Do You Need ERP - And Why Now?
As organisations grow, processes that once worked can become difficult to control. Teams build spreadsheets around accounting software, 

information is re-entered between systems and management reporting depends on manual consolidation. These symptoms can indicate that the 

current environment is becoming a barrier to productivity and visibility. They do not automatically prove that a new ERP platform is the answer.

The first stage is diagnosis. Identify the operational problems, the people affected and the consequences of leaving them unresolved. Some 

issues may be addressed through better training, clearer ownership, a targeted integration or improved configuration. Others may reflect 

structural limitations that justify wider ERP change.

Common Triggers For ERP Evaluation

Reporting depends heavily on spreadsheets, manual extracts or reconciliation between competing versions of the truth.

Finance, operations, sales, inventory or service teams hold overlapping information in disconnected applications.

Duplicate data entry increases administration and creates avoidable errors.

Month-end, forecasting, purchasing or order fulfilment takes longer as the organisation grows.

Existing software cannot support additional entities, locations, product lines or operational complexity without extensive workarounds.

Important knowledge sits with a small number of employees who understand fragile processes or ageing customisations.

Integrations are unreliable, costly to maintain or prevent the organisation from changing processes.

The current platform is unsupported, difficult to secure or no longer aligned with the wider technology strategy.

Separate The Symptom From The Cause

"Reporting is too slow" is a symptom. The cause might be inconsistent coding, late operational inputs, inaccessible data or an unsuitable 

reporting tool. "Inventory is inaccurate" could result from system limitations, weak transaction discipline, unclear ownership or poorly designed 

warehouse processes. A new ERP may help, but only if the underlying causes are included in the programme.

Build the case for change around evidence. Record the frequency and impact of the problem, not only the frustration it creates. Useful evidence 

might include time spent preparing reports, the number of manual hand-offs in an order process, recurring stock adjustments, delayed invoices, 

failed integrations or decisions made without current information.

ERP Readiness Check

A named executive sponsor accepts responsibility for the business outcome, not just the technology purchase.

The organisation can state the main problems and priorities without referring to a particular product.

Process owners are available to make decisions and test future ways of working.

The organisation is willing to change processes where standardisation creates value.

Data owners can be assigned for core records such as customers, suppliers, products and accounts.

Budget expectations include internal effort, implementation, migration, training and ongoing ownership.

Leaders accept that adoption and process change will require communication, training and reinforcement.

There is a clear route for resolving scope, priority and design decisions.

DECISION POINT

If the organisation cannot yet define the problem, supply process owners or make timely decisions, pause the market search. Readiness 

work is not a delay to the ERP project; it is part of the project.



3. Define Outcomes Before Requirements

A credible ERP selection starts with measurable outcomes, not a catalogue of features. Broad ambitions such as "improve 

visibility" or "increase efficiency" create direction, but they are too open to guide investment. Different stakeholders may interpret 

them in different ways, and almost every supplier can claim to support them.

Translate each strategic objective into an operational result. If the objective is stronger financial control, the intended results 

might include faster close, more consistent cost allocation or earlier visibility of margin variance. If the objective is scalable 

growth, the outcome might be onboarding a new entity without creating a parallel reporting process. This level of precision makes 

requirements easier to prioritise and benefits easier to govern.

Use an outcome chain

ELEMENT EXAMPLE

Strategic priority Improve working-capital control

Operational outcome More reliable visibility of inventory value and purchasing 

commitments

Process change Standardise item records, approvals and goods-receipt 

discipline

ERP capability Connected purchasing, inventory, finance and role-based 

reporting

Measure Agreed baseline and target for inventory accuracy, aged 

stock or forecast timeliness

Owner Named leader accountable for the measure after go-live

A good outcome has an owner, a baseline, a target and a review point. Where a reliable baseline does not exist, establish how it

will be measured before the business case is approved. Otherwise, the organisation may later claim success or failure based on 

opinion rather than evidence.

Balance Value Across The Organisation

ERP programmes often begin in finance because the pain is visible and the controls are important. However, value may be created 

across purchasing, warehousing, production, projects, field operations and management reporting. The business case should 

show how connected improvements support one another. Faster reporting is more credible when operational data is entered 

consistently; improved inventory control depends on purchasing, warehouse and finance disciplines working together.

Questions To Define Useful Outcomes

• What decision should become faster, better informed or more consistent?

• Which process should require less manual effort, fewer hand-offs or less rework?

• What risk, delay or cost should reduce?

• Which teams must change their behaviour for the outcome to be realised?

• What information must become more accurate, timely or accessible?

• Who will own the measure after the implementation team has moved on?

KEY MESSAGE

Requirements describe what the solution must enable. Outcomes explain why those requirements matter. When trade-

offs arise, outcomes should guide the decision.



4. Design The Future Operating Model:                 
Process And Data
Replacing software without improving the way the organisation operates risks transferring existing inefficiencies into a new platform. The 

selection process should therefore include enough future-state design to understand what the organisation wants to standardise, where 

flexibility is genuinely valuable and which data must be trusted across departments.

Map Processes From End To End

Departments often document their own activities but miss the hand-offs between them. ERP value is frequently created across those 

boundaries: quote to cash, procure to pay, plan to produce, record to report or project to profit. Map the complete flow, including who 

initiates work, where information is re-entered, which approvals add control and where exceptions create delay.

Do not attempt to document every click before engaging the market. Focus on the processes that drive value, create risk or differentiate 

the organisation. Capture current pain, expected future behaviour, important exceptions, required controls and the information needed at 

each stage.

Standardise By Default, Differentiate Deliberately

Customisation is sometimes necessary, but it should not be the automatic response to a difference between current practice and 

standard software. Each proposed variation should be challenged: Is it legally required? Does it protect a material control? Does it create 

competitive value? Or is it simply familiar?

Standard processes can reduce complexity, simplify training and make future change easier. Differentiated processes can be valuable 

where they support a distinctive service, production method or commercial model. The objective is not to eliminate every exception; it is 

to ensure that complexity is intentional and justified.

Treat Data As An Operating Responsibility

Data migration is not merely the technical movement of records. It is a decision about what information the future organisation needs, 

how it should be structured and who is responsible for its quality. ERP programmes expose duplicated customers, inconsistent product 

descriptions, inactive suppliers, unclear account structures and local definitions that have developed over time.

• Define ownership for customers, suppliers, products, prices, charts of accounts and other master data.

• Agree the authoritative source for each data domain and the rules for creating or changing records.

• Decide how much historical data must be migrated, retained elsewhere or archived.

• Clean data according to future use and material risk, rather than attempting to perfect everything.

• Reconcile and validate migrated balances, open transactions and key operational records.

• Establish post-go-live governance so quality does not deteriorate again.

Process-and-data Canvas

Priority process Current friction Future decision Data owner Success measure

Quote to cash Example: duplicate 

customer entry

Standardise customer 

creation and credit 

approval

Named role Cycle time / error rate

Procure to pay Example: inconsistent 

approvals

Use value- and risk-

based workflow

Named role Approval time / 

exceptions

Record to report Example: manual 

consolidation

Create common 

structure and reporting 

calendar

Named role Close time / 

adjustments

PRACTICAL PRINCIPLE

Design enough of the future state to evaluate fit. Do not attempt to complete the entire implementation design before selecting 

a platform and partner.



5. Define The Modern ERP Blueprint
A modern ERP platform should be evaluated as part of a wider business architecture. Few organisations run every activity in one 

application. CRM, ecommerce, payroll, field service, production, document management and specialist industry systems may continue to 

play important roles. The buyer's task is to decide which system owns which information, how processes cross boundaries and how the 

overall environment will remain supportable.

Core Platform And Specialist Applications

Start with business ownership rather than a technical diagram. Identify the system of record for finance, customers, products, inventory, 

employees and other important domains. Then map the information that must move between systems, how quickly it is needed and what 

should happen when an integration fails.

An impressive list of available connectors is not sufficient. Buyers should understand whether integrations are standard, configurable or 

custom; who will monitor them; how authentication and errors are handled; whether usage limits apply; and how changes to either system 

are managed.

Deployment, Resilience And Control

Cloud deployment can reduce the need to own infrastructure and can make updates more regular, but it does not remove the buyer's

responsibilities. The organisation still needs to understand availability, backup and recovery, access control, incident handling, data 

location, subcontractors, support and business continuity. For each area, ask for evidence rather than relying on broad statements such 

as "enterprise-grade security".

Cyber Security And Privacy Questions

• How are users authenticated, and can access be aligned with job roles and segregation-of-duties requirements?

• What audit information is available for sensitive actions, configuration changes and data access?

• How is customer data separated, encrypted, backed up and recovered?

• What security assurance, testing and incident-notification evidence can the supplier provide?

• Which parties process or host data, and how are changes to that supply chain communicated?

• How can data be exported in a usable form, and how is it deleted at the end of the relationship?

• Which responsibilities remain with the customer, implementation partner or hosting provider?

AI Readiness: Value Ahead Of Novelty

AI is becoming more visible within ERP through forecasting, anomaly detection, document processing, natural-language assistance and 

workflow automation. These capabilities may create value, but they should be evaluated like any other business capability: against a 

defined use case, reliable information and an acceptable level of risk.

Ask what data the feature uses, where that data is processed, how permissions are respected, whether outputs can be reviewed and

corrected, and how usage is charged. Establish who remains accountable for decisions. An AI feature should not bypass existing controls 

simply because it produces a confident answer.

Architecture And Risk Checklist

Systems of record and ownership are documented.

Priority integrations, volumes, timing and failure handling are understood.

Identity, access, audit and segregation requirements are defined.

Reporting and analytics requirements distinguish operational reporting from wider analysis.

Recovery objectives and continuity responsibilities are agreed.

AI use cases include data, control, oversight and cost considerations.

Data portability and exit requirements are included before contracting.

KEY MESSAGE

Architecture is not an IT-only concern. Integration, access, resilience and data ownership directly affect process continuity, 

reporting confidence, risk and cost.



6. Build Requirements And Run An Evidence-led Selection
Requirements should test real work and expose risk. A very long feature list can create the appearance of rigour while making differentiation harder: 

credible suppliers may answer "yes" to most questions, even when the user experience, configuration effort or delivery assumptions vary considerably.

Build A Cross-functional Buying Team

The team should combine executive sponsorship, process knowledge, financial control, technology assurance and user insight. Keep decision rights clear. 

A large consultation group can provide useful input, but a smaller accountable group should own priorities, scope and final recommendations.

ROLE CONTRIBUTION

Executive sponsor Owns the case for change, resolves conflict and protects business 

participation

Programme lead Coordinates scope, evidence, decisions and supplier engagement

Process owners Define future outcomes, workflows, exceptions and acceptance criteria

Data owners Set quality, structure, migration and governance requirements

Technology/security Assesses architecture, integration, identity, resilience and assurance

Finance/procurement Tests affordability, assumptions, terms and commercial risk

User representatives Evaluate usability, adoption impact and practical fit

Prioritise Requirements

Separate true constraints from preferences. A useful model is: mandatory, high-value, desirable and future consideration. Mandatory requirements should 

be few enough to function as genuine gates. For every important requirement, link the capability to an outcome, process, user and test scenario.

Avoid specifying the current screen or workaround as the requirement. "The system must reproduce spreadsheet X" is weaker than "Managers must be able 

to review margin by customer and product using agreed cost definitions by the second working day." The latter allows suppliers to demonstrate a better 

method while preserving the business need.

Use Scripted Demonstrations

Supplier-led demonstrations naturally emphasise strengths. A scripted demonstration asks each shortlisted supplier to complete the same realistic 

scenarios using representative roles and data. This makes differences in usability, process flow, reporting and exception handling easier to compare.

• Describe the starting situation, user role and desired result.

• Include routine work and a small number of important exceptions.

• Ask the supplier to show where configuration, extension or custom development is required.

• Record unanswered questions and commitments in writing.

• Score the evidence immediately against agreed criteria, not the quality of the presentation.

Example Weighted Scorecard

DIMENSION EXAMPLE FOCUS INDICATIVE WEIGHT

Business and process fit Priority scenarios, controls and sector needs 30%

Data and architecture Integration, reporting, security, resilience and 

exit

20%

Usability and adoption Role experience, accessibility and training 

implications

15%

Delivery and partner Team, method, assumptions, references and 

capacity

20%

Commercial and contractual TCO, flexibility, terms, escalation and risk 15%

Weights should reflect your organisation's priorities. Use the scorecard to structure judgement, not replace it. A high total should not override a material 

security issue, an unproven critical process or a delivery model the organisation cannot support.

Run References As Due Diligence

Ask for customers of comparable size, complexity and scope. Speak with them without limiting the discussion to whether they are "happy". Explore what 

changed after contracting, where internal effort was underestimated, how the partner handled difficult decisions, what support is like after go-live and what 

they would do differently.

EVIDENCE HIERARCHY

A written claim is useful. A configured demonstration is stronger. A reference from a comparable customer is stronger again. For critical or 

uncertain areas, a focused proof of concept may provide the clearest evidence - provided its success criteria are agreed in advance.



7. Evaluate The Vendor, Implementation Partner 
And Contract
ERP buyers are selecting more than a software product. They are selecting a supplier ecosystem, an implementation partner, a delivery team and a long-

term commercial relationship. A capable platform can still be the wrong choice if the delivery assumptions are weak, the partner lacks relevant capacity or 

the contract makes change unnecessarily difficult.

Separate product and partner evaluation

Product evaluation considers functional fit, architecture, roadmap, support model and long-term viability. Partner evaluation considers discovery quality, 

industry and process understanding, proposed team, delivery discipline, communication and aftercare. Do not allow confidence in one to substitute for 

evidence about the other.

Questions For The ERP Implementation Partner

• Who will actually deliver the work, and what relevant experience does each person have?

• How were the estimate, timeline and internal resource assumptions produced?

• What is explicitly excluded from scope?

• Which design decisions must the customer make, and by when?

• How are change requests assessed, approved and priced?

• How will data migration, integration, testing, training and cutover be governed?

• What happens when the project encounters an issue that crosses product, partner and third-party responsibilities?

• What support and optimisation services are available after go-live?

Commercial And Contract Due Diligence

Commercial comparison should make different proposals comparable. Clarify user definitions, environments, storage, transactions, modules, integrations, 

support, implementation services and recurring charges. Understand how prices can change as users, entities, data volumes or functionality increase.

AREA POINTS TO ESTABLISH

Scope and acceptance Deliverables, assumptions, dependencies, acceptance criteria and 

responsibility for defects

Licensing User types, modules, environments, minimum commitments and usage 

limits

Service levels Support hours, response priorities, availability and service-credit 

arrangements

Change control Approval route, pricing basis, impact assessment and documentation

Data and IP Ownership, permitted use, export format, custom development and 

documentation

Security and privacy Assurance, incidents, subprocessors, audit and regulatory obligations

Renewal and exit Notice periods, price changes, extraction, deletion and transition support

Look For Commercial Red Flags

• A low estimate that depends on undefined customer effort.

• Critical capabilities described as "available" without stating whether they are included.

• Named experts during sales but an unspecified delivery team in the proposal.

• Heavy customisation proposed before future processes have been challenged.

• No clear ownership for integrations or third-party components.

• Data export, termination support or price escalation left until final negotiation.

KEY MESSAGE

A good contract does not remove the need for trust. It makes responsibilities, assumptions and routes through difficulty clear enough to protect 

that trust.



8. Build The Full Economic Case: TCO, ROI & Optionality

ERP investment should be evaluated across the full period in which the organisation expects to use and develop the platform. Headline 

subscription or licence prices are only one component. Implementation services, internal time, migration, integrations, testing, training, support 

and future enhancement may materially change the comparison.

Build A Five-year Total Cost Of Ownership View

COST CATEGORY EXAMPLES

Software and platform Subscriptions or licences, modules, environments, storage and 

usage charges

Implementation Discovery, design, configuration, development, project management 

and assurance

Data and integration Cleansing, migration, interfaces, reporting and third-party services

Internal capacity Process owners, subject-matter experts, testing, decisions and 

temporary cover

Adoption Communication, training, materials, support and role redesign

Ongoing operation Support, administration, releases, security, monitoring and 

optimisation

Change and exit New entities, added users, extensions, data extraction and transition 

support

Use the same categories and assumptions for every option. Record what is known, estimated, excluded or dependent on future design. Avoid 

false precision: ranges and scenarios can be more honest than a single number where scope is still developing.

Model Benefits With Equal Discipline

Benefits may include reduced manual effort, fewer errors, faster reporting, improved inventory control, better purchasing decisions, stronger 

project visibility or the ability to support growth without adding the same level of administrative overhead. Each material benefit should have a 

mechanism, owner and measurement method.

Separate cashable savings from capacity released and risk reduction. Saving ten hours does not automatically remove cost; it may allow the team 

to absorb growth, improve control or focus on higher-value work. These are valid benefits, but they should be described accurately.

Use Three Scenarios

Conservative

Only well-evidenced benefits, slower 

adoption and higher delivery contingency.

Base

The most likely scope, adoption and 

performance improvement.

Ambitious

Stronger adoption and wider process 

improvement, with the additional actions 

required made explicit.

Consider Optionality

The lowest-cost option today may be expensive to change tomorrow. Consider how easily the organisation can add a site, entity, workflow, 

reporting requirement or specialist application. Review dependence on scarce skills, custom code, proprietary interfaces and a single partner. 

Optionality has value because it affects the cost and speed of responding to future change.

Include The Cost Of Inaction

The status quo also has a cost: manual work, delayed decisions, brittle integrations, unsupported technology and constrained growth. Do not 

inflate this figure to justify the project. Document the observable consequences and compare them with the cost and risk of change.

ECONOMIC TEST

Approve the investment only when the organisation understands the full cost range, the assumptions behind expected value, the

resources required to realise it and the circumstances that would make the case weaker.



9. De-risk Implementation And Adoption Before Signing
Implementation does not begin after the software contract is signed. Important delivery choices are already being made during selection: scope, deployment approach, 

partner, internal roles, migration assumptions and the balance between standardisation and customisation. These should influence the buying decision.

Establish Governance And Decision Rights

A clear governance model helps the programme move at the speed required without losing control. The executive sponsor owns outcomes and resolves material 

conflict. The steering group manages scope, risk and investment. Process and data owners make design decisions. The programme team coordinates delivery and 

evidence. Escalation routes should be agreed before pressure builds.

Protect Internal Capacity

SME and mid-market organisations often underestimate the internal contribution required. Consultants can bring product and delivery expertise, but they cannot decide 

how your organisation should approve purchases, define product data or manage operational exceptions without sustained business involvement. Allocate time for 

discovery, design, data work, testing, training and decisions. Where necessary, provide temporary cover for business-as-usual responsibilities.

Plan Migration And Testing Around Risk

Migration should include extraction, cleansing, transformation, loading, reconciliation and business validation. Rehearse the process rather than treating the final 

cutover as the first complete test. Testing should follow realistic end-to-end scenarios and include permissions, integrations, reports, exceptions and period-end 

activities - not only isolated functions.

Treat Adoption As Operational Change

Training is necessary, but adoption is wider. People need to understand why the process is changing, what is expected in their role, where old workarounds must stop 

and how support will be provided. Managers should reinforce the new process and monitor whether transactions, approvals and data are being completed as designed.

• Identify stakeholder groups and the specific impact on each role.

• Communicate the business reasons and expected outcomes, not only project dates.

• Involve users in design validation and scenario testing.

• Train people on their process and decisions, not simply system navigation.

• Provide hypercare with clear ownership and prioritisation after go-live.

• Measure adoption using relevant behaviours, usage and process outcomes.

• Continue optimisation after stability is achieved.

Implementation readiness heatmap

AREA GREEN AMBER RED

Sponsorship Active owner and decisions Support stated; time limited No accountable sponsor

Scope Prioritised and controlled Some boundaries unresolved Everything is priority

People Named roles with capacity Key conflicts identified Reliance on unavailable staff

Data Owners and plan agreed Quality issues being assessed Unknown sources or ownership

Delivery Method, plan and assumptions clear Some dependencies open Estimate not evidence-based

Adoption Impact and training planned Communications only Training deferred until go-live

Top Risks To Register Before Contract

• Unclear scope or success criteria.

• Insufficient process-owner capacity.

• Late or poor-quality data.

• Unproven critical integrations.

• Excessive customisation.

• Slow design decisions.

• Testing compressed by earlier delays.

• Training focused only on system navigation.

• Benefits without named owners.

• Contract assumptions that differ from the delivery plan.

KEY MESSAGE

Go-live is a milestone, not the definition of success. The project creates value when people adopt the new processes, information becomes more reliable and 

the intended operational measures improve.



10. Decision Summary And 90-day Action Plan
The immediate objective is not to select a product as quickly as possible. It is to become ready to make a defensible decision. A 

disciplined first 90 days should create clarity on the case for change, future priorities, evaluation method and internal capacity 

before significant commercial commitments are made.

PERIOD PRIORITY ACTIONS OUTPUTS

Days 1-30: Diagnose Appoint sponsor and programme lead; 

gather evidence of operational pain; 

assess readiness; identify priority 

processes and stakeholders.

Case for change, governance outline 

and readiness gaps

Days 31-60: Design Define outcomes and measures; map 

priority processes; assign data 

owners; identify architecture, security 

and integration constraints.

Outcome framework, process/data 

canvas and blueprint

Days 61-90: Define and engage Prioritise requirements; approve 

scorecard and demo scenarios; 

establish TCO assumptions; prepare 

market engagement and due 

diligence.

Evaluation pack, commercial model 

and shortlist approach

Final Buyer Checklist

We can explain why change is needed without referring to a particular vendor.

The proposed outcomes are measurable and have named business owners.

Priority future processes and justified exceptions are understood.

Core data domains have owners and a migration approach.

Integration, security, resilience, privacy, AI and exit requirements are visible.

Requirements are prioritised and linked to realistic scenarios.

The product, implementation partner and named delivery team are evaluated separately.

Commercial comparison includes full TCO, internal effort and future change.

Implementation assumptions are reflected in the selection decision and contract.

Adoption, benefits and optimisation continue beyond go-live.

THE DECISION IN ONE SENTENCE

Select the ERP environment and delivery relationship that offer the strongest evidence of improving how your 

organisation operates - at a cost, level of risk and pace of change it can realistically support.

Closing Perspective

ERP can connect finance, operations and supply chain within a more consistent business platform. But connection alone does 

not create improvement. Value depends on clearer processes, trusted data, informed decisions and people using the new 

environment as intended.

The strongest buyers remain open to what technology can enable while staying disciplined about the business problem. They 

ask suppliers to demonstrate evidence, expose delivery assumptions early and plan adoption before signing. Most importantly, 

they treat ERP as a continuing operating capability rather than a one-off technology project.
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