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ERP or how to make the transition
from a small to a multinational producer
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There is a conflict between programme sellers and buyers!

Z The seller wishes to  disclose as little as z The buyer thinks they will close the price and
possible. receive the service as a turnkey.

z The selleris primarily interested in selling
licences and reduce the number of working hours
related to implementation of software.

Zz Buyer feels being cheated when actual working
hours exceed budgeted.

z License fees have been paid. No way back.

Rule of thumb: Implementation costs are approximately as much as a
licence fee!

(100K licence + 100K implementation )

Implementation includes analysis, training and adjustment of guidelines.
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