


AND HE WANTS HIS NEW SYSTEM

TO BE… AWESOME!

THIS IS PETE.

HE’S FINALLY GOING TO UPGRADE

FROM SAGE 50.
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PETE WILL FIND SOMEONE TO GET HIM

THE SYSTEM THAT TICKS ALL THE BOXES.

PETE KNOWS HIS CURRENT SYSTEM

DOESN’T DO EVERYTHING.

HE DECIDES TO WRITE A LIST

OF REQUIREMENTS FOR THE

NEW SYSTEM.
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PETE INTERVIEWS SOME ERP

PARTNERS TO SEE IF THEY SHARE

HIS VISION OF AN ALL SINGING,

ALL DANCING SYSTEM.

IT TURNS OUT THEIR SYSTEM CAN 

DO EXACTLY WHAT PETE’S ASKED

FOR, BUT IT WILL BE A ‘BIT MORE’ 

THAN HE WAS EXPECTING. PETE’S 

OK WITH THIS.

AFTER ALL, YOU HAVE TO 

SPECULATE TO ACCUMULATE, 

RIGHT?
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9 MONTHS LATER, PETE’S STILL NOT QUITE LIVE YET.

THE DEVELOPMENT OF THE SYSTEM HAS BEEN REALLY

TIME CONSUMING, AND HARD TO GET RIGHT.

PETE’S STARTING TO WORRY HE MIGHT NOT EVEN

NEED ALL THIS FUNCTIONALITY. TOO LATE TO

BACK OUT NOW?
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HE DID IT! PETE’S FINALLY LIVE. BUT, PETE’S BEEN PULLING ALL NIGHTERS

FOR 6 MONTHS. AND IT’S COST HIM A FORTUNE.

AND IT’S WEIRD, EVEN WITH THE NEW SYSTEM, CUSTOMERS

AREN’T QUITE GETTING WHAT THEY WANTED AND

HAVEN’T BEEN ABLE TO GET IN TOUCH

WITH PETE FOR AGES!
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SUZY’S LOOKING FOR A NEW SYSTEM TOO.

HER EXISTING SYSTEM IS ALRIGHT BUT

SHE KNOWS IT NEEDS TO DO MORE TO

SUPPORT HER BIG BUSINESS DREAMS.

SHE CAN SEE A LOT OF BIG PROMISES

FROM PARTNER WEBSITES BUT IS

WORRIED THEY’LL BE OVER

COMPLICATED AND EXPENSIVE.

SHE JUST WANTS TO BRING HER BUSINESS INTO THE 21ST CENTURY. IDEALLY

THE SYSTEM WOULD AUTOMATE PROCESSES AND GET HER TEAM IN FRONT OF

CUSTOMERS MORE, BUT SHE’S WARY OF RUNNING BEFORE SHE CAN WALK.
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SUZY DOESN’T WANT TO GET

BOGGED DOWN IN DETAILED

REQUIREMENT LISTS.

SHE WANTS A SYSTEM THAT’LL

SIMPLIFY THINGS AND IMPROVE

PROCESSES! SHE JUST NEEDS

TO KNOW IT CAN GROW WITH HER

BUSINESS, SO EXTRA FUNCTIONALITY

CAN BE TURNED ON LATER.

AFTER ALL, ANYTHING’S BETTER

THAN WHAT THEY’RE USING NOW.
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SUZY SEES SOME ONLINE DEMOS FROM CLOUD ERP PROVIDERS. THEY GET

WHAT SHE’S AFTER.

THEIR SYSTEMS CAN GO LIVE QUICKLY, AND HAVE THE ABILITY TO SCALE UP

AS HER BUSINESS DOES.

SHE CAN DEPLOY FINANCE FIRST AND FUTURE MODULES AFTER SHE’S LIVE.

THEY DIDN’T TRY TO SELL HER THE DREAM, WITH PLENTY OF DAYS ATTACHED.
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IT’S 1 MONTH IN. SUZY’S TESTING THE NEW SYSTEM.

THE PARTNER HAS PROPOSED MVP (MINIMUM VIABLE PRODUCT)

AS A GOOD PLACE TO START.

ONCE SUZY KNOWS THE SYSTEM, THEY SAY, IT’LL BE EASIER

TO UNDERSTAND WHERE TO INVEST AS A PHASE 2.
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IT’S ANOTHER 2 MONTHS IN. THE SYSTEM’S RUNNING GREAT AND SUZY’S

PRETTY MUCH THERE WITH PHASE 2 AS WELL.

IT’S BEEN CHEAPER THAN SHE EXPECTED AS THE THINGS SHE THOUGHT SHE

MIGHT WANT WEREN’T NEEDED IN THE END. PUTTING IN THE BASICS AS AN

MVP FIRST WAS DEFINITELY THE RIGHT WAY TO GO!
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We’ve done a lot of implementations of Dynamics 
over the last 15 years. Navision, NAV, Business 
Central. We’ve also learned a lot of lessons along 
the way. And while many of those implementations 
have been very different, the lessons learned have 
been basically the same. 

In short, “KEEP IT SIMPLE!”.

    That’s all well and good with a smaller finance 
project, but we’re a manufacturer and distributor. 
We need to have integration with logistics, and we 
need to develop it to suit our existing sales, goods 
in scanning, warehousing, production and 3PL 
processes, along with EDI feeds from our 12 
biggest customers!

Salespeople get bigger commissions, partner 
senior management see big wins, consultants and 
developers are kept busy.
 
There’s also a ‘the customer is always right’ 
mentality, which often means partners saying 
“Yes” to a requirement, instead of “why do you 
need this?” or at least “why do you need this for 
Day 1?”.

And for sure, some accountability must sit with the 
customer or CIO who thinks that every system 
needs to be borderline self-aware, with features 
and functions from Enterprise level systems in 
their project.

SO WHAT’S THE SOLUTION?
 
How do we change that mindset of partners 
looking to maximise deal value? And the IT 
manager with a 300 item MoSCoW list that looks 
like a bag of M&M’s?

WE SAY THE ANSWER IS MVP. GO LIVE WITH 
THE MINIMUM VIABLE PRODUCT. 

If you’re a customer, ask this of your partner. The 
reason being, is that even the base product of 
whatever you’re switching to, is likely streets 
ahead of what you’re using now. Whether that’s 
from an old green screen AS/400 to Dynamics 365 
Finance and Operations, or from QuickBooks or 
Sage to Dynamics 365 Business Central. So even 
with the same set of headline functionality, you’ll 
be getting benefits from Day 1.
 
In our case, we see customers going live with just 
the core financial module of Business Central. But 
even then, they’re able to automate the creation of 
purchase invoices from an Outlook mailbox, along 
with sending them for approval using Microsoft 
Power Automate (Flow). They can edit data in 
Excel, and push it back into the system. They can 
connect to Power BI to report on their financial 
information. And all of this is completely standard 
and can therefore be deployed quickly. 

Another advantage to this approach is system 
familiarity. Deploying all modules of an ERP 
system puts a lot of pressure on super users and 
end users. Trying to automate all processes and 
learn the system at the same time means more 
training and UAT, along with doing a day job. 
Inevitably the testing doesn’t get a look in!

And finally, a lot of the big requirement lists we see 
are because the existing system is, basically, 
garbage. There’s the concern that if functionality 
isn’t in on Day 1, that it never will be, and also that 
the same workarounds needed currently will still 
be needed. By getting users up to speed on the 
MVP system, they can work out new ways of 
working. The requirements list for a Phase 2 
suddenly becomes much shorter. It might even be 
possible to take a ‘postmodern ERP’ approach as 
Gartner calls it, and to integrate specialised 
systems into the core ERP, instead of having the 
core system developed to satisfy a requirements 
list.

LESSONS LEARNT
 
Going back to my opening paragraph – we learned 
this lesson the hard way. We weren’t strong 
enough to push back on requirement lists, and we 
were also tempted by large numbers of days. 
Projects went badly and scope creep crept in. We 
wanted to help customers, but in the end they 
weren’t that happy.

DOING THINGS DIFFERENTLY

The way we do things now is fast, and simple. We 
have happy customers and successful 
implementations. For sure some customers want 
more complexity, but we get you live first, and 
build from there. We’d encourage you to do the 
same, and learn from our years of experience, 
instead of from a failed project.
 
Our KickStart implementation is the ideal way to 
get up and running with an MVP of Business 
Central. Once we’ve collected your chart of 
accounts and had our initial consultation meeting, 
we can get you up and running with Business 
Central in just ONE WEEK!

TALK TO US IF THIS SOUNDS LIKE A GOOD 
FIT FOR YOU!

EMAIL US AT: 
HELLO@COOPERPARRYIT.COM

OR CALL US ON: 
0133 241 1163

My answer to that would be – how do you do it 
now? If you have all that in place currently, and it’s 
well documented, and works nicely, then sure. 
Maybe that can be in scope for Day 1. But most 
businesses don’t have that already, it’s a utopia for 
the new system. Somehow though, it becomes 
‘must have’ functionality, the project can’t go live 
without it, and the implementation fee balloons. 

To be clear, this is one of the reasons ERP 
projects fail. And that comes at a cost.

Below are some great examples of what can go 
wrong!

SO HOW DO ‘NICE TO HAVES’ BECOME 
‘MUST HAVES’?
 
Well, for sure some of the blame, if we must assign 
it, rests with the partners implementing systems. 
In a world of day rate professional services, bigger 
projects with large numbers of days, pay the bills. 

STEVE BROOKS
CONSULTANCY DIRECTOR

WE ASK OUR CONSULTANCY 
DIRECTOR STEVE BROOKS:  

WHAT’S YOUR ADVICE 
WHEN SWITCHING TO A 
NEW ERP SYSTEM? 

    GETTING LIVE QUICKLY OR AIMING FOR A 
‘MINIMUM VIABLE PRODUCT’ OVER 
‘EVERYTHING HAS TO BE THERE FOR DAY 1’ 
IS ALWAYS OUR ADVICE FOR NEW SYSTEMS. 

ERP DISASTER ZONE: THE MOSTLY COSTLY FAILURES 
OF THE PAST DECADE. THE REGISTER.COM

15 FAMOUS ERP DISASTERS, DUSTUPS AND 
DISAPPOINTMENTS. CIO.COM
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