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According to recent research, the global accounting software market is 
expected to reach more than $17 billion annually by the end of 2023, 
growing at a rate between 7 and 8 percent each year. 

In other words: it’s big.

That shouldn’t come as a surprise. Every business needs an accounting 
system. Back in the day companies could get by with basic, manual 
bookkeeping ledgers (remember One-Write?) or even just a simple 
spreadsheet. Many businesses, even today, still do that. But those 
numbers are dwindling, mostly due to the overwhelming number of 
very inexpensive or even free cloud-based accounting applications 
that can be easily setup and used by those with little or no accounting 
knowledge.

So if you’re one of the business owners or managers that will be in the 
market for either a new accounting software or one that will replace 
your existing system then you’re certainly not alone. And you’ve picked 
up the right book. 

In the following pages, I’m going to share with you my experiences based 
on the past 25 years of selling and implementing accounting softwares 
to hundreds of small businesses and thousands of their employees. I’ve 
made plenty of mistakes and had plenty of successes. Most importantly, 
I’ve learned from clients much smarter than me how to go about the 
buying process the right way. 

So let’s get started.

INTRODUCTION

https://www.marketwatch.com/press-release/accounting-software-market-2018-global-industry---leading-players-market-volume-trends-opportunities-market-study-and-foresight-to-2023-2018-12-13
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I’m sure you’re expert at whatever your business 
does. But I’m also sure about something else: you 
don’t select and implement accounting systems 
for a living. My firm does. That’s how I earn my 
livelihood. You need to learn more about me.

My firm is not unlike thousands of other software 
“partners” and similar technology companies 
around the world. We don’t make the accounting 
software. Other companies like Intuit, Xero and 
Sage do. What we do is sell the software and then 
we implement it. 

Like any reseller we make a margin, which can 
be anywhere from 10-20% of a deal, depending 
on the product and the size of the transaction. 
But the money we make from the software is 
sadly not going to pay for my kids’ college tuition 
anytime soon. We make the real money from the 
services we provide. We charge an hourly rate. We 
sell “blocks” of time. Sometimes we do fixed-fee 
projects. 

We get paid to help our clients get the most value 
from the accounting software that they purchased.

We don’t care where the software has been 
installed. But we do prefer that it’s hosted with a 
reputable cloud based service provider that can 
make it easily available on any device, ensure its 
best performance, support it, secure it and back up 
the data. When that’s been assured, then we can 
best do our job.

That job includes setting up the software, 
users and application security. It also includes 
customizing the screens, adding and editing 
reports, setting up workflows and automation, 
integrating it with other applications, migrating 
data in and out as well offering lots and lots of 
consulting and training for getting the best use out 
of the system. That’s what we do. That’s what a 
good partner does.

CHAPTER 1 
USE A PARTNER

You should be asking your software vendor to 
provide a list of recommended partners. Or you 
can search for a partner on LinkedIn, Guru or 
generally online. 

These partners should be certified and 
knowledgeable about the product. They should 
have a good amount - a few years at least - of 
experience with the software and they should 
readily supply you with references. Have the 
partners demonstrate the software (a few times 
even – we’ll discuss this later in the book) and offer 
up their recommendations as to how they can help 
you best implement it. Ask them specific questions 
about what they would specifically do for your 
specific issues at your company. Get them to stand 
by their estimates for implementation. 

Oh, and talk to a few partners. Different firms 
have different approaches….and costs. Remember, 
although it’s helpful to work with someone local 
it’s not necessarily required, particularly if your 
accounting is hosted with a good cloud-based 
provider.

A good software partner will represent you and 
liaise on your behalf with the vendor if there are 
any technical issues. They will offer resources, 
webinars, whitepapers and other documentation 
to help you. They will encourage you to learn as 
much as you can on your own so that you’re able 
to work with the system independently. They will 
be available if you need help. And they’ll be greedy! 
Not in a bad way, but they should always be making 
suggestions and offering services to help you use 
your system to its fullest. There’s nothing wrong 
with that.

Remember, you’re not an expert with the software. 
You don’t know the best way to use it. You’re not 
aware of the minefields to avoid and the strongest 
capabilities to adopt. You can’t do this alone. You 
need a good partner to work along with you if you 
want to succeed with your accounting system.
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What do you do when a prospect asks you to 
provide customer references? This happens all 
the time to me. So I’m sure you just go through 
your customer list, and pick out a few that were 
unhappy with the work you did. Or a few that 
complained a lot. Or maybe one or two who asked 
for refunds. Right?

No, that will never happen. When you give out 
references you’re always going to provide the 
names of your very best customers - the ones 
who you know will praise your company, rave 
about your products and celebrate all that you do. 
There’s nothing wrong with that. We all do it. So 
why should software firms be any different? When 
you ask them for a reference or two do you think 
they’re going to give you the names of unhappy 
customers? Of course not.

And yet, this is so important! You need to speak 
to current users of the application who can 
independently tell you the good, bad and ugly 
about the software and the vendor. Maybe the 
support is terrible. Or there are a lot of bugs. 
Or something that was promised doesn’t work. 
You want to know if there are skeletons in the 
closet. You want to get the word directly from a 
few people in the trenches before you make this 
commitment.

So how can you truly get a fair representation of 
the application and not just a positive thumbs-up 
from a customer that was spoon-fed to you by the 
vendor? Here’s something I’ve learned from a few 
smart clients: go to the job sites.

Yes, the job sites. Monster. Indeed. Career Builder. 
Ladders. LinkedIn. 

Go to those sites and do some searching. Search 
using the name of the accounting application you’re 
considering. When you do that you’ll likely get a list 

CHAPTER 2
GET INDEPENDENT 
REFERENCES

of companies who have open jobs for candidates 
that have experience with those products - 
because when we’re looking for a new person in 
our accounting area we’re looking for someone 
who knows our software, right?

Call up some of those companies. Ask for the 
controller, accounting manager or anyone in 
the accounting department. Be completely 
transparent. Tell them that you found their 
name on a job site and that you’re evaluating the 
accounting software that their company is using. 
Then ask what they think of the software. Most 
people like to help and would happily spend a few 
minutes giving you their feedback.

There! Now you’ve managed to gather information 
about the application from a completely 
autonomous source that was unverified by the 
software vendor. To me it’s the best way to get an 
independent reference. It’s also a critical strategy 
to make sure you’re getting all the information you 
need from real life users before you go all-in.

“Go to the job sites.”
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You’re about to spend potentially thousands of 
dollars over the next few years on a software 
application and services. Maybe you should gamble 
a few hundred before doing that? If you agree, then 
I have a suggestion: go to the vendor’s conference.

The best software vendors do these events all 
the time. They’re geared towards their users. 
At the conferences, users can get training. They 
can go to business building sessions. They listen 
to well-known keynote speakers.  They wander 
through an exhibit hall where hundreds of third 
party developers and partners are showing off 
their wares. They’ll eat steaks. They may even be 
entertained by a comedian or a one-hit-wonder 
group from the ‘80’s. 

For your purposes, these events are perfect. 
Considering all the money you’re about to spend, 
you won’t find a better group of people to hang 
with for a day or so.

Think about it. These people are living in the 
software. They’re using it every day. They’re trying 
to get trained. They want to learn how to use their 
products better. A fair number of them come to 
these conferences armed with a list of problems 
too. Why? Because what better place than a 
vendor conference to get the support and answer 
they need? There are few salespeople here. It’s 
mostly made up of technical folks. Everyone who’s 
attending (other than you) has already been sold. 
They’re users. And they’re exactly the people you 
want to be talking to.

For the price of a plane ticket, a room at a Marriott 
Courtyard and a few slices of pizza (plus a one-day 
admission ticket) you can wander around talking to 
all the people who either use this product or make 
their livelihood from it. Go ahead - attend a class 
or two that’s relevant to your business. Listen to 
the questions that are asked. Hear the problems...

CHAPTER 3
GO TO A 
CONFERENCE...
BEFORE YOU BUY

or the praises. Then afterwards catch up with a few 
customers. Grill them about the product. Get them 
to spill the beans. Believe me, they’ll do it.

Maybe the timing doesn’t work out for you. Or 
maybe the cost is too prohibitive, relative to the 
investment you’re making in the system. Then 
again maybe you can change your schedule and 
consider the cost to be part of the overall project. 
I know this for sure: if you attend the vendor’s 
conference just for a day you’ll walk away a lot 
smarter about your potential investment then 
if you don’t. And that knowledge may be the 
difference between spending your money wisely, or 
stupidly, on that accounting software.

“Get them to spill 
the beans. Believe 
me, they’ll do it.”
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Once upon a time, I was of the belief that my 
clients’ accounting systems would never be hosted 
in the cloud. 

Sure, I thought, it’s OK to backup some info there. 
Or use it for file management. Or for collaboration, 
communication and customer relationship 
management applications. But an accounting 
system? The core financial data of a company? 
The mission critical information needed to run a 
business? There’s no way that small businesses, let 
alone their accountants, would trust a third party 
hosting service with all of this!

Boy, was I wrong.

The numbers don’t lie. According to recent research 
from Accounting Today more than 58 percent of 
large companies use cloud accounting applications 
and Accountancy Age predicts that by 2020, 78 
percent of small businesses will rely solely on cloud 
technology for their accounting. So what do their 
accountants think? They love it, with more than 
two-thirds of them preferring that their clients 
use a cloud based accounting system according to 
research performed by Sage. 

All of these users - and their advisors - understand 
the benefits of the cloud. Benefits that took me a 
while to grasp.

They understand that when an accounting system 
is hosted online it can be accessed by employees, 
customers, vendors and anyone else granted 
permission from just about anywhere and using 
just about any device. With a cloud based system 
support, upgrades and application fixes can be 
quickly delivered. There is no scheduled downtime 
so you’re always up and running. Integrations 
with other cloud based applications are easier. 
Customizations, reports, and documents can be 
created by experts and consultants from anywhere 

CHAPTER 4
UNDERSTAND 
THE CLOUD

in the world. With the right cloud hosting provider, 
a company’s data is backed up frequently and can 
be restored if there are any problems. Oh, and it 
doesn’t have to be just your accounting application 
– you can bring your entire desktop into the cloud 
and run everything from there.

So what about security?

My smartest clients have learned that by hosting 
their data in the cloud they’re actually improving 
their security, not degrading it. Good hosting 
providers invest significant resources to make sure 
that the data they host is secured by the latest 
tools and technologies available. Why? Because it’s 
their business model to do so. The cloud providers 
assume the liabilities, not you. Frequent lapses in 
security, data breaches or other loss of information 
can quickly undermine the model of a cloud service 
company. Good companies can’t afford for this 
to happen. So they invest in the best people and 
the most up to date tools to ensure that it doesn’t. 
Most small businesses like mine couldn’t dream of 
affording these types of resources.

There’s another very important fact for a buyer 
of accounting software to understand: the cloud 
is here to stay. On-premise applications that are 
installed on local servers are becoming increasingly 
rare. Like the newspaper, I don’t believe they’ll 
entirely go away. But the lion’s share of research 
and development resources spent by today’s 
software firms are being directed at cloud based 
tools. For them it makes both technical and 
financial sense. They can service their customers 
faster and with greater accuracy by maintaining 
a cloud based system rather than thousands of 
separate installations on hardware and networks 
they can’t control. More importantly the cloud 
has given the software industry a way to create a 
consistent revenue stream of monthly fees that has 
boosted their valuations - so what more incentive 
do they need to keep investing, right?

All of these factors add up to this: buyers of 
accounting software are buyers of cloud-based 
accounting software.

https://www.accountingtoday.com/news/the-year-ahead-accounting-experts-look-to-2018
https://www.accountingtoday.com/news/the-year-ahead-accounting-experts-look-to-2018
https://www.accountancyage.com/an-outline-of-cloud-accounting-software/
https://www.sage.com/en-us/news/press-releases/2018/03/accountants-adoption-of-ai-expected-to-increase/
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Ever since I’ve been in the technology business I’ve 
heard clients - particularly small clients - ask me 
the same thing: “When will there be an application 
that does it all?” I’m sorry to say that the day hasn’t 
come...and I’m not expecting it to come anytime 
soon.

The market for accounting software, while huge, 
is very fragmented. It’s almost impossible to 
create a one-size-fits-all application. If you’re a 
manufacturer then you want software that handles 
process manufacturing, bills of materials as well as 
labor and overhead absorption. If you’re in retail 
you want a system that has mobile point-of-sale 
devices and allows you to sell the same products 
from inventory in your store that you’re selling 
online. If you’re in the service business you’re more 
interested in time and expense billing, work orders 
and GPS tracking of your trucks in the field. The list 
goes on. 

No one software can do all that. Which is why 
even though the largest makers of software have 
a good market share, small and midsized software 
shops that create customized, industry-specific 
applications actually dominate. But with this level 
of specificity comes a price. Most of these software 
manufacturers are not big enough to afford the 
kind of research and development resources 
needed to create a one-stop-shop application. In 
fact, many barely have enough to stay current with 
upgrades on their core offerings.

Enter third parties. 

The best software manufacturers recognize that 
they can’t do it all. So they build partnerships 
with smaller firms that create specific add-on 
applications that are able to perform functions 
that the core software doesn’t. You can find these 
partners on a vendor’s “marketplace” or “add-ons” 
or “partner” section of their website. 

CHAPTER 5 
LOOK AT THE 
SOFTWARE’S 
“MARKETPLACE”

Go there and you’ll see lots of options. Intuit, 
for example, has hundreds of third party 
applications that integrate with its core QuickBooks 
products. On their marketplace you can purchase 
applications that will handle everything from 
advanced inventory and sales order processing to 
customer relationship and document management. 
Intuit has partners that have integrated their 
software with communications, collaboration and 
other productivity applications. Even if you’re 
hosting QuickBooks in the cloud, a good managed 
service provider will make many of these add-ons 
available...and support them too. 

Right Networks, for example, supports accounts 
payable and expense management add-ons 
like Bill.com and Expensify. It provides access to 
payroll systems, sales tax calculators, reporting 
applications and tools that improve workflow and 
automation. It offers import/export tools such as 
Transaction Pro and Autofy. Good managed service 
providers also realize that an accounting system 
can’t do it all, no matter how good it is. So they 
offer and support tools that fill in the gaps and 
round out the best solution possible.

When researching our next accounting application 
or cloud provider, make sure the vendor has a large 
community of partners and developers that have 
created add-ons. There should always be a growing 
marketplace.
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One of the best pieces of advice I ever received 
was from a client of mine over twenty years ago. 
She told me how she deals with big problems 
(and projects). “It’s not as hard as people think,” 
she said. “All you need to do is break it down into 
smaller pieces. And give yourself time.”

If you’re planning on buying accounting software, 
consider that. Break down your project. And play 
the long game. 

Your accounting software is going to significantly 
disrupt your company. Even if you’re just a two-
person shop, you’ll be spending days getting 
it up and running and learning how to use it. If 
your company is bigger than that, then many 
more people and areas will be affected. You 
might have to change the way you do orders, buy 
materials, capture time spent on jobs, process 
payroll and report on activities. Today’s accounting 
applications reach into most aspects of a business. 
Implementing one is a big project. 

It’s in the vendor’s interest to persuade you to buy 
as much software as possible as soon as possible. 
They’ll dangle discounts, offers and incentives to 
nudge you in this direction. Don’t let that happen. 
It is in your best interest to take a deep breath and 
plan on a longer term implementation. You don’t 
have to change the world - or even your company 
- in 30 days. You can take six or even eighteen 
months. There are at least three big advantages to 
doing this.

For starters, it’s easier on your staff. Change is 
difficult and people don’t like it. Learning a new 
application takes time. Replacing an old application 
with a new one will be complicated and cause 
overlapping of work and double duty of data entry. 
Testing and evaluations will be needed. Training 
will be required. All of this will be expected to be 
accomplished while your people are still meeting 

CHAPTER 6
PLAY THE LONG 
GAME

their usual responsibilities. It’s not in your interest 
or theirs to over-stress them. 

For each phase, you can match cost vs. return. 
When you lay out specific objectives to be 
accomplished on a phase by phase basis you can 
more easily monitor your progress towards those 
objectives. You can track expenses and then you 
can evaluate whether achieving those goals have 
paid off. By spreading out your project into phases 
you’re giving yourself much more time to address 
issues and increase your probability of success.

Finally, by taking a longer term approach you 
will find yourself making decisions about the 
software implementation with more experience 
and knowledge. You may decide not to purchase 
that additional module that the vendor was 
recommending at the beginning because you’re 
able to accomplish what you need without it. You 
may opt for less customizations, fewer reports and 
scaled back automation based on what you know 
about the software, how your people are using it 
and what benefits you’ll realistically achieve. When 
you first buy an accounting application you’re 
mostly ignorant about it. A year later, with lots of 
experience (and maybe a conference or two) under 
your belt, you’ll find yourself making decisions with 
much more confidence.

So play the long game. Have a long term plan. 
Work with vendors and partners who share this 
perspective. Avoid those people that ask you to 
take on too much too fast. They are not looking out 
for your best interests.
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I’ve been involved in hundreds of technology 
implementations over that past two decades and if 
there’s one thing that makes a difference it’s when 
a client has assigned ownership of the project to 
someone internal. 

The owner is the person who is fully responsible 
for your accounting system. In the end, and despite 
everything that a software vendor will tell you, 
your accounting system is nothing more than a 
big database – actually a big, important database 
that holds information about all of your financial 
transactions. 

That’s where the owner comes in. All of that data 
needs to be under someone’s watchful eye. There 
will be mistakes, bad information, empty fields and 
out of date details. None of this is the owner’s fault. 
But it’s the owner’s responsibility to get it fixed and 
to implement controls to make sure that it doesn’t 
happen again.

Your owner needs to be involved at the very 
beginning of your accounting software search. Your 
owner also should be one of the main decision 
makers when you make your choice because it’ll 
be the owner who has to live with that system for 
the foreseeable future. The owner should know 
this system very well even before purchasing it. 
The owner should have the opportunity to build a 
relationship with the vendor and any partners or 
developers. If you take me up on the advice given 
previously in this book it should be the owner 
who goes to the vendor’s conference before you 
purchase the software so that the owner can meet 
people from the company, get some training and 
ask questions about the application.

The owner should make you feel comfortable that 
he or she is able to learn whatever is necessary to 
ensure that your software implementation will go 
as smooth as possible, and you should be prepared 
to invest in that education. Get that person 

CHAPTER 7
ASSIGN AN 
INTERNAL OWNER 
FROM THE GET-GO

certified! Ultimately it will be that person who will 
be your go-to resource internally. You want to make 
sure that the owner is about as knowledgeable of 
the software as any expert out there. You’ll want to 
budget for continuous education and for the owner 
to learn the product. 

The owner should be living in the system every 
day. It should be someone in house - like your 
accountant, controller or bookkeeper. It shouldn’t 
be your IT person because the owner also has to 
be a power user as well. If you don’t have someone 
who can fill this role or resources are too tight then 
you may need to hire someone to do this job. 

Should there be more than one owner? Perhaps.  
It depends on the size of your implementation  
and how easy it would be to fill in for the owner if 
need be.

And what is this job? Answering employee 
questions. Customizing screens and forms. 
Creating reports, queries and analysis. Importing 
and exporting data. Setting up workflows and 
automation. Liaising with your cloud service 
provider who may be hosting your system. Working 
with outside firms when integrations are needed. 
Suggesting new ways to use the system better. 
Troubleshooting problems whenever they occur. 
Implementing internal controls over the data.

This is an expense. Even if the person is already 
on your payroll, you’ll be taking him or her away 
from other tasks. Make sure you’re budgeting 
for this from the very beginning and getting the 
owner involved on day one of your search. And 
be warned: if you don’t have this person in place 
or you don’t plan on bringing someone on to 
fill this role then you may want to reconsider an 
investment in a new accounting system until  
you’re ready.
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When people want to know how to truly evaluate 
an accounting application before making the 
purchase I always give this advice: begin at the end.

As I’ve written before in this book, an accounting 
system - despite what the vendors may tell 
you - is nothing more than a big database. So 
think about it. What use is this database? It’s 
to store information so that you can use to run 
your business. How do you use this information? 
Through its outputs. In other words, the value of an 
accounting system is all about what comes out of it.

And you’ve got a lot of things coming out of your 
accounting system. Invoices. Purchase and sales 
orders. Purchase requisition forms. Checks (or 
electronic payments). Payroll data. Customer 
information. Contracts, estimates, quotes and 
proposals. Then there are the reports you’ll be 
needing. A simple accounts receivable aging. A 
detailed general ledger transaction history. Gross 
margin analysis. Sales by customer data. And of 
course, financials: a good balance sheet and then 
income statements comparing your current period 
to prior periods and budgets. 

So it’s all about the output. Which is why it’s always 
best to begin at the end.

As you narrow down your pool of potential 
vendors you’re going to want to focus on all the 
output that their system provides. How does their 
invoice look? Must you print out checks or will the 
system integrate directly to your bank’s e-payment 
system? Are the reports in the form you expect 
to see? Can all this stuff be delivered directly to 
your customer, you, your accountant via chat, 
text or messenger? Can you customize the forms 
that come out of the system? Change the existing 
reports? Easily create new ones? 

CHAPTER 8
BEGIN AT THE END

By beginning at the end you’ll not only know how 
your information is coming out of the system 
but you’ll better understand what you and 
your employees will need to do to get the right 
information into the system. Will much training 
be required? Customizations? Is the user interface 
intuitive? Complex? 

Accounting systems are no different than any other 
enterprise software applications. They’re database 
covered in data entry forms. You only care about 
the information you need that comes out of it so 
that you can run your business effectively. Which is 
why you must always begin at the end when doing 
your evaluation.

“It’s always best to 
begin at the end.”
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Ah, the software demo. Everyone dreads it. But it’s 
a necessary evil in the software selection process. 
A rite of passage.

But let’s not diss the demos. That’s because they 
really are important. But only if they’re done with 
the right approach. So here are a few things to 
keep in mind.

For starters, when it comes it to the demo, you are 
truly like John Snow: you know nothing. (And if you 
didn’t get that joke then you’ve got some Game 
of Thrones watching to do!). You’re looking at the 
software for the first time. You’re ignorant. You’re 
confused. You’ve probably seen other softwares so 
you’ll probably get them mixed up. Meanwhile, this 
is the full time job of the person who’s giving the 
demo. They know everything inside out. They know 
how to navigate around any trouble spots. They 
have the advantage.

And believe me - this is coming from a guy who’s 
literally given a thousand software demos - the 
person doing the demo can pretty much make 
things up and you’re going to have to take it as 
gospel because what else do you know? My advice: 
accept this fact and ask all the “dumb” questions 
you want. 

So given that my suggestion is to double down 
on your demos, get multiple ones. Beat up the 
software vendor. It’s not uncommon for me to give 
three, four, five demos to the same people. I get it. 
It takes a while for these things to sink in. But even 
as you double down, have a demo plan.

For example, your first demo should just be to you, 
the qualifier. You may sit through ten demos for ten 
different software applications with the objective 
of disqualifying all of them except for three. The 
demo should be a 30,000-foot overview so that the 
salesperson can show all the great, canned stuff 

CHAPTER 9
DOUBLE DOWN ON 
YOUR DEMOS

they’ve been trained to show. That’s OK. You’re 
looking at the software’s interface, it’s usability, it’s 
speed, it’s friendliness and you’re asking questions 
about the company, their support and their 
community. From this information you should be 
able to pare things down to a few finalists.

Your next demo should be the exact same, but now 
you will include more people from your company 
to get their input. You’ve done them a favor by 
whittling down the list to three or so candidates. 
Now they can get a chance to evaluate the software 
using the same factors I mentioned above.

Finally, you want to schedule a series of demos 
that really tests the person doing them. Send them 
some of your data (invoice, customer, inventory, 
etc.) in advance. Ask them to put themselves in 
scenarios as if they were using the software in 
their company. Have them walk you through the 
exact steps for doing a quote, preparing an invoice, 
collecting cash, buying inventory, managing time...
whatever core processes you have. Make sure they 
demonstrate reports and output too.

When you double down your demos you’re really 
getting some training at the same time. Some of 
my best clients have software “owners” (see my 
previous chapter) who by the time the demos are 
done are familiar enough with the software to start 
using it in a test environment. 

Finally...use it in a test environment. Your vendor 
should offer trial subscriptions or a demo system 
for you to really kick the tires. You should be 
familiar enough with the software at this point 
to be able to run with it without spinning wheels. 
Practice some data entry and - most importantly - 
rope in a few workmates to do the same. You want 
to build a consensus here.

Make no mistake: watching a demo is kind of like 
watching a 2018 Phillies game. There’s not a lot 
of action. But unlike my beloved team, you’re not 
going to switch off. You have to do this, and you 
have to pay attention. You’re going to live with this 
software for a long time so now’s your chance to 
really make sure it’s the right fit for you and your 
company.
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So have you decided? Are you ready to buy a new 
accounting software for your company? Well guess 
what? You’re actually not buying the software. 
You’re buying into a relationship with the company 
that makes it.

Accounting software has been around for 
decades. So it’s a safe bet to assume that most 
of the applications - particularly the mainstream 
ones - are going to do to the stuff that you need 
it to do. They’ll handle the typical billing, paying 
and managing of financial transactions that any 
accountant would require. And sure, some may be 
a better fit for your company, more customizable, 
flexible or scalable. 

But in the end, that’s not what’s most important. 
It’s not the software. It’s the company behind it. 

You are entering a partnership with a company 
that is going to be a critical part of your business 
going forward. Their software is going to house 
your core data. Their developers are going to be 
responsible for making sure the software works. 
Their customer service team will be instrumental 
in helping solve any technical support issues. Their 
partners will be training, implementing and also 
potentially hosting the solution. Their community 
will be an important part of your life going forward.

As much as you’re researching the application 
you need to be researching the company. Are 
they financially sound? Will they be around 10 
years from now? Is there leadership committed, 
experienced and passionate? Are they easy to work 
with? Do they have a large community of users, 
partners and developers? Do they have a long term 
plan? Will their technology be obsolete? What do 
analysts and peer reviewers say about them? How 
do they conduct themselves on social media and in 
the press? Are they all about your success...or their 
own? Do they care about your implementation, or 
just that you pay your monthly fees?

CHAPTER 10
YOU’RE ACTUALLY 
BUYING SOMETHING 
OTHER THAN SOFTWARE

The largest software vendors are looking to create 
customers for life. They want you to start with 
their accounting offerings and then evolve into 
using their other products so that you’re tied into 
them. This is a good thing if it’s a good company 
with good technology. Otherwise, you’ll need to be 
careful.

It’s not just the software you’re buying. It’s a long 
term relationship.

“It’s not the software. 
It’s the company 
behind it.”
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