
Step 1:  
Do an ROI 
check

When? Monthly or quarterly for the first 6 months

How long? Allow an hour

Who? You		

This involves going back to your business case and ROI projections (from Step 2)  
and comparing it to the actual benefits the software has brought you. You can do it  
quarterly if you prefer.

Step 2:  
Run a  
‘Lessons 
Learned’  
workshop

When? Around 2 months in

How long? Allow 2 hours

Who? You, managers, users (or user representatives)	

This is a good way to get a broader view on how the new software is doing, 
giving all users a chance to express their views, share knowledge and see if more 
training or support is required. It’s also a good time to review the purchase and 
implementation process too: what could have gone better? Here’s a rough agenda 
you could use:

•	 Are people using the new system? All of them or just some?

•	 Are they using it the way you intended?

•	 Did the implementation period ever really end, does the new software feel 
embedded? 

•	 Are people still leaning on old ways of working?

•	 How successful are your support resources? Do you need more?

•	 What impact has the new solution had on staff? Has anyone’s role changed 
significantly as a result?

•	 Have there been any unintended consequences, positive or negative?

•	 Have new issues become apparent, e.g., skills shortages have been revealed 
which you may not have been aware of?

Step 3:  
Decide what  
to do next

When? 6 months in

How long? Allow 2 hours

Who? You, senior managers, finance team	

After your ROI check and workshop, you’ll have a good idea of how successful 
 – or otherwise – your software purchase has been. That brings you to our software 
decision tree.

Review calendar
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1. Setting your 
 objective

2. Justifying 
your budget

3. Creating your  
shopping list

4. Buying with  
confidence

5. Making it work  
for the team

6. Getting your
money’s worth

You’re in Step 6 of the SME Guide to Choosing Software. For more templates and guidance please go to bethebusiness.tools

New so�ware all good?

Benefits could be be�er?

Are the costs too high?

Found a be�er way 
to achieve what you 
wanted?

Can you cancel your 
order or contract?

Are you paying 
for features 
you’re not using?

Can you negotiate 
with the vendor?

Revisit our Features 
shopping list
The so�ware you’ve chosen might 
not be the best one to serve your 
purpose and your budget. Check 
your list of required functionality 
and check if there’s anything the 
vendor can do.

Keep the so
ware but 
review our Team & tech 
tipsheet
You may have missed a couple of 
things when you were buying or 
installing it. Or you might need 
to take the team through a bit 
more training. It’s very common 
for benefits to take a while 
to bed in.

Think about keeping the 
so
ware anyway
OK, so the so�ware  might not 
be all you hoped it would be but 
see if there are any secondary/ 
surprise benefits  that make it 
worth keeping. It may well be 
worth persevering with an 
imperfect solution in order to 
avoid switching costs.

Cut your losses and 
cancel
Phew. Check your 
agreement for 
cancellation penalties. 
Or see if you can switch 
to a di erent product 
from the same vendor.

Negotiate a di�erent 
deal – revisit our 
Buyers guide 
Be super clear on the bells 
and whistles you’re happy to 
pay for and the ones you’re 
not. Don’t forget, they’re not 
doing you a favour, it’s in 
their interests to make sure 
you’re satisfied with their 
product.

Start the so
ware 
selection process again – 
revisit our Objectives 
template
You’re not alone. A lot of the 
small businesses we’ve spoken to 
have had their fingers burned or 
gone through a few frustrations 
before they found the right 
so�ware. Buying so�ware is not 
straightforward – think of it as a 
learning process. 
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Whatever path you’ve taken, we’d love to hear 
your so
ware buying story. Get in touch.

Keep the so
ware 
and squeeze the 
pips out of it!
Your so�ware is doing 
its job, congratulations! 
Keep looking for ways 
to get more out of it 
over time: identify new 
use cases, stay on top 
of upgrades and 
additional features.

Keep the so
ware but try 
to reduce costs
You could talk to your vendor and 
reduce costs by re-scoping or 
re-negotiating your deal. Worth a 
try before you take any more 
significant action.
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