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Which decision matters most when a Singapore enterprise buys CRM or ERP? The direct answer: the choice of
implementation partner determines the outcome more than the choice of software. Two organisations running
the identical platform routinely get opposite results, because the partner controls the variables that actually decide
success — requirements discipline, process design, data migration, testing, change management and how far
customisation is allowed to run. This report maps the 2026 Singapore market for the technology leaders, CFOs and
procurement teams who have to make that decision: the software platforms, the partner landscape, what projects cost
and how long they take, why they fail, and the compliance and grant context that shapes every deal. It is the report
companion to the full CRM and ERP Implementation Partners buyer's guide.

Report at a glance: Implementation typically costs 1-3x the first-year software subscription (up to ~5x for large on-
premise SAP or Oracle) - Software licences are only ~20-35% of first-year spend - McKinsey and Oxford (5,400+
projects): large IT projects run 45% over budget and deliver 56% less value than predicted - SAP ECC / Business Suite
7 mainstream maintenance ends 31 December 2027 (extended to 2030 at a premium) - Singapore grants: PSG up to
50% capped S$S$30,000; EDG up to 50% for SMEs; the new EDGE grant from 2H2026 (up to S$100,000/year) - Partner
tiers: global integrators, platform specialists and Singapore-based mid-market firms. Full 9-page PDF available for
download.

Executive summary

CRM and ERP selection is two decisions, and the second — the implementation partner — is where most of the risk
and most of the value sit. The software decision matters: it sets the functional ceiling, the integration model and the
licensing cost. But the platforms at the top of the market are all capable, and the recurring finding across two decades
of enterprise programmes is that outcomes diverge on execution, not on the logo on the login screen. The
organisations that get disciplined requirements, clean data, contained customisation and real change management
succeed on almost any competent platform; the organisations that do not fail on all of them.

CRM runs the front office — sales, marketing, service and the customer record. ERP runs the back office — finance,
procurement, inventory, manufacturing and HR. Kept in sync, they remove re-keying, shorten the order-to-cash cycle
and give the business one version of the truth. The choice of an integrated suite (Microsoft Dynamics 365, Oracle
NetSuite, SAP) versus best-of-breed-plus-integration (Salesforce paired with SAP or NetSuite) is a genuine architectural
decision, not a branding preference — but in either shape, the CRM-to-ERP integration is not optional.

The Singapore partner market has three tiers, and matching the tier to the project is the core skill. Global integrators
bring method, scale and multi-country reach at premium rates, with a real risk of junior staffing. Platform specialists
concentrate deep certification in one vendor's stack. Singapore-based mid-market firms — NCS as the local
heavyweight, alongside AFON, sa.global, PointStar and others — frequently give senior attention and lower rates on
mid-market and industry-niche work. This report gives you the platform landscape, an honest read of the analyst
rankings, a partner comparison, the cost and timeline benchmarks, the Singapore compliance and grant context, and
the implementation pitfalls that have sunk well-funded programmes elsewhere.

1. The decision that decides the project

The evidence that partner and execution — not software — drive CRM and ERP outcomes is consistent. Well-
integrated CRM and ERP demonstrably reduce data-entry errors, shorten the cash-conversion cycle, improve
forecasting and lift customer satisfaction. But those benefits are earned in execution. The best-documented enterprise
failures were not caused by defective software: they were choices to bend standard software to legacy processes, to
over-customise, and to cut over without testing. The software sets the ceiling on what is possible; the partner
determines how much of that ceiling you actually reach, and at what cost and risk.

For anything beyond a small, standard deployment, the implementation partner is the single largest determinant of
cost, timeline and risk. That is why this report, and the companion buyer's guide, treat partner selection — not
software selection — as the main event.
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2. The software platform landscape

Choose the platform for process fit, existing stack and industry, not for a feature checklist — then choose the partner
for it. The major enterprise platforms are all capable; they differ in centre of gravity, deployment model and cost

structure. All prices below are indicative United States list rates, per user per month, and are quote-driven — a

Singapore buyer's actual price is negotiated.

Platform

Salesforce

Microsoft
Dynamics 365

SAP S/AHANA

Oracle Fusion
Cloud ERP

Oracle NetSuite

Workday

Business Central /
Acumatica / Odoo

Centre of gravity

CRM depth and
ecosystem; Agentforce,
Data 360

Microsoft 365, Azure,
Power Platform; Copilot
embedded

Deep ERP for complex
operations and
manufacturing

Large-enterprise finance
and operations

Mid-market cloud ERP; fast
pre-configured go-lives

Finance and HCM for
services-heavy sectors

Mid-market and SME ERP

Model

Cloud SaaS; best-of-
breed CRM

Cloud SaaS; suite or
modular apps

GROW with SAP (public)
or RISE with SAP
(private)

Cloud SaaS

Cloud SaaS; base + per-
user + modules

Cloud SaaS; certified S|
partners

Cloud SaaS; per-user or
consumption

Indicative US list

Sales Cloud ~US$25 to
~US$175 (Enterprise); higher
for agentic tiers

Sales Pro ~US$65; Sales
Enterprise ~US$105;
Finance/SCM ~US$210

Quote-only

Quote-only

Quote-only; base from
~US$999/mo + ~US$129-
199/user

Quote-only; PEPM ~US$35-
100+

BC ~US$70-110; Odoo
~US$25-47; Acumatica
resource-based

Best-fit buyer

Sales-led organisations
wanting the deepest
CRM

Microsoft-centric firms
wanting coupled CRM
and ERP

Large, process-complex,
SAP-heavy enterprises

Large enterprises
standardising on Oracle

Growth and mid-market
companies wanting one
suite

Professional-services and
people-centric firms

SMEs wanting lower cost
and complexity

The SAP 2027 decision: Mainstream maintenance for SAP's legacy ERP (SAP ECC and Business Suite 7) ends on 31
December 2027, with extended maintenance at a premium to 31 December 2030. Organisations on SAP ECC face a
move to S/4HANA — standardised via GROW with SAP, or customisable via RISE with SAP — and this deadline is a
primary driver of implementation demand, and of scarce SAP talent, in Singapore through 2027. Salesforce Agentforce
reached general availability in October 2024 (Agentforce 360 in October 2025), and Microsoft Copilot is embedded
across Dynamics 365 — embedded Al is now a standard platform feature, and a governance obligation.

3. The implementation-partner landscape

The partner market has three tiers, and the core skill is matching the tier to the shape of the project rather than
defaulting to the biggest brand. A global integrator is not automatically safer than a Singapore specialist; it is a
different instrument for a different job.

Partner type

Global integrators (Accenture,
Deloitte, Capgemini, Infosys, TCS,

IBM, Cognizant)

Big-4 advisory-led (PwC, Deloitte,

KPMG, EY)

Strengths

standing

Deep method and tooling; multi-
country reach; scale; strong analyst

Business-process and controls
depth; board-level trust; strong in

Trade-offs

team

regulated sectors

Premium rates; risk of junior
staffing after a senior sales

Advisory rates; may sub-
contract build capacity

Best-fit project

Large, multi-geography
transformation with heavy
integration

Transformation where process
and governance dominate



Partner type Strengths Trade-offs Best-fit project

Platform specialists (single- Deep certification and repeatable Narrower breadth across a Single-platform deployments
vendor certified houses) IP in one stack; often faster on multi-platform landscape where depth matters most
standard scope

Singapore mid-market firms Senior attention; local track record;  Thinner bench for very large ~ Mid-market and industry-
(NCS, AFON, sa.global, PointStar, lower rates; industry-niche programmes niche projects; the SG public
Synergix) knowledge sector

The local heavyweight is NCS — Singapore-headquartered, part of the Singtel Group, and the principal IT provider to
the Singapore government. The firm states it has delivered more than 200 SAP engagements since 1998 with over 480
Singapore-based SAP consultants, and that it built the first large-scale Salesforce implementation in the Singapore
government sector; treat these as the firm's own claims, verified against references. The table below maps firms with a
documented Singapore delivery presence by platform — a landscape, not a ranking or endorsement.

Platform Global integrators (SG) Singapore / regional specialists
SAP S/4AHANA Accenture, Deloitte, Capgemini, Infosys, TCS, IBM, PwC NCS, Hitachi Asia ICT, NTT DATA, ABeam, SAVIC
Salesforce Accenture, Deloitte Digital, Capgemini (acquired SG NCS (notably in the government sector)

specialist Aodigy in 2022), Infosys

Microsoft Accenture, Capgemini, Cognizant AFON, Synergix, sa.global, Hitachi Solutions, intwo,
Dynamics 365 Tectura

Oracle (Fusion / Deloitte, TCS, IBM, Cognizant PointStar (NetSuite 5-Star), M.SaaS (5-Star), Shearwater
NetSuite) Asia; AFON resells NetSuite

Workday Deloitte, Accenture, PwC, Cognizant A smaller local certified pool than SAP or Microsoft

Read the analyst rankings correctly. The most common procurement mistake is confusing rankings of software with
rankings of partners. Gartner's 2025 Magic Quadrants for ‘Cloud ERP' rank the software vendors, not the firms that
implement them. Gartner's Magic Quadrant for SAP S/4HANA Application Services — a genuine partner ranking —
was last confirmed in 2022 (Leaders included Accenture, Capgemini, Deloitte, Infosys, NTT DATA, PwC and TCS); treat
any claim of a current-year Gartner services quadrant sceptically. The more current, Asia/Pacific-specific reference is
the IDC MarketScape series, whose 2024-2025 editions position PwC as a Leader across Asia/Pacific SAP, Salesforce
and Microsoft Business Applications implementation services, NTT DATA as a Leader in Asia/Pacific SAP, and TCS as a
Leader in Asia/Pacific Oracle. Use analyst standing as one input — never a substitute for references at your size, sector
and platform.

4. What it costs and how long it takes

The software subscription is a minority of the cost; the implementation and the people are the majority. As a planning
rule, implementation runs about one to three times the first-year software subscription for cloud CRM and ERP — up
to three to five times for large, heavily customised on-premise SAP or Oracle programmes. Model total cost of
ownership over three to five years, and count the lines vendor quotes routinely understate.

Indicative share of first-year

Cost line Why it is often missed

spend
Software licences / subscription ~20-35% Treated as the whole cost; it is usually the minority
Implementation services (SI ~30-40% The largest single line; scales with customisation

configuration)

Data migration ~10-15% Dirty legacy data makes it expand; often scoped vaguely



Indicative share of first-year

Cost line Why it is often missed
spend
Integration development ~10-15% CRM-ERP and surrounding links; underestimated in best-
of-breed
Training and change management ~10-15% (best practice 15- The most under-resourced line; adoption depends on it
20%)
Ongoing support / application ~15-20% of licence per year Recurring, and not in the initial project budget
management
Internal staff / business-user time Frequently omitted entirely Vendor quotes exclude it; a real, large cost of your own
people

On timelines, CRM implementations typically run about two to four months for a mid-market single-cloud deployment
and roughly six to eighteen months for enterprise multi-cloud programmes. ERP is longer: a standardised cloud edition
such as SAP S/4HANA Cloud Public Edition can go live in about three to nine months, while large multi-entity, multi-
country programmes commonly take twelve to twenty-four months or more. On commercial models, mature buyers
prefer a hybrid — fixed-fee for well-defined phases, capped time-and-materials for uncertain workstreams such as
integration and data migration, a held-back payment tied to go-live and hypercare, and shared success measures.
Watch for a low fixed bid that recovers margin through change orders. Value arrives at six to twelve months after go-
live, not on the day itself.

5. Why CRM and ERP projects fail

The dominant causes are organisational, not technical: incomplete or poorly prioritised requirements, dirty data carried
into the new system, scope creep and unrealistic timelines, weak change management and low user adoption, and
over-customisation that bends standard software to legacy processes. Independent research is consistent in direction
— McKinsey and the University of Oxford, studying more than 5,400 large IT projects, found they run on average 45%
over budget and deliver 56% less value than predicted, with 17% going so badly they threaten the organisation's
existence. The widely repeated claim that 55 to 75 percent of ERP projects fail has no traceable primary source and
should be treated as folklore; the honest, citable version is that a substantial share of programmes under-deliver
against plan, for organisational reasons. Four well-documented cases encode the lessons:

* Hershey (1999): a big-bang go-live cut over just before the Halloween peak left the company unable to fulfil
roughly US$100 million of orders. Lesson: do not big-bang into peak season with insufficient testing.

* Nike and i2 (2000-01): a botched demand-planning deployment caused an estimated US$100 million in lost sales;
the vendor had warned Nike to cap customisation. Lesson: over-customisation and compressed timelines
compound.

* Lidl and SAP (abandoned 2018): after roughly €500 million over about seven years, Lidl scrapped the programme
and reverted to its legacy system, having insisted on preserving a non-standard inventory-valuation method. Lesson:
do not bend standard software to a legacy process — the ‘clean core’ case.

* Birmingham City Council and Oracle (2023- ): a budget that grew from about £19 million toward £100 million
and beyond, a system that could not produce a reliable audit trail for months, and heavy customisation of a
standard cloud product contributed to the council's effective-bankruptcy notice. Lesson: customising a standard
cloud ERP and neglecting controls is a public, expensive failure mode.

6. Singapore compliance and grants

CRM and ERP systems hold personal data on customers and employees, so the Personal Data Protection Act (PDPA),
administered by the PDPC, applies — including the Transfer Limitation Obligation when data is hosted or accessed
overseas, which turns hosting region and sub-processor location into procurement questions. Financial institutions
must additionally meet Monetary Authority of Singapore (MAS) Technology Risk Management and outsourcing and



cloud guidelines, under which a core CRM or ERP platform is usually a material outsourcing arrangement. ISO/IEC
27001 is the baseline information-security credential to require of both platform and partner, and MTCS SS 584
applies to cloud hosting. Where the platform's embedded Al features are switched on, ISO/IEC 42001, the NIST Al
Risk Management Framework, IMDA's Model Al Governance Framework and Al Verify provide the governance
structure. Verify current, platform-specific partner credentials rather than dated labels: SAP now uses Essential,
Advanced and Expert competencies plus RISE Validated (not Gold/Platinum); Microsoft uses Solutions Partner for
Business Applications (not Gold/Silver); NetSuite ranks Solution Providers 5-, 4- or 3-Star.

Scheme What it funds Support and cap Best fit

PSG (Productivity Pre-approved, packaged CRM and ERP Up to 50%, capped S$30,000 per Standardised, off-the-shelf

Solutions Grant) solutions company per financial year deployments; SMEs

EDG (Enterprise Custom, consultancy-led transformation ~ Up to 50% for SMEs (30% non- Bespoke, process-redesign-

Development Grant) (Core Capabilities / Innovation & SME), reimbursement-based, no heavy CRM/ERP projects
Productivity) fixed cap

EDGE grant (from Consolidates PSG, EDG and Market Up to S$100,000 per year; open to The successor route once

2H2026) Readiness Assistance non-SMEs launched

CTC Grant / Training and workforce transformation CTC up to 70% of qualifying cost The people and change cost

SkillsFuture around go-live PSG and EDG do not fully

cover

Grant rates and rules change; both PSG and EDG are administered by Enterprise Singapore and cannot be claimed
retrospectively, so apply before committing spend. Full detail is in the IT and Digital Grants guide and the EDG buyer's
guide.

7. What buyers should do

» Select the platform for fit, then select the partner with at least as much rigour — because the partner carries
most of the risk and most of the value. Decide suite versus best-of-breed on process fit and existing stack.

* Match the partner tier to the project: a global integrator for large, multi-country, integration-heavy
transformation; a platform specialist for deep single-stack work; a Singapore mid-market firm for mid-market and
industry-niche projects. Score all candidates on the same evidence — named senior consultants, comparable
references past go-live, methodology and post-go-live model.

* Contain customisation and protect the data: adopt fit-to-standard and a clean core, invest early and repeatedly in
data cleansing and migration testing, and resource change management at 15 to 20 percent of the project.

* Model total cost of ownership, not the licence, over three to five years including internal staff time; expect value
at six to twelve months, not go-live. Use the PSG and EDG grants, but let them follow the architecture rather than
choose it.

* Structure the contract for the real risk: a hybrid of fixed-fee for defined phases and capped time-and-materials
for uncertain ones, a held-back go-live and hypercare payment, named consultants, and PDPA, MAS-readiness
where relevant, and exit terms secured before signing.

Sourcing a CRM or ERP implementation partner?

Tech Directory SG maintains directory profiles of Singapore's system integrators, enterprise-software specialists
and technology vendors, with UENs where recorded and Profile signal scores derived from documented fields.

techdirectory.sg/get-matched
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About this report

This report was researched and published by Tech Directory SG (TechDirectory.sg), a Singapore B2B technology
directory of recorded company profiles. It draws on the same research as the CRM and ERP Implementation Partners
buyer's guide. Platform prices are indicative United States list rates and are quote-driven; grant rates, analyst rankings
and vendor tier schemes change — confirm the current position with the primary source before it informs a
procurement, budget or compliance decision. Figures are stated at August 2026. Vendor lists reflect a documented
Singapore delivery presence and are a landscape, not a ranking or endorsement.


file:///C:/guides/crm-erp-implementation-partners-singapore
file:///C:/guides/crm-erp-implementation-partners-singapore

Frequently asked questions

Why does the implementation partner matter more than the software?

Two organisations running the identical platform can get opposite outcomes, because the partner controls
requirements, process design, data migration, testing, change management and how customisation is contained.
Documented failures such as Lidl's abandoned SAP programme and Nike's early i2 deployment were not software
defects; they were execution choices. The software sets the ceiling; the partner determines how much of it you reach.

How much does a CRM or ERP implementation cost in Singapore?

Budget the implementation at roughly one to three times the first-year software subscription for cloud CRM and ERP,
and more for large, heavily customised SAP or Oracle programmes. Software licences are typically only about 20 to 35
percent of first-year spend; implementation, migration, integration, training and change management make up the
majority, and annual support runs about 15 to 20 percent of licence value thereafter.

How long does a CRM or ERP implementation take?

CRM implementations typically run about two to four months for a mid-market single-cloud deployment and roughly
six to eighteen months for enterprise multi-cloud programmes. ERP is longer: a standardised cloud edition such as SAP
S/4HANA Cloud Public Edition can go live in about three to nine months, while large multi-entity programmes
commonly take twelve to twenty-four months or more.

Can PSG or EDG grants fund a CRM or ERP implementation?

Yes. The Productivity Solutions Grant (PSG) funds up to 50 percent of pre-approved CRM and ERP solutions, capped at
$$30,000 per company per financial year. The Enterprise Development Grant (EDG) funds custom, consultancy-led
transformation up to 50 percent for SMEs with no fixed cap. From the second half of 2026 a new EDGE grant
consolidates PSG, EDG and Market Readiness Assistance, capped at S$100,000 per year and open to non-SMEs. Apply
before committing spend.

How do we choose between a global integrator and a Singapore partner?

Match the partner tier to the project, not to the brand. Global integrators (Accenture, Deloitte, Capgemini, Infosys, TCS,
PwC) suit multi-country, integration-heavy transformation but cost more and can staff work with junior resources.
Singapore-based specialists (NCS, AFON, sa.global, PointStar) often outperform on mid-market and industry-niche
projects with senior attention. Score both on the same evidence rather than assuming size equals safety.

What is the SAP 2027 deadline?

Mainstream maintenance for SAP's legacy ERP (SAP ECC and Business Suite 7) ends on 31 December 2027, with
optional extended maintenance at a premium to 31 December 2030. Organisations on SAP ECC face a move to SAP
S/AHANA, via GROW with SAP for the public cloud edition or RISE with SAP for the private edition. It is a primary driver
of ERP implementation demand, and of scarce SAP talent, in Singapore through 2027.

What are the most common reasons projects fail?

The dominant causes are organisational: poor requirements, dirty data, scope creep, weak change management and
low user adoption, and over-customisation. McKinsey and Oxford found large IT projects average 45 percent over
budget and 56 percent under value. The widely repeated claim that 55 to 75 percent of ERP projects fail has no
traceable primary source and should be treated as folklore; the reliable lesson is that adoption and disciplined
execution decide the result.

Sources and further reading

e Enterprise Singapore — Productivity Solutions Grant (PSG) — https://www.enterprisesg.gov.sg/financial-support/productivity-solutions-grant

e Enterprise Singapore — Enterprise Development Grant (EDG) — https://www.enterprisesg.gov.sg/financial-support/enterprise-development-g
rant

e McKinsey & University of Oxford — Delivering large-scale IT projects on time, on budget, and on value — https://www.mckinsey.com/capabili
ties/tech-and-ai/our-insights/delivering-large-scale-it-projects-on-time-on-budget-and-on-value

e Panorama Consulting Group — annual ERP Report — https://www.panorama-consulting.com/resource-center/



PDPC — Personal Data Protection Act — https://www.pdpc.gov.sg/
MAS — Technology Risk Management Guidelines — https://www.mas.gov.sg/regulation/guidelines/technology-risk-management-guidelines

IMDA — Model Al Governance Framework — https://www.imda.gov.sg/about-imda/emerging-technologies-and-research/artificial-intelligenc
e

SAP — S/4HANA, RISE with SAP, GROW with SAP and the SAP Activate methodology — https://www.sap.com/products/erp/activate-methodo
logy.html

Salesforce — Sales Cloud, Agentforce and Data 360 — https://www.salesforce.com/products/

Microsoft — Dynamics 365 and Copilot — https://www.microsoft.com/en-us/dynamics-365

Oracle — Fusion Cloud ERP and NetSuite — https://www.oracle.com/erp/



