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With volatile economies around the world, the crash of oil prices 

and the powerful Chinese market in turmoil, I wondered how all 

of this would affect IT roadmaps and software purchase plans for 

organizations in 2016.

Will IT budgets be maintained, cut back, or will they expand in areas 

such as ERP, financial management and business intelligence to help 

CFOs and CIOs get a better handle on costs?

Asking IT buyers about planned purchases for 2016

To get a better feel for the macroeconomic patterns and the associated challenges IT 

buyers (and vendors) are facing this year, we conducted a survey this month with over 

10,000 IT and software procurement/sourcing professionals and SelectHub end-users. 

The survey’s aim was to understand the following: 

› How many software selections will enterprise buyers be embarking on in 2016? 

› Which software categories would make up the bulk of their purchases? Would this be 

a major step-down from their original 2016 plan due to prevailing market conditions?  

› Which industries will continue to invest in IT-led innovation to better weather the storm?   

› What are the biggest non-budgetary challenges software buyers expect to face this year?

› How do they plan to address those challenges? 

Financial Services and Healthcare poised to drive 
software purchases

Read the report below to get a complete breakdown of industries 

represented, the hot software categories and common selection 

process challenges and frustrations expressed by IT buyers.

http://www.cnn.com/2016/01/21/world/markets-turmoil-explainer/
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Target Audience and Survey Methodology

The survey was done across 10,000 respondents in the US with the following titles:

TITLE S # OF RESPONDENTS REPRE S ENTATIVE %

CIOs, CTOs, Directors of IT 670 7%

IT Architects, Business Analysts and  

PMO personnel
5,879 59%

IT Sourcing, Procurement and Vendor 

Management personnel
2,221 22%

Functional business managers and operators 

(across Marketing, Sales, Finance and HR)
1,230 12%

The above audience was spread across a combination of industries as follows:

INDUS TRY REPRE S ENTATIVE %

Manufacturing 23%

Energy, Oil and Gas 21%

Financial Services 17%

Retail 14%

Healthcare 14%

Non-profits 6%

State and Local Governments and Education (SLEd) 3%

Other 2%

Further, the audience was categorized based on company size:

RE S PONDENT SIZE REPRE S ENTATIVE %

Large organizations  (over 1,000 employees or over $1B in revenue) 24%

Medium-sized enterprises  (over 100 employees or over $100M in revenue) 49%

Smaller companies  (less than 100 employees or under $100M in revenue) 27%

Approximately 50% of the audience surveyed were SelectHub end-users. The survey methodology primarily comprised a question-

naire that was sent out to the target audience via email, with a follow-up phone conversation when further clarification was required.
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Number of Software Selection Projects

The audience was first asked “how many software selection projects, RFIs and RFPs do 

they plan to run in 2016? And is it different from the original projection for 2016?”￼

Going into 2016, more than 75% of profes-

sionals responsible for software selection 

expected to manage 2 or more selection 

projects this year, with 15% planning to 

do 6 or more selection projects. The full 

breakdown is shown in the included pie 

chart. That has remained steady without 

any changes to budgets as of mid-January 

2016. However 10% of the overall respon-

dents, comprising 47% of the Oil and Gas 

sector and 22% of the Manufacturing sec-

tor, reported already being asked to freeze 

or shrink their IT spend for 2016. 

Top Industries Investing in New Software in 2016

The above question also reveals which industries are investing most in new software, 

as illustrated in the chart below, shown as the average number of software purchasing 

events for the year.

Average Number of Software Purchasing Events for 2016

 Financial Services

 Healthcare

 Manufacturing

 Retail

 Energy, Oil and Gas

 Others

23+12+4+61+U1 project 23%

2–5 projects 61.5%

6–10 projects 11.5%

10–20 projects 3.8%
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Hottest Software Categories

To identify the most relevant software categories for 2016, especially Q1, the audience 

was asked “what is your next planned enterprise software purchase this quarter?”

The responses highlighted 3 major software categories: business intelligence (BI)—which 

included two associated sub-categories; business analytics and big data, enterprise 

resource planning (ERP) and customer relationship management (CRM). A host of “Other” 

responses included human resource management systems (HRMS), network security, 

manufacturing and distribution logistics, cloud management toolsets, technology busi-

ness management (TBM), and business process management (BPM) workflow software. 

Marketing automation, often considered an extension of CRM, also showed up promi-

nently, though to a lesser degree than the above named categories. TBM, an emerging 

category focused on the tracking and optimization of IT costs, showing up as a frequent 

choice under “Others” was an eye-opener—and served to illustrate the increasing 

number of organizations that are seeking to gain more visibility and control over their IT 

spend, especially in the context of the current economic headwinds.  

Next Planned Software Purchase, Q1 2016

 BI/Analytics

 Marketing Automation

 ERP

 CRM

 Other

While past predictions expected categories such as BI, CRM and ERP to reach $143 billion, 

18.4 billion and 32.6 billion by 2016 respectively, those predictions still seem to be on target. 

In speaking with SelectHub end-users, even though current market conditions have 

done little to curb appetite for these high-growth software categories, the same con-

ditions have imposed a higher level of financial scrutiny within organizations. Intoler-

ance to failure and low ROI has never been higher. Given that these areas are relatively 

19.1%

29.3%

20.7%

7.4%

23.5%

https://selecthub.com/business-intelligence/best-business-intelligence-software/
https://selecthub.com/enterprise-resource-planning/how-to-select-erp-software-that-meets-or-exceeds-your-companys-requirements/
https://selecthub.com/enterprise-resource-planning/how-to-select-erp-software-that-meets-or-exceeds-your-companys-requirements/
http://tbmcouncil.org/
http://tbmcouncil.org/
http://www.informationweek.com/big-data/big-data-analytics/bi-services-market-predicted-to-double-by-2016/d/d-id/1108113?
http://www.crmsearch.com/crm-market.php
http://www.statista.com/statistics/247557/global-erp-software-revenue/
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mature with over a hundred vendors per category, buyers would be well served to seek 

vendors with a track-record in their industry and company size, along with product 

functionality compatible with their core requirements, usually uncovered via compre-

hensive RFIs and RFPs prior to making a purchase.

Software Acquisition Problems

Key Frustrations in Software Selection and Procurement 

The next question was, “what is the single most frustrating part (non-budgetary) of the 

software selection, sourcing and procurement process they expect this year?”￼

Considering that three quarters of the respondents have 2 or more selection projects 

to manage, it is beneficial to pinpoint the single biggest challenge that could trip them up, 

subsequently revealing the problems that are yet to be addressed in many organizations. 

Over 90% of respondents reported frustration in 4 key areas:

› Disorganized requirements gathering (38.4%)

› Getting stakeholders to agree on objectives (19.6%)

› Building a reliable short-list of vendors (17.3%) 

› Managing RFIs and RFPs and gathering vendor responses (21.6%)

A few responses also indicated “too many emails and meetings” and “internal politics” as 

noteworthy delays.

Major Frustrations in the Software Acquisition Process

Disorganized requirements gathering  38.4%

Managing RFIs and RFPs, including  

consolidating and rating vendor responses 21.6%

Getting stakeholders to agree on objectives  19.6%

Building a reliable short-list of vendors 17.3%
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In talking with SelectHub end-users, ways to overcome these obstacles included  

better use of:

› project management tools

› shared document repositories

› Technology Selection Management software 

› RFI/RFP tools, and last but not least,

› Internal process improvements such as more efficient meetings. 

Where IT buyers go for information

Software Selection Resources

Lastly, curious to know what information the audience sought out to better understand 

the software markets and products they were evaluating, they were next asked “when 

selecting these software products and services, what resources do you plan to use?”￼ 

Trusted peer recommendations and Technology Selection Management / User Review 

sites ranked in the top two showing up at 74% and 57% respectively. Analyst reports 

(37%) and industry blogs (34%) were the next most popular.  Vendor supplied sources 

(24%) and social media (19%) rounded out the survey responses. 

Top Software Purchase Resources for 2016

 Peer Recommendations

 Technology Selection Mgmt 

 & User Review Sites

 Analyst Reports

 Industry Blogs

 Vendor Resources  
 (e.g. whitepapers & case studies)

 Social Media

74%

57%

37%

34%

24%

19%
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Will organizations reduce software  
purchases in 2016?

Gartner’s report on IT spending for Q4 2015 had been revised to negative 5.8%--but 

this was due more to currency fluctuation rather than real purchase activity—but at 

$2.7 billion in IT spend measured for 2015, it represented a 3.5% drop from 2014. The 

reason for the drop according to Gartner was negative growth in most industries, ap-

preciation of the dollar and a slowdown in emerging markets. 

Can we imagine 2016 being any better? We’ve seen companies in the Oil & Gas sector 

reduce spending in almost every area and survey respondents report that software 

acquisitions will not be spared the belt-tightening. But we also see continued demand 

for software in the financial and healthcare sectors.

One thing is for sure, 2016 will probably be a tough year for both IT buyers and soft-

ware vendors. CIOs will be under more pressure to do more with less and mistakes will 

not be viewed lightly. That’s why it’s more important than ever to ensure that software 

investments pay off. Vendors need to show how their products will not only help busi-

nesses meet their objectives, but also how much will be saved as business seeks new 

ways to streamline and cut fat.

Making better software investments

For organizations to remain competitive and innovate, they need to find better ways to 

identify and acquire the right IT solutions for their business. With over 90% of sur-

vey respondents citing frustration with their software selection processes--including 

38.4% pointing to disorganized requirements gathering, and 17.3% reporting problems 

creating a reliable short-list of vendors—it’s not surprising that as much as 83.8% of 

software investments underperform. 

Software selection processes need to be rationalized so that IT and Procurement can 

react more quickly to business demands with an agile, responsive technology selection 

service aimed at providing real value to their organizations. CIOs need to look for ways 

to not only respond to ongoing business requirements but lead with innovative ideas 

and cultivate partnerships with business leaders in meeting objectives. To achieve this, 

http://www.gartner.com/newsroom/id/3135718
http://www.cio.com/article/3016419/software/5-enterprise-software-predictions-for-2016.html#slide3
http://www.cio.com/article/3016419/software/5-enterprise-software-predictions-for-2016.html#slide3
https://www.projectsmart.co.uk/white-papers/chaos-report.pdf
https://www.projectsmart.co.uk/white-papers/chaos-report.pdf
http://procurement.cioreview.com/cioviewpoint/mastering-technology-selection-for-competitive-advantage-nid-7223-cid-100.html
http://procurement.cioreview.com/cioviewpoint/mastering-technology-selection-for-competitive-advantage-nid-7223-cid-100.html
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IT needs to do things differently by mapping out leaner processes for technology acqui-

sition that allow for better collaboration with stakeholders, better market intelligence, 

and quicker time to value. Perhaps the volatility predicted in 2016 will serve as an op-

portunity for introspection for organizations to evolve their IT investment processes to 

drive more innovation, ensure tighter requirements/solution fit and ultimately, ensure a 

better return on investment.

https://selecthub.com/technology-selection/agile-it-vendor-selection-cures-organizational-anxiety/

