
to Find Out the Truth 
About ‘Simple’ HR 
Technology

7 Questions 
to Ask



In fact, the outside appearance of simplicity 

often masks real complexity underneath 

that can affect getting real work done. As 

a buyer of HR technology, how do you find 

out what’s truth and what’s fiction?

In the world of HR technology, 
simple isn’t always simple.
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Many HR technology vendors are simply piecing disparate 

applications together, while vendors of the future are 

building their technology from the ground up to truly 

integrate with future technology innovations like chat-based 

interfaces and artificial intelligence. This shift in focus will 

make all the difference to your organization’s performance.

Save yourself and your organization from making a buying 

decision that could cost you time and money. 

 Ask these seven questions to help 

uncover the truth  
 behind “simple” HR technology. 



7 Questions
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1
CAN YOU EXTEND MY 
ORGANIZATION’S BRANDING 
THROUGHOUT THE APPLICATION? 

This seems like a small question, but it signals hidden complexity underneath the 

technology. If the software can’t extend your branding across the application, this 

can identify disparate systems that have been cobbled together. It also sets up 

related follow-up questions, such as:

• How many of your products are built from the ground up? 

• How many are the result of acquisitions?  

• How effectively do your products “talk to” acquired products to give 

reports, analytics, and real insights?

This problem shows itself in mobile use as well. If the underlying structure isn’t 

truly integrated at the code level, you will get data quality, integration, and security 

issues that will manifest on mobile. You’ll see a lack of responsiveness and a 

wonky look and feel.



7 Questions to Ask      6

2
HOW DO YOU ENABLE HR 
HELP DESK AND WORK-LIFE 
SOLUTIONS?
Although HR help desk and work-life solutions may seem like small areas, we 

find that without these solutions, there’s a real lack of depth and scalability with 

talent solutions. Some follow-up questions for these include:

• If you aren’t offering these solutions, how do you fill the gaps to 

offer a complete HCM suite?

• If you’re filling gaps with partners, how stable are those 

relationships?

• What about workforce rewards, health and safety, social 

collaboration, and risk and compliance?

Look for a revolving door of partnerships. Strong, consistent, long-term vendor 

partnerships can be a strong indicator that a vendor will be a good partner for 

you. However, a revolving door of partners can indicate any number of things 

— from a lack of good faith in professional relationships to failures in product 

development. Saying “it’s just business” can hide a ton of problems. 
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3
HOW DO YOU DELIVER AND 
INTEGRATE SUPPLY CHAIN, SALES, 
AND MARKETING SOLUTIONS WITH 
YOUR HCM SOLUTIONS?

The world of HR is more integrated with the business than ever, so it’s no surprise 

that HR technology should also integrate with line-of-business technology. The 

consequences for your business are the areas where you should target your questions:

• Do you offer true enterprise analytics? What kinds of reports can I see?

• How do you support end-to-end business processes outside of HR?

• How do you support different departmental workflows and 

transactions?

An integrated experience is moving quickly from a nice-to-have to a must-have — HR 

to finance to supply chain to customer experience. As a follow-up to these questions, 

ask if they offer real customer experience or enterprise resource planning. 
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4
WHAT IS YOUR ROAD MAP 
FOR CHATBOTS, ARTIFICIAL 
INTELLIGENCE, AND OTHER 
INNOVATIONS IN THE USER’S 
EXPERIENCE?

“It’s on the road map” can be a vendor’s catch-all answer to avoid questions 

they can’t or don’t want to answer. Ask to see specifics.

• Do you currently use AI or machine learning?

• How are you making your user experience more consumer-like?

• What about support for Internet of Things (IoT) or blockchain?

Simply put, most of yesterday’s cloud generation solutions don’t have an 

answer or a clue about how to fit these advanced technologies into their 

products. They are unable to support the next generation of innovation 

because they don’t have the infrastructure solved. It’s like trying to drive a car 

without axles.
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5
HOW HAS YOUR INVESTMENT IN 
RESEARCH AND DEVELOPMENT 
INCREASED IN THE PAST FIVE 
YEARS?

Few companies can do it all and must choose between growth or innovation. Follow 

the money, as they say. Most of yesterday’s cloud generation vendors are cutting 

back on R&D as they shift focus from innovation to investors. Ask how much money 

is going into sales and marketing vs. research and development. The answer is 

revealing. You can ask:

• How much time and money is the company investing in innovation? 

• What are areas of focus for investments?

The more lopsided the number toward sales and marketing, the more you know that 

their real focus is on getting bigger, not getting better. In short, you want to see what 

the future will look like with this vendor as your technology partner. 
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6
HOW DO YOU INTEGRATE WITH 
OTHER APPLICATIONS NOT ON 
YOUR PLATFORM?

In other words, you’re asking: How flexible is your data? Is the future of 

your business tied to integrating your HR technology with other business 

applications to provide insights? If the answer is yes, then you need to pay 

close attention to questions about how and where they store their data, 

because some of yesterday’s cloud generation vendors are surprisingly 

closed in this regard. Questions you should ask:

• Can developers access your system to perform custom 

configuration or special integrations?

• How easy are the integrations with non-HR applications to 

enable workforce analytics?
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7
WHEN WILL I SEE ROI, AND HOW 
SIGNIFICANTLY WILL THIRD-PARTY 
CONSULTANTS ADD TO COSTS?

How soon do you hit ROI and payback on your HCM investment? The answer depends on 

how complicated the implementation is. Many of yesterday’s vendors have high “rip and 

replace” costs hidden from view. For instance, many vendors will tell you that you don’t 

need a third-party consultant or system integrators. While it’s technically true, it’s a little 

like an airline telling you that you don’t technically need a pilot. In reality, there’s no way you 

would go that route. So, ask these questions to make sure you get on the right plane:

• What are typical costs to budget for consultants?

• How does your total cost of ownership compare with other vendors?

• What are your non-renewal rates for consultant-supported engagements vs. 

those that didn’t use consultants?

If you’re told that you don’t need consultants, ask for a comparison of failure rates of 

implementation using consultants vs. not using consultants. That way, you can find the 

truth about their total costs.
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Your organization has a million 

problems to solve, and you need a 

technology vendor that does the heavy 

lifting for you, getting you back to work 

on tomorrow’s problems. Unfortunately, 

yesterday’s cloud generation isn’t set 

up for the future of work. They haven’t 

spent enough time on R&D, on building 

software from the ground up.

The Truth



But, fortunately, there’s one vendor 

that’s a partner for tomorrow’s HCM 

business. Ten years of development 

and an annual $6 billion in R&D 

investment have resulted in a future-

proof cloud HCM platform that takes 

into account the most important 

factors for buyers and users.

With Oracle, together we can create 

tomorrow — today — with an HCM 

cloud platform that is intelligent, 

personal, adaptable, and complete, 

with simplicity where it truly counts.
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