
Software Advice BuyerView: 
Field Service Software
Insight into today’s software buyer



Ever year, we talk to tens of thousands of professionals in field service that are  
considering field service software for their business. We tapped into a subset of 
this data to determine what the most common pain points are and why these 
buyers are looking to purchase new software. Key findings include:

• Fifty-four percent of buyers are currently using manual methods to handle all 
of their field service needs. 

• The most desired functionality included scheduling, routing and dispatching. 

• Ninety-seven percent of buyers preferred one integrated suite with multiple 
applications and functions, as opposed to separate, best-of-breed solutions.

Abstract



Prospective Buyers’ Current Methods

Most field service companies are using manual methods, including paper, 
whiteboards and simple tools like Excel to manage their business.
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Top Reasons for Software Purchases

With their new software, field service companies are mostly looking to increase 
organization and have access to more features than their current solution.
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Top-Requested Field Service Software Functionality

The most desired functionality includes scheduling (81 percent), routing and 
dispatching (66 percent) and integration with other systems (66 percent).
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Integration Preferences

Ninety-seven percent of buyers prefer an integrated suite, as opposed to 
separate, best-of-breed solutions.
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Buyers With No Deployment Preference by Segment

Besides health care (represented by only one buyer in our sample), pest control 
has the highest percentage of buyers with no deployment preference (81 percent).
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Demographics: Prospective Buyer Size by Number of Employees

A combined 55 percent of our buyers have 10 employees or less.
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Demographics: Prospective Buyer Size by Annual Revenue

Fifty-three percent of our sample has less than $1 million in annual revenue.
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Demographics: Prospective Buyer Size by Number of Users

Sixty-nine percent of companies estimate that their required software would only 
need to handle less than 10 users.
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Demographics: Prospective Buyers by Segment

23 segments of the field service industry are represented in our sample, with the 
most buyers coming from heating, ventilation and air conditioning (HVAC).
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Prospective Buyers’ Time Frames for Implementation

A combined 74 percent of buyers want new software in place within three months.
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Read the full report

Get free price quotes on top  
field service software

Get unbiased reviews & free  
demos on top field service 
software

Learn More About Field Service Software

Read Report

Get Free Quotes

Get Free Demos

http://www.softwareadvice.com/field-service/buyerview/report-2014/
http://www.softwareadvice.com/field-service/price-quotes/
http://www.softwareadvice.com/field-service/


Software Advice™ is a trusted resource for software buyers. The company's 
website, www.softwareadvice.com, provides detailed reviews, comparisons and 
research to help organizations choose the right software. Meanwhile, the company’s 
team of software analysts provide free telephone consultations to help each 
software buyer identify systems that best fit their needs. In the process, Software 
Advice connects software buyers and sellers, generating high-quality opportunities 
for software vendors. 

@SoftwareAdvice /company/software-advice

@SoftwareAdvice/SoftwareAdvice

http://www.softwareadvice.com
https://twitter.com/SoftwareAdvice
http://www.linkedin.com/company/519777
https://plus.google.com/b/110581015444880319408/110581015444880319408/
https://www.facebook.com/SoftwareAdvice
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