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THE WORKDAY
FIELD SET
Five one-page guides to the whole lifecycle.
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Understand it. What Workday actually is, and how a task flows through it.

Buy it. The five buying stages, what drives your price, and the clauses that cost you later.

Deploy it. Six environments, six test cycles, and why cutover is a freeze rather than a weekend.

Run it. The release year, who owns what after go-live, and what breaks when hypercare ends.

Then the agents. Where Workday AI is going, and the guardrails to set before it gets there.

HOW TO USE IT

→ Print them. Each guide stands on its own page and reads at arm's length.

→ Hand one to a steering committee. They are built to need no preamble.

→ Every number on every poster is sourced, by name and by date, on page seven.

→ There is no form and no gate. Send them to whoever needs them.

David Apollon
Independent ERP and Workday program leadership. 25 years, 76 client engagements.

9Nation.com
Free to share. Free to print.
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Workday = One Login + One Data Core + Every HR & Finance Task + AI Built In 9Nation.com
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Good Workday Deal = Right Scope + Benchmarked Price + Capped Renewal + An Integrator You Chose 9Nation.com
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Workday Go-Live = Clean Data + Real Testing + A Dedicated Team + Governance After Go-Live 9Nation.com
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Running Workday = A Funded Team + Tested Releases + Named Owners + A Live Backlog 9Nation.com
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Workday AI = Your Data + Agents + Guardrails + Humans In The Loop 9Nation.com



SOURCES

Where every number came from
Every figure on these five posters traces to a named, published source. Nothing here is folklore, and several widely quoted
ERP statistics were deliberately left off because they do not survive a look at the primary document.

Buying

• Fiscal year ends January 31, the fourth quarter signs the highest share of deals, and gross revenue retention was
about 97%. Workday annual report on Form 10-K, fiscal year ended January 31, 2026.

• Flex Credits are metered per completed task, bought in bulk, and carry a published rate card. Workday Flex Credits
page and the published Flex Credit Rate Card.

• There is no published list price. Verifiable by absence. Every per-worker figure in circulation comes from a reseller or
an advisory firm, so none of them appear here.

• Workday Launch is fixed-fee and preconfigured, and you may deploy with Workday services or a certified partner.
Workday Launch and partner pages.

Deployment

• 45% average budget overrun, 7% schedule overrun, 56% less value than predicted, and 15% more overrun per extra
year, across more than 5,400 projects. McKinsey with the University of Oxford, Delivering large-scale IT projects on
time, on budget, and on value, 2012.

• 88% of projects with excellent change management meet objectives against 13% with poor change management.
Strong sponsor 79%, weak sponsor 27%. Prosci change management benchmarking.

• Five phases: Plan, Architect, Configure and Prototype, Test, Deploy. Kainos Workday implementation methodology
v5.1, the partner-delivered method most programs actually run.

• Environments, refresh cadence, and the six-month minimum term on an implementation tenant. Workday tenants
datasheet.

• Cutover freeze mechanics, the payroll lock, and the block on new hire start dates. Generalized from a published
university cutover schedule for a 1 July 2026 go-live.

Run

• Two feature releases a year, in March and September, each with a five-week preview window. Workday release
guidance, corroborated by published customer release calendars. 2026R1 went live 14 March 2026.

• Weekly service updates and feature releases arrive mostly disabled by default. Workday release best practices guide,
in Workday's own wording.

• What to test in preview: key integrations, key business processes, and critical custom reports. Named directly in the
same guide. Security roles and custom-built extensions are the practitioner additions.

Deliberately left off

The 55% to 75% ERP failure rate attributed to Gartner (no such publication exists), the claim that 83% of data migrations
fail (no primary source), typical discount percentages, any per-worker dollar figure, any implementation-to-subscription
cost multiple, and any fixed hypercare duration in weeks. Each one circulates widely. None of them survived sourcing.

Sources verified August 2026. Product names and release dates change: check current documentation before citing
any of this in a contract. 9Nation.com



ABOUT

Who wrote this, and why
I am David Apollon. I run ERP and Workday programs from the client side, which means I sit on your side of the table and
keep the integrator, the software vendor, and the schedule honest.

Twenty-five years. Seventy-six client engagements. Roughly fifty ERP and CRM implementations with budgets between
$5M and $65M, more than twenty Workday programs, and teams up to 300 people. Most recently a $25M Workday
big-bang across HCM, Finance, Supply Chain, and Payroll, delivered alongside a parallel workforce management rollout
and aligned to a concurrent Epic go-live, and a statewide public-sector Workday program.

These five posters exist because the same questions come up on every program, from the same people, in the same
order. What is this thing. How do we buy it without giving away our leverage. How do we get it live. Who runs it afterward.
What happens when the agents arrive. Each guide answers one of those in one page, so you can hand it to a steering
committee without a preamble.

Use them however you want

Print them. Put them on a wall. Drop one into a kickoff deck. Send them to a colleague who is two weeks into their first
Workday project and drowning in vocabulary. There is no form, no gate, and no tracking pixel. The only ask is that you
leave the 9Nation mark on the corner.

If you want the conversation behind them

I keep a small number of slots each month for a complimentary 30-minute deployment architecture review. Bring your
timeline, your sequencing, and your resource plan, and you will leave with an unbiased read on where the hidden risk sits
and what to do about it before your parallel run hits a wall.

Reach me

• 9nation.com/contact

• contact@9nation.com

• linkedin.com/in/davidapollon

The rest of the library

Every guide in this set has a full write-up at 9nation.com/workday-guides, along with readiness checklists, negotiation
toolkits, and the visual playbook library. All free, all without a form.

The Workday Field Set. Published August 2026 by 9Nation Consulting LLC.
9Nation.com


