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Introduction

 The eBook “Understanding the Cost of a new POS System” is a guide for restaurant owners and opera-

tors in the process of vetting a new Point-of-Sale (POS) system for their establishments.  We will examine 

the cost structure of a subscription-based POS system and how it changes the way companies plan their 

POS system investment.  At the same time, we will be comparing the subscription-based model to its pre-

decessor, the licensed model.

 

In this eBook, we will discuss and break down the raw cost of a subscription POS platform from initial cost 

to deployment, upgrades, sta�ng for IT and more.  We will address the costs of maintenance and upgrades 

to the system, the costs incurred when on-site visits are needed from the vendor, the costs per user for the 

platform, and �nally the cost to decommission the platform in its entirety.

This eBook is a key piece of information to aid you in your search for a new POS system for your business.  It 

will improve your knowledge and understanding of the subscription-based software price model and 

allow you to make better decisions during your search for a new solution for your business.  
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01
CHAPTER

Raw Cost and 
Initial 

Investment

Traditionally, the licensing model was how any kind of software was sold, whether an 

operating, word processing, inventory management, or even a POS system.  Customers 

would purchase a system in its entirety, for a large financial investment out of the busi-

ness’ Capital Expenditures (CAPEX) funds.  Now, with the subscription model, the 

financial investment is significantly reduced and is typically paid from Operation 

Expenditures (OPEX) funds.  This applies for any sort of company that is in the process 

of shopping for new software, but especially for restaurants and POS systems.  There 

are several components that make up the raw cost and initial investment into any soft-

ware platform; we will try with this chapter to break it down into five specific areas to 

discuss. 

Initial Cost

With a traditional, licensed POS system, the most basic way to explain the initial cost 

is that the customer is paying the software vendor for the whole enchilada.  Every 

piece of hardware, software, etc., is all included in an enormous, one-time purchase.  

Typically, this price (whatever it may be) will often include modules or parts to the 

platform or system that your business does not plan to use or never learns to use.  

Therefore, this huge investment includes pieces of equipment and software that you 

are buying unnecessarily.   
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In this case, the expense for the system is included under CAPEX funds by 

the company, specific for the purpose of this purchase.  And this is usually 

whether or not the company intends to use the system 100%.  Obviously the 

justification behind a large-scale purchase like this is that it can theoreti-

cally be amortized in the books over the life of the system.  However, from 

a cost standpoint, this is an astronomical investment: taking on a five-, six- 

or even seven-figure amount for a system purchase. 

Now, in comparison, a subscription software POS system has a significantly 

reduced cost in general, not to mention the front-end investment that is 

required of the customer.  Typically you will see fees that are laid out for the 

initial setup of the system and localization to your business, and then the 

first recurring subscription fees (these are typically billed on a monthly 

basis).  And that’s it in a nutshell.

For any sized company looking to make this investment, the idea that they 

can now re-route funds from CAPEX to OPEX funds is a revelation.  Addition-

ally, from a vendor standpoint, selling subscription software increases the 

predictability of software revenue. So in reality, it’s a win-win situation for 

both the customer and the vendor, which was absolutely not feasible 10 

years ago.
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Additionally, there is a lot more power in the customers’ hands with a subscription 

service, as they typically renew on an annual basis.  With this model, the software pro-

vider is now forced to demonstrate the ongoing value of the software itself, and work 

harder to build and maintain a relationship with the customer. 

 

Cost of Deployment

After businesses have vetted out their software provider and made the decision and 

investment in their licensed software system, the next step is always deployment.  The 

hardware for the system that was purchased usually is included in the purchase price.  

This hardware is typically proprietary in nature, designed to run the software platform 

only from the specific vendor.  This has turned many customers against their current soft-

ware vendors, especially in the restaurant industry, as they feel that with a licensed 

model they do not have an accurate or fair gauge of the value they derive from using the 

system. Customers not only feel that they don’t have a handle on the value they are get-

ting, but also that they are stuck, for lack of a better term, with the system they pur-

chased due to the amount of money that went in to that CAPEX purchase. 

 With a subscription-based POS system, the value disconnect that customers can 

experience with a licensed system is no longer a factor.  There are levels of offerings that 

subscription companies provide ranging from value to premium, which include specific 

modules and pieces of the system that customers actually will need and use.  With a sub-

scription model, the cost of deployment is significantly reduced as a lot of the costs are 

typically shared between both the vendor and the customer.  Another fact in favor of 

subscription-based systems is that a majority of them work on existing equipment that 

the customer owns. 

 

“Much less cost 
here, typically cost 

is shared by the 
supplier and customers. 
Also, many subscription 

services run on 
existing equipment.”
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So not only is it a more cost-effective option from the moment the initial investment 

takes place, but now customers are no longer forced to replace every piece of hardware 

in the business.   For restaurateurs in particular, a subscription-based POS system like 

HulaPOS has no specific hardware requirements and will work on any computer hard-

ware, provided it uses established standards.  Deployments as a whole can happen on a 

much faster timeline, given that the hardware is not being replaced.  

Cost of Upgrades

Upgrades are where a licensed software platform can create a lot of financial headaches 

for a business.  Obviously as a business owner and operator, you know that budgets are 

set annually.  Typically, companies will have an outlay included in the budget for support 

and repairs to the existing system, but upgrades are a different animal entirely.  Up-

grades, unlike support and repairs, are rarely included in a CAPEX outlay and can cost 

astronomical amounts.  The reason why customers end up getting caught with extensive 

fees for upgrades is usually due to the fact that the software vendor has decided to 

sunset the software and they will no longer be supporting it. 

 

For a restaurant business, this can mean a huge financial responsibility to assume.  Not 

only does the software need to be replaced, but also staff will need to be retrained, 

sometimes hardware and even the peripherals (POS terminals, cash drawers, printers, 

credit card readers, et al) will need replacing.  Upgrades that can cost upward of five 

figures and involve this much extensive work can create enormous financial difficulties.  

“For Licensed software, 
this is not included in 

initial investment cost;
buyers will need to 

include this in future
budget planning.” 



This is one of the perks of purchasing a subscription-based model:  Upgrades to the software, 

security patches and fixes, etc., are all included in the subscription cost.  The onus is now 

on the vendor to continue to provide their customers with an up-to-date product.   The 

vendor is now responsible for keeping the system updated with all new modules, improve-

ments to the software, bug fixes, etc.  No longer are customers forced into spending more 

funds on a support contract that could only be for 90 days, or just one year, when they have 

purchased a system that they need to have last for at least five years for their investment 

to be justified.  With the software able to be updated remotely, software providers now can 

“interrupt” the service of their customers during their non-peak hours.  So, for a restaurant, 

a software update can take place during the hours that the business is closed, taking no time 

or data collection away from the operations in general.

  

 The aspect of upgrades, updates and fixes being included in the subscription cost of 

the software platform is one of the biggest selling points for software vendors currently, and 

it is also one of the biggest reasons why customers will choose to switch from a licensed ver-

sion of software to a subscription version.  Additionally, from a customer perspective, this 

provides them (the customer) with an improved customer experience and a more tangible 

value for their money when all is said and done. 
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Cost of IT Staff

For any organization looking into a full-sized ERP (Enterprise Resource Planning) 

system for their business, especially in the restaurant industry, a full-fledged licensed 

system will typically require the addition of a full-time IT staff to oversee the servers, 

terminals and all of the data collection for the system as a whole.  So now, the 

investment that was already incredibly high for the business has gone up even more, 

as it requires at least one to two new personnel be on salary to monitor and maintain 

the system as a whole.  Obviously there are circumstances in which the system could be 

run on a part-time basis, but for a full-service system there needs to be full-time staff

available to maintain it. 

With a subscription-based system, a full-time IT staff is still necessary to manage 

and maintain the system.  This is due to the fact that the system is fully maintained by 

the software vendor, it is no longer expected that the customer bear the responsibilities 

(both financial and otherwise) for maintaining their system. For enterprise-level   

It is recommended by a majority of subscription software providers that a “power 

user” be identified within the organization.  Typically this power user is the person 

who spearheaded the process from the beginning, decided on the system, is the

party who is responsible for overseeing the implementation of the system and is 

now available to monitor the system as a whole.   
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a full-time staff to maintain 

and manage software 
operations.”

establishments, an IT staff will still be needed to manage company-wide systems.



This person becomes a point of contact for the representatives of the software 

vendor, and vice versa.  They are able to get in touch with the support team at 

the software vendor if there is a problem with the system or if they’re noticing 

that an upgrade hasn’t come through, etc. And, rather than being held up by 

waiting for a tech to come out to the location, like the regular upgrades and 

fixes that can be scheduled, the fixes to the system can be delivered while the 

power user is on the phone with support.  

Cost of User Licenses

 Software licensing can be very complex as each software manufacturer 

may have a unique licensing program. Some licensing programs give customers 

discounts based on how many licenses you purchase while others are based on 

the number of seats or devices using the software. In some cases desktop soft-

ware may be licensed differently from server-based software that needs to be 

accessed by users. And some licensing programs offer subscription licenses 

verses concurrent user licenses.

 The cost of user licenses can be very complex, usually on a provider-spe-

cific basis.  Typically most software vendors will have a unique program, based 

on their company-specific parameters.  Some of these parameters can include 

discounts that are based on the number of licenses purchased; some can be 

based on the number of seats or terminals that will be utilizing the software.  10

“In licensed software, database management costs apply.” 



Additionally, many software providers have different versions or editions of the soft-

ware.  For example, power users may need access to the full system, however a 

shop-floor user or someone who is just responsible for data input may only need access 

to pieces of the system overall.  There is also the concurrent versus named user discus-

sion; a concurrent user is likely to be defined as a computer that is accessed by multiple 

users whereas a named user is just that: a specific name-defined login for that single 

user.  

With subscription-based software, your cost per user is defined as the number of users 

who will have access to the system.  Costs vary between two levels typically, the full-ser-

vice user and the limited-access user.  An example of the difference between these two 

users is easily explained using a restaurant analogy.  A restaurant manager is typically a 

full-service or high-level user of any sort of POS system.  They will need access to report-

ing, analytics, sales data, and menu items, as well as to the person-by-person informa-

tion for all of the servers and bartenders who have sales checks within the system.  How-

ever, a server or a bartender needs access to the menu items, and to the sales screen 

where they process payments only.  There is no call whatsoever for them to have access 

to sales data or analytics.

A majority of subscription-based software providers offer their systems on a per-unit 

basis; sometimes discounts are available to high-volume customers.  

The raw cost of a new POS system from a subscription-based software standpoint is very 

easy to understand, using the breakdown that we have provided in Chapter 1.  Typically 

the cost breakdown can be confusing, but using this chapter alone to decipher some of 

the details that could get lost when reading through contracts and agreements will aid 

you in finding the most cost-effective solution for your operation. 
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recurring subscription costs, 

typically on a per-user or 
per-station basis.”
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CHAPTER

Maintenance is traditionally where software vendors see the most profit, as customers 

consider it a post-purchase investment.  For a restaurant business, these costs can be 

staggering in nature and can be a determining facture in its success or failure.  Aside 

from the initial cost of an additional maintenance contract that can sometimes be 

valued at upwardsof 20% of the licensed software contract or even higher (!), there are 

costs that may not have been considered before the system was purchased like the 

logistics, maintenance of the hardware, service, support and even quality assurance.  

Maintenance is one of the areas where subscription-based software platforms benefit, 

as the maintenance is included wholly in the monthly recurring costs. 

Initial Cost

Most licensing programs offer various types of maintenance; the most commonly used 

term to describe this is software assurance or software subscription.  Maintenance 

plans like these will typically include rights to the most current version of the software 

that was purchased.  They may also include things like support (either phone or 

online), service packs, some product enhancements, and some additional services like 

partner services or access to training.  The support level you as a business owner 

choose largely depends on the amount of downtime your company can afford to experi-

ence.  As we have established, for restaurant owners and operators, this is little to no 

down time. 
12

Cost of 
Maintenance



With large, enterprise operations that invest in a license software platform for 

their business, they are often looking at a maintenance contract that is an aver-

age cost of 20% of the full contract value.  So to put it simply, if you’ve pur-

chased a $1 million software system for your business, you now have to pay 

$200,000 annually to maintain and support the system (assuming that nothing 

goes wrong, nothing breaks, or needs to be replaced).  These contracts also are 

typically non-negotiable, so there is little wiggle room for the customers.

 

Another headache attached to software assurance-type maintenance is that 

some of the problems and issues with a system that require maintenance often 

are not able to be supported by basic staff on the phone or via email.  These 

issues involve the need to work with more experienced consultants who can 

address the problem, at a substantial hourly fee. 

The cost of a maintenance package for a licensed software platform is a huge 

additional expense that many companies cannot always justify, and the addi-

tional capital outlay for something like this is a considerable factor as to why 

many businesses are moving away from a traditional licensed model to a sub-

scription-based system. 
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If it feels as though this eBook is filled with a few repetitive statements, one of which is: 

“included in the recurring subscription cost,” it is.  But that is the honest truth and 

appeal of a subscription-based software platform, that a substantial majority of any and 

all costs are included in the monthly recurring fees.  One of the biggest pain points for 

customers who own a licensed software platform is that they are paying exorbitant 

amounts for their software maintenance and not seeing any tangible results.  

 Often, when the long-term numbers are crunched, customers who are looking into 

the extended value of a subscription-based system for their business have found that 

they will typically break even or save money with a subscription-based system versus a 

traditional licensed platform.  This is also just in the pure cost of the software and main-

tenance, it does not include the savings found in labor and maintenance costs.  As a 

restaurant operator, can you afford to ignore the savings that you could be using to put 

profits back into improving or even expanding your business? 

Cost of Logistics for Maintenance

 This is another area where customers can get caught with significant expenses out 

of their CAPEX funds for the year.  This oversight can happen for a number of reasons, 

but the most obvious is that the customers do not get the information necessary from the 

software vendors with regard to what it takes to actually operate and successfully run 

the system.  This includes renting out additional office space to handle the server space, 

any of the additional needs as far as electrical or utilities are concerned, and even the 

power backup essential to keep the system running if the power goes out.  In the restau-

rant industry where square footage is precious and expensive, sometimes these costs 

prevent operators from choosing ideal locations to run their business. 
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space, electrical/utility 

needs, power backup, etc.  
This will increase 

operational costs for the 
business as a whole.”



Typically, facility costs for an on-premise system will equal the purchase price of 

a system within two years or sometimes less.  Additionally, costs for utilities like 

electricity, which is used for both power as well as for cooling, can and will 

exceed the price of the system within six years of less.  Few organizations pull 

information like this together, which therefore does not give them any sense of 

what the true facility costs are that are associated with a project like this.  

Without this information, it is practically impossible for a financial team to get 

an accurate picture of just how much they will be required to spend on top of 

the project costs, which will greatly upset the books for the business all togeth-

er.  

 There is that other statement that seems to be making a lot of appear-

ances within this eBook: “no additional costs involved.”  This is the other state-

ment that leads business owners and operators to really see the inherent value 

of a subscription-based software system for their business.  From a cost-benefit 

analysis standpoint, it is very difficult to justify sticking with a licensed system 

when as a business owner you can see significant savings in your operational 

costs as a result of switching to a subscription-based platform.  Like we 

discussed in the previous section, with square footage for a restaurant at a pre-

mium, the ability to be able to select a more prime location for your business 

cannot be ignored. 15

“No additional costs involved.”



Service, Support and QA

As addressed in chapter one, another issue for customers who purchase an 

on-premise system is the cost of the vendors’ annual support and maintenance 

contracts.  These are highly profitable for the vendors, which of course trans-

lates to highly expensive for the customers, as they can typically amount to 

about 20% of the initial license fee for the system.  With an outlay like this, obvi-

ously every customer wants to get a lot of bang for his or her buck.  However, 

that is rarely the case. In some instances, customers are left receiving poor 

service or no service at all with these contracts.  They receive little to no value 

for the amount that they are spending on the system that is running their busi-

ness.  Often they are told by support staff that their contract does not cover the 

problem that they are having with the system.  This puts the customer in the 

position of needing to hire a consultant from the vendor, to come to their loca-

tion and troubleshoot (and hopefully fix!) the issue.  This is even more costly, 

and is obviously not something that they have put aside funds for in their annual 

software budget.  As a restaurant operator, it is never good to settle for service 

that involves having to wait for someone to come to your location to fix things, 

as you cannot afford to have your system down at all, if we’re being honest. 
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no assurance, and costs incurred on license have to be written off even in cases of 
poor service.”



Once again, the recurring statement is back “No additional costs to the customer.” Using 

the assumption that the customer has purchased a service and maintenance contract 

that is valued at 20% of the cost of the original software contract (for this argument 

we’re going to use a $1 million contract).  So instead of paying out $200,000 annually for 

support that they may or may not be receiving, a business is now saving that money that 

they can put elsewhere into the business.  This is not something to be ignored when con-

sidering the total cost of ownership with a new system. 

The statement “the supplier is under pressure to deliver good service, support and QA” 

is another key selling point for a subscription-based software platform, as it puts all of 

the power in the hands of the customer, rather than the vendor.   The customer has no 

monetary incentive to stick with a subscription-based service if it is not performing or if 

they are receiving poor support.  Holding the power in this relationship especially is a 

gratifying change for any customer investing in a new POS system. 
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CHAPTER

Cost
of

Upgrades

Upgrades in software are inevitable.  They are a fact of life in the software world, it is 

an industry that is constantly evolving and improving.  In software, there are two kinds 

of upgrades to a system: the version upgrade and the bug fix.  Typically a bug fix is just 

that, fixing small issues that users are having within the system.  These are usually a 

frequent occurrence and are often provided to customers under the umbrella of a 

maintenance contract.  Version upgrades are a wholly different animal, as they will 

typically include fundamental changes to the software.  A major upgrade can disrupt 

business for an unknown amount of time (in a worst-case scenario), and can sometimes 

even lead to a loss of data.  

What happens if a new software product version is released within the license period? 

Most software license programs offer Upgrade Protection (sometimes known as 

Upgrade Insurance, Subscription or Maintenance). Upgrade Protection allows you to 

use any new version release of the licensed software during the designated time 

period, typically two years. While some manufacturers include Upgrade Protection 

with a license purchase, most have it available for a discounted fee.
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There it is again, that statement that is running its course through this eBook.   

Another interesting factor is the pressure on the subscription-based software 

provider in that the software model creates pressure to keep existing customers 

rather than find new business.  The reality is that for subscription-based soft-

ware vendors, they receive the same amount of revenue from a new customer 

as they do an existing customer, so it’s in their best financial interests to keep 

their existing customers as much as it is to sign on new ones.  With this in mind, 

they have a completely different viewpoint from their licensed-based counter-

parts, and this viewpoint is to the benefit of the consumer rather than the 

vendor. Once again, subscription-based systems prove that they are doing what 

they can to consider the needs of their customers rather than of their company.  
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CHAPTER

Cost
of On-Site

Visits

Typically with a software implementation, the vendors will include the cost of on-site 

visits as an add-on to the contract.  But once implementation is done, and the vendor 

reps have gone home, what happens to the customer if they need someone with experi-

ence on their system to come and fix things? Well, it is very different when you look at 

the license vs. subscription comparison that we have included in this chapter.

These costs are typically factored into an area of “Time and Materials.” Oftentimes, ven-

dors will offer this option or a “Fixed Fee” option for services that require on-site visita-

tion.  Typically, with implementation costs you’re looking at a 1:1 or even a 1:1.5 ratio of 

software costs to services cost.  Once implementation has been completed, the costs for 

an on-site visit are not easy to gauge.  But as a customer, if you need to bring a consultant 

or specialist out to your site for maintenance or to repair problems with your system, 

you’re looking at the following costs on top of the fees to make the fixes: airfare, hotels 

and per diem for expenses.  No, that’s not a misprint. You, the restaurant owner, are 

responsible for their travel costs on top of the thousands of dollars you’ll be expected to 

pay to get your POS system functioning once again. 

 So you’re telling me that I won’t ever have to pay for a consultant to fly out to my 

restaurant location, stay in a hotel and eat on my dime, and then come in and fix my soft-

ware? Where do I sign? 
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If only it was that simple, but with a subscription-based system it sometimes can 

be.  With a subscription-based system, due to the fact that it is typically hosted 

in the cloud, your vendor support can login to your system remotely to diagnose 

and repair any problems or bugs that are adversely affecting your system.  Once 

again, these costs are all rolled into the monthly recurring subscription fees that 

the customer is paying, so there is no need to look into bringing an outside con-

sultant in to look over your system.  Obviously there are exceptions to every 

rule, but in general with a subscription-based system you the customer will not 

need to do more than send an email, make a phone call or submit a support 

ticket to your vendor in order to get fixes in quickly.  Imagine the ability to fix 

your system in a matter of minutes, with little to no downtime to your POS 

system as a whole. What a refreshing change! 

21
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CHAPTER

Cost
of

Users

 The easiest breakdown of the licensed vs. subscription model when it comes to users is 

as simple as seats vs. users, and also to flexibility (both financially and in general).  In the 

restaurant POS system arena, this typically translates to seats or users that have full 

access to the system (i.e. managers, chefs, etc.) and seats or users that have limited 

access (cooks, servers and bartenders, etc.). 

Licensed software is often sold in terms of the number of “seats.”  This is the number of 

people who are licensed to use the software at any one time.  For example, your restau-

rant may have 100 managers who share 10 seats, within their locations, to manage the 

business.  Due to the fact that these managers are not all working at the same time, and 

only spend about 10% of their time in the office using this business management software, 

it’s no issue for them to share licenses and have the ability to use the software whenever.  

However, it should be noted that they are stuck using this software on the single terminal 

in their establishment that has been licensed; there is no portability or even flexibility 

for them.  Another issue that customers find is that once they have purchased a specific 

number of licenses, they are locked in to that number without a significant increase in 

cost as well as additional fees and charges to get their system updated, should they need 

to add more license seats.  This means if the restaurant is a success and needs to add 

more employees or even another location, the “penalty” for success is severe. As if that 

wasn’t enough, they also have no recourse if/when they need to reduce numbers if they 

see their workforce numbers shrink. 
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The subscription model can be used by multiple users at a time, and operates on a per-user basis, charged in your business’ recurring 

monthly fees. The major difference is that subscription-based systems can be accessed from any computer or device at any time; the only 

requirement is an Internet connection. This gives the freedom of working from anywhere and results in a more productive output.  Con-

versely to the licensed-based model, subscription software customers are able to adjust and change their user numbers at will.  They 

simply inform their vendor about the change, whether an increase or a decrease in their user numbers, and the vendor is able to remotely 

make the changes to their system. 

“Subscription software allows for more flexibility at incremental costs.” 
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CHAPTER

Cost
of 

Decommission

There are any number of reasons why a restaurant business tries to decommission its POS 

system.  Typically, it’s just a matter that the system has been in place for long enough 

and it’s worn out its welcome, but often you’ll see that businesses are choosing to switch 

to a new system for any number of reasons. 

For restaurants using a licensed-based POS system, any of the following reasons      

can be why they are decommissioning the system:

• Vendor is ceasing support of an older version of the software.

• Software is out of sync with current industry trends and needs.

• Software is non-scalable, thus no longer fits company expansion plans.

• Technology behind the software is becoming obsolete, thereby increasing both   

 vendor and customer maintenance costs.

• Company is planning to diversify, so the licensed software may now become usel ess.

These are all problems for the customer, however, as they are forced into decommission-

ing their system.  As a result, they now have to choose to invest in a new system with 

their current vendor, possibly even stick with a licensed system. Or, do they make the 

jump to a subscription-based system that could possibly save them a significant amount 

in the long run?  The reality is that the customer is once again at the mercy of the deci-

sions that the vendor is making, and they really are not able to make a decision based on 

what is best for their business. 
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With the subscription-based model, the customers once again hold all of the power, 

rather than the vendors.  Customers really have the ability to switch the software on or 

off at virtually no cost.  In fact, it is very typical with a subscription-based system that 

the software vendors require a 30-day minimum notice for cancellation of the service, 

with no penalty.  Obviously like with any contract there are exceptions, and the custom-

er is out the investment they made initially to set up the system. However, even with 

that in mind, it is clear that from a contractual and decommissioning standpoint that the 

subscription-based model is much better suited for businesses looking to remain flexible.
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typically have a multi-year 
contract before they can 

cancel. After 3 years, they 
can opt-out at any time. 

30 Day
Notice



Conclusion
 Given what we have covered in this eBook, it is clear that the subscription-based model of POS software 

provides the same type of product as a licensed model, but the economic analysis shows that it is clearly a 

more cost-e�ective option for a majority of businesses looking for a new system.  This model, after all, is 

lower in cost to the customer and structurally inclined to keep getting better for the customer on a consis-

tent basis.  

As a consumer, it would make sense that you would want to purchase from a company that is highly moti-

vated (especially in the �nancial sense) to keep you happy and keep your business, rather than one that is 

pressured to �nd new customers and washes their hands of you as soon as your check has been cashed.  

With HulaPOS, you have a vendor who will provide you not only with a subscription-based POS system but 

also with the customer service and appreciation that you as an operator deserve. 

One of the biggest concepts we hope you have gotten from this book is that you cannot compare a license 

or subscription-based POS system solely on the initial capital outlay versus the monthly recurring fees.  The 

strictness of this lens to view the cost will really only lead you in a direction that will not give you or your 

business the information you truly need.  Outsourcing your POS needs to a subscription-based vendor like

HulaPOS will make the overall process easier from every standpoint, including security, performance and 

hardware management.  Visit the HulaPOS website to learn more by clicking here.
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