
 
The TechAccelerator platform and service - a CFO’s dream technology  
 
What CFOs (and their bosses) care about in tech purchases 
 
When a Chief Financial Officer evaluates a technology contract, the decision goes well beyond 
features. Key priorities typically include cost-effectiveness, measurable ROI, scalability as the 
business grows, and smooth integration with existing systems. CFOs also weigh risk 
management (security, compliance, data privacy, and vendor stability), long-term viability of the 
supplier, and the full total cost of ownership (TCO - including training, maintenance, upgrades, 
and support. Finally, they focus on whether the solution improves efficiency and productivity 
across teams, reduces operational friction, and creates a predictable financial model that can be 
budgeted accurately. 
 
How TechAccelerator aligns to those priorities 
 
TechAccelerator (TA) positions itself as covering both sides of the financial equation: enabling 
increased revenue while reducing waste and redundancy across business units. TA emphasizes 
rapid and measurable ROI, targeting at least a 10X return from contract start, with one current 
client reporting repeated 40–50X ROI. In addition, TA is designed for scalability: many 
customers begin with one business unit and expand over time, supported by pricing that 
enables a “start small, grow as needed” approach.   
TA also highlights integration as a core strength, offering an open platform with APIs and 
direct-connect options. For example, TA encourages Salesforce customers to use integrations 
to capture platform activity data - who is doing what, how often, and which activities correlate 
with revenue. From a TCO perspective, TA uses a set monthly fee that supports predictable 
budgeting and includes professional services from TA engineering to build, update, patch, 
maintain, and support all your hands-on labs. 
 
Proof points, efficiency impact, and trust signals 
 
TA can prove concrete savings and productivity gains. One client reduced public cloud spend by 
$300K over four months by using TA’s built-in cloud for sales and training demos. TA also 
argues that hands-on lab catalogs can reduce new-hire ramp time from months to weeks, 
accelerating revenue generation. Efficiency increases further through “build once, use many” 
reuse across business units, helping eliminate silos and duplicated effort and spend.   
On risk and vendor viability, TA notes long-term relationships with large global clients, ranging 
from $50M to $30B in revenue, and the ability to pass strict required security audits. It also 
emphasizes stability: more than 13 years in business, profitable since day one, privately held, 
and operating without outside investment or debt. Customer quotes reinforce scale, faster 
delivery, shorter sales cycles, improved partner consistency, and fewer formal PoCs. 
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