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Directions!  
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8 Steps to Double Your Customer 

Ads
Sharka Chobot

Sunday, April 16

3:30 to 4:15 
Windsong 1-2

Secrets to Driving and Converting 

More Leads From Appsource
Angie Hirata

Monday, April 17 

2:15 to 3:00
Magnolia ABC

Marketing Best Practices to 

Generate Pipeline
Angie Hirata 

Monday April 17 

6:00 to 6:45
Magnolia ABC

High Volume Acceleration Round 

Table Discussion

Sharka Chobot + Fredrik 

Heitala Tuesday, April 18

11:15 to 12:00
Regency 5

8 Go-to-Market Steps to Launch a 

Proactive Migration Strategy That 

Accelerates Moving Your On-Prem 

Customers to Cloud 

Sharka Chobot

Dr. Christian Lehmann
Tuesday, April 18

5:00 to 5:45
Regency 6-7

Best Practices for Building a High 

Volume Dynamics Practice

Sharka Chobot +

Andrew King

Wednesday April 19

9:15 to 10:00
La Coquina & Alcove 

Getting Started on Leveraging 

Power Platform to Build Low Code 

Industry Specific Solutions and 

Drive More Customer Value

Dr. Christian Lehmann

Wednesday April 19

10:15 to 11:00
Magnolia ABC

Microsoft presents: Build a low 

code partner practice -

Opportunities & Guidance

Sharka Chobot, Dr. 

Christian Lehman , 

Christian Baek, Fredrik 

Hietala

Wednesday April 19 

11:15 to 12:00
Palm A-F

Sharka 

Chobot

Dr. Christian 

Lehmann

Angie Hirata



https://neuralimpact.ca/directions-orlando-2023 Orlando - l 

For Sessions Slides and Resources Visit:

https://neuralimpact.ca/directions-orlando-2023


Directions Attendee Limited Exclusive Offer

High Volume 

Acceleration Program

50% off Registration
https://forms.office.com/r/cK1HdPBKwg

❑ Limited to first 5 partners only

❑ Must register April 16 -19

❑ Applicable to April 2023 Cohort Only

https://forms.office.com/r/cK1HdPBKwg


8 Capabilities Needed 
to Double your 
Customer Ads

Sharka Chobot
Chief Transformation Officer
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Specialize in Customer 

Acquisition & SaaS 

Transformation Strategy 

Development

15 Years working w Dynamics Partners

Experts in Neuroscience
No onboarding.

99% of our Clients = 

Microsoft Partners

Modern Digital Marketing 

Accelerated Remote Selling

Cloud/SaaS Transformation

High Volume Acceleration Program 

https://neuralimpact.wistia.com/medias/t4ktrtzwek


Disruption



SaaS = 2 Disrupters



Porsche Subscription - Porsche USA

https://www.porsche.com/usa/accessoriesandservices/porschedrive/subscription/


CMRR

https://www.thesaascfo.com/committed-monthly-recurring-revenue/



Financial Model

People

Systems, Process, Structure, Operations

Development Transformation

Customer Service Transformation

Solution Offering

Marketing Transformation

Sales 
Transformation

Accelerate growth, 
drive recurring revenue 
and increase profit.

Change compensation, leverage 
tools, automate business processes, 
drive operational efficiencies.

Reduce customer risk, deliver 
customer value, solve real problems.

Get more leads, drive more conversion 
and lower costs of customer acquisition.

Shorten sales cycles, increase win rates 
and lower costs of selling.

Drive up customer lifetime value, increase customer 
satisfaction, help customer attain a ROI quicker.

Innovate, disrupt industries, shorten 
development cycles, and reduce 
investment risk

Build core competencies, 
increase industry 
domain expertise. 

SaaS Transformation Model
Areas that need to change 

Sales 
Transformation



Road to Repeatability



Where are you?



FULL: https://neuralimpact.ca/customeracquisition

Mini: https://forms.office.com/r/m3Mqwjg3RJ

https://neuralimpact.ca/customeracquisition
https://forms.office.com/r/m3Mqwjg3RJ


New metrics that matter: Example - Avepoint



SaaS Metrics

• Growth Average Recurring Revenue (ARR)

• % YoY Growth i.e. 50-200%

• Subscriber Growth

• Average customer acquisition cost CAC

• Gross Margin i.e. 33%+

• Operating Profit Margin (Sales-CGS-Op. Exp 

(G&A)

• Net Profit Margin (all + taxes/interest, non op.)

• S&M as % of Revenue  35-40%

• R&D 13-15%

• G&A 7-9%

• Churn <10%

• Average Revenue Per User (ARPU) (reflects Value)

• Customer Lifetime Value



High Volume Transformation Average

Key Metrics
High Volume Business Model and 

Motion

Full Time Sales Resources 3.8

Marketing Resources 2.1

New Customer Ads/year 23

Annual Revenue Growth 37%

Average Deal Size 

(annualized) $66,271

Length of Sales Cycle

(Days to Close) 81

Hours spent by Sales Professional to 

close customer 28.7

Average project services margins 33%

Win Rate 39%

Marketing Investment

(videos, digital, SEO) 3%

Qualified Prospects 6

Leads / Month 20

Days to implement a 20-40 user deal 102

Source: Neural Impact, March 2023



High Volume Capability Framework

Determine Key Growth 
Strategies

Identification of 
vertical/industry focus

Market Segmentation

IP Staircase

Emotional Messaging 
Framework; Identify 

Buying Triggers

Competitive 
Differentiation

Problem & Value 
Proposition Definition

Minimum Viable 
Solution Definition

Build vs Leverage - ISV 
Partnering Strategy

Identify 
Wedge/Advisory 

services

Pricing Strategy & 
Tiering

License/IP/App 
subscription offers

Define 3 quick start 
Implementation Offers

Subscription Customer 
Success and 

Optimization Services

Build/buy/leverage ISV 
tools to Accelerate 

Deployment

Define Target Buyer 
Personas and Pathways

Map 
Prospect/Customer 

Journey

Inbound Vs Outbound 
Motions

Identify and Prioritize 
Marcom Asset 
Development

Content Strategy; 12-
month Digital  Nurture 

Content Calendar

Website Engagement 
Optimization

Risk Reduction 
Strategies; Overcome 

Emotional Buyer 
Resistance

Listing Best Practice: 
Microsoft 

Marketplaces

Offer Landing Page 
Optimization

Building Trust & 
Credibility: ROI Proof

Marketing & Sales 
Process Map

Remote Sales 
Enablement Strategy

Asset Automation for 
Always-on Selling

Customer Continuum 
Journey

Post Purchase 
Customer Success 

Nurture

Land and Expand: Next 
Best Offer Definition

Renewal Motion

Customer Advocacy 
Success

P2P Strategy: Motion 
and Economics

Build a Channel (if 
applicable)

Microsoft Cosell

Channel/Partner 
Marketing Enablement

Expansion Strategy: 
Markets and Offers

Identify High 

Volume Opportunity 

& Focus

Create Differentiated 

Solutions

Package & Price 

Offers/Fast Track 

Immediate Value

Generate Demand
Engagement & 

Conversion

Accelerate Remote & 

Virtual Sales

Increase Customer 

Lifetime Value

Driving Scale & 

Growth

Streamline 
Development and 
Delivery Processes

Rapid Onboarding and 
Go Live: Investment in 

Video

Persona Identification

© 2023 Neural Impact



Model Disruption



Disrupting the Traditional Project Services Model 

Model

Reactive Support &
Project Services  

Big Project 
$50,000

Pro-Active Upselling, Cross Selling
Drive Customer Lifetime Value 

Small, Low Risk Project ROI

ROI

Compressed Deployment 

6-12 Month Deployment 

8% 

Churn

99% 

retention



Business Applications as a Service

Cap Ex – Project Services

Hybrid

Op Ex –Business Applications as a Service

$50,000 $100

$0

$15,000
$180

$300/user/
month

Give me 

more choice!



https://www.aptean.com/en-US

https://www.aptean.com/en-US


New Customer Ads in the Last Fiscal

Source, Neural Impact, March 2022



Race to Cloud
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Churn Rate
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Churn





Buying Decision

Logical

Features

Quality

Price 

Functionality

Emotional

Fear

Resistance

Control

Safety

Risk

Loss
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Oracle NetSuite
Growers & Agriculture - Oztera

https://6262239.extforms.netsuite.com/app/site/crm/externalleadpage.nl/compid.6262239/.f?formid=1170&h=AAFdikaIbt4L_mBjdHCJaDtTJFgs2mRug2-fXWhr6D6WKBIZL9E&leadsource=MSN8918E1002SM&cid=ppc_msn_top24erp&msclkid=bdb92474775415803f39404f23e207ab&redirect_count=1&did_javascript_redirect=T
https://www.oztera.com/growers-agriculture/


Differentiation: Industry Go To Market

Source, Neural Impact, March 2022
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Man

Progression of Economic Value

PriceLow

High

High

IP & Industry Relevance
Industry Innovation

ERP as a Service

CRM as a Service

Commodity Products

Price and Gilmore, 2011 Margin < 20% Margin < 35%

Project Services

45%-80% Margin45% Margin



31Copyright © 2021 Neural Impact Inc. All rights reserved.



Figure-3.jpg (750×617) (selecthub.com)

https://www.selecthub.com/wp-content/uploads/2022/09/Figure-3.jpg


Accelerated 
Core 

Foundation

https://www.curo365.com/, 

https://www.serenic.com/our-customers/npo/

https://k3pebblestone.com/

Risk
Cost
Time

Resources

https://www.curo365.com/
https://www.serenic.com/our-customers/npo/
https://k3pebblestone.com/


ISV

ISV

Core Industry Extend/Close Gaps Optimization as a Service



35Copyright © 2021 Neural Impact Inc. All rights reserved.
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Why Fixed Implementation Packages?

Better qualified leads Higher than 35% margin Lower selling costs

Less discounting 
Increase emotional 

differentiation
Shorter sales cycle

Less no decisions

Less deals lost to 
competitors

For You

For Your Customers
Risk



Prices are Anchored Low



39Copyright © 2021 Neural Impact Inc. All rights reserved.

Reduce risk, qualify, get a bias towards you

Microsoft Dynamics 365 Business Central Implementation | Toronto | Canada (websan.com)

https://www.websan.com/microsoft-dynamics-365/dynamics-365-implementation


Apps for Microsoft Dynamics 365 Business Central - get your apps here > (abakion.com)

PowerPack Microsoft Dynamics Add Ons from HCLTech | HCLTech

https://abakion.com/dynamics-365/apps/
https://microsoft-business-applications.hcltech.com/powerpack-add-ons/


Business Central Calculator | KTL Solutions

https://www.ktlsolutions.com/erp-calculator/


Digitally Transform Your Business with Microsoft Dynamics 365 - Catapult (catapulterp.com)

https://www.catapulterp.com/dynamics-365/?tab=0#tab-slider-anchor


SYNACT Accelerate

True SaaS 

Optimization 

as a Service

https://bondconsultingservices.com/dynamics-365-implementation-packages/

https://www.synact.net/_files/ugd/d16d07_21dbef0ef28049279491353e8fff761e.pdf
https://bondconsultingservices.com/dynamics-365-implementation-packages/


https://trellispoint.com/

Migration

https://trellispoint.com/migrate-from-infor-crm-to-dynamics-365/




Drive a Digital Buying Journey

Have you invested in SEO?

Do you need to invest in new searchable 

content such as blogs and videos? 

What high value educational assets can you created to 
drive online conversion? 

Do you provide any special incentives or offers? 

Can you leverage automated email campaigns to help 
move prospects along their buying journey? 

Do you have a customer advocacy program? 

Do you have strong case studies?

Do you have upgrade offers and an expand strategy?

Awareness

Interest

Desire

Action

Decision

Loyalty

Referral

Advocacy/Evangelism

Relationship 
Management

Demand 
Generation

Conversion

Nurture





Cost of Customer Acquisition

Source, Neural Impact, March 2022



Under Invested in Marketing





Source, Neural Impact, March 2022

How many full time equivalent marketing resources do you have, including employees or 
contract resources? 

Under Invested in Marketing



https://www.youtube.com/@Sabrelimited/videos

Source Neural Impact 2022



https://www.youtube.com/watch?v=J3TAszo76ZQ https://www.sikich.com/technology/crm-erp-services/

High Value Educational Content





Empathy
Problems



Pain
Proof







Value

Snowflake

Connect Confirm Close

AnchorConnect Optimize Close

Connect Anchor Optimize Confirm Close

Volume

Cloud Sales Motions



Business Applications Partner Sales Acceleration Program 

(PSAP) (microsoft.com)
https://partner.microsoft.com/en-us/training/assets/collection/business-applications-partner-sales-acceleration-program-psap#/

https://partner.microsoft.com/en-us/training/assets/collection/business-applications-partner-sales-acceleration-program-psap#/
https://partner.microsoft.com/en-us/training/assets/collection/business-applications-partner-sales-acceleration-program-psap#/




1. Better understand the P2P model
2. Find the suitable Financial Model 
3. Get in touch with Indirect Providers

Aka.ms/SMBP2P

Partner to Partner



Production 
Monitoring
(Power BI)

OH&S Regulatory 
Requirement
(Power Apps)

EDI Integration
(ISV)

Identify Your Customer Journey

Sales/Order 
Management 

Integration
(Sales Professional)

BC Implementation

SharePoint 
Proposal Workflow 
(Power Automate)



Post-deployment 
Nurture Programs

1. Customer onboarding

2. Education: lesson-based nurture

3. Product/service/news updates

4. Milestone nurture

5. Legacy customer nurture



Please Take 1 Min to

Rate this Session Now



Thank you
Sharka@neuralimpact.ca

www.Neuralmpact.ca

mailto:Sharka@neuralimpact.ca
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