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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



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
8 areas that need to change 

Sales 
Transformation



Road to Repeatability

20%+



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


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



Metrics Average

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, 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



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

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


New Customer Ads in the Last Fiscal

Source, Neural Impact, March 2022
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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
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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/


Race to Cloud
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Source: Microsoft, March 2022



Pricing of LS Express POS and ERP system (lsretail.com)

https://www.lsretail.com/products/ls-express/pricing
https://www.lsretail.com/products/ls-express/pricing


https://abakion.com/dynamics-365/apps/flexible-forecast/

https://abakion.com/dynamics-365/apps/flexible-forecast/


Pricing | Fusion5

https://www.fusion5.com.au/microsoft/pricing/#pricing-for-dynamics-business-central
https://www.fusion5.com.au/microsoft/pricing/#pricing-for-dynamics-business-central




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







Social

Source, Neural Impact, March 2022

Element
Microsoft 
Partners

Global Benchmarks
(CRM + ERP)

Global Benchmarks
(All Enterprise)

% of Return Visitors 29.56% 38.42% 32.03%

Bounce Rate (%) 61.32% 64.95% 61.26%

Direct Traffic (%) 30.90% 27.50% 26.20%

Organic Search Traffic (%) 44.70% 48.10% 52.00%

Referral Traffic (%) 10.10% 7.70% 7.70%

Social Traffic (%) 4.90% 2.80% 2.70%



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

High Value Educational Content



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

Source Neural Impact 2022



Business Software, Business Management Software | NetSuite

https://www.netsuite.com/portal/home.shtml


Comparison | Cargas

https://cargas.com/blog/category/comparison/




Empathy
Problems



Pain
Proof





Value

Snowflake

Connect Confirm Close

AnchorConnect Optimize Close

Connect Anchor Optimize Confirm Close

Volume

Cloud Sales Motions



To address these challenges, you stated that <company name> is looking for the following new 

capabilities:

• Improved inventory management capabilities

• RFID (receipt to ship)

• Materials and finished goods inventory consumption reports

• Batch and series traceability throughout the entire supply chain

• Compliance governance and quality management

• Aggregated production and procurement scheduling

• Integration to artificial intelligence and robot systems

• Capture and transfer customer specific BoMs into the net requirement process

• Improved BI/reporting capabilities

• Automated and finite machinery and location maintenance planning

Negative “Why” 
challenges!

Dear <BDM>,

Cc: <PL, SME>

Thank you again for taking the time to share your business objectives and project goals 

with me today. Based on our discussion, and those I had with <Project Lead> and 

<Subject Matter Expert/IT> 

I have summarized my understanding of <Prospect Company’s> <ERP/CRM/XXX> 

project for your team’s review. Based on our conversations, I understand the primary 

business challenges behind your initiative are:

•Geographical expansion – outgrown current system

•Inaccurate demand forecasts

•Volatile raw materials prices

•Inaccurate data/reporting

•Lack of measurement and allocation of environmental cost per finished goods produced

•Increase in returned goods

•Increase in inventory write-offs

•Increasing regulatory and compliance requirements 

•Inability to manage multiple manufacturing sites within a single system

•Inconsistencies between procurement, warehouse, production, finance and sales data

Your shared the above challenges are impacting client relationships, and your ability to 

properly plan production resources, maximize plant capacity and capitalize on your 

recent expansion/acquisition. While nothing has been documented, the economic impact 

of the above challenges are estimated to be in the hundreds of thousands of dollars 

annually.

“How” and 
“What”

Alignment E-mail



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#/




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





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)





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



Post-deployment 
Nurture Programs

1. Customer onboarding

2. Education: lesson-based nurture

3. Product/service/news updates

4. Milestone nurture

5. Legacy customer nurture

6. Advocacy and case studies



Directions Asia Attendee Limited Exclusive Offer

High Volume 
Acceleration Program

50% off $2,400 US
https://forms.office.com/r/cK1HdPBKwg
❑ Limited to first 5 partners only
❑ Must register April 26 -30
❑ On Demand
Email: Marcie@neuralimpact.ca

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


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

For Sessions Slides and Resources Visit:

https://can01.safelinks.protection.outlook.com/?url=https%3A%2F%2Fneuralimpact.ca%2Fdirections-asia-2023&data=05%7C01%7Csharka%40neuralimpact.ca%7Cac7c4120cd7f41d92c4808db45b05360%7C17c1c7e1a6db40e9ac24893b0ecdfa8a%7C0%7C0%7C638180395857814599%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C3000%7C%7C%7C&sdatahttps://neuralimpact.ca/directions-asia-2023


Come & See Me at 

Directions 4 
Partners!  Session Speakers Time Location

8 Capabilities Needed to 

Grow a SaaS Business

Sharka 

Chobot

Thursday April 27

3:10 – 3:55
Air

Accelerate the Sales 

Process with Packaged 

Cloud Solutions

Sharka 

Chobot

Friday April 28

2:10 – 2:55 
Air



Please Take 1 Min to
Rate this Session Now



Thank you
Sharka@neuralimpact.ca

www.Neuralmpact.ca

mailto:Sharka@neuralimpact.ca


Add Slide Heading 
Here

Lorem ipsum dolor sit amet, consectetur adipiscing 

elit, sed do eiusmod tempor incididunt ut labore et 

dolore magna aliqua.

Ut enim ad minim veniam, quis nostrud

exercitation ullamco laboris nisi ut aliquip ex ea

commodo consequat. 

Duis aute irure dolor in reprehenderit in voluptate

velit esse cillum dolore eu fugiat nulla pariatur. 

Excepteur sint occaecat cupidatat non proident, 

sunt in culpa qui officia deserunt mollit anim id est

laborum.



Add Slide Heading Here

Lorem ipsum dolor sit amet, consectetur adipiscing elit, 

sed do eiusmod tempor incididunt ut labore et dolore 

magna aliqua. 

Ut enim ad minim veniam, quis nostrud exercitation 

ullamco laboris nisi ut aliquip ex ea commodo consequat. 

Subtitle

Title Title

Subtitle

Title
Subtitle

Title

Subtitle



Add Slide Heading Here
Subtitle

Text goes here

Subtitle

Text goes here

Subtitle

Text goes here

Subtitle

Text goes here

Subtitle



Add Slide Heading Here

Pellentesque habitant morbi tristique senectus et netus et 

malesuada fames ac turpis egestas. 

Proin pharetra nonummy pede. Mauris et orci. Lorem ipsum 

dolor sit amet, consectetuer adipiscing elit. 

Maecenas porttitor congue massa. Fusce posuere, magna sed 

pulvinar ultricies, purus lectus.

Proin pharetra nonummy pede. Mauris et orci. Lorem ipsum 

dolor sit amet, consectetuer adipiscing elit. 

Maecenas porttitor congue massa. Fusce posuere, magna sed 

pulvinar ultricies, purus lectus.



Add Slide Heading Here

Pellentesque habitant morbi tristique senectus et netus et 

malesuada fames ac turpis egestas. 

Proin pharetra nonummy pede. Mauris et orci. Lorem ipsum 

dolor sit amet, consectetuer adipiscing elit. 

Maecenas porttitor congue massa. Fusce posuere, magna sed 

pulvinar ultricies, purus lectus.

Proin pharetra nonummy pede. Mauris et orci. Lorem ipsum 

dolor sit amet, consectetuer adipiscing elit. 

Maecenas porttitor congue massa. Fusce posuere, magna sed 

pulvinar ultricies, purus lectus.

Fusce posuere, magna sed pulvinar ultricies, purus lectus malesuada 

libero, sit amet commodo magna eros quis urna.



Add Your Slide
Heading Here

Lorem ipsum dolor sit amet, consectetuer adipiscing elit. 

Maecenas porttitor congue massa. Fusce posuere, 

magna sed pulvinar ultricies, purus lectus malesuada 

libero, sit amet commodo magna eros quis urna.

Pellentesque habitant morbi tristique senectus et 

netus et malesuada fames ac turpis egestas. 

Proin pharetra nonummy pede. Mauris et orci. 

Lorem ipsum dolor sit amet, consectetuer

adipiscing elit. 

Maecenas porttitor congue massa. Fusce posuere, 

magna sed pulvinar ultricies, purus lectus.
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Column Heading Here Column Heading Here Column Heading Here Column Heading Here
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Add Your
Slide Heading Here

4.3

2.5

3.5

4.5

Category 1 Category 2 Category 3 Category 4

Lorem ipsum dolor sit amet, consectetuer adipiscing elit. 

Maecenas porttitor congue massa. Fusce posuere, magna 

sed pulvinar ultricies, purus lectus malesuada libero, sit 

amet commodo magna eros quis urna. 

Pellentesque habitant morbi tristique senectus et netus et 

malesuada fames ac turpis egestas. Proin pharetra 

nonummy pede. Mauris et orci.



“
Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Maecenas porttitor 

congue massa Lorem ipsum dolor sit amet, consectetuer adipiscing elit. 

Maecenas porttitor congue massa. Fusce posuere, magna sed pulvinar ultricies, 

purus lectus malesuada libero, sit amet commodo magna eros quis urna.



www.directions4partners.com

Thank you !
Please rate the session in the Conference App !
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