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The Migration Problem

Current installed base of customers 400

New Implementations/year 30

Capacity 40

Number of years 40 yrs



Migration Project 

Client
Investment 

$

Work 
Effort
$$$

Low Margin 

“It should  be easy”
“It should be free”

“I already paid you to customize it”

“You are on an old version” 
“You have several ISV apps”
‘You have lots of integrations”
“You want years of history”
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Cloud Adoption

Innovators Early

Adopters

Early

Majority

Late

Majority

Laggards

Tech Enthusiasts Skeptics

Visionaries Conservatives

Pragmatists



Reactive Motion





New Buying 
Cycle
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Identify Customer 

Clusters 

Identify Core  

Customer 

Segments 

Identify Industry 

Clusters 

Determine 

Qualification 

Criteria

Build a Migration 

Journey Map & 

Define New Cloud 

Solution MVP

Customer 

Requirements 

Review

Capability Gap 

Analysis

Cloud ISV Strategy 

Power App 

Identification 

IP Roadmap

Package & Price 

Migration Offers

Migration Journey 

Map

Identify advisory 

services

Fixed price and 

time migrations

Reduce customer 

risk

Recruit Friendlies, 

Test Model

Generate the 

Desire to Move to 

the Cloud

Migration sales 

and marketing 

asset development 

Migration ROI 

proof assets

Integrated digital 

marketing nurture 

strategy 

Customer success 

videos

Close Migration

Deals Remotely

Shift to a 

marketing driven 

sales process

Enable a remote 

sales cycle

Accelerate 

decision making 

and commitment

Lower cost of 

customer 

acquisition

Deliver 

Immediate Value 

– Accelerate 

Migrations

Build/leverage 

tools to accelerate 

migration

Leverage ISV 

solutions to 

reduce cost and 

risk

Streamline and 

automate project 

and needs scoping

Disrupt traditional 

processes: identify 

& invest in 

repeatability &  

efficiencies

Rapid onboarding 

and go live

Ensure immediate 

value realization

Drive Customer 

Lifetime Value & 

Cloud Attach 

Revenue

Post migration 

optimization 

nurture engine

Land and expand: 

next best offer, 

upsell cross sell

Reduce churn & 

increase 

satisfaction

Customer success 

and advocacy

Drive Competitive 

Migration Market 

Share

Provide migration 

offers on 

Microsoft 

commercial 

marketplace

Leverage P2P 

channel to reach 

on prem 

customers

Microsoft Cosell to 

GP and NAV install 

base

Pivot and adjust 

migration strategy 

to gain 

competitive on 

premise market 

share 

Geographic 

expansion into 

new markets

Migration Strategy Development Steps





Market Segments
Target 

Segment 1

Common 
needs? 

Target Segment 
2

Unique 
buying 

behavior? 

Target Segment 
3

Core 
problems/pai

ns?

• Industry (Financial Services, Healthcare)
• Company Size (Employees, Revenue)
• Common Needs (start up, fast growing, 

ecommerce)
• Tech Capabilities (no IT, resources, IT dep’t)



TriageCustomers

Complex
Custom

Simple
Standardized
Prescriptive

Qualify

New Instance
60% of Functionality

Choice Control
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Qualification

Number of integrations
# of customizations
Complexity of needs
# of ISV Solutions 
# years as a customer
Version 

Disbelief
Distrust
Last project
Latency 
Loss of control 
Fear of cloud
Uncertainty
Cost
Disruption
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On Prem to SaaS Maturity Model & Journey

On Premise 

Stay on current 

version and renew 

BREP

Cloud Sync

Transition to 

latest on-premises 

version & try 

intelligent cloud 

insights

Transition to 

Dynamics 365 

Business Central 

Cloud



Standardize - Prescriptive



45% never used
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URGENCY: Bus is Leaving July 2022
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Standardize Prescriptive Complexity Factors

All HistoryOpening Balances Only 



Accelerated Model: Plug and Play – Off the Shelf Building Blocks

New Power 
Platform 
Enabled 

Functionality

Accelerators 
Build Own 
Branded IP

Leverage
Best of 
Breed

Compress 
Delivery & Go 

Live

eLearning On 
Demand 
Training

Customer 
Self Service 

On Demand 
Training 

Power 
Automate 
Facilitated 

Process

Data Migration Integrations

Close 
Capability &
Functionality 

Gaps

Industry Optimized 
Out of the Box 

Pre-Customized
Accelerators/Solutions

Power 
Automate

Power Apps

Power BI
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Data Migration

Opening 
Balances

Free

Read Only 

eOne

$

Full History

Real time

$$
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Risk = Time & Cost
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A La Carte Available at additional cost:

Additional Training

Provisioning for 

additional users 

(beyond initial 25)

System analysis

System 

modifications
Integrations

Cost Accounting 

and Cash Flow 

Forecasting 

modules

Fixed Asset 

depreciation books

Historical data 

migration 

(additional years)

EFT

Workflow Security Fixed Assets





Commoditization – 25 Mainstream SMB ERP Solutions

Adam Bluemner
Acumatica ERP, Deltek Vision, Dynamics AX, Dynamics GP, Dynamics NAV, Dynamics SL, Epicor, Exact Macola, FinancialForce, IFS Applications, Infor Visual, Intacct, Kenandy, Netsuite, Odoo, Plex Cloud ERP, Ramco ERP Suite, Sage 
100 ERP, Sage 300 ERP, Sage ERP X3, SAP Business One, SAP ByDesign, Syspro, Traverse, Unit4 Agresso

https://softwareconnect.com/erp/acumatica/
https://softwareconnect.com/erp/deltek-vision/
https://softwareconnect.com/erp/microsoft-dynamics-ax/
https://softwareconnect.com/erp/microsoft-dynamics-gp/
https://softwareconnect.com/erp/microsoft-dynamics-nav/
https://softwareconnect.com/erp/microsoft-dynamics-ax/
https://softwareconnect.com/manufacturing/epicor-erp/
https://softwareconnect.com/manufacturing/exact-macola/
https://softwareconnect.com/erp/financialforce/
https://softwareconnect.com/erp/ifs-applications/
https://softwareconnect.com/manufacturing/infor-visual/
https://softwareconnect.com/erp/intacct/
https://softwareconnect.com/erp/kenandy/
https://softwareconnect.com/erp/netsuite/
https://softwareconnect.com/erp/odoo/
https://softwareconnect.com/job-shop/plex-cloud-erp/
https://softwareconnect.com/erp/ramco-erp-suite/
https://softwareconnect.com/erp/sage-100/
https://softwareconnect.com/erp/sage-100/
https://softwareconnect.com/erp/sage-300/
https://softwareconnect.com/erp/sage-x3/
https://softwareconnect.com/erp/sap-business-one/
https://softwareconnect.com/erp/sap-business-bydesign/
https://softwareconnect.com/manufacturing/syspro/
https://softwareconnect.com/erp/open-systems-traverse/
https://softwareconnect.com/erp/unit4-business-world/


Why?
Really?



Pain
Gain
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Emotional Resistance

• Dislike change

• Attachment to current system 

• Uncertainty

• Perception of “free” 

• Don’t believe your claims

• Anchored bad past experience 

• Pandemic fatigue

• Risk aversion 

• Perceived disruption & impact

• Lack of urgency

• Fear & loss of control in cloud 

• We’re exhausted, not now

Logical Rationale

• Scalable

• Better

• More secure

• Last upgrade



Migration Infographic

Customization 
& Implementation
Hardware
IT Personnel
Maintenance (20%/yr)
Training 

Ongoing costs:

Applying patches/upgrades

Downtime

Performance tuning

Rewrite customizations

Rewrite integrations

Maintain/upgrade network, 

security, database

80% of IT costs are after initial purchase (Gartner)



SELF ASSESSMENT
FORM

READINESS

ROI

GP to BC Migration Form 2 (jotform.com)

https://form.jotform.com/203344895130049


Why Migrate

Production 
Monitoring
(Power BI)

5 Myths of 
Migration

Why Cloud is 
More Secure 

than On Premise
Migration Offers

Nurture Cycle

Migration Case 
Study



Q1 – Pain/Urgency Why migrate? Risks of staying on 
premise 

5 Myths 

Q2 – Proof of Gain Proof Case Study 1 Proof Case Study 2 Proof Case Study 3

Q3 – Remove Fear/Risk Risks with staying on prem How to get started Free trial

Q4 – Close How easy it is Offer options Scarcity – limited 
Spots 

12 Month Migration Nurture





Automate Sales
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How much does a NAV Upgrade Cost? (innovia.com)

Optimized Migration Landing Page

Migrate to Dynamics 365 Business Central Fast » 3 apps included (abakion.com)

https://www.innovia.com/questions/how-much-does-a-nav-upgrade-cost?hsCtaTracking=be6f7b81-791a-4f84-b494-335bf76e1fa5%7Cebe0cac9-fd81-4180-8e6a-05bcb5b698ab
https://www.innovia.com/questions/how-much-does-a-nav-upgrade-cost?hsCtaTracking=be6f7b81-791a-4f84-https://www.innovia.com/questions/how-much-does-a-nav-upgrade-cost?hsCtaTracking=be6f7b81-791a-4f84-bhttps://www.innovia.com/questions/how-much-does-a-nav-upgrade-cost?hsCtaTracking=be6f7b81-791a-4f84-b494-335bf76e1fa5%7Cebe0cac9-fd81-4180-8e6a-05bcb5b698ab494-335bf76e1fa5%7Cebe0cac9-fd81-4180-8e6a-05bcb5b698abb494-335bf76e1fa5%7Cebe0cac9-fd81-4180-8e6a-05bcb5b698ab
https://abakion.com/unbox/




Migration

Post Migration 
Integration
Workflow
Optimization
Powerapps
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Change in Mix of Services

Current NAV/GP Solution
Existing Functionality New Business Central 

Cloud Solution

Customizations

Integrations

Add On ISV Applications

Integrations

Add On ISV Applications

Fit GAP 
Analysis 

Utilization & 
Value Review 

Power Apps/Power Platform

Emotional Gain 

P
h
a
s
e

1

P
h
a
s
e

2
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ISV Solutions to fill Gaps

Dynaway
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Close the Gap with PowerApps



Drive Efficiency







Advocacy

84% of B2B decision makers
start with a referral

Influitive, N.A. 600 B2B professionals



Proof



P to P



https://neuralimpact.ca/directions-2022



Accelerate and scale your SMB-
focused Dynamics 365 practice: 
Partner series (microsoft.com) 

https://partner.microsoft.com/en-

us/training/assets/collection/accelerate-and-

scale-your-smb-focused-dynamics-365-

practice-partner-series#/

https://neuralimpact.ca/directions-
2022/

https://partner.microsoft.com/en-us/training/assets/collection/accelerate-and-scale-your-smb-focused-dynamics-365-practice-partner-series#/
https://partner.microsoft.com/en-us/training/assets/collection/accelerate-and-scale-your-smb-focused-dynamics-365-practice-partner-series#/
https://partner.microsoft.com/en-us/training/assets/collection/accelerate-and-scale-your-smb-focused-dynamics-365-practice-partner-series#/
https://partner.microsoft.com/en-us/training/assets/collection/accelerate-and-scale-your-smb-focused-dynamics-365-practice-partner-series#/
https://partner.microsoft.com/en-us/training/assets/collection/accelerate-and-scale-your-smb-focused-dynamics-365-practice-partner-series#/
https://partner.microsoft.com/en-us/training/assets/collection/accelerate-and-scale-your-smb-focused-dynamics-365-practice-partner-series#/
https://partner.microsoft.com/en-us/training/assets/collection/accelerate-and-scale-your-smb-focused-dynamics-365-practice-partner-series#/
https://neuralimpact.ca/directions-2022/
https://neuralimpact.ca/directions-2022/


Neural Impact Sessions Date/time

8 Capabilities Needed to Double your Customer Ads Tuesday, April 5th

8:00am – 8:45am EDT

Hyatt – Grand Cypress A

10 Go-to-Market Tips for your AppSource Apps to get More Leads Tuesday, April 5th

9:45am – 10:30am EDT

Hyatt– Regency 4



Please Provide 

your Feedback



Thank you



Emotional Objection Map 

Emotional Objection Today You Strategy to Over Come It 
Proof 

It will take a long time and be disruptive Fixed Time

If will be expensive, go over budget Fixed Price
Fixed Outcome 

Its’ risky. The cloud isn’t secure, not reliable Security white paper
Breaches on prem 
Research statistics

Can I trust you to deliver as promised? Case Studies 
Gold Certified
Number of Migrated Customers 
Years in Business

Etc. 
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