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Welcome & Introductions

Missing Link of D365 and the Solution

SOS for D365 ISV App Development

Final Questions

Summary

Recap/Contact info

TODAY’S 
AGENDA



Poll 1 - Role

What is your primary role/involvement with CRM or supporting 
the Sales Team:

• Sales Manager 

• Sales Professional

• Pre/Post Sales Engineer

• IT/Support/Developer

• Microsoft Partner implementing D365 CE

• Sales Enablement

• Other (Please specify in Chat)



Poll 2 – CRM Extra Work or Helps Sell?

Please indicate what you think about this statement:

“CRM Opportunity Management is primarily extra work for me/my 
team/my customers (NOT primarily HELPING me sell)”
• Strongly Agree

• Agree

• Neutral

• Disagree

• Strongly Disagree

• No experience yet



Poll 3 – Challenges with CRM

What is your biggest challenge regarding Opportunity 
Management as a CRM User or Sales Manager or CRM 
implementer?

❑ Entering or getting the salesperson to enter the data

❑ Getting the salesperson to keep the data up to date

❑ Accuracy of data

❑ Accuracy of deal qualification

❑ Accuracy of win probability

❑ Ability to plan and track opportunity execution

❑ Other (Elaborate in Chat)
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Sales Improvement Initiative
Job Title: SVP Sales [Sales Professionals, Implementation Partners, Sales Enablement]

Critical Issue: Achieving sales goals

Challenges: Deals are not properly qualified

Incomplete and inconsistent qualification information

Sales team tracking qualification info on Excel spreadsheets

Needs: Easy to use, intuitive qualification process integrated with D365 that 

helps sales sell

Capture data at each sales stage for analytics to help managers assess 

and guide to achieve deal closure (or exit)

Outcomes: Increase win rate from 58% to 74% - a 16 Point Increase

Increase bookings by 22%















SOS for D365 ISV App Development

• Cloudfronts as Development Partner and User

• How we connected

• Mock-up of visuals

• Created as Managed Solution – Classic UI

• Free Trial on AppSource starting 8.x “SOS for D365”

• Updated to 9.x – Unified Interface (and Classic)

First Sales Methodology for Dynamics 365 

Sales/Customer Engagement

https://appsource.microsoft.com/en-us/product/dynamics-365/tsd.tsdsos


Increase win rate from 58% to 74% 

Increase bookings by 22%

YMMV
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