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Source: IAB World Network rankings, based on most recent rankings

2023 revenues: FORVIS $1.7bn (€1.6bn), Mazars (expected) $3bn (€2.8bn)

Forvis Mazars is the brand name for the Forvis Mazars Global network (Forvis Mazars Global Limited) 
and its two independent members: Forvis Mazars, LLP in the United States and Forvis Mazars Group 
SC, an internationally integrated partnership operating in over 100 countries and territories.
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Combined Offices & 
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As of June 1, 2024

*

Global Presence



© 2024 Forvis Mazars, LLP. All rights reserved.

Business Technology Services

Forvis Mazars provides enterprise resource planning 
(ERP) & customer relationship management (CRM) 
platform analysis, design, implementation, upgrade, 
training, & support services.

Our end-to-end solutions help clients achieve their 
digital transformation goals by:

• Creating effective processes & strategies for 
future operations

• Designing & implementing modern 
operational systems

• Reviewing new business-facing technologies
• Leveraging existing investments in legacy 

technologies
• Integrating data solutions
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Business Technology Services
ERP

Microsoft Dynamics 365

Finance Supply Chain

Commerce Project Operations

Business Central Dynamics GP

NetSuite

Sage & Sage Intacct

Trimble Viewpoint Spectrum & 
Vista

CRM

Microsoft Dynamics 365

Sales Customer Service

Customer Insights Field Service

Salesforce

Marketing Automation

Advanced Technology

Insights

Microsoft Power BI

Solver Planning & Analysis

Automation

Microsoft Power Platform

Robotic Process Automation (RPA)

App Development

Managed Services for business applications, IT, & cybersecurity support.
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Today’s Presenter

Microsoft Practice

“Our team is focused 
on delivering an 
Unmatched Client 
Experience® on 
every engagement.”

Steve Reybrock

Managing Consultant

steve.reybrock@us.forvismazars.com

– Chad Back, Partner
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Objectives

How Distributors Can Use CRM to Set, Track, & Manage Sales

1. Discuss how to analyze sales quota gap to goal 
(volume &/or gross profit)

2. Demonstrate how to track volume &/or gross 
profit goals versus actuals

3. Explain how to create an easy-to-access, 360-
degree view of customers

4. Describe how to set & monitor key performance 
indicators



Microsoft Dynamics 365 
CRM Solutions
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What Is CRM?
Traditional CRM Components

Sales
• Lead management
• Account & contact management
• Opportunity/pipeline/forecast 

tracking
• Quote management
• Orders management
• Activity tracking

Marketing
• Campaigns & customer journeys
• Segmentation
• Lead scoring & data capture

Service
• Case management
• SLAs
• Knowledge base
• Customer surveys

How Distributors Can Use CRM to Set, Track, & Manage Sales
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Why Use CRM?

How Distributors Can Use CRM to Set, Track, & Manage Sales

1.  No centralized, easily accessible system in place for sales

2.  Too many manual, time-consuming processes

3.  Cannot measure effectiveness of sales, marketing, or customer service

4.  Complex sales process

5.  Low sales productivity

6.  Relationship tracking not captured or centralized

7.  Reporting & data analytics not easy to get or not accurate

8.  Sales & marketing teams aren’t aligned

9.  Customer data is replicated & maintained in multiple systems

10. Customer retention concerns

11. Lack of collaboration & insight across the business

Reasons to Consider
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Why Use CRM?

How Distributors Can Use CRM to Set, Track, & Manage Sales

• Collaboration across the business
• Efficiency & productivity
• Standardization of processes & data
• Automation
• Centralization of data
• Awareness & insights

Business Benefits Gained
Attainment of Business 
Goals

• Growth
• Innovation
• Scalability
• Value-added long-term 

customer relationships

Key Benefits
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Recent CRM User Group Poll
What’s your favorite feature?

Results

• 32% Reports

• 12% All data at your fingertips for Account Management

• 11% Activity Tracking

• 7% Mobile App

• 7% Charts & Dashboards

How Distributors Can Use CRM to Set, Track, & Manage Sales



Key Functionality for Distributors
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How Distributors Use CRM

Set, Track, & Manage Sales
•  Navigation
•  Data Integration

•  Accounts
•  Products
•  Order History
•  Generic Price Lists
•  Account Notes
•  Product Balances
•  Account Product Prices

•  Data Visualization
• Charts, Dashboards, Reports & Scheduled Reports, 

Filters, Interacting With the Data, & More!

How Distributors Can Use CRM to Set, Track, & Manage Sales
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How Distributors Use CRM

Set, Track, & Manage Sales
• Leads
• Accounts, Contacts, & Opportunities
• Estimated Days Between Orders
• Suggestive Sell
• Competitor Share of Wallet
• Opportunity Sales Process
• Quotes

How Distributors Can Use CRM to Set, Track, & Manage Sales
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How Distributors Use CRM

Set, Track, & Manage Sales
• GP &/or Volume Goal Setting
• Goal vs. Actual

• Gap to Goal
• Activities & Notes
• Equipment Tracking
• Fuel Price Notifications
• Territory Management
• Mobile Access
• Key Performance Indicators (KPIs)

How Distributors Can Use CRM to Set, Track, & Manage Sales



Product Demonstration
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Q&A

How Distributors Can Use CRM to Set, Track, & Manage Sales

Business 
Technology 
Services

Questions?



Forvis Mazars

The information set forth in this presentation contains the analysis and conclusions of the author(s) based upon his/her/their research and 
analysis of industry information and legal authorities. Such analysis and conclusions should not be deemed opinions or conclusions by 
Forvis Mazars or the author(s) as to any individual situation as situations are fact-specific. The reader should perform their own analysis 
and form their own conclusions regarding any specific situation. Further, the author(s)’ conclusions may be revised without notice with 
or without changes in industry information and legal authorities.
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Contact

Steve Reybrock

Managing Consultant

steve.reybrock@us.forvismazars.com
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