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CRM modernization is not only a sales or IT initiative. For CFOs, it is an opportunity to improve revenue
forecast confidence, pricing discipline, quote-to-cash control, service cost visibility, customer profitability,
and technology ROI. This guide helps finance leaders evaluate whether the current CRM environment is
ready to support better financial decisions, practical Al, and measurable transformation value.

Why CRM modernization
matters to finance now

Manufacturing and distribution companies are under
pressure to improve margins, manage customer
profitability, reduce manual effort, improve forecast
reliability, and fund Al-ready transformation. CRM

is central to those priorities because pipeline, quote,

customer, service, dealer, distributor, and revenue
signals often originate in CRM or flow around it. When
those signals are disconnected from ERP and finance,

CFOs receive incomplete or delayed visibility.

The 5 signs your CRM is limiting financial
performance

N N
Pipeline reports do not Quote, pricing, approval, and order
align cleanly with revenue handoff workflows are manual or
planning inconsistent
CRM and ERP data require Service, warranty, dealer, and
reconciliation before finance support activity are not visible enough
can trust the numbers o assess cost-to-serve

J )
CRM cost, licensing, support, and
integration spend are difficult to
connect fo measurable ROI
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Microsoft Dynamics modernization checklist
for CFOs

a N

Are Dynamics 365 Sales and Customer Service connected to ERP and finance reporting?

Can finance see pipeline, quotes, orders, service obligations, and customer context in one

reporting model?

Are quote, pricing, discounting, and approval workflows automated with appropriate controls?

Are dashboards trusted enough to support revenue, margin, and planning conversations?

Are Power Bl and Fabric connected to CRM and ERP data in a governed way?

Are Copilot and other Agentic Al experiences supported by clean data and role-based access?
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Is there a business case roadmap for CRM modernization, adoption, managed services, and

Al readiness?
N J

Salesforce modernization / migration checklist
for CFOs

a N

Is Salesforce still delivering enough value for its platform cost and integration burden?

Are Salesforce, ERP, and other tools creating duplicate data or manual finance work?

Can pipeline and forecast data be connected to finance planning without manual reconciliation?

Can pricing, quote, order, and service obligations be governed effectively from the current CRM
architecture?

Would Microsoft Dynamics 365, Power Platform, Power BI, Fabric, Azure, and Copilot alignment
reduce long-term complexity?

Is Salesforce data properly unified with other system data for end-to-end reporting and
decision-making?

Is the next CRM renewal decision supported by an objective business case?
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Recent examples of modernization in action

Global Logistics & Manufacturing Manufacturing Customer Service

» Korcomptenz replaced fragmented CRM | 2
and service systems with a connected
Dynamics 365 ecosystem, including
Dynamics 365 Sales Hub, Field Service,
Finance & Operations, Dataverse, Power
Platform, and Power BI.

Korcomptenz helped a global
manufacturer unify dealer, warranty, and
support operations using Dynamics 365
Customer Service, Copilot, Al-powered
routing, Power Pages, IVR integration, and
workflow automation.

CRM financial impact roadmap for CFOs

W¥ CRM usage assessment

i’l;l Current-state financial value and CD—}O‘ Pipeline, forecast, quote, order,

and service data review

EITE CRM o'n'd ERP mfegrcuhon and
@ reconciliation review =2

Quote-to-cash controls and
pricing workflow analysis

cost-to-serve visibility review

evaluation

plan [~

s Power BI, Fabric, and Al readiness == Quick-win roadmap and phased
U3 &

business case

M Customer profitability and C@] CRM platform cost and renewal >
= -0
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CRM Al You Can Use Right Now

The most practical CRM Al use cases for finance are the ones that improve visibility, productivity, and decision
confidence without requiring a large Al tfransformation program. Modern CRM Al can help sales, service,
and leadership teams summarize opportunities, prepare for meetings, monitor pipeline changes, summarize
cases, draft responses, and surface insights from CRM data. For finance, the value comes when those Al-
enabled workflows are supported by clean data, governed access, and connected reporting.

1 2

Revenue Al: Margin Al:
* Pipeline summaries, deal risk signals, forecast * Pricing exception summaries, approval
review support, account updates, and workflow insights, customer and product issue

leadership-ready narratives. trends, and quote follow-up support.

-

Service cost Al: Finance leadership Al:
« Case summaries, recurring issue detection, * Dashboard explanations, variance
SLA and backlog visibility, dealer support prompts, customer profitability questions,
insights, and warranty pattern identification. and next-best review prompts where CRM
and ERP data are trusted.

- -

The CFO takeaway: practical CRM Al starts by modernizing data, workflow, and control points. Once
customer and financial signals are connected, Al can help finance tfeams move from delayed reporting to
proactive decision support.

Ready to modernize CRM around measurable financial impact?
Schedule a CRM Financial Impact and ROI Assessment with
Korcomptenz.



Korcomptenz

Thank you for reading

The CFO Guide to CRM
Modernization, Revenue
Visibility, and Al-Ready
Financial Intelligence

15 questions every manufacturing and distribution
CFO should answer before modernizing Dynamics
365, optimizing Salesforce, or funding an Al-
ready CRM strategy

Get in touch with us:

+1(973) 6018770
sales@korcomptenz.com

www.korcomptenz.com



