
NAV als Sprungbrett für Ihren Erfolg 
mit Dynamics 365 „Tenerife“

Guus Krabbenborg
Business training, Partner coaching & Inspiration

E gk@qbsgroup.com
M +31 622 496 073 

mailto:gk@qbsgroup.com




Risk limitation is smart. Always!
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• Co-founder and co-owner of QBS Group
• Over 30 years experience in business applications
• Trained and coached over 150 Microsoft Dynamics partners 

from 35+ countries in R2R/Cloud SureStep for Dynamics 
• Runs workshops for prospect companies searching for new 

ERP and CRM solutions since 2005
• Presenter at various Microsoft events 
• Long-term author of business reports on the most important 

Microsoft Dynamics events

About Guus Krabbenborg 



About QBS Talks

• A service delivered by QBS Group (www.qbsgroup.com) 

• QBS is the European SMB Distributor (aka Master VAR)  

• We do this to help our 425+ Dynamics NAV partners in 20 countries 
improve their businesses

• QBS Talks will be delivered on a frequent basis
Content calendar: www.qbsgroup.com/gl/events/qbs-talks.aspx

• Interested to become a partner? 
Check www.qbsgroup.com/gl/become-a-partner.aspx

http://www.qbsgroup.com/
http://www.qbsgroup.com/gl/events/qbs-talks.aspx
http://www.qbsgroup.com/gl/become-a-partner.aspx
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Session objectives and Agenda

1
2
3
4

Understand today’s market position with Dynamics 365 ‘Tenerife’

What is your prospect’s situation? 

The 7 reasons to offer Dynamics NAV to new customers

3 Scenario’s for using NAV or CRM as a save stepping stone to D365





Dynamics NAV and Dynamics 365 (summer 2016)



Roll-out and availability (summer 2016)



Microsoft Corp was focused on D365, but..









This is their current IT landscape…. 



Even Small companies have 14 separate solutions!  



Resulting in multiple versions of the truth…

https://www.google.nl/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwjauarFrrrUAhVBbFAKHZcQC3IQjRwIBw&url=https://www.sixsigma.nl/artikelen/kenmerkende-verschillen-tussen-lean-en-six-sigma&psig=AFQjCNGkpBrlrMu4Pd8ZKfovFh3tHvMnxQ&ust=1497427499432214


And many, many Christmas cards  - unintentionally!



Are you interested in a blog? Or better: in a marketing campaign? 



And all IT islands move at their own pace….



…resulting in an impressive TCO value!



A value that increases 
rapidly… 



Professional system 
management… 



Poor IT management: a business 
killer! 



Can you survive with today’s 
IT? 





Requirements for the long(er) term



Here’s the powerful Dynamics 365 concept



So, dear prospect, where are you today? 



One level higher - are you already pitching this concept?



How is the competition doing? 



How strategic are the various ERP products you’re competing with?

Microsoft has made NAV, GP and AX cloud ready, but also gave a

commitment to continue the development of the on-premise versions

This is quite unique since not every ERP competitor does this!!  

Many ERP systems find themselves in a Dead End Street

So let’s take a look at the QBS blog:

www.qbsgroup.com/gl/qbs-blog/strategic-offer-or-cash-cow-is-your-erp-
system-in-a-dead-end-street.aspx

http://www.qbsgroup.com/gl/qbs-blog/strategic-offer-or-cash-cow-is-your-erp-system-in-a-dead-end-street.aspx


Strategic Offer or Cash Cow?



ERP/CRM implementations are always risky!
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A safe implementation And a bright, innovative future 

The two things prospects look for… 





Starting with Dynamics NAV is the safest scenario! 

130.000+



Clear Roadmap
Continuos development and 
integration of innovative technologies 
(like Azure)

130.000+ 
Companies
… trust on Dynamics NAV ww

12 Billion $
R&D Investment secure 
future proof solutions 

3.500 Partners
Strong Partner Eco-system with  
high branche expertise

5 Mio. End-users
… use Microsoft Dynamics ERP-solutions every day

SMB focus
Clear focus for Partners and Customers 

5.000+ new 
customers in 
the last 12 Months!

43 Localized versions
Easy international expansion   

Power of Choice
Onpremise, hosted or cloud 



Just checking  - do you use these reasons:
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We’re not alone in the market…. 
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Start scenario 1  



Start scenario 2  



The Dynamics 365 roadmap

“Moving to Dynamics 365 ‘Tenerife’ is just another 
Dynamics NAV upgrade.” 

Marko Perisic – General manager Dynamics 365, Oct 2017  

4
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Start scenario 3  





Your possible next steps
• Strengthen the NAV messages on your own website!
• Consider using the X-mas story for a marketing campaign 
• Build your marketing and sales pitches around one or more of 

the scenario’s
• Use our Directions 2017 report to support your pitch
• Get your marketing and sales people trained in that pitch

• Consider how and where QBS can help you (idea: a video for 
your website?)    





Unique business 
report on 
DIRECTIONS EMEA 
2017 that helps you 
understand Why to 
change and How! 

For free for QBS 
partners!

Only EUR 400 for 
other Microsoft 
partners 
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Microsoft Confidential – For Partner Use Only



My next webinar:

4 Business reasons to start a CRM practice

Tuesday January 9th 2018, at 4 pm CET

Register here:
www.qbsgroup.com/gl/events/qbs-talk-4-business-

reasons-to-start-a-crm-practice.aspx





Thanks for your attention! 
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