


Unified Purpose, 
Shared Journey
DynaTech Systems stands out as a comprehensive and 
flexible solution for businesses looking to leverage 
technology to drive growth and innovation.

As thought leaders in digital transformation, we deliver 
cutting-edge solutions and industry best practices. 
From consulting and proof of concept to end-to-end 
implementation and custom solutions, our expertise 
ensures your success.

About DynaTech

Happy Clients

100+

Projects

150+
Expert Minds

350+ 
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A single-stop shop for 
all of Microsoft’s 

Business Applications

In-house QA Teams to 
ensure Information and 

Data Security 

Empowering businesses in 
Manufacturing, Retail, 
Education, and more

Strategic Approach 
Resulting in Quick 

Turnaround & Solutioning 

Successful Deployment 
of 150+ Microsoft 

Dynamics Projects 

Global Work Experience 
(USA, Europe, Asia) for 

seamless rollouts

DynaTech’s 
Competitive Advantage

What Sets Us Apart

3USA | CANADA | UK | INDIA



Microsoft Cloud Capabilities
DynaTech

Marketing Sales Finance

Supply Chain 
Management

Customer 
Service

Field 
Service

Human 
Resources

Commerce

Project
Operations

Customer
Insights

CopilotFinance &
SCM

Microsoft
Dynamics 365

Power Pages Power BI Power Apps

Power 
Automate

Dataverse

AI
Builder

Copilot
Studio

Power
Platform 

Azure
Infra

Azure
Services

Azure Fabric 
for BI

Logic Apps Functions

Event
Grid

Synapse 
Analytics

Service Bus

API 
Management

Data Lake Load TestingData Factory

Microsoft
Azure 

USA | CANADA | UK | INDIA 4



Account Based
Marketing (ABM)
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ABM Account Allocation
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New accounts are 

automatically assigned to 

teams based on predefined 

criteria like region, product, 

and services, ensuring 

alignment with the right sales 

team.

Tree Structure View
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ABM Account Allocation
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Each sales team has access to 

a team dashboard, which 

displays all accounts assigned 

to them. Team members can 

view and manage these 

accounts efficiently.

Queue for Sales Team
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ABM Account Allocation
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Sales team members can pick 

up new accounts from the 

dashboard as they become 

available, ensuring equitable 

distribution and timely 

attention to each account.

Account Allocation
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ABM Account 360 Degree View
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When a sales representative 

opens an account, they 

access activity timeline (360-

degree view of customer 

interactions) and KPIs (AI-

driven analytics and 

actionable suggestions) from 

D365 Customer Insights.

Activity Timeline & KPI
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ABM Activity Template
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The sales team can select a 

follow-up template in 

Dynamics 365 after reviewing 

an account, outlining tasks at 

set intervals to ensure 

consistent organizational 

engagement.

Activity Template Selection
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ABM Activity Template
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Sales sequences can be 

designed using different 

activity templates, integrating 

social media platforms, and 

leveraging AI copilot 

capabilities within the tool. 

This integration allows for a 

more personalized and 

effective outreach strategy.

Activity Template Set-Up
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ABM Activity Template
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By utilizing these follow-up 

activity templates, the sales 

team can maintain a 

methodical and consistent 

approach to account-based 

marketing, enhancing 

customer engagement and 

driving business growth.

Activity Execution
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ABM Task Management Dashboard
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It helps sales team to follow 

up task which are overdue, 

due today and due by 

tomorrow for various 

activities like events, phone, 

email, meeting etc.

Task Management Dashboard
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ABM Account Touchpoint Analytics
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The sales team gains a 360-

degree analysis of account 

touchpoints, including total 

score, email analytics, 

website visits, meetings 

attended, product 

recommendations, and a 

ranked list of top 

stakeholders by touchpoint 

scores.

Account Touchpoint Analytics
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ABM Account Touchpoint Analytics
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This view helps users to quickly assess the level of engagement with each account, allowing them to identify which accounts require increased 

attention and follow-up activities. The information is presented in a tabular format, facilitating easy comparison and decision-making.

All Account Touchpoints



16

ABM Blogs, Knowledge Article, Events and LinkedIn Suggestion
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The system recommends curated blogs that align with customer interests, offering insights into industry trends and best practices. It also 

provides access to in-depth knowledge articles, addressing common questions and facilitating self-service problem resolution.

Blogs & Knowledge Articles
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ABM Blogs, Knowledge Article, Events and LinkedIn Suggestion
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Dynamics 365 suggests 

events for the sales team to 

engage with customers, 

including nearby events and 

those aligned with customer 

interests. These suggestions 

are enhanced by insights 

from the D365 Customer 

Insights platform, reflecting 

customer preferences and 

Brand Share of Voice (SOV).

Event Suggestions
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ABM Blogs, Knowledge Article, Events and LinkedIn Suggestion
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With LinkedIn integration, the system suggests customer account profiles and key stakeholders, complete with icebreakers. The sales team can 

also send LinkedIn InMail directly from Dynamics 365, enhancing networking and relationship-building efforts.

LinkedIn Integration
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ABM Dashboards
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This section offers insights 

into top accounts based on 

overall touchpoint scores. It 

provides a detailed view of 

accounts by industry and a 

geographical concentration 

map, helping the sales team 

to understand the 

distribution and focus areas.

Account Overview Dashboard
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ABM Dashboards
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This feature provides an 

overall report on the 

customer's brand Share of 

Voice (SOV), enabling the 

sales team to gauge the 

brand's presence and 

influence in the market.

Brand Enrichment
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ABM Dashboards
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This tool delivers an in-depth 

analysis of customer churn 

behavior, allowing the sales 

team to identify at-risk 

accounts and develop 

strategies to retain them.

Churn Score
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ABM Dashboards
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A dynamic leaderboard 

highlighting the top-

performing sales team 

members. This promotes 

healthy competition and 

recognizes outstanding 

performance within the team.

Sales Leaderboard
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ABM Dashboards
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An analysis of the top won 

and lost deals based on 

accounts. This helps the sales 

team to understand the 

factors contributing to 

success and areas that need 

improvement.

Top Won/Lost Deals
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ABM Dashboards
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The account lead dashboard 

provides a comprehensive 

view of leads, offering 

insights into lead sources, 

statuses, and conversion 

rates.

Lead Analysis
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ABM Dashboards
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This report gives an overview 

of customer touchpoints and 

cost analysis across various 

channels. It helps the sales 

team to evaluate the 

effectiveness of different 

marketing channels and 

optimize resource allocation.

Multi-Channel Attribution 
Review Report



USA, Canada, UK, India

+1 844 787 3365

DynaTech Systems has proudly served clients seeking advanced tech solutions across the 

globe with top-notch precision and excellence.

Locations

Phone

Want to know more?

Contact Us!

sales@dynatechconsultancy.com

www.dynatechconsultancy.com

Mail Us

Visit Our Website
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