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Talent Development

Testimonials

Collaborative 

Teams

Journey 

2013 - 2021• Career Advisor & Mentorship

 10+ Career advisee’s 

 8 mentorship (across 

services)

• Staff recruitment  

 3---30+ FTE growth

 CPM major/minor specialty 

• Finance and Accounting 

Collaboration

• BI & DIMS Collaboration

• Business Application integrated 

approach

 ”Shaz showed excellent leadership skills, working on building a positive 

team spirit, setting up team goals and expectations, providing timely 

feedback and encouraging communication and teamwork..” - Controller-

Former Sr. Associate, LinkedIn, 2016

• Mentor consultants to lead client 

delivery, client relationships and 

regional practices

• Over 50+ forms of feedback

 Accolades 

 Fast Feedback

 LinkedIn referral 

 ”He has a strong understanding of what his team needs, where 

they need them and has been upfront with his feedback.” -

National DA Recruiter Brian Feldman, Fast Feedback, 2019

 “His commitment developing the team both as a unit and as 

individuals has proven invaluable.” Associate CFO - Former 

Sr. Associate, LinkedIn, 2018 

• DIMS – CPM Integration Lead

• Leading all CPM integration vs vendors
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Thought 

Leadership

Quality

Expertise 

(Vendor 

Partnership)

Quality, Expertise and Thought Leadership

Adaptive Partnership

► Top 3 Platinum Partner

► Established go-to-market strategy with 

NetSuite

► Re-strategize post Oracle acquisition

► Leadership hand-off to Steve 

Rutland

Prophix Partnership

► Partner of Year 2014 – 2018

► Prophix boot camp – talent 

development – 5 hires

► Industry go-to-market: Construction 

& Real Estate

► Leadership hand-off to Loretta 

Keyes

Solver Partnership

► Establish renewed relationship post T3 
acquisition

► Re-alignment of market position post 
Microsoft announcement

► Leadership hand-off to Abdul Mohamed

FASTT

► Internal/External marketing

► Innovative 

► Beachhead to CPM

Construction & Real Estate

► Collaboration- CPM, MC and Business Apps  

► National Sales Operations:

 BD - Matt Rico and Chris Alfirevic 

 Inside sales – Amy Perrone

► Construction road show

► KB Home – BIG WIN 

► 12 registered leads

Standardization 

► Implementation methodology 

► Sign Off 

 Business Requirements Document (BRD)

 Project Close 

► Global Brand:

 RSM UK - Sales enablement training (on-site) 
and support (as-needed)

 RSM Australia - Partner program collaboration 

Client Reference 

► Reference clients via C-level 
sign off

► Inventory of case studies
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Financial Growth

Journey FY4  FY21
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Growth Metrics

Journey FY4  FY21

Contribution to Success

Metric FY21 YTD FY20 Year-End

Relationship Lead $537,477 $476,477

Functional Lead $1,048,436 $642,865

Project Lead $1,338,342 $1,297,144

Charge Hours 271 609

Total Managed Net 

Rev
$2,452,711 $1,832,144

Month Billing % Collection %

May 291.90% 58.40%

June 100.00% 150.05%

July 100.00% 260.65%

August 1754.35% 100.00%

September 100.00% 286.74%

October 100.00% 56.79%

November 100.00% 75.49%

December 100.00% 124.85%

January 100.00% 155.38%

February 100.00% 28.62%

March 100.00% 17.12%

ExternalInternal/ExternalInternal

• BD’s, Presales, Eminence & Billing 

• Business application collaboration

• Internal/External Marketing:

 Growth team roadshows

 Landing page refinement

• Local partner sponsorship

• Industrial solution sets

 CRE

• Solver & Microsoft ERP 

collaboration

• Internal/External Marketing:

 FASTT

• CPM strategic partnerships

 Oracle EPM

 Adaptive Salesforce

 One Stream & Board

• Thought leadership & speaking 

events

Contribution to Success
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FY22 and Beyond…

Vision: Now that our foundation and structure have been established…..

 Financial

• Revenue – 10M -12M

• Gross Margin – 6MM

• Margin % - 52-55%

• NBR > 195/hr

 Solution Sets

• Business Application

 D365 F&O/BC – (30-40 deals @ 3M-4M)

 NetSuite – Oracle EPM

• FAO CPM

• CPM/DPS MAS – 1.2 MM (50 deals @ 24k)

• Integrated Solver Accelerator - PowerBI

 Growth

• Campus (7) and Intern (8) hires

• Experienced Staff (6 to 10)

• Strategic Geographical Hires (West)

• Additional Presales Director

 Key Growth Industries

• Construction and Real Estate

 NetSuite – ProScope

 Intacct CRE

• BPS 

• Industrial Products 

• Not for Profit

• Healthcare

 Talent Development 

• SYCARC

 Specialized CPM LPD 

onboarding program

• Identify individuals for point solution 

minor (i.e. Blackline, etc.)

DIGITAL POINT 

SOLUTIONS
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1. Position for enterprise success - client delivery

• As the firm continues to focus on expanding into Enterprise accounts, what are we 

doing or have done to position ourselves to be successful

• Examples: KB Home (5B+ Revenue) or Auth0 (Acquired by Okta)

2. Integrated Delivery

• With ERP and alignment of various ERP agnostic solutions, how can we integrate 

sooner for a more holistic solution?  

• Examples: Abode Services (MC/CPM/Intacct) and Auth0

3. What are the 2-3 most important things I can do to help the achieve the firms’ Vision 2022 

strategy?

Questions


