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Digitally Transform Your 
Lead- to- Cash Process
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A Fast- Moving Climate Requires 
A New Way of Thinking
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Gain confidence and clarity to tackle challenges 
or plan for tomorrow’s aspirations

Possible (Re)Defin edق 

Go fur ther , faster
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A R E A O F  FO C U S

Today, We’r e Cover ing
Digital Transformation
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K N OWL ED GE 

Lear ning Objectives

10

Understand
the lead-to cash 
process

Discuss the 
breakdown of 
human elements

Explore the 
challenges of 
disparate systems

Bridge lead-to-cash 
process gaps with 
digital transformation
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WE L C O M  E

Today’s Presenters

Keith McNichols
Director

Armanino Advisory LLC

Turner Jones
Senior Manager

Armanino Advisory LLC

Nick Gibbons
Partner

 Armanino Advisory LLC
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 What is Lead to Cash?
 What role does marketing play in the sales function?
 What are the challenges of disparate systems?
 How can you optimize through digital transformation?
 Success Stories
 Q & A

Agen da
E XP L O R I NG  NE W  A R E A S
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Lead to Qualify Qualify to Or der Quote to Cash Cash to Car e Retain to Gr ow

Generate Leads

Develop 
relationships to 

convert prospects 
to clients

Qualify 
opportunities 

(marketing, sales, 
finance)

Generate quotes 
quickly and 
accurately

Track sales 
processes

Understand 
customer 

purchase cycles 
and geographies

Take and fulfill 
orders

Process 
billing

Track and receive 
payments

Customer Service

Lower CAC, 
Raise CLV

Build out loyalty 
programs

Nurture valued 
clients

Explore 
opportunities for 

automation

Identify 
cross-selling 
and upselling 
opportunitiesLe

ad
 to
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 May also know it by CPQ, which stands for Configure, Price, Quote. It’s a process and a product.

 100% of all companies have a CPQ process

 Lead to Cash is mission-critical process to SaaS companies. With it they can:

 Ensure accurate pricing and contract approvals

 Store, make changes to, and renew contracts

 Bill clients accurately

 Comply with tax code and ASC 606

BA R R I E R S

What Is Lead to Cash and Why Should You Care?

© Armanino. All Rights Reserved | Possible (Re)Defined



A r m a n i  n o .  c om 17

 Customer effort is the strongest driver of customer loyalty

 When a customer enters your space – they are 4X more likely to leave disloyal than when they entered

 Often the cause is internal friction and a lack of cohesion in the purchase process

 Disloyal customers impact the company negatively with poor reviews, negative referrals, and limited future purchases

 A smooth, seamless customer journey – from awareness to advocacy – with an aligned back and front office is essential

M A R KE TI NG  P O V

What Is Lead to Cash and Why Should You Care?

Source: Gartner “What’s Your Customer Effort Score?”
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In today’s shifting marketplace, it’s more 
important than ever to have a holistic 
understanding of your customer to drive 
loyalty and business growth. Wherever you are 
in the journey, our experts are here to help.

MARKETING & SALES
Enter new markets, generate leads, increase 

conversion, measure customer acquisition costs and 
lifetime value, encourage retention and advocacy

OPERATIONAL 
INNOVATION

Create a culture of innovation by 
adopting design thinking methodologies 

to create valuable experiences 
customers reward with loyalty

OMNICHANNEL STRATEGY
Deliver engaging experiences and ensure seamless 

interactions at every touchpoint in the customer journey

& Front Office Transformation
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Ideal Customer Profile and Journey Map
An effective customer journey begins with awareness and ends with advocacy…
and involves an intentional integration of marketing, sales, and customer experience

Awareness
Engagement

Subscribe
Conversion

$
Excite

Grow

Promote
Advocate

Sale

Sales Funnel In Megaphone Out
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Gain & Retain “Engine” for Growth
Digital transformation in the front office

Website

CRM Marketing

Digital Marketing

Content Marketing

PR/Communications

Alternative Channels

Events

Traditional Marketing

Guerilla Tactics

Customer 
Advocacy
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Common Issues
CH A L LE N GES 
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 Improve Data Quality – unify CRM and ERP/financial management

 Save time by eliminating manual data

 Minimize human errors

 Focus on strategic work

 Revenue Recognition Compliance

D I G I TA L  TRA NSF  O R M A TI O N

Ben efits of Optimizing the Process
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Common Scenario: Overlapping Capabilities, Disparate Systems

Market Sell Configure • Price • Quote Contract and Order Invoice Collect Financials

Competitors and partners have overlapping capabilities with different strengths and weaknesses

Funnel Pipeline Quoting Bookings Billings Cash Close

Invoice

Credit/Collections

Payment

Refunds

General Ledger

Prospect

Lead

Campaign

Account (Lender)

Campaign

Contract

Subscription

Order (Leader)

Product (Leader)

Campaign

Quote

Quote to Cash

Subscription Management & Billing

Complex Usage Billing

CRM - CPQ ERP
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Connecting CRM & ERP
T h e F ou r M a j o r O p t i on s t o K no w

Market Sell Configure • Price • Quote Contract and Order Invoice Collect Financials

Funnel Pipeline Quoting Bookings Billings Cash Close

Lead to Order
(Traditional CPQ to ERP)

Lead to Invoice
(Invoice Rating)

Lead to Payment
(Accounts Receivable & Payment Collection)

Lead to Ledger
(Journal Entry Creation)

CRM BILLING ERP

ERPCRM

CRM

CRM

ERP

ERP

BILLING

BILLING

BILLING
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C L I  E N T  S U C C E S  S

Successful
Implementation

31
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 Start by thoroughly assessing your current lead-to-cash process

 Document current processes by interviewing sales representatives, sales operations, order fulfillment and finance team members

 Determining quick wins and a long-term plan for integrating your ERP and CRM systems

 Ensuring your new process is compliant with ASC 606 revenue recognition guidelines and documenting it with an accounting 
memo

 Find the software platform and or integration that is right for you

Need help? Contact experts@armanino.com to help you assess, plan and execute the digital transformation of your 
lead-to-cash process.

W HA T NO W ?

Getting Star ted
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THA T ’S   A W R A P

Thank you for 
attending

Additional Questions?

Reach out to us at 

Experts@armanino.com
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O U R  C L I E N T S ’   V I E W

We’r e Just
What You Need
A Net Promoter® Score (NPS) is used by more 
than two-thirds of Fortune 1000 companies.
Armanino’s NPS (68) is almost two times higher 
than the accounting industry average (38), and it 
places the firm scores closest to household name 
brands such as Starbucks, Peloton and Zoom.

80

40

0

-20

Accounting 
Industry
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O U R PR O M I SE T O YO U

Reimagine Your Potential

Unconventional 
Appr oach

We’re a vested, entrepreneurial 
partner who sees your organization 

through a 360 lens and finds 
opportunity at every stage

Comfort in 
Change

Our experts provide guidance and 
support while quickly facilitating 
transformation that gives you a 

competitive advantage.

Focused on 
You

Our integrated teams and solutions 
deliver tailored insights to bring you 
more value and clarity throughout 

your journey.
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A New and Better Way for Today and Tomorrow
Equipping you with the insights and tools needed to redefine what’s possible
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STRATEGY & 
PLANNING

STAFFING & 
DEVELOPMENT

TECHNOLOGY 
SYSTEMS

ACCOUNTING 
& BACKOFFICE

COMPLIANCE 
& REGULATORY

ASSURANCE 
& ADVISORY

• Tax Planning
• Trust & Estate
• SOX
• Contract

• Cybersecurity
• SOC
• Restructuring
• Revenue Recognition

• Corporate Strategy
• Strategic Advisory
• Benchmarking
• Business Transformation

• Payroll
• Health Benefits
• Executive Search
• Interim Placement

• ERP
• CRM
• Business Intelligence
• Managed Services

• Bookkeeping
• Budgeting/Forecasting
• Account Receivable
• Accounts Payable
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Delivering impactful, bold solutions that increase clarity 
and spark success for today and tomorrow.
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“Armanino” is the brand name under which Armanino LLP, Armanino CPA LLP, and Armanino Advisory LLC, independently owned entities, provide 
professional services in an alternative practice structure in accordance with law, regulations, and professional standards. Armanino LLP and Armanino CPA 
LLP are licensed independent CPA firms that provide attest services, and Armanino Advisory LLC and its subsidiary entities provide tax, advisory, and 
business consulting services. Armanino Advisory LLC and its subsidiary entities are not licensed CPA firms.
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