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Learning objectives
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By the end of this course, you will be able to:

• Describe the current state of the consulting subsector

• Explain the technology landscape for the consulting industry

• Articulate how NetSuite and Business Central can solve challenges for an 
organization

• Detail RSM’s capabilities and methodology in implementing transformative 
tech solutions



Goals and objective
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3 Learn how NetSuite and Business Central can solve 
challenges for your organization

4 Grasp RSM’s capabilities and methodology in implementing 
transformative tech solutions

2 Understand the technology landscape of the consulting 
industry

1 Gain valuable insight into the current state of the consulting 
sector



Agenda

Industry overview

NetSuite showcase

Introductions

Q & A

Microsoft showcase
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Ian Murray | Supervisor

Ian Murray
Supervisor, NetSuite Consulting

Baltimore, Maryland

240 529 6008

ian.murray@rsmus.com

Summary of experience

Ian Murray is a Supervisor in RSM's NetSuite Consulting practice, with over five years of experience providing 
technology services to middle-market organizations. Ian dedicates his time to working with health care and professional 
service organizations and is recognized across the firm as an industry expert/subject matter expert frequently brought 
on to work on projects for these types of organizations. 

Coming from an accounting background, Ian can deliver best practice advice to clients from a range of topics critical to 
accounting departments such as configuring internal controls, period close activities, international accounting and 
revenue recognition within NetSuite. 

Ian is frequently engaged in complex financial NetSuite implementations, where international accounting, revenue 
recognition and intercompany accounting configuration are critical to the project

Education 
• BS, Accounting, Salisbury University

• BS, Information Systems, Salisbury University

Professional affiliations and credentials 
• Oracle NetSuite Certified ERP Consultant

7



Joe Hessler | Manager

Joe Hessler
Manager, D365 Business Central

Baltimore, Maryland

443 761 4231

joe.hessler@rsmus.com

Summary of experience

Joe Hessler is a Manager in RSM’s D365 Business Central delivery practice, with over 5 years of experience implementing 
ERP solutions for companies in multiple industries including Business & Professional Services, Not for Profit, and 
Industrials.  

Joe specializes in working with companies that have Federal Government Contracts and has a deep understanding of 
the financial and operational requirements for Professional Services companies servicing both the Federal market and 
commercial market. 

Education 
• BS, Accounting, Salisbury University

• BS, Information Systems, Salisbury University

Professional affiliations and credentials 
• Certified Public Accountant
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Ryan Lee-Norman | Manager

Ryan Lee-Norman
Manager, D365 Customer 
Engagement

Minneapolis, MN

612 376 9383

ryan.lee-norman@rsmus.com

Summary of experience

Ryan Lee-Norman is a Manager in Microsoft Dynamics 365 Customer Engagement Delivery. He specializes in delivering 
the Project Operations and Field Service modules for Business and Professional Services and Government Contractors. 
He is passionate about assisting companies in their digital transformation journeys and optimizing their operations with 
technology.  

Education 
• BA – Communication Arts, North Park University

Professional affiliations and credentials 

• Microsoft Dynamics 365 Customer Engagement and Power Platform
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Uriah Hakala | Director

Uriah Hakala
Director, PSA Practice Lead

Chicago, Illinois

+1 312 498 1816

uriah.hakala@rsmus.com

Summary of experience

Uriah has over 25 years of experience in consulting and technology roles spanning services, customer success, and 
operations.  He has worked with thousands of clients and led organizational digital transformation engagements 
driving positive business outcomes.

Uriah has experience across a variety of technology solutions including project and portfolio management (PPM), 
analytics and business intelligence, Robotic Process Automation (RPA), process mining and intelligence, financial crime, 
and Professional Services Automation (PSA). He is a thought leader in the PSA space and is a frequent contributor to 
speaking and writing engagements related to professional services, customer success, outcomes engineering, and 
digital transformation, including:

“Building a High-Performing Business in Changing Market Conditions”
“How to Crush your KPIs and Deliver Consistent Results”
“Grow Up Fast! Accelerate Your Organizational Maturity”

His current focus is to be a first-choice advisor to our clients in the middle market, globally drive positive business 
outcomes and create value with the application of technology.

Education 
• BBA, Information Systems Analysis and Design, Wisconsin School of Business
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Industry trends
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Industry trends for consulting

Pressure on Margins Talent is Key Client Acquisition and 
Retention is a focus



Pressure on margins

• Labor Costs and productivity are out of alignment

• Realized rates are down

• Clients are demanding greater transparency in pricing and 
offerings
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Labor costs & productivity
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Prices received for services (realized rates)
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Transparency in pricing and offerings

Shift towards Outcomes-based or Fixed-Price offerings

Source: Martin Dove, Technology Services Industry Association (TSIA) - 2021
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Greater scrutiny on estimates

• Bottom-up, “task-based” estimates vs. top-down, “resource-
based”

• Expectations of leveraging offshore/nearshore/lower cost 
resources

• Blended rates vs. rate cards

• Pressure on project governance/management allocations
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Talent is key

• Firms can afford to be more 
selective with their hiring, 
but growth and career 
opportunities matter

• Remote/distributed 
workforce can be leveraged 
to scale

• Doubling down on core 
competencies – skills 
management
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Hiring + career growth

• 46% of Professional Services firms have challenges in recruiting and 
retaining talent

• Hiring is peaking (except in certain industries – e.g. Cybersecurity, AI)

• Employees are hesitant to move but still want to develop their career path 
for the future

• Technology allowing people to work on projects “outside their comfort zone”

*Source: S&P Global Market Intelligence Survey August 2023
“The Macro Technology Shift Impacting the Professional Services Industry”



• Further work being pushed out to third parties/subcontractors

• “Virtual bench” / staffing on-demand

• Technology to provide insight into the full resource supply pool across 
companies – loose networks
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Remote / distributed workforce



• There is more to staffing a project than just “who is available”

• Typically these taxonomies are very simplistic, almost an afterthought

• Employees looking to build their own brand/abilities for the future

• Taking on “stretch” projects to build out skills and capabilities
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Skills management



• Automation and AI can boost productivity

• Technology as an enabler, but only with 
true change management
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Client acquisition and retention



• Everyone’s talking about AI these days, of course.. How does that fit in 
here? 

• Some of the ‘redundant’ tasks – writing the framework for proposal 
letters, SOW content, client outreach, etc.

• Full automation isn’t the goal, but getting a head start is a great time 
saver

• Automation of overall end to end business process – the goal of PSA

• Where can you get the biggest bang for your buck?
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Automation and AI



• Technology is built based on “best practices”.. But who’s best practices, 
exactly?  One-size fits all doesn’t work – so how do you adapt?

• What, why, how does it impact me and my team?

• Focus on the business processes and outcomes

• Iterate and adapt – change takes time to be done right

24

Change management is critical!
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NetSuite overview
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RSM NetSuite practice

RSM offices 
in 85 U.S. cities and 
4 Canadian cities

2011
NetSuite 
practice began#1 NetSuite 

worldwide 
consulting partner

300+
NetSuite Consultants

Location & 
Industry 
based
resources

One of 
the largest 
Global 

NetSuite 
Partners

1,500+ 
NetSuite 
customers

10-Time NetSuite Solution 
Partner of the Year

• Certified Public Accountants
• NetSuite ERP Consultants
• SuiteCloud Developers
• Project Managers
• eCommerce

Your end-to-end 
NetSuite provider
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Benefits of NetSuite

Cloud Based– No 
Upgrade Hassles, 

Secure,  
Customizable, 
Adapts To New 

Business Models

Anytime, Anywhere, 
Any Device Access 

Integrated, End-to-
End Solution –

Includes CRM, PSA, 
Financials

Gain Repeat 
Business

Real-Time Visibility 
Across Business -

Forecasts, 
Resources, Projects 

KPIs.
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One centralized system 
NetSuite brings your external project 
management and accounting system 
into your G/L system. 

Automated processes

Live reporting 

Real time billings and revenue 
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Industry trends for consulting

Pressure on Margins Talent is Key Client Acquisition and 
Retention is a focus



Project management
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Project management – home dashboard

• Reminders

• Alerts

• Navigation links
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Project tasks

• Task name, predecessors

• Start date/end date

• Planned/estimated work

• Estimated cost
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Work breakdown structure (WBS)

• EAC cost/revenue

• EAC profit/margin

• ETC cost/revenue
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Project budgets

• Budgeted cost/revenue

• Budgeted profit/margin

• Budget history
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Transactions/profit and loss

• Transactions linked to project

• Item group Cost/Revenue summary



Project Billing and Revenue 
Recognition
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• Four main types of project billing that offer varying degrees of flexibility for 
calculating the billable value of a project

– Charge-based billing

– Fixed bid internal 

– Fixed bid milestone

– Time and materials 
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Project billing – Charge-based billing

• Charged-based billing allows you to create charges 
that are billed to the customer with either a customer 
specific billing rate card or a general rate card 

• Charge-based billing is based on rules defined on 
the project record



• Projects can have multiple charge rules within a single type of charge rule and 
across the types of charge rules

• Complex billing rules need to be assigned a rule order to determine when the rule 
should be applied charges 

• Capping rules allows charges to be limited based on the charge the rule is applied 
to 
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Complex billing rules



• NetSuite will generate project related charged automatically every night at midnight

• The user can also trigger charges from the project record or via the transaction tab

• Once the charge is generated, the charge must be in ready status before it can be 
billed to the customer. 
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Generating and billing charges



• Revenue recognition rules offer 
flexibility in predefining revenue 
recognition schedules

– Straight-line, by even periods

– Straight-line, using exact days

– Percent complete

– As charged

• Streamlines revenue recognition 
process at month end, by generating 
revenue recognition and reclassification 
of unbilled receivable entries

• Built into month end close task list 
42

Revenue recognition



Microsoft D365 Overview



1300+
Microsoft Certified Consultants

RSM offices in 98 U.S. 
cities and 6 Canadian cities

One of the largest 
Microsoft Solutions 
Partners in the U.S

RSM US is the leading provider of 
audit, tax, and consulting services 
focused on the middle market.

Our Microsoft Practice
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D365 Business Central for professional services 
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• Microsoft ERP for Small to Medium sized Businesses

• Functionality for Professional service companies includes:
• Jobs – Project Accounting
• Project Invoicing
• Revenue Recognition
• Utilization/Capacity Planning
• Resource Management 
• Time tracking
• GL/AR/AP
• Fixed Assets Management

• Additional extensions can be leveraged to enhance functionality including Construction 
project management, Government Contracting services, and much more



D365 Business Central Solution Origin
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D365 Business Central 
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D365 Business Central 
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Project Task 
Breakdown

Job Planning lines 
for invoicing and 
project budgets



D365 Business Central 
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D365 Business Central time sheets 
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The Power of Three – what it could be!

$
€MARKETING 

CUSTOMER 
SERVICE

SALES

FIELD 
SERVICE

CUSTOMER 
INSIGHTS

OPERATIONS

PROJECT
OPERATIONS
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D365 Project Operations – Project for the web
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D365 Project Operations – project budgeting
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D365 Project Operations – embed in teams
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D365 Project Operations – Resource Management

58



Questions and Answers
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This document contains general information, may be based on authorities that are subject to change, and is not a substitute for professional advice or services. This document does not constitute assurance, tax, consulting, business, 
financial, investment, legal or other professional advice, and you should consult a qualified professional advisor before taking any action based on the information herein. RSM US LLP, its affiliates and related entities are not responsible 
for any loss resulting from or relating to reliance on this document by any person. Internal Revenue Service rules require us to inform you that this communication may be deemed a solicitation to provide tax services.  This communication 
is being sent to individuals who have subscribed to receive it or who we believe would have an interest in the topics discussed.

RSM US LLP is a limited liability partnership and the U.S. member firm of RSM International, a global network of independent assurance, tax and consulting firms. The member firms of RSM International collaborate to provide services to 
global clients, but are separate and distinct legal entities that cannot obligate each other. Each member firm is responsible only for its own acts and omissions, and not those of any other party. Visit rsmus.com/aboutus for more 
information regarding RSM US LLP and RSM International. 

RSM, the RSM logo and the power of being understood are registered trademarks of RSM International Association. 

© 2023 RSM US LLP. All Rights Reserved.


