
ABOUT THE ORGANIZATION

TELLUS International (TELLUS) is no stranger to helping companies grow and 
evolve their businesses. As a leading consulting company that provides strategy, 
research and internationalization services for large and medium sized ISVs  
(Independent Software Vendors) that want grow their business internationally, 
their mission is to assist ISVs to navigate and grow within the Microsoft ecosys-
tem. TELLUS International provides an affordable alternative for companies to 
extend their offerings around the world.

TELLUS has a winning formula for success not only for its customers, but in how 
they approach their sales and marketing efforts. Dr. Petri I. Salonen, Founder and 
CEO of TELLUS, tells us how Microsoft Dynamics CRM and PowerObjects’ Pow-
erPack add-on tools has helped enhance the product and take their business to 
the next level.

Q: Tell us a little about yourself, your business and who you serve 
within the Microsoft community?

A. My passion is working with Independent Software Vendors (ISV) and System 
Integrators (SI) globally by delivering business modeling workshops that enable 
organizations to move from on-premise solutions to a subscription-based busi-
ness model. I facilitate management teams in this business model transition and 
help operational teams develop a tactical plan with execution strategy. I have 
also authored several business books and my research efforts are around cloud 
monetization, cloud business models and SaaS [software as a service] solutions. 
I also speak both nationally and internationally, and my passion drives me to be 
a thought-leader for cutting edge Cloud business models and how they provide 
value for companies interested in Cloud applications. In addition, as the popu-
larity for our online educational sessions at www.telluacademy.com continues 
to grow, we need ongoing communication to participants letting them know of 
new courses and initiatives.

I believe in putting theory into practice. You can therefore find me working on 
channel development, delivering workshops for personnel or doing educational 
sessions on email marketing campaigns. That’s where much of our use of  
Microsoft Dynamics CRM Online and the PowerPack add-on tools by PowerOb-
jects come into play in our business.
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CHALLENGE

CASE STUDY

CONCERN: EAP  

IMPROVES CUSTOMER 

SERVICE, STREAMLINES 

BUSINESS  

OPERATIONS AND  

ADVANCES SALES  

CAPABILITIES WITH  

MICROSOFT  

DYNAMICS CRM

+ Integrated solution easily  
   accessible by all staff and 
   teams

+ Centralized location for all data

+ Improved customer service 
   capabilities 

+ Streamlined work processes

+ Flexible security and  
   compliance
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TELLUS INTERNATIONAL

USES MICROSOFT  

DYNAMICS CRM AND 

POWEROBJECTS’ SUITE OF 

POWERPACK  

ADD-ONS TO NUTURE 

THEIR LEADS AND TO  

AUTOMATE THEIR  

MARKETING

Q: Tell us how you are using Dynamics CRM in your business?

A. One area that is very important to any business is being able to adequately 
nurture your existing customers as well as your prospects. We use Dynamics 
CRM to help communicate with existing customers quite a bit as well as auto-
mate many of our marketing activities. For example, we use CRM to send, track 
and manage a variety of email communications to our customer and pros-
pect-base. Whether it’s information about upcoming courses or follow-up from 
a workshop that they might have attended, all of our data is in one place and we 
can communicate on a very timely basis.



612.339.3355 | 866.770.3355
powerobjects.com

SOLUTION

Microsoft Dynamics CRM  
and PowerObjects’ PowerPack 
Add-Ons

BENEFITS

CHALLENGE

TELLUS International needed a 
solution to adequately nuture 
their exsisting customers as well 
as their prospects.

+ Marketing activity automation 
   and nuturing.

+ Send, track and manage email 
   communications to customer 
   and prospectbase via CRM

Q: How did you learn about PowerObjects and the PowerPack add-
on offerings?
A. Prior to working with PowerObjects, we were using Dynamics CRM Online 
but we knew we had our shortcomings with it. Although Dynamics CRM is very 
robust right out of the box, for our business we knew we needed some addi-
tional functionality to really have it make a strong impact on our organization. 
That’s when I started looking for some additional add-on tools to extend CRM’s 
functionality and came across PowerObjects and the PowerPack tools. The tools 
are designed to help enhance the capabilities of Microsoft Dynamics CRM, while 
providing even greater functionality and efficiency. What was also attractive was 
that the tools were available to try for free for 30-days which allowed us to test 
them out and see how they worked within our CRM environment.

Q: What PowerPack tools are you using and how have you benefited 
from them?

A. To help promote our business, we have taken advantage of the integrated 
marketing tool called PowerMailChimp which connects the third-party bulk 
email platform, MailChimp, with Microsoft Dynamics. For example, to help mar-
ket our educational workshops and seminars, we use it to develop bulk email 
campaigns, build marketing lists and distribute to a variety of segmented con-
tacts on an ongoing basis. This has really automated our marketing activities 
and provided us a great way to track responses and feedback from our efforts. 
The tool allows you to see which of your contacts and leads opened the email, 
exactly who clicked on what links and if anyone unsubscribed. The statistics are 
super powerful, and the add-on is very simple to use.

It was very important for us that there was a tight integration between the bulk 
email platform and Microsoft Dynamics platform. The integration level of these 
platforms demonstrates to me that PowerObjects has understood how to as-
semble valuable solutions where two solutions are more than 1+1.

We are also using PowerGlobalSearch and PowerOneView to help save time 
searching for information and viewing it in one window. Before the PowerPack 
tools, our team struggled with quickly finding information in CRM and viewing it 
in an intuitive way. Overall, for a very minimal monthly fee, I get access to these 
tools and more which have really helped save time, and improve overall use and 
adoption of Dynamics CRM internally. I am really driving my team to use CRM as 
the “one version of truth” of customer and lead information and the PowerOb-
jects product family enables me to do that.

Q: Overall, how has it been working with PowerObjects and how 
would you view them in terms of their commitment to the product 
and Dynamics CRM community?

A. The team at PowerObjects has been great to work with and have been so 
responsive to answering my questions. They are experts in Dynamics CRM and 
understand the value that additional tools and cloud applications can bring to 
enhancing and supporting the product and CRM community. Their ability to an-
ticipate market needs and develop tools to support those needs is invaluable. I 
can tell that PowerObjects’ really cares about its CRM customers and communi-
ty and is a role model for companies looking to make a big impact in the Micro-
soft ecosystem.


