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Your Success. Our Solutions

AI –  ARQUICONSULT ROAD
SHARING EXPERIENCE



Fo
n

te
s:

  T
ÍT

U
LO

S 
–

 C
al

ib
ri

 N
EG

R
IT

O
 -

 3
2

 -
 #

2
b

2
e7

1
 I 

Te
xt

o
 –

 C
al

ib
ri

 –
 1

4
 a

 1
8

 -
 #

3
f3

f3
f

#C
0

0
0

0
0

#2
b

2
e7

1
 

So
m

b
ra

s

AGENDA

• ARQUICONSULT ROAD TO AI
• INTERNAL MODEL
• GO2MARKET MODEL
• DEBATE
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HOW WE HAVE 
STARTED?

HOW?
HOW?
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PEOPLE

Diverse Team

Champions FLOW

Communication

ENABLEMENT:

Training

Certifications

OPERATING MODEL



Fo
n

te
s:

  T
ÍT

U
LO

S 
–

 C
al

ib
ri

 N
EG

R
IT

O
 -

 3
2

 -
 #

2
b

2
e7

1
 I 

Te
xt

o
 –

 C
al

ib
ri

 –
 1

4
 a

 1
8

 -
 #

3
f3

f3
f

#C
0

0
0

0
0

#2
b

2
e7

1
 

So
m

b
ra

s

BALANCING AI RISKS AND ROLES

DIVERSE 
BACKGROUNDS
TECHNICAL AND FUNCTIONAL + 
DIFFERENT BUSINESS UNITS

SENIORITY BALANCES 
DECISION MAKING
Mixing seniority levels in teams helped balance 
speed and accuracy, as well as innovation and 
control, improving overall judgement.

ROLE 
DIFFERENTIATION 
ENHANCES AI 
INTEGRATION
Distinct functions like Finance, 
Operations, Sales, and Delivery 
enabled us more relevant and 
higher-quality AI use-case 
development.
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“SPENDING THEIR FORMATIVE YEARS
IN A TECHNOLOGY-DOMINATED WORLD
HAS SET GEN-ZERS APART. THEIR
INTUITIVE GRASP OF DIGITAL TOOLS
AND PLATFORMS POSITIONS THEM AS
INNATE INNOVATORS IN TECH-DRIVEN
ROLES.”

— FORBES

COMFORT WITH 
AUTOMATION

“GEN Z’S PRESENCE CATALYZES AN ERA
WHERE TECHNOLOGICAL ADAPTABILITY
AND FORWARD THINKING ARE
PARAMOUNT.”

— FORBES

HIGH SPEED ON 
EXPERIMENTATION AND 

ITERATION

“OVER HALF OF GEN Z AND
MILLENNIALS USE GENERATIVE AI
DAILY, AUTOMATING EVERYTHING
FROM DATA ANALYSIS TO CONTENT
CREATION AND PROJECT
MANAGEMENT.”

— DELOITTE, GLOBAL GEN Z & 
MILLENNIAL SURVEY 2025

WHY YOUNGER PROFILES ACCELERATE

NATURAL INTERACION 
WITH AI TOOLS
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DEEP BUSINESS AND 
PROCESS KNOWLEDGE

“PEOPLE WITH DEEP EXPERIENCE GET
MUCH LARGER PRODUCTIVITY GAINS
FROM AI, BECAUSE THEY CAN JUDGE
WETHER AI-GENERATED WORK IS
ACTUALLY GOOD AND HOW TO
IMPROVE IT”

— HARVARD BUSINESS REVIEW, 2026

STRONG JUDGEMENT ON 
EXCEPTIONS, RISKS AND 

TRADE-OFFS

“AI DIDN’T REPLACE HUMAN
JUDGEMENT – IT MADE IT MISSION-
CRITICAL.
AI MAGNIFIES THE QUALITY OF THE
JUDGEMENT BEHIND IT, FOR BETTER OR
FOR WORSE.”

— Forbes business council, 2026

ACCOUNTABILITY FOR 
OUTCOMES, NOT JUST 

OUTPUTS

“GENERATIVE AI CAN DRAFT, ANALYSE
AND AUTOMATE – BUT
ACCOUNTABILITY FOR DECISIONS AND
OUTCOMES REMAIN DEEPLY HUMAN

— McKINSEY 6 COMPANY, 2026

WHY EXPERIENCED BECOMES MORE VALUABLE WITH AI
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EXPERIENCE

AI LEADERS!

RICARDO
CASACA
DYNAMICS CE + 
POWERPLATFORM 
DIRECTOR 

JOÃO
LUCIANO

DYNAMICS BC 
OPORTO OFFICE 

DIRECTOR
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YOUNGER CONSULTANTS
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CHAMPIONS ARE NOT 
DEVELOPERS – ARE 
TRANSLATORS BETWEEN
BUSINESS AND AI

• THEY ARE EARLY ADOPTERS

• FEEDBACK LOOP TO AI TEAM

BUSINESS
CENTRAL

FINANCE & 
OPERATIONS

POWER
PLATFORM

FABRIC
Champions
2 per area

AZURE
CUSTOMER  
ENGAGEMENT

CHAMPIONS

Champions scale adoption 
because they translate 
intent into daily behaviour
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FLOW - TRAINING AND COMMUNICATION

MONTHLY BRAINSTORMING 
SESSIONS 
WITH BUSINESS UNITS TO PINPOINT INTERNAL 
OPPORTUNITIES AND ADDRESS CUSTOMER 
NEEDS.
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CERTIFICATION PROGRAM
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THE INTERNAL USE OF CO-PILOT LICENCES

M365 COPILOT 
LICENSES
(STARTED WITH 70 LICENSES)

MEASURE

We invested earlier to learn 
before scaling externally

Measurement matters more than license count
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INTERNAL DEVELOPMENT

USE CASES

Internal 
application

Use cases helped us to 
pull not push

HUMAN 
RESOURCES
Use Cases: Onboarding, 

Offboarding, Nurturing, 

Certifications, Skills, Fleet.

BACKOFFICE
Use Cases: CSP Invoice Control

MARKETING
Support for the 2026 

Marketing Plan

BUSINESS 
DEVELOPMENT
Use Case: Agent What’s New & 

Client Profile

INTERNAL
Use Cases: Expenses, 

Timesheets

SALES
Use Cases: Trend analysis, 

Account BD strategy

PROJECTS
Development Team

Functional Accelerators
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INTERNAL DEVELOPMENT

USE CASES

Our Projects

From T&M to Fixed fee

Different skills on our 
Team

DEV Training
Faster onboard

Faster Code assistance

TECHNICAL TEAM
Accelerated  (30-50% faster)

Speed up repetitive tasks

Testing

FUNCTIONAL 
Documentation

Project Templates

POC
Month close on D365 F&SCM

Training suggestions based on 

tickets

Fiscal
Fiscal reconciliation PTLOC

Data Analysis
Fabric



Fo
n

te
s:

  T
ÍT

U
LO

S 
–

 C
al

ib
ri

 N
EG

R
IT

O
 -

 3
2

 -
 #

2
b

2
e7

1
 I 

Te
xt

o
 –

 C
al

ib
ri

 –
 1

4
 a

 1
8

 -
 #

3
f3

f3
f

#C
0

0
0

0
0

#2
b

2
e7

1
 

So
m

b
ra

s

LESSONS TAKEN

AI is a System not a Project

CONTINUOUS LEARNING, 
NOT A ONE-OFF TEAM

MONTHLY 
CROSS-BU AI 

SESSIONS

REAL USE CASES → 
SHARED 

INTERNALLY

CHAMPIONS 
ROTATE AS SKILLS 

GROW
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GO2MARKET FROM DISCOVERY TO SCALE

WHAT TO 
SELL?

WHAT?
WHAT?

HOW?
HOW?
HOW?

WHY US?
WHY?
WHY?
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AI adoption is moving faster than 
organizational readiness

CUSTOMERS 
OVERWHELMED 
BY AI NOISE

TOOLS,
TOOLS
& MORE TOOLS

FEAR TO SPEED 
WITHOUT 
CONTROL
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ARQUICONSULT POSITIONING

WHAT WE DO 
NOT DO:

• We do not sell AI features
• We do not push tools 

without context
• We do not replace 

judgement with 
automation

WHAT WE DO:

• Design AI operating 
models inside Dynamics

• Embed AI where 
decisions actually happen

• Balance speed, control 
and accountability

• Small Projects
• Focus on RoI
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SALES PITCH

Our sales pitch is not about AI capabilities — it’s about helping 
customers make better decisions
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GO 2 MARKET

Go2Market

Go2Market  is where AI strategy is 
tested against reality
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ENSURING CONSISTENT AI CONVERSATIONS
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WHAT IS WORKING AND WHY

CLEAR AI + 
DYNAMICS 
POSITIONING

SALES TOOLS 
AND PITCH WITH 
STRUCTURE

USE CASES –
DRIVEN 

CONVERSATION

AI OWNERSHIP 
- SEPARATE BU 

BUT CONNECTED 
WITH ALL BUS 
(CHAMPIONS)
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OUR IMPROVEMENTS

STRONGER 
CONSULTANTS-
LED SALES

…KEEP GOING…
CAN NOT STOP

MANAGED 
SERVICES AS 
CONTINUITY

AI FIRST IN ALL 
PROJECTS
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DEBATE
What are you doing differently?

What is working for you?

Main challenges?
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