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Introduction

At Microsoft, we understand the impact your people have on your business: align your employees around
a strong business plan and give them the tools they need to contribute and execute, and you can create
business success. When people are equipped with the right tools, they can tackle complex business
challenges while simultaneously increasing productivity, ultimately contributing to the bottom line. So, how
can business management software improve employee productivity? Business solutions must become
more intuitive, familiar, and easy to learn.

One of the challenges that have emerged in the workplace is that for people to do their jobs, they are
required to switch between unstructured personal productivity tools and structured business applications.
The reality of working in both unstructured and structured environments applies not only to the data they
work with but also to their daily processes and tasks.

Business management solution usadroswndpemdtrmhestbusfi ntelsesi ra
but they also need to use communication and desktop productivity tools. They manage information

differently, and they perform tasks that are specific to the role they have. Business management solutions

have very structured data, very controlled data, and appropriately so. To empower these users, the

business solution needs a familiar us eprocessacteenrtfraicce, ot hat
organized around the typical things that employees do through the course of a day. It needs to be role-

based. And, it needs to provide a bridge between the worlds of structured business applications and

unstructured desktop productivity software, all in an efficient and sensible manner.

Then there are the business owners, decision makers, and knowledge workers who spend the majority of

their time doing email and creating ad-hoc documents while working within productivity and

communication tools like Microsoft® Office Outlook® 2007, Microsoft® Office Word 2007 and Microsoft®

Office Excel® 2007. Theseusersneed business information captured by t|
business solution. To address the needs of these users, business data must be easily accessible to the

employees doing personal productivity work. The need for blurring the line between these two worlds of

structured and unstructured data is clear, and Microsoft is delivering solutions to bridge the gap.

The result is a user experience that is familiar and easy to use and built around the way people in the
company wor k. Webasadd o tahp psr caa citr.o |-Basefd amg tangeted arduadttheé s r ol e
specific jobs people do can provide tremendous insight and help drive company-wide productivity.

When a business management solution works the way your current technology works, it can fit easily into
your existing systems and can help you maxi mbagee your t
and targeted around the specific jobs people do can provide tremendous value and insight because it:

1 Is familiar, helping reduce the time required to learn how to use it, freeing up time to focus on
what matters most.

Fits with your systems, helping to maximize your investment in Microsoft technology.

Fuels your business productivity, automating your business-critical operations and adapting to fit
into your type of business, helping to ensure the most relevant insight.

1 Helps enable confident decision making, providing you with more complete insight across your
organization.

This paper is designed to provide Microsoft Dynamicsg customers and partners with examples of how
Microsoft Dynamics and the 2007 Microsoft® Office system work together. Common business scenarios
are used to demonstrate the business value that can be gained by utilizing the interoperability between
Microsoft Dynamics and the Microsoft Office system.




Familiar to Your People

What i f business management technology could free you
important for your business? What if technology reflected the ways in which people throughout your

company actually work? Microsoft Dynamics works like other Microsoft products you and your people are

familiar with, helping reduce the time required to learn how to use it, and freeing up time to focus on what

matters most. Designed with a focus on the roles people play throughout your company, Microsoft

Dynamics delivers an individualized, task-based user experience and allows your employees to easily

customize and automate it based on their own preferences and work style. That can mean less training

and development time and a quicker return on your investment.

Common Interface

Microsoft continues to build integrated, adaptable business management solutions that are evolving
toward a common look and feel, mirroring that of Microsoft Office, without sacrificing the requirements for
concentrated transaction entry that is appropriate for specific users of a business application. A familiar
user experience can help lower training costs while empowering users to get more out of the application.

One of the improvements in the 2007 Microsoft Officer el ease i s the new Ari bbon, 06 m
users to access the commands they need more easily. The Microsoft Dynamics Quick Access Pane

follows the ribbon interface concept, while maintaining the left hand navigation and user favorites. Plus,

there will be more visible approval routing and processing of workflow documents.

Jis Microsoft Dynamics - Sales Orders
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T Home Pose NewSales 1 New Sales Credit Memo | Batch Post Sales Invoices
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2 ltem Journal 2003 30000 John Haddock Insurance Co. 10 High Tower Green 10 High Tower Green  12/11/2006 12/11/2006 £ TR 3 A ‘“‘%
? Sales Journal 2004 40000 Deerfield Graphics Company 10 Deerfield Road 10 Deerfield Road 12/11/2006 12/11/2006 ol 03
’ Cash Receipt Journal 2005 60000 Blanemark Hifi Shop 28 Baker Street 159 Fairway 12/11/2006 12/11/2006 A %
2006 10000 The Cannon Group PLC 182 Market Square 182 Market Square 12/11/2006 12/11/2006 |= ey A 4
2007 20000 Selangorian Lid. 153 Thomas Drive 153 Thomas Drive 12/11/2006 12/11/2006 MW'ZEW Y
2008 30000 John Haddock Insurance Co. 10 High Tower Green 10 High Tower Green 12/11/2006 12/11/2006 VirtuatEasglij
2009 40000 Deerfield Graphics Company 10 Deerfield Road 10 Deerfield Road 12/11/2006 12/11/2006 -
2010 60000 Blanemark Hifi Shop 28 Baker Street 28 Baker Street 20/11/2006 20/11/2006 Bill-to Customer Statistics 3
2011 10000 The Cannon Group PLC 192 Market Square 192 Market Square 12/11/2006 12/11/2006 Balance: 0
2012 20000 Selangorian Lid. 153 Thomas Drive 153 Thomas Drive 12/11/2006 12/11/2006 | || | Outstanding Ord: 15650
2013 30000 John Haddock Insurance Co. 10 High Tower Green 10 High Tower Green  12/11/2006 12/11/2006 Shipped Not Inv: 0
2014 40000 Deerfield Graphics Company 10 Deerfield Road 10 Deerfield Road 12/11/2006 12/11/2006 ?‘ﬂ“a"m:”t‘ 3
redit Limit:
2015 61000 Fairway Sound 159 Fairway 159 Fairway 12/11/2006 12/11/2006 OverducAmount 0
2016 60000  Blanemark Hifi Shop 28 Baker Street. 159 Fairway 18/11/2006 19/11/2006
Customer Details ~
2017 61000 Fairway Sound 159 Fainway 159 Fairway 12/11/2006 12/11/2006
2018 62000 The Device Shop 273 Basin Street 273 Basin Street 12/11/2006 12/11/2006 Number: 60000
2018 61000 Fairway Sound 159 Fairway 159 Fairway 26/11/2006 26/11/2006 Phone number: 44 431t
E-mall iohn.roberts@blane..
2020 62000 The Device Shop 273 Basin Street 273 Basin Street 26/11/2006 26/11/2006 Fax Not AA 4332202
5001 0000 Rlanemark Hifi Shon 28 Raker Street 150 Fainvau 171115006 17110006 7| | Quistanding Orders: 15,650
L Il E PaymentTerms: 1MED)
Largest orders ~ | | sellto Contact: John Roberts
ER
g q
= -
109005 101022 109002 109004 101015 6001
------ 109003 101009 109001 6002 101013 6004
ab Home Order Number

e . . =
& /A ® 1O ColendarmPersona- | Ly Microsoft Dynamics. <EEBEYE uWE(G s

Figure 1: Microsoft Dynamics shares design concepts with the 2007 Office system to help ensure
important information and processes are delivered to your users in an easy-to-understand way.
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Personalized Navigation

Microsoft Dynamics makes it easy for employees to personalize their views to mirror their processes.
Because Microsoft Dynamics offers list-based navigation with cascading menus, users can easily create
favorites to give themselves quick access to frequently-used areas of the business solution. Easy
customization and personalization of the navigation pane helps improve productivity and employee
efficiency.

Microsoft Dynamicsérole-based design presents relevant information and processes to individual users in

a variety of businessroles. Role-b ased access helps ensure the right dat a
while simultaneously limiting access to the data the user does not need. Home pages can be customized

with more targeted information that provides the at-a-glance view of the business measurements that are

most i mportant to a persondés rol e, hel ping enabl e them
role-based access helps provide security to sensitive data because users only see the information for

which their role has access.

For more info on the importance of role-based design, visit
http://www.microsoft.com/dynamics/product/familiartoyourpeople.mspx
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Figure 2: Microsoft Dynamics has an interface that is familiar to your people. Home pages that are
based on an i ndi vi,dsoaurfage Microsoft Outlook mboa and calendar data to
help increase productivity.
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Managing Information from Within Outlook

At times, organizations find their employees struggle to adopt new technologies and applications, which
can result in a poor return on investment for the company. Microsoft Dynamics helps organizations realize
the potential of their business applications investment without requiring users to fundamentally change
the way they do their jobs. Companies find their employees are empowered by the use of familiar tools
that help increase their productivity.

With Microsoft Dynamicse CRM, a sales representative can manage all sales data, campaigns, and
marketing information from within Outlook. Contacts and opportunities can be viewed, updated, and
shared across the organization. In addition, current product information, new leads, and contracts related
to the sales process can be accessed. This can all be done from within Outlook without the need to learn
a different system or toggle back and forth. Additionally, for a Microsoft-centric organization, Microsoft
Dynamics CRM enables use of existing IT investments, training, and technologies.

Barriers to successful CRM implementations in the past have been the lack of employee adoption, use,
and compliance across the organization. A key advantage of Microsoft Dynamics CRM is its native
integration to core Microsoft products, which helps organizations mitigate risks of poor user adoption.
Users can easily perform tasks because they are familiar and do not require moving between multiple
applications. For example, a sales representative can track customer contacts and sales data in Outlook
as well as view activities, accounts, competition, and more.

Bl web Part Page - Microsoft Dutlook -8 %[
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Figure 3: Microsoft Dynamics CRM allows employees to track customer contacts and sales data in
Outlook as well as view activities, accounts, competition, and more.
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Access Business Data from Within Microsoft Office Documents

Reporting, budgeting, and forecasting can all be exhaustive and time consuming, yet very necessary
steps in a successful business. Using trusted tools that are familiar to most people helps increase
productivity and decrease the learning curve. Microsoft Dynamics allows users to review, edit, and

manipulate data with the widely used spreadsheet application Excel with as little as one click of the
mouse.

Additionally, using Excel to view and analyze data from Microsoft Dynamics and Microsoft Dynamics
CRM allows users to quickly provide non-system users information they need. For example, using the
export functionality from within Microsoft Dynamics, a sales manager can easily export list of the most
profitable items to Excel e-mail and email the information directly to the sales team. When the sales team
receives the data, they can also drill back to the item detail using Smart Tags functionality, which resides
in Microsoft Dynamics and is based onthee mp | o y e ebésed secuority access.

Figure 4: Microsoft Dynamics data can be shared with non-system users from within Excel
through Smart Tags functionality.




