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The Microsoft Dynamics Customer Model describes how people 
in departments do work within and across organizations. It 
is the repository for all of the Microsoft Dynamics division’s 
information and research regarding processes and people and is 
used to ensure that we are focusing on a common set of people 
and processes when we build software.
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The supply chain players diagram outlines the different positions individual companies can have in the global supply chain and the possible interrelation 
and dependencies that exist between supply chain players. The process boxes show the generic internal business processes across company types.


