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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

Kol | 7 ¢ Home » Sales Orders » Ready To Ship

i Microsoft Dynamics ~ # Actions - B Reports -

Home =7 Fi New SalesTnvoice [ Batch Post Sales Orders || #) Sales Resenvation Availability
T Home Pose NewSales 1 New Sales Credit Memo | Batch Post Sales Invoices

o[ Sales Orders Order =i New Retumn Order
] Sales Quates New Process Orders Reports.

’ Sales Blanket Orders =
Sales Orders pe to fiter CustomerName RS

) Sales Invoices Virtual Earth ~
) Sales Return Orders No. Customer Customer Name Customer Address Ship-To Address Order Date Shipment D; +
* Sales Credit Memos M. S A ;L
) lems 2001 10000 The Cannon Group PLC 192 Market Square 192 Market Square 12/11/2006 12/11/2006 Manylebone L oens Rt © G or
) Customers 2002 20000 Selangarian Lid. 153 Thomas Drive 153 Thomas Drive 12/11/2006 12/11/2006 G 1 %,
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 -
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redit Limit:
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L Il E PaymentTerms: 1MED)
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g q
= -
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e . . =
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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

Page

i Microsoft Dynamics ~ # Actions - Fey Reports +
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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 %[
Fle Edt vew Go Tools Actions CRM Type a question For help  ~
SNew | & | ysendiReceive ~ | ZpFind | [ Tvee acontacttofind  « | i@l ! @pack @ | A A | &) @ | hetp:fiocalhast:668ipersonaliadministrator iy - !
lilcrm | 3 G4 G 4 7 53 B @ | NewRecord v | @ Trackin CRM | [} Advanced Find | @) !

Web Part Page 2]
Laxorks Foiders Modify Shared Page~ |
[ Inbox
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Al Mail Folders 1 200

4 personal Folders )=

(&) Deleted Items (14) 1

(7| Drafts [3] / 1004
[ Inbox 1

[ @ Junk E-mail [15] /Y/ o

(i) Outbox [2] 10 \

1504

Active Leads

[ Sent Items

o
(3 Search Folders
5 Hotmall

\ et o M ond OR WA
E &5 Mirasaft RH | Ending States
[ [ Customer Service \/\
[ Accounts Active Cases By Priority -

[ Apartments
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[ Communitiss
[ Contacts

Apartments

(3 Contracts
3 Prorhrts Jan Feb Mar Apr May Jun Jul Aug Sep Oct Mow Dec
5 Deleted Items Manths in 2005
[ Financials
£l 3 Marketin E
) Marker . =l active quick campaigns -
|4 Mail ETEIRS 4
j [~ | subject | Activity Type | Total Member:
] calendar i i ~
T —— —— m Filled ¥s. Tatal Apartments By City
&= contacts %D test mini campaign Fhone Call 10 Wisanville
é] Tasks A Test Phone Call 8
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o 3@ = =
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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.

leix|
B8] Ble Edk Vew Insert Fomat Tools Dsta Window Help v - X

918 =4 @ -0 - B Z U s::;‘gs%ir_-a-g-g

DS R % @ Bnndumodens
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] A o = R : T S | | W H v |
1 Topic ; e i
2 [10 Bike order - probably road and tour Metragoitan Sports Supply 02 I@BG\* |~ Y
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| 4 bikes Bike Universe Remave thes Smart Tag 02 | Name Mobile Outlet
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| 8 | mountain bikes for this year. . $3783970 1152002 | 2 Retail price for Road-350-W &
9 |Upsell Standard Customer Campaign Active Cycling . $75,000.00 77302004 | Activities
Very likely will order 73 Road bikes this Active Cycling
10 |year. a 9/16/2002
‘Will be ordering about 54 bikes of various  Friendly Neighborhood Bikes
11 |models L $8502425  11/3072002
12|
13
14
15|
16
7]
18
19
20,
21|
23
24
25| |
(26
27 |
=
b Hlexport 2 / 141 | o
Ready NUM
@istat| | (3 @ M O] | &) http:fjrm - Microsoft Bu... || 3] Microsoft Excel - exp... | 115 Am

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




Capturing and Sharing Business Data with Microsoft® Office InfoPath® 2007 and
Microsoft® OneNote® 2007

Creating a defined process for capturing information on prospects, opportunities and other key business
data makes it easier to ensure the right information will be available in an organized fashion, resulting in
richer data and better-informed decisions. InfoPath enables you to create forms to capture the important
details your people need, and to make it easy to access that information when needed.

e Dl T R B e Bl il L E——— e e T S

file [Edit View Jnset Format JTooks Table Heip .

Slswemt 7 il LClosePreview B QAT 4 a8 7 9 ) iR e
Afedons S0 | B Z U ERENE.C |- o FEZ- AP Stlok by | 8 2 of

il
N
0

CUSTOMER MEETING AGENDA Microsoft

Dynamics CRM

Close Widget Deal
ocation tatTime:  End Time

Locatio Date Start o B
Downtown 10/4/2006 o1} 8:00:00 AM 9:00:00 AM

Close Deal; Discuss final configurations and pricing

{7 Widget Deal with YouCo Inc. - Microsoft Office OneNote 21 )
Atiandess file £t View Inset Fomast Share Tools Teble Window Help 7
= @ -D-/New- LB 9 \Tek-frTag -&Cip 0 EiB E- . ]
» | ) Meetings | KF State S Campur S PTS M, Search All Notebooks £
& Add attend. §
Discussion ltems = Widget Deal Viidget Deal with You
£
PO IS
) Outstanding Issues:
Let's get a PO staj|
.2 u GetPO Complete
W Get Final Contract through Legal
Final Configurations needed by 1/10

Figure 5: CRM information can be gathered with InfoPath forms, and uploaded into Microsoft
Dynamics CRM. Take client notes with OneNote, and store links to notes within Microsoft
Dynamics CRM.

Fits With Your Systems

When a business management solution works the way your current technology works, it fits easily and
seamlessly into your existing systems and helps you maximize your technology investment. Microsoft
Dynamics works the way your current technology works and fits easily into your systems, helping to
maximize your investment in Microsoft technology and ease IT administration. This in turn allows your
employees to use a powerful business management solution within a familiar environment.
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Manage Business Processes in Microsoft Office using Snap-ins

Microsoft continues to execute on its strategy to deliver business management solutions that fit with
customersoexisting systems. Microsoft Dynamics Snap, a collection of programs that fsnapointo the
Microsoft Office system, help enable information workers to easily coordinate and manage data in
Microsoft Dynamics business management solutions using the familiar interface of the Microsoft Office
system.

The first Microsoft Dynamics Snap solutions include Timesheet Management Snap-In, Vacation
Management Snap-In, Customer Journal Snap-In, Customer Report Generator Snap-In, and Business
Data Lookup Snap-In.

These solutions are designed for information workers who use Microsoft Office and need to access
business information and business processes managed by their back end Microsoft Dynamics business
management solutions. Most people want to be able to do this without opening multiple programs, cutting
and pasting data, or having to master the full complexity of all of the software in a company.

As an example, a consultant working with a customer can coordinate meetings and appointments using
Outlook. These calendar events are linked with, in this case, Microsoft Dynamics time entries, eliminating
the need to correlate tasks and helping reduce errors as a result of users having to transpose data from
one program to another. Additionally, it is not necessary for the consultant to engage Microsoft
Dynamicsi all work is completed within Outlook, and time allocation is appropriately tracked in the billing
application.

@ B[]
i Fle Edt View Go Tools Actions Help Type a question for help v
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Mail

e tory,
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mMioread | o 2/3/2006 9007 PrePlan 5 Posted
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Figure 6: Outlook calendar events are linked with Microsoft Dynamics time entries with the
Timesheet Management Snap-In.




Review and

Update Customer Information

Customer Journal Snap-in 1 A Snap-in designed to increase the productivity of a sales meeting by
enabling the salesperson to capture key information regarding a customer in Microsoft Dynamics in a
summarized view. It also allows the Sales person to make offline modifications to customer data from

within this sum

mary view and synch them back to Microsoft Dynamics.

The Snap-in consists of an InfoPath form template which can be stored in a custom forms library at a
central location accessible to all sales professionals within the organization. A sales professional can
download this form template from this central location and create a Customer Journal form which can be
used to fetch information about a specific customer from Microsoft Dynamics. Once filled, the form can be
ocally on the sales professionalés | aptop
the sales professional can take notes and make changes to the various sections containing sales specific
information about the customer and save them on the laptop. After returning back from the meeting the
sales professional can connect to Microsoft Dynamics using this form and update back all the changes

saved |

t hat we

re made during the meeting to

(& The Lighting Specialist.xmL - Microsoft Office InfoPath

‘Fle Edt Vew Insert Fomet Tk Table Hep

A= Y= T AR A =RER AN )
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4004
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View more info
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Work Offine
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Figure 7: Getting 360° summary information about a customer from Microsoft Dynamics using an

InfoPath temp
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Generate Custom Business Reports in Excel

Microsoft Office Excel is a lifeline tool for a large number of information workers. They use it day in and
day out to generate reports and rich visualization and perform ad-hoc analysis on business data.

Yet typically, the data that the information worker needs resides in the business application and does not
lend itself to easy access from Excel.

For example, finance professional needs to look at budgeted versus actual figures, cash flow and
customer payables, and other dimensions to gauge company performance. The Custom Report
Generator Snap-in can be set up to provide an Excel-based solution that displays data from Microsoft
Dynamics and also enables the user to insert data back into Microsoft Dynamics.
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Figure 8: Example of Budgeting Dashboard created using the Custom Report Generator Snap-In.
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Look Up Business Data from Microsoft Office

With the Business Data Lookup Snap-In, users can access Microsoft Dynamics data easily from within
the Microsoft Office system as well as store Microsoft Office system documents as part of the Microsoft
Dynamics database. With a single repository of customer communications, both structured and
unstructured data, employees can increase productivity and experience greater operational efficiency.

As an example, sales representatives can attach communications to the customer record in Microsoft
Dynamics CRM. When working with customers, the sales representative can quickly find all related
information since it is stored in one place, eliminating the need to dig through multiple applications and
folders to successfully complete a sale. If an individual salesperson is on leave from the office, another
salesperson can easily manage the customer relationship, maintaining a high level of customer care.

Documentl - Microsaft Word

NE RPN
ca

Home Insert Page Layout References Mailings Review WView Add-Ins

3 Insert from CRM
[ Attach to CRM

General =

Menu Commands |Business Data Lookup - CRM

-ax

%

Kevin F. Browne
February 3. 2006
Amuzing Bikes Inc

Sales Order List

I wish to thank you for your continued patronage for Fabrikam products. Detailed below
are your outstanding order(s):

| Name ‘ Customer

| Biue touring bikes | amuzing bices

For the orders listed above , the item level details are as given below:
"[nsertitem details here]"

In case you require any further assistance please feel free to contactme.
Sincerely,

Kevin F. Browne

Sales Manager
Fabrikam Inc

Data Lookup - CRM -

Find Microsoft CRM records

Lok in:
Address
Appointment

Le [»

Lookfor:  [Amuzing bikes ﬁ
Select details
Field Value ﬂ
4 Account Information
+ Address
+ VTP Shatis =
4 B

I Select all
Select related records

Related: | Orders =l

|| Name

Blue touring bikes

Customer

Amzing bikes

Kl | »l
Laok Lip

Other Microsoft CRM tasks
Attach to Microsoft CRM  Back To Search Resulks

Insert |~

@) Help on this pags

Page:1 of1 | Words: 0

[EEE == o

Figure 9: Microsoft Word users can link structured and unstructured data and access Microsoft
Dynamics and Microsoft Dynamics CRM information.
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Unify Your Communications

With the power of Exchange Server 2007 Unified Communications, voice mail can now be stored directly
in the Outlook inbox and can be tracked in Microsoft CRM, along with your e-mail. Now you have instant
access to all your customer communications: print, e-mail, and voice.

[@ Inbox - Microsoft Outlook

{ File Edit View Go Ivols Actions CRM Help

3iNew ~ 23 X | CaReply CfReplyto Al (5 Forward | 55 W | i Send/Receive - [ [l Search address books - @ -
Sl cRM | Z G & i [ g B @ | NewRecord~ | [ Track in CRM | [} Advanced Find | @ _
& Snaght |3 | Window = B
Mail «||'2 Inbox Introduction
o T 2 ||[search Inbox 2 =] % || Herbert Dorner
1= Inbox in Personal Folders Arranged By: Date Newest on top ‘ Sent Wed 9/20/2006 10:42 PM
[ sent Items in Personal Folders
- Cantrel, Jon
Mail Folders 2 || Two Weeks Ago
g]ml Mail ltems ¥ . _| Herbert Dorner 9/20/2006 My name is Herbert Domer and | am the new V.P_ of Sal
= €5} Mailbox - Cantrel, Jon - Lr;;roducticr;' pert 0 P ot could get together to discuss.....
5] Deleted Ftems () name is Herbert Domer and [ am the new V.P. of Sales
3 vrorts 2 Ztﬁ::‘;lsspln Toys. T'd like to see if we could get togetherto Regards
[~} Inbox (1} 4§ Herbert Domer 2:02PM Herbert Domer
L@ Junk E-mail = rEm
(3 outbox S
= E 3 S— | —— [ (]
[ Sent Ttems % Do Voice Mailfrom Herbert Dorner (4 seconds) - Windows Intere Explorer |- (=
® (B search Folders Whegl
= £ Microsoft CRM B Lnad | Ghreply  ClReplytoal | (Fovard | ¥~ M- | & XK | & @ @
(5] Deleted Items = Interg
= 3 Marketing G Aidanl)| 3 Play on Phone...
3 Accounts whert | Voice Mail from Herbert Dorner (4 seconds)
[ Campaigns 2 david
[ Contacts vol Microsoft Exchange UM on behalf of =
3 Products a Ed || Sent: Tuesday, October 03, 2006 2:02 PM
[ Quick Campaigns duzg
3 Quotes Wherf
[ sales Literature 5 Mally| {83 48911 (4 seconds) Voice Mail.wma (10 KE)
# 3 Service |4 When
1 [ Settinne ’j Terry £ -
s el ©» —
£ Axel D
=3 calendar Whet | Audionotes:  addn
B Linad
£=| contacts Interd
= & stepn!| You recieved a voice mail
ﬂ Tasks Wherl Caller-Id: 489
(4 Axel D Job Title: -
@@ - whel -
Wherd Company: MICROSOFT -
19 Ttems | Work: -0418 I

Figure 10: Store and access voicemails, along with print and e-mail communications, in Microsoft
Dynamics CRM using Exchange Server 2007 Unified Communications.

Fuels Productivity

Microsoft Dynamics helps fuel productivity by automating business-critical operations and adapting to fit
into a custom e r tgpe of business, helping ensure the most relevant insight. How? With a user
experience modeled around tasks and roles and the processes they engage in i all integrated with
familiar productivity tools like Microsoft Office system.

Deliver Role-relevant Information and Processes through SharePoint

Microsoft® Office SharePoint® Server 2007 technologies facilitate collaboration within an organization
and with partners and customers. Users in an organization can easily create, manage, and build their own
collaborative Web sites and make them available throughout the organization. In addition, team and site
managers can coordinate site content and user activity easily. The Office SharePoint Server 2007
environment is designed for easy and flexible deployment, administration, and application development.
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With the addition of Office SharePoint Server 2007, which is a new server offering that includes
Collaboration, Enterprise Content Management, Search, and Business Intelligence, users can now
access both structured and unstructured data with greater ease. The Microsoft Dynamics utilizes many
new features that utilize Office SharePoint Server 2007, including:

A The ability to not only search SharePoint Server 2007 content and Microsoft Office documents,

but also search your Microsoft Dynamics data, such as sales transactions.

A More flexible report publishing, allowing you to publish Microsoft Dynamics reports alongside
other reports, such SQL Reporting Services reports 1 all into a common category structure.

A New pre-built pages in Office SharePoint Server 2007 and automatic setup of Microsoft
Dynamics Web Services and search catalogs, allowing you to speed implementation time.

A Arobust and consistent workflow experience leveraging Windows Workflow Foundation helps
ensure user-specified tasks are completed through notifications in Outlook. Additionally, an audit
trail of task ownership is maintained for compliance purposes.

A Role-based security and live data connection allows easy sharing, across multiple users, of

Excel reports containing Microsoft Dynamics data.

Streamline Approvals and Notifications

Microsoft Dynamics utilizes the Windows Workflow Foundation for approvals and notification to provide a
robust and consistent workflow experience. Easily create workflow routines to streamline invoice
approvals, purchase approvals, timecard reviews and other processes, and deliver proactive alerts in
Outlook to assist managers and decision-makers in keeping an eye on important metrics of your
business such as cost overruns, sales quotas, receivables outstanding and other measures you define.

The integration between Microsoft Dynamics and Microsoft Of f i c e

can

i mprove your

to anticipate, manage, and respond to changes in the marketplace in order to maximize opportunities. It
also can help you streamline management and processes. Microsoft Dynamics includes a robust and
consistent workflow experience that leverages Windows Workflow Foundation; ensuring user-specified
tasks are complete through notifications in Outlook. Additionally, an audit trail of task ownership is
maintained for compliance purposes. Workflow processes enabled with Windows Workflow include sales
order hold removal, purchase order approvals, sales order credit limit override, receivables batches,
payables batches, and GL batches.

Actions  Edit  SeeAlso

& Sales Transaction Entry - S02049

¥ Aaron Fitz Electiical is over their credit imit. Pending approval from Connie - Due 10/03/2005

& Approve | M Reject

i\ RequestChange 2 Delegate

! s

|~ Approve |

Save | X Delete |%5] Void |[83 Trangfer | [T Copy
=] | ™) B Comment
Tupe/Type ID Order v |STDQTE QD Date 4N2/200  They are typically 65 days late to
Document No. 502049 20> Batch ID pay but pays 100% of the time.
Customer ID AARONFIT0001 QD[+ Defaul Site ID WAREH(
Customer Name Aaron Fitz Eledtrical Customer PO Number
Ship To Address WAREHOUSE | R 11403 45 St. South 8 Currency ID
ey —
ltem ( 22 D UM Q| Quantity Quoted | > |/ nit Price Extended Price
WIRE-MCD-0001 Foot 200.00 $0.29 $58.00 A
v
Subtotal $58.00
Trade Discount $0.00 >
On Account $000 :"9’: :g gg :
iscellaneous
Comment ID >
a0 Tax $000 >
Holds User-Defined Commissions Total $58.00
14 4 » M| by Document No. v Document Status @

ry [V] Comments

it 3,05 9:30 AM
es Order

his order shipped

Figure 11: Receive notifications of actions that need your attention, and quickly complete tasks
using Microsoft Dynamics Approvals and Notification, built on windows Workflow Foundation.
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Global Search of Structured and Unstructured Data

The search capabilities in Office SharePoint Server 2007 wi | | increase the usersod abi
people and data they need, whether structured or unstructured data. Save time by being able to search
and obtaininformat i on on a customerds transactions, their credi

as designs and contractual agreements from within one portal. Sales transactions can be reviewed and
approved from the same portal.
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2 r
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Page~ | Workflow~ | Toolsw |  [REditPage Content | ] Checkin to Share Draft | (2] submit For Appraval
Documents | Peorle
all Content | o | Advanced Search
Results by Relevance | View by Modified Dats | Alsrt e
Resuls 1-35 of 35. Your search took 2.89 seconds.
@@ HUD-200S contract
Author: hminzner
Normal.dot: MBS S Microsoft Office Word Microsaft
file: ffinfoday-demal fcf/workiarantdocshud-2005 grant,doc - 45KB
] HUD-2005
GrantiD: HUD-2005
GrantDecription: HUD - Main St Shelter
StartDate: 04/01,/2005 EndDate: 11/01/2005 AwardAmount: 100000
i HUD - Main St Shelter .. hud - 2005 .. HUD
' Financial . -
hittpz finFoday-demo] 46790 sharedservices admin/Default/Contert/Grant. aspx? TtemId=Hl
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] HUD-2004
% Purchasing GrantiD: HUD-2004 _
GrantDecription: HUD - Community Development
StartDate: 01/01,2004 EndDate: 12/31/2004 AwardAmount: 30000
#] Inventory HUD - Commurity Development . HUD - 2004 HUD
hittp:/ finfoday-temo1 : 46790 sharedservices admin/Def ault/Content /Grant . aspx?Itemld=HI
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W '97 Grant Confracts v
Fabriam Foundation Phylis Thursday, August 18, 2005, 413 PM

idstart @ &

Figure 12: The Office SharePoint Server 2007 Search engine using Microsoft Dynamics
Web Services enables users to search on Microsoft Dynamics and Microsoft Office data from a

single point.

Collaborate on Processes

Microsoft Dynamics uses document workplaces created using Office SharePoint Server 2007 to enable
employees to collaborate and work together on processes such as invoicing, customer order tracking and
reporting. For example, salespeople can access customer accounts and sales history, as well as enter
orders. Purchasing supervisors can look up inventory levels and lead time information, and production
designers can edit a bill of materials (BOMSs) right from Office SharePoint Server 2007.

Companies can create company-wide intranets with security that allows employees to access only what is
appropriate for their role. This helps ensure that employees have access to relevant and timely
information, which in turn helps increase productivity.
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Organizations benefit from their employees utilizing familiar applications that do not require significant
additional training. A shipping department could quickly mark a sales order as fulfilled or salespeople
could access their customer lists without learning a new system. By utilizing Microsoft Dynamics and
SharePoint Server 2007, companies realize time and cost savings, promote educated decision-making,

and increase data integrity.

In our example here, employees have the ability to review and edit a sales order or add a customer to the
Microsoft Dynamics database simply by accessing the portal. Additionally, by integrating financial,
customer relationship and supply chain processes to help maximize both internal and external
efficiencies, costs can be reduced and performance can be improved.
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1% Home Documents and Lists Create Site Settings Help

o Team Web Site
\ ) Home
Wodify Shared Page +
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Shared Documents
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oo @ 7 | A Fo osor

Figure 13: Users can review and edit sales orders easily with Microsoft Dynamics and SharePoint

Server 2007.
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Enable Confident Decision Making

Business is demanding. In order to succeed you have to move faster, perform better and meet
requirements outlined by regulatory agencies on a global scale. To help you meet these many
challenges, Microsoft Dynamics works with business Intelligence solutions from Microsoft Office to
provide you and your organization with the level of insight you need to make timely and informed
decisions with increased confidence.

Keep an Eye on Business Metrics

Metrics help you understand where your business has been, where it is, and where it is going. Metrics,
driven by the business processes managed by Microsoft Dynamics, can give you insight into trends,
signal if you are on target to meet strategic goals, or highlight an opportunity. To help you keep an eye on
these metrics, Microsoft Dynamics works with solutions such as Microsoft SharePoint, Microsoft Excel
and Business Scorecard Manager to give you business insight to critical data in a format that is easy to
understand and in applications with which you are familiar.

By working with Microsoft Office and SQL Server, Microsoft Dynamics data can be exported into a data
cube or spreadsheet and published to a portal page as a scorecard, pivot table or a report. This allows
you and your decision makers to access the information when it is convenient and timely for you. Taking
advantage of Excel Services, a Web-based version of a spreadsheet or pivot table can be reviewed
without any need for the Excel client. And, if deeper analysis is necessary the pivot table can be opened
in a full Excel client and maintain its live link to the data. Decision makers can focus on analyzing
information that makes sense to them and use all the standard Excel tools for analysis and reporting,
including direct analysis of tables and records, without having to generate data cubes. Microsoft
Dynamics data can be surfaced in an Office Visio diagram for hierarchies, in MapPoint for geospatial
analysis, as graphs in PowerPoint or Excel, and as reports in SQL Reporting Services, all of which can be
accessed on a SharePoint portal page. The value to you is that your organization can continue to use the
solutions and applications you are comfortable using, including Microsoft Dynamics and Microsoft Office,
and at the same time improve the efficiency with which information is shared.

Another way Microsoft Dynamics and Microsoft Office enable confident decision making together is
through Scorecarding from Microsoft® Office PerformancePointE Server 2007 (previously known as
Business Scorecard Manager). Providing employees with a balanced perspective that ties daily activity,
from Microsoft Dynamics, to corporate strategic objectives, results in a broader and deeper understanding
of the business. Scorecards can be defined to compare plan to actual or actual to strategic targets or to
forecasted values. In addition, traffic lighting gives an immediate visual cue as to whether a metric is on or
off target, enabling quicker notification and action to be taken to correct an issue or take advantage of an
opportunity.

By working with Microsoft Office, Microsoft Dynamics enables your organization to access and share

information via Outlook or as parts of a SharePoint Web page. Giving your company quick and easy

access to the information you need to understand your business, and make decisions with the confidence
necessary to drive strong, successful business in toda:

For example, the CEO can analyze the current status of his company from the company portal. Financial
and operational activity can be analyzed in relation to target, with the ability to drill into an issue
discovered on the scorecard by filtering on an Excel Services pivot table. By viewing a role-based portal
page, the CEO gains contextual insight into all relevant business areas. Adding other business
intelligence files such as reports, or graphs, linked to other data such as inventory or employee sick days,
executives can understand any aspect of the business. By using Microsoft Dynamics in conjunction with
Microsoft Office Excel, Business Scorecard Manager, Visio and SQL Reporting Services, your executives
gain the insight necessary to make confident decisions to drive business success.
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Figure 14: Organizations can access scorecards to help understand the state of their business by
using Office SharePoint Server 2007, Microsoft Office Business Scorecard Manager and Microsoft
Dynamics.
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Visualize Sales Opportunities

Microsoft CRM offers numerous ways to take advantage of integration with Microsoft Office to increase
your ability to analyze information and make better informed decisions. By accessing Microsoft CRM
information in Excel, you have the ability to visually understand sales information, discover trends and drill
into exceptions.
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Figure 15: Understand and visualize your opportunity pipeline using Microsoft CRM with Excel,
helping you discover important trends and find exceptions in your customer data. Discover
patterns and highlight performance indicators in your data by using rich visualization schemes
like gradients, thresholds, and icons.
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Improved Ability to Export Information to Microsoft Office

Sharing information from Microsoft Dynamics to the 2007 Microsoft Office applications commonly used
throughout the organization makes it easy to share vital business information with users in the form they
are most familiar with. Using the Microsoft Office XML format to export data from Microsoft Dynamics
forms makes it easier to share business data widely, increasing its value to information workers, and
enabling them to use Excel, Word and other Microsoft Office programs to analyze and communicate this
data easily and efficiently.

Microsoft Dynamics forms, data and information can be exported to Microsoft Excel and Word from the
List Pages and Task Page i using the Word icon the sales order is converted into a Word document.
The export is using OfficeXML, so it is possible to apply various style sheets to the same information.
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Figure 16: Easily export information from Microsoft Dynamics to Office.
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Contextual Business Intelligence with Refreshable Reports via Excel or Excel Services

Increase consistency and accuracy of financial information throughout your organization with refreshable
Excel spreadsheets, automatically pulling real-time data into spreadsheets, PivotTable and PivotChart
documents. Microsoft Office SharePoint Server 2007, which provides the ability for users to share and
access their Excel spreadsheets via a Web connection, is supported through automated exports directly
from within the context of Microsoft Dynamics. The information users are viewing, in the context in which
they are viewing it, can be quickly and easily pushed into an Excel or Excel Services format for ease of
sharing across the organization.

Figure 17: Live Microsoft Dynamics data delivered in refreshable Excel format ensures your entire

organization is working with consistent, current, accurate information.
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