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Introduction

MARKET BACKDROP

As the economic environment continuesftoctuate, many organizations are asking themselves what strateges
canpursueto bring tangible business benefits while taking stockhefeconomic conditions.

In a growth economy, businesses typically work hard to expand their customer base and spend aggressively to stoke
the growth engine. When money is tight however, existongtomerrelationships grow in importance as
organizations seelt costeffective way to nurture business expansion.

And while here is no magic piir panaceacustomer relationship management (CRM) solutions can provide the
foundation for sustainable growth and enable organizations to survive and thrive in thesgaindames.

PLANNING FOR SUCCESS

While the natural reaction for many companies in challenging silméo become inwardly focused and concentrate
on conserving capital, history has shown thasin these critical timeshat organizations hava significant
opportunity to outflank their competition. In fagta study conducted by Bain and Company fotimak duringthe last
recessiormore than a fifth of the companies in the bottom quartile juetfto the top quartile in their industry and

morethanl FATFGK 2F af S RSNEKA LI OABainlangd Gotnpany 2808)t t (12 (G KS 020

Forward-looking companiemaintaintheir unwavering focus on investing in and optimizing existing assets through
both good and bad times, cpled with a concerted effdrto exploitoperational efficienciesA study by the McGraw
Hill Laboratoryshowsthat companieswho continued strategicspendingduring a recessionutperformed non
spendersand experienced revenue growth of 2ercentduring the first full year of recovei@cGrawHill).

And the key assethat lies at the center of every business is customitiis. by protecting and investing in this single
most important asset thatompaniesan establish the foundation for a sustabie businesdn fact, mproving
customer loyalty and experience are lisiedC 2 NNBTaeadS ROD&port as the top two concerns of business
executivegBand, Leaver, and Magarie 2008)the Marketing Executives Networking Group survegtamer
satisfaction and retentiorwere noted aghe top executive priorities for 200®oth rising in importance from 2008
(Tsai 2009).

These trends are likely to continueand even intensify as businesses increase their focus on existing customers.

The Role of CRM a Challenging Economy

CRM: THE ENABLING TECHNOLOGY

Ly Gd2RIFI&Qa SO2y2Yeé 2NHI YAT I (A2 yhe vadé of tieiicusidr @latignghipd NHzi S &
rather, they need enabling technologies and todRM is a technology that allowsganizations to track and
leverage every customer interaction to maximize revenue opportunities and improve customer loyalty.

But CRM does much more than just track customer interactions. It also helps organipgtiomzetheir operations

by automatingroutine tasks and standardizing best practidgkimately, CRM allows organizations to better acquire
manage, serve, and extract value freheir customers whilemprovingoperationalefficiencyt something that is
ONRARGAOIFE Ay. G2RIFI&Qa SO2yz2Ye

In fact,cugomer relationship management wamted as a leading priority of business executivg AMR Research

in 2008 (Fletcher 2008). This trend has continued, with Forrester Research showing that more than a third of

enterprises plan for CRM upgrades in 2009 @#zm 2009) And Nucleus Research goes on to statethat ¥ § KSNB = A 2
one technology area where you should increase your investment thdakiese uncertain economic timpgs A Q&

CRM (Nucleus Research 2008).
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And ompared tosetting up a new manufacturirglant, aggressivelyiringnew sales and estomer service
representativesor raising cagal to acquire other companie§,RM is a technology that can be implemented rapidly
with relatively limited costslt is something thaanycompany should consider g&sattemptsto ensure success in
these challenging time®ut simply CRM carprovide realbusiness benefits in times wheesery dollar counts.

FIVE KEY STRATEGIES WITH CRM

But what exactly does CRM enable and what are theg@ikEbenefitsWhile there are surely mampproaches
being espoused in the market today, we believe there are five main strategiesdhmgianies caemployto survive
and thrive during uncertain economic conditions:

1. Focus on existing customers
Maximizerevenue opportunities
Do more with less

Reduce operational costs

5. Optimize existingT assets

Ll SN

This paper wi demonstratehow Microsoft Dynamic® CRMbusiness softwarean provideorganizationsvith the
toolsand capabilitieshey need to successfully ackiethose five strategiemndhow toturn a down ecoomy into
an opportunity to grow

Focus on Existing Customers

It is common knowledge in business circles that it is significantly cheaper to retain existing csstando acquire
new onesBY providing employees with quick access to actionable customer ag@nizations can better identify
the right customersincrease their loyaltyand maximize their profitability

RETAIN THE RIGHT CUSTOMERS

Effective customer retention begins wikmowledge Companies should assemble a complete customer profile that
allows users to see alemographic data, interactions, communicatipaad purchases ade This information,
combined withrobustsegmentatiorand analysigools, enablesorganizationgo better gauge theorofitability of

each customer.

hNBFYATFiA2ya OFly (GKSy ONBIFGS LINRPAINIYEA YR L2tAOASE
organizations can configure call routing systems to automatically identifyvailyte cusbmers and route them to
premium aistomer service representative®rwith access to key metri@gentsmay be empowered to provide en

the-da L1230 RA&O2dzyda LINBLERNIA2YIGS 6AGK SIHOK OdzAd2YSNRa

But routing the call is only the beginnirgy (i n&ke&Rtamas want qualitynot quantity of information.
Qustomer service agentshould beempoweredto resolve issuemore quicklyby being equippedvith a complete
customer history and full viewof service incidentso they carzero in on relevant factand providethe appropriate
service or productAnd withaccess torder and invoice informatiowithin the CRM system itselfustomer service
agents can quickly answer billing questions without tedious transfers to other departments.

As important afficient inbound communication is, it is proactive, relevant communicétia often endears an
organization to its customer$or exampleprganizationsansetup an automated proceds alert affected

customersof potential issues, such as product defects, and then automatically send out proactive communitations
keeptheir customer base informedDrthey canset up a simple process to automatically send touely messages,

like birthday cards or product voucherased on apecific dateor long customer loyaltjo show appreciation to the
customer.ltisoftenthesed f A G it S sfiekgthgratiedonnécoh lietween company and customer.

With 360-degree customer views, insightful analytiaad streamlined astomer service capabilities, Microsoft
Dynamics CRM allows organizations to beitientify, service and retain customers.

Microsoft Dynamics CRN
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VisionSharea provider of secure data connectivity for the healthcare industry, used
Microsoft Dynamics CRM to streamlinestgpport activitiesso agents had better access t

are relevantdata. This solution helpadsionSharechieve @8%customer renewal rate and
increase revenuby 1154

Pathology Associates Medical Laboratories (PAMLjnedical testing company, used
!!H! Microsoft Dynamics CRM to implement a comprehensive system for managing interax
and data across all customé&acing activitiesPAML wasble to reduce turnaround times
Mimiern U asonarories  from an average of thredays to hours or minuteandthuseliminate customer churn,
which had been at Za

MAXIMIZE CUSTOMER PROFITABILITY

Establishing customer loyalty is only half leé equation. Organizatioredso need tanaximize the profitability of
their existing customerand better capitalize on revenue opportunities.

Organizations can use robust segmentation and data mining capabilities to identify trends and patterns that indicate

key selling scenarios based on buying behavior, demograghiocther criteria Taken toanother level, organizations
might leverage leading indicators such asiifiee value (LTV) to predict future profitability and use that information
as the basis fomore accurate lead scoringnd effective sales engagement

Marketing teamsshould beable to easily creataurturing programsiiaguided campaign wizasdnd sendout a
steady trickle of relevant informatioabout new producst or offersto keep the pipeline primedsales and marketing
organizations cathen jointly track revenue generateand tailor marketing programs based on rtiaie results of
those programs.

But maximizing customer profitability is not just about sales and marketifign service agents have access te up
to-date information, they are better able to take adwtage of evenue opportunities. &aktime visibility into

contract details and renewaldlows agentsto proactively addresissues before the contract exps andthereby
improve renewal ratesOr agens canuse enbedded analyticbased on customer purchase history and prdfie
providemore compelling ugsell and crossell offers.

By providing a 36degree customer view couplegith insightful analyticsMicrosoft Dynamics CRM gives
companies the foundation they need tmaximizecustomer profitability.

5 Arvato AG a business media service company, used Microsoft Dynamics CRM to
(v) consolidate customer data, enabliiigo identify other Arvato units at the same custome
arvato systems iy secondsyhich previously tookwo weeks andthen better capitalize on crossell
BERTELSMANN opportun|‘[|es

Roland DGAa global highech manufacturing company, used Microsoft Dynamics CRN
B Roland’ track and increase customerarranty renewals, resulting in more th&hS.$100,000 in
increased annual profits.

MaximizeRevenue Opportunities

Ly G2RIFI&Qa SO2y2Yeée Al A& AYLSNIGAGS GKIFEG 2NBIFIYyATFdA2Y A

new business in order to establish a foundation for sustainable growth.

EVALUATE THE MARKETING MIX

One of the most Bective ways to maximize revenue opportunitidgs by optimizinghe marketingmix. Butin order
to do that, marketing departments neezhd-to-endvisibility into marketing datéhrough a unified CRM application

4
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Thisvisibilityenablesorganizationgo determineleadto-revenuemetrics andunderstand theitrue ROMI (eturn on
marketinginvestment).Thatin turn allowsthemto more tightly linkdemand generatin activitiesto sale execution,
with the ability to adjustacticsas conditions change.

Targeting the right prospects from thetartis one of thefastest ways to reduce waste and improve campaign
effectivenessArecent study indicates differences in data quality can amount to a 66 percent shift in revenue from
customers (Lager 200lore acurate custome segmentationjead qualificatio, and leadscoring based on

insightful customer data hefrompaniedocus onprospectsmostlikely to buy.

Better targeting alonds not enough. Organizations need to be aolé¢rack campaigndetailsthroughout the
campaign lifecyclacross althannelsOrganizations should be able qoicklycreate campaignsistribute
communicationsseamlessly track resporsand qualify leadsAnd when marketing capabilities are part of a holistic
CRM solution, ianizatiors caneasilytrack ther effectivenessand quickly adjust the channel or messaging to
improve results.

ButtKk S&S OF LI 6Af AGASa &K 2deéniReisEbiexample, iydnivafors ik rely Beailyi ol RA G A 2 y |
events should be able tinpack all event venue detailaftendees, registrations, candations and customer details

within their CRM solutionenabling them to accurately measure the success of events and optimize futese

Online marketing campaigngith Web-to-lead captured K 2 dzf Ry Qi 06 S | RA & Qligaizaiicds LINE R dzO
should be able tareateonline campaigns with the requisite landing pageithin their core CRM solutioand then

easily track the associated impressions, clitdex]s and revenue generated.

By providing a broad array of marketing capabilitigghin a holistic CRM solutioMicrosoft Dynamics CRM helps
organizatiors optimize their marketing mix anensure demand generation activities are tightly linked to sale
execution.

Pumpkin Patchalel RAy 3 OKAf RNBy Qa Of 2 { K ksyharkeNdg G |
mix after using Microsoft Dynamics CRM to identify and dgymarketing effortsaround
27 distinct RFMrécencyfrequency and monetary \alue)segmentswhichled to more
effective marketing programs and reduced direct marketing costs.

Carlson Capital Managemena wealth management firnused Microsoft Dynamics CRM
(&) CARLSON to help attain40%savings in campaign costs through improved customer segmentatiol
that enabledit to reach the right pospectwith the right communications.

RE-PRIORITIZE SALES INVESTMENTS

In the current business climate, few companies can afford to aggressieedase the size of thegales forceAnd
with fewer resources, organizations are placing a premiunoptimizing sales channels and resources

The first step to successfully-pgioritizing salesnvestmentsis to know whereghe organization stands today.
Identify strengths and weaknessestbé current sles strategy by scrutinizingy metrics includingead evolution,
sales pipeline, quota attainmerand revenue forecastéJsedashboardsind key performance indicato(KPIs}o
provide realtime visualizations of sales performance.

Ororganizations datighten their focusand take a closer look at deal mix and competitors by analydogunt
distribution, lead source effectiveness, invoices/orders received, andogsdatain an effortto better identify ideal
deal size and typeSales organizations case that information tchone in on theisweet spotand jointly work with
marketing tocreate more effective lead scoring criteria

Thatdata can then be leveraged by powerful sales automation capabilities to help ensure salesessue
optimized. For examplevorkflow tools could be leveraged totelligentlyscoreleadsand assigrthem to themost
qualified resourceA consistentand more systematiapproach to prospecting in turn allows organizationgwwid
gettingmired inA Y ST T A OA Sy (i 3& S ihSelRikirhpyolie thigdayityiok l¢ad pursued.
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Microsoft Dynamics CRptovides a wealth of sales analytics and automation capabilitiesngslatorganizations to
zero in ortheir sweetspotand instiutionalize best practices for improvedlesalignment

ISS a worldwide facilities management companysed Microsoft Dynamics CRMbetter
align and optimize their sales efforteducing pipeline generation time 80% reducing
GFNXRSYRE & ¥FANB¥addlintré&sgintehdg Ehar&Sgfassibusinéss units
twenty-fold.

¥ The Norris Groupa Californidbased real estate firprusedMicrosoft Dynamics CRM
¥ exclude 7560f its lowestvalue targets fronits direct market campaigngliminating

needless sales cyclasile retainingits most valuable prospects.

TheNorrRISGROUP

Do More with Less

When money is tightshrewdbusinesses look for ways tto more with lessAnd one of thdastest ways to achieve
improved efficiencys by streamlining key business processed improvingndividual productivity.

STREAMLINE BUSINESS PROCESSES

Every business has processes which must be repeated everyideyspenbn repetitive manual tasks, delays
associated with crosgroupapprovals andthe lack of consistently enforced standardesnbog down the business.
Ultimately, sreamliningand automatingorocessesllows organizations tenforcebest practices anftees up
employeedo concentrate on highevalue activities.

Robustworkflow capabilities enable organizations to streamline tioomsuming processes such as budget
approvals, campaign execution, lead qualification, lead routing, RFP submission, sales follow up, reference
managementand case routingust to name a few. fie more these processes can be automatbe more
employees can focus on their core competenci&srkflow can also take the guesswork out of more complex
processeskor example, leads can be automatically distributed based on sales territorfoonational mailingsnay
be triggeredbased on predefinedtriggers.

Another way to leverage workflow capabilities is by automating-endnd business processesorexample,
workflow can be used to take a holistic approach to sales by enforcing best praaticeteéd to final close, defing
a common sales methodology and streamlining executimganizations camodel each stage in the sales process,
define an ideal flow, and ensure that all criteria anet and data captured before@eal advanceto the nex stage
Organizationsshould also be able ttake established sales methodologies like Miller Heiman or SPI and
institutionalize those sales methodologiegthin the CRM solution itself.

MicrosoftDynamics CRM includgeswerful yet intuitive workflowcapabilities that allovorganizationgo streamline
everyday taskas well as organizatiewide business processédsr improved operational efficiency.

Raiffeisenbank Kleinwalsertal ! dza G NA I Q& fF NBSad 022 LISH
B B preparingcustomer satisfaction reports by #8and increaseaverallproductivity 1P6by
B usingMicrosoft Dynamics CRM automate manualprocesses.

Cold Stone Creamena premium ice cream chain, used Microsoft Dynamics CRM to

(COLD STONE @ automae and streamlinats pirthday club programin one yearCoId_ _Stone Creame_vyas

sexilcay able to increase membership from nearly 200,000 to over 1.5 méliato reduce direct
marketing costs per contact from 80 cents to pennies.

Microsoft Dynamics CRN
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IMPROVE PERSONAL PRODUCTIVITY

Personal productity goes handn-hand withprocess automatiomm helping achieve more with lesa/hen users
have intuitive time-saving toolsit helps them do their job betteand provide more value to the business.

With many traditional CRM solutions, users afgen forced to make significant behavioral changes to use the
system which slowed adoption and hindered productiviBy providing users with a fahar look and feel through a
commonlyused tool likehe Microsoft®Office Outlook®) Microsoft Dynamics CRM healthem get up to speed
quickly and complete tasks with minimal has$ler examplewith just a click, users can promote existi@ffice
Outlook contacts to Microsoft Dynami€RM Email message and calendars are automatically synchronized with
OfficeOulook, whichalleviatestracking information in multiplesources

Another area that saps productivityiigaccurate dataand unwanted communicationsf workershavetools that
automatically detect and cleanskiplicate datamanywasted cyclesanbe avaded. Equally vexing is the issue of
preventing unwanted communication®one manuallythis taskcan siphoroff manyman-hours Automatically
excludingthesecopt-odzii ¢ O Pabed lorfoatactpreferencescan helpprevent costly mishapandenable
employeedo focus on higher value tasks

Another way to improve productivitis to reduce the time needed for daily taskSor examplgin Microsoft
Dynamics CRMi KS dav dzA O1 / HewluBekrStsntly cledieand elzdtBte impromptu campaigriBme to
create quotes an@-mailmessage can be dramatically reduced with useful templates thatpopulate customer
data.Masse-mail communicationsan be easily personalizédroughembedded maimerge capabilitied eadscan
be automaticallypopulated with data fromincominge-mail message#nd orders can be created with just a few
clicks by populating the ordemith details from the sales opportunity.

Microsoft Dynamics CRM providegative Office Outlookclient with awealth of timesavirg featureswhichhelps
reduce time spent on administrative tasks and improve productivity.

P c ProCurve Networkingan Ethernet switching vendor, redutthe need for sales people tg
I'O Netw!,,lkgg‘!ﬁ perform redundantdata entry, fill out forms, and hunt for customer data by delivering

CRMinformationdirectly throughOfficeOutlook, freeinghem to spend more time on
selling.

The Toledo MudHens,one of the most successful Minor League baseball teams in
Americawas able to save 2,00hours annually bysing Microsoft Dynamics CRM to
significantly redue the amount of time needed to update account detaitaprowe data
accuracyand streamlie the ordertrackingprocess.

Reduce Operational Costs

Doing more vith less is certainly valuablbutt & G KS Sy R 2F (KS RI & ha2diBstsy AT I GA2Ya
Microsoft Dynamics CRban help withcost reduction in two primary ways. fHcilitatesdelivery of costeffective
customer service, and @nablesorganizatimsto minimize IT costthrough systemconsolidation.

RIGHT-SIZE SERVICE COSTS

While every company wants to provide superior customer service, this goal must be balanced with the need to keep
costs down.

Oneof the fastest ways to minimize costdlisough automation. By automatically generating customer service cases
from incoming emailmessags, with the relevant details already populated, organizations can sgudisant data

entry time. Qustomer supportasesan be automatically assignéal the most qualified resourcleasedon pre-

defined criteriaor triggers.And escalations can be made seamless with aut@rtednsfer of customer details so

that the supervisor can seamlesglyggage with the customer where the agent left off.

7
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Empowering agerstto resolve issues &dsoan effective way to control service cost8hen agents haveasy access
to embedded customer profiles, service cases, purchase and service hastdrobust knowledge management
tools, they are ableresolveproblemsfaster. Knowledge managemeim particularis morepowerful when it is part of
the core CRMolutionbecause customer dai@ddscontextandimproves therelevancyof knowledge base articles.
That in turn allows organizations to increase #peed of servicandimprovefirst call resolution rates

Butini 2 R & Q amoié lardin&diustomersalsoexpectto be able to service their own needs. Thegnt to go
tol O2 Y Mlehsige@niimanage their account detaildpwnload producinformation, resolve issues, én
schedule field service visigs their own conveniencelake advantage of this trend by providimguitive selfservice
portalsthat helpempower customers while at the same timeducingagent workload.

Microsoft Dynamics CRptovidesorganizationswith the right mix of agent empowerment, automatipand self
servicecapabilitiesfor more costefficient customer service operations

The Egyptian Ministry of State for Administrative Development (MSA®jederal agency
focused on economidevelopmentwas able to double the average number of calls
handled per month, achieve an 8@&%irst call resolutionandimproveoverallproductivity
by 35%with Microsoft Dynamics CRM.

Service Repair Solutionsin automotive service repair solutiomendor, deployed
Microsoft Dynamics CRM to its customer support staff and gained a holistic view of its
SERVICE REPAIR customers, whiclin turn led to a30%reduction in call timelt wasalsoable toreduce

' agent training time by 25%rough easeof-useof Microsoft Dynamics CRM

REDUCE COSTS THROUGH CONSOLIDATION

Another way to effectively reduce sts is by consolidating systems and achiegimgore streamlined IT
environment

One of the first areas toonsolidateis the presentation of information or the user interface (W3ers are less
productive when they are forced t@petitively switchback and forttbetween multiple applications in ordéo
conduct ther daily work Whether employees are executing campaigns, working a sales deal, updating customer
information, fielding a customer service inquioy taking an orderthey should be able to do that in one unified
system.Enterprisecaliber CRM solutions shoutdt onlyLIN2 @ A R Stopa K &ugedstomer interactiondut

also need to provideasyto-useconfiguration tools that allow organizations to further tailor and optimize the
presentation of information for their businesBy $andardizng customer managemerfunctions ino a singleUl,
companies caneduce training and system maintenance costs.

Data consolidatiomas the potential not onlyo reduce the costs associated wiskoring and maintaining datdut
alsoto make datanore relevant Too many aganizations are saddled with an assortmehsystemsdor storing
customer data. Qén there is overlapeachofferinga partialview of the customer. That in turn leads to wasted
cycles, duplicated effort@and escalating costs as IT resources are sipginig to resolvedatadiscrepancies. At the
end of the day, organizatiemeed to havet 2 Y S @S N& A 2whendt EoméskaScustoNaizifatng the cost
benefits that come witlit.

Another way to reduce costs is by using the CRM solution as a ptatfodevelopment Ratherthan expending

many dollars and extended development cycles, organizations can streamline custom application development and
retain keyconnections to theore CRM systemApplicaions such asitizen/constituent managementenda
managementgrantmanagement, asset management, property/facility managemesaruiting managemeniand
logisticstrackingare just a few examples of custom applications that have been built on Microsoft Dynamics CRM. By
providing a readynadeplatform for relational business applicationslicrosoft Dynamics CRM chalpreduce the

cost of these custom development projects while opening paths for future technology innovation.

Microsoft Dynamics CRN
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Microsoft Dynamics CRM provides ehrplatform for consolidatioanddevelopment helping companies to
streamline operations and reduce IT costs.

‘ Vodafonelcelandused Microsoft Dynamics CRM to consolidate 30 different systems,
improving its customer service, achieving%4first call resaltion rate, and leading to a
vodafone 20%increase in sales from existing customers.

development platfornto better manage land plotandwasable to replace 70 applicatis
‘/ andreducetechnicalcontractors from 20 to 8As a result, the USDexpecsto save$8
million dollarsoverthe nextfive years.

US D A The United States Department of Agriculture (USD&Ed Microsoft Dynamics CRM as ¢

OptimizeExistinglT Assets

No one would dispute the importance of reducing hard costs in these times but another effectie ingyove the
bottom line is by better leveraging and extracting value from exidfiragpsets.

MAXIMIZE THE VALUE OF EXISTING SYSTEMS

Many companies have significant investmentsiissioncritical custom solutiondut often have difficulty in
converingdata intousefulinformation and creatingrocesses that connect people across disparate systems.

Integratinga CRMsolutionwith other applications such as enterprisesaeirce planning (ERP), billjrgndinventory
management systemsanadd value tacustomerfacing activities For example, givingales representativeaccess to
inventory data througha CRMsolutionallows the sales person tell customerson the spotwhen an order will be
filled, thereby increasing customer satisfaction. Integratiorbilling system&an allowmanagergo instantly identify
and followup on delinquent accountand improve alignment between the sales and accounting organizations

.dzi YSIF YAy 3ATFdZ Ay G S 3 NidabdikhidedRppo&asysOAn erigdedliberdCRN soluter G |
should enable workflows not only within the base application but also across multiple sy§tenexamplean
organizationcould create a procesmkinge-commerce and CRM systersg thatwhena productshipmentis

delayed, the gstemchecls the customerLTVand either sendan email notification ot for a highvalue customer
createsa service incident for the call center agentpersonallycall the customer. Or manufacturingcompany

could create a process so that whehigh-probabilitylarge deal is forecast in the CRM systerwoakflow
automatically takethat information and inserit into a capacity fanning system. Any changes to the probability of
the dealare automatically reflected in the capacity planning €ystand the closing of the defiles off a process in
the inventory management system to ensure capacity is aligned with demand.

Microsoft Dynamics CRId ahighly flexible native serviceoriented architecture $OAbased solution with
extensibleworkflow capabilitiesghat helpsorganizationgnaximize the value of their existing systems

The Portuguese Municipality of Abrantexffectively integrated Microsoft Dynamics CRNM
to existing systems and created unified processes to better seseenstituents This
- integrationenabled the municipalityto solve citizen issues with 50% fewer interactions &
to reduce the planning permit processing time by more than half.
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ABRANTES

National Air Cargpa global freight forwardeintegrated Microsoft Dynamics CRMits
financialsystems and collaboration todis giveemployeedast access toelevant
customer information, increasing prodiigty by 25%and reducing théime to submit
invoices and receive payment from 120 days to 36 hours.

Microsoft Dynamics CRN



