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[bookmark: _Toc477114659]INTRODUCTION

Tsebo Solutions Group have recognised the advancements in technology would assist in the requirement to use technology to manage the inventory planning to cash process.  They have been using different software solutions for different stages in the process which and this has resulted in less than optimal operations and difficult reporting and business support.  
Tsebo Solutions Group have initiated a program using the cloud services of Microsoft Office 365, Dynamics 365 for sales and use Dynamics AX for Accounts and Operations, with the purpose of providing a collaborative digital workspace for all parts of their business. The technology, and thus the program, is an enabler for superior customer experience and operational excellence for the Tsebo Solutions Group. The information in this document are derived from the following sources: 
· 4 On-site visits to the following sites:
· Sandton Medi Clinic (5th December 2017)
· Absa – 9 Alice Lane, Sandton  (5th December 2017)
· Ford – Waltloo, Pretoria (7th December 2017)
· Telkom Head office (7th December 2017)
· Process Scoping session (11th December 2017)
· Roles and licenses session (13th December 2017)
· Process diagrams of current process described by Ingrid
· Documentation and reports generated in current process
  
The documentation of the Inventory order to cash process with Profit and Loss and additional reporting in its as is, current state, to the recommended solution would lead to a proposed pilot project. The proposed pilot would incorporate the recommended phase or the total solution.
[bookmark: _Toc475035074]
CURRENT TSEBO RETAIL CAPABILITY
[bookmark: _Toc477114680]High-Level System Process
The following is a high-level process in the current “as is “process.
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The current process covers the following:
· Planning:	
· Menu Cycles
· Vending
· Bulk Issues
· Functions
· Order Management:
· My Master Ordering of Inventory needed from Planning
· Vendor List from AX to MyMarket.com
· Items List from AX to MyMarket.com
· Cherry Pick items displayed in MyMarket.com according to Items per contract
· Receipt:
· Receiving of ordered items. Manual issued GRV.
· Items are received in to main store
· Stock transferred into kitchen.
· Orders and Items on MyMarket.com exported to a file and imported into Menutec.
· GRV Items captured into Menutech
· Production, (Kitchen Operation):
· Produced product (meals) transferred into Sales.
· Sales:
· Canteen meals are sold using Point of Sales devices (POS Unit, Cash Drawer, Scanner, Scales, Camera- image of plate of food*, Credit card scanner).
· Tuck Shop utilizing same POS unit as Canteen.
· Vending Machines
· Function Sales
· Consolidation
· Data of totals from the following are manually updated to an Excel Spreadsheet:
· Cash-ups
· All Billings
· Issues
· Transfers – Delivery items
· Banking
· Stock take
· Cash Purchases
· Data from Menu tech is used in another spreadsheet to compile the weekly Profit and Loss report including data from Head Office costs for salaries and PRP (Access Control information)
· Financial Reporting
· PRS File .ORN and .PRN format in exported from Menutech and Imported into  Dynamics AX.
· Reports from AX produce documentation for signoff


Process
The process involved in the Order to Cash can be subdivided in to the following areas:
Function Proposal, Proposal Approval.
Menu/Inventory Planning
Inventory Order Delivery stock control (MyMarket.com)
Operation – Kitchen Stock conversion (Kg, Liters, each to Meals), Tuck Shop Boxes - each
Payment/ Cash collection – POS, Vending machines, Cash Box
Finance – Per Meals conversion to Kg, Litres, each 
Profit and Loss
	
	

Systems

· MyMarket.com
· Menutec
· Excel
· Intelefin Point of Sale system
· Condeco 
· Microsoft Dynamics AX


 Areas for improvement

Automatic stock replenishment of standard issues
Manual input of data from one system to another making way for inaccuracy and distorted results
Time delay on reporting
Multi component disparate system operation in a standalone mode.
	Results in information like descriptions and costs showing different
Reporting is static and difficult to change.
Main functions have no system and is done manually out of system and auditing environment i.e Function planning and sales.





Vision

The vision for Tsebo to achieve a revolutionary service they provide would need to be driven by bringing both information and operation technology together with connected products, processes and systems. This would enable data driven intelligence to enable productive staff and intelligent decision support. Tsebo can then take business in directions never before possible.

Technology in the Dynamics 365, IoT (Internet of Things) and cloud technologies enable solution in todays business environment. 

The vision is to incorporate the following into a system:
· An end-to-end solution 
· Fast deployment, continuous simple update of software
· Easily enable Administrators 
· Reporting of events on site to at least the day after.
· Innovative and flexible
· Simplified process from Menu creation across ingredient ordering, inventory, receiving, stock control, operation, cash management, reporting, 

To deploy the vision for Tsebo the best approach would be replace the current components Menutec, MyMarket.com and Intelefin POS with an integrated Microsoft Dynamics 365 enviroment.


Phase 1 Menutec Replacement
The process of replacing the components that would create the biggest difference in the amount of cost and effort it would be to replace the function which Menutec currently give with Microsoft Dynamics 365 for Retails.







Phase 2 MyMarket.com Replacement
The second recommended step would be to replace MyMarket.com with a Vendor Management solution in Dynamics 365 Retails

Phase 3 InteleFin POS Replacement


Agile Project Improvements
Function CPQ (Cost Price Quote) function

Automated Standard Stock Replacement

Power BI and Azure Analytics and AI 

[bookmark: _GoBack]Foreign Currency support




Information of consumers of your product to better market and serve end consumers.





When information technology and operations technology converge, when products, processes and systems become connected, and when people are armed with data-driven intelligence, revolutionary things can happen. Retailers can take their business in directions never before possible.







[bookmark: _Toc477114681]Details System Process
The following process, broken into 2 processes:
· Lead (Green Sheet) Process.
· Sales (Blue Sheet) Process.
[bookmark: _Toc477114682]Lead – Green Sheet process

The following Lead (Green Sheet) Process.
Information on the company is added or imported into the solution as lead information. This information can be missing details however the Company name is required field. Lead entry is responsible for collection of data in the Green Sheet. Qualification of the green sheet process into Opportunity (Blue sheet) Process.
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	Stage
	Description
	Stage

	User opens CRM from Office 365
	User logs in the system via browser
	Login to system by Sales Co coordinator

	Select Leads 
	User selects sales on ribbon bar and selects the leads (Green) icon
	Change the site map to correspond with Green Blue sheet environment.

	View existing records 
	User list customers in my leads shows in order of contact date to contact with most recent date on the top.
	Create view with contact date as column 

	Record the source of the lead
	User updates source (where the lead originated from) Including Competitive resale*
	Create a field showing the source of the lead. Competitive resale workflow from resubmissions

	Action Lead – Phone call
	User selects the company and phones the company from the list using the telephone number in the list.
	Add telephone contact details to the view

	Information gathered from action – Phone call
	The user opens the lead and details of the lead appear to update. 
	Add all fields relevant to the green sheet to the form 25 fields

	Customer interested in meeting
	During call the customer may display interest in meeting to investigate further.
If No: Follow up prompt with date to follow up.
	

	Follow up prompt
	If the prospect client is not available a note to be added and reminder phone call activity to be created.
	Create workflow with dialog to prompt for activity to be created triggered on close form

	Appointment schedule for BDM and or RSM
	If call was successful and an appointment is created by the user for the allocated Business Development Manager and the corresponding Regional sales manager. The lead is allocated to the RSM and BDM.
	Create a responsible BDM field and responsible RSM field. Create workflow to create a schedule appointment for the BDM and RSM with confirmation of available time.

	Qualify Lead
	Sales Coordinator qualifies the lead and the lead converts to a Account, Contact and Opportunity (Blue Sheet) in the lead process leading then though the sales and information to be collected 
	The information in the lead record updated if company and contact if they already exist and an opportunity is created from the blue sheet information. Details of the blue sheet copied across. Buying Influences, Competitors are copied across.



[bookmark: _Toc477114684]Sales – Blue Sheet Process
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	Stage
	Description
	Stage

	Scheduled Appointment received and accepted
	A meeting request is received scheduled by the Sales Coordinator

	Login to system 

	Login to system review details
	Research of account and open opportunity to view details for the green sheet and historic correspondence
	

	Information of meeting updated
	Notes of the meeting regarding the client and the blue sheet process is updated. Is proposal required? Is tender process?
	

	Single Sales objective is defined
	Single sales objective is updated in the system. Buying Influences are added, product and service defined, expected sales date updated. Access to Site has been agreed to.  Next activity is planned
	Create view of leads to be qualified by BDM/RSM

	Develop Solution
	If the process includes a tender the process need to add tender step and the tended milestones. Meeting is established with Operation and Single Sales Objective is updated
	Business process needs to add tender step on condition the tender is required field is selected.

	Single Sales Review with Operations
	Meeting is established with Operation and Single Sales Objective is updated
	

	Present Solution
	Meeting is arranged with the Buying Influences
	

	Proposal
	If the process includes proposal then a proposal needs to be added as a step to the sales process
	Sales process needs to add proposal step of proposal is required. Reason for proposal needs to be added. Fields are required for reason for proposal

	Site Visits
	Arrangement and Site visit appointments made. Single Sales Objective updated.
	

	Implementation Plan
	Planning for implementation is completed
	

	Contract Signed
	The contract is completed and signed off
	

	 
	
	



[bookmark: _Toc477114685]USER SCENARIOUS
[bookmark: _Toc477114686]The Lead, Green Sheet process
Microsoft Dynamics 365 supports the Lead -Blue Sheet process in the following way.
As a: User
I want to:  follow up on my leads to obtain Miller Heiman green sheet information to qualify a lead.
So that: the BDM and RSM can follow the sales process to sign a contract with the client and to record the actions in Dynamics 365 CRM.

	Acceptance Criteria

	Scenario 1  - Follow up on an existing lead

	Given that: 
· The lead record is existing in the system.
· The user is a Sales Coordinator, BDM or RSM is a Dynamics 365 user on the CRM pilot program.
When: the user wishes to follow up on leads in the system.
Then: the user will complete the following steps:
The user enters in to the system selects leads and a client is selected and opened from the list in “My Leads list”.
· The user uses the telephone number displayed and contacts the client by telephone.
· Notes are manually entered into the record of information collected during telephonic conversation.
· Fields pertaining to the Green Sheet are entered into the quick form.



	Scenario 2 – A follow up reminder is scheduled for the user

	
Given that: the user has made a call to the contact in the lead list
And: the user has used the phone facility in the system
When: the user wishes to generate a reminder to contact the client to follow up.
Then: the user will be prompted for a pop up to ask if the user would like to schedule a date to follow up.
The user enters the date
And: the activity reminder will be created.


	Scenario 3 – Appointment is made scheduling the responsible RSM and or BDM to a meeting with the client

	Given that: the user has made a call to the contact in the lead list.
And: The company called in interested I in a Discovery meeting with a BDM and or RSM.
When: the user requires to schedule time for the Discovery meeting with the relevant BDM and or RSM
Then: The user schedules the meeting:


	Scenario 4 – Qualify the lead Green Sheet

	Given that: the user has set up a meeting 
And: and tagged the system that the appointment has been made.
When: the lead Green Sheet is qualified, the system creates the following:
· an Opportunity record
· Account record
· Contact record.
And: takes the relevant green sheet data required in the blue sheet across from the green sheet to the blue sheet

	




[bookmark: _Toc477114687]The Sales = Blue Sheet Process
Microsoft Dynamics 365 CRM supports a Sales process by doing the following:
As a: BDM or RSM user
I want to:  be guided through the Miller Heiman Blue Sheet sale process.
So that: a win-win relationship and contract – service delivery to/ with the client can be carried out using Dynamics 365 Sales.

	Acceptance Criteria

	Scenario 1  - Alert/ Message of Discovery meeting notification 

	Given that:  the sales coordinator has scheduled a meeting for the RSM and or BDM
When:  the user needs more information on the Discovery meeting, the client and the details of the opportunity Blue sheet collected thus far.
Then: the user selects the link on the alert/ message and it opens client opportunity record in Dynamics 365 Sales.
And: the user can review full company details including history of activities notes existing contracts in the account record.

And: the user can get full details of the buying influence involved in the Contacts record


	Scenario 2 – Tracks the process of the Blue Sheet

	Given that: The BDM or RSM has access to the Opportunity Blue sheet process
When: Information and contact made with buying influences, the information regarding the Opportunity -blue sheet information, is added to the record and data is collected.
Then: the user uses the Opportunity Blue sheet record of the client to add the following information:
· Information of the buying influences
· The Coach Buying influence is found.
· Economic Buying influence in growth or trouble mode.
· Budget availability
· Timing of distinct phases
· Competitive analysis
· Define an actions and best actions to eliminate red flag.
· Whether the client requires a proposal.
· Whether there is a tender phase to be added to the Blue sheet.
And: the information collected shows through Sales Funnel stages as follows:
· Single Sales Objective,
· Develop Solution,
· Single Sales Review with operations
· Present Solution, 
· Client Site Visits
· and Best Few stages
· Implementation Plan
· Get the Contract.

And: View Sales funnel in Dashboards with progress through the opportunity Blue Sheet.


	Scenario 3 – Documents are uploaded into the Opportunity Blue Sheet

	Given that: User has access to the Dynamics sales solution and the SharePoint Sales document folder on the Microsoft Office 365 SharePoint online
And: User signed into Web access of Microsoft Dynamics 365 Sales
When: on the Opportunity Blue Sheet, the user can upload supporting documentation into documents of the Opportunity 
Then: On the opportunity record selects documents and the ability to attach a document to be uploaded into the folder.
And: a view of the documents folder user is able to view all document in a list associated with the Opportunity Blue sheet.

	Scenario 4 – 

	Given that: 
And: 
When: 
And: 
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[bookmark: _Toc477114689]Entity Diagram

Standard Microsoft Dynamics CRM Sales entity’s are used and no additional entities are used in the data model.

[bookmark: _Toc477114690]Standard Entities used in this solution


	Entity
	Description

	Lead
	

	Activity
	





[bookmark: _Toc477114691]Lead – Green Sheet
[bookmark: _Toc477114692]Form


Image of Form
	Display Name
	Schema Name
	Type
	Details
	Description

	Lead
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Relationships remain as in the standard out of the box solution
[bookmark: _Toc477114694]Entity Views

Entity views will be added to show the WAR report and activity details
Lead entity

The following out the box views will be used for the lead entity
	View Name
	Columns
	Filter
	Filter Criteria

	
	
	
	

	
	
	
	



The following out of the box views are customised for the Lead entity
	View Name
	Columns
	Filter
	Filter Criteria

	
	
	
	

	
	
	
	



The following are custom views for the Lead entity
	View Name
	Columns
	Filter
	Filter Criteria

	Weekly activity Report
	Date contacted
Company Name
Value
Outcome
Person Visited
Times
Position
	Date This week
	

	WAR Qualified Prospect
	Company name
Attendance required
Appointment date
Appointment made by
Estimated Value
Current Service Provider
Cross Sell Received from
Business Unit
Proposal required
Proposal Submission date
If No proposal required state reason


	Current week
Stage is Qualified
	

	WAR Long term
	Company Name
Action
Appointment Date
Camp strength/ people on site
Indicative procing of annualised cc
Current Service Provider
Cross Sell received from
Expected Opening
Indicative pricing required
Indicative pricing submission date
If no proposal reason


	
	


[bookmark: _Toc477114695]Opportunity – Blue Sheet
[bookmark: _Toc477114696]Form


	Display Name
	Schema Name
	Type
	Details
	Description

	Opportunity
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Relationships remain as in the standard out of the box solution
[bookmark: _Toc477114698]Entity Views

Entity views will be added to show the WAR report and activity details

Opportunity Entity

The following out the box views will be used for the Opportunity entity
	View Name
	Columns
	Filter
	Filter Criteria

	
	
	
	

	
	
	
	



The following out of the box views are customised for the Opportunity entity
	View Name
	Columns
	Filter
	Filter Criteria

	
	
	
	

	
	
	
	



The following are custom views for the Opportunity entity
	View Name
	Columns
	Filter
	Filter Criteria

	WAR – Contracts gained this week
	Company Name
Start Date
CC
Agreed Investment
Total Contribution to Company before investments
Pre Opening Expenses
Does 197 apply
MF or RISK
Business Unit
Previous Provider
Reason for Winning
	Current Week, Opportunities Won
	

	WAR- Proposals Submitted Awaiting Decision  
	Date of last client visit.
CC
Agreed Investment
Total Contribution to Company before investments
Duration in months
Duration in months
Decision date
Business Months
Credit Check done
Buying Influences met
Action Required
By when
Current Service provider
Rating
	Current week
Stage is Proposal
	

	WAR – Retenders Submitted Awaiting Decisions
	Companies Name
Date last client visit
CC
Agreed Investment Amount
Total Contribution to Company before investments
Duration in Months
Decision Date
Business Unit
Credit Check done with whom?
Buying Influence Met
Action required
By when
Current Service provider
Rating 
	Current Week
Opportunity type = retender
Stage is Tender stage

	




[bookmark: _Toc477114699]PROCESS AUTOMATION
[bookmark: _Toc477114700]Business Process Flow
[bookmark: _Toc477114701]Lead (Green sheet) Management Business Process.
The Lead Business Process is based on the Green sheet information’s gathering to produce a qualified lead for the Business Development and or Regional Sales managers to proceed through the next process, the Sales (Blue sheet) business process. The two stages pf the Business Process Green Sheet Info Gathering Green Sheet Qualifying allows the Sales Coordinators to process cold call data and through phone calls identify the correct buying influences, the single sales objective and once they have set up a meeting for the key buying influence does the stage able to move to the next stage, Green sheet Qualify stage. 
Once the appointment has been confirmed by all responsible users and key buying influence the Green Sheet Qualify can be processed and this will initiate the next step in the business process.
On Qualify the Lead record converts into Account (Existing account if selected) or a new Account is created with a new contact record (or uses existing contact record if selected).
[image: ]

[bookmark: _Toc477114702]Sales (Blue sheet) Management Business Process.

The Sales Business (Blue Sheet process) is based on the Blue Sheet process and produces the Weekly Activity report. Various stages will require fields to be completed by the user and the stage will correspond to the opportunity in the Sales funnel stages and be the trigger for the weekly Activiy report sections.
The process will add additional stage for the tender process if the tender is required. Dates of the tender period will be required.
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[bookmark: _Toc477114704]Sales Coordinator (Leads Green Sheet) Security Role
Sales Co-ordinators will have access to Account and Lead information in the database. Estimated 

Access Types:
[image: Access level global] Global
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[image: Access level local] Local
[image: Access level basic] Basic
· None
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[bookmark: _Toc477114705]Business Development Managers and Regional Sales Manager Security Role.

Business Unit - Managing Director, Operation Directors, Regional Sales Managers to have access to all Account information in order to have a full view of the customer and contacts. They will however not have access to Opportunity (Green Sheet), Contract and Operations information outside of their respective business unit. 
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	Steps

	1. User log in the system (assuming it is Microsoft Dynamics CRM 2016 Update 1)
2. Hovers over the Navigation area.
3. Once the navigation area appears, the user selects Lead section under Sales.
4. Once the Lead view is loaded user select the lead they would need to work on
5. Lead opens and fields updated.
6. Save and close is selected when completed.



[bookmark: _Toc477114707]REPORTS AND DASHBOARDS

The weekly Activity Report WAR reports is to be created as a dashboard in Microsoft Dynamics CRM



[bookmark: _Toc477114708]APPENDIX A: APPLICATION SETTINGS AND ADMINISTRATION 
[bookmark: _Toc477114709]General
[bookmark: _Toc477114710]General Settings

	Enable default auto save on all forms
	Yes

	Enable IM presence for the system
	Yes

	Name Format
	First Name Last Name

	Pricing Decimal Precision
	2

	Share reassigned records with the original owner
	No

	Set blocked file extensions for attachments
	ade; adp; app; asa; ashx; asmx; asp; bas; bat; cdx; cer; chm; class; cmd; com; config; cpl; crt; csh; dll; exe; fxp; hlp; hta; htr; htw; ida; idc; idq; inf; ins; isp; its; js; jse; ksh; lnk; mad; maf; mag; mam; maq; mar; mas; mat; mau; mav; maw; mda; mdb; mde; mdt; mdw; mdz; msc; msh; msh1; msh1xml; msh2; msh2xml; mshxml; msi; msp; mst; ops; pcd; pif; prf; prg; printer; pst; reg; rem; scf; scr; sct; shb; shs; shtm; shtml; soap; stm; tmp; url; vb; vbe; vbs; vsmacros; vss; vst; vsw; ws; wsc; wsf; wsh

	Display Currencies by using
	Currency Symbol

	Enable Quick Find record limits
	Yes

	Select entities for search on CRM for tables
	

	Show Bing Maps on forms
	No

	Enable country/ region code prefixing
	Yes

	Country/Region Code prefix
	+27

	Select provider for Click to call
	Skype

	Users see app download message
	Yes

	Disable SLA on Case Records
	No

	Prevent feature from receiving social data in CRM
	Yes
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	Maximum duration of an appointment in days
	10



[bookmark: _Toc477114712]Formats

	Current Format
	English (UK)

	Number
	123,456,789.00

	Currency
	R 123,456,789.00

	Time
	HH:MM AM/PM

	Short Date
	MM/DD/YYYY

	Long date
	Day of week,DD, Month, YYYY


[bookmark: _Toc477114713]Auditing

	Start Auditing
	No

	Audit User Access
	No

	Enable Auditing: Common Entitles
	No

	Enable Auditing: Sales Entities
	No

	Enable Auditing: Marketing Entities
	No

	Enable Auditing: Service Entities
	No
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	Process Email using
	Server-Side-Synchronisation

	Server Profile
	Microsoft Exchange Online

	Incoming email
	Server-Side-Synchronisation

	Outgoing Email
	Server-Side-Synchronisation

	Appointments, Contacts, and Tasks
	Microsoft Dynamics CRM for Outlook

	Process emails only for approved user
	Yes

	Process emails only for approved queues
	Yes

	Use Correlation
	Yes

	Use tracking token
	Yes

	Tracking Token Prefix
	CRM:

	Deployment base tracking number
	0

	Number of digits for user number
	3

	Number of digits for incremental message counter
	4

	Tracking token preview
	CRM-0001001

	Use smart matching
	Yes

	Filter subject keywords
	^[\s]*([\w]+\s?:[\s]*)+

	Maximum number of subject keywords or recipients
	20

	Maximum difference allowed between subject keywords
	0

	Minimum number of recipients required to match
	2

	Track emails sent between CRM users as two activities
	No

	Use Secure frames to restrict email message content
	No

	Allow messages with unresolved email recipients to be sent
	No

	Maximum files size in Kilobytes
	5,120

	Configure alerts
	

	  Error
	Yes

	  Warning
	No

	  Information
	Yes

	Notify mailbox owner
	No



[bookmark: _Toc477114715]Marketing

	Enable direct email via mail merge
	Yes

	Create campaign responses for incoming email
	Yes

	Set “do not Send Marketing Material” option when unsubscribed email is received
	Yes

	Send acknowledgement to customers when they unsubscribe
	Yes

	Template for Acknowledgement Email
	Marketing communication unsubscribe acknowledgement



[bookmark: _Toc477114716]Customisation

	Open Microsoft Dynamics CRM in Application mode
	No

	Plug-in logging to plug-in trace log
	Off



[bookmark: _Toc477114717]Outlook
	Perform checks as new email is received
	

	Promote incoming email every
	10 Minutes

	Users can schedule synchronization
	Yes

	Send pending CRM email every
	10 Minutes

	Users can schedule synchronization
	Yes

	Minimum Time between synchronizations
	15 Minutes

	Users can schedule background local data synchronization
	Yes

	Users can schedule background local data synchronization
	15 Minutes

	Users can schedule background address book synchronization
	Yes

	Minimum time between address book synchronizations	
	1 hour

	Users see "Get CRM for Outlook" option displayed in the message bar
	Yes
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	Days after the goal end date when the rollup will stop
	30

	Roll-up recurrence frequency
	24



[bookmark: _Toc477114719]Privacy Preferences

	Specify the Web application error notification preferences on behalf of users
	No



[bookmark: _Toc477114720]DATA MANAGEMENT
[bookmark: _Toc477114721]Duplicate Detection
[bookmark: _Toc477114722]Duplicate Detection Settings

Duplicate detections settings will be activated on the Contact entity within CRM.

Duplicated Detection Settings

	Enable Duplicate Detection
	Yes

	When a record is created, or updated
	Yes

	When Microsoft Dynamics 365 Sales for Outlook goes from offline to online
	Yes

	During Data import
	Yes
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	Name
	Contacts with the same email address

	Description
	Finds a duplicate based on the contacts e-mail address

	Base Record Type
	Contact

	Matching Record Type
	Contact

	Case Sensitive
	No

	Exclude inactive matching records
	No

	Detection Rule Field Criteria 1
	

	Field
	E-Mail

	Criteria
	Exact Match



[bookmark: _Toc477114724]Full Name Match

	Name
	Contacts with the same First name and Last name

	Description
	Finds a duplicate based on the contacts e-mail address

	Base Record Type
	Contact

	Matching Record Type
	Contact

	Case sensitive
	No

	Exclude interactive matching records
	No

	Detection Rule Field Criteria 1
	

	Field
	First Name

	Criteria
	Exact Match

	Detection Rule Field Criteria 2
	

	Field
	Last Name

	Criteria
	Exact Match
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	Name
	Accounts with the same Account name

	Description
	Finds a duplicate based on the accounts name

	Base Record Type
	Account

	Matching Record Type
	Account

	Case sensitive
	No

	Exclude interactive matching records
	No

	Detection Rule Field Criteria 1
	

	Field
	Account Name

	Criteria
	Exact Match



[bookmark: _Toc477114726]Accounts with the same phone number

	Name
	Accounts with the same business phone number

	Description
	Finds a duplicate based on the accounts business phone number

	Base Record Type
	Accounts

	Matching Record Type
	Accounts

	Case sensitive
	No

	Exclude interactive matching records
	No

	Detection Rule Field Criteria 1
	

	Field
	Main Phone number

	Criteria
	Exact Match



[bookmark: _Toc477114727]Accounts with the same website

	Name
	Accounts with the same website

	Description
	Finds a duplicate based on the contacts website

	Base Record Type
	Account

	Matching Record Type
	Account

	Case sensitive
	No

	Exclude interactive matching records
	No

	Detection Rule Field Criteria 1
	

	Field
	Website

	Criteria
	Exact Match



[bookmark: _Toc477114728]Leads

	Name
	Leads with the same email address

	Description
	Finds a duplicate based on the leads e-mail address

	Base Record Type
	Leads

	Matching Record Type
	Leads

	Case sensitive
	No

	Exclude interactive matching records
	No

	Detection Rule Field Criteria 1
	

	Field
	e-mail address

	Criteria
	Exact Match



[bookmark: _Toc477114729]APPENDIX B: REFERENCE DATA TABLE
[bookmark: _Toc477114730]Business Management
[bookmark: _Toc477114731]Fiscal Year Settings
[bookmark: _Toc477114732]Business Closures
[bookmark: _Toc477114733]Queues
[bookmark: _Toc477114734]Currencies
[bookmark: _Toc477114735]Subjects
[bookmark: _Toc477114736]Connection Roles
[bookmark: _Toc477114737]Sales Territories
[bookmark: _Toc477114738]Goal Metrics
[bookmark: _Toc477114739]Services
[bookmark: _Toc477114740]Facilities/Equipment
[bookmark: _Toc477114741]Resource Group
[bookmark: _Toc477114742]Sites

[bookmark: _Toc477114743]Templates
[bookmark: _Toc477114744]Knowledge Article Templates
[bookmark: _Toc477114745]Contract Templates
[bookmark: _Toc477114746]Email Templates
[bookmark: _Toc477114747]Mail Merge Templates

[bookmark: _Toc477114748]Product Catalog
[bookmark: _Toc477114749]Discount Lists
[bookmark: _Toc477114750]Unit Groups
[bookmark: _Toc477114751]Products
[bookmark: _Toc477114752]Pricelists

[bookmark: _Toc477114753]APPENDIX C: RISK ASSUMPTIONS, ISSUES AND DEPENDANCIES (RAID) LOG 
[bookmark: _Toc477114754]Risks
The availability of data for import into Microsoft Dynamics 365 Sales

[bookmark: _Toc477114755]Assumptions
· Tsebo Solutions Group will commit resources to the project on a timely basis and to continue with senior management buy-in to drive users to use the solution.  
· The correct licenses of Dynamics 365 for Sales would be provided for use to Tsebo Catering Solutions staff for the pilot program. 
· The Pilot Program is set to go-live on the 18th of April 2017. 
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[bookmark: _Toc477114757]Dependencies
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