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Capgemini’s Microsoft Dynamics Practice Leadership and Contact Information

Ian Jefferson Scott Sweet Jim Telepak
Senior Director Vice President Senior Manager

Go To Market Lead for D365, the Microsoft Business Applications D365 Practice Leader
Power Platform and CI

Ian.Jefferson@capgemini.com Scott.Sweet@capgemini.com Jim.Telepak@capgemini.com

(917) 273-5775 (703) 622-3295

Capgomini@

(440) 263-3613
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Introduction to Capgemini

A World Leader in Consulting, Implementations, Integrations, and Managed Services

Europe
128,538

North
America

57,215
> ‘ Asia-Pacific
= ) 6,013
Latin Middle-East & ot
America Africa 100,000
8,174 1,588 (Shared

I Delivery
d Center

i Markets)

27 oftheworld's 30 la rgest crc and Retail

companies

14 of theworld's 15 a rgest automotive OEMs
12 ofthe tOp 15 largest automotive suppliers
12 outofthe EOP 20 utilities companies

9 ofthe EOP 15 banks

6 ofthe EOP 10 consumer finance companies

13 ofthe EOP 15 asset finance companies

10 ofthe 15 la rgest investment banks

s aaminid

Over 269,000 Group Headcount
More than 40 countries

over 120 nationalities
$15.82 billion USD revenues in 2019

o O

Technology, Media Manufacturing Energy
and Telecom (TMT)

0 0 O

Consumer Products, Financial Public

SECTORS

Retail & Distribution Services Sector
\

Broad Experience in Key Industry Sectors
Uthers  Talecom,

Mediz & Entertainmeant

i Energy, UHilities and Chemicals

Revenue by
Industry

Manufacturing, Automaotive
& Life Sciences
Consumer Products,

Retail, Distribution & Transportstion



The Capgemini / Microsoft Alliance has a strong presence across five continents

Global Headcount

26,000+

Russia
Canada
People’s Republic
United States Europe of China
. Morocco .
Mexico India Hong Kong
Guatemala
Singapore

Brazil
Chile

Australia
Argentina Americas Europe Asia/Pacific
6,500+ 7,500+ 10,500+

The Capgemini Microsoft Alliance has a strong global network which provides consistent, connected

capabilities worldwide.

Capgemini’s SFDC to Microsoft Dynamics | H1, 2020
The information contained in this document is proprietary. Copyright © 2020 Capgemini. All rights reserved.




Capgemini and Microsoft: Driving transformation for over 20 years

Top-tier Microsoft
strategic alliance

partner

A more than 20-year
managed partnership
driving cloud
transformation with joint
enterprise customers
worldwide

Alliance presence in five
continents (Asia Pacific,
Australia, North America,
South America, Western

and Eastern Europe)

Involved in the Cloud
Early Adopter program
and Azure Advisory
Council

Rightshore Delivery
model, industrialization
tools for different project
phases including Cloud
Migration Factory

Dedicated
Microsoft Azure Solution
Architects

CG{)%Q)/V\U/\A‘ In collabo

Our partnership

26,000+ Microsoft
consultants
on 5 continents

= Microsoft Azure architects
trained worldwide on full
platform of services

>2,465 Azure-certified
architects and 7,800
MCPs

>5,021 certifications
supporting app
migration and
modernization

= Center of Excellence with
IaaS, Paas, and SaaSsS
expertise

= Microsoft Managed
Service Provider (MSP)
Azure expert

= Cloud Solution Provider
(CSP) and India Center or
Excellence

= Access to premier support
and Azure demo
environments

B® Microsoft

Global capabilities

Driving value
for you

Competencies

Gold Application Development
Gold Application Integration

Gold Cloud Business
Applications

Gold Cloud CRM
Gold Cloud Platform
Gold Cloud Productivity

Gold Collaboration and
Content

Gold Communications
Gold Data Analytics
Gold Data Platform
Gold Datacenter
Gold DevOps

Gold Enterprise Mobility
Mgmnt

Gold ERP
Gold Messaging
Gold Windows and Devices

-Capabilities

Microsoft awards

Winner of multiple

Microsoft Partner of the Year

awards

We are the

2019 Microsoft

SAP on Azure
Partner of the Year!

Microsoft Partner uni .
Aaure Expert MSP CGPQQWWU

96% YoY
Growth

2020 Partner of the Year Finalist -
Proactive Customer Service Award

2020 Partner of the Year Finalist - Data
Analytics Award

2019 SAP on Azure Partner of the Year

2018 Capgemini France, Microsoft
Country Partner of the Year

Recent
Microsoft partner
awards



Capgemini Microsoft Dynamics Capabilities at a Glance

MSFT Partner of the Year Finalist, Proactive
Customer Service, 2020

= 850+ MS Dynamics Professionals across the AP on A o the v 501 = SI Partner with Microsoft, Alliance
globe: " SAP on Azure Partner of the Year, 2019 presence in 40+ countries
= 425+ Dynamics 365 CE (CRM) = Dynamics Inner Circle Membership, 2019 - Cross-geo presence of skilled MS
. . » Dynamics Partner of the Year, 2016 Dynamics 365 resources
325+ Dynamics F&O (ERP) 2020/2021  Microsoft y
INNERCIRCLE  Fariner| =as BE Microsoft
A B At B Micr Partner

090,
ll.ll People

=0

Application
Management

Application
Implementation

c Offers and Accelerators ’ Centers of Excellence

Serve clients globally from our Centers of

Salesforce to D365 Solution Accelerator Excellence in US, Nordics, France, Portugal
= Intelligent Manufacturing and India through Rightshore® Model
Advisory = CRM Digital Transformation Do
= Business Application Modernization US. Francée -
Portugal ndia
» Power Platform CoE ’ o

= Customer Data Hub

Managed Services = Power Platform App in a Day

Rockwell
Automation

[ EcoLaB [sucwav | & 2o Tvunicnre 2




Why Dynamics 365 with Capgemini?

20+ years of strategic partnership with Microsoft, 15+ Gold Partner competencies, 24 000+ Microsoft
consultants worldwide

End-to-end transformation capabilities with Dynamics 365 at scale

Global DCX Dynamics 365 Center of Excellence leveraging strong experience from 100+ enterprise
global and national Dynamics 365 projects

Re-usable Dynamics 365 assets and accelerators

CG{J&W/V\U/\A‘ In collaboration with =. Microsoft




Spotlight Offerings

SFDC to D365
Migration Solution
Accelerator

9,

Intelligent
Manufacturing

4

CRM Digital
Transformation

Offering includes a
migration workshop and a
migration to D365.
Capgemini deploys a
proprietary powerful
Migration Accelerator that
helps customers to;

« Reduce build time by
approximately 25%

Reduce Data Migration
time by approximately
70%

Reduce Analysis and
Design phase by
approximately 75%

Capgemini helps
manufacturers take full
advantage of Microsoft
Dynamics for Finance
and Operations. Using
D365 F&O as the base,
Capgemini applies
intelligent dashboards,
Artificial Intelligence and
Intelligent Forecasting to
help give customers a
competitive edge.

We also couple our
strong industry and
product knowledge
together to deploy a
manufacturing
accelerator that reduces
speed to market and
implementation times.

A holistic CRM Digital
Transformation offering
that takes full
advantage of the
Microsoft Dynamics 365
for Customer
Engagement. Our
process focused on the
following areas:

 Digital Transformation
Envisioning and
Roadmap
Organizational
Change Management
Migration, Upgrade
and/or
Implementation
Services
Industry level
expertise

AX to D365 Migration
& Modernization

Offering includes two
options:

1. Upgrade Assessment
- This 3-week
assessment helps
customers confidently
understand how to
make the move.

. Upgrade to D365 -
Capgemini harnesses
several accelerators
and the team's
expertise to upgrade
AX customers to D365.
Clients may elect to do
a like-for-like upgrade,
or embark on a
complete digital

transformation journey.

Power Platform Center
of Excellence

N

Capgemini will work to
help establish a Power
Platform CoE in order to
realize the full benefits of
Power Apps. Offering
includes 3 phases:

1. CoE toolkit installation
and configuration.
Establish governance
Model.

. Place current and
planned projects
under CoE umbrella.
Produce 1-2 POCs

. Continuous Power
App Development and
ongoing governance
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Summary: Benefits of Microsoft Dynamics 365 for Customer Engagement when compared to Salesforce

7

Microsoft

Dynamics 365

[}
salesforce . " pata | Extendibility | Robust
I Universally ' Powerful | Ownership' to the rest Lead
I i 1 acce tedy | Marketing ' 1 of the 1 Nurturing
1 Data ! bnar::(:(\;a:j I:; ! progra:;ming : Automation : In D365, the: Microsoft : with
! |visualization| \Microsoft | languages | Platform | data belongs! 1 LinkedIn
" Multiple I Integration : backed by | . | I toyou. If ! Most ;  Integration
P i I companies
: Deployment | wms‘ttath(Ms , Power BI : MSFT is a : D365 uses : D365 for : you'd like a | are M?crolsoft : b
. | e - 365 has
I Easierand | Options ' significantly universal | Marketing is a | more | : | :
V] I cheaperto ! P ! ! FiFStIYI : | : rogrammin 1 force to be controlled 1 companies 1 native
| User perto ' I SFDCisa ' powerBI arger. prog 9 | | onewayor LinkedIn
Friendliness, customize Private | DWErbl I organization ! languages such reckoned setup, you ) -
] ! 1 1 ¢ ! standalone | pricingis | g 1 “ = 1 with. The ! can choose ' another. | integration.
| Licensing | | i hosting, | cRrM. Sharing | s ificantly ! when compared | as Java Script, | . | 1 D365 | D365 for
I Cost I Usersare ! D365uses | SaaS,on ! ; signiticantly 4 SFDC. . .NETand | Pplatform anon ;. |
1 osts Iread ' universal I p Cloud data to third | |ower than Microsoft has | HTML | takes aless | premise | integrates | Sales and
| No hidden e A ng | e Cloud 1 party sources |sFDC Analytics I ' | coding, more | solution that! ~ Seamiessly LinkedIn
1 costs | SFDC i familiar with | programming | Platform \ requires 1 | more data | ing, mor | uti within the | Sales
| | Licenses are | the process 1 languages. It | options. ! 1 Cloud.  I'gijentists and a | SFDC can be | configuration | allows full , st of the | ;
1 ! ; i i | _connectors. ! ! di | approach ownership of, " Navigator
I (mobile I considerably : driven ! is easierand | SFDC only | The software | Gart | larger R&D extgn ing only - | MSFT stack. ! roll together
| offine ' more costly ,interface of a cheaper to | allows for | costs of those ! 3 tnerﬂ ! Teamthan 1  using Apex. | ' thedata. 5365 natively | to create
| access & | than D365 MSFT product, find . onemethod | “integrations | ccinsl\lllsi ?n yft: SFDC. MSFT | Thereisno | In head-to- | | connect with Microsoft
! li Dynamics alsa resources | — which is an ! I puts Microso continues to other way | head SFDC rosoft
i knowledge 1 licenses. ' that can , canadd up. iin the furthest! .- sroC | users can comparisons, | charges an , Outlook, I Relationship
| base etc) | | has a great | I on demand, | D365 ' upper right ' outpace 1 A | D36t for | additional fee Teams, Excel, | sales, which
\ 1 X mobile | extend and | multi tenant | seamlessly ! d I with respect to | customize or | _Ol‘ 1 4] 1 Power Point ' uses
! ' experience. ; customize | hostin : i quadrant, i jnnovationin | extend the ! Marketing 1 for API | )
X 1 exp I ; I 9 | integrates while SFDC | I o I I I and beyond LinkedIn
1 X 1 1 the solution. solution I with the stack: € ,  the space. X functionality | beats SFDC. , _access or | data to
! , . . | | continues to | | withoutit. | Data Backup, 98
! . 1 1 | 1 ! lag. X X | | | , identify leads
: . 1 | | | : | | | | | | and help
| . : I | : X | | I I ! 1 build
! ! I : | I I ! ! | ! | I relationships
! : | 1 | | ! : : | : | : through
: | 1 | | | : . . | | 1 | personalized
| | : : 1 : | | | 1 1 : I engagement
. 1 I ' 1 1 1 1 1
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Evaluate, plan, and implement: Capgemini offers an end-to-end ‘
solution and accelerators for migrating from SFDC to D365

One-day workshop Migration Change Management

Goal-oriented workshop and = Migrate functionality and
questionnaire to: data Effortless transition
= Understand current Reduce time with = Improved usability
functionalities accelerators = User adoption via training
= Estimate migration effort Manipulate look and feel
Add customizations and
integrations

Capgemini accelerators:

Reduce build time by approximately 25%

Reduce Data Migration time by approximately 70%

Reduce Analysis and Design phase by approximately 75%

Integration work can begin earlier on in the engagement

Reporting and Dashboard work can start at the beginning of the engagement
Security work can start at the beginning of the engagement
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.

Introduction to
Capgemini team

Goal setting

Provide overview of
the workshop process
and deliverables

Capgemini team
interviews a series of
predetermined IT and
Business Stakeholders
(Questionnaire areas
on the following slide)

Questionnaire walk-
through

One Day Migration Workshop Deliverables and Process

Capgemini team
internally reviews
technical artifacts and
outcomes of the
guestionnaire walk
through

Solution Analysis

Proposed Scope and
Solution

Estimated pricing
Proposed Project Team
Proposed
Methodology

Degree of fit analysis

Deliver Proposal

Capgemini’s Global Microsoft Dynamics 365 Practice | Jun 2018

The information contained in this document is proprietary. Copyright © 2018 Capgemini. All rights reserved.




Questionnaire Areas

General Elements

Company specific information
System specific information

Sales objects

Marketing objects

Service objects

Custom Objects

Integrations

Pain points and desired future state

Specific Elements

= Forms

= Custom Fields

= Custom Views

= Workflows

= JavaScript

= Code

=  Number of Records

=  Number of Documents

Copyright © 2020 Capgemini. All rights reserved.
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Migration of Functionality

D

Entities / Objects
Fields Integrations * Transactional Data

Views JavaScript  Metadata

Dashboards .NET Plugins
Simple Reports MS Power Automate

Workflows Complex Reporting

m




Our Approach to Migrating to D365 from SFDC

Field Migration Accelerator

= Automatic field migrations
= Automated Option set value

migrations

Workflows
Views

Forms
Process Flows
JavaScript

Capgomini@

Code
Integrations
Reports
Dashboards
Portals

Data Migration Accelerator

Completed Data Mapping of Existing Fields
Automated Data Mapping of Custom Fields
Data scripts of Custom Fields accelerator
Automatic Data Migration Scripts

Change Management
User Training

Testing

Navigation

Security



Representative Timeline

Build & Test - X weeks

Export = Business Gaps

SFDC = Business Alignment
= Streams Update

Objects

IR ELRIEEREL A = Automated Migration
Fields * Finalize Data Maps

(1 week or less)

Replicate Custom Functionality / Data Migration

Testing

Hypercare

Project Management, Change Management and Governance

Capgemini’s SFDC to Microsoft Dynamics | H1, 2020
The information contained in this document is proprietary. Copyright © 2020 Capgemini. All rights reserved. 21







High Level Accelerator Process Flow

Accelerators applied during analysis and build phases

Repeat for all
object

Export Fields

Compare to
D365

Export Deltas

Capgemini
proprietary tool
deployed to
automate data
import

Add to Dat
Map

Build TL
Scripts for
Deltas

Kingsway
Soft

mall Migrate Data

Capgemini’s SFDC to Micros
The information contained in this document is proprietary. Copyright © 2020 Capge¢
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Sales Console

@ nal11.lightning.force.com/lightning/n/pOpFD__Field_ Dump

Accounts

Al w Search...

Pk N Like this App? You'll love the Pro version!
‘J More Meta Data Exported including Description Fields, Object Summary Tab, Single Tab
. Mode, Export to PDF, Layout Info, Improved Navigation and Performance and More...
Field Dump P 7 P &
Pro Try free for 15 days.

Visit "Field Dump Pro' on the AppExchange

Add All Objects > < Remove All Objects

Available Objects Selected Objects
Account (account) . custom__c
Asset (asset) custom_types__c
Campaign (campaign)
Campaign Member (campaignmember)
Case (case)
Contact (contact)
Contract (contract)
Event (event) Add>
Lead (lead)
Opportunity (opportunity) <Remove
Order (order)
Product (product2)
Task (task)
User (user)
look_types__c
lookuptypes__c
pOpfd__objectstodump__c
types__c

Dump Objects to Excel

Please select the custom and standard objects that you wish to extract to excel.

v Include picklist values in extract?




File Home Insert Page Layout Formulas Data Review View Help £ Search 15 Share | Comments
Eﬂ X Calibri 11 v == = gE, General + | [ conditional Formatting v EHInsert ~ 0 %
D [B - B I U. AA | === v $ v~ 9% 9 BZ Format as Table v X Delete v -
Paste - - - — = . Editing Ideas
. e e A =5 . <0 %9 [iZZ Cell Styles v bt} Format ~ v

Clipboard N Font = Alignment Y Number Y Styles Cells Ideas Sensitivity A

Al v St | OBIECT API NAME v
A B | C D , E | F G | H | I | J | -~
1 !
2
3 Is Custom Is External Is Unique Is Formula Is RequirecDependen Length Formul
4 |Account__c Account REFERENCE (Accou  TRUE FALSE FALSE FALSE FALSE FALSE 18
9 Checkbox_ ¢ Checkbox BOOLEAN TRUE FALSE FALSE FALSE TRUE FALSE 0
6 | CreatedByld Created By ID REFERENCE (User) FALSE FALSE FALSE FALSE TRUE FALSE 18
7 CreatedDate Created Date DATETIME FALSE FALSE FALSE FALSE TRUE FALSE 0
8 |Currency__ ¢ Currency CURRENCY TRUE FALSE FALSE FALSE FALSE FALSE 0
9 ~|Custom_List__c Custom List PICKLIST TRUE FALSE FALSE FALSE FALSE FALSE 255
10 Date_ ¢ Date DATE TRUE FALSE FALSE FALSE FALSE FALSE 0
1 1_ Date_Time__c Date Time DATETIME TRUE FALSE FALSE FALSE FALSE FALSE 0
12 Email__c Email EMAIL TRUE FALSE FALSE FALSE FALSE FALSE 80
13_ Id Record ID ID FALSE FALSE FALSE FALSE TRUE FALSE 18
14 IsDeleted Deleted BOOLEAN FALSE FALSE FALSE FALSE TRUE FALSE 0
15 |1 astMadifiedRuld I ast Madifiad Ry ID REFERENCF [llsarl  FAISE FAISE FAISE FAISE TRLIE FAISE 18 e
Field Dumper | Custom_c | Custom_types_c ‘ ® 4 »

5o} 5] T ] + 100%




Step 1 — Select a File

SFDC to D365

Step 2. Connect to Dynamics

I Connect

Review

https.//capmunich3.crm.dynamics.com/
User

admin@capmunich3.onmicrosoft.com

Password
Results

Capgemini’s SFDC to Microsoft Dynamics | H1, 2020
The information contained in this document is proprietary. Copyright © 2020 Capgemini. All rights reserved.




Step 2 — Connect to Dynamics

SFDC to D365

File Step 2. Connect to Dynamics

I Connect

Review

https.//capmunich3.crm.dynamics.com/
User

admin@capmunich3.onmicrosoft.com

Password
Results

Capgemini’s SFDC to Microsoft Dynamics | H1, 2020
The information contained in this document is proprietary. Copyright © 2020 Capgemini. All rights reserved.




Step 3 — Review Information

SFDC to D365

Step 3. Review Information

Connect

I Review

Type

Results ew_Account Account REFERENCE (Ac...

new_Checkbox |Checkbox BOOLEAN

new_Cumrency |Curency CURRENCY

Dynamics
Type

Loockup

Two opfions

Money

new_Customlist |Custom List PICKLIST

OpticnSet

new_Date Date DATE

Date and time

new_DateTime |Daote Time DATETIME

Date and time

The information contained in this document is proprietary. Copyright © 2020 Capgemini. All rights reserved.
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Step 4 — Complete Process

SFDC to D365

Step 4. Results

Connect Entity

Schema Label

Resulis new_Account Account

new_Checkibox |Checkbox

new_Curency |Curency

Type

REFERENCE (Ac...

BOOLEAN
CURRENCY

Two options

Money

new_Customlist | Custom List

PICKLIST

OpfticnSet

new_Date Date

DATE

Date and time

new_DateTime |Dote Time

DATETIME

Date and time

The information contained in this document is proprietary. Copyright © 2020 Capgemini. All rights reserved.
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[1365 Key components

Roles

Account Manager
Delivery Executive
Engagement Manager
Project Team Lead
Project Team Member:
« Technical Team M.

« Functional Team M.

Solution Architect

Product Owner
Subject Matter
Experts

Symmetrical

Customer roles

apiaminid

Project Lifecycle

——

SPRIN

Y =3
Contract Lo ® @
Governance
Plan Gu|delmes QS‘ % % ﬁ Release
lanagement

/Org Structure
® & Project Plan

1@ Data Mlgrat -
VSTS Set Up, / x

1 completed
& |Q SHTRE @, Data Migrat.

CRP1 ® Sprint % g 3 comgleted I DEPLOY

, chkoff 414 u Prototype Test oo
2 S 2 <R % e
Data Migration I;.:%g I Automaﬁon@

St 0
o rategzl . E‘:E‘l 1 EU
X+ ¢ \SprintPlan & S 228 ) trained
=9 I | estimation I/Iﬁ

A DESING
I | g— lProduct & DEVELOP Prototyp%\ 73 o

= o o “
/ I Backlog o : . Prototypg H
S Monitoring -~ D o
Tech &App | + g ’g% SEOI

Architecture \ .

SIS Data Migrat. Integration
Test

ANALYSIS 2 completed

T Test
BPML ,’ Strategy! |
]

GOVERNANCE Methodology
focuses on planning & monitoring to deliver the project in an Agile way

from Goal Project - - E2E process
to Deliverable Organisation Solution Architect analysis
Delivery driven by Anticipated data Agile software .
Prototyping migration development VESE AUl
Milestone based Deliverable based Meeting
Planning Project Control Framework I DEETDEEE

Methods & Guidelines

Tools

BPML with LCS

Planning with MS Azure
DevOps

Collaboration with Azure
Boards / DevOps
Testing — Manual and
Automatic with Test
Suite Azure DevOps
Continuous Deployment
with LCS

Monitoring with KPI
Reporting with Query
Azure DevOps

Capgemini’s SFDC to Microsoft Dynamics | H1, 2020
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Change Management: Strategy and Communication

SFDC to D365 Migrations will require people to adopt new ways of working. A detailed Change Management strategy is incorporated
in our methodology and the framework is based on demonstrated and effective enablers.

» Develop

chieve Buy-in

and Confidence

° Measure and

Drive Adoption

Build

Awareness Understanding

® Go-Live
_ Launch Super
Build Support yser Network "_, = —

Assets ‘/ . )
Launch Change /‘ Formal Adoption Metrics and
Network o ® Training Continuous Learning
— Interactive Roadshows
Early System @ uPerform
. Exposur Develop Adoption
Develop/ Deliver } Metrics

Communications /‘Collect feedback

Plan -~ Sprint based impact assessment -
o~ Engaging stakeholders Capg,OJNWMQ
/’/D Create project portal Accelerated

evelop Governance Framework
@ Adoption

Identify stakeholders and strategic impacts
Leadership Alignment @

mmitment to Change

{0

—
®

Capgemini’s SFDC to Microsoft Dynamics | H1, 2020
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Training Plan: iterative and layered organizational learning aligned to the
implementation plan

Transformation outcomes are highly correlated with employees’ readiness to make the change and business ownership of that change. We incorporate
Early Learning Experiences with Innovative Communications, Full Lifecycle Training to promote a Fast Track to business transformation.

Prep Phase

Foundation

Build Print

Test
(Final Prep)

Deploy/Support

* Assess Stakeholders Design and * Build Learning Collateral Implement * Transition Sustainable Learning
= Document learning and Engage (e.g., job aids, videos, learning (training overlay)
communication needs gag overlays, personas, test * Execute Knowledge Transfer Plan and
= Develop Comms and Learning scripts) launch performance support tools = Successful
Plans = Implement Early Solution = Deploy in application support assets transformation
Exposure Activities = Metrics based mitigations outcomes are
OCM highly _
- Leverage Digital Adoption - Conduct Train-the-Trainer orrelated with
= Project Team Training tools to Accelerate Business 3 Sessions ?g‘;ziﬁgg :0
= Change Impact Capture Readiness = Create / deliver eLearning make the
= Align on Vision and Goals Anal = Develop Tr_aining Outlines _ D I d = Conduct flipped classroom change and
= Develop OCM Strategy nalyze = Create project documentation evelop an scenario-based learning Evaluate business

Iterate ownership of

that change

Real-Time and Sustained
Learning with Digital
Adoption Tools

Innovative
Communications

Integrated Change Sponsor
Network

-
> x = i
=) ‘ - 1112

221212

Early Exposure to
the Solution

Blended Classroom,
eLearning and Microlearning

1222
mp 222
1222

12232

Enable Now %

Q & O

Sponsor
Champion

Change
Agent

Capgemini’s SFDC to Microsoft Dynamics | H1, 2020
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Ecolab Food & Beverage Migration

About the Project % ~

Ecolab Food & Beverage (“Ecolab”), a Fortune 500 company, is building Microsoft Dynamics CRM as a platform to replace the
Salesforce CRM system to cover US requirements and well as World Class Service ("WCS"”) requirements.

Ecolab Food & Beverage moved to MS Dynamics CRM to deliver the best outcome at the lowest total system cost to their
customers. Ecolab also enhanced the level of service provided to their clients using the CRM solution and extended some of
the features of the solution to their international offices.

Key challenge for success of the project was ensuring adequate Change management processes for users moving from SFDC
to Dynamics were put in place and followed diligently.

J

N
Approach, Benefits, Learnings :} N

= Capgemini took an iterative approach, based on milestones, showing key business stakeholders the build as development
was carried out to pre-empt any surprises or miscommunication. This showed business stakeholders how the system was
to be used relative to the legacy SFDC system.

= Key business stakeholders and the legacy SFDC SMEs from Ecolab worked alongside the Capgemini team on the project.
This ensured an understanding of the legacy system and process-level inputs to design, re-engineer and develop
functionality that was truly relevant and useful for business users.

L]
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confidential and is the property of the Capgemini Group.
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Rightshore® is a trademark belonging to Capgemini.

About Capgemini

A global leader in consulting, technology services and digital transformation,
Capgemini is at the forefront of innovation to address the entire breadth of
clients’ opportunities in the evolving world of cloud, digital and platforms.
Building on its strong 50-year heritage and deep industry-specific expertise,
Capgemini enables organizations to realize their business ambitions through
an array of services from strategy to operations. Capgemini is driven by the
conviction that the business value of technology comes from and through
people. It is a multicultural company of 200,000 team members in over

40 countries. The Group reported 2016 global revenues of EUR 12.5 billion
(about $13.8 billion USD at 2016 average rate).

Learn more about us at

WwWWw.capgemini.com

This message is intended only for the person to whom it is addressed. If you are not the
intended recipient, you are not authorized to read, print, retain, copy, disseminate,
distribute, or use this message or any part thereof. If you receive this message in error,
please notify the sender immediately and delete all copies of this message.


http://www.capgemini.com/about/how-we-work/the-collaborative-business-experiencetm
http://www.capgemini.com/
http://www.linkedin.com/company/capgemini
http://www.slideshare.net/capgemini
http://www.twitter.com/capgemini
http://www.youtube.com/capgeminimedia
http://www.facebook.com/capgemini

