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rosoft Dynamics AX for Distribution
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-1: Technosoft DMS — Automotive Focused

External Systems<

OEM Internal System
(Parts Catalog, Warranty Claims, etc.)
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New Car

OEM Specific Extension
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Used Car

Dynamics CRM

Service

Technosoft DMS

XRM Framework

-
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Insurance

Dynamics AX

Data management / Information management / Reporting

Application Platform / Infrastructure

Includes
— Regional
Specific
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Automotive

*\ehicles

= Trucks
*Buses
*Motorcycles
ATV
=Recreational

Construction
Equipment

=L oad
sForklifts
=Excavators
Compactors
=Hollers
=Trucks
sSCTappers

Forestry
Equipment

«Dorers
«Bunchers
«Excavators
«Graders
«SKdders
*Forwarders

Agricultural
Equipment

*Tractors
*Harvesters
*Telehandlers
sLoaders
=Excavatons

Combines

Material
Handling

*Forklifts
*_ranes
*Conveyors
Pallets

Dynamics IDMS

Microsoft

Starelvd Lervom

Industrial
Machinery

+Plant
Equipment

Ol & Gas

*High Tech
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Networks compete & not Individuals

om motion —lots of energy, not much  Directed motion — every step brings you clo
€55 the goal

amwork - each one goes own way e Coordinated efforts and Cooperation can br

frequent conflict one never know where predictable results
vill end up

Strategic IT platform; Enforce Processes, Monitor KPls
Stay Competitive



at to look for?

uild Trust * Prefer as SaaS
Cannot win alone (at cost of partners) — Quick to deploy

— Avalilable 24 x 7
— Continuous innovation

— Pay per use model with ability
scale up and down

— Access via mobile application
entral Business Inte”igence — Leverages devices

Provided the “Check” capabilities — Listen into Social conversatio
Provides predictive capabilities

ingle Central Transaction Instance
Single version of the truth
Uniform cross-chain/channel processes
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‘eat as Program

Multiple IT projects/releases in an agile mode
Start tactically if necessary but get strategic
New work-ways with new technology

Where possible cover all processes of a role
Also focus non IT aspects

Focus on change management

Select partners (& not vendors) carefully

« Own the project

— Your solution & not
the provider

— Few internal people
trained in depth






