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Connected Campus
The Microsoft Education
Transformation Framework
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Microsoft Education
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Framework | secure and Connectec Campus

Data Sharing

Security Management Secure and
@ Connected / Facilities Management

] ya Campus

student and Staff .~

Institutional Operations
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Framework | secure and Connectec Campus

Entry

Emerging

Advanced

Transformative

Security Management

Data Sharing

Facilities Management

Institutional Operations

No identity security, on-
premises only, siloed data
sefts.

Siloed data sets, legacy
systems, on-premises.

Manual, paper-based
work order management,
poor asset contro,
reactive service.

On-premises siloed
business applications and
flat file data syncing.
Minimal reporting and
visibility.

Basic security, identity

& access management,
device security, hybrid
cloud environment.

Data warehouse bringing
together data sets for
reporting. Hybrid
environment.

System-driven work
orders and asset control,
some cloud services
connecting this data.

Connected business
apps with limited
integration, better
reporting and visibility.

Advanced identity &
access management,
device security,
information protection,
cloud-based.

A full cloud-driven data
picture leveraging
security, 10T, CRM, ERP and
SIM systems.

Device connectivity and
management with
telemetry ingestion, fully
visible and centrally
controlled.

Integrated cloud-first
business apps with
mobile and automated
workflows.

Al-infused, connected
identity & access
management.

A data-driven culture with
a central data platform,
infused and enriched
through Al

Proactive, asset
management,
automated call logging
and scheduling, remote
support assistance.

Central data and app
platform with full
automation and Al
enabled decisioning.
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The journey towards

Security
Management

-------

Data
Sharing

Facilities
Management

Transformative

G_%IO\

Institutional
Operations
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Graham Davis

(&

Security
Management
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Data
Sharing
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Engage Optimize
students operations
enabling digital
(ranstormation
Empower | Transform
employees products
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Engage el
students ’

N Optimize
. operations

Common Data

Service

Empower
employees

Dynamics 365 Office 365

Linkedin Azure
\

Aicrosoft Cloud

Transform
products
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Dynamics {Data} Platform

Project
Operations

o Common Data Service
m Microsoft Azure /\ - |
n Cortana Intelligence

. Sal
I:I Office 365 i Finance and aes

Supply Chain Azure loT

= e

Human H
POWerApps :i Reaan Marketing AppSsource

Power Automate p L Dynamics Layout
Commerce O

Power Bl Dynamics Remote Assist
Field Service

Sales Customer Customer Service Virtual Froud Product Connected
Insights Insights Insights Agent Protection Insights Store



Dynamics {Dataj Platform

Customer Insights

- get to know Taelo

Customers

Taelo Makhubela

~7 89 HIGH ENGAGEMENT
Full-time Student
South Campus
& = @ v
6 Interests
P SPORTS 5= TRAVEL Y SHOPPING +3
Insights

() Products used: Fabrikam dish machine

e

(%) Errors in last 28 days: 0

1 Last contacted via email a month ago

Average spending

$1,208

1500

1000 ww————"

Brands (similar generic predictive profile) O
adatom [
contoro |

Forth Coffee _
Nod pubishers
Relecloud
Ok 5k 10k
Churn risk (O]

73.8%

Jun July Aug

Customer lifetime value

$15,000

5 150k
S 50k
$1,000 $5,000 $10,000
Food interests O]
this month
Budget
T5%
Gourmet Street Food
23% 2%

$15,000

Sep Oct Nov

Create segment -+ Create measure

0]

$20,000 $25,000 $ 30,000

Create segment -+ Create measure

Engagement score @

50

88.65

Timeline
Activities (119) Y Filter
5 Purchase 17 App 7 Social 19 Email
TODAY 1% By date
Transaction from Sales - 1 min ago ' REALTIME
New purchase at New York City store.
Email from Marketing - 8:20 PM
Opened email: “On sale now—our top picks are
going fast at your favorite store location!”
Social media mention - 11:47 AM
New post with a negative sentiment.
Average visits ©
10 /_———"\_——”_
5
o
2013 2014 2016 2017 2018 2019
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Facilities
Management
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Things . Insights ___. Action

Connect your devices Turn your data into Turn information into
and get data from information action by
them incorporating it into

your workflows

B Microsoft ¢J2) Enterprisecloud



Scendario

The case & work order is updated in real — ,
time, providing full visibility r rE Call or an loT alert triggers a work order
A \
/ v
Technician resglves the ISSUS, and COnneCted Advanced scheduling: dispatch the
gathers evidence (signature /- g : - right technician with right skills
picture) via the mobile device Field Service J 9
R /
\\\ 10/
Live updates back to the central team to + ® Technician has full access to end-user
ensure excellent service o and asset history on their mobile

-
~ - -
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Asset Lifecycle Management

CURRO - wrosiiies s

® B save @& save&Close -+ New [3 Deactivate [i] Delete () Refresh R, Assign & Share [F] Emailalink o Flow ~ @& Word Templates Run Report

(@ Home
Block F
@ Recent v Block
> Pinned v Block External Finishes  Audit Summary  Notes & Activities  Related
Block Summary
My Work iah Sch x
School * dfh Curro Serengeti - All Schools Description High School
& Dashboards
Activities Block Mame " BlockF
Floor
Contacts Ground Floor
P\ Contacts
Curro Facilities Rooms in the Block
fit Campuses + NewRoom [l AddExistingRoom () Refresh
dh  Schools
+ | Room Name T v School ™ Block v Floor ~ Room Type v Room Number Site / Location
B site / Location
Disabled Toilet Curro Serengeti - All Schools Block F Ground Floor Toilet Disable 13 -
CHHPIELE Female Toilet 1 Curro Serengeti - All Schools Block F Ground Floor Toilet Female 14 -
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Register 03 Curro Serengeti - All Schools Block F Ground Floor Classroom 3 -
Register 04 Curro Serengeti - All Schools Block F Ground Floor Classroom 4
Store 01 Curro Serengeti - All Schools Block F Ground Floor Store 1A -
Store 02 Curro Serengeti - All Schools Block F Ground Floor Store 2A -
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Access Anywhere

— Mew ('] Refresh

Home

Recent

Pinned

My Work

¥  Dashboards

]  Activities

Customers
f  Accounts

Q\ Contacts

Sales

Leads

Opportunities

Competitors

>

Cuakly Propaie (4 OF

Dawaicp

Relationship Andytics

Summary

E1, Close [late

Sales

Ireewstind in & e 30 pr

ED alex Wu

2 Morhwind Traders-IT..

Purchase timaframa Pewt Cuarter
& usDollar

$600,000.00

<>

Opportunity Information

Interested in new 3D printer line

Opportunity Sales Process

in 18 months

Summary Relationship Analytics

Topic

Contact

Account

Purchase timeframe

Currency

Budget amount

Purchase process

Current Situation

B Close as Won ) Close as Lost E Recalculate Opportunity " Process ~ A, Assign ] Email a Link

Qualify

Interested in new 3D pri..

@] Alex Wu

E Morthwind Traders-JT...

Mext Quarter

USDollar

$600,000.00

Committee

Northwind is building a

Product Line Items Quotes Related

3D printer line Jeff Hay

Est. Close Date Est. Revenue Status Cwner

01/30/2019 R $81,000.00 In Progress ® 2 Jeff Hay

Develop Propose (4 D) Close

Timeli
Imeting + v o Good relationship and Steady
Enter a note... ]
Next interaction
Jeff Hay madified a task 350 PM [2] & Mext activity not scheduled

Inguire abg

Ruprech

an email

{2 Refresh ) Close as Wor Close asLost ] Recaloudate Opy

nity O Process s R, fssign O Emaila Link

Discuss
Morthw

stion Status Creeryer

Oippar ity o
Alex Wu ° Interested in new 30 printer line

Opportunity S: °

@ Gern Bla - Cpualfy

n Progress ® 0 Joff Hay

@

Develap Propess (4 O} [

Summary  Relationship Analytics  Froduct Line Items  Quotes  Related

. Timeeling + 7
m fopic brberested in new 30 pri. ‘ o Good relationship and Steady

Auto-f

t 1
Ceornpet ] Bl Wi et interaction
0 Jeff May modified a task i | = Mt activi dhedd
= Acrount £ Mortrwind Traders-JT.. Inguire abou <t
Last inimraction
Purchase el Hunt Chaarter .

abeut prockicts

Currency S UsDollar "
. Ales W calied am QS
Bushgat ameartt 600,00000 @ = Prodictive Dpporiunity Scar
Weekly discussion ! i v "
Purchas: i
Furcha Comanltina @ Gom Blieston craatad an sppaintmant a7 Top reasors

[r e ———r]




Office 365 Integration

Microsoft Teams

Favorites

. Northwind Traders

General

Ideas &

- Graphic Design Institute
General
3D Printers for GDI

Internal &

. Sales

General
3D Printers for GDI
EBC Polaris

North West Park Services

Coho

Customer Service
Customer Support
Engineering

GDI

Marketing
MNorthwind Traders
Polaris
Procurement

Zespot sprzedazy dla firm kluczowych...

B -N-N-N-B-N-N-N-N-B
o
o

.o
" Join or create a team

Search or type a command

. Graphic Design Institute > 3D Printers for GDI #

Conversations  Files

+  MNew

Summary Product line items

Topic

Contact

Account

Purchase Timeframe

Currency

Budget Amount

Purchase Process

Current Situation

Customer Need

Dynamics 365

@ RAD BOT

Document Library  Wiki

[¢] O Refresh ¥t Open Yammer

Opportunity: Opportunity Sales Pro
3D Printers for GDI

OneNote

3D Printers for GDI  +

B Close as Won

Qualify
Quotes General Related
3D Printers for GDI

George Sullivan

A Graphic Design Institute

Immediate

& US Dallar

$600,000.00

Committee

GDI is building a new wing on
their Headquarters building

1o house the Design

Need 3D printers to enable

GDI designers to refine their
designs before going into v

O
Develop (4 Mao)

Timeline

Enter a note...

* Product demo

A, Assign [E] Delete

' Note modified by - Tuesday, November 20, 2018 9:18 AM
=

Introduced to CEQ John Brown
Intreduced to CEQ John Brown

El Delete i Edit note

Email from Alex Wu - Friday, November 2, 2018 2:29 AM
(=)

Close as Lost

B9 Process v

Est. Close Date
12/7/2018

Appointment from Jeff Hay - 4/5/2019 1:30 PM

Reviewing proposal for Northwind Printers and Carter

Electronics

A, Assign @ Email a Link

Est. Revenue

A $600,000.00

Propose

Stakeholders

0 v | Name
Allison Brown
Alysa Taylor

George Sullivan

Ryan Martin

Sales team

v | Name
© Jeff Hay

@ Renee Lo

@ Team

Q0@ -

[ Delete

Close I

T | Role =]
Champion
Stakeholder
Stakeholder

Stakeholder

Page 1

T | Role =i
Sales Professio...

Sales Professio...

B Save



Adaptable Rules & Processes

pportunity

New business rule & save [B Validate : Opportunity ~

+ X Il 3] W

Ade Cut Copy Paste Delete  Snapshot

Components  Properties

Search components.... ye
Condition Recommendation Lock/Unlock
Account is set Meeting request New Action 4 Flow
. Condition
A Actions
Condition Set Business Required P Set Visibility . _
Primary Contact identified New Action il New Action Recomme Lock/ Show Error
’ ndation Unlock Message
. Set
= [t vt | ([ eusiness
- - Required
Show Error Message Set
New Action Visibility

%5 Business Rule (Text View)

Account contains data

Show Recommendation "Meeting request” on
Recommendation Title **
Recommendation Details **

Draft



Embedded Intelligence

Sales > Dashboards O Y, % . Jeff Hay

— [ Show Chart Task  EZ Email Appointment v &, Phone Call [] Other Activities Delete v () Refresh
(m Home

Won Revenue Won Revenue Win Count Average Deal Size Average Deal Age (Days) Won Revenue vs Estimated ...

THIS QUARTER THIS YEAR THIS YEAR THIS YEAR THIS YEAR THIS YEAR
® Recent v
of i v 16.87M 76.37TM 42 1.82M 164.36

-
. - ) ) 76.37TM Je3m
My Work 0.00M 76.32M
l ¥ Dashboards Won Revenue by Industry Won Revenue by Owner Won Revenue and Win Count Trend

THIS YEAR THIS YEAR THIS YEAR

{:3 Activities Financial i @increase @ Decrease ® Total Win Count
—
I

Customers ] o

Accounts

R Contacts _

Sales o
Sanjay Swven Veronica Clark  Adminis, Spencer Total
Shah  Mortensen  Quek Dynamics Low

& Leads 365

{3 Opportunities Sales Leaders by Revenue Top Accounts by Revenue Top Won Opportunities

THIS YEAR THIS YEAR THIS YEAR

R Competitors

Spe on @ Lucemne Publ t ales A oys BW, ve.
. . o N . " ; o y .



cenario

ITSM & HR Requests

Customer Service Insights

KPI summary E

Mew cases

Customer satisfaction

Case volume drivers
Resolutions
Topic

Topics
User wanted to apply pro...

When the user input the ¢...

User wants to add items t...

Checking whether he canr..

Got a member reward, an...

User has signed up the ne...

Emerging topics

Topic

Inquiry on the recent deal...

Using Manufacturer coup...
User cannot complete a p...
Got a ““payment failed™ ...

User's paymenr rejected d...

Volume

Volume change

Total cases

Time period

Product

Past 1 mo (2019/3/9-2019/... All

Case breakdown

Case tracking

Case priority

@

Business unit Team

-75% Y 68% A -00% ¥
Case channel
5K
AEK
27K
22K 13K
FPhone Email Web Facebook Twitter

@Active @Canceled @Resclved

Unresolved cases by days

a
~
E
£-3
=
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