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• Many D365 or legacy Microsoft CRM (On Prem) Customers that can identify with the following
• Business

• Poor user adoption

• Not liked by the business

• Not delivering expected business benefits

• Only utilised for a portion of the business (e.g. sales)

• Lack of reporting / dashboards for users and management

• Not leveraging latest features and functions that could be delivering benefit (e.g. mobile, AI)

• Implementation

• Not continually improving

• Lack of governance

• Lack of prioritisation

• Lack of cost vs benefit analysis

• Lack of training / user support

• Solution

• Stability issues (e.g. performance, errors)

• Poor data (data integrity, data quality, data enrichment)

• No management of licence use / storage costs

• Deployment / release management issues

• Concerns about over customisation / not aligning with Microsoft best practices

Problem Statement
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Discovery Audit Overview Scope

• Business Alignment – How 
well does the overall solution 
align to the needs of the 
business and will it deliver 
the benefits required?

• Delivery Approach – What is 
the process for ensuring 
effective delivery from 
design to test and support?

• Solution Quality – How well 
has the solution been 
implemented with Microsoft 
best practices and roadmap 
considered?
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Discovery Audit Deliverables

Segmentation of Recommendations to Identify 
Quick Wins and worthwhile Investments

Notes on what is working well and what can be 
improved in different areas

Solution Roadmap suggested 
phasing of improvements

RAG status against key areas
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