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“Ascentium’s customers count on us to develop custom business solutions that deliver rapid return on investment (ROI). Microsoft Dynamics™ CRM 3.0 allows us to offer more value to our clients with powerful new CRM tools that strengthen their sales and marketing capabilities and help them build better relationships with their customers. With flexible configuration and integration with the tools employees use every day, we are able to extend CRM capabilities throughout our clients’ business processes.”

· James Beebe

President

Ascentium Corp.

“Many of our Microsoft CRM customers are growing rapidly and need a solution that can move forward with them. Microsoft Dynamics CRM 3.0’s rich customization options enable us to really channel into individual customer needs and develop a solution that supports their growth. So far, the feedback from customers has been extremely positive with many commenting on how the system has enabled them to free resources and streamline processes. We’re expecting 2006 to be a busy year.” 

· Dean Carroll

Vice President 

Aspective 

“Enterprise customers have been embracing Microsoft CRM because it allows them to work the way they do and supports the way they do business. With the launch of Microsoft Dynamics CRM 3.0, Avanade is excited to be the leading global partner to deliver the intuitive CRM solutions that companies have been waiting for. We have already witnessed the positive impact Microsoft CRM has had for our early adopter customers globally. Building on these successful experiences, our worldwide team of experts is poised to support the strong demand for this robust suite of marketing, sales and customer service capabilities.”

· Mike Pazak

Vice President, Enterprise Business Solutions 

Avanade

“For professional and financial services companies that are frustrated with trying to maintain all client information on one database for regulatory or business reasons, we have developed industry-specific solutions coupled with Microsoft Dynamics™ CRM 3.0 to provide our customers and partners with a usable and flexible integrated front-office and workflow system, allowing easy access to all client details and interactions. For us, this is ensuring client retention and stronger revenue while increasing productivity and profitability and reducing operational costs. Unlike other CRM systems, with Microsoft CRM we now can have a tailored system for services firms providing complete visibility across marketing, sales, client service and scheduling.” 

· Johnny Dunne 

Chief Executive Officer 

Businesscale

“We have seen a phenomenal level of interest for Microsoft Dynamics CRM 3.0 within our customer base. It’s fair to say that the majority of our current Microsoft CRM customers want to upgrade to it immediately so that they can take advantage of the new features such as marketing and service scheduling. In my experience customers normally wait for a release to have been out for some time before upgrading, but this is not the case with Microsoft Dynamics CRM 3.0 This is another example of how Microsoft CRM is changing the CRM marketplace.

“We recently closed a deal for Microsoft Dynamics CRM 3.0 for over 150 users and only took three meetings from start to finish to get it signed off. That is the shortest sales cycle I have ever seen in CRM and was due to the fact that the business and the users loved the product.”

· Ruskin Kerslake
Sales Manager
ePartners U.K. Ltd. 

“We are proud to offer our customers, future clients and partners direct integration to this exciting new release of Microsoft Dynamics CRM 3.0 — on schedule. This will allow them to take quotes and orders in Microsoft CRM to a whole new level by building fast, accurate proposals.”

· Christian Stepien

CEO

Experlogix Inc.

“Microsoft Dynamics CRM 3.0 users can take Experlogix everywhere. Sales reps working away from their office can easily synchronize configured quotes back to their corporate office Microsoft CRM server. This gives salespeople using Microsoft CRM and Experlogix two powerful options from the road: offline synchronization or online via a Web browser.”

· Jeff Holway

Vice President of Sales and Marketing 

Experlogix

“The introduction of Microsoft Dynamics CRM 3.0 brings several significant milestones in its maturity as an enterprise platform. Genesys is investing substantially to enable Microsoft CRM to better integrate with contact center technology through computer telephony integration, virtual contact centers and midoffice applications. A key element is our new Gplus Adapter for Microsoft CRM, available in April 2006, that provides our mutual customers with the ability to integrate Genesys 7 products with Microsoft CRM.”

· Karl Holzthum 

Senior Vice President, Worldwide Channels and Alliances

Genesys Telecommunications Laboratories Inc.

“iFusion Solutions is an award-winning Microsoft CRM provider with a dedicated focus on CRM solutions. With the release of Microsoft Dynamics CRM 3.0, iFusion customers have a solution that provides enhanced CRM capabilities within a native Outlook® environment, and greater functionality throughout the application. We’re excited about the flexibility of Microsoft CRM, as it will allow us to continue building creative solutions for our clients’ unique business challenges.”

· Tom Amerongen 

Director of Consulting

iFusion Solutions Inc.

“Infosys is one of Microsoft Corp.’s global systems integration alliance partners. Leveraging our strategic alliance with Microsoft and our expertise with the Microsoft Dynamics™ product suite, we are in a position to deliver business solutions to our customers globally that will increase competitiveness. We have used the functionalities offered by Microsoft Dynamics CRM 3.0 to build our internal sales, service and customer support infrastructure by integrating it with Microsoft SharePoint® Portal Server and Microsoft Exchange, which enables us to manage the relationship with our Microsoft Dynamics customers more efficiently.” 

· Chandra Shekar Kakal

Vice President and Global Head Enterprise Solution

Infosys Technologies Ltd.

“Invoke Systems has spent the last four years growing a thriving practice around Microsoft CRM, and since the announcement of Microsoft Dynamics CRM 3.0, demand is already exceeding anything we have seen in the past. This third release is the killer app that will deliver the promise of CRM to small and midsize companies around the world.”

· Jim Stout

CEO 

Invoke Systems

“Using BizTalk® Server we can truly make Microsoft Dynamics CRM 3.0 the one-stop information source when it comes to customer processes.”

· Patrick Kreuzer

Managing Director

ITVT GmbH

“Microsoft Dynamics CRM 3.0, BizTalk Server 2006 and the use of the Business Capability Map methodology enable ITVT to streamline our customers’ business processes and deliver a fantastic ROI.”

· Jochen Klipfel

Managing Director

ITVT GmbH

“The release of Microsoft Dynamics CRM 3.0 elevates Microsoft’s customer relationship management solution to a whole new level. Others will find it extremely difficult to compete against the Outlook client with all of the functionality of sales, marketing and service capabilities integrated. We’ve seen a tremendous response from our customers who agree that this is what traditional CRM systems have been lacking.”

· Darren Gooding, 

Director of Business Solutions

Neudesic LLC

“We have always been able to get data into the applications we develop, but the trick was providing users with an easy way to get that data out when and how they need it. With Microsoft Dynamics CRM 3.0, users can pull information in a variety of usable formats. The combination of the new entity relationships with Advance Find, Personal Views, SRS, Filtered Views, integration to live Office Excel® spreadsheets, PivotTable® and Outlook has provided a transparency, accessibility and independence to every level of user.” 

· Frank Bruffey III 

Chief Information Officer

Protech Associates Inc.

“Microsoft Dynamics™ CRM 3.0 is so adaptable to a client’s way of doing business that we easily customized the solution for the Missouri House of Representatives so it looks and feels exactly the way they work. ‘Contacts’ became Constituents and ‘Cases’ became Citizen Issues. The software completely mirrors their public-sector environment and allows them to better serve their constituents and districts. It’s a home run for the legislators and their constituents.”

· Brett McMahon 

Microsoft Dynamics Sales & Marketing Director Quilogy Inc.

“Microsoft CRM fits several of our key industries — the public sector, healthcare, manufacturing and services. It’s a platform that easily extends through other commonly used Microsoft Office software like Outlook, Excel and SharePoint. Users are familiar with Outlook, which increases adoption rates. Data in the system gets better with more users and that provides better business analytics. Combined with other key Microsoft technologies like Active Directory® and SQL Server™, it’s a totally integrated solution that can be easily customized to fit any business environment. It’s really allowed us to extend our Information Worker practice into new areas as we refine our offerings for Microsoft Dynamics™ and Microsoft Dynamics CRM 3.0 in particular.”

· John McCartan 

Vice President of Microsoft Dynamics 

Quilogy

“Our customers and partners have identified two key ingredients for successful CRM: first, provide the CRM functionality seamlessly within the desktop environment of sales users; and second, deliver critical customer data, which has traditionally been locked up in corporate systems, to this CRM desktop. The combination of Microsoft Dynamics CRM 3.0 and Scribe Insight delivers these critical capabilities.” 

· Peter Chase 

Executive Vice President

Scribe Software Corp.

“We’ve been impressed with the significant enhancements to the Web services API in Microsoft Dynamics CRM 3.0. We found it to be much more scalable with performance that is four to six times faster. Because Scribe Insight dynamically adapts to each customer’s Microsoft CRM configuration, these customers can define integrations exactly how they want, in just a few mouse clicks. And given the rapid pace of change for midmarket segment customers, this straightforward adaptability is more critical than ever.”

· Jim Clarke 

Chief Technology Officer 

Scribe Software

“Microsoft Dynamics™ CRM 3.0 will revolutionize an organization’s approach to customers and help build successful customer relationships. With its powerful array of features, simpler user experience based on Outlook, flexibility and ease of implementation, Microsoft CRM presents a scalable and affordable solution for sustained customer engagement. As an early adoption partner, Sonata has proactively built competency upon the new platform and developed Sonnets, our preconfigured solution framework for select verticals. The feature-rich Microsoft CRM, along with our framework-driven implementation services and global delivery model, helps customers enhance the ROI of their CRM initiatives.” 

· B. Ramaswamy

President and Managing Director

Sonata Software Ltd.

“As a Microsoft premier provider of Microsoft CRM in California, I have seen small and medium-sized companies change their business practice and enhance their bottom line by up to 100 percent by implementing a customized Microsoft CRM solution. Microsoft Dynamics CRM 3.0 is the next evolutionary step for small and medium-sized companies. The Sphinx Group is offering all existing Microsoft CRM clients a free impact assessment for the upgrade from 1.0 or 1.2 to Microsoft Dynamics CRM 3.0.”

· Nabil Balady

President and CEO

The Sphinx Group

“Microsoft Dynamics CRM 3.0 allows businesses to install, train and deploy their CRM application quickly. This is a great advantage to a services company like Tectura as it allows our consultants to spend their time helping organizations with their business process design, which is where we can really add value to clients. This also enables us to look at initiatives around integration between CRM and the client’s ERP system or other applications, where we also have specific value to add with CRM Connector tools. Microsoft CRM really makes it easier for us to add additional value as a trusted adviser.”

· Bill Kinahan

CRM Practice Lead

Tectura Corp. 

“At WolfBridge Solutions we’ve been working in the world of CRM for over 10 years and have watched the technology develop from its infancy to an exciting full-fledged business solution with the launch of Microsoft Dynamics™ CRM 3.0. We are extremely excited about this new product — particularly the ease and speed by which we can now configure and customize for our clients based on their business process requirements. 

“We’re also very excited about the common user experience with Office and Outlook — the tools everyone already knows. We know from our experience that user adoption is critical to the success of any CRM implementation and that when you give your people CRM in an environment that they already know, adoption is easy. Quite frankly, if your people won’t use it, it has no value. The integration with Office and Outlook in Microsoft Dynamics CRM 3.0 is even tighter than it was before, and this is great news.

“We believe that Microsoft Dynamics CRM 3.0 will provide a significant growth opportunity for WolfBridge as it quickly becomes the leading CRM product in the marketplace.”

· Don Schafheitlin

President and CEO

WolfBridge Solutions Corp.
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