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Understanding the Adoption Assessment Scoring System

Research such as IDC's Eight Steps to Partner Profitability consistently shows that the top 25% of Microsoft Dynamics
partners have turned their implementation process into a true core competency. The key component in developing a core
competency is process adoption. With this assessment, you will be able to compare the maturity of your process adoption to
the model set by top-performing Microsoft Dynamics partners.
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Analyze your process for
scoping, designing, developing
and delivering the solution to
the customer.
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Analyze your process of
safeguarding your profitability
while managing customer
satisfaction and your delivery
timeline.
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Scoring system explained on Page 2


http://download.microsoft.com/download/3/f/7/3f7630c5-472d-4b47-9380-da1d2d23ae39/IDCWhitePaper_PartneringwithMicrosoftDynamics_EightStepstoProfitability.pdf
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We have identified four major tiers of process adoption, based on the established model of a top-performing Microsoft
Dynamics partner. These partners have turned their implementation process into a core competency: their process provides
real benefits to customers, is it difficult for competitors to imitate, and it can be leveraged across many products and markets.
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SECOND QUARTILE PERFORMANCE

A company in the 2nd quartile has
completed their process design and
earned user acceptance. Their
people understand the process and
know the value of following it. They
are using the process and their
managers are reinforcing usage.

THIRD QUARTILE PERFORMANCE

A company in the 3rd quartile has
taken the first step toward building
a core competency. They have
defined a robust process, and made
progress in driving aceptance.
Usage and management may not
be mature at this point.
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