
Nurture  
Marketing: 
Creating a  
Regular Newsletter
By Meghan Burner, ClickDimensions

A regular newsletter can be an essential marketing tool for an 
organization. Newsletter content can help position a compa-
ny as a thought leader in an industry and gives the business 

opportunity to “permission market” to prospects and its customer 
base. Nurture or drip marketing is the goal of an effective newsletter 
because it allows the organization to stay in front of prospects until 
they are ready to enter the buying cycle. When prospects and cus-
tomers are ready, they are likely to remember that company because 
it has already established itself as an industry thought leader. 

Key concepts when using this nurture marketing tool are con-
tent and consistency. Many organizations struggle with the concept 
of a newsletter. The main reason many fail to stick with a regular 
cycle of publications is the time it takes to develop quality content on 
a regular basis. One way to tackle this issue is to create and maintain 
a company blog. By developing a consistent schedule of blog posts, it 
creates content throughout the month. 

On average, approximately half of an organization’s personnel 
are able to write meaningful and original blog posts. It is wise to 
determine who these strong contributors are within the organiza-
tion and assign them duties of blog post creation. By having multiple 
people contributing to a blog, it spreads the work of content creation 
out among many individuals. On a pre-determined interval (perhaps 
once a month) put together a newsletter by compiling these blog arti-
cles. By doing this, writing a newsletter is simply compiling the blog 
articles written throughout the month.

When publishing a monthly newsletter, there are a few things 
to keep in mind. 

•• Always have a call to action. For example, 
invite readers to sign up for a webinar or take 
advantage of a current promotion. 

•• Put the most compelling stories toward the beginning 
of the newsletter to grab the reader’s attention. 

•• Continually build the marketing list. 
It is important to have a quality marketing list. To continue 

building the list, use your email signature, web forms, webinars, and 
trade shows. A newsletter recruit campaign may be a good strategy 
to turn a database of contacts into a newsletter marketing list. To do 
this, send a personal email out to the current database of contacts, 
inviting them to opt into your newsletter program. This avoids send-
ing unwanted emails out to existing contacts and helps build a qual-

Featured ISV
ity marketing list.

Tracking the statistics of your newsletter can provide valu-
able insight to your sales and marketing teams. Many organiza-
tions see an upward trend in open rates as well as click through 
rates as their newsletter campaign evolves. That trend shows 
consistency is the key to establishing an audience.  Sales teams 
may find it helpful to know which prospects or existing clients 
are opening the newsletter and which individual articles these 
contacts are viewing.

ClickDimensions has simplified the newsletter process by 
bringing email marketing into Microsoft Dynamics CRM. The 
built-in email marketing capability provides an intuitive experi-
ence that allows users to create and send bulk HTML emails 
with all send, open, click, and bounce data reported at the mail-
ing (aggregate) as well as individual recipient level. The easy-to-
use HTML editor makes creating an email simple for anyone. 
The built-in library includes pre-formatted email templates that 
are pre-tested to look good no matter what email client recipi-
ents use. This allows you to send bulk email, email individuals, 
or trigger email from workflow. 

ClickDimensions email marketing enables marketing pro-
cesses. To find more tips on how to use Microsoft Dynamics 
CRM to enhance your marketing techniques, check out our blog 
at http://blog.clickdimensions.com/. ▲

Tracking the statistics 

of your newsletter 

can provide valuable 

insight to your sales 

and marketing teams. 

new enhancements available. One addition in functionality 
is the ability to create multi-dimension charts within the 
Microsoft Dynamics CRM interface.  This allows develop-
ers to build more detailed charts, such as showing year over 
year sales pipeline numbers, without modifying the chart 
XML. The change enhances the power of the data that can 
be provided to our clients in a single chart. The session also 
gave insight into the new Microsoft Windows 7 Phone ap-
plication that allows users to view Microsoft Dynamics 
CRM data on their Microsoft Windows 7 Phone. 

The favorite new feature on my list is the Social CRM 
features now included in the Microsoft Dynamics CRM 
framework. This new feature gives users, through a very 
“Facebook” like interface, the ability to follow records in 
Microsoft Dynamics CRM. Now, a sales account manager 
or customer service representative can choose to follow 
a record and receive the status and updates to that record 
posted to their wall. This is a very powerful tool for user 
productivity and truly takes the Social aspect of technol-
ogy and puts it to work in the Microsoft Dynamics CRM 
environment. ▲

Extreme CRM, continued from page 19
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In our last edition of the magazine, options for configuring and setting up Microsoft Of-
fice 365 with detailed explanations of the email deployment options, mail routing, and 
identity management were discussed. This edition takes a deeper look at the following 

migration methods and tools.

Move Requests with MRS

The Microsoft Exchange Mailbox Replication Service (MRS), which resides on all 
Microsoft Exchange 2010 Client Access servers, is the service responsible for mailbox 
moves, importing and exporting .pst files, and restoring disabled and soft-deleted mail-
boxes. Move requests require a hybrid deployment. Move requests allow users to move 
mailboxes back and forth between the on-premise Exchange organization and the cloud. 
This is done in the Microsoft Exchange Management Console.

If planning to migrate and implement a long-term hybrid deployment with Microsoft 
Exchange on-premise, move requests are the recommended way to migrate mailboxes. 
For large organizations running Microsoft Exchange 2003 or Microsoft Exchange 2007 
on-premise with plans to move all mailboxes to the cloud over a period of several months, 

If you haven’t looked at
WennSoft lately...

One version of the truth.   
Operations. Financials. CRM.

Find out what WennSoft can do for you!
Contact Oxana Belikh at 262.317.3727  

• Three years on Gartner’s Magic Quadrant
for Field Service

• New release is available on premise 
or in the cloud

• The features needed to manage costs 
and projects, provide closed loop 
sales and service, and drive equipment
operations

www.wennsoft.com

Part 2: Methods and Tools
Migrating to Microsoft Office 365

by Eric Gjerdevig

We’ve Got Your Back

Inaport use is not restricted to “typical” ETL requirements. One of its more inter-
esting uses comes from Grand Canyon University (GCU). GCU used Inaport to help 
develop an xRM (any relationship to any relationship) environment based on Micro-
soft Dynamics CRM 2011. This environment manages a wide range of different data 
relationships across a broad spectrum of requirements for staff, administration, and 
students. It seamlessly combines a tremendous amount of information so that almost 
every function and enquiry is automated and easily accessed. 

The xRM environment has been extremely successful in terms of uptake and per-
formance; however, Inaport has also provided unexpected benefits for GCU when used 
to provide a solution to email router problems. One of the critical functions of the xRM 
is to send out automated emails and track inside Microsoft Dynamics CRM replies to 
those emails. This part of Microsoft Dynamics CRM 2011 has occasionally quit func-
tioning in the past, breaking a crucial communication link for hundreds of users and 
their customers. Without a single error message being given, emails were queued up 

by the hundreds per hour waiting for the 
CRM Email Router to recover on its own 
or be restarted by a system administra-
tor. 

Meanwhile, GCU’s very expensive 
monitoring software was not flagging 
the problem. Inaport was used to create 
a solution comprised of relatively simple 
profiles and not a line of code. Subsequent 
problems, over several weeks, were all 
picked up quickly by Inaport without 
raising a peep from GCU’s sophisticated 
and very expensive monitoring software. 
The Inaport solution has performed flaw-
lessly and has proven to be GCU’s most 
accurate and dependable router monitor 
so far.

…a successful CRM 

implementation is one that 

not only accommodates 

current needs, but also 

encourages new ways of 

managing business.
As Steve Neil, GCU Project Manag-

er, noted, “We are very impressed with 
Inaport. That we could use it to build a 
very simple and reliable monitor of a 
critical CRM 2011 function, the CRM 
Email Router, and that it also has been 
invaluable in migration and integrating 
data from and to our other applications, 
are just a couple of examples of what a 
great tool it is. We look forward to mak-
ing other discoveries of its quality and 
usefulness.”

It’s Time to Take a Closer Look

Creative use of the CRM environ-
ment through innovative data integra-
tion and transformation can help provide 
a business edge. Inaport’s strong perfor-
mance and broad capability – offset by 
low purchase price and ongoing costs – 
make it an excellent investment. To see 
if Inaport can add value to your Micro-
soft Dynamics CRM setup, download an 
evaluation copy at www.inaplex.com or 
contact InaPlex direct with your ques-
tions at info@inaplex.com. ▲

Inaport, continued from page 17

Office 365, continued on page 32
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Microsoft Dynamics GP 
Get 5 users for one low price

Entry-level or outdated accounting software 
can affect everything from your everyday 
business to your long-term goals. Don’t let 
your business software hold your business 
vision back.
 
You need a solution that is fl exible enough to 
meet changing demands and scale as your 
company grows. Microsoft Dynamics GP gives 
you control over and visibility into your entire 
business. 
 
With greater control, you can have confi dence 
that your everyday decisions will help improve 
profi tability, turn margins into cash fl ow, and 
ultimately drive business growth. 
 
Get up and running fast
The prospect of switching solutions might 
seem complicated and disruptive, especially 
on top of your current business challenges. 
However,  Microsoft offers a solution that 

is simple to learn and use, and designed 
to get you up and running quickly—without 
expensive development or increased 
 manpower.

More affordable than you might think
Many customers have made the switch to a 
Microsoft Dynamics GP  solution for roughly 
the same cost as upgrading to the next ver-
sion of their software. It’s compatible with 
the Microsoft technology you already have, 
so you avoid costly replacements down the 
road. And with Microsoft’s commitment to 
ongoing innovation, you can be sure to stay 
on the forefront of what lies ahead.
 
Special 5-user offer
Now to make it as easy as possible for you, 
we have a special offer of 5 users licenses 
for a Suggested Retail Price of $3,000 USD 
(check with your local Microsoft Dynamics GP 
partner for local currency price).

Give me 5Give me 5

Don’t just renew your GP. Learn how Microsoft Dynamics GP can help you revitalize your 
business now at www.microsoft.com/en-us/dynamics/erp-sales-offer.aspx

2444 MBS_Giveme5_flyer_GP.indd   1 26/10/11   09.32

Ask the Expert

by Danny Rose,  
Microsoft Dynamics GP Consultant

Two Questions:  
Which documents can be emailed from 
Microsoft Dynamics GP?  
What is the process?

Answer #1: The following documents can be emailed to cus-
tomers: Sales Quote, Sales Order, Sales Fulfillment, Order, Sales 
Invoice, Sales Return, Receivables Invoice, Receivables Return, 
Receivables Credit Memo, Receivables Debit Memo, Receivables 
Service/Repair, Receivables Warranty, and Receivables Finance 
Charges.

Answer #2: How – Prior to sending documents via e-mail, 
a few options need to be set up and customer e-mail addresses 
entered. The windows needed to setup these options are:

Company E-mail Setup
Microsoft Dynamics GP > Tools > Setup > Company > Company E-mail Setup

In this window, select the allowable file formats for generating 
(HTML, XPS, PDF, or DOCX). The document can either be sent as an 
attachment or embedded in the message body.

E-mail Message Setup
Microsoft Dynamics GP > Tools > Setup > Company > E-mail Message Setup

Create, modify, or delete message IDs that can be sent to customers 
when sending documents in e-mail by accessing this window. Message IDs 
setups can be set up to be the same or different to each document type.

Sales E-mail Setup
Microsoft Dynamics GP > Tools > Setup > Sales > E-mail Settings

Use this window to mark which sales documents can be sent in e-mail and to select a default message ID 
for each of those documents. The user can enter an e-mail address where customers may send replies and the 
user can select options to change the reply-to address and the message when opening a sales document. 

Customer E-mail Address Setup

Microsoft Dynamics GP > Tools > Setup > Company > Internet Information  
or Cards > Sales > Customer > Internet Address icon 

In the Internet Information window, select Customers from the drop-
down list then select Customer ID and Address ID if needed. Next, simply 
enter the e-mail address(es) to send documents to in the E-mail Addresses 
fields (To, CC, and BCC options are available). 

Mass Customer E-mail 

Microsoft Dynamics GP > Tools > Setup > Sales > E-mail Settings > Customer Setup (select customers 
in Navigation List) > E-mail Settings (found in the Modify group or its overflow menu) or Access 
Navigation List by choosing Sales in the Navigation Pane > Customer list

Use this window to assign e-mail settings to multiple customer records at once. This window 
has the same options as Customer E-mail Options. ▲

Customer E-mail Options
Cards > Sales > Customers > E-mail button

Use this window to select which docu-
ments, message ID, and document format to 
send to a specific customer. If needed, over-
ride other options that were setup during 
the Sales E-mail Setup to meet specific needs 
of a customer. 

Template Configuration Manager
Reports > Template Configuration

This window contains a tree for selecting 
companies, series, and Microsoft Word tem-
plates desired. A Microsoft Word template must 
be enabled in this window in order to send in 
an e-mail. Templates are enabled by default. Use 
the Images button to add and assign a logo for 
each company with templates enabled.
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Security:  For new employees with same security rights as an-
other user, utilize the Copy functionality in Microsoft Dynam-
ics GP 2010 to copy security from one user to another. This fea-
ture copies all Roles and Tasks as well as the Modified Forms 
and Reports ID.   

Email:  With email being used by so many businesses, why not 
email sales or purchasing documents to customers and vendors?  
Send an email with attached quotes or invoices embedded right 
in the email or as an attachment along with a personal message.

General Ledger:  In Microsoft Dynamics GP 2010, there is a 
new feature found in the Batches window which allows users to 
choose to clear recurring batch amounts in the General Ledger.  
When posting a recurring batch, the amounts are cleared out so 
new amounts can be entered next time.  There is also a Correct 
button in the General Ledger which allows posted journal entry 
corrections. 

SmartLists:   When creating SmartLists, preface the name of the 
SmartList with an underscore and user’s initials (_XX_Items_
Sold_Today) to group together the SmartLists at the beginning 
of the list.  Also remember to save the SmartList favorites to 
your User ID.  Doing so will add the SmartList to a user’s Home 
Page automatically.

Payables:  Users are now able to narrow the group of vendors 
and documents to pay by doing separate ranges for the same 

by Sheila Ochoa,  
Microsoft Dynamics GP Consultant

GP Tips
and Tricks

Favorite tips and tricks in 

Microsoft Dynamics GP can 

vary from user to user and 

here are some of mine!  

Get the comprehensive IT solutions you need now, and earn dollars 
towards deployment or future purchases!
For every qualifying product you purchase between September 19, 2011 and 
December 31, 2011, you can earn partner subsidy funds to be redeemed with a 
Microsoft Reseller Partner of your choice. Meaning you can build the solutions 
today to meet your unique business and end-user needs moving forward.

How does The Big Easy Offer 7 help my business?
A comprehensive solution can seem out of reach for most small to mid-sized 
organizations. Most are accustomed to purchasing products and solutions piecemeal, 
and postponing planned upgrades or refreshes due to budget constraints.
With the Big Easy Offer 7, you can earn partner subsidy funds, which can be 
used for additional purchases of software, hardware or services from your 
Microsoft Reseller Partner – a welcome injection to your IT budget.
Microsoft’s Big Easy Offer 7 includes cloud services, which help businesses to 
access scalable and reliable applications while lessening the burden of provisioning 
and maintenance – saving money and simplifying IT management.

What is a subsidy?
A subsidy is a check made payable to the Microsoft partner of your choice. 
This subsidy can be used to enrich and implement your overall solution as it 
allows you to purchase additional products or services from your Microsoft 
Reseller Partner. The partner subsidy helps provide organizations with an 
affordable software version upgrade or solution adoption path – so your 
organization can realize the enhanced productivity, security and network 
performance benefits of the latest software versions.

How do I increase my subsidy?
When you make qualifying purchases of Virtualization and Management, and 
Identity and Security and Unified Communications products, you can receive more 
in partner subsidy dollars. Microsoft’s server virtualization solutions help businesses 
build scalable and reliable infrastructure while lessening the burden of server 
sprawl and maintenance – saving money and simplifying IT management.
You can also increase your subsidy payouts by purchasing licenses with Software 
Assurance (Open Value, Open Value Subscription) and reap the value added 
benefits of: simplified license management; support, deployment planning 
and training services; new version rights; and predictable annualized 
payments spread over the term of the agreement.

Implement 
that big picture 
solution - today

The Big Easy Offer 7 includes:
• Microsoft® Office 2010
• Microsoft® Office Professional Plus 2010
• Microsoft® Office 365
• Microsoft® Dynamics CRM
• Microsoft® Dynamics CRM Online
• Microsoft® Exchange Server
• Microsoft Lync™ Server
• Microsoft SharePoint™ Server
• Microsoft SQL™ Server
• Microsoft Forefront™
• Microsoft® Windows 7
• Microsoft® Windows Intune
• Microsoft® Windows Server®
• Microsoft® Visio®
• Microsoft® SQL Server®
• Microsoft® Project
• Microsoft® Expression Studio Ultimate
• Microsoft® Visual Studio®
• Microsoft® System Center

Learn more about the offer and access 
the full Terms & Conditions at 
www.microsoftincentives.com/bigeasy

How does it work?
• Review the list of qualifying products at 
   www.microsoftincentives.com/bigeasy.
• Purchase qualifying products between 
   Sept 19, 2011 and Dec 31, 2011.
• Redeem your purchase within 30 
   days of the purchase date at 
  www.microsoftincentives.com/bigeasy.
• Spend your subsidy check made 
  payable to the Microsoft partner of 
   your choice and spend within 90 days 
   of the issue date.

Act before  December 31, 2011 – contact 
your Microsoft partner today, or go to 
http://pinpoint.microsoft.com to locate 
your nearest Microsoft reseller.

The Big Easy Offer 7 includes:
• Microsoft® Office 2010
• Microsoft® Office Professional Plus 2010
• Microsoft® Office 365
• Microsoft® Dynamics CRM
• Microsoft® Dynamics CRM Online
• Microsoft® Exchange Server
• Microsoft Lync™ Server
• Microsoft SharePoint™ Server
• Microsoft SQL™ Server
• Microsoft Forefront™
• Microsoft® Windows 7
• Microsoft® Windows Intune
• Microsoft® Windows Server®
• Microsoft® Visio®
• Microsoft® SQL Server®
• Microsoft® Project
• Microsoft® Expression Studio Ultimate
• Microsoft® Visual Studio®
• Microsoft® System Center

Learn more about the offer and access 
the full Terms & Conditions at 
www.microsoftincentives.com/bigeasy

How does it work?
• Review the list of qualifying products at 
   www.microsoftincentives.com/bigeasy.
• Purchase qualifying products between 
   Sept 19, 2011 and Dec 31, 2011.
• Redeem your purchase within 30 
   days of the purchase date at 
  www.microsoftincentives.com/bigeasy.
• Spend your subsidy check made 
  payable to the Microsoft partner of 
   your choice and spend within 90 days 
   of the issue date.

Act before  December 31, 2011 – contact 
your Microsoft partner today, or go to 
http://pinpoint.microsoft.com to locate 
your nearest Microsoft reseller.

* Offer open to qualifying U.S. commercial and government organizations participating in eligible licensing programs. Partner subsidy funds will be awarded for qualified purchases between September 19  2011 and December 31 
2011. Qualified Organizations must successfully register their purchase(s) at http://www.microsoftincentives.com/bigeasy by 5:00pm PDT within thirty (30) days of purchase date to receive the partner subsidy funds. For full terms and 
conditions please, visit http://www.microsoftincentives.com/bigeasy/terms.aspx.   © 2011 Microsoft Corporation. All rights reserved.

Tips and Tricks, continued on page 32
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With 2012 nearly upon us, it remains important to review 
year-end procedures for the various modules within 
Microsoft Dynamics GP.  The two must-do’s prior to 

proceeding with a year-end close for any module is make a re-
coverable backup and review all of the necessary closing proce-
dures prior to making that backup. 

Year-End Closing Procedures

Ninety-nine percent of module year-end closes go flawless-
ly as long as processes and procedures are followed.  Whether 
running on a Fiscal Year or Calendar Year, both sets of closing 
instructions from Microsoft are provided with each module.  
For your convenience, the articles for closing each module will 

be published directly on our website for 
download once they have been released 
from Microsoft later this month.  

Planning ahead and 

making a back up is the 

most important thing. 

Close Order

Another important item related to 
year-end closing is the order for closing 
modules.  Listed below is the order for 
closing modules for the year:    

•• Inventory

•• Receivables

•• Payables

•• Fixed Assets

•• Analytical Accounting 
(Microsoft Dynamics GP 10.0 
Service Pack 2 or later)

•• General Ledger

Payroll Close

For those using Microsoft Dynam-
ics GP Payroll or Canadian Payroll, it is 
extremely important to complete all 2011 
pay runs prior to processing any Payroll 
Year-End Procedures.  With anticipated 
changes to the W-2, W-3 and the EFW2, 
Microsoft will soon release the 2011 Pay-
roll-Year-End Close Procedures and 2011 
Payroll Year-End Updates in the form 
of a service pack that will need to be in-
stalled on servers and workstations run-
ning Microsoft Dynamics GP.  The 2012 
Payroll Tax Updates will be available late 
December.

Keep this article close as a reminder 
when going through the closing process.  
If at any point you are unsure of these 
procedures, please know that we are here 
to assist you. Contact your Customer 
Care Representative to schedule any Year 
End processing or service pack installa-
tion. ▲

by Rhonda Hawley,  
Microsoft Dynamics GP 

Consultant

Year-End Procedures 
for Microsoft Dynamics GP 

you wish you had a screenshot of the exact error? Use the capture 
screenshot feature. With one click, screenshots of errors and system status 
information can be saved in a subfolder based on the User & Company. That 
information can be emailed to the appropriate personnel for assistance. 

•• Another popular feature is the ability to activate color schemes between 
companies which allows for great visuals – allowing the user to know 
right away which company they are in. In addition, the Company 
and User can be added to every Title Bar in the Microsoft Dynamics 
GP windows. No more writing checks from the wrong company!

•• Wonder who has access to a certain window? Take advantage of the security 
resources. From the Security Information window see what users have 
access to in a particular window and how they received access to that 
window – such as by PowerUser or another Role. Lastly, see all the Tasks 
that are included with a particular window and all roles associated with the 
task in the System Level. Seeing all of this in one screen is very powerful. 

•• Bothered when a user keeps getting an access denied message and unable to 
figure out what resource it is trying to open? The Security Profiler window 
is the answer to that problem. After the window is open, it will record all 
security check information for that user. If a user tries to access a resource 
that they don’t have access to, it will record a “Denied” status now giving 
information needed to set security parameters for that particular window.

•• Some features are geared more towards the IT Department or Developers 
such as executing T-SQL. It queries without the need for database 
management tools. Use this tool to capture logs and send information to the 
system administrator when issues arise with Microsoft Dynamics GP. These 
logs can be turned on without having to exit out of Microsoft Dynamics GP. 

•• SQL Logging tracks all communication between Microsoft Dynamics GP 
client and the Microsoft SQL Server. This is useful to determine which 
window or table is being called and which parameters are being passed. 

•• Dexterity Script Logging tracks event scripts, procedures, and functions. 
This would be useful to discover which event caused some code to fire.

•• Dexterity Script Profiling tracks the number of calls to each event script, 
procedure, and function and tracks the amount of time calls have taken. 
This could be useful if trying to determine performance issues like why 
a certain process might be hanging or taking a long time to run.

There are many features that have helped me as well as many other custom-
ers. I hope they help you just as much! If you are interested in learning more about 
this tool or installing it, it is available through your Microsoft Partner. Contact 
your Partner for more information about downloading the Support Debugging 
Tool, today! ▲

Debugging Tool, continued from page 15

888.929.1387 :: SummitGroupSoftware.comthe Summit 2011.4 :: a publication of Summit Group Software28 29



Trans Ova purchased and converted to Microsoft Dynamics GP in the spring of 
2007; and, soon after they began installation and internal customization of Mi-
crosoft Dynamics CRM. Implementations continued from there. This year, Trans 

Ova upgraded to Microsoft Dynamics GP 2010 and is currently in the process of up-
grading to Microsoft Dynamics CRM 2011. Each change brings greater opportunity for 
Trans Ova to learn the applications and product features available with each product 
and to suit those features to their business needs. 

Trans Ova in Industry

Trans Ova Genetics provides industry-leading reproductive technologies and ex-
pertise to cattle breeders through a unique professional services team that works close-
ly with clients to understand their breeding goals and ultimately help clients advance 
and extend superior genetics.

Internationally recognized as a source of superior animal husbandry and repro-
ductive expertise, Trans Ova offers an integrated system of regional centers, satellite 
stations, and on-farm application of reproductive technologies.

From veterinarians, to embryologists, to animal caretakers and client services 
representatives, each location and its team share a consistent commitment to client 
services. Trans Ova is dedicated to meeting the requirements of their customers and to 
continual improvement. 

Working with Trans Ova

Josh Behl, Microsoft Dynamics CRM Consultant has this to say, “Trans Ova has 
a unique customer base and an even more unique product. Everything about their 
customer relationship management strategy is as different as are the procedures that 
support them. They are one of only two companies in the world that do what they 
do….cattle genetics. Ranging from artificial insemination to cattle cloning, Trans Ova 
needed a software system that helped manage these procedures to support, sell, and 
market to the ranchers that they worked with.”

“When many people think of an XRM solution, they tend to think of it as simply a 
couple custom entities. Trans Ova, more than many customers, has truly evolved their 
solution into a real XRM solution. They are using Microsoft Dynamics today to track 
information such as aspiration cycles and timing, inseminations, calves birthed and 
their parents’ information, medications given to the cattle, when they were adminis-
tered and when they need to be administered again – as well as basic communications 
between Trans Ova and their ranchers, “ continued Behl.

Rhonda Hawley, Microsoft Dynamics GP Consultant has been working with the 

Finance Team at Trans Ova from the 
very beginning on their Microsoft Dy-
namics GP implementation. “Trans Ova 
accounting personnel continue to keep 
this customer experience at the fore-
front of their process decisions, and pur-
posefully look for ways to streamline ad-
ministrative procedures. The fun part in 
working with Trans Ova is that they are 
very technology-minded and know the 
potential that their software has to drive 
better business decisions,“ says Hawley.

How Trans Ova Uses GP and CRM

Trans Ova recently upgraded to Mi-
crosoft Dynamics GP 2010, utilizing this 
service as provided in the Premium Man-
aged Services Plan they purchased this 
spring. “We are very pleased that our 
upgrade from GP10 to GP2010 has been 
completed with minimal downtime. 
Since purchasing the Managed Services 
Plan this spring, we have taken advan-
tage of almost all the online GP training 
sessions available. Our goal has been to 
try to get everyone who utilizes GP on 
a daily basis involved with these training 
sessions to gain a deeper understanding 
of the system’s capabilities, “ according to 
Chad Feentra, Chief Financial Officer at 
Trans Ova.

One of the Microsoft Dynamics GP 
2010 products Trans Ova is currently 
implementing is Microsoft Forecaster. 
“With the new implementation of Fore-
caster, we are hoping to streamline the 
entire budget process.  Utilizing one uni-
fied system across our multi-state, multi-
department structure which standard-
izes information gathering, expedites 
updates, and provides for re-forecasting 
and “what-if ” analysis has great poten-
tial to increase the budget accuracy and 
timeliness.   We also very much appreci-
ate Summit’s willingness to allow the 
MSX group to support our Forecaster 
implementation through our Premium 
Managed Services Plan, “ said Jason Vita-
mas, Accounting Manager at Trans Ova.

“Currently I am working with 
Janelle Montplaisir at Summit and con-
verting our stand-alone Fixed Asset pro-
gram and rolling that into Dynamics GP, 
as well.  I am looking forward to having 
this all linked together rather than hav-
ing to reconcile two systems which can 
be a very tedious and time-consuming 
project a couple of times a year, “ said 

Customer Spotlight
Corlin Feikema, Trans Ova Staff Accountant.

Tara Thorson has only been in the accounting department at Trans Ova for two 
months. She finds Microsoft Dynamics GP easy to use and navigate. Kelli Van Roekel, 
also in the account department, uses the sales applications and is happy to be utilizing 
Integration Manager to integrate invoices from their production system into Microsoft 
Dynamics GP and Smartlist for reporting on the sales data.

“We use CRM with Outlook to track communications with our clients” said Becky 
Mayer, Programmer Analyst at Trans Ova. “We are currently developing a custom ap-
plication in CRM environment to replace our legacy Embryo Transfer system. This sys-
tem contains our client information and tracks inventory and procedures performed on 
the animals. Our legacy system currently integrates with GP through manual imports 
so this will be a great opportunity to move that system over to CRM and develop a 
more integrated interface between the two systems. I have found Microsoft Dynamics 
CRM to be very easy to customize to meet our needs. “

On Attending Summit 2011

Five members of the Trans Ova team attended the Summit Event held October 
13th in Fargo to gain additional insight about their Microsoft Dynamics GP and CRM 
systems. “It has been my experience that often when implementing or developing new 
systems within accounting, sometimes the answers are easier than the questions.  Of-
ten, you don’t know what you don’t know. Being part of the Summit Event not only 
provides a great training environment from the Summit Team but also a forum for 
GP users to gather and share best practices. There is no better insight into process im-
provement than surrounding yourself with your fellow experts in GP, “ according to 
Vitamas.

They have been working with Summit Group Software for over four years now 
utilizing implementation, support and training services. ▲

By Jody Miller, Account Manager
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Budget 
Windows
by Danny Rose,  
Microsoft Dynamics GP Consultant

Microsoft Dynamics GP has three primary win-
dows that are useful for entering budget infor-
mation: Budget Selection (Cards > Financial > 

Budgets), Budget Maintenance (in the Budget Selection, 
select a budget and click Open Using Microsoft Dynam-
ics GP or click new to setup a new budget), and Single-
Account Budget Maintenance (Cards > Financial > Ac-
counts > Budget).

The Budget Selection window is used to create, 
modify, import, and export budgets. Budgets can be cre-
ated or modified within Microsoft Dynamics GP or im-
ported from a Microsoft Excel spreadsheet. This window 
also allows the user to export budgets to Microsoft Excel 
to modify.

The Budget Maintenance window allows users to 
quickly enter a budget for all accounts at once or a range 
of accounts using several different calculation methods. 
The calculations can be based on a prior budget or on a 
set amount. New to Microsoft Dynamics GP 2010 is the 
option to combine budgets. An option found in this win-
dow allows the user to combine several budgets into a 
single master budget. This feature can be used when mul-
tiple departments create their own budgets – which must 
then be consolidated.

The Single-Account Budget Maintenance window is 
simply used to setup a budget for an individual account. 
Changes or deletions can be made to the budget for an 
individual account in this window.

The Budget Maintenance and Single-Account Bud-
get Maintenance windows contain a lock by the Budget 
ID that allows a budget to be password protected. This 
option helps protect a budget from being modified, de-
leted, or exported. ▲

using move requests as a tool for a long-staged Microsoft Exchange migration (es-
sentially a hybrid deployment) may make sense.

Cutover Exchange Migration

Cutover Exchange migration is for organizations with fewer than 1,000 mail-
boxes that want to move all mailboxes to the cloud in a single operation. Use E-Mail 
Migrationin the Microsoft Exchange Control Panel to access the tool. Cutover Ex-
change migration only supports Microsoft Exchange 2003 or later. If running older 
versions of Microsoft Exchange, IMAP e-mail migration or a third-party solution 
will be required. 

Microsoft Staged Exchange Migration

Microsoft Staged Exchange migration is for larger organizations or organiza-
tions that want to migrate mailboxes to the cloud over time. In this scenario, some 
mailboxes can be migrated to the cloud while maintaining the rest of the mail-
boxes in the on-premise organization. Use E-Mail Migration in the Microsoft Ex-
change Control Panel to access the tool. Keep in mind, Microsoft Staged Exchange 
migration has been designed for organizations that plan to move all on-premises 
Exchange mailboxes to the cloud eventually. Using Microsoft Staged Exchange is 
not a best practice for migrating a handful of mailboxes as part of a longer coexis-
tence scenario.

If planning to migrate and implement a long-term hybrid 

deployment with Microsoft Exchange on-premise, move 

requests are the recommended way to migrate mailboxes. 

IMAP E-mail Migration

IMAP e-mail migration is designed as a fallback e-mail content migration tool 
for a wide variety of e-mail servers. If you are running Microsoft Exchange 2000 
Server or Microsoft Exchange Server 5.5 Service Pack 4, or any other compliant 
IMAP server, such as Gmail, IMAP e-mail migration is an option. Use E-mail Mi-
gration in the Microsoft Exchange Control Panel and a CSV file. 

If long-term deployment plans involve deploying single sign-on or directory 
synchronization, run IMAP e-mail migration initially. For this scenario, an up-
dated version of the Microsoft Online Services Directory Synchronization tool 
must be run first; the current version of this tool included with Microsoft Office 
365 for enterprises does not support this scenario. Watch the Microsoft Office 365 
Community site for an updated version of the Microsoft Online Services Directory 
Synchronization tool.

Finally, there are a number of third-party migration tools and partners that 
can assist with Exchange migrations from non-Microsoft platforms. For more in-
formation or help on migrating to Microsoft Office 365 contact us today! ▲

What’s that Window?
Office 365, continued from page 23

type of restriction using Microsoft Dy-
namics GP 2010.   To restrict a payables 
batch by one group of vendors and then 
another group, create the first restric-
tion, build a batch, then create a second 
restriction.

Returned Goods:  With Microsoft Dy-
namics GP 2010, users can return a pur-
chased item and receive it again using the 
same PO Number by marking the check-
box Replace Returned Goods.  In addi-
tion, there is another checkbox called 
Invoice Expected for Returned Goods.  
When left unmarked, users can invoice 
only what is received minus what is re-
turned rather than paying the invoice for 
the full original quantity ordered.  Then, 
invoice the remaining quantity when the 
returned items are received again.

Sales Orders:  Do you have a need to 
repeat or copy a sales order?  What’s the 
difference you ask?  When copying, a 
new sales order number is created and 
the order can be fulfilled at a line level.  
If repeating a sales order, the same or-
der number is used over and over again.  
There is only one order number to look 
up and it can be invoiced repeatedly, ful-
filling the entire document.  

Payroll:  Need to reprint a paystub for an 
employee?  Use the Recreate Paystub but-
ton in the Payroll Check Inquiry window 
in Microsoft Dynamics GP 2010 to re-
print.  Is the organization large with mul-
tiple payroll clerks? In previous releases of 
Microsoft Dynamics GP, only one user at 
a time can calculate payroll checks, print 
checks, and print direct deposit earning 
statements. In Microsoft Dynamics GP 
2010, if another user tries to perform one 
of these tasks at the same time, the pro-
cessing request will be queued. The Mul-
tiuser Payroll Setup window can be set to 
specify the maximum wait time and how 
often processing requests will be retried.

Letters:  Creating letters can be easy us-
ing the Letter Writing Assistant in Mi-
crosoft Dynamics GP 2010.  Simply select 
a customer and generate a quick letter 
such as a collection letter or a letter to 
company staff. ▲

Tips and Tricks, continued from page 28

Geniece 
Kizima

Geniece has been with Sum-
mit Group Software for over 

3 years. Her work with the com-
pany is quite diverse. As she puts it, 
“My title is Sales Coordinator but a 
more accurate title would be The 
Coordinator of Many Things.”

 What began for her as a posi-
tion in accounting and office man-

agement has evolved to aspects in sales, training, and more. 
Geniece manages and coordinates our company’s annual fall 
Summit at Microsoft Campus in Fargo and organizes, edits, and 
helps design The Summit magazine. Microsoft training courses 
and registration, sales team support, software renewals and or-
dering are other responsibilities of her. She even orders com-
pany tickets for the Fargo Force hockey and Redhawk’s baseball 
games.

Outside of the office, Geniece enjoys interior decorating 
and sewing for herself and friends, spending time in the sun 
when the weather is warm, taking trips with friends and family, 
and loves watching football on Sundays.

Tyler Sand

Tyler joined Summit Group 
Software in June of 2006. 

His current roles include Senior 
Microsoft Dynamics CRM Con-
sultant, Software Engineer, and 
internal Systems Administrator.   
Tyler spends his time on Micro-
soft Dynamics CRM consulting 
engagements, .NET development, 
building custom integrations us-
ing Scribe Insight, and implement-

ing and maintaining internal systems.   He has earned titles of 
Microsoft Certified Professional (MCP), Microsoft Certified 
Trainer (MCT), and Scribe MVP in recognition of his exemplary 
technological skills and passion.

In his free time, Tyler enjoys exploring new computer tech-
nologies and hardware, curling, and playing piano.

Employee Spotlight
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Events Calendar • 2011.4
Date Course Type Location Topic
1-Dec-11 Webinar Online Microsoft Dynamics CRM 2011 - Online Lead Capture
5-Dec-11 Workshop Online Microsoft Dynamics CRM - Advanced Find
8-Dec-11 Workshop West Fargo, ND Payroll for Microsoft Dynamics GP
8-Dec-11 Webinar Online Microsoft Dynamics CRM 2011 - Introduction to Duplicate Detection 

and Bulk Deletion
12-Dec-11 Workshop Online Microsoft Dynamics CRM - Report Wizard
12-13Dec11 Workshop West Fargo, ND Management Reporter for Microsoft Dynamics GP 2010
15-Dec-11 Webinar Online Microsoft Dynamics CRM 2011 and Microsoft SharePoint Integration 

and Deployment
19-Dec-11 Remote 

Classroom
Introduction to Microsoft SQL Server

20-Dec-11 Remote 
Classroom

Report Builder for Microsoft SQL Server Reporting Services

20-Dec-11 User Group West Fargo, ND Microsoft Dynamics GP - Year End User Group
21-Dec-11 User Group West Fargo, ND Microsoft Dynamics GP - Year End User Group
21-Dec-11 User Group Online Microsoft Dynamics GP - Year End User Group
5-Jan-12 Workshop Online Introduction to Microsoft Dynamics CRM Basics
5-Jan-12 Workshop Online Microsoft Dynamics CRM - Advanced Find
10-Jan-12 Webinar Online Microsoft Dynamics CRM 2011 - Introduction to Workflow
10-Jan-12 Webinar Online Microsoft Dynamics CRM 2011 - Introduction to Dialogs 
12-Jan-12 Workshop West Fargo, ND Introduction to Microsoft SQL Server
13-Jan-12 Workshop West Fargo, ND Report Builder for Microsoft SQL Server Reporting Services
16-18Jan12 Remote 

Classroom
Microsoft Dynamics CRM 2011 - Customization and Configuration

23-Jan-12 Webinar Online Microsoft Dynamics CRM 2011 - Goal Management
23-Jan-12 Webinar Online Microsoft Dynamics CRM 2011 - Online Lead Capture
26-Jan-12 Webinar Online Introduction to Microsoft Dynamics GP 2010 - System Manager
30-Jan-12 Webinar Online Microsoft Dynamics CRM 2011 and Microsoft SharePoint Integration 

and Deployment
30-Jan-12 Webinar Online Microsoft Dynamics CRM 2011 - Introduction to Duplicate Detection 

and Bulk Deletion
30-Jan-12 Workshop West Fargo, ND Microsoft Dynamics GP 2010 - General Ledger
31-Jan-12 Workshop West Fargo, ND Microsoft Dynamics GP 2010 - Payables Management
1-Feb-12 Workshop West Fargo, ND Microsoft Dynamics GP 2010 - Receivables Management
2-Feb-12 Workshop West Fargo, ND Microsoft Dynamics GP 2010 - Bank Reconciliation
02-03Feb12 Remote 

classroom
Management Reporter for Microsoft Dynamics GP 2010

3-Feb-12 Workshop West Fargo, ND Microsoft Dynamics GP 2010 - Fixed Assets
6-Feb-12 Remote 

Classroom
Introduction to Microsoft SQL Server

7-Feb-12 Remote 
Classroom

Report Builder for Microsoft SQL Server Reporting Services

9-Feb-12 Workshop Online Introduction to Microsoft Dynamics CRM Basics
9-Feb-12 Workshop Online Microsoft Dynamics CRM - Advanced Find
13-Feb-12 Remote 

Classroom
Microsoft Dynamics CRM 2011 - Sales Management

To register for any of these events, go to SummitGroupSoftware.com and click on Training.
Courses subject to change, check the website for the most up to date schedule.

Date Course Type Location Topic
14-Feb-12 Remote 

Classroom
Microsoft Dynamics CRM 2011 - Marketing

14-16Feb12 Workshop West Fargo, ND Microsoft Dynamics GP 2010 - Distribution
15-Feb-12 Remote 

Classroom
Microsoft Dynamics CRM 2011 - Service Management

17-Feb-12 Workshop West Fargo, ND Payroll for Microsoft Dynamics GP 10.0
20-22Feb12 Workshop Fargo, ND SharePoint Technologies and Microsoft Dynamics® GP 2010
21-Feb-12 Workshop Online Introduction to Microsoft Dynamics GP- General Ledger
21-Feb-12 Workshop Online Introduction to Microsoft Dynamics GP - Inventory
28-Feb-12 Workshop Online Introduction to Microsoft Dynamics GP - Payables Management
28-Feb-12 Workshop Online Introduction to Microsoft Dynamics GP - Purchase Order Processing
1-Mar-12 Workshop Online Introduction to Microsoft Dynamics CRM Basics
1-Mar-12 Workshop Online Microsoft Dynamics CRM - Advanced Find
6-Mar-12 Workshop Online Introduction to Microsoft Dynamics GP - Receivables Management
6-Mar-12 Workshop Online Introduction to Microsoft Dynamics GP - Sales Order Processing
8-Mar-12 Workshop Online Introduction to Microsoft Dynamics CRM for Sales
08-09Mar12 Remote 

classroom
Management Reporter for Microsoft Dynamics GP 2010

12-14Mar12 Workshop West Fargo, ND Microsoft Dynamics CRM 2011 - Customization and Configuration
13-Mar-12 Workshop Online Introduction to Microsoft Dynamics GP - Bank Reconciliation
13-Mar-12 Workshop Online Introduction to Microsoft Dynamics GP - Fixed Assets
15-Mar-12 Webinar Online Introduction to Microsoft Dynamics GP 2010 - System Manager
19-Mar-12 Remote 

Classroom
Microsoft Dynamics GP 2010 - General Ledger

19-Mar-12 Workshop West Fargo, ND Introduction to Microsoft SQL Server
20-Mar-12 Workshop West Fargo, ND Report Builder for Microsoft SQL Server Reporting Services
20-Mar-12 Remote 

Classroom
Microsoft Dynamics GP 2010 - Payables Management

21-Mar-12 Workshop West Fargo, ND Business Intelligence Development Studio for Microsoft SQL Server 
Reporting Services

21-Mar-12 Remote 
Classroom

Microsoft Dynamics GP 2010 - Receivables Management

22-Mar-12 Remote 
Classroom

Microsoft Dynamics GP 2010 - Bank Reconciliation

22-Mar-12 Workshop Online Introduction to Microsoft Dynamics CRM for Marketing
23-Mar-12 Remote 

Classroom
Microsoft Dynamics GP 2010 - Fixed Assets

26-28Mar12 Remote 
Classroom

Microsoft Dynamics GP 2010 - Distribution

27-28Mar12 Workshop Duluth, MN Management Reporter for Microsoft Dynamics GP 2010
28-30Mar12 Workshop Fargo, ND SharePoint Technologies and Microsoft Dynamics® GP 2010
29-Mar-12 Workshop Online Introduction to Microsoft Dynamics CRM for Service
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Accessible from Microsoft Outlook and the Web, PEAKNFP Donor 
Management is easy to use from the start – reducing staff training 

time and increasing productivity right away.

Send an email to info@peakNFP.com or call 888.929.1387 to 
request a free PEAKNFP Donor Management demonstration.

Increase donor engagement. 

Deliver superior fundraising results. 

Maximize efficiency in your organization.

PEAKNFP Donor Management  
will help your organization:

•	 Visualize data

•	 Understand and connect  
with donors

•	 Raise more money and  
maximize giving

•	 Diversify fund-raising methods

•	 Stand out from the competition

•	 Build lasting relationships

PEAKNFP
a division of Summit Group Software

Donor Management 
powered by Microsoft Dynamics CRM


