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For Microsoft Dynamics 365 partners, ensuring a smooth transi-
tion from sales to delivery remains one of the biggest challeng-
es in project execution. Promises made during the sales cycle 
often become points of contention during delivery, leading to 
scope discrepancies, missed expectations, and reduced prof-
itability.  

By combining the Microsoft Business Process Catalog (BPC) 
with Mavim, partners can bridge this gap with a clear, pro-
cess-centric foundation that ensures continuity from opportu-
nity qualification through implementation and beyond. Mavim 
transforms the BPC’s standardized business processes into dy-
namic, visual, and actionable assets, enabling teams to deliver 
on what was promised and accelerate time-to-value for their 
customers. 

At deal close, that governed process model becomes the de-
livery blueprint from day one, and AI agents rely on the same 
blueprint to reduce risk, accelerate onboarding, and prevent 
drift. 

What Gets Handed Over at Deal Close 

	� Governed process blueprint (BPC + Mavim) 
	� Agreed scope and requirements 
	� AI-ready structure for delivery and operations 

Why now: AI is speeding up delivery, process governance has 
to keep up 

Dynamics 365 projects are moving faster, and more work is be-
ing automated. That increases the risk that what was sold, what 
was designed, and what gets delivered drift apart, especially 
when multiple teams rely on different documents and interpre-
tations. 

Agentic AI raises the stakes even further. AI agents can draft, 
route, and even trigger actions, but only safely when they op-
erate inside clearly defined, governed business processes. Ma-
vim turns Microsoft BPC content into governed, executable pro-
cess playbooks so Copilot and agents can guide and act within 
approved roles, steps, and controls. 

Executive Summary



4     

Partners frequently face a disconnect between pre-
sales enthusiasm and delivery realities. Sales teams 
focus on articulating business value, while delivery 
teams are tasked with translating that vision into a 
working solution. Without a shared framework, the 
result is often: 

	� Misaligned customer expectations  
	� Inconsistent scope definitions  
	� Inefficient onboarding of delivery teams  
	� Increased rework and budget overruns 

Microsoft’s Success by Design framework was es-
tablished to help partners address precisely this 
problem—by aligning sales, delivery, and operation 
around repeatable business processes. Yet, many 
partners still struggle to operationalize this align-
ment in everyday practice. That’s where Mavim and 
the BPC come in. 

The Sales-to-Delivery 
Gap: A Persistent Partner 
Challenge 

The Business Process Catalog (BPC) provides a comprehensive library of 
cross-industry and industry-specific processes aligned with Dynamics 365 
capabilities. It defines what good looks like across sales, finance, operations, 
service, and supply chain processes.  

For partners, the BPC serves as a common language between Microsoft, 
customers, and delivery teams. It aligns business process models with solu-
tion architecture and provides a reusable baseline for every stage of the 
customer journey.  

When embedded in Mavim, the BPC becomes more than a reference, it be-
comes a living digital twin of the organization’s operating model. Partners 
can visualize these processes, enrich them with metadata, and connect 
them directly to methodology, roles, and systems. This enables a seamless 
bridge from envisioning to execution. In practice, that means faster delivery 
onboarding, fewer change requests, and tighter scope control, because the 
agreed process is the reference point for every decision. 

The Microsoft Business Process 
Catalog: A Foundation for Consistency 
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Mavim enables partners to standardize, visualize, and operationalize their delivery methodology in full alignment with the BPC. It’s de-
signed to support every stage of Microsoft’s Success by Design lifecycle:

Strategize: Partners use BPC-based templates in Mavim to facilitate business value discussions and map the cus-
tomer’s current processes (as-is) against Microsoft best practices.  
 
 

Initiate: The sales promise is translated into a delivery-ready scope using Mavim as the single source of truth for 
processes and requirements.  
 
 

Implement: Mavim synchronizes with Microsoft DevOps, connecting process models directly to user stories and 
configurations.  
 
 

Prepare & Operate: Mavim’s integration with Dynamics 365 and the Power Platform ensures that operational pro-
cesses remain current, measurable, and continuously improvable.

Mavim’s Role in the Partner Lifecycle

This alignment gives partners consistent visibility from initial pitch through go-live and operation, ensuring that every stakeholder 
speaks the same language—process. 
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Moving from Sales to Delivery: The Playbook for Partners

Standardize Presales with  
the BPC and Mavim 

Presales conversations often depend 
on storytelling. By leveraging BPC 

content inside Mavim, partners can 
ground those stories in real, visual-
ized business processes. Instead of 

hypothetical promises, prospects see 
exactly how Dynamics 365 supports 

their operating model. This clarity 
reduces sales friction and improves 

conversion rates.

Deliver with Confidence  
and Visibility 

Using Mavim’s integrations with Azure 
DevOps, Dynamics 365, and the Power 

Platform, functional and technical 
consultants work from the same 
source. Business process models 

directly link to user stories, test cases, 
and configurations. This minimizes 

misunderstanding between roles and 
ensures traceability from business 

objectives all the way to system be-
havior. 

Define and Freeze Scope  
at Project Kickoff 

With Mavim, the sales-to-delivery 
handoff becomes a governed process 

transfer, not a document exchange. 
BPC-based processes agreed in 

presales form the delivery blueprint at 
kickoff, so teams start from the same 
model, avoiding reinterpretation and 
scope drift. This structured blueprint 

lets Copilot and AI agents immediate-
ly guide configuration and next steps 

within approved controls.

Maintain Value During  
Operation 

In the Operate phase, the same 
process models are used to measure 
performance and identify improve-
ment opportunities. By embedding 

operational data and KPIs into Mavim, 
partners help customers achieve 
continuous improvement—turning 

delivery into a long-term engagement 
opportunity. 
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Adopting Mavim and the BPC delivers measurable benefits across business, operational, and customer dimensions.  

Many Mavim partners report measurable improvements such as a 25% reduction in ramp-up time and a significant drop in change 
requests caused by misalignment. Consistent use of the BPC within Mavim turns repeatable delivery into a competitive advantage. 

The Partner Payoff 

Commercial Advantages:  

	 Reduced pre-sales and scoping 
effort  

	 Faster time-to-contract  

	 Better margin protection through 
scope clarity 

Operational Advantages:  

	 Streamlined project handovers  

	 Reduced rework and re-clarifica-
tion cycles  

	 Standardized delivery documen-
tation 

Customer Advantages:  

	 Greater transparency and trust  

	 Faster go-lives and more predict-
able outcomes  

	 Clear process ownership and gov-
ernance post-implementation 



8     

Integration Highlights Example:  
A Real-World Transition Done Right

Consider a Dynamics 365 partner implementing a global finance and op-
erations project. During presales, the team used Mavim’s visualization of 
BPC processes to demonstrate how Microsoft Finance modules supported 
the client’s workflow.  

After contract signature, the same assets were handed over to the deliv-
ery team, who immediately used Mavim’s DevOps integration to generate 
user stories and configurations. The customer could track progress directly 
against agreed process flows.  

The result: a project that stayed on scope, avoided rework, and delivered full 
customer confidence, while the partner achieved higher profitability and 
stronger client relationships. The partner could also track practical delivery 
signals, like consultant ramp-up time and change request volume, against 
the agreed process blueprint. 

Mavim integrates natively across the Microsoft 
ecosystem, connecting design, build, and oper-
ate—so partners reduce rework, improve trace-
ability, and keep scope and delivery aligned end-
to-end: 

	 Dynamics 365 Connector: Synchronize pro-
cesses with actual configurations for plat-
form transparency.  

	 DevOps Connector: Automatically link busi-
ness processes to work items and test cases 
for delivery alignment.  

	 Power Platform Connector: Enable pro-
cess-driven automation and insights.  

	 Copilot Integration: Ground Copilot and AI 
agents in governed process context, so users 
get the right guidance, next steps, and ap-
proved actions inside the tools they use every 
day. 

This bidirectional connectivity ensures that what 
partners design is what gets delivered, and what’s 
delivered remains continuously optimized.
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For Dynamics 365 partners, successful delivery 
starts long before project kickoff; it begins with a 
clear, shared understanding of business processes. 
By embedding the Microsoft Business Process Cat-
alog into Mavim, partners unify sales and delivery 
around one trusted source of truth.  

This approach not only streamlines the Success by 
Design lifecycle but also drives measurable com-
mercial impact: faster delivery, predictable out-
comes, and lasting customer relationships.  It also 
prepares partners for agentic AI by giving Copilot 
and agents a governed process foundation to work 
from, reducing risk while increasing speed. 

Partner with Mavim to bring continuity, clarity, and 
control to your entire delivery lifecycle, and turn ev-
ery sales win into a successful implementation sto-
ry. 

Conclusion  
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