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Abstract

This report documents usability benchmark results demonstrating th at users
are more successful completin g job -related tasks and more satisfied with

Microsoft Dynamics NAV 2009 compared to Microsoft Dynamics NAV 5.0.

Comparative studies carried out in March and June 2008 indicate that, when

using Microsoft Dynamics NAV 2009, novice users will experience a dec rease in
learning time and therefore associated costs, while also enjoying more success

with greater satisfaction.
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Introduction

Microsoft is committed to del ivering business applications that people actually enjoy
using. We want the people who use our applications to find them useful, usable, and
desirable & meaning that they can get their work done; they can easily discover how to
accomplish tasks in the applic  ation; and they find using the application enjoyable. So we
must deliver a positive user experience that enables Microsoft Dynamics users to be

more efficient and productive, and with less effort and training time.

In March and June 2008, Microsoft ran two usability benchmark tests to compare the
user experience of Microsoft Dynamics NAV 5.0 Classic user experience with that of the
new RoleTailored User Experience in Microsoft Dynamics NAV 2009.

The purpose of the tests was to demonstrate the innovation i n Microsoft Dynamics NAV
and to document the improvements. The tests provide a comparative evaluation of the

two versions from a user experience perspective, establish the understandability and

learn ability of Microsoft Dynamics NAV 2009, and highlight its particular strengths.

To measure whether improvements are being made in the user experience of Microsoft
Dynamics NAV 2009, the effort to finish a business task in Microsoft Dynamics NAV 5.0

was compared to the effort to complete the task in Dynamics NAV 2009. This was

achieved by evaluating how far users were able to complete a task successfully; the time

taken to complete the task, the ease of wuse, and the
tests were comparative studies that primarily focused on task su ccessd a factor crucial to

a person's productivity.

The two tests were based on two roles that represent key functions in a typical

company: sales and finance. One focused on the role of Susan, an order processor, and
the tasks required in her position and the other on the role of Phyllis, an accounting
manager and her related tasks.

This paper documents the test results, which clearly show that the RoleTailored user
experience outperforms the Classic experience. Furthermore, users who are familiar with
th e business processes associated with finance and sales but who have little or no
experience with Microsoft Dynamics NAV can quickly start using the program often with
minimal or even no training, meaning that companies can save considerably on training
costs. This white paper outlines the areas that people particularly liked and significant
differences between the two user experiences are detailed.

The Test

To compare both user experiences, a series of tasks were performed by test participants
on both clie nts. To counter any learning effects from one task to another, for each
person, the order of the tasks was randomized as was the user experience they started
on.
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Two separate benchmark studies were carried out:
1 Twenty people, matching the Susan persona ! were asked to perform a total of 14
core order processing tasks on both clients.
1 Twenty -two people, matching the Phyllis persona were asked to perform a total of
13 core accounting tasks on both clients.

None of the participants in the tests had any prio r experience with Microsoft Dynamics
NAV, but before they started, they received a short introduction to the core concepts of

both the Classic and the RoleTailored user experience through a pre -recorded video
tutorial.

For each task, it was determined wha t percentage of people were able to complete the
task within reasonable time, how satisfied they were about performing the task, and how
much time it took them to complete the task successfully.

The following data was recorded:
1 Task success
1 Timetakento complete the task

The following subjective measures were also gathered via a questionnaire, which was
administered on completion of each task:

1 Ease of use

1 Satisfaction

1 Perceived time taken to complete the task

These three subjective measures were combin ed into one net satisfaction score, which is
the satisfaction score documented in this paper.

! The personas referred to here are part of the Microsoft Dynamics Customer Model, which is a tool that

Microsoft has developed to document how people work within departments o and how this drives performance
across organizations.  The model helps ensure that Microsoft Dynamics is designed based upon a thoroughly -
researched, consistent set of people and processes that apply to most businesses. The model includes 61

"personas" or "user profiles" which represent a typical view of the people within an organization defined

primarily by the collection of roles they have. A role is a specific grouping of tasks that a persona is responsible

for or participates in.
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Results

What the users particularly liked

There were many  positive  user experiences brought to light during the tests, and
many test subjects commented on featur es of the program that they liked or felt were
an improvement compared to Microsoft Dynamics NAV 5.0 (classic).

The following are excerpts illustrating the reactions from the users.
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Figure 1 Easy na vigation and Ul of the Role Center
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Filter as You Type
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Figure .2 Filter as you typg

FastTab Information Visibili ty

O0Shipping location. . .ddt diadd' GREE&N FE®DEBhebpensopen t hat
Shipping FastTab and realizes as she is opening it that the information she needed is
already visible on the tab.

BENCHMARK STUDY USER EXPERIENCE



© Reopen
5 ¥ s
Post Post and = Create Inven Put-awa... Statistics
Print ¥ Release
Proc
6004 - Autohaus Mielberg KG
General 6004 | 49633663 | 1/29/2010 Released v | | Customer Sales Hist... ~| E
Lines o Customer No.: 49633663
Type No. Description Location Code Quantity  Reserved Qua... Unit of Meas = | | Quotes: 0
Item 1906-5 ATHENS Mobile Pedestal GREEN s pCs Z‘a:m Orders: 3
rders:
Ttem 1908-5 LONDON Swivel Chair, blue GREEN 3 PCs
Invoices: 0
Ttem 80100 Printing Paper GREEN 20 PACK Return Orders: 0
Ttem 1964-5 TOKYO Gastestuhl, Blau GREEN 3 pCs =| | Credit Memos: 0
Ttem 1968-5 MEXICO Swivel Chair, black GREEN 5 pPCs Pstd. Shipments: 2
tem 1996-5 ATLANTA Whiteboard, base GREEN 5 pCS Ptd. Invoices: *
Pstd. Return Re... 1
Pstd. Credit Me.. 1
Sales Line Details ~
Item No.: 1906-5
Availability: 83
Substitutions: 0
5 - ; T | Sales Prices: 0
‘ Sales Line Disco... o| 7
Invoicing 49533663 | 14DAYS | 27122010 v
Notes F
Shipping DE22417 | GREEN | FEDEX | 1/20/2010  ~
Click here to create a new nate.
[ Foreign Trade EUR
Location Code: GREEN
[E- Commerce
[Prepayment 0 |znz0 v }

Figure 3 FastTabs give eas Yy access to information
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Figure 4 Familiar interface
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FastTabs and FactBoxes
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Figure 5 FastTabs and FactBoxes display the relevant information

Role Center  * Navigation
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Figure 6 Easy navigation
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