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THE COMPANY

What you need to know

• Business Central (BC) is Microsoft’s cloud-first ERP for 

SME that unifies finance, supply chain, projects, and 

basic manufacturing/service, with twice-yearly release 

waves and deep integration to Microsoft 365, Power

Platform, and Teams. BC is sold both as cloud (BC 

Online) and on-premises, many customers still consume 

it via partner-delivered hosting/ managed services. 

Microsoft positions BC as fast to implement and easy to 

configure, emphasizing Copilot and autonomous agents 

to automate various workflows. 2025 Release Wave 2

• Microsoft publishes detailed release plans (W1 Apr–

Sep and W2 Oct–Mar) highlighting AI agents, Shopify 

integration, e-documents, sustainability, ongoing 

localization, and strong sustained investment in SME 

ERP. 2025 Release Wave 1

• Microsoft announced the first price increase in ~5 years 

(effective November 1, 2025), and higher storage 

entitlements, likely signaling growing confidence in 

value added by Copilot and new capabilities. Essentials 

rises to $80 (3 GB) and  Premium to $110/user/month 

(5 GB). Device to $45/device/month (1.5 GB). BC Pricing 

Update

GO-TO-MARKET

How do they sell?

• Microsoft sells BC via partners with global availability and a strong 

ISV applications ecosystem (AppSource). Twice-yearly release 

waves drive roadmap marketing; blogs and partners amplify Copilot 

innovation and pricing/storage changes. 2025 Release Wave 1

• Finance leaders (cash flow, reconciliation), operations/supply-chain 

(order automation, payables, e-documents), manufacturing/service 

(Premium SKU), and e-commerce (Shopify) are frequent targets.

• Copilot’s Sales Order Agent and Payables Agent are most likely 

highlighted for back-office automation. Key features and updates in 

the 2025 Release Wave 1

• Predominantly SaaS subscription with Essentials/Premium/Device/

Team Member licenses; emphasis on quick start, templates, and 

partner delivery. BC Pricing Update

PRODUCT

What do they sell?

• BC key products & capabilities: Core 

finance, sales, purchasing, inventory, 

projects, warehousing (Essentials); 

manufacturing & service management 

(Premium). Strong Microsoft 365 and 

Power Platform integration. Copilot brings 

chat, summarization, analysis assist, Sales 

Order Agent, Payables Agent, and 

sustainability features.

• AI & automation: Copilot and 

autonomous agents natively embedded in 

BC Online – email-to-order automation, 

invoice matching, record summaries, 

analysis Q&A. Partners can use 

Microsoft-managed Azure OpenAI 

resources for add-ons.

New Functionality In BC 2025 Wave 1

• Regular release waves: in 2025, waves 1 

and 2 expanded Copilot languages, 

improved search/Tell Me, sustainability 

journals, and agent enhancements.

• Premium add-ons: Manufacturing & 

Service Management modules. 

• Deployment: SaaS on Azure (default), 

but also available on-premise or on a 

subscription-based plan. Microsoft 

Dynamics 365 Business Central: Cloud vs 

On-Premises, BC Full Guide for CFOs, 

CIOs, and Admins, 2025 Release Wave 1

Microsoft Business Central PLAYBOOK

How do they compete against SAP?

• They lead with ecosystem + AI: Copilot/agents and tight Microsoft 365/Power Platform integration, 

downplaying SaaS vs. partner-hosted (and multi- vs single-tenant) since most SME buyers don’t decide 

on that.

• Undercut TCO concerns by pointing to subscription pricing and increased storage entitlements vs.

separate hosting/maintenance with SAP Business One partner clouds.

• Land-and-expand with AppSource add-ons and low code automation to offset SAP Business One’s 

long history of partner add-ons.

SAP PLAYBOOK

How should we compete against them?

• SAP Business One’s proven SME foothold and partner ecosystem, risk/legal compliance in 50+ 

countries and future roadmap. Business One serves 83k+ customers/1.2M users via ~850 partners and 

500+ extensions. The Global Success of SAP Business One

• Deployment Choices include on premise, or multitenant cloud provisioned by SAP partners, choice of 

HANA/SQL, and strong audit/compliance tooling in recent feature packs. 

• Counter AI hype with concrete Business One enhancements (Web Client coverage growth, 

MS365/Teams integration, AI document extraction, localization updates) and partner extensibility.

• Professional/Limited/Starter licenses for right size cost to size ratio with transparent perpetual/ 

subscription references from partners.

https://learn.microsoft.com/en-us/dynamics365/release-plan/2025wave2/smb/dynamics365-business-central/
https://learn.microsoft.com/en-us/dynamics365/release-plan/2025wave1/smb/dynamics365-business-central/
https://www.microsoft.com/en-us/dynamics-365/blog/business-leader/2025/05/06/new-microsoft-dynamics-365-business-central-pricing-effective-november-2025/
https://www.microsoft.com/en-us/dynamics-365/blog/business-leader/2025/05/06/new-microsoft-dynamics-365-business-central-pricing-effective-november-2025/
https://learn.microsoft.com/en-us/dynamics365/release-plan/2025wave1/smb/dynamics365-business-central/
https://www.randgroup.com/insights/microsoft/dynamics-365/business-central/key-features-and-updates-in-the-2025-release-wave-1-of-business-central/
https://www.randgroup.com/insights/microsoft/dynamics-365/business-central/key-features-and-updates-in-the-2025-release-wave-1-of-business-central/
https://www.microsoft.com/en-us/dynamics-365/blog/business-leader/2025/05/06/new-microsoft-dynamics-365-business-central-pricing-effective-november-2025/
https://www.azurecurve.co.uk/2025/06/new-functionality-in-microsoft-dynamics-365-business-central-2025-wave-1-use-ai-resources-for-copilot-features-in-business-central/
https://tmrconsult.com/microsoft-dynamics-365-business-central-cloud-vs-on-premises/
https://tmrconsult.com/microsoft-dynamics-365-business-central-cloud-vs-on-premises/
https://tmrconsult.com/microsoft-dynamics-365-business-central-cloud-vs-on-premises/
https://tmrconsult.com/microsoft-dynamics-365-business-central-cloud-vs-on-premises/
https://tmrconsult.com/microsoft-dynamics-365-business-central-cloud-vs-on-premises/
https://ngenioussolutions.com/blog/business-central-pricing/
https://ngenioussolutions.com/blog/business-central-pricing/
https://learn.microsoft.com/en-us/dynamics365/business-central/dev-itpro/deployment/system-requirements-business-central-v26
https://news.sap.com/2025/12/global-success-of-sap-business-one/
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Why SAP wins How to differentiate

1 Localization and compliance 

breadth for SMBs
SAP Business One’s long-standing global SMB footprint 

(83k customers, 170+ countries) + continuous e-

invoicing/tax updates in 2025 feature packs. Use this 

where statutory reporting is complex or multi-country. 

2 Deployment flexibility (on 

prem & partner cloud)
Some SMBs require data residency, custom control, or 

offline resilience. Business One supports both on-prem 

and hosted options with SAP HANA deployable on-prem 

or cloud. 

3 Focused SMB processes 

out-of-the-box
Business One’s integrated finance, sales, purchasing, 

inventory, production, and service are mature and 

updated through 2025 with new web client 

enhancements. 

4 Predictable licensing mixes Professional/Limited/Starter models can reduce TCO for 

small teams versus needing Premium to unlock 

manufacturing such as in BC.

5 Partner led industry solutions

& concrete vertical 

capabilities

500+ industry/country extensions and an 850-partner 

ecosystem augment Business One for niche requirements 

common in SMBs. Business One (with industry partners) 

often wins when buyers prioritize vertical process 

completeness over platform integration as well as 

delivering industry packs for wholesale distribution, light 

manufacturing, service/field service, and regulated local 

requirements (tax/e-invoicing), reducing the need for 

multiple ISVs to reach “industry-ready” process coverage.

Why Microsoft wins Objection handling – how to counter

1 Cloud-first delivery + 

rapid feature cadence, 

amplified by M365/Power 

Platform integration

Steer the conversation to business value: Faster adoption, lower 

friction change, predictable growth, and support that actually

delivers outcomes. Emphasize reduction of project risk, similar 

and sometimes smoother integrations, and a roadmap aligned to 

real customer needs, not just release velocity.

2 AI Copilot and agents Counter with tangible Business One 2025 features (AI document 

info extraction; automation in Web Client) and focus on 

regulatory/operational outcomes over ‘demo wow.’ Then 

propose roadmap-aligned solution with partner extensions. 

3 Deep Microsoft ecosystem 

integration
Business One added Microsoft 365/OneDrive/Outlook/Teams 

integrations in recent updates.

4 Market momentum In some detailed ERP comparisons, SAP Business One meets 

more total feature criteria (even if weighted scores vary), 

meaning it can cover certain business processes without gaps 

even if some broader ratings may not reflect that.

5 Analyst validation Balance with Business One customer scale and SAP’s continued 

investment/roadmap. Emphasize choice and compliance where 

risk is key. 
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Got what you 

were looking for?
Go ahead and win your deal!

Need more 

information?
Keep going!
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SAP Business One Strengths

• Global scale (83k+ customers), strong partner ecosystem, proven scalability for SMEs. 

• Strong financial controls/compliance, audit trails, multi-currency and fixed assets.

• HANA in-memory analytics built into ERP – Pervasive analytics, enterprise search, 

cash-flow forecasting, and fast reporting directly in the Business One cockpit.

• Supports on-premise, cloud, and hybrid deployments.

Often wins when buyers prioritize vertical processes such as: 

• Manufacturing planning depth (BOM/routings/MRP) + traceability requirements

• Distribution complexity (pricing, rebates, returns, inventory accuracy)

• Localization/compliance-heavy operations (multi-country statutory reporting)

• Need for partner-packaged, industry-ready solutions with predictable SLAs

SAP Business One Version 10.0 stays in mainstream maintenance by at least Dec 31, 

2028, with feature and support packages. SAP Business One Version 11.0 is planned for 

release in 2027 with another minimal five-year mainstream maintenance. The customers 

can plan upgrades to Version 11.0 on their own cadence (on-prem or hosted).

Partner-managed cloud enables tailored SLAs, seasonal freeze windows, and industry-

specific packaging, often valued more than the underlying tenancy model in SME deals.

SAP Business One Considerations

• Payroll included with partner extensions/industry add-ons.

• Microsoft 365 parity is not native

Strengths & Weaknesses

Microsoft Business Central Strengths

• Cloud-first with rapid innovation

• Native Microsoft 365 and Power Platform integration – Outlook and Teams, 

analyze in Excel or Power BI, extend with Power Automate and Power Apps.

• Copilot included + agents for automation – Copilot features (e.g., Analysis Assist, 

Summarize records, Autofill, chat) are included with BC. Sales Order Agent 

(email-to-order) and Payables Agent however use consumption-based Copilot 

credits.

Microsoft Business Central Weaknesses/Risks

• Usage-metered AI agents & capacity nuances – Agents (Sales Order/Payables) 

consume Copilot credits. Tenants also have to manage storage 

entitlements/capacity over time.

• SaaS change cadence may challenge heavily regulated or seasonal businesses 

that prefer customer-controlled upgrades.
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Microsoft Business Central

• Functional scope – Financials, sales, purchasing, inventory, supply planning, 

warehouse, projects; Premium adds service management and manufacturing. 

Multi-company/ currency and Power BI/Power Platform integration included.

• AI – Copilot (included with license) for Analysis Assist, Summarize, Autofill, chat. Sales 

Order Agent and Payables Agent available with Copilot Credits.

• Essentials: $80/user/month (paid yearly)

• Premium: $110/user/month (paid yearly)

• Team Members: $8/user/month (paid yearly)

• Device: $45/device/month (post-increase)

• Notes: Storage entitlements per user increased with the November 2025 change, 

agent usage billed via Copilot credits and rules to not mix Essentials and Premium in 

the same company.

SAP Business One

• Financials, sales/CRM, purchasing, inventory/WMS, production/MRP, services all 

accessible through Web Client (Including analytics); reporting via Crystal Reports and 

dashboards; mobile capabilities through SAP/partners. 

• Technical variants: MS SQL or SAP HANA database. HANA adds pervasive analytics, 

enterprise search, cash-flow forecasting, and faster reporting.

• Perpetual license ($1,500 - 3,200/user) or cloud ($99 - 185/user/month); 

implementation usually ~$20K+; maintenance 15–20%.

• Hosted via perpetual license and cloud subscription (managed by partners). 

• SAP does not publish official Business One list pricing, partner quotes vary by region, 

add-ons, hosting, and services.

Product Details/Pricing

Additional Sources: SAP Business One ERP Review, SAP Business One Pricing , Business One Pricing, The Cost of SAP Business One, Understanding SAP Business One Pricing, Business 

One Pricing & Cost Details, 

https://www.forbes.com/advisor/business/software/sap-business-one-erp-review/
https://thecfoclub.com/tools/sap-business-one-pricing/
https://www.trustradius.com/products/sap-business-one/pricing
https://erp-matchmakers.com/the-cost-of-sap-business-one/
https://zconsulto.com/blogs-sap-business-one-pricing/
https://www.top10erp.org/products/sap-business-one/pricing
https://www.top10erp.org/products/sap-business-one/pricing
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Microsoft Business Central

• Licensing & AI Consumption – Predictable per-user SaaS ($80/$110/$8) plus 

potential Copilot credit consumption for agents (Sales Order/Payables). Storage 

entitlements increased with the November 2025 adjustment, which can defer add-on 

capacity purchases but should still be monitored.

• Ops Overhead – SaaS reduces infrastructure management. Updates are automatic via 

release waves. For BC on-premise, customers own the infrastructure and patching, as 

most new features/agent capabilities target cloud first.

• Implementation & ISVs – TCO depends on partner services and AppSource add-ons.

SAP Business One

• License Models – Perpetual + maintenance vs. hosted subscription, pricing varies by 

license type (Professional/Limited/Starter), region, and partner. Public benchmarks 

(EMEA/US) provide ranges, but firm TCO requires a partner quote.

• Hosting – Partner-managed cloud (public/private) commonly bundles infrastructure, 

OS patching, backups/DR, monitoring, sometimes with ERP AMS; SLA windows can be 

aligned to business seasonality, reducing change-risk costs.

• Analytics Cost Profile – HANA delivers embedded analytics/search without 

usage-metered AI, for organizations that want predictable costs, this can simplify 

budgeting versus agent-based metering.

• Lifecycle & Upgrades – With Business One 10.0 in mainstream maintenance to 2028. 

SAP Business One Version 11.0 is planned for release in 2027 with another five-year 

mainstream maintenance (minimum), customers can plan upgrades to Version 11.0 on 

their own cadence (on-prem or hosted).

Total Cost of Ownership/Hosting Notes



© 2026 SAP SE or an SAP affiliate company. All rights reserved. See Legal Notice on www.sap.com/legal-notice for use terms, disclaimers, disclosures, or restrictions related to this material.

Thank you.

SAP Partner Portal

Additional Documents

Find more CMI Partner Assets on

SAP Partner Portal

https://partneredge.sap.com/en/welcome.html?pexpRequestedURL=/en/search-results.html?type%3Dasset%26filters%3Dasset-type:assets/analysis-intel
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Disclaimer

This document contains confidential or proprietary business information. If you have received this document in error, you are hereby 
notified that any review, copying, or distribution of it is strictly prohibited. This document is governed by the terms of the SAP partner 
agreement, including the partner confidentiality obligations and any unauthorized disclosure will be deemed a violation thereof. The 
information in this document is provided solely for use within the scope of the partner agreement or as expressly authorized by SAP. It 
is subject to changes at any time. No part of this material may be reproduced or transmitted in any form or for any purpose to third 
parties. This document contains informational material and among other things is opinion derived from SAP and industry analyst 
research, methodologies, intended strategies and experience. SAP assumes no responsibility for errors or omissions in this document. 
SAP does not warrant the accuracy or completeness of the information, text, graphics, links, or other items contained within this 
material. This document is provided without a warranty of any kind, either express or implied, including but not limited to the implied 
warranties of merchantability, fitness for a particular purpose, or non-infringement. 

SAP shall have no liability for damages of any kind including without limitation direct, special, indirect, or consequential damages that 
may result from the use of these materials. This limitation shall not apply in cases of intent or gross negligence. The statutory liability 
for personal injury and defective products is not affected. SAP has no control over the information that you may access through the 
use of hot links contained in these materials and does not endorse your use of third-party Web pages nor provide any warranty 
whatsoever relating to third-party Web pages. 

All forward-looking statements are subject to various risks and uncertainties that could cause actual results to differ materially from 
expectations. Readers are cautioned not to place undue reliance on these forward-looking statements, which speak only as of the 
date specified or the date of this document.
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